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VACATION  TIME 


is  not  only  a  time  for  rest  and  re¬ 
creation,  but  a  time  to  consider 
wherein  new  ideas  and  new  meth¬ 
ods  may  be  profitably  employed. 
When  these  thoughts  are  upper¬ 
most,  please  bear  in  mind  that 

GRAVES’  ' 
PRINTED  INDEX 

has  been  used  for  thousands  of 
different  purposes,  and  there  is 
really  no  limit  to  the  variety  of 
adaptions.  Can’t  we  help  YOU? 
Always  glad  to  answer  inquiries 
and  offer  suggestions,  backed  by 
the  experience  of  a,  quarter  of  a 
century. 

HALL  &  McCHESNEY, 

« 

Sole  Publishers, 
Syracuse,  N.Y. 
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ATTENTION! 


BUYERS  OF  ALL  MODERN  OFFICE  APPLIANCES 
MAKE  A  MEMORANDUM  OF  THE  DATES 


AND  ATTEND  THE 


Second  Annual  Office  Appliance  and 
Business  System  Show 


Management— Cochran  &  Payne 


To  be  held  in  Madison  Square  Garden 
NEW  YORK  CITY. 


Will  afford  business  men  the 
greatest  opportunity  of  com¬ 
paring  the  relative  merits  of 
the  different  devices  you  want 
to  buy. 

Over  a  thousand  labor-saving 
devices  and  business  systems 
will  be  clearly  demonstrated. 

THE  BEST  SHOW 
OF  THE  YEAR 

To  Manufacturers: — If  you 
wish  to  exhibit  your  goods  here 
write  NOW  for  particulars, 
diagrams,  etc.,  in  order  to 
secure  a  good  location. 


ADDRESS  ALL  COMMUNICATIONS  TO 

OFFICE  IPPLIANCE  AND  BUSINESS  SYSTEM  SHOW  CO. 

1734-35  Park  Row  Bldg.,  NEW  YORK  CITY 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


USE  THIS  SIDE  FIRST 
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INCREASE  THE  EFFICIENCY 


OF?  VOUR  STEIVOGRARMER 


Buy  her  an  “AUTOMATIC” 
NOTE-BOOK  HOLDER.  It 

will  make  her  work  eas¬ 
ier,  save  the  eyes  and 
enable  her  to  write 
more  letters  in  a  day. 


lO 

OF  THE 

STENOGRAPHER’S 
TIME 

RESTS  THE  BACK 

No  matter  how  expert  your  stenographer  may  be  nor  how  high  class 
the  typewriter  she  uses,  you  are  compelling  her  to  work  at  a  disad¬ 
vantage  if  she  has  to  place  her  notebook  in  an  inconvenient  position. 

YOU  NEED  NOT  SPEND  A  PENNY 
WE  EVEN  PREPAY  EXPRESS  CHARGES 

The  “AUT0M.4TIC”  NOTE-BOOK  HOLD¬ 
ER  is  adjustable ;  it  can  be  instantly 
(ARM  OPEN)  lowered,  raised  or  extended  to 

suit  the  light,  or  to  bring  the 
note-book  divectly  in  the  line  of  vision  of  the  operator. 
The  “AUTOMATIC”  occupies  but  small  space  on  the  desk; 
it  holds  note-book  or  copy  firmly  in  whatever  position 
placed  and  there  is  no  vibration, 

PAYS  FOR  ITSELF  IN  TWO  WEEKS 
- 

|“™  tne 

I  COMPANY  “AUTOMATIC”  to  any  responsible 

60  Wabash  Ave.,  business  man  or  firm  for  10  days  free 

CHICAGO  ’  Ask  your  stenographer  how 

Please  send  me  full  par-^N^\  much  time  it  saves  her  let  her 

ticulars  regarding  your  decision  govem  your  purchase. 

proposition  to  dealers.  plan. 

I  Firm  name . ORDER  TO-DAY 

Street . 

'  .  CLOSED) 

automatic  stand  company 

•Book-Keeper”  .  X  \  60  Wabash  Ave.,  Chicagfo,  Ills.,  U.  S.  A. 


SAVES 
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SH AVEZY 


AN  EASY  WAY  OF  SAYING  “AN  EASY  SHAVE” 

IT’S  JUST  AS  EASY  TO  GET  IT  AS  TO  SAY  IT 
IF  YOU  USE  A  SH  AVEZY  RAZOR  GUARD 

No  more  cuts — No  more  tender  skin  —  No  more  roughness 


The  Only  One  in  the  World  which  Actually  Does  the  Work 


Fits  any  razor— put  on  or  taken  off  in  one  second.  Adjustable  to  a  thousandth 
part  of  an  inch.  Use  it  right-hand  or  left-hand  as  you  choose.  No  change  in 
stropping  or  honing.  No  change  of  razors.  The  only  guard  in  the  world  which 
permits  a  sliding  cut.  Try  it  once  and  you  would  not  take  five  dollars  for  it. 

Absolutely  guaranteed.  Your  77i07tey  back  if  you  want  it. 


C.  D.  BURTON  Box  816  DETROIT,  MICH. 
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Every  User  of  the 

Tengwall  File 

Is  his  own  Loose  Leaf 
Manufacturer 

(L  The  Tengwall  File  with  the  Tengwall  Desk  Punch  offers  all  of  the  advantages 
which  any  Loose  Leaf  System  affords  and  may  be  used  for  a  greater  number  of  prac- 
tic^l  purposes  with  a  greater  economy  of  time,  money  and  annoyance  than  any  other 

office  device. 

C.  The  Tengwall  File  is  furnish¬ 
ed  with  hinged  or  divided  back. 
Curved  metal  prongs,  one  pair  on 
each  side,  hold  the  sheets  as  firmly 
as  in  a  bound  book  and  in  perfect 
alignment.  The  pressing  of  a 
thumb  spring  opens  the  file,  mak¬ 
ing  it  possible  to  insert  new  leaves 
instantly  or  remove  old  ones  with- 
^icout  disarranging  the  others.  Close 
■^the  file,  it  locks  automatically. 

3c,  The  Tengwall  File  is  the  hand¬ 
iest  file  for  reference.  There  is  no 
dead  matter  to  finger  over.  The 
contents  may  be  classified  numer¬ 
ically,  alphabetically,  or  by  any 
other  method  desired. 

C,  Tengwall  Files  are  made  in 
ten  sizes,  carried  in  stock  for 
prompt  delivery.  Special  sizes  fur¬ 
nished  on  short  notice. 

C.  Tengwall  Desk  Punches  are  sup¬ 
plied  with  proper  guage  to  fit  prongs 
of  files.  Light  Punch  Style  A,  nick¬ 
eled,  with  base  of  polished  veneer 
wood.  Punches  1  to  6  sheets  in  one 
Heavy  Punch— Style  “B”  Operation.  Heavy  Punch  Style  B, 

neat  and  durable,  based  of  hard  wood.  Over  half  a  million  Tengwall  Files  now  in 
use  in  the  U.  S.  and  Canada.  Sold  by  Leading  Stationers  everywhere  or  through  the  Manufacturers. 

TENGWALL  FILE  AND  LEDGER  CO. 

Ravenswood  Station,  CHICAQO,  ILL. 


Light  Punch— Style  “A” 
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The  Stoiy  of  the  Young  Man  Who  Hustled 

Instead  of  Kicking 


TWO  years  ago  this  young  man,  whose 
name  was  Raymond,  had  a  job  in  a 
small  eastern  city.  It  paid  him 
ten  dollars  a  week — which  was  pretty 
good  for  an  ordinary  book-keeper  in  those 
parts. 

Strangely  enough,  he  was  not  satisfied, 
so  instead  of  complaining  he  asked  for 
more  pay.  But  he  did  not  get  it.  In¬ 
stead,  his  employer  said:  ‘T  can  fill  your 
place  at  eight  dollars,  by  telephoning 
over  to  the  college.  Those  college  grad¬ 
uates  are  glad  to  work  for  that.”  This 
was  food  for  thought  and  Raymond  did  a 
little  thinking.  “I’ll  hunt  another  job,” 
said  he,  and  he  started  forthwith. 

His  experiences  while  hunting  that 
better  job  were  instructive  if  not  amus¬ 
ing.  He  found  plenty  of  possible  open¬ 
ings  but  in  each  place  they  wanted  a  man 
who  could  do  things  he  never  learned 
how  to  do.  Here,  they  wanted  a  man  to 
instal  a  cost  system:  There,  one  who 
could  untangle  a  badly  mixed  set  of 
books:  In  another  place,  they  used  the 
“Boston  Ledger”- — which  he  never  had 
heard  of:  In  still  another,  they  wanted  a 
monthly  balance  sheet  and  showing  of  net 
profit  without  an  inventory — which  he 
thought  an  impossibility.  And  so  it  went 
on.  Each  demand  was  worse  than  the  last. 

He  started  out  with  a  pretty  good  opinion 
of  his  ability.  He  finished  with  a  realiza¬ 
tion  that  to  be  able  to  put  figures  one  un¬ 
der  the  other  and  then  “add  them  up”  did 
not  make  an  accountant. 

“What’s  the  difference  between  a  book¬ 
keeper  and  an  accountant.”  he  asked  of  a 
more  experienced  man.  “About  forty  dol¬ 
lars  a  week,”  was  the  response.  “How 
does  one  get  to  be  an  accountant?”  he 
asked.  “Study,”  was  the  laconic  response. 

Then  Raymond  did  a  little  more  think¬ 
ing.  Just  then  he  heard,  for  the  first  time, 
the  name  of  W.  W.  Thorne  and  the  In¬ 


ternational  Accountants’  Society,  and  asked 
for  a  little  information.  By  this  time  he 
had  concluded  that  there  ought  to  be  some 
sort  of  a  backing  behind  the  “man  who 
wants  more  pay.” 

He  got  the  information  he  was  after. 
He  learned  how  and  where  he  could  get 
the  help  which  would  give  him  an  expert’s 
knowledge  and  a  chance  at  the  difference 
in  pay  his  friend  had  spoken  of.  It  did 
not  take  Raymond  long  to  come  to  a  de¬ 
cision  when  the  details  were  given  him.  A 
few  dollars  and  a  little  time  were  cheerfully 
devoted  to  study.  And  still  he  worked  for 
ten  a  week. 

All  this  was  two  years  ago.  Sixteen 
months  ago  he  took  a  position  at  twenty-five 
a  week — at  the  place  where  they  wanted  the 
books  untangled.  Six  months  ago  he  went 
over  to  the  concern  which  wanted  a  cost 
system — they  still  wanted  it — badly  enough 
to  pay  him  thirty-five.  He  is  there  yet. 
And  the  International  Accountant’s  Society, 
Inc.,  is  still  teaching  expert  accounting  and 
auditing. 

There  was  another  young  man.  He 
neither  hustled  or  kicked.  He  is  a  clerk — 
in  a  bank — in  a  little  town  in  Pennsylvania. 
For  obvious  reasons  we  do  not  mention  his 
name.  We  suggested  that  he  ought  to  be 
interested.  But  no !  Here’s  what  he  says : 
“I  don’t  need  to  study.  I  am  a  graduate  of 
a  business  college  and  work  in  a  bank.” 
Think  of  it.  Possibly  he  gets  ten-a-week. 
And  that’s  all  he  wants — and  all  he  de¬ 
serves.  Ten  years  from  now  he’ll  get 
fifteen.  He  is  just  as  thoroughly  buried  as 
though  he  had  a  monument  over  him.  Let 
him  rest. 

There’s  a  moral  to  this.  Ask  us  to  tell 
you  how  it  applies  to  you — personally. 
We’ll  tell  you  Raymond’s  address  if  you 
like.  Ask  for  the  “H.  L.  C.”  letter. 

Address  The  International  Accountants’ 
Soc.,  Inc.,  Detroit,  Mich. 
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THE  BINDER  THAT  BINDS  ONE  SHEET— THE 
BINDER  THAT  BINDS  ONE  THOUSAND  SHEETS 

No  Metal  PostSj  Solid  off 
Sectionalo 

Sheets  (punched  and 
slotted)  are  fastened  over 
Flexible  Leather  Thongs, 

Binding  Strips  in  Back 
Hold  Sheets  (1  or  1,000) 

Rigid  when  Binder  is 
Locked. 


This  Feature  Aids 
Alignment. 

Current  Binders  have 
Automatic  Back. 


Tt> 


$(• 


No  such  thing  as  a  2,  : 
or  4  inch  back. 

Binder  no  Thicker  than 
the  Two  Lids  plus 
sheets  contained. 


Ledger  or 


Patents  Pending 

Opefti  Holding  One  Shee^ 


The  Only  Book  on  the  Market  Having  These 

Features 


WHY  NOT  INVES¬ 
TIGATE  AND  GET 


THE 


WE  COURT 
COMPARISON 


STOCK  LEDGER  OUTFITS 

.oo 


«12 


TO 


Your  Choice  of  Four  Forms  of  Ledger  Rulings 

We  will  send  any  one  of  our  Stock  Sets  on  Approval. 

Any  size  Binders  and  Special^  Printed  or  Ruled  Sheets  made  to  order  at 
small  advance  in  cost  over  Stock  sizes  and  Forms. 

Write  for  Booklet  “  B  ”  giving  prices  of  Binders,  Sheets  and  Indexes. 

Also  complete  sets. 


KAUMAZOO  LOOSE  LEAF  LEDOER  CO. 

DEPARTMENT  T.  COALAMAZOO,  MICH.  U.  S.  A. 


PleQie  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Two  Great  Book  Offers 


Here  are  two  sets  of  books, 
every  one  of  which  should  be 
in  the  library  of  every  business 
man. 

Office  Library  No.  1 


“Thorne’s  Twentieth  Century 
Book-keepings  and  Business 

Practice” . $3.00 

‘^Manufacturings  Cost”  2.00 

“The  Credit  Man  and  His  Work”  2.00 

“Burdick’s  Business  Law” .  2.00 

“Commercial  Correspondence”  .  .  2.00 

“Business  Short  Cuts” .  -1.00 

$12.00 


Every  book  bound  in  special  half  morocco — gilt  top — your  name 
in  gold  on  each  volume.  You  can  have  the  whole  set  for  $9.00  cash, 
or  $10.00  in  easy  payments'.  We  pay  express.  All  ready  for  delivery 
save  one,  which  is  now  in  preparation.  If  you  have  any  of  these 
works  we  will  credit  its  cost  on  the  purchase  price.  If  you  have  one 
of  the  books  in  cheaper  binding  we  will  not  only  credit  its 
cost  but  we  will  exchange  it  for  half  morocco  binding  without  charge. 


Office  Library  No.  2 


“American  Business  and  Accounting  Encyclo¬ 
paedia”  (single  vol.  edition) . $10.00 

“Thorne’s  Twentieth  Century  Book-keeping  and 
Business  Practice” .  3.00 

“Manufacturing  Cost”  .  2.OO 

“The  Credit  Man  and  His  Work” .  2.OO 

$17.00 


These  books  are  in  the  same  binding  as  those  in 
library  No.  1— half  morrocco,  except  the  encyclopedia, 
which  is  full  Russia.  You  can  have  this  set  for  $15.00 
in  easy  payments,  or  $13.50  cash.  Express  paid  to  all 
points  in  the  United  States  and  the  entire  set  sent  on 
receipt  of  order. 

Tell  us  which  set  interests  you  most  and  ask  for 
special  terms.  If  you  want  to  substitute  any  other 
books  for  the  ones  you  already  own,  name  them  and 
we  will  quote  special  prices. 


The  Bookkeeper  Publishing  Co.,  Ltd.  Detroit,  Mich. 
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Stenographers  Using 

*  *  .  •  .  •  * 


tliey  ase  any  of  the  LITTLE  Brands.  It  is 
to  get  results  than  to  get  fired — ’most  any 
Stenographer  will  admit  ,  that.  Some  Stenographers  say 
©w  Ribbons  and  our  Carbon  paper  help  them  keep  jobs 


COBWEB 

SATIN 

FINISH 

GOLD 

SEAL 


CARBON 


COPIES 
CLEAR 
DOESN’T 
BLUR 
DON’T  FADE 


Cheap  material  does  just  what  its  name  indicates.  *‘’JusS 
as  good  as  LITTLE’S”  means  that  they  are  not  “just  as  good,” 

You  don’t  hear  us  saying  “just  as  good,”  We  don’t  have  to 

""SECRETS**  for  Stenographers  SENT  FREE 

A.  P.  LITTLE 

NEW  YORK— 261  Broadway  CHICAGO— 100  Jackson  Blvd, 

PHILADELPHIA— 105  S.  EJcTcnth  St.  PITTSBURG— 420  Fifth  Ave, 

LONDON,  ENG.— 28  Basingball  St.  TORONTO-46  Adelaide  St.  B. 


Please  mention  The  Business  Man's  Magazine  when  writing  to  advertisers- 


II 


Ink  Reservoir 
compressed 
ready  to  fill 


Ink  Reservoir 
filled 

ready  to  writ3 


It  tells  the  HOW  and  the  WHY  of  fountain  pens. 

It  tells  all  about  the  DR.  FABER  SELF=FILUNG, 
SELF-CLEANING  FOUNTAIN  PEN,  the  best 
fountain  pen  of  any  kind  ever  made  and  the  only  self-filler  ever  sold 
at  the  low  price  of  $1.50.  It  tells  about  our  money  back  proposition* 

WRITE  FOR  THE  BOOK  TO-DAY— IT  IS  FREE 


THE  PENINSULAR  SUPPLY  COMPANY 


DETROIT.  MICHIGAN 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


VLAR  ABOUT 
^^DcFABER 

Sa,FnLUN6 

FOUNTAIN  PEN 
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Manufacturing  Cost 

is  the  subject  of  greatest  interest 
to  every  manufacturer.  He  wants 
to  know  what  it  costs  to  make  his 
goods,  and  he  wants  a  system  of 
cost  finding  that  will  give  accur¬ 
ate  results  with  as  little  labor  as 
possible. 

“Manufacturing 
Cost”  . 

has  been  written  for  the  man  in 
the  factory  who  wishes  to  devise 
a  system  of  cost  finding  suited  to 
his  own  requirements.  It  is  not 
a  description  of  the  systems  used 
in  some  particular  concerns,  but 
it  tells  how  to  organize  a  simple, 
efficient  cost  finding  system  for  any  factory.  Manufacturing  cost  was 
selected  as  a  text  book  by  the  International  Accountants’  Society, dnc., 
after  examining  every  book  published  on  the  subject  because  it  teaches 
the  principles  underlying  a  successful  system  of  cost  finding. 

Among  the  subjects  treated  in  this  little  book  are  “Organization” 
(being  a  discussion  of  the  proper  organization  of  the  factory)  ;  “Cost 
Accounts  and  General  Accounts,”  “Store  Room”  “Tool  Room,”  “Pat¬ 
tern  Shop,”  “Labor  and  Its  Records,”  “Mechanical  Devices”  and  a 
complete  “Time  Record  and  Pay-Roll  System.” 

The  book  is  handsomely  bound  in  half  morocco — gilt  top — 
marbled  edges — price,  $2.00  post  paid. 

Say  where  you  saw  this  Ad.  and  we  will  include  a  copy  of  “The 
Factory  Manager”  without  extra  charge. 


THE  BOOKKEEPER  PUBLISHINfi  CO.,  Ltd. 

DETROIT  MICHIGAN  U.  S.  A. 
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Expert  Systematizer 


who  demonstrates  by  his  work  that  he  understands 
his  business  need  not  be  looking  for  a  job.  _  His 
services  are  always  in  demand.  The  business 
world  is  hungry  for  better  organization — it  is  anx¬ 
ious  to  be  shown  the  systematic  ways  of  doing 
things.  When  over  200,000  people,  from  all  parts 
of  the  country  visit  an  office  appliance  show  in  six 
days,  just  to  learn  about  the  new  office  devices— it 
shows  that  the  business  public  is  interested  in 
modern  business  ideas.  The  man  who  can  supply  the  ideas;  who  can  create  the  - 
system  to  fit  the  business— the  Expert  Systematizer— always  has  more  than  he 
can  do.  Business  concerns  of  all  kinds  are  looking  for  such  men;  they  willingly 
pay  liberal  fees  for  such  work. 

There  is  a  lesson  in  this  for  you  who  are  eager  to  get  out  of  the  rut— eager  to 
fit  yourself  for  a  really  first=class  position.  You  may  not  want  to  follow  the  busi¬ 
ness,  as  a  profession,  but  you  want  to  learn  systematizing,  for  the  help  it  will  be  to 
you  in  your  own  work.  If  you  are  an  employe  it  will  help  you  to  advancernent;  if 
in  business  for  yourself,  it  will  aid  you  in  perfecting  your  business  organization. 

You  can  learn  systematizing — we  will  teach  you  whether  you  want  to  use  the 
knowledge  to  advance  in  your  present  position  or  take  up  the  work  as  a  profession. 

Write  for  catalogue  No.  3  and  tell  us  what  business  you  are  in— we  will  tell 
you  how  we  can  help  you. 

The  International  Acccountants*  Society,  Inc.  W.  Kort  St.  Detroit,  Mich. 


Successful  Advertising 


DO  YOU  spend  two  dollars  a  year  on 
publicity.  Do  you  advertise.  Do 
you  use  show-cards,  hand-bills, 
circulars  or  any  other  method  of  making 
your  business  known?  If  you  do,  this 
book  will  save  its  cost  on  the  next  two- 
dollar  lot  of  printing  you  get  done. 
Successful  Advertising  is  the  biggest, 
best  and  most  successful  book  on  adver¬ 
tising  ever  written.  It  costs  $2.00  and 
there’s  $2.00  worth  of  advertising  infor¬ 
mation  in  every  one  of  its  400  pages. 


THAT’S 


$800  WORTH 


Any  AdverUser  who  has  not  Read  this  Book  Is  Wasting  Money. 
Money  back  if  you’re  not  satisfied. 


SUCCESSFUL  ADVERTISING  AND  THE  BUSI¬ 
NESS  MAN’S  MAGAZINE  FOR  A  YEAR  ONLY 


$2.00 


The  Book=Keeper  Publishing  Co.,  Ltd.,  Detroit,  Mich. 
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Drop  the  Old  Way. 


fry  our  New  Way  (Style  No.  480) 


Our  Bachelor  Shirt 

No  Safety  Pins — No  Needle — No  Thread — No  Buttons 

It  is  always  a  comfort;  has  no  buttons  to  come  off  and  none  needing  to  be 
sewed  on.  We  have  sold  over  50,000  already  for  this  Spring  delivery. 

We  Send  You  a  Suit  of 

White  Cat  Underwear 

in  this  way:  If  you  will  send  us  the  name  and  address  of  your  dealer  with 
whom  you  trade,  your  size,  and  whether  you  desire  Black  or  Balbriggan 
color,  we  will  send  you  through  your  dealer  one  of  our  Bachelor  Shirts  to 
try.  You  wear  the  shirt  a  week.  If  you  are  satisfied  pay  your  dealer  25c  to  cover  express 
charges  (half  the  regular  price  of  the  shirt,  50c)  and  if  you  get  your  dealer  interested  to  the 
extent  of  sending  us  an  order  for  his  store,  we  will  send  a  pair  of  drawers  to  match  the  shirt 
absolutely  free — we  ask  no  pay. 

This  offer  is  open  to  only  one  man  in  each  town  where  we  have  no  dealer,  so  you  had 
better  write  at  once  if  you  want  to  get  a  free  suit.  Write  and  we  will  tell  you  how  to  do  it. 

Address  THE  WHITE  CAT 
1273  Prairie  Avenue.  Kenosha,  Wisconsin. 


Would  YOU  TaKe  a  Suit  If  FREE? 

We  Ask  No  Pay 
Not  Now  Nor  Later 


We  Get  Our  Pay  All  Right — But  Not  From  You 
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The  Business  Man  and  His 

Stenographer 

should  read  these  business  Booklets.  Every  page  is  full  of  clear 
common-sense  business  experience.  Not  lectures  or  sermons,  but 
just  plain  business  talks  by  plain  business  men.  They  are  paper 
covered  and  not  pretentious  as  books  go — but  they  re  chock  full 
of  meat,  and  they  cost  25  cents  each. 

THE  ART  OF  BUSINESS  GETTING 
THE  OFFICE  MANAGER 
THE  FACTORY  MANAGER 
HINTS  TO  STENOGRAPHERS 

Sent  Postpaid  07t  Receipt  of  Price. 

The  Book-Keeper  Publishing  Company,  Ltd. 

DETROIT,  IVf  I  O  I-l  I  Q  A  IV 

Send  a  dollar  to  renew  your  subscription  for  a  year  and  get  all  four  free 


25c.  Each 

ALL  FOUR 
FOR 

75  c 


Always  grips — no  points  to  catch.  If  it  wasn’t  the  best  clip  on  the 
market  we  wouldn’t  advertise  it — We  want  you  to  try  it.  All  live 
stationers  sell  it.  If  yours  don’t,  send  us  his  name  and  five  two 
cent  stamps  and  we  will  send  you  a  sample  box  of  100  postpaid. 


The  Book-Keeper  Publishing  Co., 

DETROIT,  MICHIQAIN, 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


17 


lost 

as  high  .a!^ 
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And  a  little  fortune 
of  Silver  Dollars 
to  be  divided 
amond  830  other 
readers  of  the 
N  ATI  O  NAL 
MAGAZINE 


s  of  Silver  Dollars 

e  10  successful  contejstants 


Given  for  Little  **  Heart  Throbs” 

whaMj^y^heioM  Easy  lop  Everybody 

SINCE  the  first  announcement  was  made  that  Ten  Thousand  Dollars  had  been  placed  in  the  First 
National  Bank  of  Boston  to  be  finally  given  away  for  Heart  Throbs  it  is  astonishing  how  many 
clippings,  poems  and  amusing  stories  have  been  entered  for  prizes.  .  ^  •  a 

The  contest  is  so  simple  and  fair  that  everybody  who  can  read  and  can  appreciate  what  is  good, 
what  is  pure,  or  what  brings  out  the  emotions  of  the  heart,  can  enter  his  choice  in  our  great  competi¬ 
tion  and  receive  a  “  fair  and  square  deal  ”  when  the  awards  are  made. 

Certainly  you  can  put  your  hands  right  on  that  story  you  once  read  and  thought  it  was  the  best 

you  ever  saw ;  it  was  so  awfully  funny.  And  that  other  one  that  made  the  tears  start  in  your 

eyes  and  the  big  lump  rise  in  your  throat  when  you  read  it.  You  have  these  in  your  pocket- 
book  or  in  the  old  scrap-book,  or  possibly  in  your  writing  desk.  Somewhere,  surely,  you  /p 
have  one  or  two  that  are  worth  the  huge  pile  of  silver  dollars  that  we  are  eager  to  ex- 
change  for  them. 

There  are  no  unreasonable  conditions.  The  clipping  or  copied  extract  must  not  be  longer  than  500 
words  You  must  hasten  to  send  in  your  contribution  as  the  contest  will  close  and  the  prizes  begin  to 
be  awarded  on  or  before  Sept,  ist,  1905.  National  subscribers  only  are  eligible  to  the  competition. 

840  PRIZE  AWARDS.  WILL  YOU  TAKE  ONE? 

Besides  the  first  ten  prizes,  each  a  stack  of  silver  dollars  as  high  as  the  head  of  the  prize 
winner,  there  are  ten  awards  of  $50.00  each  for  the  ten  next  best  stones;  twenty  awards  of 
$21;  00  each  for  the  third  grade ;  one  hundred  awards  of  $10.00  each  for  the  fourth  grade ;  two 
hundred  awards  of  $5.00  each  for  the  fifth  grade;  and  five  hundred  awards  of  $1.00  each  for 
the  sixth  and  last  grade.  U.  S.  Senator  Allison  and  Admiral  Geo.  Dewey 
will  make  the  final  awards  on  behalf  of  the  judges.  These  ^mes  are  Zo 
an  absolute  assurance  of  the  sincere  good  faith  and  confidence  the  Heart  1  hrob 
contest  merits  from  you.  If  you  are  not  already  a  regular  subscriber,  send  along  - 

the  accompanying  coupon  with  your  subscription  for  six  months  and  with  one  Xhy 
clipping,  or  a  year’s  subscription  and  tw-o  clippings.  Be  sure  to  do  so  soon 
as  the  contest  will  be  closed  as  soon  as  50,000  new  subscribers  are  obtained.  /  'ty 
Understand  the  National  is  a  dollar-a-year  magazine  and  is  worth  all  y  ^ 

you  pay  for  it.  There  is  nothing  to  lose  —  you  may  secure  a  handsome  xuwu 

award.  When  you  know  Joe  Chappie,  you  will  like  his  National 
Magazine.  Show  this  to  your  newsdealer  and  say  there  is  some-  State 

thing  for  him  if  he  will  send  for  particulars.  JOE  CHAPPLE,  Editor.  _ _ 

National  Magazine,  -  Boston,  Mass.  /  fl.OO  for  a  «ia>DcripUon  give,  privilege  for  two  entries,  4c. 
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THIS  BOOK  IS 
FREE  TO  YOU 

THOUGH  irS  PRICE  IS 

$1.00 

TT  contains  160  pages  (5x7  in.)  of  the 
concentrated  business  experience  of  a 
hundred  successful  business  men.  Read  it 
and  it  will  save  you  ten  dollars  worth  of 
time  for  it  contains  scores  of  short  methods 
and  easy  ways  of  doing  the  things  you  are 
spending  most  of  your  time  upon  every  day. 
The  men  who  originated  these  short-cuts 
get  $25.00  to  $50.00  a  day — their  experience 
here  costs  you  nothing — not  a  penny. 


HOW  TO  GET  IT  FOR  NOTHING 

i 


— ORDER  A  YEAR'S  SUBSCRIPTION  TO — 

The  Business  Man’s  Maga¬ 
zine  and  The  Book-Keeper 

It  will  cost  you  One  Dollar  (and  it  alone  will  be  the  best  in¬ 
vestment  you  ever  made)  and  you  will  get  ‘Business  Short 
Cuts,”  bound  in  Art  Boards,  post-paid,  absolutely  free. 


THIS  IS  TWO  DOLLARS  FOR  ONE 

The  Business  Man’s  Magazine  and  The  Book-Keeper  is  a  business  magazine,  full  of 
solid  meat  for  the  book-keeper,  cashier,  proprietor,  superintendent,  stenographer, 
office  boy  or  clerk.  You  have  only  to  glance  at  the  copy  where  this  appears  to  be 
sure  of  that.  Sign  the  coupon  and  mail  it  to-day  with  one  dollar.  Do  not  delay  as 
the  edition  of  these  books  is  limited  and  you  will  regret  it  if  you  do  not  accept 
this  chance  to  get  a  free  copy. 


To  The  Book-Keeper  Publishing  Co.,  Lid.,  Detroit,  Mich. 

I  enclose  $1.00,  enter  my  name  as  a  subscriber  to  The  Business  Man’s  Magazine  and 
The  Book-Keeper  for  the  current  year,  and  send  me  Absolutely  Free,  and  post-paid  one 
copy  “Business  .Short  Cuts.” 

Name . 

Address . . . 

Town . State . . . 
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The  Standard  Work 


ON 


Cost  Accounts 


This  subject  under  the  title  of  “  Manufacturers 
Accounts”  has  been  dealt  with  thoroughly, 
practically  and  systematically  by 


WILTON  C.  EDDIS,  F.  C.  A., 

Past  President  of  the  Institute  of  Accountants 
of  Ontario,  and 

WILLIAM  B.  TINDALL,  F.  C.  Ao, 

Vice-President  of  the  Institute  of  Accountants 
of  Ontario. 


“Manufacturers’  Accounts” 


Contains  complete  sets  of  forms  relating  to  the 
leading  classes  of  manufacturing  concerns. 

It  shows  how  to  keep  accurate 
records  and  make  reliable 
estimates  as  to  costs 


and  profits. 


Price,  $3.00 


Complete  index  mailed  free  to  any  address 


Book  sent  Post-paid  on  Receipt  of  Price 


ADDRESS  ALL  ORDERS  TO 


The  Accountancy  Book  Publishing  Co. 


UIIVIITED 


Toronto  Canada 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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EVERY  BOOK-KEEPER 


SHOULD  POSSESS 


The  Complete  Accounting 

Library 

Do  not  pass  this  by  because  of  the  expense,  as  the  Library  can  be  secured  any  time  on  our 

EASY  PURCHASE  PLAN 

The  selection  of  text  books  included  in  the  library,  covers  the  whole  field  of  up-to-date  account- 
ingr,  leading  from  the  first  principles  of  book-keeping  to  the  most  advanced  work  They 
cover  modern  corporation  and  stock  company  accounting,  commercial  law,  and  the  latest 
information  on  the  subject  of  cost  records  in  manufacturing,  a  subject  with  which  all  book  keepers 
are  now  required  to  be  acquainted  in  order  that  losses  may  be  promptly  detected. 

LIST  OF  BOOKS: 


Vp-to-Date 

Accounting  and  Book-keeping 

Thorne’s- 20th  Century  Book-keeping 
and  Business  Practice . $3.00 

The  latest,  best  and  most  practical  text-book 
published  on  the  subject. 

Soule’s  New  Science  and  practice  of 
Accounts . 4.00 

Expert  Book-keeping .  3.00 

Short  Methods,  Proving  Work,  Lo'cating 
Errors,  Opening  and  Closing  Books,  Partner¬ 
ship  Adjustments,  Special  Systems,  etc.,  etc. 

Business  Short  Cuts .  1.00 

Short  Cuts  and  Pointers  for  everybody. 

Corporation  Accounting 

Keister’s  Corporation  Accounting  and 
Auditing .  4.00 

Corporation  Stock  Books,  Formation  of  Corpo¬ 
rations  and  Trusts,  Consolidations,  Bond 
Issues,  Sinking  and  Reserve  Funds,  Corpora¬ 
tion  Law,  Difficult  Entries,  etc.,  etc. 

‘Pointers  for  Stockholders . 50 

The  Credit  Man .  2.00 

The  only  publication  on  the  subject  of  the 
Credit  Man’s  duties  and  opportunities. 

Special  Business  Systems 

Accounting  Systems  for  the  Wholesale 
Grocery  and  Hardware  Businesses. ..  .50 

Accounting  for  Department  Stores . 50 

Accounting  for  the  Retail  Business . 50 

The  Voucher  System . 50 

All  profusely  Illustrated.  Include  Sectionali- 


zation.  Comparative  and  Departmental  Rec¬ 
ords,  Columnar  Account  Books,  etc.,  etc. 

Time  Record  and  Pay-Roll  Systems.  ..$  .50 

Numerous  illustrations  of  Time  and  Pay-Roll 
Books  and  Card  Systems. 

Cost  Accounting 

Hall’s  Manufacturing  Cost .  2.00 

An  exposition  of  the  general  principles  of  cost 
accounting  and  how  they  may  be  adapted  to 
the  requirements  of  different  industries. 

Business  Mathematics 

Soule’s  Philosophic  Practical  Mathe¬ 
matics .  5.00 

Contains  solutions  of  thousands  of  business 
problems  extending  over  the  whole  field  of 
commercial  experience. 

Averaging  Accounts . 50 

The  book-keeper  will  be  glad  to  have  this 
book  in  his  library  when  called  on  for  com¬ 
plicated  equations. 

Checking  or  Proof  Systems 

The  Detroit  Book-keeper’s  Balance 

System . 50 

How  to  do  Without  a  Trial  Balance . 50 

All  kinds  of  methods  of  proving  work  on  ac¬ 
count  books  are  explained  and  illustrated  in 
these  two  text  books. 

Auditing 

Duties  and  Procedure  of  Auditors . 50 

A  valuable  treatise  on  the  work  required  of 
accountants  in  cases  of  Amalgamation  or  Con¬ 
solidation  of  Corporations. 

Science  and  Practice  of  Auditing .  1.00 


Total  Value,  $30.00 


.  Our  Special  Offers; 


To  approved  purchasers  we  will  furnish  this  complete 
Accounting  Library  for  Only  $24.00,  payable  $2.00 
down  and  $2.00  monthly  until  full  amount  of  purchase 
has  been  paid.  The  Library  will  be  forwarded  (express  prepaid  within  the  limits  of  U.  S.  and 
Canada)  immediately  on  receipt  of  first  payment.  Should  any  purchaser  already  possess  one  or 
more  of  the  above  listed  text  books  he  may  deduct  from  amount  of  contract  80  per  cent,  of  list 
price  of  such  books. 


The  Book-Keeper  Publishing  Co,,  Ltd. 

Book-Keeper  Building.  DETROIT.  MICHIGAN 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Nowadays,  when  billions  of  dollars’  worth  of  business 
is  transacted  by  mail  the  ability  to  write  a  strong,  orig¬ 
inal  convincing  letter  is  an  imperative  business  require¬ 
ment.  No  man  can  hope  to  reach  the  highest  place  in 
business  if  he  is  unable  to  express  himself  clearly  and  force¬ 
fully.  The  language  you  use  in  correspondence  — or  even  in 
speech  — must  help  you  sell  goods,  win  customers,  collect 
debts,  even  secure  the  positions  you  hold,  but  it  cannot  do 
these  things  if  weak,  clumsy  and  half  intelligible.  The  suc¬ 
cess  of  an  idea  or  plan  — often  of  a  business  itself —  depends 
upon  the  way  it  is  presented. 

How  is  Yow  English  ? 

Are  slips  of  speeck  kakitual  witk  you  ?  • 
Are  your  letters  dry  and  poorly  worded  ? 

Do  tkey  lack  tke  snap,  tke  tone  of  wordt 
tkat  win  ?  Get  out  of  tkis  rut — master 
tke  principles  of  smootk,  easy  fluent 
expression — of  crisp,  powerful,  straigkt- 
from  -  tke  -  skoulder  kusiness  Englisk, 
Tigkten  your  grasps  on  tke  Englisk 
language — it  pays. 

The  man  who  will  help  you  is  Sherwin  Cody.  He  has  an 
international  reputation  as  an  expert  on  English  for  business 
men.  and  now  has  put  his  private  lessons  into  four  handy 
little  volumes  (time  saving  sizes)— seven  complete  courses. 
Word  Study.  Grammar,  Punctuation,  Composition,  Business 
Letter  Writing.  Story  Writing.  Creative  Composition  hitherto 
sold  in  typewritten  form  for  $15  to  $25  for  each  separate  course. 
These  books  contain  everything  that  will  help-you,  nothing 
that  is  mere  lumber.  Better  than  a  dictionary,  because  they 
teach  a  man  to  be  his  own  dictionary. 

Several  large  business  concerns  have  introduced  these  books 
to  their  clerks,  from  the  merest  stenographer  to  the  most  ex¬ 
perienced  correspondent.  Heads  of  big  bu^nesses  like  Mar¬ 
shall  Field  &  Company.  Lyon.  Healy  &  Company,  Tobey 
Furniture  Company,  Montgomery  Ward  &  Company  h^ve 
personally  indorsed  them.  No  stronger  testimony  could  be 
given. 

Tkis  Set  of  Four  Books 

Containing  seven  complete  home-study  courses  is  sold  reg¬ 
ularly  at  $3  per  set.  We  offer  it  to  you  at  the  wholesale  price 
of  $2,  if  you  mention  this  magazine  in  sending  order  —  $3  if 
the  magazine  is  not  mentioned. 

THE  SYSTEM  COMPANY 

New  York  For  Desk  7,  CHICAGO  London 


BEST  BOOKS  on  ADVERTISINO 

PROFITABLE  ADVERTISING  is  often  asked 
to  suggest  really  valuable  works  on  the  subject  of 
advertising,  and  we  name  the  following  as  being 
of  particular  interest.  They  cover  a  wide  range 
of  topics  and  offer  individually  special  claims  upon 
the  reader’s  attention.  In  fact,  you  may  count  on 
receiving  full  value  for  the  money  invested. 


The  Theory  of  Advertising— By  Walter  Dill  Scott, 
Ph.  D. 

This  is  a  “simple  exposition  of  the  principles  of  psychology  in 
their  relation  to  successful  advertising,”  and  is  undoubtedly 
one  of  the  most  interesting  books  on  advertising  extant. 
Price.  82.00. 

Successful  Advertising— How  to  Accomplish  It. 

By  J.  Angus  McDonald 

This  is  a  thoroughly  practical  work  (now  in  its  sixth  edition) 
covering  every  phase  of  retail  advertising —  a  book  that  should 
be  in  the  hands  of  every  retailer,  advertiser,  buyer,  ad-writer, 
clerk,  and  student  of  advertising.  Cloth.  400  pages.  Price, 
$2  00. 

Printing  in  Relation  to  Graphic  Art— By  George 
F  rench 

This  book  should  be  in  the  possession  of  every  man  interested 
in  the  production  of  printed  matter.  Mr.  French  is  one  of  the 
best  informed  men  in  the  country  on  these  subjects,  and  the 
work  is  invaluable  to  every  student  of  advertising  and  typo¬ 
graphy.  French  Hand-Made  Edition,  83.50 

Mahin’s  Vest  Pocket  Hand  Book— By  John  Lee 
Mahin 

This  unique  volume  supplies  the  want  for  concentrated,  con¬ 
veniently  arranged  information  concerning  advertising — news¬ 
paper  and  magazine  space,  illustrations,  and  everything  per¬ 
taining  to  systematic  publicity.  152  pages.  Price,  $1.00. 

The  Art  of  Writing  and  Speaking  the  English 
Language— By  Sherwin  Cody 
This  work  in  four  small  volumes  affords  the  most  comprehen¬ 
sive  treatment  of  the  subject  ever  attempted.  In  fact,  it  is  a 

complete  simplified  college  course  in  business  English,  and 
can  be  read  and  studied  advantageously  by  every  business 
man  as  well  as  every  advertising  student.  The  volumes  bear 
the  respective  titles  of  “  Word  Study,”  “Grammar,  “Com¬ 
position,”  and  “  Constructive  Rhetoric.”  Price  for  the  set, 
$2.00. 

Theory  and  Practice  of  Advertising—  By  G.  W. 

Wagonseller,  LL.  D. 

This  work  treats  of  fifty  advertising  problems  in  a  concise, 
practical  manner.  Price,  $1.00. 

Concerning  Type— By  Ambrose  S.  Camell 

A  handbook  of  useful  information  for  advertisers  and  users  of 
type.  Paper  cover.  64  pages.  50c. 

Secrets  of  the  Mail  Order  Trade  —  By  George  F. 
Terry 

A  work  that  is  more  than  worth  the  price  to  any  one  interested 
in  the  great  mail  order  proposition.  Cloth.  180  pages.  Price, 
$1.00. 

Business  Short  Cuts— By  Experts 

An  exceptionally  practical  treatise  on  every  day  business  pro¬ 
blems.  Cloth.  $1.00. 


SPECIAL  OFFER 

The  combined  cost  of  these  books,  ordered  sep¬ 
arately,  is  $14.00.  They  areeach  so  unlike  in  their 
treatment  of  the  subject  and  all  so  valuable  that 
it  should  be  worth  your  while  to  order  the  entire 
lot  at  the  net  price  of  $10.  If  all  are  not  desired, 
we  will  furnish  single  books  or  any  combination 
desired,  and  quote  in  every  instance  a  liberal  dis¬ 
count  from  regular  rates.  Let  us  know  your  wants 
and  your  order  will  receive  prompt  attention. 
Orders  and  remittance  should  be  addressed  to 

TAe  Magazine  of  Publicity, 

Profitable  Advertising 

BOSTON.  MASS. 

Subscription  Price  $2  a  year.  Foreign  $3.  Sample  copy  20cts 
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An  Expert’s  “Best  Advertising  Medium’’ 


GEORGE  H.  POWELL,  TEACHER  OF  ADVERTISING 


New  York,  May  27,  1905. 

Everybody’s  Magazine 

Gentlemen : 

For  a  number  of  years  I  have  been  making  tests  of  the 
advertising  mediums  of  the  country,  with  the  assistance  of  a  very 
exact  tabulation  of  results. 

During  the  past  year  announcements  of  the  Powell  System  of 
Advertising  Instruction  have  appeared  in  practically  all  the  leading 
magazines,  and  1  find  that  Everybody’s  Magazine  has  given  me  the 
biggest  returns. 

Under  separate  cover  I  have  just  sent  you  an  order  for  additional 
half-pages  (making  full  pages  in  all)  in  August  and  September,  together 
with  renewal  of  contract  for  another  year,  beginning  with  your  October 
issue,  at  $1.00  per  page  per  thousand  for  all  circulation  over  150,000. 

You  will  note  that  I  intend  to  use  more  space  in  Everybody’s 
Magazine  during  the  coming  year  than  in  any  other  medium. 

Respectfully  yours. 
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A  Business  Book  for  Business 
Men  and  Book=keepers 


Here  is  a  Book  which  Every  Buswess  Man — Every  Book-keeper — Every 

Cashier — Every  Clerk — Should  Own 


Thorne’s 
20th  Century 
Book=keeping  and 
Business  Practice 

There  are  hundreds  upon  hundreds 
of  works  on  accounting.  Some  of  them 
were  good  before  they  got  too  old. 
Some  of  them  would  be  good  now — if 
they  were  only  practical.  Some  of 
them  never  were  any  good  at  all. 
Thorne’s  20th  Century  Book-Keeping 
and  Business  Practice  is  all  that  the 
others  should  be — practical,  scientific, 
modern,  clear,  concise  and  down-to- 
the-minute  in  its  methods.  This  work 
is  something  rarely  to  be  found — a 
first-class  text-book  and  a  first-class 
reference  work  as  well.  With  it,  the 
business  man  has  all  necessary  infor¬ 
mation  at  his  fingers’  ends.  With  it  at 
hand  the  book-keeper  can  never  be 
“stumped”  on  a  knotty  point.  From  it 
the  clerk  can  learn  book-keeping. 


UEARIV  BOOK-KEEPIING 

Yes,  learn  book-keeping — actually  learn  it.  It  contains  a  complete  course  in 
itself,  instructions  for  study,  practice  blanks  and  all  the  necessary  information — 
and  the  whole  cost  is  only  $3.00 — including  an  audit  of  your  work  when  you 
finish  your  study.  When  you  do  finish  you  will  have  something  worth  while — 
not  something  you  will  be  compelled  to  forget  when  you  go  to  work. 


BUSIIVESS  IVIEIV  EINDORSE  IT 

A  prominent  business  man  of  Cincinnati — Mr.  F.  M.  Bedell,  of  the  S.  C.  Tatum 
Co. — wrote  us  just  a  little  while  ago,  “Why  don’t  business  colleges  use  this  book? 
If  they  would,  graduates  would  be  of  some  use.”  An  opinion  of  this  sort  means 
something  coming  from  such  a  man.  No  business  man  can  afford  to  be  without 
this  book.  If  he  refers  to  it  once  a  month  it  pays  for  itself. 


IT  COSTS  $3.00  POSTPAID 

Over  900  references  in  the  index — all  arranged  for  instant  reference.  Over 
350  pages — bound  in  half  leather,  gold  top — not  an  old,  out-of-date  or  copied 
reference  in  it.  Hundreds  of  business  and  accounting  forms,  all  drawn  specially 
for  this  work.  The  forms  alone  cost  the  publishers  over  two  thousand  dollars. 
No  more  thorough  work  was  ever  offered  at  any  price. 


The  Book=Keeper  Publishing  Company,  Ltd. 

DETROIT - iVlICHIGAIV - -  U.  S.  A. 

A  copy  of  “The  Art  of  Business  Getting”  free  if  you  mention  this  ad. 
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Work 

an 

Hour 

a 

Day 


you  work  an  hour  a  day  for  us  you  get  well 
paid  for  it.  Two  hours  will  pay  you  more. 
We  want  an  agent  in  every  town  in  the  United 
States  and  Canada.  No  investment  on  your 
part  except  a  few  moments  of  your  time.  Work  can 
be  done  evenings,  afternoons  or  any  time  when  a  few 
spare  moments  are  available. 

Write  for  particulars  to  Dept.  A* 

The  Book-Keeper  Publishing  Co.,  Limited 

Detroit,  Mich, 


IF 


A  PLACE  FOR  DELINQUENT 
ACCOUNTS 


pmonal 


Send  ten  cents  (stamps  or  silver)  and  . 

1  will  mail  you,  free  of  charge,  a  sam¬ 
ple  of  my  new 

PERSONAL 
EXPENSE  BOOK 


This  little  book  is  specially  ruled  to  exhibit 
the  account — and  to  give 

Particulars  of  Security  Name  of  Trustee  or  Receiver 

Name  of  Collector  Claim  Hied 

Attorney’s  Report  Judgments  Secured 

Particulars  of  Settlement 

This  little  book  affords  a  compact  and  easily 
accessible  method  of  keeping  track  of  the  delin¬ 
quent  accounts.  ,  ,  .  ,  , 

Printed  on  fine  Ledger  paper,  ruled  in  three  colors. 
Bound  in  brown  cloth  and  gold  stamped.  Marbled 
edges.  Indexed.  Price,  $1.00  Post-Free. 

Sent  absolutely  FREE  -with  your  subscription  to 
The  Business  Man's  Magazine  for  one  year  $i  .00 

The  Book-Keeper  Publishinti  Co.,  Ltd.,  Detroit,  Mich. 


A  handsome  and  handy  vest  pocket 
book,  arranged  to  enable  you  to  keep  a 
carefulrecordofyour  personalexpenses 

every  day  in  the  year  without  trouble 
to  yourself.  Give  this  book  a  trial 
and  you  will  never  be  without  them. 


E.  H.  BEACH  ,  Publisher 
DETROIT,  -  MICHIGAN 


COMBINED  CIGAR  AND  ASH  RECEIVER. 

Smoker’s 


Delight  V 

Indlspenslble  to  Card  Playerew 
CIqlsps  oi\  TA.ble  or  Desk.  ^ 

Price*  25  cents. 

Poatpsld. 

C.  D.  BURTON,  Box  746,  Detroit.  MichtgOLii. 


Will  not  scratch  or 
mar  the  finest  finished 
surface. 

It  Is  out  of  the  way 
and  yet  just  in  the  pro¬ 
per  place  when  one  wants  to  lay  the 
cigar  down  or  knock  the  ashes  off. 
Handy  on  the  desk  of  the  office. 
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Worth  47  Pigeonholes  and 
Any  Number  of  Scrapbooks 

This  is  the  most  complete  device  ever  invented  for  filing 
and  classifying  clippings,  illustrations,  manuscripts,  and  all 
miscellaneous  matters  which  some  time  or  other  you  will 
want  without  a  moment’s  delay.  It  is  a  savings  bank  for 
information— a  clearing-house  for  valuable  material  which  is 
often  mislaid  or  lost.  Each  folder  shows  what  it  contains. 
Especially  useful  to  business  men  because  it  occupies  a  con¬ 
venient  corner  in  the  desk — never  in  the  way,  always  at  hand. 

Your  Last  Chance  to  Get  One 

The  Desk  Cabinet  is  a  genuine  Library  Filing  Cabinet, 
never  before  made  in  desk  size,  and  has  sold  from  $15.00  to 
^0.00  in  larger  sizes.  This  special  Cabinet  has  never  been 
sold,  but  has  been  given  away  to  yearly  subscribers  to 
SYSTEM,  tbe  Monthly  Magazine  for  the  Man  of  Affairs 
This  Special  Offer  we  are  about  to  withdraw.  In  all 
probability  this  will  be  its  last  appearance  in  The  Busi¬ 
ness  Man’s  Magazine.  If  you  subscribe  to  SYS  1  EM 
now  you  can  get  a  Desk  Cabinet. 

Free  With  Your  Name  in  Gold 

But  valuable  as  the  Cabinet  is,  SYSTEM  is  a  hundred¬ 
fold  more  valuable.  It  is  essential  to  business  success.  It 
tells  every  month  the  short  cuts  that  make  more  business 
possible— the  business  tricks  that  save  time.  200  or  more 
pages  of  indispensable  information.  The  regular  reading 
of  SYSTEM  will  solve  your  business  perplexities— but,  in 
addition,  SYSTEM  has  a  staff  of  experts  on  whom  you 
can  call  for  special  advice  and  help.  This  expert  service 
is  absolutely  free — you  do  not  pay  a  penny  for  it. 

.  SYSTEM 

Edited  by  A.  W.  SHAW 

is  published  monthly.  It  is  indorsed  and  subscribed  for  by 
thousands  of  the  leading  merchants  and  manufacturers  in  the 
United  States.  Every  issue  contains  information  which 
would  cost  thousands  of  dollars  if  produced  in  any  other  way. 

Regular  Departments  in  SYSTEM 


Rntldln!;  a  Sales  Force 
Organizing  an  Advertising  l)e 
partment. 

Organizing  a  Factory 
Rnslness  Correspondence 
Credit  and  Collections 
Talks  to  Salesmen 


System  In  Hanking 
System  In  Shipping 
Systems  for  the  Uetailer 
Ileal  Estate  and  Insurance 
System  in  Professions 
Short  Cuts  that  Save 
The  Business  Man's  Review 


Successful  through  System  (Biographical).  Answered  by  Experts 

The  Special  Offer— Your  Last  Chance 

We  said  the  desk  cabinet  would  cost  you  nothing.  Here 
is  the  way.  Send  us  two  dollars  for  a  year’s  subscription  to 
SYSTEM  and  we  will  send  you,  every  cost  prepaid,  a  cabi¬ 
net  with  your  name  in  gold  on  top.  If  you  are  already  a 
subscriber  and  your  subscription  has  not  yet  expired  simply 
order  us  to  renew  it  for  one  year  from  its  present  date  of  ex¬ 
piration  and  we  will  sent  you  a  cabinet  free.  Write  your  name 
and  address  in  the  margin  opposite;  tear  out  this  advertise¬ 
ment  and  mail  it  to  us.  Inclose  the  money  and  we  will  enter 
you  as  a  subscriber— send  you  an  expert  consultation  certih- 
cate  entitling  you  to  free  advice--and  ship  you  the  cabinet. 
Act  at  once.  We  have  only  a  few  cabinets  on  hand  and 
we  believe  they  will  be  snapped  up  in  a  hurry.  AEl. 

THE  SYSTEM  COMPANY 

NEW  YORK  For  Desk  7  CHICAGO  LONDON 


TF  you  are  interested  in  im¬ 
proving  your  office  system  FILL 
OUT  THIS  COUPON— we  will 
send  you  free  the  most  comprehensive 
fund  of  information  ever  issued  on 
the  Loose  Leaf  System  consisting  of — 

1.  8-page  booklet  on  time  saving  features  of  M-L 
Loose  Leaf  Ledger  System. 

2.  4-page  leaflet  on  points  of  superiority  of  M-L 
Loose  Leaf  Ledger  System. 

3.  4-page  illustrated  leaflet  on  “Perfect”  Loose 
Leaf  Invoice  Book. 

4.  4-page  leaflet  on  advantages  of  Loose  Leaf 
Price  Book. 

5.  4-page  leaflet  on  “Perfect  File”  for  loose 
sheets. 

Also  free  a  copy  of  Loose  Leaf  Say¬ 
ings,  the  most  informing  little  publi¬ 
cation  any  business  man  can  read. 
Full  of  new  suggestions  and  ideas 
— articles  by  the  best  system  men 
in  the  country. 

Subscription  Price  $1.00  a  Year.  Chieago 

_  Binder  & 

CHICAGO  BINDER  &  FILE  File  Co.. 

COMPANY  Please  send  free 

1090-56tfa  Ave.,  Hanson  Park  of  charge  printed 

CHICAGO,  ILL.  matter  advertised  in 

Sheppard  File  &  Ledger  Co.,  .  ^“siness  Man  s 

70  LaSalle  St.,  Chicago.  Magazine. 

Exclusive  Sales  Name . 

Agents  for  the 

City  of  Business . 

Chicago. 

City . 

State .  . . 


Across 
Lake  Erie 

Between 

Twilight 

and 

Dawn 


'T'HE  D.  &  B.  Line  Steamers  Leave  Detroit 
^  daily  at  5.00  p.m.  (central  time)  and 
Buffalo  daily  at  5.30  p.m.  (eastern  tiine) 
reaching  their  destination  the  next  morning 
after  a  cool,  comfortable  night’s  rest  eii  route. 
By  special  arrangement  all  classes  of  tickets 
reading  via  the  Michigan  Central,  Wabash 
and  Grand  Trunk  Railways,  between  Detroit 
and  Buffalo,  in  either  direction,  are  optional 
and  will  be  accepted  for  transportation  on 
the  D.  &  B.  Line. 

Detroit  &  Buffalo  Steamboat  Co. 

A.  A*  SCHANTZ,  (knn  Sapt.  &  P»ss,  Tr»f,  Mgr, 
Detroit,  Mich, 


26 


THE  BUSINESS  MAN'S  MAGAZINE  AND  THE  BOOK-KEEPER 


BOOK-KEEPING 

A  COMPLETE  COURSE  FOR  $3.00 

ALL  THIS 

A  TEXT  BOOK. 

350  pages,  8"xl0^" — bound  in  Morocco ;  hundreds  of  specially  drawn — 
photographed  and  engraved  forms — gold  top,  heavy  paper.  A  magnificent 
book  from  every  point  of  view. 

A  SET  OF  12  LESSONS. 

Twelve  separate  lessons — not  12  cards  or  12  sections  of  a  pamphlet,  but  12 
separate  lessons — over  100  pages ;  size,  6"x9".  These  are  also  illustrated  and 
made  clear  by  specially  photo-engraved  forms. 

A  SET  OF  12  EXAMINATIONS. 

A  clear  demonstration  of  your  fitness  on  each  lesson. 

•  AN  AUDIT. 

Our  experts  examine  your  work  when  sent  in  complete — audit  it  and  return 
it  to  you  with  criticism  and  comment — if  the  work  is  up  to  standard  you  get 

A  CERTIFICATE. 

Guaranteeing  your  efficiency. 

A  FULL  AND  COMPLETE 

Set  of  instructions  for  opening  and  closing  the  books  of  a  number  of  separate 
and  distinct  lines  of  business.  Something  given  nowhere  else. 

A  course  in  book-keeping  for  only  $3.00  sounds  like  too  big  a 
promise  to  be  genuine,  but  we  stand  behind  it  with  a  positive  guaran¬ 
tee.  Over  a  million  customers  will  tell  you  that  our  guarantee  is  as 
good  as  a  government  bond.  We  can  furnish,  and  will  furnish,  all 
the  references  you  wish.  This  offer  has  no  kinks  or  curves — no 
hidden  meaning — no  ‘‘string”  to  it.  It  means  just  what  it  says.  You 
will  be  a  good  book-keeper  when  you  complete  this  course.  We  guar->. 
antee  it.  No  one-hundred-dollar  course  in  a  business  college  could  do 
better  work  for  you.  You  cannot  and  do  not  want  to  go  to  a  business 
college,  but  here  is  how  you  can  become  a  book-keeper  at  home. 

EVERY  MERCHANT— EVERY  CLERK— SHOULD  UNDERSTAND  BOOK-KEEPING 
OUR  GUARANTEE  STANDS  BEHIND  THIS 


THE  BOOK-KEEPER  PUBLISHING  CO.,  LTD., 

DETROIT,  MICH.: 

I-  enclose  herewith  $3.00  for  one  course  In  book-keeping,  as  above 
described. 

1  Text-Book,  as  described. 

12  Lessons,  as  described. 

1  Set  Examinations,  as  described. 

ALL  BY  EXPRESS  PAID. 

It  is  understood  that  you  guarantee  an  audit  of  my  work,  and  a  certificate 
if  work  is  satisfactory. 

Name  . 

Address  . . 

Town  and  State  . . . 
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Yours  for  Only  $1.00 


Over  $200,000.00  Worth  Sold  in  2  Years 

SEE  OTHER  PAGES  FOR  FULL  PARTICULARS 

fy  Send  $1.00  TO=DAY  and  Get  It! 
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The  Pioneer  Business 


Encyclopaedia 


Equally  valuable  to  the  Business  Man,  The  Accountant,  Office  and 
Factory  Manager,  The  Credit  Man,  The  Cashier,  The  Book-Keeper 
and  The  Student  of  Business  Affairs. 

Eighteenth  Edition  Now  Ready 

Yours  Hor  Only  One  Dollar 

Balance  in  Small  Installments 

The  American  Business  and  Accounting  Encyclopaedia  devotes 
special  attention  to: — 

The  devising  of  efficient  systems  to  meet  the  various  requirements  of  all  kinds 
of  businesses. 

The  explanation  and  illustration  of  hundreds  of  short  cuts  and  up-to-date  labor 
saving  devices  for  business  use. 

The  adaptation  of  card  and  loose  leaf  devices  in  their  latest  designs  for  innum¬ 
erable  business  purposes. 

The  science  and  practice  of  auditing,  with  instructions  for  arriving  rapidly  at 
results  in  special  cases. 

Information  in  regard  to  banking,  collections,  commercial  law,  correspondence, 
filing  and  follow-up  systems. 

A  PRACTICAL  BOOK  FOR  PRACTICAL  MEN 

ONE  VOLUME  EDITION. — Price  $10.00,  payable  $1.00  down  and  balance  in 
equal  monthly  installments;  cash  price  $8.00,  express  prepaid  in  the  U.  S. 

FOUR  VOLUME  EDITION _ Price  $12.00,  payable  $1.00  down  and  balance  in 

equal  monthly  installments;  cash  price  $10.00,  express  prepaid  in  the  U,  S. 

The  Encyclopaedia  is  indexed  alphabetically,  and  topically  to  provide  in¬ 
stantaneous  reference  on  any  subject. 

Handsomely  bound  in  full  Russia,  or  half  morocco  binding,  with  gold  em¬ 
bossing  and  gold  top,  printed  on  fine  paper,  1,128  pages. 

Every  Purchaser  will  receive  FREE  of  charge  a  year’s  subscription  to 
THE  BUSINESS  MAN’S  MAGAZINE  and  THE  BOOK-KEEPER 

SEIND  ONE  DOLrLAR  TO»DAY  AND  QE;T  IT  ^ 


The  Book=Keeper  Publishing  Co.,  Ltd. 

DETROIT,  MICHIGAN 
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Complete  Methods  For  Eighty 
Different  Lines  of  Business 


THE  OPINION  OF  AN  EXPERT 


“I  have  received  the  handsome  set  of 
books.  I  assure  you  that  I  appreciate 
both  the  books  and  your  generosity,  and 
if  at  any  time  I  am  in  a  position  to  re¬ 
ciprocate  you  may  rest  assured  that  it 
will  afford  me  a  great  deal  of  pleasure  to 
,do  so.  I  consider  the  Encyclopaedia  a 
most  valuable  addition  to  my  library,  in 
fact,  I  value  it  more  highly  than  any 
other  set  of  books  in  my  possession.  The 
information  it  contains  is  invaluable  to 
me,  and  I  should  think  that  it  would  be 
invaluable  to  any  business  man”. 

ISAAC  B.  HENDRICKSON 

Advertising  Manager 

John  C.  Moore  Corporation 

69-71  Stone  St.,  Rochester,  N.  Y. 


50,000  Words  on  Card 
and  Loose=Leaf  Systems 


This  information  was  prepared  by 
experts  who  have  had  practical  training  $10.00  Cash.  $12.00  Installments 
and  experience  in  this  direction. 


A  MINE  OF  WEALTH 


“The  set  of  American  Business  and  Accounting  Encyclopaedia  reached  me  safely, 
and  to  say  that  I  am  pleased  with  them  but  mildly  expresses  it.  They  contain  a 
veritable  mine  of  wealth  to  any  one  interested  in  the  Science  of  Accounting  and  in 
Business  Practice.  I  am  sure  that  you  haven’t  a  subscriber  to  your  magazine  who 
would  be  without  a  set  of  these  books  if  they  really  knew  what  you  are  offering  them”. 


The  Book=Keeper  Publishing  Co.,  Ltd. 


S.  S.  BURCH,  Sec’y-Treas., 

Southern  Shoe  Co.,  Roanoke,  Va. 

500  Pages  of  Short  Cuts  and  Expert 
Methods.  Over  800  Special  Forms 

UNSURPASS.ABLE  AS  A  REFERENCE 

“I  thank  you  for  your  offer  of  “The  American 
Business  and  Accounting  Encyclopaedia”  and 
am  glad  to  say  I  bought  one  over  three  years 
ago  and  consider  same  a  most  valuable  pos¬ 
session,  having  found  it  unsurpassable  as  a 
reference  book  on  many  a  knotty  question. 

A.  W.  HEYUTMANN 

Willow  Place,  Afton,  N.  Y. 

Send  One  Dollar*  To-day  and  Get  It 


$8.00  Cash.  $10.00  Installments  DETROIT,  MICHIGAN 
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GENUINE  BARGAINS 
IN  FILING  DEVICES 


We  Have  Some  Excellent  Values  In  Office 
Farniture — Filing  Cabinets 


Some  of  it  is  new — lines  taken  out  as  over-stock. 
Some  of  it  is  second-hand. 

All  of  it— BARGAINS. 

We  must  sell  every  bit  of  it  in  two  weeks. 

Every  well-known  make  is  represented  and  there 
isn’t  a  poor  filing  cabinet  in  the  whole  lot. 

Our  line  must  be  cleared  of  all  discontinued 
styles,  all  over-stocks,  all  second-hand  filing 
devices. 

Write  your  name  and  address  below  and  check 
what  interests  you.  We  will  tell  you  all  about 
our  bargains. 


□  Card  Cabinets 

□  Roll  Front  Card  Cabinets 

□  Sectional  Card  Cabinets 

□  Document  Files 

□  Legal  Blank  Sections 


□  Vertical  Letter  Files 

□  Flat  Letter  Files 

□  Catalog  Files 

□  Mercantile  Report  Files 

□  Pigeon  Hole  Sections 


Mail  this  ad.  to  us,  but  do  it  now,  or  we  may 
have  to  tell  you  someone  else  got  in  ahead. 
Whatever  the  sacrifice,  these  goods  must  go. 


THE  SHAW=WALKER  CO. 

151=153  Wabash  Ave.  CHICAGO,  ILLS. 

Factories — Muskegon,  Michigan 


WA  IN  T  E  D 

SALES  MANAGER 
IN  EVERY  COUNTY  SEAT 

To  represent  a  large  responsible  corporation, 
which  sells  its  product  direct  to  banks,  mer¬ 
chants  and  manufacturers.  Business  is  perma¬ 
nent,  and  a  man  capable  of  handling  a  steady 
trade  can  make  a  fine  income.  An  exceptional 
opportunity  for  men  with  office  training,  who 
desire  to  be  their  own  masters  and  can  visit  our 
customers  when  necessity  requires.  Write  to¬ 
day,  giving  references,  stating  age,  previous  busi¬ 
ness  experience.  Address  G.  B.  J.,  Book* 
Keeper  Building,  Detroit,  Mich. 


ADDRESSOGRAPH 

In  first-class  condition 
FOR  SALE  CHEAP. 

Address,  C.  D.  B.  Box  816  Detroit,  Mich. 


$1500  A  YEAR 


Is  the  remuneration  easily 
■  earned  by  expert  accountants 
and  auditors.  Our  member¬ 
ship  is  limited  to  such  experts.  Address,  Secretary 

’ntcrnational  Accountant’s  Society,  Inc.  71  W.  Fort  St.  Detroit 


A  WONDERFUL  HELP  for  BUSY  MEN 

Handier  and  more  useful  than  any 
memo,  book  or  other  card  index. 


THE 


Sat,  ^  ^ 


r  Ok  >.  J 


Pocket  Card  System 

A  fresh  card  comes  to  the 
front  every  day,  in  the  elegant 
leather  vest  pocket  case, 
which  carries  dates  for  2  or 
4  weeks  ahead.  Extra  cards 
for  things  to  be  retained. 

A  Brain  Saver 

Today’s  card  always  at  the 
front.  No  leaves  to  turn. 
Any  card  is  found  instantly  by 
its  tab.  Cards  for  the  year 
make  a  valuable  card  index 
for  desk  use.  . 

FORGET  NO  MORE 

This  automatic  tickler  helps 
you  to  do  things  at  the  right 
time.  Saves  time  and  money. 

AN  IDEAL  CONSTANT  REMINDER 

No  Other  Device  Answers  Its  Purpose. 

Used  by  thousands  of  wide-awake  business  men  all  over 
the  U.  S.  A  practical  system  for  memoranda.  Takes  care 
of  all  appointments  and  duties  automatically.  Invaluable 
to  all  who  would  be  prompt,  systematic  or  successful. 

Order  now  and  you  will  he  glad  that  you  did  not  wait  any  longer. 

Outfits  include  one  year  from  date.  small  largb 

Real  Seal  Leather  Case,  Quar.  Oak  Tray  $3.00  $4.00 
Russia  Leather  Case,  Plain  Oak  Tray  2.50  3.25 

Cow  Seal  Leather  Case,  Ash  Tray  2.00  2.75 

Sunday  cards,  35c,  50c.  Dated  cards,  per  year  1.00  1.25 

Order  now  and  save  express  charges.  To  Introduce  quickly, 
we  prepay  in  the  U.  S.  In  Canada  we  deliver,  without 
delay,  express  and  duty  paid,  for  20  per  cent,  extra. 

Order  now  and  begin  to  benefit  by  its  use. 

You  Can  Accomplish  More,  with  Ease. 

Do  not  tax  your  brain  with  things  to  be  remembered.  The 
details  of  modern  business  are  too  many  to  carry  on  the 
mind.  The  little  things  are  often  the  important  things. 
Get  the  memorandum  habit.  It’s  easy  with  a  Memindex. 

A  Few  among  Thousands  off  Satisffied  Purchasers 

H.  D.  Jackson,  Electrical  Engineer,  Boston  :  “It  has  proved  in  •very  way  agood 
thing.  I  enclose  money-order  in  payment  for  two  more.” 

General  Electric  Co.,  Schenecta  dy,  N.  Y. :  “  Please  send  me  two  more  Mem- 
i  ndex  for  which  I  enclose  $5.”  Alex.  Churchward, 

A.  Haviland,  Grand  Central  Station,  N.  Y. :  “It  is  quite  up  to yonr  description.” 
H.  S.  Harde,  Architect,  New  York :  “  'WMthout  doubt  the  best  thingof  its  kind.” 
L.  H.  Slawson,  Real  Estate,  New  York:  “  I  find  it  very  nsefuland  very  satis¬ 
factory.  My  friends  say  they  are  very  well  pleased  with  theirs.” 

Ryrik  Bros.,  Toronto:  “We  are  more  than  delighted  with  it.”  (Use  about  25) 
Nat’l  Exchange  Bank,  N.  Y.  :  Feb.  6  ordered  one,  Feb  20,  two,  Feb.  24,  five. 


Covered  Tray  with 


and  2  Keys,  $1  extra. 


HELPS  YOU 

to  Plan  your  Work 
to  Work  your  Plan 
to  Succeed 
to  Stop  Forgetting 
to  Accomplish  more 
to  Find  your  Memos, 
to  Avoid  Trouble 

Cards  filed  awav 

MAKE  A 

Valuable  Record 
OF  one’s  activities 

YOU  NEED  IT 

A  year’s  experience 
has  proved  that  almost 
all  business  men  need  it 

Order  now  and  get  the  benefit  of 
our  best  introductory  offer. 


BETTER  THAN  ANY 
CALENDAR  PAD 
FOR  DESK 
USE 


Write  for  Booklet. 


C.  D.  BURTON,  Box  816,  DETROIT,  MICH, 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Sliortlian<l  Reporters 


IN  Hoyt’s  “Texas  Steer”  the  speaker  at  a  ban¬ 
quet  at  which  a  number  of  Texans  are  feasted, 
says  “the  time  is  coming  when  New  York 
will  go  to  Texas  for  her  art,  her  literature  and  her 
science.”  While  this  statement  may  be  some¬ 
what  of  an  exaggeration,  it  is  true  that,  aside  from 
the  distinction  now  enjoyed  by  the  Lone  Star  State 
of  being  the  largest  in  the  Union,  within  its  borders 
are  to  be  found  some  of  the  best  court  reporters 
in  the  country. 

In  the  capital  city,  the  official  reporter  is  Mr. 
Charles  E.  Pickle,  whose  picture  is  reproduced 
herewith.  Mr.  Pickles’  work  is  known  throughout 
the  country  because  of  its  excellence,  and  in  the 
larger  cities  of  the  nation,  his  reputation  has  made 
his  name  respected  by  court  reporters. 

No  better  shorthand  writer  lives 
than  James  A.  Lord,  the  official  court 
reporter  at  Waco,  Texas.  His  name 
is  synonymous  with  expert  shorthand 
work,  and  as  a  convention  and 
court  reporter,  no  one  is  better 
known. 

At  Fort  Worth,  Mr.  Dudley  M. 

Kent  is  one  of  the  best  court  re¬ 
porters,  not  only  of  his  city,  but  of 
the  country,  and  among  others  in  that 
state  are  O.  L.  Swearingen,  official 
court  reporter  at  Lockhart,  Texas,  J. 

R.  Bell,  official  reporter  Amarillo, 

Texas,  and  Mr.  E.  A.  Davis,  the 
expert  who  recently  reported  the 
speeches  of  President  Roosevelt  for 
the  newspapers  of  Waco  during  the  recent  western 
trip  of  our  chief  executive. 

All  these  experts  are  old  shorthand  writers  of 
years  of  experience,  but  the  most  remarkable  fact  in 
connection  with  them  is  that  each  one  is  a  graduate 
of  or  a  student  with  the  Success  Shorthand  School 
of  Chicago,  conducted  by  Walton,  James  &  Ford, 
the  largest  firm  of  expert  court  reporters  in  the 
world.  As  experts,  these  Texans  are  the  most 
capable  judges  of  shorthand,  and  the  fact  that  they 
endorse  the  system  of  shorthand  and  the  method 
of  correspondence  instruction  of  this  school,  should 
remove  all  doubts  as  to  this  course  being  the  most 
practical. 

Before  studying  this  system,  Mr.  Pickle  had 
been  a  court  reporter  for  many  years.  Afcer  con¬ 
cluding  the  study  of  this  course,  he  wrote: 

“  I  cannot  write  too  strong  a  letter  endorsing  your  school. 
1  have  received  much  benefit,  as  you  have  shortened  my  notes 
and  made  them  more  legible.  This  course  is  by  far  the  best 
<0  existence.” 


James  A.  Lord  had  been  a  shorthand  reporter 
more  than  twenty  years  before  enrolling  with  this 
school.  Under  date  of  May  ii,  1905,  he  wrote: 

‘‘  The  system  is  the  outgrowth  of  a  vast  amount  of  practi¬ 
cal  work,  thoroughly  tested  by  the  best  experts  in  the  country 
and  I  regard  it  as  absolutely  indispensable  to  a  man  who  is 
ambitious  to  reach  the  top  in  his  profession.” 

D.  M.  Kent,  the  Fort  Worth  expert,  on  May 
13,  19015,  wrote: 

“  I  have  increased  my  speed  seventy-five  words  a  minute 
by  the  adoption  of  your  system.  To  the  man  who  writes  your 
system  as  it  is  taught  by  you,  250  words  a  minute  is  a  reality 
and  not  a  Chimera.” 

These  are  endorsements  from  experts  m  a  single 
state.  In  every  state  in  the  Union  and  in  every  pro¬ 
vince  in  Canada  there  are  a  large  number 
of  expert  stenographers  who  were 
perfected  or  taught  from  the  begin¬ 
ning  by  this  correspondence  instruc¬ 
tion.  Young  men  and  women  oc¬ 
cupying  important  commercial  posi¬ 
tions  and  private  secretaryships 
throughout  America  owe  their  suc¬ 
cess  to  this  institution.  Althotigh 
this  school  is  less  than  two  years 
old,  it  has  more  graduates  coin- 
ma7iding  salaries  of  more  than  $100 
a  month  than  any  other  shorthand 
school  m  the  world. 

If  you  are  a  stenographer  desiring 
perfection,  or  if  you  have  no  knowledge 
of  shorthand  and  desire  to  learn  the 
best  shorthand,  fill  out  the  coupon 
printed  below  and  send  immedi¬ 
ately  for  a  copy  of  the  prospectus  "Success  Short¬ 
hand  System"  and  guaranty  given  each  pupil. 
If  a  stenographer,  state  the  system  used  and 
experience. 


Success  Shorthand  School: 

Suite  287,  79  Clark  Street,  Chicago,  Ill. 

Please  aend  Success  Shorthand  System  and  copy  of 
guaranty  to 

Name . 

Address . 

Town . 

Slate . . . . 


The  Buxinesx  Man’s 


Note.— Attorneys  desiring  the  services  ol  in  eipert  reporter  md  lotary 
lor  deposition  work,  communicate  with  Wm.  L..  James,  79  Clark  St.,  Chicago 


CHARLES  E.  PICKLE 

Official  Court  Reporter,  Austin,  Texas 
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In  Every  Speed  Contest 


which  was  open  to  all  classes  of  machines,  operators  on  the 


won  all  prizes 


offered  by  the  Chicago’s  First  Annual  Office  Appliance  and  Business  System 
Show,  Coliseum,  Chicago,  March  15th  to  22d.  All  previous  records  cut  in  two. 


MISS  ANNIE  MALONEY,  operator  at  Marshall  Field  &  Co.’s  retail,  added  correctly  500 
department  store  checks  in  4  minutes  and  55  seconds. 

MISS  MAE  BARCLAY,  operator  at  Illinois  Central  R.  R.  freight  auditor’s  office,  added 
correctly  6  columns  of  numbers,  equal  to  6  ledger  pages  in  4  minutes,  39  seconds. 

MISS  CARRIE  DE  WINE,  operator  at  the  C.  B.  &  Q.  Ry.  freight  auditor’s  office, 
performed  correctly  25  large  multiplications  in  3  minutes  and  16^  seconds, 

MISS  H.  S.  PEMBROOKE,  operator  at  Marshall  Field  &  Co.’s  wholesale,  performed 
correctly  25  large  multiplications  in  3  minutes  and  2  seconds. 

The  Duplex  Comptometer  is  the  result  of  16  years  of  practical  experi¬ 
ence  in  the  making  of  mechanical  calculators,  and  the  highest  attainment 
in  rapid  calculation  devices.  It  adds,  multiplies,  divides  and  subtracts  in¬ 
stantly  and  noiselessly.  Has  a  light,  uniform  key  touch,  and  adds  instantly 
at  one  stroke  as  many  keys  in  separate  columns  as  the  hand  can  reach. 

Samples  of  Duplicate  Orders  in  Different  Lines  of  Business : 

Marshall  Field  &  Co.,  Chicago,  have  in  daily  use . 1|1 


IN.  Y.  C.  OC  jnUDbUJN  XVlVilK.  XV.  XV.  v-vj.,  . . . 

Prudential  Ins.  Co.,  Newark,  N.  J .  . 

Simmons  Hdw.  Co.,  St.  Louis,  Mo . . . 

The  Comptometer  outclasses  all  other  machines  for  addition  or  multi¬ 
plication.  Send  for  Literature  and  Special  Trial  Offer. 


FELT  &  TARRANT  MFC.  CO.,  52  Illinois  St.,  CHICAGO 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


E.  H.  BEACH,  Editor. 


Volume  XVIII  JULY,  1905  Number  I 

Some  Problems  of  the  Down -Town  Factory 

By  EDWIN  L.  SHUEY 


SMONG  the  questions  which  arise  in 
the  down-town  factory,  especially 
where  there  is  a  large  number  of  em¬ 
ployes  and  where  they  cannot  gO'  home  for 
noon  lunch,  is  whether  it  is  better  to  have 
one-half  hour  or  one  hour  for  lunch.  An¬ 
other  problem  is  what  to  do  at  the  noon 
hour  for  the  men  and  women.  These  are 
practical  questions,  especially  where  saloons 
are  easy  of  access  or  where  girls  can  easily 
reach  the  streets.  The  higher  the  class  of 
men  and  women  employed,  the  less  the  dif¬ 
ficulty;  but  it  is  never  entirely  absent. 

Inquiry  develops  a  preference  for  one- 
half  hour  at  noon,  among  employers  at 
least,  with  earlier  closing  at  night,  as  tend¬ 
ing  to  lessen  the  difficulty.  This  method 
seems  more  general  in  large  cities  than  in 
small  towns,  where  it  is  easy  for  the  work 
people  to  go  home  and  return.  In  these 
places,  50  minutes  or  an  hour  seems  to  be 
the  rule.  In  several  factories  the  length 
of  the  noon  recess  has  been  left  to  the  vote 
of  the  employes  with  varying  results.  It 
has  been  found,  too,  that  the  employes  are 
more  likely  to  vote  for  one-half  hour  than 
the  foremen.  In  either  case,  the  majority 
ruling,  the  case  is  settled  out  of  court;  that 
is,  without  action  of  the  employer. 

The  cheap  lunch  counter  or  the  cold  in¬ 
digestible  lunch,  which  makes  the  workmen 
and  workwomen  dull  and  only  half  useful 


in  the  afternoon,  may  be  counteracted  by 
hot  coffee  or  hot  lunch  served  in  some 
simple  lunchroom,  all  employes  gathering 
if  possible  in  one  or  two  rooms  for  the 
purpose. 

From  the  standpoint  of  investment,  the 
employer  can  afford  the  comparatively 
small  cost  of  a  kitchen  and  dining-room  out¬ 
fit  for  the  average  factory,  better  than  he 
can  the  loss  of  work  power  of  the  employe 
who  lives  on  cold  food  or  from  an  eight- 
cent  lunch  counter.  The  investment  will 
soon  be  covered  by  the  increased  output 
of  the  group  of  employes  whO'  have  had 
warm  coffee  or  lunch  properly  prepared. 

This  subject  has  been  referred  to  sev¬ 
eral  times  in  recent  numbers  of  this  mag¬ 
azine,  and  good  illustrations  given  of  the 
plans  adopted.  The  steadily  increasing 
numbers  of  factories  making  some  provi¬ 
sion  for  such  accommodations  is  evidence 
of  the  economic  value  of  this  plan. 

Some  large  establishments,  like  the  Nat¬ 
ural  Food  Co.,  of  Niagara  Falls,  and  the 
National  Cash  Register  Co.,  of  Dayton,  have 
large  and  expensive  outfits,  providing  com¬ 
plete  lunches  for  hundreds  each  day  at  a 
nominal  price.  So  well  prepared  and  so 
well  served  are  these  lunches  that  they  ap¬ 
peal  to  the  most  fastidious,  including  of¬ 
ficers  and  workmen  alike. 

Others,  represented  by  many  factories  in 
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our  cities,  have  less  elaborate  outfits  but 
accommodations  for  a  large  number  of 
employes.  Still  others,  finding  themselves 
crowded  for  room,  have  very  simple  ar¬ 
rangements  but  none  the  less  appreciated. 

One  factory  utilizes  a  corner  of  a  hall¬ 
way,  fitted  up  with  two  gas  burners,  to 
make  coffee  each  day  for  50  to  60  people. 
For  the  25.  young  women  a  room  is  pre¬ 
pared  with  tables,  table-cloths  and  proper 
necessities.  For  the  men,  most  of  whom 
are  in  a  building  near  by,  covered  tincups 
are  provided,  which  are  taken  to  them,  sup¬ 
plying  the  coffee,  with  cream  and  sugar,  hot. 


pense.  The  Curtis  Publishing  Co.,  of  Phil¬ 
adelphia,  has  a  large,  attractive  lunch  room 
for  the  women  employes,  which  is  gradu¬ 
ally  approaching  the  self-supporting  basis. 
A  men’s  lunch  room  is  under  consideration, 
with  smoking  room  attached. 

How  to  occupy  the  noon  hour  is  not  so 
difficult  a  problem  if  it  is  only  30  minutes 
long,  yet  it  is  possible  to  make  it  a  pleasure 
rather  than  an  injury.  The  first  essential 
is  an  attractive  gathering  place,  light  and 
clean,  with  chairs  and  some  provision  for 
comfort.  Where  women  are  employed  par¬ 
ticular  provision  should  always  be  made. 


A  Noon-Hour  Lecture. 


All  are  cared  for  by  a  woman  employed  for 
the  purpose,  and  everything  is  scrupulously 
clean.  The  expense  is  slight  and  the  re¬ 
turn  in  effort  and  satisfaction  large.  Very 
few  leave  the  factory  for  lunch  since  the 
adoption  of  this  plan. 

The  T.  B.  Laycock  Mfg.  Co.,  of  Inaian- 
apolis,  has  one  of  the  most  successful  ar¬ 
rangements  in  the  country  for  its  employes. 
It  has  a  general  dining-room  to  accommo¬ 
date  all  who  bring  their  lunches  and  to 
supply  those  who  desire  to  buy  from  the 
kitchen.  The  employes  may  entertain 
friends  here  at  luncheon  at  very  small  ex- 


Since  their  factory  life  takes  them  so  large¬ 
ly  away  from  home  and  home  influences, 
the  least  that  the  employer  can  do  is  to 
make  some  provision  for  proper  comfort. 
The  Laycock  Company,  referred  to  above, 
has  a  new  girls’  rest,  reading  and  bath 
room,  admirably  furnished,  in  charge  of  a 
matron,  wbo,  as  mutual  friend,  sees  that  all 
the  girls,  without  distinction  of  position, 
are  given  cordial  welcome  and  proper  at¬ 
tention.  The  Curtis  Publishing  Company’s 
rest  room  for  young  women  has  a  hospital 
room  in  connection  with  it.  Other  provi¬ 
sions  of  similar  character  for  young  women 
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have  been  previously  described  in  this  mag¬ 
azine. 

A  men’s  smoking  and  reading  room  is 
important.  Several  of  these  are  found  in 
Cleveland  and  other  large  cities.  The  men 
soon  learn  to  use  the  club  room  properly 
when  encouraged. 

Some  factories,  like  the  H.  J.  Heinz  Com¬ 
pany,  of  Pittsburg,  have  a  large  assembly 
room,  with  stage  and  all  appliances.  Few, 
however,  can  spare  the  room  for  this  ar¬ 
rangement.  The  Laycock  Company  utilizes 
the  large  lunch  room  by  putting  in  a  stage 
at  one  end  of  the  room  and  providing  a 


shops.  These  cover  all  kinds  of  education 
al,  scientific,  historical  and  practical  topics. 
Chemistry,  electricity  and  mechanics  are 
simply  and  attractively  presented  by  men  of 
ability.  Brief  classes  in  arithmetic,  Eng¬ 
lish,  etc.,  are  planned.  Lessons  in  ‘''First 
Aid  to  the  Injured”  are  common,  especially 
in  some  of  the  railroad  shops.  These  ideas 
could  be  adapted  without  difficulty  to  large 
numbers  of  factories,  even  with  few  em¬ 
ployes. 

In  hundreds  of  cities,  at  the  request  of 
the  work  people  themselves,  Bible  classes 
are  conducted,  which  have  had  great  influ- 


piano,  phonograph,  and  other  attractions.  In 
this  way  they  frequently  have  their  music 
at  the  noon  hour. 

How  to  use  the  rooms  provided,  and  the 
time,  has  puzzled  some  employers.  The 
Young  Men’s  Christian  Association  and  the 
Young  Women’s  Christian  Association 
have  helped  to  solve  these  problems,  for  at 
least  one  or  two  days  in  the  week,  in  many 
factories. 

In  Cliicago,  the  educational  director  of 
the  Chicago  Association  plans  series  of 
practical  talks,  of  15  to  30  minutes,  once 
each  week,  for  a  number  of  the  leading 


ence  on  the  moral  tone  of  the  factory. 
These  are  largely  led  by  laymen,  who  do 
not  present  doctrines  but  practical  morals. 
They  are  often  attended  by  hundreds  of 
men.  Some  shops  have  a  piano  which  can 
be  used.  Others,  arrangements  for  stereop- 
ticon  where  great  varieties  of  entertain¬ 
ments  can  be  planned.  Many  others  have 
small  libraries,  and  in  some  cities  the  Pub¬ 
lic  Library  makes  the  factory  a  distributing 
station,  thus  providing  an  admirable  ar¬ 
rangement  for  good  reading.  Almost  every 
factory  receives  a  large  number  of  attrac¬ 
tive  technical  magazines  in  these  days. 
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which  can  easily  be  used  in  the  rest  room 
at  noon. 

Nothing  is  more  attractive  than  music 
as  has  been  found  wherever  tried.  Often 
a  small  room  can  be  utili2ed  to  good  ad¬ 
vantage.  The  women  of  The  Lowe  Broth¬ 
ers  Company  have  their  piano  in  their  din¬ 
ing-room,  where  it  is  used  daily.  In  every 
factory  some  will  be  found  who  are  fairly 
good  musicians  and  who  are  glad  to  assist 
in  the  daily  entertainment  of  their  fellows. 

Debating  and  literary  clubs  are  not  un¬ 
usual,  and  the  half-hour  or  hour  sessions 
are  often  very  interesting  and  valuable. 


It  is  remarkable,  too,  how  often  the  most 
unpromising  characters  develop  into  the 
best  leaders  and  the  most  enthusiastic 
workers.  The  essential  thing  is  to  put  the 
responsibility  upon  them  and  let  the  work 
be  done  from  the  factory,  not  from  the  of¬ 
fice. 

Where  possible,  calendars  or  year  books 
should  be  provided,  like  those  of  the  Cen¬ 
tury  Club  of  the  National  Cash  Register  Co., 
and  the  High  Standard  Club  of  The  Lowe 
Brothers  Co.  This  is  money  well  spent  be¬ 
cause  of  the  higher  tone  given  to  the  plans. 

Several  clubs  are  this  year  having  prac- 


Rcst  and  Reading  Room. 


Few  realize  how  much  can  be  accomplished 
in  the  short  time  allowed.  The  essential 
thing  is  leaders. 

It  is  not  even  necessary  to  have  formal 
organizations.  The  quiet  influence  of  the 
employer,  with  a  few  leading  men  and 
women,  will  often  be  sufficient  to  start  a 
movement  which  will  be  sure  to  be  valuable 
in  its  influence  among  the  employes.  Plans 
for  any  entertainment  should  be  left  with 
the  members  themselves.  It  is  easy  to  find 
speakers  to  attend  the  meetings  of  these 
down-town  clubs — even  easier  here  than 
for  those  farther  away,  because  of  the  ease 
of  access. 


tical  lessons  in  flower  culture,  care  of 
lawns,  home  decoration,  rules  of  good  taste 
in  color  and  similar  every-day  topics.  This 
.will  have  a  wide  influence  in  the  city  itself 
as  has  been  experienced  wherever  tried.  To 
these  topics  may  be  added  bits  of  experi¬ 
ence  in  travel,  outlines  of  good  books  of 
the  day,  discussions  of  current  social  ^and 
political  questions,  etc.  All  these  can  be 
carried  out  with  little  difficulty  if  properly 
undertaken. 

THE  FACTORY  AND  THE  NEIGHBORHOOD. 

“What  has  a  factory  to  do  with  city 
beautifying?”  has  been  asked  by  several 
since  this  subject  has  been  taken  up 
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in  this  magazine.  Too  much  space  would 
be  necessary  to  argue  fully,  but  we  may 
ask,  Does  the  fact  that  the  factory  build¬ 
ings  and  grounds  are  used  to  turn  out 
material  products  exempt  their  owners  from 
the  care  and  •responsibility  required  of  the 
owners  of  houses  used  for  homes  in  the 
neighborhood?  Has  not  the  owner  of  a 
factory  the  same  responsibility  for  his 
neighbor  as  the  owner  of  a  vacant  lot  whose 
weeds  must  be  cut  out,  or  the  resident 
whose  yard  must  not  be  a  nuisance?  The 
“city  beautiful”  helps  the  factory  as  well 
as  the  resident,  and  the  factory  should  en¬ 
courage  its  improvement. 

In  some  cities  the  owners  of  factories 
offer  prizes  for  improvements  in  the  neigh¬ 
borhood,  as  already  presented  in  this  mag¬ 
azine.  The  result  is  always  good  and  the 
influence  cannot  be  measured  by  immediate 
effects,  but  the  influence  on  the  children 
in  years  to  come  must  be  taken  into  con¬ 
sideration.  In  this  way  the  factory  be¬ 
comes  an  advantage  rather  than  a  detri¬ 
ment  to  the  neighborhood.  If  any  man  is 
willing  to  give  a  few  hours  of  thought  and 
a  few  dollars  in  money  each  year,  he  may 
be  able  to  revolutionize  a  neighborhood  as 
well  as  assist  in  developing  the  right  kind 
of  American  manhood  and  womanhood. 


This  is  not  theory  but  experience,  and  it  has 
been  tried  often  enough  and  long  enough 
to  prove  its  truth. 

That  others  than  factory  employers  some¬ 
times  recognize  responsibility  is  illustrated 
by  the  series  of  prizes  offered  by  the  bus¬ 
iness  men  of  Decatur,  Ill.,  under  the  leader¬ 
ship  of  the  Civic  Improvement  Committee 
of  the  Decatur  Chamber  of  Commerce.  A 
beautiful  12-page  booklet  tells  of  “Delight¬ 
ful  Decatur,”  and  then  presents  a  series  of 
offers  of  prizes,  16  in  number,  ranging  from 
one  dollar  to  $15,  some  prizes  being  in 
money  and  some  in  merchandise.  These 
are  offered  for  the  best  kept  lawns,  back 
yards,  vacant  lots,  vines  and  shrubbery  for 
hiding  unsightly  fences,  etc.,  etc.  Then 
follow  in  this  handsome  booklet  the  rules 
and  suggestions  for  obtaining  best  results. 
This  is  a  simple  and  practical  answer  to  the 
question  of  the  business  man’s  part  in  such 
movements.  Anyone  interested  can  no 
doubt  secure  a  copy  of  this  excellent 
pamphlet  by  writing  Mr.  J.  A.  Montgomery, 
chairman  of  the  committee,  Decatur,  Ill. 
The  American  Civic  Association,  703-707 
North  American  Bldg.,  Philadelphia,  also 
issues  several  very  practical  pamphlets 
which  can  be  used  to  good  advantage  in 
any  town. 


Women’s  Rest  and  Lunch  Room. 


ISimBL  SlLLlKliS  AS  A 


&i!!iE]&  miKmiii  iiniK 


WHEN  the  good  American  shopper 
passes  from  the  scene  of  her  endeav¬ 
ors,  she  goes  to  Heaven.  It  is  not 
such  a  triteness  as  it  may  appear,  despite  the 
popular  belief  that,  for  all  shoppers,  another, 
less  blissful  destiny  is  reserved. 

I  have  seen  her  there — in  Paris — attended 
in  her  happy  apotheosis  by  her  myriads  of 
smiling  angels,  ever  eager  to  minister  to 
her  slightest,  unspoken  wish.  She  has  not 
changed,  in  her  translation  to  her  better 
world ;  she  is  what  she  was  during  the  term 
of  her  existence  in  this  other  world  of 
struggle  and  small  kindness — assured  of 
her  own  position,  gently  thoughtful  of  the 
sensibilities  of  those  who  wait  upon  her, 
and  never,  by  any  crude  mischance,  the 
wearer  of  an  air  of  patronage  for  folk  less 
favored.  It  is  she  alone,  from  among  the 
multitude,  who  may  enter  in.  But  when 
she  does  come  into  her  own,  her  reward  is 
in  proportion  to  her  merit. 

In  one  tiny  Paris  shop  every  box  of  cher¬ 
ries,  every  nest  of  hen’s  eggs,  the  very  pyra¬ 
mids  of  small,  round  boxes  of  cheese,  were 
girdled  with  dainty  circles  or  billows  of 
pale  pink  tissue  paper.  With  due  regard 
for  color,  the  pink  half  of  the  window  end¬ 
ed  at  a  border  of  dark  green  parsley;  and 
beyond,  by  contrast,  a  region  of  snowy 
while  paper  made  strawberries,  tomatoes 


and  some  other  richly  hued  vegetables  look, 
in  delicious  verity,  good  enough  to  eat.  The 
enterprising  little  Paris  shop  had  not 
stopped  at  the  sale  of  green  groceries.  Some 
glistening  tumblers,  and  a  small  dairy  can 
bearing  a  sign  which  quickly  caught  the 
eye,  told  a  thirsting  world  that  the  quality 
of  milk  or  cream  sold  within  could  be 
sampled  at  five  sous  a  glass. 

A  little  woman,  carrying  a  basket,  paused 
to  cast  a  rapid  glance  in  at  the  window. 
Her  rusty  black  gown  was  patched  as  care¬ 
fully  as  were  the  fingers  of  her  black  cotton 
gloves.  Despite  the  large  family  at  home, 
and  the  two  lonesome  francs  in  her  purse 
with  which  to  buy  the  evening  meal,  the 
little  woman,  to  French  trade  and  manner 
born,  had  no  doubt  as  to  the  reception  that 
awaited  her,  from  the  proprietress,  within. 

Behind  the  milk  counter  stood  the  owner 
of  the  shop,  stout  and  smiling.  She  has¬ 
tened  towards  the  door,  solicitously  asking 
how  she  could  have  the  honor  of  serving 
madame.  Her  inquiry  could  scarcely  have 
been  more  polite  had  the  customer  been 
robed  in  velvet. 

Madame  chose  a  small  Neuchatel  cheese, 
some  lettuce,  and — Ah,  but  she  had  brought 
no  pitcher  for  the  milk !  No  matter,  it  will 
delight  the  store-keeper  to  supply  madame 
with  a  little  tin  can,  tightly  covered,  and 
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wrapped  In  white  paper.  Madame  can  sim¬ 
ply  leave  her  address,  and  the  can  will  be 
Called  for.  With  much  care  the  purchases, 
are  placed  in  madame’s  basket  and  smilingly 
handed  to  her;  and  the  mutual,  kind  “bon 
jour”  is  exchanged  at  the  door. 

■  There,  in  the  little  store  in  the  modest 
by-way,  was  the  key  note  of  Parisian  trade. 
In  almost  every  grade  of  business  life  “The 
chief  city  of  the  mercurial  Gaul”  outdoes 
its  proudest  fellows  in  refinement  of  the 
arts  of  sale.  Had  the  observer  of  the  in¬ 
cident  at  the  humble  provision  shop  visited 
a  fashionable  store  on  the  Avenue  de  I’Op- 
era,  where  gloves  only  were  sold,  he  would 
not  have  been  greeted  with  a  calm,  inquir¬ 
ing  stare  or  obliged  to  follow  a  taciturn 
salesperson  the  whole  length  of  a  counter 
before  saying  a  word.  In  a  shoe  store, 
v/hile  wondering  at  the  excessive  price 
asked  for  ’’American  shoes” — the  Parisian 
parallel  for  our  own  equally  expensive  in- 
dorsement  of  French  footwear — he  would 
not  have  been  left  unnoticed  to  gaze  at  rows 
of  shoe  boxes  until  his  patience  was  worn 
out.  The  waiting  would  be  formally  ac¬ 
knowledged  as  a  special  favor;  the  delay 
would  have  been  regretted  with  sincerity 
by  the  salesperson  directly  concerned ;  and 
every  other  attendant  in  the  immediate 
neighborhood  would  have  looked  apologies. 

Later  in  the  day,  had  he  glanced  into  the 
beautifully  appointed  sales  parlor  of  Lom- 
bart,  whose  chocolate  creams  are  the  joy 
of  every  wealthy  French  girl,  he  might  have 
seen  some  ladies  sitting  at  ease  in  uphol¬ 
stered  chairs,  while  solicitous  attendants 
were  tying  up  their  silken  boxes  of  choco¬ 
lates — and  he  would  have  noted  that  the 
customers  felt  not  the  slightest  obligation 
to  order  a  glass  of  soda  water  as  a  tax 
paid  for  the  comfort  of  a  resting  place. 
And  later,  as  the  afternoon  grew  to  its  close, 
sitting  at  one  of  the  centers  of  the  universe 
— the  Cafe  de  la  Paix — he  could  have  mused 
over  these  seeming  trifles.  Sipping  coffee, 
to  which  a  dash  of  cognac  had  been  added 
without  extra  charge,  the  average  stranger 
in  this  strangely  charming  land  would  vow, 
whenever  his  bank  accqunt  would  permit, 
not  to  tarry  about  returning  to  the  realm 
of  debonnaire  courtesy. 

To  peer  under  the  charm  that  covers  the 
Paris  retail  business  system  like  a  rich 
brocade,  and  to  discover  the  deficiencies, 
requires  a  sober  mind.  To  declare  that  it  is 


defective  one  must  first  outgrow  the  fasci¬ 
nation  of  its  novelty,  which  seizes  and  holds 
fast  every  newcomer,  man  or  woman.  The 
eager  American  visitor  is  carried  away  by 
it ;  and  the  young  woman  in  particular  feels 
that  her  slumbering  good  taste  is  being 
awakened  and  educated.  Fnchanted,  she 
denies  with  flashing  eyes  that  Paris  has  a 
flaw.  Out  of  nine  dainty  articles  purchased, 
tiie  cheapness  of  six  blinds  her  involuntar¬ 
ily  to  the  overcharges  on  the  other  three. 
While  gazing  at  a  lace  handkerchief  that  is 
ridiculously  cheap,  she  will  hesitate  only  an 
instant  over  paying  a  franc  apiece  for  red 
roses  that  are  pygmies  to  our  American 
Beauties.  Smilingly,  she  will  acquiesce  in 
being  interred  alone  in  one  of  the  small 
elevators  in  a  business  building,  such  as 
the  one  that  carries  you  up  to  Denova’s 
tailoring  parlors  in  the  Avenue  de  I'Opera. 
Yet,  on  every  fresh,  self  piloted  voyage 
heavenward — typical  of  French  economy  in 
running  expense  charges — she  will  be  pallid 
with  terror  before  she  discovers  the  proper 
stop-button  which  is  to  prevent  wild  pro¬ 
jection  of  her  car  and  herself  through  the 
roof.  She  will  ingenously  accompany  the 
lady  interpreter  of  the  hotel,  or  the  madame 
of  her  “Pension,”  to  a  milliner  or  tailor,  fol¬ 
lowing  humbly  her  tactful  guide’s  advice — 
and  so  helping  the  plunderer  to  claim  a 
handsome  commission.  The  clever  decoy 
may  receive  cash  when  the  bill  is  paid;  or, 
after  bringing  a  certain  number  of  dupes  to 
the  establishment,  she  may  be  entitled  to 
order  gratis  a  full  suit  for  herself.  Amer¬ 
ican  women  are  the  readiest  victims  of  the 
sartorial  lion  and  his  jackal  confederate. 

Yet  although  they  know,  often,  they  are 
the  notorious  victims  of  Parisian  fleecing, 
conducted  on  a  scale  as  broad  as  it  is  scien¬ 
tific,  Yankee  maids,  matrons,  fathers  and 
sons  fail  to  complain,  partly  because  it  is 
poor  wisdom  to  spoil  a  holiday,  but  largely 
on  account  of  that  blinding,  blissful  attri¬ 
bute  found  nowhere  in  perfection  save  in 
the  capital  of  France— courtesy. 

An  employe  in  any  store  at  Paris  must 
needs  have  some  grief  or  pain  that  is  ab¬ 
solutely  unconquerable  before  he  will  part 
with  his  smile.  He  belongs  to  the  great 
middle  class ;  but  in  the  attribute  of  unfail¬ 
ing,  attentive  politeness  all  educated 
Frenchmen  are  brothers.  He  has  been 
taught  from  babyhood  that  frowns  are  dis¬ 
astrous  to  success  and  popularity.  At  the 
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age  of  five  years  he  was  obliged  to  rise  and 
delightedly  welcome  the  arriving  guest,  and 
to  see  to  the  comfort  of  elderly  people.  To 
contradict  even  another  child  without  the 
softening  “pardon”  was  never  permitted  to 
him.  The  heated  disagreements  that  some¬ 
times  disturbed  his  elders  in  the  privacy  of 
the  family  circle — for  your  French  men,  and 
French  women,  are  very  human  under  the 
gloss — were  suppressed  in  his  presence,  if 
possible;  or,  when  he  did  happen  to  hear 
the  excited  war  of  words,  it  was  a  house¬ 
hold  rule  that  he  witness  the  elaborate  ex¬ 
pressions  of  apology,  which  come  after¬ 
ward. 

The  American  feels  a  thrill  of  anticipa¬ 
tion  at  the  thought  of  seeing  the  famed 
grand  magasins,  the  Magasin  du  Louvre 
and  the  Magasin  du  Bon  Marche.  The 
Louvre  is  probably  the  most  elegant  estab¬ 
lishment  of  its  kind  in  the  world,  and  the 
Bon  Marche  is  of  even  greater  popular  in¬ 
terest.  America  is  now  a  country  of  large 
department  stores,  and  a  much  higher 
standard  than  they  can  attain,  as  illustra¬ 
tions  of  ease  and  elegance,  is  to  be  found 
in  the  Paris  shops  that  carry  but  one  line 
of  goods.  At  the  two  great  Paris  stores 
there  is  ever  that  to  be  found  which  meets 
the  New  York  eye  only  after  Paris  has 
thrown  aside  the  original  and  forgotten  it. 
Higher  prices  necessarily  attach  to  the  finer 
grade  of  good  at  the  Magasin  du  Louvre, 
which  has  been  aptly  termed  the  fairyland 
of  mature  minds ;  and  so  the  Bon  Marche  is 
more  widely  known.  At  the  Magasin  du 
Louvre  the  exqui-site  and  novel  reign.  At 
a  counter  a  French  gentlewoman  may,  by 
chance,  be  seen  selecting  some  elegancy  for 
the  evening  toilet.  She  will  be  particular 
about  its  color,  and  very  sure  to  wear  it  at 
just  the  right  time;  for,  in  her  circle,  the 
fine  sense  of  the  fitness  of  things  is  _  so 
highly  cultivated  that  to  overstep  the  line 
would  be  deemed  unpardonable.  Not  for 
the  world  would  she  appear  in  a  velvet 
gown  before  noon;  upon  no  occasion  would 
she  walk  in  the  street  conspicuously  garbed. 
When  the  saleswoman  has  found  what  ma- 
dame  wants,  it  becomes  necessary  for  both 
to  go  to  the  cashier’s  desk,  near  by.  The 
little  square  cage  reached,  madame  declares 
the  purchase  must  be  sent  home  at  once. 
The  obliging  person  behind  the  grating 
promises  to  have  the  package  delivered 
within  an  hour. 


An  American  woman  was  so  amazed  at 
the  quick  response  to  one  such  demand  that 
she  forgot  her  address.  The  cashier  'was 
perfectly  at  ease.  Oh,  indeed,  it  happened 
every  day — a  falsehood  that  was  the  inspir¬ 
ation  of  genius.  He  had  the  bundle  tied 
up,  and  dispatched  a  messenger  with  the 
stranger  and  her  purchase  to  her  banker, 
where  the  address  was  registered.  And 
there  was  not  even  a  hint  of  extra  charge. 
It  was  part  of  the  refinements  of  the  Paris¬ 
ian  system  of  trade. 

Whether  the  rule  of  not  handling  money 
over  the  counter,  which  prevails  in  so  many 
of  the  shops,  reflects  upon  the  honesty  of 
the  public  or  of  the  salespeople  may  be  an 
open  question.  If  saving  of  trouble  be  the 
consideration,  it  serves  its  purpose  poorly; 
it  is  many  times  more  annoying  to  seek  the 
cashier  than  to  settle  the  business  on  the 
spot.  But  there  is  another  reason — 
the  reason  underlying  all  Parisian  trade. 
It  may  be  condensed  in  the  injunc¬ 
tion:  Let  no  guilty  coin  escape.  We 
may  remember  that  a  number  of  charming 
things  delight  the  eye  at  every  step.  The 
least  sign  of  hesitation  or  bewilderment 
n^eets  with  ready  response  from  the  nearest 
half  dozen  persons,  who  seem,  for  the  mo¬ 
ment,  to  live  but  to  know  your  pleasure. 
Their  courtesy,  purely  venal  as  its  motive 
may  be,  smooths  the  path,  which  has  been 
made  very  beautiful  by  countless  attractive 
articles  not  to  be  seen  at  home.  So  we 
gladly  follow  the  salesperson  to  the  cashier’s 
desk. 

The  superiority  of  the  average  Parisian 
stock  in  trade  must  be  conceded.  How  can 
we  account  for  it?  The  Frenchman  does 
not  try  to  account  for  it.  A  manager  in  a 
large  mercantile  house  there  does  not  spend 
a  moment  comparing  his  stock,  his  methods, 
his  profits,  with  those  of  other  countries. 
It  suffices  that  Paris  holds  sway.  Outside 
of  the  actual  requirements  of  his  shop  and 
its  business  standing  in  Paris,  he  does  not 
seek  commercial  information,  and  does  not 
wish  to  trouble  about  it.  His  local  trade 
is  a  birthright  for  which  he  must  compete 
with  his  local  rivals  alone;  the  acknowl¬ 
edged  supremacy  of  Paris  in  all  matters  of 
fashion  assures  to  him  a  due  share  of  the 
spending  money  of  the  world  at  large. 

French  merchants  show  a  great  deal  and 
sell  at  a  low  price.  They  keep  up  their 
systems  well  enough  to  avoid  confusion,  and 
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depend  more  upon  the  natural  alertness  of 
their  employes  than  upon  the  ramifications 
of  any  very  profound  or  sternly  adjusted 
organization.  The  nimble  French  wit  and 
the  heritage  of  trade  experience  in  the 
French  city  of  shop-keepers  makes  the  com¬ 
paratively  simple  methods  suffice. 

Yet  there  are,  and  have  been,  great  or¬ 
ganizers  in  Paris.  It  is  to  Monsieur  Aristide 
Boucicaut,  the  founder  of  the  Bon  Marche, 
that  the  best  features  of  the  modern  mer¬ 
cantile  system  in  department  stores  can  be 
directly  traced.  He  was  enterprising  and 
ingenious.  He  was  first  among  those  modern 
Aladdins  who  brought  together  and  sold  at 
low  prices  a  large  stock  of  varied  goods. 
He  originated  the  first  simple,  practical  plan 
which  enabled  retail  store  patrons  to  ex¬ 
change  goods  not  wanted.  He  conceived 
the  idea  of  employing  people  whose  com¬ 
pensation  was  on  the  basis  of  direct  ratio 
to  a  proportionate  commission  on  every 
sale.  The  splendidly  situated  space  on  the 
Rue  du  Bac,  where  the  Bon  Marche  stands, 
was  bought  by  Monsieur  Boucicaut  in  1869 ; 
the  famous  building  he  erected  there  has 
been  spoken  of  the  world  over,  ever  since. 
The  widow  of  Monsieur  Boucicaut,  who 
succeeded  him,  was  worthy  of  the  Bon 
Marche’s  founder.  She  instituted  the  “Caise 
de  Retraites.”  It  is  a  fund  which  she  per¬ 
sonally  started  with  a  gift  of  five  million 
francs.  It  assures  a  pension  to  every  em¬ 
ploye  of  a  certain  age  who  has  been  with 
the  firm  20  years.  The  fund  now  represents 
an  outlay  of  ninety  thousand  francs  to  a 
hundred  employes. 

One  of  the  features  most  attractive  to 
the  shopper  in  the  Bon  Marche  today  is  the 
fact  that  almost  everything  is  plainly  mark¬ 
ed  with  the  price.  What  a  godsend  to  for¬ 
eigners  who  do  not  wish  the  services  of  a 
translator,  yet  cannot  quite  trust  their  own 
French !  What  blessings  have  been  called 
down  upon  those  unconscious  little  square 
price  tags !  And  yet,  last  resort  of  the  one 
price  system  though  they  be,  they  do  not  al¬ 
ways  prevent  trouble.  Into  the  Bon  Marche 
strode  a  Scotchman,  who  was  looking  for  a 
present  to  take  home  to  his  wife.  He  lin¬ 
gered  long  at  a  shawl  counter,  where  many 
handsome  patterns  were  displayed.  One  of 
silk  and  wool  seemed  suited  to  his  taste. 
It  was  marked  40  francs.  The  Scotchman 
felt  the  folds  and  asked,  in  impossible 
French,  to  have  the  shawl  carried  to  the  door 


for  examination.  After  much  and  silent 
thought  he  suggested  a  reduction  of  the 
price.  The  saleswoman  pointed,  smilingly, 
to  the  tag.  But  the  customer  treated  it  as 
a  frippery  for  the  delusion  of  fools.  A  floor¬ 
walker  was  called.  The  Scot,  whose  face 
was  hardening  and  crimsoning  rapidly,  al¬ 
most  shouted : 

“This  thing  is  marked  40  francs.  It  may 
look  it  hanging  here ;  but  it’ll  not  look 
worth  it  on  my  wife.  How  much  will  you 
take?” 

What  would  have  happened  in  a  rushing 
American  store  an  American  alone  can  im¬ 
agine,  from  the  disdainful  dismissal  of  the 
customer’s  point  of  view  to  the  possible  in¬ 
ception  of  a  riot.  But  in  the  Bon  Marche, 
the  bargaining  Scot  was  treated  as  if  he 
were  trying  to  pay  more,  instead  of  less — 
as  if  he  were  a  prodigal  prince.  And  in  the 
end  he  went  away,  with  the  shawl  under  his 
arm,  his  40  francs  in  the  cashier’s  keep¬ 
ing,  and  faith  in  his  heart  that  his  purchase 
was  worth  double  the  price  he  paid  for  it. 

More  of  laughter  and  jostle  may  be  ex¬ 
pected  when  we  hail  a  cab  and  drive  to  the 
Magasin  du  Printemps,  a  vast  emporium  of 
the  second  class.  It  is  well  named;  the 
very  spirit  of  springtime  seems  to  tarry  here 
on  a  clear  June  day.  The  cocher  draws  up 
before  the  entrance  with  a  flourish  less  no¬ 
ticeable  than  that  with  which  he  checked 
his  nag  at  the  Bon  Marche.  Before  us  is 
a  sidewalk,  covered  a  couple  of  feet  from 
the  walls  of  the  store  doors  with  some  of 
the  most  brightly  colored,  and  many  of 
the  most  newly  designed,  articles  to  be 
bought  inside.  Fifty  showy-handled  um¬ 
brellas  are  grouped  in  one  spot.  For  sev¬ 
eral  feet  in  the  air  a  bracket  like  structure 
holds  untrimmed  hats.  Pale  pink  and  blue 
scarfs  sway  in  the  breeze.  An  attendant  re¬ 
gards  them  all  with  the  air  of  fond  owner¬ 
ship. 

The  outpost  dangers  passed  and  the  door 
at  length  reached,  we  become  aware  that  the 
patronesses  do  not  disdain  to  carry  bundles ; 
that  the  French  demoiselle  is  not  quite  so 
carefully  chaperoned  here,  and  that  two  sis¬ 
ters,  at  the  portmonnaie  counter,  are  audi¬ 
bly  disagreeing  over  the  relative  beauties  of 
green  or  red  leather  or  kid.  A  Russian 
floorwalker  offers  linguistic  assistance;  this 
spurned,  he  shows  us  to  the  department  de¬ 
sired,  and  waves  us  to  the  place  where  em¬ 
broidered  chiffon  scarfs  are  sold.  The 
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brown-eyed  creature  who  ministers  to  our 
vanity  handles  the  scarfs  with  an  endeared 
tenderness ;  her  very  touch  is  a  caress,  a 
mute  invitation  to  appreciation  of  their 
beauties.  As  she  folds  the  ones  chosen, 
she,  in  turn,  claims  our  attention.  How 
pretty  she  is,  yet  with  a  slightly  Jewish  cast 
of  features ;  how  unobtrusively,  with  word 
or  shrug,  she  has  enhanced  our  admiration 
of  the  goods.  We  are  lost  in  wonder  as 
to  the  manner  in  which  she  created  her 
elaborate  headdress  in  the  early  morning 
hours ;  and  we  cheerfully  follow  her  foot¬ 
steps  to  the  inevitable  cashier’s  desk,  hop¬ 
ing  that  her  gleanings  from  the  absurdly 
cheap  purchases  may  be  fair. 

If  we  are  to  see  Novelli  at  the  Sarah 
Bernhart  Theater  at  8  o’clock,  we  should 
provide  ourselves  with  some  of  the  delicate 
sachet  that  so  many  Parisiennes  are  using. 
It  is  decidedly  advisable  to  purchase  it  at 
the  very  best  place.  Shall  we  stop  in  a 
drug  store?  No;  in  Paris  we  will  pene¬ 
trate  to  the  very  heart  of  feminine  ele¬ 
gance — to  the  perfection  of  her  toilet  neces¬ 
saries.  The  gown  must  be  just  right,  the 
coiffure  exact,  the  hat  a  marvel  of  loveli¬ 
ness,  the  shoes  spotless,  the  lingerie  dainty; 
but  before  and  after  all,  the  soap,  the  pow¬ 
der,  the  dentifrice  and  the  perfume  form 
the  quintessence  of  that  refinement  dear  to 
every  woman’s  heart,  let  her  live  where  she 
may.  To  a  woman  with  means,  Lubin’s 
establishment  is  the  shrine  at  which  she 
kneels.  Very  little  is  shown  to  the  passer 
by;  Lubin’s  must  maintain  an  exterior  of 
quiet  elegance.  Of  fancy  bottles,  colored 
fountains,  or  silver  articles  on  view,  there 
are  none.  We  walk  into  what  seems  to  be 
a  large  drawing  room.  There  are  groups 
of  comfortable  chairs  and,  here  and  there, 
a  long,  low  glass  showcase  not  unlike  the 
kind  used  by  lovers  of  curios  for  their  col¬ 
lections.  On  the  far  side  of  the  room,  as 
high  as  can  be  reached,  are  shelves  enclosed 
by  sliding  glass  doors,  where  the  sacred 
unguents  of  beauty  are  enshrined.  This  is 
all  the  resemblance  Lubin’s  domain  of  cos¬ 
metics  bears  to  a  shop. 

The  manager  comes  forward  and  receives 
us  as  would  the  husband  of  our  hostess  at 
an  afternoon  tea,  or  as  would  a  well  known 
artist  in  his  studio.  He  suggests  that  we 
honor  him  by  being  seated ;  and  while  we 
are  obliging  him,  still  with  that  feeling  ot 
accepting  hospitality,  a  young  woman  stands 


before  us.  It  appears  now  a  trifle  easier  to 
believe  that  we  are  here  to  shop.  Like  true 
Americans,  we  are  quick  to  adapt  ourselves. 
We  decline  madamoiselle’s  effort  to  speak 
English  and  improve  the  opportunity  to  be 
as  French  as  possible.  Our  chairs  are  be¬ 
side  a  beautiful  show  case ;  and  we  feel,  in¬ 
stinctively,  that  madamoiselle  would  do  ex¬ 
ceedingly  well  for  a  show  piece  or  advertise¬ 
ment,  were  one  needed,  could  she  exist  un¬ 
der  the  glass.  Her  complexion  is  marvelous ; 
her  figure  is  worthy  of  it.  We  learn  later  that 
she  is  the  model  for  a  great  tailor,  who  sup¬ 
plies  all  of  her  lovely  dark  gowns  on  the 
chance  that  she  may  have  the  opportunity 
of  diverting  some  foreign  coins  into  his 
treasury.  We  address  the  goddess: 

'‘Madamoiselle,  we  should  like  to  see 
some  of  the  latest  novelties.” 

“But  yes,  mesdames,  of  a  certainty,”  she 
answers. 

The  silver  atomizer,  which  does  away 
with  the  ever  obnoxious  rubber  bulb,  might 
interest  the  ladies.  Americans  are  always 
charmed  with  what  is  truly  excellent. 

“Just  one  moment,”  she  continues,  as  she 
presses  down  the  silver  top  of  the  new  de¬ 
vice,  “Now,  cannot  one  almost  smell  the 
living  violets?” 

We  order  two  of  the  delightful  inventions, 
and  note  the  tact  with  which  the  saleswo¬ 
man  avoided  at  first  mentioning  skin  food, 
or  sachet. 

“Will  the  ladies  look  at  something  that  is 
very  conveniently  put  up — and  for  Lubin, 
alone?  True,  the  ladies  may  not  care  to 
possess  it.  But  it  is  charming!” 

We  are  shown  a  small  round  box.  The 
lid  lifted  off,  we  see  that  the  top,  inside, 
holds  a  very  clear  little  mirror.  The  upper 
half  of  the  lower  part  is  filled  with  cream 
colored  powder  surmounted  by  a  tiny  puff 
and,  this  removed,  the  bottom  section 
shows — but  why  describe  it?  Next  month 
the  other  perfumeries  will  copy  it,  and  all 
who  care  to  may  buy.  As  ma!damoiselle  puts 
her  magic  treasure  aside  we  walk  over  to 
the  sachet  case,  which  is  gay  with  silk,  vel¬ 
vet  and  paper  receptacles  for  the  dainty. 
After  selecting  some  and  giving  our  ad¬ 
dress,  we  made  our  exit  under  the  hostlike 
care  of  the  master  of  Parisian  ceremony. 

There  is  an  American  woman,  much  be¬ 
loved  in  society,  who  is  considered  not  only 
beautiful,  but  is  regarded  as  an  authority 
upon  the  styles,  simply  from  what  she  wears. 
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Many  sincere  friends,  and  many  more  de¬ 
votees  of  fashion,  are  delighted  at  her  ar¬ 
rival  home  every  autumn  for,  at  the  first 
ladies’  luncheon  or  large  reception,  she  will 
wear  a  gown  such  as  could  not  be  bought 
by  any  other.  They  know  that  she  has 
stood  under  the  very  hands  of  the  supreme 
rulers  of  style.  She  is  one  of  those  whose 
wealth  and  position  bring  her  among  the 
favored  few  of  the  nicely  particulctr  mod¬ 
istes  of  Paris — Worth  for  heavy  garments 
of  brocade  and  velvet,  and  for  the  loveliest 


of  business;  but  it  was  all  too  small  for 
W^orth.  The  first  reception  room  reached, 
the  possibility  of  a  New  York  tailor  show¬ 
ing  just  such  care  for  his  patroness’  com¬ 
fort  and  pleasure  crossed  her  mind;  but  the 
idea  was  soon  effaced.  No  one  approached 
the  customer  with  a  stiff,  “What  can  I  do 
for  you?”  or  “What  do  you  want  to  see?” 
The  low-voiced  and  graceful  employe  def¬ 
erentially  bowed  and  said : 

“Bon  jour,  madame.  It  is  a  great  honor 
to  have  you  visit  our  house.  Will  madame 


Porte  St.  Martin, 


lace  in  the  world;  Paquin  for  the  walking 
suits;  Doucet  for  bewildering  ball  dresses; 
and  the  more  newly  prevailing  Beer  for 
the  most  expensive  and  gorgeous  of  every¬ 
thing  in  dress. 

When  the  cloak  was  ordered,  the  fiacre 
was  called  by  Marie,  her  maid.  The  two 
drove  to  the  Rue  de  la  Paix,  and  passed 
through  a  courtyard  to  Worth’s  entrance. 
The  place  seemed  large  for  the  occupancy 
of  but  one  firm,  engaged  in  only  one  line 


be  pleased  to  promenade  through  the  show 
-  rooms  ?” 

Our  compatriot  felt  far  from  weary;  in¬ 
deed,  she  complied  with  alacrity.  What  she 
saw  fully  repaid  her.  The  handsome  cos¬ 
tumes  were  never  showy;  yet  there  were 
unrivaled  touches,  here  or  there  upon  every 
gown,  that  lent  it  all  its  beauty.  One  satin 
dress,  standing  almost  unrelieved  in  sim¬ 
plicity,  baffled  her  to  discover  its  charm  un¬ 
til  her  eye  was  caught  and  held  by  a  shoul- 
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der  knot,  which  fastened  and  riveted  the 
memory.  She  selected  the  gown  to  grace 
an  American  function.  Then  followed  the 
fitting.  In  one  of  the  several  fitting  rooms 
the  work  was  deftly  accomplished.  There 
was  no  debate  between  two  fitters  as  to 
which  one  should  do  the  work;  no  heads 
were  thrust  in  at  the  door,  to  see  whether 
the  room  was  occupied.  Nor  did  the  fitter, 
himself  a  tailor  and  artist  in  his  line,  re¬ 
mark  the  price  or  quality  of  the  goods. 
Next  came  the  ordering  of  the  cloak.  A 
model  chosen,  great  thick  books  of  samples 
were  shown,  the  head  of  the  house  attend¬ 
ing  to  the  affair  in  person,  and  handling  the 
real  lace. 

Feeling  that  to  dress  well  under  such  cir¬ 
cumstances  was  indeed  no  weariness  to  the 
flesh,  the  drive  was  prolonged  to  Paquin’s, 
where  the  green  cloth  and  the  plum  col¬ 
ored  suits  were  ordered.  The  experience 
was  much  like  the  one  at  Worth  s.  It  re¬ 
mained  for  Beer,  the  sovereign  of  showy 
Paris,  to  cause  any  surprise  after  Worth. 

When  the  peach-colored  tea  gown  was 
bought,  our  assiduous  fashion-seeker  found 
in  Beer’s  parlors  a  brilliant  effect,  without 
actual  glitter,  which  approached  fine  art. 
The  atmosphere  was  suffused  with  afflu¬ 
ence.  Natural  roses  bloomed,  every  one  a 
silent,  sweet  smelling  ally.  Dozens  of  fit¬ 
ting  rooms,  elegantly  furnished,  opened 
out  of  the  other,  and  seemed  suited 
for  imperial  entertainment.  Captious 
though  some  of  the  frequenters  of  the  l|| 
tailors’  parlors  may  be,  the  employe 
may  not  be  other  than  complaisant. 

Buy  or  not  buy,  after  an  hour  of  in¬ 
spection,  the  visitor  is  shown  about 
with  gentle  courtesy  and  patience,  and 


the  “au  revoir”  is  as  pleasant  as  the  greeting. 

Our  American,  as  she  sits  robed  in  the 
peach-colored  tea  gown,  gazes  down  its 
length  with  happy  eyes.  She  feels  nearly 
certain  that  an  American  tailor  might  have 
made  one  as  lovely  and  as  chic — especially 
now  that  the  new  sleeve  has  been  copied  in 
New  York.  But  could  he  and  his  compat¬ 
riot,  at  whom  the  Paris  makers  cannot  en¬ 
tirely  point  in  scorn,  but  understand  the 
French  taste  and  add  it  to  his  competence ! 
She  smiles  slightly  as' she  realizes  all  that 
is  meant  by  the  “if.” 

“Then,  too,”  she  says  aloud,  as  she  rises 
to  ring  for  Marie,  “if  the  American  tailor 
could  add  some  of  the  charm  we  find 
abroad,  to  the  manner  of  his  employes,  he 
would  be  leagues  nearer  to  attaining  the 
perfection  which  enchains  the  American  to 
Paris.” 

The  stores  of  medium  size,  in  which  every  . 
French  society  woman  whose  funds  are 
large  will  prefer  to  shop,  offer  a  very  pretty 
study  of  the  relation  between  the  buyer  and 
the  seller.  It  is  here  that  one  sees  the  native 
French  shopping  done,  most  of  the  very  large 
stores  being  left  to*  foreigners  and  French 
women  of  no  special  refinement.  When 
madame  has  not  an  experienced  seamstress 
among  her  upper  servants,  her  needs 
are  furnished  from  the  dainty  stock,  one 
L  of  a  small  shop  where  lingerie  is  made 
i  to  order,  very  quickly  and  very  beau- 

m  ti fully.  Her  hats  are  always  made 

especially  for  her,  fitting  the  head  so 
that  there  is  no  necessity  for  awk- 
wardly  holding  the  brim  in  a  sudden 
H  gust  of  wind.  If  her  coiffure  is  not  ar- 
ranged  by  a  personal  femme  de  chambre, 
H  a  coiffure  is  sent  for  every  second  day. 


Column  Vendome, 


Credit  in  Britain 


By  W.  J.  CASEY 


Editorial  Note. — It  is  unfortunately  true  that  an  inquiry  as  to  the  standing  and  promptness  of  a 
debtor  does  not  always  meet  with  the  frank  and  free  response  which  would  seem  desirable.  For  this 
there  are  many  reasons.  One  of  the  most  potent  would  seem  to  be  the  fact  that  references,  when 
promptly  and  fully  given,  are  not  treated  with  that  inviolable  confidence  in  America  that  prevails  in 
Britain. 


There  is  not  a  more  remarkable  in¬ 
stance  of  the  difference  existing  be¬ 
tween  American  and  British  methods 
of  doing  business  than  that  which  is  af¬ 
forded  by  an  examination  of  the  system 
of  collecting  credit  information  in  the  two 
countries.  On  page  221  of  “The  Credit 
Man  and  His  Work”*  one  reads :  “As  to 
the  available  sources  we  have.  First,  The 
reports  of  the  commercial  agencies ;  Sec¬ 
ond,  Financial  statem'ents  furnished  by  the 
customer  at  our  request;  Third,  Direct  re¬ 
ports  from  local  correspondents;  Fourth, 
Reports  of  traveling  salesmen.”  On  the 
other  hand  in  Britain  the  first  source  is 
used  to  but  a  limited  extent,  the  second 
and  third  are  totally  unknown,  the  usual 
procedure  being  that  a  customer  desirous 
of  obtaining  credit  should  furnish  refer¬ 
ences  to  other  people  with  whom  he  has 
already  had  credit  transactions. 

Without  exaggeration  it  may  be  said  that 
this  system  of  giving  references  is  uni¬ 
versal  ;  in  nearly  every  price  list  the  terms 
will  be  found  to  include  one  to  the  effect 
that  a  ledger  account  will  be  opened  upon 
receipt  of  two  satisfactory  trade  references, 
while  another  indication  of  its  use  is  af¬ 
forded  by  the  fact  that  concerns  of  any 
size  employ  a  form  letter  in  which  it  is  only 
necessary  to  fill  in  names  and  the  amount 
of  the  risk.  Frequently  a  blank  space  is 
left  at  the  foot  of  the  letter  for  the  reply 
and  invariably  a  stamped  addressed  en¬ 
velope  is  inclosed.  A  typical  letter  runs 
as  follows : 

Messrs . . 

Gentlemen ; — 

Mr . of  .  is  desirous 

of  opening  an  account  with  us  and  has 
given  your  name  as  a  reference.  Will  you 
kindly  favor  us  with  any  particulars  as  to 

•“The  Credit  Man  and  His  Work,”  published 
by  The  Book-Keeper  Publishing  Co.,  Detroit. 
$2.00  postpaid. 


his  trustworthiness  and  financial  stability 
and  say  if  you  consider  him  safe  to  the 
extent  of  £20. 

Your  answer  in  strictest  confidence  will 
be  esteemed  a  favor  by 

Yours  faithfully. 


Stamped  envelope  inclosed. 

The  reply  usually  takes  some  such  form 
rs  the  following; 

Ge.atlemen : — 

W.  H.  T.  of  R - .  This  is  a  small 

account  and  was  opened  in  June,  1903,  and 
averages  under  £1  per  month.  All  pay¬ 
ments  have  been  prompt.  As  we  are  giving 
small  credit  and  running  account  monthly 
settlement  we  are  unable  to  answer  as  to 
the  safety  of  a  credit  to  the  extent  named 
by  you.  Without  prejudice  or  responsi¬ 
bility,  Yours  faithfully. 

Gentlemen : — 

In  reply  to  your  inquiry  of  the  1st  inst., 
we  have  had  a  small  account  with  the  firm 
mentioned  for  about  a  year.  They  are  some¬ 
what  slow  in  payment,  but  we  should  con¬ 
sider  you  would  be  quite  safe  in  allowing 
them  credit  to  the  amount  you  mention  in 
the  ordinary  way  of  business.  Without  pre¬ 
judice  or  responsibility. 

Yours  faithfully, 

Many  houses  have  a  form  letter  for  use 
when  acknowledging  an  order,  which  has 
been  received  without  cash  or  references. 

Dear  Sir: — We  are  obliged  by  your  favor 
of  yesterday’s  date  covering  order  for 
goods  as  per  the  inclosed  pro  forma  in¬ 
voice.  We  do  not  appear  to  have  had  the 
pleasure  of  doing  business  with  you  before 
and  must  therefore  ask  you  to  be  good 
enough  to  remit  in  settlement  or  we  shall 
be  pleased  to  open  a  ledger  account  upon 
receipt  of  the  usual  trade  references. 

Yours  faithfully, 
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the  account  is  carried.  In  the  reply  it  is 
usual  to  mention  only  the  initials  of  the  cus¬ 
tomer  in  question,  and  it  generally  con¬ 
cludes  with  some  such  expression  as  “With¬ 
out  prejudice  or  responsibility,”  or  “In  con¬ 
fidence  and  without  prejudice.”  It  may 
perhaps  be  thought  that  a  customer  will 
only  give  as  references  firms  likely  to  give 
a  good  report,  but  this  is  by  no  means  so. 
The  “slow-pay”  man  may  have  become  so 
confirmed  in  his  mode  of  payment  as  to  re¬ 
gard  his  account  a  satisfac¬ 
tory  one.  Occasionally  it  hap¬ 
pens  that  a  reference  is  re¬ 
ceived  and  when  taken  up  is 
found  to  be  very  unsatisfac¬ 
tory;  the  writer  can  only  sur¬ 
mise  that  in  some  houses  tneie 
is  a  slackness  by  which  the 
mere  fact  of  a  man  giving  a 
reference  is  regarded  as  evi¬ 
dence  that  he  is  all  right,  and 
thus  the  creditor  is  led  to  be¬ 
lieve  that  he  will  be  treated 
in  the  same  way  elsewhere. 

About  a  year  ago  a  limited 
company  gave  the  writers’ 
house  as  reference  a  dozen 
times  within  the  month.  We 
soon  saw  that  something  was 
wrong  and  so  the  reply  was 
sent,  “Prior  to  the  conversion 
of  this  business  into  a  limited 
company,  the  then  proprietor 
had  a  small  account  averaging 
£5  a  month  with  us  and  pay¬ 
ments  were  prompt.  Since 
that  time  the  company  has  ap¬ 
parently  extended  its  opera¬ 
tions  and  while  the  account 
has  become  larger  the  pay¬ 
ments  are  not  so  satisfactory. 
We  have  frequently  been  given 
as  a  reference  lately  and  think 
it  probable  that  their  pay¬ 
ments  elsewhere  must  be  even  more  un¬ 
satisfactory.  We  leave  you  to  form  your 
own  opinion  as  to  the  advisability  of  giv¬ 
ing  lengthy  credit.”  When  their  indebted¬ 
ness  to  us  soon  afterwards  reached  £20 
we  shut  down  on  them  and  have 
not  since  allowed  it  to  exceed  £10.  It 
must  be  noted  that  two  references  are  re¬ 
quired  and  if  a  man  be  an  undesirable  risk 
it  is  hardly  likely  that  he  can  keep  two 
creditors  sufficiently  well  paid  to  enable 


This  letter  is  sometimes  condensed  and 
printed  at  the  foot  of  the  pro  forma  in¬ 
voice,  “The  above  order  has  been  put  in 
hand  and  will  be  sent  upon  receipt  of  remit¬ 
tance  or  the  usual  trade  references.” 
(Readers  not  already  aware  of  the  fact, 
will  gather  from  the  above  that  the  C.  O.  D. 
system  is  not  in  operation  in  Britain.  It  is 
worked  by  a  few  carriers  in  London  but  a 
recent  suggestion  on  the  part  of  the  post¬ 
master  general.  Lord  Stanley,  that  it  should 


Fleet  Street. 

be  taken  up  by  the  Post  Office,  met  with 
such  determined  opposition  by  the  various 
retail  organizations  throughout  the  country, 
which  foresaw  the  advantage  its  adoption 
would  give  the  departmental  stores  with 
mail-order  departments,  that  the  scheme 
has  for  the  present  been  shelved.) 

Throughout  business  circles  generally  the 
receipt  of  a  reference  letter  is  regarded  as 
a  matter  of  urgent  importance  and  it  is  at 
once  passed  to  the  clerk  in  whose  ledger 
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him  to  obtain  perfectly  satisfactory  re¬ 
ports. 

The  system  though  affords  an  opening 
for  roguery,  the  so-called  “long  firm  swin¬ 
dle.”  Obviously  it  can  only  be  worked  on 
traders  in  the  country.  Two  offices  are 
taken  under  different  names  at  good  ad¬ 
dresses  in  some  big  city  and  a  shop  is 
rented  in  some  busy  thoroughfare  in  which 
a  quick  ready-money  trade  can  be  done. 
Orders  are  sent  from  the  shop  and  the  other 
two  addresses  are  given  as 
references.  If  the  ruse  suc¬ 
ceeds  the  orders  are  at  first 
small  and  payments  prompt 
until  a  feeling  of  security  is 
established,  when  gradually 
the  orders  increase  and  the 
payments  decrease  until — the 
readers  of  this  journal  need 
not  be  told  the  rest. 

We  next  turn  to  the  first 
and  second  sources  of  inform¬ 
ation,  the  commercial  agency 
and  the  customer’s  own  state¬ 
ment.  They  can  be  taken  to¬ 
gether  because  the  weakness 
of  the  British  agencies  as  com¬ 
pared  with  the  American  may 
be  attributed  to  the  fact  that 
99.99  per  cent  of  British  busi¬ 
ness  men  if  asked  to  furnish 
a  statement  of  their  affairs 
would  refuse  point  blank  to  do 
so — would  very  likely  indeed 
have  the  inquirer  thrown  out 
into  the  street.  The  safest 
men  would  in  all  probability 
be  even  more  disinclined  to 
give  it  than  the  doubtful  ones. 

Put  it  down  to  reserve  or  what 
you  will,  it  is  a  manifestation 
of  the  same  spirit  as  that  which 
has  during  the  last  few  weeks 
made  many  business  men  write  indignant 
letters  to  the  newspapers,  complaining  that 
the  government  has  this  year  delivered  the 
income-tax  demand  notes  containing  the 
amount  of  the  income  at  which  they  are 
assessed,  without  envelopes,  so  that  their 
employes  or  servants  may  possibly  have 
seen  the  amounts  thereof. 

Any  system  of  rating  is  thus  practically 
out  of  the  question ;  the  leading  agencies  do 
not  make  the  attempt,  and  the  books  which 
are  issued  by  the  two  agencies  which  do. 


would  probably  raise  a  smile  on  the  part 
of  those  familiar  with  Dun  and  Bradstreet. 
What  then  is  the  function  of  the  agency  in 
Britain?  Well,  if  it  be  unable  by  reason 
of  the  foregoing  to  tell  much  in  a  man’s 
favor,  it  can,  if  sufficiently  well  organized, 
tell  what  there  is  to  be  known  to  his  actual 
detriment,  so  that  Stubbs,  Ltd.,  which  is 
by  far  the  most  important  agency,  with  its 
registers  for  over  50  years  of  proceedings 
in  bankruptcy,  insolvencies,  trust  deeds,  com¬ 


Great  Eastern  Railway  Station. 

positions,  liquidations  and  private  failures, 
registered  bills  of  sale  and  other  preferen¬ 
tial  securities,  county  court  judgments,  dis¬ 
solutions  of  partnership,  supplemented  by 
the  reports  of  agents  and  correspondents  in 
all  parts  of  the  country,  proves  of  consider¬ 
able  value  to  the  business  community.  Many 
houses  obtain  agency  reports  in  addition  to 
the  information  from  the  references,  others 
do  so  only  when  the  latter  is  not  quite  sat¬ 
isfactory,  while  if  a  man  go  wrong  the 
agency  can  frequently  obtain  local  infor- 
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mation  which  will  determine  whether  he  is 
worth  suing  or  not. 

Dun’s  and  Bradstreet’s  both  have  offices 
in  London.  Dun’s  are  running  an  agency 
for  British  business,  but  Bradstreet’s  con¬ 
fine  themselves  solely  to  American  busi¬ 
ness,  i.  e.,  giving  information  on  American 
status  to  their  British  subscribers,  and  ans¬ 
wering  American  inquiries  as  to  British 
status  and  in  doing  the  latter,  availing 


proaching  those  of  the  western  states  in 
which  whole  communities  depend  on  one 
staple,  it  may  be  corn,  it  may  be  wheat,  in 
either  case  they  are  at  the  mercy  of  the 
weather.  So  that  the  credit  man  in  a  hard¬ 
ware  house  watches  the  crop  reports  as 
anxiously  as  if  he  were  actually  in  the 
grain  trade.  It  follows  that  once  an  account 
in  Britain  is  opened  and  seen  to  be  run¬ 
ning  satisfactorily  there  need  not  be  much 


Threadneedle  Street. 


themselves  of  the  services  of  the  British 
agencies.  It  is  difficult  to  draw  a  compari¬ 
son  as  to  the  respective  values  of  the  two 
countries’  methods.  It  should  always  be 
remembered  that  Britain  is  a  densely  popu¬ 
lated  country,  the  spending  powers  of  any 
section  of  which  are  fairly  steady  and  not 
subject  to  sudden  changes  likely  to  affect 
the  credit  of  the  traders  tl::’*ein.  In  no 
part  of  Britain  are  there  conduit/.'  ap- 


worry  over  it.  An  American  told  the  writer 
the  other  day  that  the  British  are  “‘pig¬ 
headed”  because  they  do  not  furnish  the 
financial  statement.  On  the  other  hand  on 
page  192  of  “The  Credit  Man  and  His 
Work”  we  find,  “Two  factors  must  co¬ 
operate  to  make  reliable  credit:  The  debt¬ 
or  and  the  debtor’s  creditors. 

“The  debtor  of  a  necessity  tells  the  best, 
story  he  can.  His  statement  represents  his 
best  showing. 
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“We  turn  to  the  other  creditors. 

“We  are  balked. 

“We  find  too  little  co-operation  among 
manufacturers  and  the  larger  interests.  Each 
creditor  has  sat  mute  and  isolated,  hermit¬ 
like  and  dignified,  refusing  to  be  drawn  into 
a  discussion  of  any  account  on  his  books. 

“This  attitude  is  most  unfortunate,  but 
its  prevalence  cannot  be  denied. 

“It  is  almost  ludicrously  illogical.” 

The  writer  was  anxious  to  secure  an  au¬ 
thoritative  opinion  and  therefore  asked  for 
one  from  a  member  of  a  firm  of  national 
reputation  in  the  States  and  from  his  twelve 
years’  residence  in  London,  well  qualified  to 


“Probably  this  lack  of  responsibility  in 
making  introductions  and  acting  as  refer¬ 
ences  in  the  States  is  largely  owing  to  the 
fact  that  such  introductions  are  not  taken 
as  a  basis  of  commercial  credit  as  they  are 
here  and  anyone  about  to  extend  credit  in 
America  would  refer  to  the  regular  com¬ 
mercial  reporting  agencies  regardless  of  the 
source  of  the  reference  or  the  quality  of 
the  introduction,  therefore,  I  am  con¬ 
fronted  with  the  difficulty  of  being  unable 
to  distinguish  as  to  which  is  the  cause  or 
which  is  the  effect. 

“I  think  that  the  existence  of  the  com¬ 
mercial  reporting  agencies  and  methods 
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speak  on  British  methods.  The  reply,  in 
part,  was : 

“I  have  your  note,  that  you  would  like  a 
word  from  me  on  the  relative  value  of  se¬ 
curing  commercial  credit  ratings  in  America 
as  contrasted  with  the  British  method. 

“While  I  do  not  wish  to  be  quoted  in  this 
matter,  I  should  say  briefly,  that  while  the 
British  method  seems  entirely  satisfactory 
in  Great  Britain  it  would  not  be  at  all  sat¬ 
isfactory  in  the  States  and  I  think  the  rea¬ 
son  lies  in  the  fact  that  the  responsibility 
of  recommendation  and  introduction  is  not 
so  well  appreciated  in  the  States  as  in 
Britain. 


they  employ  has  been  the  cause  of  the  lack 
of  seriousness  attached  to  references  and 
personal  introductions ;  however  that  may 
be,  in  America  the  commercial  agency  is 
absolutely  necessary  to  arrive  at  any  fairly 
clear  opinion  as  to  commercial  responsibili¬ 
ties,  or  on  the  other  hand,  the  reports  of 
the  commercial  agencies  here  seem  to  be 
of  very  little  value  and  no  doubt  the  stand¬ 
ing  of  an  individual  or  concern  is  better 
gauged  by  the  record  of  dealing  which  has 
been  established  as  gained  from  those  peo¬ 
ple  who  have  had  dealings  extending  over 
a  considerable  period.” 
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When  is  a  Sale  Not  a  Sale- 
Legal  Conundrum 


A 


By  H.  GERALD  CHAPIN 

Editor  of  The  American  Lawyer 


The  answer  to  the  foregoing  is — when 
it’s  a  bailment,  which  to  the  average 
non-professional  reader  appears  to  be 
begging  the  question.  In  brief,  a  bailment 
(from  the  Norman-French  “bailler,”  to  de¬ 
liver)  is  the  transfer  of  any  article  by  the 
owner  to  some  third  person  for  a  specific 
purpose  to  be  returned  when  such  puipose 
has  been  accomplished.  Here  we  have  a 
good  working  definition.  Now  for  a  few 
of  the  problems  that  may  arise. 

A  very  important  distinction  between 
sales  and  bailments  is  presented  in  the  ap¬ 
plication  of  a  principle  which  the  law  refers 
to  as  “waiver  by  acceptance.”  Suppose  A 
agrees  with  B  to  manufacture  cloth  into 
garments  or  convert  wheat  into  flour,  A 
supplying  the  material.  If  the  finished  pro¬ 
duct  does  not  “come  up  to  the  specifica¬ 
tions,”  B  has  a  right  to  reject  garments  or 
flour  nor  will  A  have  any  right  to  compen¬ 
sation.  If,  however,'  B  does  accept,  after 
an  opportunity  to  inspect,  then  he  is  deemed 
to  have  waived  any  defects  and  will  be 
bound  for  the  price.  Here  we  have  a  con¬ 
tract  of  sale,  the  goods  to  be  delivered  in 
their  manufactured  state. 

Now  let  us  presume  that  B  is  to  furnish 
the  cloth  or  the  wheat.  In  this  case  the 
mere  acceptance  of  the  article  does  not  con¬ 
stitute  any  waiver  of  defects,  and  if  A  has 
not  accomplished  his  task  in  a  workman¬ 
like  manner,  B  may  still  retain  the  gar¬ 
ments  or  flour  and  offset  his  damages  when 
sued  for  the  value  of  A’s  services.  This 
being  a  bailment,  the  theory  is  that  as  A 
owned  the  cloth  or  wheat  he  was  entitled 
to  have  it  returned  to  him  in  any  event, 
even  in  its  changed  form. 

Another  important  phase  which  the  ques¬ 
tion  may  assume  is  when  the  subject  matter 
of  a  contract  is  destroyed.  If  in  the  first 
instance  A’s  manufactory  or  mill  had  burn¬ 
ed  down  previous  to  the  delivery  of  the 
goods,  the  latter’s  destruction  though 
through  no  fault  of  A,  would  have  been  of 
no  avail  as  an  excuse  for  the  non-per¬ 


formance  of  the  contract.  He  would  still 
be  responsible  for  damages.  The  contrary 
is  the  rule  in  the  second  instance  (where  B 
owned  the  cloth  or  wheat)  if  the  loss  oc¬ 
curred  without  A’s  fault,  though  whether  B 
would  be  obliged  to  compensate  him  is  a 
disputed  question.  In  the  first  instance  the 
risk  was  A’s,  in  the  second  it  was  B’s.  A 
word  or  two  more  will  be  said  later  on 
relative  to  destruction  bv  “act  of  God.” 

Furthermore  it  must  be  kept  in  mind  that 
when  raw  material  is  handed  over  to  be 
delivered  in  a  rrianufactured  state,  the  rights 
of  the  parties  are  fixed  at  the  time  of  the 
first  delivery,  and  consequently  are  not  af¬ 
fected  by  anything  subsequently^  said  or 
done  by  either  unless  consented  to  by  the 
other.  An  illustration  is  afforded  by  a  case 
decided  in  the  Supreme  Court  of  New  Jer¬ 
sey  where  A,  a  manufacturer,  sent  silk 
braid  to  B,  a  dyer.  When  the  dyed  silk 
was  returned,  a  bill  was  sent  which  had 
printed  across  its  face  “all  claims  for  de¬ 
ficiencies  or  damages  must  be  made  within 
three  days  from  date  or  otherwise  not  al¬ 
lowed.”  The  braid  upon  being  woven  was 
found  to  be  oily,  .4ue  to  improper  dyeing 
and  was  consequently  greatly  inferior.  No¬ 
tice  was  not  given  to  B  until  several  months 
had  elapsed  after  the  bill  had  been  received, 
but  this  fact  did  not  militate  against  A’s 
right  to  interpose  the  defense  of  poor  work¬ 
manship  to  the  dyer’s  suit  for  the  value  of 
his  services.  The  fact  that  the  raw  mate¬ 
rial  is  unsuitable  has  very  little  bearing  on 
the  subject  except  in  so  far  as  it  may  fur¬ 
nish  a  defense  to  the  manufacturer.  In  a 
Massachusetts  case  it  was  shown  that  the 
wood  supplied  for  shingles  was  utterly  unfit, 
and  the  trial  judge  thought  that  the  manu¬ 
facturer  to  whom  it  was  supplied  should  not 
have  attempted  to  make  use  of  it.  The  Su¬ 
preme  Court,  however,  reversed  this  decis¬ 
ion,  holding  that,  while  he  was  not  bour.d  to 
work  up  unsuitable  materials,  he  was  at  lib¬ 
erty  to  do  so,  and  if  the  shingles  were  as 
good  as  could  be  manufactured  out  of  the 
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stuff  supplied,  the  supplier  had  certainly  no 
just  cause  to  complain.* 

In  discussing  the  question  of  the  destruc¬ 
tion  of  the  subject  matter  of  the  contract, 
in  cases  concededly  of  sales,  an  important 
point  to  be  determined  is  as  to  the  passing 
of  the  title.  Take  for  instance  an  Indiana 
case.  Here  A  and  B  made  a  verbal  con¬ 
tract  whereby  A  agreed  to  buy  all  B’s 
spring  lambs,  120  in  number,  B  to  keep 
them  in  pasture  until  called  for.  A  portion 
of  the  lambs  was  taken  away  and  paid  for, 
the  remainder  as  the  court  put  it,  “became 
unfit  for  market.”  Now  it  is  apparent  that 
in  order  to  determine  who  bore  the  loss  it 
becomes  necessary  to  fix  the  ownership  of 
the  lambs  at  the  time  it  occurred.  It  is 
likewise  obvious  that  where  any  act  remains 
to  be  performed  before  a  sale  is  completed 
the  title  rests  in  the  seller,  otherwise  it  is  in 
the  buyer.t  If  B  had  sold  120  lambs  out  of 
a  larger  flock  and  A  had  not  selected  them 
in  any  way,  then  it  is  clear  that  as  tliere 
was  no  identification  of  the  property,  the 
lambs  would  have  remained  B’s  property 
until  their  actual  delivery.  In  the  present 
case,  however,  the  sale  was  of  all  of  B’s 
lambs  and  consequently  nothing  remaining 
to  be  done,  the  transaction  becomes  a  sale 
with  subsequent  bailment  by  A  to  B  and 
the  loss  therefore  falls  on  the  former,  A 
remaining  liable  for  the  price. 

Another  case,  this  time  from  New  York, 
was  where  A  purchased  lumber  from  B, 
paying  a  part  of  the  price  in  cash,  credit  be¬ 
ing  allowed  for  the  balance.  A  portion  of 
the  lumber  which  was  sold  by  measurement 
was  inspected  and  measured  and  the  quan¬ 
tity  ascertained.  The  remainder,  six  hun¬ 
dred  pieces,  was  selected  piece  by  piece. 
The  seller  agreed  to  deliver  free  of  charge 
at  the  cars  and  a  fire  having  broken  out, 
the  purchaser  stood  the  loss.  On  the  other 

*Which  brings  to  mind  the  case  presented  to 
Sancho  Panza  of  a  tailor  who  agreed  to  make 
five  caps  out  of  a  single  piece  of  cloth  and  did 
so — only  the  caps  were  of  a  size  barely  sufficient 
to  cover  the  four  fingers  and  thumb — though  the 
decision  in  the  latter  instance  was  decidedly  more 
summary. 

tThe  following  tests  have  been  laid  down  in 
cases  of  sales  to  determine  whether  title  has 
passed: 

1.  Does  anything  yet  remain  unperformed  by 
the  seller  for  the  purpose  of  putting  the  goods 
into  a  state  in  which  the  purchaser  is  bound  to 
accept  them,  i.  e.,  a  “deliverable  state?” 

2.  Does  anything  yet  remain  unperformed  in 
the  way  of  measuring,  testing  or  weighing  the 
goods  where  the  price  depends  on  the  quality  or 
quantity? 

3.  Does  anything  yet  remain  unperformed 
which  by  special  agreement,  the  seller  must  do 
befoi  ?  the  buyer  is  to  accept  title? 


hand  where  M  agreed  to  deliver  to  a  rail¬ 
road  company  at  certain  points,  20,000  ties 
at  55  cents  each  for  first-class  ties  and  35 
cents  each  “for  what  shall  be  adjudged  to 
be  second-class  ties”  in  accordance  with  an 
inspection  and  counting,  the  company  ad¬ 
vancing  15  cents  apiece,  the  balance  to  be 
paid  when  the  ties  were  taken  and  used, 
the  ties  though  delivered  and  counted  but 
never  inspected  and  separated  into  classes, 
remained  the  property  of  the  seller,  title  not 
passing  to  the  railroad  company.  The  lat¬ 
ter  becoming  insolvent,  M  resold  the  ties 
and  the  controversy  was  between  his  pur¬ 
chaser  and  the  sheriff  who  had  an  execu¬ 
tion  against  the  company,  judgment  being 
given  in  favor  of  the  former. 

Right  here  it  might  be  advisable  to  state 
that  in  order  to  determine  the  question  of 
what  degree  of  care  must  be  exercised  by 
the  bailee  over  the  property,  the  law  di¬ 
vides  the  subject  into  three  classes,  viz., 
where  the  bailment  is  for  the  benefit  of 
(1)  the  owner,  (2)  the  receiver  and  (3)  of 
both  parties.  Thus  suppose  (1)  A  asks  B 
to  take  charge  of  a  diamond  ring  for  him 
as  a  matter  of  friendship,  (2)  B  borrows 
the  ring  from  A  to  be  worn  at  a  ball  and 
(3)  A  pledges  the  ring  to  secure  a  loan 
or  as  in  illustration  No.  1  if  A  pays  B  for 
his  care  or  in  No.  2,  B  hires  the  ring  from 
A.  In  the  first  case,  B  need  only  take 
slight  care  and  he  is  responsible  merely  for 
gross  negligence.  In  the  second,  he  must 
exercise  a  high  degree  of  care  and  is  liable 
for  slight  negligence,  in  the  third  he  is  held 
accountable  for  a  reasonable  degree  of  care, 
such  as  an  ordinarily  careful  person  would 
take  of  his  own  property. 

The  present  subject  seems  to  call  for  a 
short  statement  as  to  how  far  the  so-called 
“act  of  God”  will  constitute  an  excuse  for 
the  non-performance  of  a  contract.  Let  it 
be  supposed  that  A  agrees  to  build  a  house 
for  B  and  afterwards  discovers  that  the  land 
is  a  quicksand.  When  the  building  is  par¬ 
tially  completed,  it  falls  owing  to  no  de¬ 
fect  in  construction.  Or  suppose  that  A  is 
to  build  a  bridge  and  the  torrent  carries  it 
away  when  half  completed.  In  both  cases 
the  contractor  will  be  responsible  for  dam¬ 
ages  for  non-compliance  with  his  agree¬ 
ment  since  the  law  says  he  might  have  in¬ 
serted  a  stipulation  exempting  him  from 
responsibility. 

Still,  the  general  rule  is  laid  down  that 
where  the  contract  is  evidently  made  with 
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reference  to  the  continued  existence  of  a 
given  thing  or  state  of  facts,  the  destruc¬ 
tion  of  the  thing  or  the  termination  of  the 
state  of  facts  will  end  it.  For  instance,  if 
A  agrees  to  manufacture  butter  and  cheese 
from  milk  to  be  delivered  at  his  factory  by 
B,  to  market  the  product  and  divide  the 
proceeds,  if  the  factory  burns  down  the 
law  will  consider  that  the  contract  having 
contemplated  a  continued  existence  of  the 
building,  the  rights  of  both  parties  were  at 
an  end  with  its  destruction. 

Nevertheless,  as  an  Alabama  court  justly 
held  in  an  old  case,  the  bailee  must  have 
kept  within  the  limits  of  his  agreement. 
Hence  if  A  undertakes  to  gin  B’s  cotton, 
giving  it  preference  over  all  others,  and  ^ 


does  not  do  so,  and  gin  and  cotton  are 
burned,  he  is  responsible  in  damages  for 
the  non-performance  of  contract,  even  if  no 
positive  negligence  on  his  part  has  been 
shown  to  exist. 

Furthermore  where  a  contract  is  one  for 
services  strictly  personal  it  is  presumed  to 
contemplate  the  existence  of  an  ability  to 
perform  and  hence  if  an  actor  or  artist 
through  illness  is  prevented  from  working, 
the  law  will  not  exact  any  penalty. 

In  this  short  article  it  has  been  the  inten¬ 
tion  of  the  writer  merely  to  point  out  some 
of  the  problems  which  are  likely  to  con¬ 
front  the  merchant  when  he  enters  upon 
that  debatable  land  which  lies  between  sales 
and  bailments. 


“Work!” — That’s  the  Success  Recipe 


The  secret  of  success — the  secret  of 
success  I”  remarked  the  middle-aged 
member  of  the  group.  “That  is  what 
all  the  great  men  have  been  giving  us  dur¬ 
ing  the  past  two  years.  As  if  there  were 
any  secret  about  it !  I  have  followed  the 
discussion  on  that  subject  for  the  last  20 
years,  and  you  can  see  how  much  good  it 
has  done  me.” 

“Young  Pratt  passed  up  over  your  head 
only  last  week,”  observed  a  book-keeper 
who  had  long  since  given  up  all  hopes  of 
ever  occupying  a  higher  position  in  the 
firm’s  office. 

“I  have  grown  used  to  that  sort  of  thing,” 
replied  the  shipping  clerk.  “At  first  it 
seemed  unjust  to  me,  but — I  dare  say  our 
people  know  what  they  are  doing.  I  have 
figured  this  thing  down  to  its  lowest  terms. 
Success  is  a  matter  of  personality.  The 
personal  equation  and  a  little  opportunity — 
that  is  the  secret,  if  there  is  any  1” 

“Knowing  how?”  asked  a  young,  eager¬ 
faced  boy  who  had  joined  the  staff  only  a 
week  or  two  before. 

“Not  so  much  in  that  as  in  doing  all  that 
you  possibly  can,”  replied  the  older  man 


rather  wistfully.  “Every  boy  who  walks 
the  street  thinks  that  he  could  acquire  as 
much  money  as  the  ‘heavy  men’  who  go 
down  to  Wall  Street  in  carriages  at  10 
o’clock  if  he  only  knew  how.  But,  as  I  say, 
it  is  not  so  much  in  knowing  as  in  doing.” 

“Doing  what?”  asked  the  boy. 

“The  very  best  you  can  under  all  condi¬ 
tions.  When  you  analyze  the  secret?  of 
getting  on,  as  divulged  by  the  men  who 
have  ‘arrived’  with  something  to  spare,  you 
will  find  that  it  all  amounts  to  a  matter  that 
can  be  expressed  in  one  word  of  four  let¬ 
ters  :  Work,  hard,  constant  work,  which  in¬ 
cludes  a  lot  of  self-denial  and  keeping 
everlastingly  at  it — ^that’s  the  ‘secret’  of  it.” 

“How  about  luck?”  suggested  the  book¬ 
keeper.  . 

“There  may  be  something  like  that,  but 
most  luck  is  only  work  and  being  ready  to 
do  more  of  it.  To  win  in  business  you 
must  live,  think,  feel  and  dream  business. 
Few  men  can  do  that;  their  minds  wander. 
Mine  does — and  I  am  not  complaining.” 

“If  you’ve  got  to  stick  to  it  so  fiercely 
all  of  the  time,  what’s  the  use  of  living?” 
inquired  the  boy.— New  York  Commercial 


A  New  Perpetual  Calendar 

Copyright,  1904,  by  L.  F.  Atfhauser,  Valparaiso,  Indiana.  All  rights  reserved 


DIRECTIONS. 

O  find  the  day  upon  which  any  date 
falls  subtract  1600  from  the  given 
year.  Then  consult  the  Year-Index 
(page  2)  for  the  same  number  which  is  the 
number  first  given  in  one  of  the  400  small 
squares.  Plaving  found  this  square  and 
number,  then  further  in  the  same  square 
the  letter  c  (for  common  years)  or  the 
letter  1  (for  leap  years)  refers  the  reader 
either  to  Plate  L  or  Plate  C,  which  plates 
are  found  on  pages  3  and  4  respectively. 
Observe  also  still  further  in  the  same 
square  tlie  week-day  named.  This  names 
both  the  day  upon  which  New  Years  (Jan. 
1st)  falls  and  the  proper  calendar  in  Plate 
C  or  L  to  consult  for  any  day  or  date  in 
that  year. 

To  illustrate,  to  find  any  date  in  1904, 
subtract  1600  from  1904  which  gives  a  re¬ 
mainder  of  304.  The  square  numbered  304 
is  found  to  indicate  a  leap  year  which  be¬ 
gins  on  Friday.  On  Plate  L,  Friday  Cal¬ 
endar  is  the  correct  one  for  the  year.  Again 
wishing  to  find  on  what  day  fell  Dec.  25, 
1813,  subtracting  1600  gives  a  remainder  of 
213.  The  square  213  shows  it  was  a  com¬ 
mon  year  which  began  on  Friday.  Friday 
calendar,  Plate  C,  shows  that  Dec.  2oth  fell 
on  Saturday  for  that  year. 

EXPLANATION. 

This  perpetual  calendar,  being  neither 
complicated  nor  abstruse,  is  not  difficult  to 
understand.  Scientifically,  mathematically, 
exact  and  simple,  it  is  based  upon  a  discov¬ 
ery  original  with  the  author ;  and  one  which, 
it  is  believed,  has  never  before  been  dem¬ 
onstrated  to  the  public;  namely,  the  fact 
that  the  Gregorian  calendar  repeats  itself 
every  400  years.  Hence,  there  are  but  14 
possible  combinations,  seven  for  leap  years 
and  seven  for  common  years ;  to-wit,  leap 
years  in  which  Jan.  1st  must  fall  on  Mon¬ 
day,  on  Tuesday,  on  Wednesday,  on  Thurs¬ 
day,  on  Friday,  or  on  Saturday,  and  com¬ 
mon  years  which  begin  respectively  on  one 
of  the  seven  days  of  the  week.  The  index 
is  arranged  so  as  to  refer  to  calendars  in 
Plate  L  for  leap  years,  and  to  Plate  C  for 
common  years. 


DEMONSTRATION. 

There  are  seven  days  to  the  week  and 
the  common  year  contains  365  days.  365 
divided  by  7  equals  52  weeks  and  a  re¬ 
mainder  of  one  day.  This  means  that  each 
common  year  causes  the  next  year  to  be¬ 
gin  later  one  day  of  the  week.  In  leap 
years  likewise  there  is  a  remainder  of  two 
days.  Tliis  means  that  each  leap  year 
causes  the  next  year  to  begin  later  two  days 
of  the  week,  and  the  same  is  shown  in  the 
index  by  the  small  figure  2  placed  above 
and  to  the  right  of  every  year  following  a 
leap  year.  Now  the  400th  year  will  begin 
400  days  later  for  the  common  years.  Since 
leap  year  occurs  only  in  years  divisible  by 
4  or  400,  the  400th  year  will  further  be 
later  25  leap  days  for  the  4th  century  and 

24  leap  days  respectively  for  each  of  the 
three  other  centuries,  or  3  times  24  equals 
72  days  for  the  three.  But  400  plus  72  plus 

25  equals  497,  a  multiple  of  7.  Hence,  each 
four  centuries  the  calendar  repeats  itself. 
The  scheme  verifies  exactly,  by  tracing  the 
index  through.  Thus  the  year  1600  was  a 
leap  year  which  began  on  Saturday,  and 
leap  years  2000,  2400,  etc.,  will  also  begin 
on  Saturday.  The  year  1601  began,  as 
shown  by  index,  on  Monday,  and  likewise 
the  years  2001,  2401,  etc.,  must  begin  on 
Monday. 

HISTORICAL. 

Our  present  system  of  reckoning  time 
has  been  in  vogue  less  than  four  centuries. 
Among  the  ancients  there  was  no  uniform 
nor  accurate  method.  The  Romans  were 
first  to  meet  with  success  in  systematizing 
the  calendar.  They  reduced  it  to  a  high 
degree  of  accuracy.  This  was  done  by  de¬ 
cree  in  the  time  of  Julius  Ceasar  and  the 
system  thus  arranged  became  known  as  the 
Julian  Calendar.  By  it  the  year  was  com¬ 
puted  at  365l4  days,  the  common  year  to 
consist  of  365  days,  and  every  fourth  year 
a  day  was  to  be  added  in  February,  giving 
that  year  366  days.  The  year  was  to  begin 
March  25th. 

The  Romans  introduced  their  calendar 
with  their  arms,  laws,  and  customs.  Thus 
it  came  generally  to  be  used  throughout 
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Europe,  and  with  slight  correction  for  in¬ 
accuracy  is  still  the  basis  for  computations 
of  time  by  all  civilized  nations. 

In  the  course  of  some  fifteen  centuries  it 
was  discovered  by  astronomers  that  the 
Julian  Calendar  was  slightly  in  error.  B> 
a  calendar  year  it  is  the  aim  to  mark  the 
precise  period  of  time  required  for  the  earth 
to  make  its  annual  journey  around  the  sun. 
The  exact  time  required  is  not  36514  da-ys 
but  365  days,  5  hours,  48  minutes  and  46.05 
seconds.  The  difference  between  the  Ju¬ 
lian  year  365  days,  6  hours,  and  365  days, 
5  hours,  48  minutes,  46.05  seconds,  is  11 
minutes,  13.95  seconds — very  slight  it  is 
true.  But  in  the  long  course  of  1600  years 
this  slig'ht  difference  had  made  an  error  in 
the  calendar  of  some  10  days. 

That  is,  10  days  too  much  had  crept  into 
the  record,  so  that  what  the  calendar  said 
was  the  5th  of  October  should  have  been 
October  15th  instead.  Suppressing  these 
10  days  would  remedy  the  error,  but  not 
the  cause  of  the  error.  But  it  was  discov¬ 
ered  that  by  dropping  from  the  Julian  cal¬ 
endar  three  leap  days  in  four  centuries,  not 
only  would  the  error  be  rectified,  but  so 
near  absolute  accuracy  would  be  attained 
that  an  error  of  a  day  would  creep  in  only 
once  in  3000  years.  It  was  therefore  de- 
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cided  to  have  Jeap  years  only  when  the 
number  of  the  year  is  divisible  by  4  ordi¬ 
narily  and  by  400  at  the  close  of  centuries, 
all  other  years  being  common  years.  Thus 
three  leap  days  out  of  four  centuries  would 
be  dropped.  This  change  was  made  by  de¬ 
cree  also.  It  was  embodied  in  a  decree 
issued  in  1582  by  Pope  Gregory  XIII  of 
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Rome,  decreeing  that  the  then  5th  of  Oc¬ 
tober  should  be  October  15th,  and  that  the 
year  was  the  begin  January  1st. 

This  is  known  as  the  Gregorian  Calendar. 
It  is  the  one  used  by  us  today.  But  it  was 
a  change  not  accepted  by  Protestant  Eng¬ 
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land,  nor  by  Greek  Catholics,  including 
Russia.  England  afterwards  saw  the  su¬ 
periority  of  the  Gregorian  Calendar  and  in 
1752  Parliament  adopted  it,  declaring  Sept. 
3rd  to  be  Sept.  14th,  the  error  being  then 
11  days.  The  year  of  course  was  to  begin 


58 


THE  BUSINESS  MaN^S  MAGAZINE  AND  THE  BOOK-KEEPER 


LEAP  YEARS''BEQINNINQ  ON 


SUNDAY 


JANUARY  FEBRUARY  OARCH 


January  1st.  Thus  George  Washington  was 
born  Feb.  11th,  Old  Style,  but  Feb.  22d, 
New  Style. 

The  Gregorian  Calendar  is  thus  the  best 
the  world  has  ever  seen.  It  is  a  marvel  of 
accuracy,  but  hardly  of  simplicity.  For, 
like  the  Julian  Calendar,  it  takes  astrono¬ 
mers  and  mathematicians  to  calculate  the 
annual  changes  which  are  embodied  there¬ 
in  ;  hitherto,  it  certainly  has  required  a 
mathematician  to  compute  the  time  changes 
— to  ascertain  on  what  day  of  the  week  a 
birth,  a  death,  a  holiday  or  any  given  date 
occurred  for  any  particular  year.  In  fact, 
such  a  computation  to  the  average  mind  is 
a  marvel  of  intricacy. 

Yet,  a  trifling  discovery  hereby  demon¬ 
strated  changes  all  this,  simplifies  the  cal¬ 
endar  and  alone  makes  it  possible  to  pub¬ 
lish  a  perpetual  calendar,  one  which  is  ac¬ 
curate  and  simple. 

FOR  JULIAN  PERIOD. 

To  find  the  day  of  the  week  for  dates  in 
Julian  Calendar. 

1.  Find  by  this  calendar  the  day  of  the 
week  in  the  Gregorian. 

2.  Find  the  number  of  days  excess  in  the 
Julian  Calendar. 

3.  Count  forward  that  many  days  from 
day  found  by  first  step  (1). 
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Illustration.  Wishing  to  find  on  what  day 
fell  Oct.  12,  1492,  reference  to  index  shows 
it  was  a  leap  year  which  began  on  Friday 
and  refers  to  Plate  L,  Calendar  No.  6. 
Reference  to  Calendar  G,  Plate  L,  shows 
Oct.  12  would  fall  on  Wednesday,  in  Greg- 
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orian  system.  But  1492  was  in  Julian  Cal¬ 
endar,  and  the  excess  was  then  nine  days. 
Counting  forward  from  Wednesday  nine 
days,  gives  Friday  the  day  upon  which  the 
given  date  fell  in  Julian  Calendar.  Exam¬ 
ple  of  said  counting  from  Wednesday:  Th., 
1 ;  Fri.,  2 ;  Sat.,  3 ;  Sun.,  4  ;  Mon.,  5 ;  Tu.,  6 ; 
Wed.,  7;  Th.,  8;  Fri.,  9. 

Or  better  still.  The  index  by  step  1 
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'  OCTOBER  NOVEMBER  DECEMBER 


shows  1492  to  be  a  leap  year,  which  begins 
on  Friday.  Counting  forward  nine  days 
from  Friday  gives  Sunday  the  day  for  the 
given  leap  year  to  begin.  Plate  L  is  for  leap 
years  and  Calendar  No.  1  for  those  begin¬ 
ning  on  Sunday.  This  calendar  gives  every 
day  in  the  given  year  and  shows  that  Oct. 
12  fads  on  Friday. 
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At  last  Billy  Book¬ 
keeper  felt  that  he 
was  a  sure  enough 
accountant,  for  had  he 
not  just  completed  a  course  of 
study  in  the  evening  school,  and 
had  he  not  been  employed  in  the 
office  of  a  large  corporation  for 
the  past  two  years?  To  be  sure 
his  experience  had  not  been 
varied  but  he  was  positive  it  had 
been  long.  During  the  time  that 
he  had  been  employed  he  had 
done  like  book-keeping  other  than  that 
which  had  to  do  with  the  postage  stamp 
account  :  but  from  the  ideas  given  him  by 
the  course  of  study  he  had  taken,  he  was 
anxious  to  secure  a  position  where  he  could 
take  entire  charge  of  a  full  set  of  books. 

The  “Help  Wanted”  columns  gave  him 
the  very  chance  he  was  looking  for  and  his 
carefully  worded  and  written  letter  apply¬ 
ing  for  the  position  offered  brought  a  quick 
response  and  he  was  invited  to  call. 

Billy  promptly  presented  himself  to  Mr. 
Chesty  Crusty,  the  man  he  was  anxious  to 
secure  as  his  employer  and  with  all  the 
dignity  of  his  21  years  of  age,  his  two  years’ 
experience,  and  the  fund  of  knowledge  he 
had  gleaned  from  his  study  of  book-keep¬ 
ing  he  said,  ‘T  call  at  your  request.”  Mr. 
Crusty  waved  him  to  a  seat,  and  as  he  had 
done  with  many  another  young  novice  be¬ 
fore,  immediately  began  to  tell  him  all 
about  what  a  wonderful  man  Mr.  Crusty 
was,  what  a  wonderful  business  Mr.  Crusty 
did,  and  that  while  he  knew  little  or  noth¬ 
ing  of  book-keeping,  yet  he  could  tell  just 
about  where  he  stood,  he  knew  what  he 
was  worth  and  he  impressed  Billy  with  the 
fact  that  he  was  a  self-made  merchant. 
Billy  made  a  mental  note  of  this  and 
thought,  “Well,  if  you  are  a  self-made  mer¬ 
chant,  I  am  a  book-made  book-keeper,  and 
while  you  think  you  know  what  you’re 
worth,  my  book-keeping  knowledge  will 
ehable  me  to  find  out  what  you’re  worth.” 

Finally  Mr.  Crusty  said :  “I  will  give  you 
$12  to  start  and  there  is  a  good  chance  for 
advancement.”  Said  Billy  to  himself,  “I’ll 


HAKES 

take  the  chance,”  and  Billy 
was  told  to  report  for  duty  on 
the  following  Monday  morn¬ 
ing. 

That  night  he  painted  a  mental  pic¬ 
ture  of  what  his  future  was  to  be.  He 
saw  himself  seated  in  an  easy  chair  in 
a  private  office  surrounded  on  every 
side  with  elaborate  and  costly  office 
furnishings  and  a  sign  emblazoned  on 
the  plate  glass  door  in  letters  of  gold : 
“Private  Office  of  Mr.  William  Book¬ 
keeper,  Auditor.” 

Monday  morning  found  Billy  ready  for 
business  bright  and  early  and  as  he  was 
monarch  of  all  he  surveyed  sO'  far  as  books 
were  concerned  he  had  everything  all  his 
own  way  and  plenty  of  time  to  carefully 
examine  the  books.  On  going  through  them 
he  found  they  furnished  him  food  for 
thought.  They  were  all  of  the  very  cheap¬ 
est  style  of  binding,  and  quality  of  paper, 
and  the  entire  set  consisted  of  a  day  book, 
cash  book,  sales  book  and  ledger.  On  look¬ 
ing  over  the  ledger,  Billy  could  not  just 
make  up  his  mind  whether  the  system  used 
was  single  or  several  entry  but  he  was 
strongly  inclined  to  believe  it  must  be  the 
latter  from  the  number  of  entries  which 
he  found.  In  the  case  of  John  Brush,  the 
sign  painter’s  account,  here  was  an  instance 
where  without  ever  having  been  credited 
John  had  been  debited  for  the  money  paid 
him  for  the  price  of  a  sign  made  three 
years  before  and  expense  likewise  had  been 
debited.  Then  again  in  looking  over  some 
of  the  longer  accounts  he  found  where 
previous  book-keepers  had  very  religiously 
made  column  after  column  of  ditto  marks 
running  down  the  date,  explanation,  and 
many  times  the  folio  columns.  The  text 
book  he  had  been  studying  had  mentioned 
the  fact  that  these  ditto  marks  were  super¬ 
fluous  and  here  he  had  a  striking  illus¬ 
tration  of  the  fact  before  him,  so  just  out 
of  curiosity  he  estimated  the  number  he 
found  on  one  page,  approximated  the  length 
of  time  to  make  one  of  tnem,  estimated  the 
number  that  had  been  made  in  the  entire 
ledger  and  by  a  short  arithmetical  process 
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figured  that  had  the  same  ditto  marks  been 
omitted  for  a  period  of  one  year,  the  maker 
of  them  could  have  taken  a  two  weeks’  va¬ 
cation. 

Then  in  the  sales  book,  here  was  another 
thing  that  caught  his  eye,  the  symbol  for 
(@)  placed  between  the  quantity  and  price, 
Billy  saw  that  all  previous  book-keepers, 
even  though  they  did  not  make  very  legible 
figures,  seemed  to  have  exercised  great  care 
in  making  this  symbol  and  @  at  a  glance,  in 
irregular  rows  stood  out  prominently  on 
each  page.  A  glance  at  the  money  col¬ 
umns  disclosed  in  each  case  where  an 
amount  was  written  involving  no  cents  that 
two  naughts  had  been  made.  “Well,” 
thought  Billy,  “for  my  part  I  can  see  no 
sense  of  writing  no  cents  when  there  are 
no  cents  to  write.” 

The  next  thing  to  attract  his  attention 
was  the  index  in  the  front  of  the  ledger 
and  when  he  saw  this  he  could  not  refrain 
from  talking  aloud  to  himself.  Said  he, 
“Gee !  this  sure  does  look  up-to-date,  the 
people  that  have  been  handling  this,  must 
have  heard  of  loose  leaf  ledgers  and  tried 
to  make  this  into  one.  They  certainly  suc¬ 
ceeded  in  getting  loose  leaves  all  right  for 
every  blooming  one  of  them  is  ripped  loose 
from  the  binding  and  the  way  the  names 
are  written  in  here,  it  looks  like  a  political 
canvass  of  a  tough  election  district  made 
out  by  a  ward  heeler.” 

During  his  first  week  in  the  little  “two- 
by-twice”  room  called  the  office  he  found 
many  things  which  proved  to  him  that  Mr. 
Crusty  was  to  a  very  great  extent  justified 
in  looking  on  book-keepers  and  book-keep¬ 
ing  as  he  did,  and  Billy  resolved  to  put 
forth  his  best  efforts  toward  fixing  things 
up  in  good  shape.  He  gave  the  matter 
considerable  thought  and  on  Sunday,  while 
comfortably  seated  on  a  bench  in  a  shady 
part  of  the  park  revolving  the  matter  over 
in  his  mind  who  should  come  along  but 
Charley  Clockwatcher,  who  had  a  position 
as  an  invoice  clerk  with  a  large  concern 
downtown.  Billy  told  him  all  about  his 
troubles  and  that  it  was  his  intention  to  go 

« 

at  his  employer  first  thing  Monday  morn¬ 
ing  and  impress  him  with  the  importance 
of  purchasing  a  complete  new  set  of  books. 
Charley  said,  “You  better  take  my  advice 
and  don’t  go  to  making  suggestions.  I 
tried  that  game  myself  once  down  at  our 
place  and  they  sat  down  on  me  for  fair, 
so  I  quit  thinking  about  my  work  and 


the  chief  interest  I  have  down  there  at  the 
present  time  is  in  the  clock  and  my  pav 
envelope.” 

Nothing  daunted,  Billy  was  still  deter¬ 
mined  to  carry  out  his  plan,  and  even  if 
all  the  rest  of  the  world  was  cold  and  frosty 
he  knew  of  a  little  cosy  corner  where  he 
would  be  welcome  and  where  he  might  ex¬ 
plain  his  plans  and  every  one  of  them 
would  be  sanctioned;  so  he  started  forth 
to  make  his  usual  Sunday  night  call. 

Billy  had  known  Carrie  Cash  for  some 
time  and  she  was  a  book-keeper — that  is, 
she  said  she  was,  and  for  the  past  six 


“This  Sure  Does  look  Up-to-Date.” 


months  she  had  successfully  filled  the  posi¬ 
tion  of  cashier  in  Mr.  Hatter’s  gentlemen’s 
furnishing  store.  After  producing  the 
usual  box  of  candy  Billy  launched  forth  on 
his  plans  and  told  her  of  what  Charley 
Clockwatcher  had  said  to  him. 

Said  Billy,  “That  fellow,  why  that  fellow 
keep  books?  Why  he  couldn’t  keep  books 
in  a  shooting  gallery.” 

“Why,  Billy,  do  they  have  book-keepers 
in  shooting  galleries?” 

“Well  no,  Carrie,  not  exactly,  but  this 
fellow’s  ability  in  the  book-keeping  line  is 
just  sufficient  to  do  the  work  that  would 
be  required,  which  for  the  most  part  would 
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consist  of  putting  down  a  mark  every  time 
the  gun  went  ofif,  add  the  marks  at  night, 
divide  by  three,  and  this  would  give  the 
number  of  nickels  the  cash  drawer  should 
contain.  “But  now,  Carrie,  listen,”  and 
here  Billy  launched  forth  with  a  long  ex¬ 
planation  of  the  innovations  he  intended  to 
make  in  his  office. 

Said  Billy:  “I’m  going  to  clean  that  old 
<;hack  up  for  once ;  going  tO'  get  off  a  state¬ 
ment  and  show  that  old  ‘geezer’  what  his 
books  show  he  is  worth,  then  I’m  going 
to  change  them  over  to  double  entry,  open 
up  a  new  set,  and  when  I’ve  done  that  it  is 
a  cinch  to  take  a  trial  balance.” 

“A  trial  balance,  Billy.  I  know  they  must 


chocolate,  and  balanced  it  off  with  another 
of  equal  size  on  the  opposite  side,  then 
Carrie  ate  the  balance. 

During  the  following  week  Billy  drew 


off  this  statement : 

RESOURCES. 

Cash  on  hand  (verified  by  actual 

count)  . $  38  25 

Cash  in  bank  (verified  by  having 

pass  book  written  up) .  284  90 

Merchandise  (verified  by  taking 

stock  at  value)  .  3,280  60 

Bills  receivable  (verified  by  notes 

in  the  safe)  .  690  30 

Office  furniture  and  fixtures  (ver¬ 
ified  at  what  they  would  bring  at 


be  just  lovely  for  rv-e  heard  so  much  about 
them,  and  I’ve  been  going  to  ask  you  for 
a  long  time  just  what  one  is  like.  You 
know  lots  of  times  I’ve  trouble  with  my 
cash  balance  and  I  thought  may  be  this 
trial  balance  you  speak  of  might  help  me 
some  about  getting  my  cash  to  balance.  Tell 
me,  Billy,  is  it  much  of  a  trial?” 

Such  collossal  ignorance  startled  him  for 
a  minute,  but  as  'he  had  made  a  study  of 
these  same  trial  balances  he  felt  sure  that  he 
was  familiar  with  them  and  with  great  en¬ 
thusiasm  he  began  to  illustrate  to  Carrie. 
With  the  candy  box  cover  carefully  poised 
on  her  finger,  he  illustrated  an  entry  on  the 
debit  side  by  putting  gq  a  goodly  sized 


auction)  . 103  50 

Store  furniture  and  fixtures  (veri¬ 
fied  at  what  they  would  bring  at 

auction)  .  1,000  00 

Accounts  receivable  (verified  by 
correspondence)  .  2.260  40 


$7,657  95 

LIABILITIES. 

Bills  payable  (verified  from  stubs 


in  note  book  and  O.  K.  by  draw¬ 
er)  .  340  00 

Accounts  Payable  (verified  from 
original  invoices)  .  240  00 


$  580  00 

Knowing  that  the  difference  between  a 
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man’s  resources  and  his  liabilities  will  al¬ 
ways  show  his  worth,  Billy  felt  that  when 
he  had  this  statement  off  in  good  form  he 
had  something  on  paper,  that  would  con¬ 
vince  Mr.  Crusty  that  here  was  a  book¬ 
keeper  that  knew  what  he  was  talking 
about:  then  carefully  preparing  sheets  of 
paper  to  represent  the  different  books  that 
he  intended  to  use  he  waited  for  an  oppor¬ 
tune  time  to  present  them  to  his  employer. 

The  following  day  the  old  gentleman 
made  a  very  successful  deal  just  before 
lunch  and  he  seemed  to  be  in  very  good 
spirits  when  he  startled  Billy  with  an  in¬ 
vitation  to  lunch  with  him.  With  alacrity 
he  accepted,  not  forgetting  to  put  the  state¬ 
ment  and  his  plans  of  the  books  in  his 
pocket. 

After  lunch,  and  while  enjoying  their 
cigars  the  conversation  turned  to  business. 
Here  was  Billy’s  chance  and  he  brought 
forth  his  documents.  He  had  little  trouble 
in  convincing  his  employer  of  the  accuracy 
of  the  statement,  but  when  he  spoke  of 
changing  the  books  to  double  entry,  he 
could  see  that  the  old  man  was  staggered. 

Mr.  Crusty  said,  “Well,  maybe  you  have 
the  right  idea,  but  for  my  part,  though  I 
don’t  know  much  of  book-keeping  I  know 
something  about  arithmetic,  and  I  know 
that  two  is  more  than  one  and  if  tv/o  is 
(louble  and  one  single  I  want  you  to  tell 
me  how  it  is  easier  to  make  a  double  entry 
than  it  is  a  single  one.” 

Billy  had  never  thought  of  it  in  exactly 


this  light  before,  but  he  had  nerve  and 
started  to  explain. 

“My  dear  Mr.  Crusty,  you’re  right  so  far 
as  you  go.  It  is  more  difficult  to  make  two 
entries  than  one,  but  with  these  special 
books  that  I  have  planned,  it  is  only  neces¬ 
sary  to  make  but  a  single  entry  and  then 
in  the  posting  is -where  the  doubling  up  oc¬ 
curs.  Of  course,  sir,  I  will  keep  your  books 
any  way  you  wish  because  you’re  paying 
for  it  and  they’re  your  books.  I’ll  keep 
them  single  entry  if  you  want  and  at  the 
end  of  any  given  period  of  time  if  you  will 
take  inventories,  I  can  tell  you  what  you’re 
worth  and  what  the  profits  have  been  since 
the  date  of  your  last  statement.  Right 
here,  Mr.  Crusty,  is  the  disadvantage  of 
using  single  entry,  in  that,  while  it  shows 
you  what  your  profits  have  been  you  cannot 
tell  exactly  where  the  money  was  made  or 
where  it  was  lost,  I  mean  on  just  what  ac¬ 
counts.  But,  sir,  with  double  entry  I  can 
keep  the  books  in  balance  which  is  of  some 
advantage  and  furthermore  when  a  state¬ 
ment  of  the  business  is  desired  I  can  show 
you  exactly  where  you  have  made  your 
money  and  where  you  have  lost  it.” 

“Well,  my  boy,  I  guess  you  know  your 
business  and  what  you  say  seems  reason¬ 
able,  so  you  just  go  ahead  and  fix  things 
up.  You  show  an  interest  in  your  work 
and  I  want  to  keep  you ;  I  want  you  to  feel 
satisfied  and  you  just  pay  yourself  three 
dollars  more  per  week  until  further  notice. 
Stick  by  the  old  man,  and  I’ll  take  care  of 
you.” 


H  ow  Runs  on  Banks  are  Hindered 


Some  amusing  anecdotes  are  told  of  the 
devices  resorted  to  by  bankers  to  gain  time 
and  inspire  confidence.  On  one  memorable 
occasion  the  excited  depositors,  much  to 
their  indignation,  were  only  able  to  enter 
the  bank  one  by  one  except  at  the  cost  of 
spoiled  coats,  as  the  cute  manager  had 
caused  the  door  posts  to  be  freshly  painted. 
Another  bank  prevented  a  crisis  in  its 
affairs  by  exhibiting  in  the  window  large 
tubs  apparently  brimful  of  sovereigns.  These 
tubs,  however,  were  simply  upside  down  and 
a  small  quantity  of  gold  only  piled  up  on  the 
bottoms.  But  the  most  ingenious  dodge 


of  all  was  successfully  carried  out  in  Buenos 
Ayres.  There  was  a  run  on  a  large  bank, 
and  for  several  days  subscribers  besieged 
the  premises,  withdrawing  money  and  plac¬ 
ing  it  in  another  bank  on  the  opposite  side 
of  the  road.  It  happened,  however,  that 
these  two  institutions  had  a  private  under¬ 
standing,  and  as  fast  as  the  “safe”  bank 
received  the  deposits  they  were  returned  to 
the  “unsafe”  one  by  an  underground  pas¬ 
sage,  with  the  result  that  everyone  mar¬ 
veled  at  its  continued  ability  to  meet  its 
demands. — The  American  Banker. 


Stove  Manufacturers — Their  Organization 

and  Business  Methods 

By  H.  B.  GILLESPIE 


The  34th  annual  meeting  o-f  The  National 
Association  of  Stove  Manufacturers  is 
an  item  of  much  importance  in  the 
commercial  world.  The  association  has 
been  in  existence  for  over  a  third  of  a  cen¬ 
tury,  and  now  includes  in  its  membership 
list  all  the  most  important  stove  manufac¬ 
turers  of  the  country. 

4  he  annual  meeting  on  this  occasion  was 
held  at  the  Auditorium  Hotel,  Chicago, 
May  10th  and  11th,  in  connection  with  the 
20th  annual  convention  of  the  Stove  Found¬ 
ers’  National  Defense  Association.  There 
was  a  very  representative  attendance,  in¬ 
cluding  the  stove  manufacturers  from  the 
well  known  centers  of  Quincy  and  Aurora, 
Ill. ;  Milwaukee,  Boston  and  Detroit. 

The  officers  of  the  association  elected  at 
the  convention  are:  Walter  P.  Warren, 
Troy,  N.  Y.,  president;  Thos.  J.  Hogan, 
secretary  (re-elected)  ;  Robt.  L.  Morley, 
Chicago,  Ill.,  treasurer ;  E.  C.  Hanrahan, 
commissioner. 

Walter  P.  Warren,  the  new  president  of 
The  National  Association  of  Stove  Manu¬ 
facturers,  is  at  the  head  of  the  old  estab¬ 
lished  and  successful  concern,  the  Euller- 
Warren  Company,  of  Troy,  N.  Y.,  and  Mil¬ 
waukee,  Wis.  Mr.  Warren  has  been  active 
in  the  stove  industry  for  many  years,  and 
is  a  successful  manufacturer ;  is  a  man  of 
wealth  and  culture,  and  devotes  much  time 
to  social  and  intellectual  pursuits,  but  does 
not  relax  a  keen  and  extremely  capable  su¬ 
pervision  over  his  many  and  extensive  busi¬ 
ness  interests.  Under  his  administration  it 
is  expected  that  the  association  will  have  a 
prosperous  and  very  active  record  for  the 
year. 

Thos.  J.  Hogan,  the  secretary,  is  one  of 
the  best  posted  and  most  efficient  foundry- 
men  in  the  country,  and  his  services  to  the 
association  are  of  inestimable  value.  His 
duties  are  various,  and  extremely  import¬ 
ant.  In  case  of  any  difference  arising  be¬ 
tween  any  member  of  the  Association  or 
his  '  employes,  if  an  amicable  settlement 
cannot  be  reached,  Mr.  Hogan’s  good  of¬ 


fices  are  called  into  the  case,  and  almost 
invariably  these  differences  are  adjusted 
through  compromise  to  the  satisfaction  of 
all  concerned. 

Robt.  L.  Morley  has  been  connected  with 
the  Michigan  Stove  Company,  Detroit,  in 
several  responsible  capacities  for  30  years, 
and  is  at  present  the  western  manager  of 
that  company  with  headquarters  at  Chicago. 

Mr.  Hanrahan  has  been  connected  with 
the  stove  business,  in  important  positions, 
for  many  years,  and  is  as  thoroughly  fa¬ 
miliar  with  prices  and  values  of  stoves  as, 
perhaps,  any  man  in  the  country. 

There  has  existed  for  many  years  a  dif¬ 
ference  of  opinion  among  the  manufac¬ 
turers  themselves  in  regard  to  harmonizing 
the  prices  of  the  leading  competing  lines, 
and  more  especially  with  reference  to  the 
new  patterns  that  are  brought  forward  each 
year.  For  illustration,  a  manufacturer  pro¬ 
ducing  a  new  pattern  of  cast  cook-stove 
to  meet  a  certain  competing  stove  would, 
naturally  enough,  modernize,  embellish  and 
improve  the  new  pattern  to  such  an  extent 
as  to  very  much  more  than  meet  the  com¬ 
petition  for  which  it  was  intended;  in  fact, 
to  outclass  all  other  stoves  of  the  type, 
with  the  result  that  the  older  patterns 
would  be  either  forced  to  reduce  in  price, 
or  lose  trade.  This  practice  was  carried 
out  to  such  an  extent  that  constant  fric¬ 
tion  resulted.  Finally  it  was  concluded, 
very  wisely  as  results  have  proved,  to  have 
all  existing  stoves  and  ranges  submitted  to 
an  expert  for  a  readjustment  and  equaliza¬ 
tion  of  prices,  and  all  new  goods  priced  by 
the  same  authority. 

Mr.  Hanrahan’s  qualifications,  par  ex¬ 
cellence  for  this  duty,  immediately  sug¬ 
gested  his  name  for  the’  new  position,  and 
the  title  of  commissioner  followed  as  a 
matter  of  course.  Very  few  men  are  so 
constituted  as,  and  qualified  to  fill  this  most 
delicate  and  important  position,  and  to  dis¬ 
charge  the  exacting  duties  absolutely  with¬ 
out  prejudice  and  favor  and  to  the  satisfac- 
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tion  of  all ;  but  Mr.  Hanrahan,  by  a  mathe- 
rnatical  method  original  with  himself,  has 
performed  this  task  acceptably  for  several 
years,  and,  apparently,  is  a  fixture  in  the 
roster  of  the  association. 

Among  the  papers  read  at  the  conven¬ 
tion  were  the  following;  “Modern  System 
of  Accounting  Suitable  for  Stove  Manufac¬ 
turers,”  by  Geo.  H.  Barbour,  Detroit,  and 
“Foundry  Costs,”  by  Edmond  Raftery. 

Mr.  Raftery  is  vice  president  of  Rathbone, 
Sard  &  Co.,  Aurora,  Ill.,  and  considered  an 
expert  on  the  subject  of  Factory  Costs,  be¬ 
ing  especially  well  posted  in  regard  to  all 


matters  pertaining  to  this  department  of 
the  stove  manufacturing  business. 

“Labor  Saving  Devices  and  Their  Appli¬ 
cation  to  the  Stove  Business,”  by  John 
Magee,  of  the  Magee  Foundry  Co.,  Boston, 
was  ably  handled.  Mr.  Magee  is  very  well 
and  favorably  known  in  the  stove  trade. 

We  reproduce  the  article  of  Mr.  Geo. 
H.  Barbour  which  will  undoubtedly  be 
found  interesting  to  our  readers.  It  is 
scarcely  necessary  to  remark  that  for  the 
last  25  years  Detroit  has  been  the  stove 
center  of  the  world,  and  the  stoves  manu¬ 
factured  in  this  city  have  always  been 
noted  for  their  exceptionally  fine  quality. 


The  Stock  and  Cost  Records  of  The  Michigan 

Stove  Company 

An  address  delivered  by  Geo.  H.  Barbour,  first  vice  president  and  general  manager. 


Mr  Barbour  has  been  for  the  last  quarter  of  a  century  one  of  the  most  conspicuous  and  prominent 

?nerdng%gSnro"/valuS,%S'‘ind^^  for°h?s  broad  and  comprehensive  knowl- 

“BaAoul's  AccolTing  wwS,  however,  relates  ehiefly  to  Stock 

A  ^  vLntXrtiirins  Costs  is  therefore  of  peculiar  interest  and  value  as  representing  two 

branches  of  “he  le?y  ISportent  sys  Jem  of  accounting  entployed  by  The  Michi,an  Stove  Company. 
Among  hi?  interests  outside  The  Michigan  Stove  Company,  to  winch  he  devotes  h.s  personal  attentmn. 
Among  nis  inrercsis  uutsi  Trplnnd  &  Matthews  Mfg.  Co.,  vice  president  and  director  of  The 

D'ime''l^v?n's"Ba^iL^t"ector'  o^the'union  Trt"'  £  The  ^People’s  SavLgs  Bank,  The  Michigan  Fire 
&  Marine  Ins.  Co.,  and  interested  in  several  other  of  Detroit  s  leading  industries. 


"[  HE  subject.  Modern  System  of  Ac- 
I  counting,  which  has  been  assigned  to 
me  for  discussion,  is  entirely  too  broad 
and  general  in  its  scope  to  be  treated  in  all 
its  ramifications,  at  one  time. 

For  the  purpose  intended,  I  take  it  that 
a  discussion  under  the  general  head  of 
Cost  and  Stock  accounting  will  serve  the 
purpose  and  probably  be  of  greater  interest 
than  to  attempt  to  go  into  the  minute  de¬ 
tails  of  this  subject. 

The  Michigan  Stove  Company  maintains 
in  operation  a  system  of  stock  accounting, 
which  if  somewhat  elaborate  and  by  some 
might  be  considered  expensive,  is  at  least, 
in  my  opinion,  thoroughly  effective  foi  the 
purposes  intended. 

The  principal  object  of  this  system  is  to 
be  able  at  the  end  of  each  day’s  business  to 
tell  exactly  what  stoves  are  on  hand  ready 
for  shipment,  the  orders  applying  on  each 
different  style  and  size  of  stove,  the  ship¬ 
ments  of  the  day,  the  stoves  manufactured 
each  day,  the  total  number  of  stoves  manu¬ 
factured  to  date,  the  number  yet  to  be 


made  to  complete  the  yearly  estimate  and 
the  sales  for  the  year  previous ;  all  of  which 
is  shown  by  our  Stock  Book,  as  per  the 
sample  sheet  attached,  taken  from  same 
and  marked  No.  1. 

Right  here  I  wish  to  say  that  this  Stock 
Book  is  of  the  loose  leaf  ledger  type,  a 
most  convenient  form  to  use,  as  it  enables 
us  to  insert  sheets  whenever  necessary,  thus 
keeping  each  style  and  class  of  stove  or 
range  by  itself,  and  as  new  patterns  are 
added  to  the  line,  sheets  containing  the 
same  are  inserted  in  the  proper  place  in  the 
book.  The  advantage  of  this  can  readily 
be  seen.  By  the  old  form  it  was  impossible 
to  keep  the  stock  record  in  as  complete  a 
manner. 

The  orders,  as  soon  as  written  up  by  the 
entry  clerk,  are  turned  over  to  the  stock 
clerk,  who  enters  them  on  the  daily  order 
sheet,  sample  of  which  is  hereto  attached 
and  marked  No.  2.  They  are  then  turned 
over  to  the  shipper  and  as  soon  as  the 
goods  are  shipped  at  the  end  of  each  day 
the  slips  are  again  turned  in  to  the  stock 
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clerk  and  are  entered 
on  the  daily  shipment 
sheets,  which  are  dupli¬ 
cates  of  tl  e  order  sheet, 
but  with  a  different 
heading.  The  slips  are 
then  handed  to  the  in¬ 
voicing  department  to 
be  charged  out. 

Each  day  the  orders 
and  shipments  are  to¬ 
taled  and  entered  into 
the  stock  book;  and  at 
the  end  of  each  month 
the  shipments  are  to¬ 
taled,  showing  exactly 
how  many  stoves  were 
shipped  on  Detroit  or¬ 
ders  and  how  many  to 
the  Chicago  house  as 
well  as  all  jobbing 
agents.  Then  at  the 
end  of  the  year  a  grand 
total  is  made,  and  upon  this  record  the  esti¬ 
mates  for  manufacturing  for  the  following 
year  are  based. 

The  report  of  stoves  mounted  each  day 
is  obtained  from  the  mounter’s  card  (here¬ 
to  annexed  and  marked  No.  3),  to  which 
are  attached  two  coupons.  As  soon  as  the 
stoves  are  inspected  the  inspector  tears  off 
the  first  coupon  which  is  a  record  for  the 
stock  clerk.  The  second  coupon  is  torn 
off  by  the  crater  who  turns  it  in  to  the 
paymaster  and  is  paid  according  to  the 
number  of  coupons  turned  in.  The  body 
of  the  card  is  put  into  the  stove  to  be  re¬ 
turned  to  us  by  the  purchaser  should  there 
be  any  defect  or  shortage  in  the  stove. 

Each  day  the  stock  clerk  issues  to  each 


mounter  a  mounter’s 
list  showing  exactly 
what  stoves  he  is  to 
mount  the  following 
day.  This  list  is  check¬ 
ed  off  as  soon  as  the 
stoves  are  mounted, 
and  turned  into  the 
paymaster  and  taken  as 
authority  for  the  num¬ 
ber  of  stoves  mounted 
by  each  mounter. 

At  the  end  of  each 
week  a  report  is  made 
to  the  management 
(form  of  which  is 
hereto  attached  and 
marked  No.  4),  show¬ 
ing  the  exact  condition 
of  the  stock,  orders  on 
hand,  number  of  stoves 
made  up  to  date,  bal¬ 
ance  to  make  in  order 
to  complete  the  yearly  estimate,  the  number 
being  manufactured  per  day,  and  the  num¬ 
ber  of  stoves  behind  orders.  From  this  re¬ 
port  it  can  be  seen  at  a  glance  whether  or 
not  the  proper  stoves  are  being  made  in  the 
foundry  and  if  they  are  being  made  in  the 
right  proportion ;  any  that  are  running  too 
strong  can  be  reduced  and  those  on  which 
we  are  behind  can  be  increased. 

It  very  often  happens  that  certain  stoves 
which  might  have  had  a  large  sale  the  pre¬ 
ceding  year  and  on  which  there  naturally 
would  be  a  correspondingly  large  estimate 
for  the  present  year,  would  not  sell  nearly 
as  well,  and  by  watching  the  stock  and  or¬ 
ders  daily,  it  is  an  easy  matter  to  reduce 
your  estimates  before  you  become  cver- 
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stocked.  The  same  is  true  of  stoves  on 
which  the  sales  are  much  heavier.  With¬ 
out  a  stock  system  of  this  kind,  your  esti¬ 
mate  might  he  complete  and  the  stoves  out 
of  the  sand  before  you  noticed  that  you 
were  going  to  need  more  than  the  estimate 
called  for  and  as  you  all  know,  the  hauling 
of  patterns  and  boxes  out  of  the  foundry, 
and  back  again  in  to  it,  is  an  expensive 
operation. 

Prior  to  adopting  this  system  of  stock 
accounting,  we  were  obliged  to  take  an  in¬ 
ventory  of  the  stoves  on  hand  every  two 
weeks.  This  was  taken  every  other  Sun¬ 
day;  but  it  is  now  necessary  to  take  an  in¬ 
ventory  but  once  a  year,  as  the  stock  book 
is  virtually  a  daily  inventory  of  not  only 
the  manufactured  stock  but  of  orders  and 
shipments.  The  inventory  at  the  end  of  the 
year  is  taken  for  the  purpose  of  checking 
the  stock  book  and  the  discrepancies  found 


are  so  trifling  that  we  have  found  it 
necessary  to  inventory  only  in  this  way. 

The  estimates  for  the  yearly  production 
are  used  by  the  purchasing  department  for 
the  purchasing  of  supplies  such  as  urns, 
top  rings,  nickel  edges,  sheet  steel,  etc.,  etc. 

We  also  have  a  system  of  keeping  track 
of  the  stove  trimmings  whereby  the  pur¬ 
chasing  department  is  kept  informed  each 
week  of  the  exact  condition  of  this  stock. 
The  store-keeper  starts  at  the  first  of  the 
year  with  his  yearly  inventory  and  adds 
from  day  to  day  the  goods  received.  No 
goods  leave  his  department  without  an  or¬ 
der  from  the  foreman  of  the  department  in 
which  the  goods  are  required;  these  orders 
are  totaled  each  night  and  deducted  from 
the  inventory.  At  the  end  of  each  week 
this  inventory  is  turned  in  to  the  purchas¬ 
ing  department.  This  affords  opportunity 
for  the  purchasing  department  to  rush  the 
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goods  on  wliich  the  stock  is  low  and  to 
curtail  shipments  of  goods  on  which  stock 
is  accumulating. 

It  is  very  important  that  a  strict  account 
be  kept  of  the  nickel  plated  parts  of  our 


the  foremen  of  the  molding  department, 
mounting  department  and  nickel  plating  de¬ 
partment.  Each  department  having  this  in¬ 
formation  is  enabled  to  make  up  the  nickel 
plated  parts  required,  which  are  watched 
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stoves,  which  are  voluminous.  We  are 
governed  in  the  production  of  the  nickel 
plated  parts  entirely  by  the  estimates.  At 
the  beginning  of  the  year  the  estimate  de¬ 
cided  upon  is  furnished  to  our  superin¬ 
tendent,  assistant  superintendent,  and  to 


very  closely  so  that  we  do  not  get  an  ac¬ 
cumulation  of  any  of  the  large  variety  over 
and  above  what  is  called  for  in  the  esti¬ 
mate. 

Our  system  of  cost  keeping  is  practically 
that  recommended  by  the  association,  with 
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slight  'modifications  to  suit  our  own  par¬ 
ticular  case;  pig  iron,  molding,  fire  brick, 
mica,  rods,  ornaments,  steel  nickel-plating, 
mounting,  etc.,  being  absolute  costs ;  mold¬ 
ing-room  supplies,  molding  sand,  coke,  pat- 


tion,  and  therefore  incompetent  to  supply 
reliable  information.  On  entering  and  leav¬ 
ing  the  works,  each  employe  reports  to  the 
time  office,  and  his  time  is  entered  on  the 
time  book  by  the  time-keeper.  The  fol- 
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terns  and  other  tools  being  included  in  our 
diffused  cost. 

Our  method  of  arriving  at  an  intelligent 
and  correct  division  of  our  labor  may  be  of 
interest  to  such  as  have  to  deal  with  labor¬ 
ers  who  are  either  unfamiliar  with  our 
language,  or  not  interested  in  their  occupa- 


lowing  is  simply  explanatory  of  the  system 
we  use,  thus : 

John  Doe  commences  work  at  7  :00  a.  m., 
goes  to  dinner  at  12 :00  noon,  returns  at 
12 :30  p.  m.  and  quits  at  5 :30  p.  m.,  giving 
him  a  total  of  10  hours  for  the  day,  which 
is  so  entered  by  the  time-keeper  and  also 
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the  foreman  of  John  Doe’s  department. 
During  the  day  another  time-keeper  goes 
through  the  works  (usually  during  the  af¬ 
ternoon),  and  visits  each  man  at  his  own 
particular  work  in  his  own  department,  and 
there  takes  his  time  for  the  day  on  sheets 
specially  ruled  for  that  purpose.  This  sec¬ 
ond  time-keeper  is  in  touch  with  our  cost 
department,  and  as  he  sees  each  man  at 
his  work  he  knows  to  what  account  the 
labor  of  each  should  be  charged,  so  that 
when  on  his  rounds  he  comes  to  John  Doe 
he  finds  out  from  him  personally  at  what 
duties  he  has  been  employed  for  the  day. 
John  says:  “All  morning  I  wheeled  lum¬ 
ber  from  the  saw  to  the  crating  depart¬ 
ment  ;  for  three  hours  *  this  afternoon  I 
helped  charge  the  cupola,  and  for  the  bal¬ 
ance  of  the  day  I  am  to  help  in  the  ship¬ 
ping  department.”  Therefore,  the  time¬ 
keeper  enters  on  John  Doe’s  sheet:  “Crat¬ 
ing,  5  hours ;  cupola,  3  hours ;  shipping,  2 
hours,”  making  the  10  hours’  work  with 
which  John  Doe  has  been  credited  that  day. 
The  time-keeper  sees  each  man  personally 
at  his  regular  post,  and  if  not  there  when 
the  time-keeper  first  goes  to  that  depart¬ 
ment,  he  makes  a  second,  or  a  third  visit, 
and  in  some  instances  has  to  see  the  man 
the  next  morning. 

At  the  end  of  the  two  weeks,  the  time¬ 
keeper  number  one  totals  each  man’s  time 
for  that  period,  and  the  time-keeper  num¬ 
ber  two  does  the  same,  as  also  does  the 
foreman  of  each  department;  the  three  ac¬ 
counts  being  compared  and  checked.  The 
book  of  the  time-keeper  No.  1  is  then  turned 
over  to  the  paymaster  to  enter  on  the  pay 
roll,  this  minimizing  the  chance  of  either 
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error  or  falsification.  After  the  pay  is  made 
up,  the  total  amount  and  the  rate  per  day 
paid  to  each  individual,  .are  called  from  the 
pay  roll  to  the  time-sheets  of  time-keeper 
No.  2,  and  subdivided  into  the  different  ac¬ 
counts  or  departments  for  which  the  indi¬ 
vidual  has  been  working  during  that  lime; 
from  those  sheets  the  labor  is  journalized, 
and  then  charged  to  the  proper  account  in 
the  ledger,  the  subdivision  of  each  indi¬ 
vidual  division  of  labor  balancing  with  the 
amount  paid  to  each  such  individual,  and 
the  sum  total  of  the  different  accounts 
agreeing  with  the  total  amount  of  the  pay 
roll  for  that  period. 

I  have  hereto  attached  sample  of  our  form 
of  cost  sheet  marked  No.  5,  and  sample  of 
our  division  of  labor  sheet,  marked  No.  6. 

Fling  Out  Your  Sunshine! 

What  a  satisfaction  it  is  to  go  through 
life  radiating  sunshine  and  hope  instead  of 
despair,  encouragement  instead  of  discour¬ 
agement,  and  to  feel  conscious  that  even 
the  newsboy  or  the  bootblack,  the  car  con¬ 
ductor,  the  office  boy,  the  elevator  boy,  or 
anybody  else  with  whom  one  comes  in  con¬ 
tact,  gets  a  little  dash  of  sunshine.  It  costs 
nothing  when  you  buy  a  paper  of  a  boy,  or 
get  your  shoes  shined,  or  pass  into  an  ele¬ 
vator,  or  give  your  fare  to  a  conductor,  to 
give  a  smile  with  it,  to  make  these  people 
feel  that  you  have  a  warm  heart  and  good 
will.  Such  salutations  will  mean  more  to 
us  than  many  of  the  so-called  great  things. 
It  is  the  small  change  of  life.  Give  it  out 
freely.  The  more  you  give,  the  richer  you 
will  grow. — Orison  Swett  Marden  in  Suc¬ 
cess. 


Real  Co-operation  in  Telephone  Service 

By  H.  L.  hall 


a  NEW  telephone  scheme,  in  this  day  of 
new  ideas  and  new  things,  is  as  near 
to  the  heart  of  business  betterment  as 
any  modern  time  saving  device.  A  veritable 
triumph  in  this  line  has  just  been  put  into 
operation  at  Grand  Rapids,  Mich.  Here  has 
been  installed  by  the  Citizens’  Telephone 
Company  an  exchange  consisting  of  6,283 
telephones  which  is  a  marvel  in  its  way  and 
which  has  few  counterparts  in  the  whole 
country.  W^e  hear  many  things  called  au¬ 
tomatic”  but  here  is  something  which  is 
really  automatic. 

The  old  way  of  handling  telephone  calls, 
while  the  best  of  its  kind,  required  the  serv¬ 
ice  of  150  girls,  not  one  of  whom  is  re¬ 
quired  to  operate  the  new  system.  Just  what 
this  wonderful  change  means  to  the  busy 
telephone  user  can  easily  be  realized  from 
a  reading  of  this  description. 

Our  readers  probably  have  a  good  idea 
of  the  old  way  of  handling  telephone  calls, 
but  the  tremendous  activity  of  the  girls 
and  the  marvelous  dexterity  they  display 
in  making  connections  can  only  be  realized 


after  watching  for  a  time  the  bewildering 
rapidity  of  their  movements. 

The  Citizens’  Telephone  Co.  was  organ¬ 
ized  late  in  1805  and  early  in  the  summer 
of  189(3  its  service  to  the  public  began,  and 
from  its  first  inception  it  has  been  a  suc¬ 
cess,  largely  owing  to  the  efforts  Mr.  E.  B. 
Fisher,  secretary  of  the  company,  and  Mr. 
C.  E.  Tarte,  general  manager.  This  com¬ 
pany  shows  what  real  co-operation  can  do, 
for,  although  it  is  a  stock  company  it  is,  in 
the  broadest  sense  co-operative.  Its  four¬ 
teen  hundred  stockholders  are  all  residents 
of  the  territory  served  and  almost  every 
telephone  user  numbers  among  his  friends 
or  neighbors  at  least  one  of  the  stock¬ 
holders  of  the  company.  The  result  of  this 
is  that  the  service  has  at  all  times  been 
maintained  on  the  high  plane  required 
where  individual  deals  with  individual. 
Complaints  were  not  met  with  the  half- 
contemptuous,  half-tolerant  disregard  which 
is  usual  when  an  individual  complains  to 
an  impersonal  corporation  which,  if  respon¬ 
sible  at  all,  is  responsible  only  to  a  far 
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away  “board  of  directors”  who  care  only 
for  dividends  and  care  not  at  all  for  per¬ 
sonal  opinion  or  personal  needs. 

Here  friend  dealt  with  friend  and  neigh¬ 
bor  with  neighbor  and  a  purchaser  was 
made  to  feel  that  he  had  needs  and  rights 
which  the  company  was  bound  to  consider 
and  respect.  This 
hroad  minded  policy 
bore  its  just  fruit  in 
the  constant  growth 
and  prosperity  of  the 
enterprise  and  when 
the  far-sighted  man¬ 
agement  saw  that  per¬ 
fect  service  was  im¬ 
possible  with  the  old 
ecpupment  and  old 
methods  there  was 
not  a  moment’s  hesi¬ 
tation.  The  finger  of 
progress  pointed  out 
the  way  and  the  old 
methods  had  to  go. 

Heavy  expense  was  no 
bar,  tremendous  diffi¬ 
culties  were  laughed 
at  and  a  new  equip¬ 
ment  was  put  in  place 
without  interrupting 
for  a  moment  the 
smooth  and  success¬ 
ful  operation  of  the 
old.  Not  a  telephone 
was  out  of  service  for 
five  minutes  during 
the  change  from  the 
old  to  the  new. 

This  is  the  first  in¬ 
stance  of  a  transfer 
from  old  style  service 
to  automatic.  Other 
automatic  exchanges 
there  are — a  very  few 
— but  all  of  these  were 
installed  in  new  fields 
with  no  tearing  down 
to  complicate  the  pro¬ 
cess  of  up-buildmg. 

The  problem  present¬ 
ed  many  difficulties,  some  of  them  so  great 
as  to  seem  insurmountable,  but  under  the 
skillful  management  of  C.  E.  Tarte,  the 
manager,  and  Edmund  Land,  superinten¬ 
dent  of  construction,  they  were  conquered 
one  by  one  and  the  result  is  a  service  as 


near  perfection  as  can  be  conceived  by  the 
lay  mind. 

No  attempt  will  be  made  to  describe  the 
technicalities  of  the  new  manner  of  hand¬ 
ling  this  important  service  but  an  attempt 
will  be  made  to  describe  the  simplicity 
and  convenience  of  the  new  method  and  to 

show  how  immeasure- 
ably  better  the  patron 
of  the  telephone  is 
served. 

All  of  the  possibili¬ 
ties  of  mechanical  in¬ 
accuracy  of  the  new 
system  and  more  also, 
existed  in  the  old,  and 
in  addition  there  was 
the  ever-present  “hu¬ 
man  element”  to  cause 
mistake  and  annoy¬ 
ance.  Human  brains 
and  h  u  m  a  n  h  a  n  d  s 
when  worked  almost 
to  the  limit  of  endur¬ 
ance,  are  very  fallible 
and  a  glance  at  any 
old  style  exchange 
will  show  the  condi¬ 
tions  under  which  a 
telephone  operator 
must  work.  Did  you, 
my  reader,  ever  call 
for  966  and  get  66  or 
for  208  and  get  28. 
Stop  to  think  a  mo¬ 
ment  and  you  will  not 
wonder  at  it,  and  you 
will  rejoice  with  the 
fortunate  subscriber 
to  the  Grand  Rapids 
exchange  that  such 
mistakes  are  no  long¬ 
er  among  the  things 
which  are  possible. 

The  records  show 
that  the  average  num¬ 
ber  of  calls  from  each 
telephone  during  an 
operator’s  working 
day  is  eleven.  This 
means  that  a  girl  who  answers  the  calls 
from  a  hundred  ’phones  must  make  1,100 
connections  and  1,100  disconnections  each 
working  day — about  220  separate  operations 
an  hour — almost  four  each  minute.  This 
would  be  a  fair  rate  of  speed  and  would  not 


Telephone  Interior. 


The  Automatic  Connector. 
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be  so  difficult  if  they  couia  oe  made  to 
come  in  steadily  and  regularly,  but  as  a 
matter  of  fact  they  do  not  come  in  thus — 
they  come  “in  a  bunch”  as  Mr.  Stratemeyer, 
the  traffic  manager,  puts  it. 

The  records  show  that  fully  one-fourth 
of  this  vast  amount  of  work  must  be  done 


in  the  “rush”  hours  between  10  and  11  a. 
m.  and  3  and  4  p.  m.,  550  operations  in  two 
hours — almost  five  a  minute.  Is  it  any 
wonder  that  delay  is  general  and  that  error 
and  annoyance  is  the  rule  and  not  the  ex¬ 
ception?  All  this  is  changed.  A  room-full 
of  little  machines,  piled  tier  on  tier,  silently 
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awaiting  the  call  of  the  telephone  user  or 
busily  clicking  away  in  answer  to  his  call 
has  taken  the  place  of  the  long  row  of 
nimble  fingered  girls.  No  more  waiting. 
No  more  delay.  No  more  mistakes,  but 
prompt,  infallible,  immediate  fulfillment  of 
an  order  is  the  effect  gained. 

This  has  its  sentimental  side  of  course, 
and  we  shall  dislike  to  see  the  passing  of 
the  sweet-voiced  girl  with  her  “number 
please”  and  her  “busy  now.”  But  business 
knows  no  sentiment  and  the  demand  for 
“time  savers”  must  be  met,  so  the  “Hello 
Girl”  must  go. 

It  is  natural  to  suppose  that  so  wonderful 
a  machine  as  this  new  telephone  would  be 
complicated,  but  it  is  not.  As  a  matter  of 
fact  it  is  more  readily  understood  by  a  lay¬ 
man  than  an  old  style  “switchboard,”  and 
the  operation  of  calling  a  subscriber  is 
simple  in  the  extreme.  On  the  front  of  the 
subscriber’s  instrument  is  a  dial  having  ten 
perforations  on  its  edge  numbered  from  1 
to  0.  To  call  any  number  it  is  only  neces¬ 
sary  to  take  the  receiver  off  its  hook  and 
placing  the  finger  successively  in  the  unit 
spaces  composing  the  number  wanted  bring 
the  dial  around  to  the  point  where  it  stops 
automatically.  Thus,  to  call  9283  it  would 
only  be  necessary  to  place  the  finger  in  the 
opening  numbered  9  and  bring  the  dial 
down  till  it  stops,  repeating  the  operation 
with  2,  8  and  3.  The  connection  is  then 
made  and  it  only  remains  to  “push  the  but¬ 
ton”  signaling  No.  9283  that  they  are  want¬ 
ed.  This  whole  operation  takes  but  seven 
seconds  and  no  tedious  wait  is  necessary. 
If  the  number  wanted  is  “busy”  a  signal — 
also  automatic — announces  the  fact  and  if 


the  calling  party  so  desires  he  can  wait  un¬ 
til  the  conversation  is  finished  and  “hold 
his  turn”  ringing  the  other  “party”  back 
at  once. 

In  the  “central”  the  busy  little  “selector” 
passes  over  each  number  in  turn,  stopping 
at  the  one  desired.  When  9283  is  called  it 
stops  at  9  in  the  “thousand”  row  and  con¬ 
nects  to  the  “hundred”  row,  stopping  there 
at  2  and  so  on  till  the  entire  operation  is 
completed.  One  attendant  keeps  the  ma¬ 
chinery  in  order,  the  “tell  tale”  or  indicator 
informing  him  of  every  “hitch”  and  show¬ 
ing  its  exact  location. 

Every  telephone  is  on  a  complete  met?.llic 
circuit  and  is  connected  by  two  copper  wires 
and  each  one  of  these  12,566  wires  was 
brought  to  the  new  building,  through  a 
subway  or  tunnel  210  feet  long  and  con¬ 
nected  to  the  new  automatic  switches  and 
then  run  back  again  to  the  old  exchange — 
two  squares  away — without  interrupting  the 
service  for  more  than  a  minute’s  time  and 
even  then  only  interfering  with  one  instru¬ 
ment. 

Inquiry  among  a  large  number  of  the 
company’s  subscribers  fails  to  bring  to  light 
a  single  complaint.  This  sounds  almost  like 
a  statement  by  the  late  Baron  Munchausen 
• — but  it  is,  nevertheless,  true.  Can  the 
same  be  said  in  any  other  city?  We  imag¬ 
ine  not — unless  the  Automatic  Telephone 
Co.,  of  Chicago,  have  sold  their  equipment 
to  other  cities  since  this  was  written. 

Most  of  us  consider  the  telephone  a  nec¬ 
essary  evil — a  thing  to  be  tolerated  and 
sworn  at.  Not  so  in  Grand  Rapids.  Here  it 
is  a  “joy  forever.”  Lucky  Grand  Rapids. 


“Out  for  the  Dough” 


“I  don’t  care  what  the  work  is.  I’ll  do 
anything  you  want.  I’m  out  for  the  dough,” 
said  the  young  man,  who  had  answered  the 
advertisement,  to  the  manager  of  the  firm 
that  had  advertised. 

He  didn’t  get  the  place. 

“It  was  a  case,”  said  the  manager  after¬ 
ward,  “in  which  the  young  man  subordin¬ 
ated  everything  that  we  valued  to  the  one 
thing  that  in  an  employe  interested  us  only 
incidentally.  If  he  had  said  something 


about  being  anxious  to  be  worth  a  good 
deal  of  money  to  us;  if  he  had  suggested 
that  he  was  willing  to  work  for  the  salary 
offered  for  a  time  only,  and  that  he  ex¬ 
pected  to  prove  to  us  that  he  could  earn 
more  than  that,  the  impression  would  have 
been  favorable.  But  the  ‘out-for-the-dough’ 
idea  in  its  raw  state  doesn’t  appeal  to  the 
average  m?.n  who  is  hiring  a  man  to  do  a 
certain  line  of  work  and  wants  the  work 
done  well.” — The  New  York  Commercial. 
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IE  have  celebrated  another  birthday.  This 
issue  is  the  first  of  our  eighteenth  year  so 
perhaps  we  may  be  pardoned  if  we  indulge 
in  a  few  personal  remarks.  Eighteen  years 
ago  business  was  not  a  profession  as  it  is  to¬ 
day.  Some  people  considered  it  a  misfor¬ 
tune  to  be  in  a  business.  Others  considered 
it  a  disgrace.  Almost  everyone  looked  upon 
it  as  merely  an  expedient  at  the  best — and  a 
temoprary  one  at  that.  Eighteen  years  have 
changed  all  that.  Today  business  is  as  truly 
a  profession  as  law,  medicine  or  teaching. 
We  are  proud  of  the  fact  that  we  helped  to 
bring  about  this  condition — that  we  were  among  the  first  to  give  the 
profession  of  business  its  distinctive  literature  without  which  no  art, 
science  or  profession  can  hope  to  make  permanent  progress.  When 
this  magazine  made  its  first  appearance  before  the  world  it  was  modest 
and  retiring  but  it  was  far  from  being  an  incubator  infant  for  it  thrived 
and  grew  apace  from  its  inception.  We  have  not  put  aside  our  mod¬ 
esty  but  years  and  growth  have  given  us  a  right  to  speak  boldly  and 
with  authority  in  the  councils  of  the  business  world.  During  orir  first 
year  but  a  small  audience  greeted  our  monthly  appearance,  today 
we  have  more  readers  than  any  five  similar  publications  together— 
and  probably  five  times  as  many  readers  as  has  our  nearest  competitor. 
This  issue  goes  to  subscribers  in  every  civilized  country  on  the  globe— 
and  some  whose  civilization  may  be  open  to  more  or  Jess  ^estion. 
Visit  a  trader  in  Siam:  In  his  monthly  mail  you  will  find  The  Business 
Man’s  Magazine.”  The  Russian  merchant  gets  his  monthly  copy,  un¬ 
marred  by  the  black  blotch  of  the  censor.  China  is  far  from  being  the 
least  in  the  roll  of  its  subscribers  and  the  news-stands  of  Australia 
show  its  characteristic  cover  as  a  familiar  sight,  while  our  neighbor 
in  London  complains  vigorously  if  his  monthly  copy  goes  astray  dur¬ 
ing  its  journey  over-seas.  Originally,  the  magazine  was  addressed  to 
our  old  and  tried  friend  the  book-keeper,  because  he  was  the  only  pro¬ 
fessional  business  man  in  existence.  He  only,  m  the  business  world, 
strove  to  reduce  business  to  an  exact  science.  In  course  of  time  the 
book-keeper  became  cashier,  manager,  proprietor.  Step  by  step  he 
made  sure  progress,  basing  his  progression  on  the  solid  foundation  of 
professional  knowledge-and  we  helped.  Ask  the  succ^sful  profes¬ 
sional  business  man  of  today  if  he  ever  “kept  books.’  You  will^  find 
that  it  is  like  “David  Harum’s”  story  of  the  Erie  Canal-  Shout  low 
bridge  and  everybody  will  duck” — and  not  a  man  but  is  proud 
well  he  may  be.  In  changing  our  name  to  “The  Business  Man  s 
Magazine”  we  are  far  from  forgetting  our  old  friend  the  book-keepen 
Eighteen  years  ago  the  book-keeper  was  a  business  man,  just  as  he  is 
today,  but  today  he  is  a  business  man  in  the  broadest  sense  of  the 
word.  His  post  has  far  less  of  drudgery  and  far  more  of  dignity— 

and  we  have  helped  to  bring  that  about  also.  ,  i  ^  j 

d  We  are  proud  to  say  that  we  have  subscribers  on  our  books  today 
who  have  been  with  us  since  our  first  issue.  We  are  proud  to  say  also 
that  we  have  advertisers  in  our  pages  today  who  were  with  us  at  that 
time — and  who  have  been  with  us  ever  since.  They,  lil^  ou^elves, 
are  more  prosperous  now,  than  then — and  in  this  too  we  have  helped. 
Our  thanks  are  due  to  these  steadfast  friends,  our  readers  and  adver¬ 
tisers.  Thev  may  rest  assured  that  we  offer  them  heartily. 


A  New  Employment  for  Women 


A  DESCRIPTION  OF  THE  PROCESS  01 
THE  MARKET-AN  INDUSTRY  NOW 

By  E.  W. 

OUIHERN  California  has  a  few  hun- 
clied  ostriches  and  these  are  producing 
ostrich  feathers.  The  great  African- 
Anglo  ostrich  feather  industry  beholds  its 
finish,  so  far  as  the  United  States  is  con¬ 
cerned,  for  20  years  ago  the  African  ostrich 
was  successfully  domiciled  upon  the  shores 
of  this  republic  and  is  now  multiplying  to 
the  evident  satisfaction  of  all  the  women  of 
this  great  commonwealth  who  are  wearing 
the  native  American  ostrich  feathers. 

The  establishment  of  a  new  industry  upon 
a  distant  shore  is  not  one  remarkable  for 
its  ease  and  successful  financial  result;  the 
pathway  of  this  business,  as  in  many  other 
California  investments,  is  strewn  with 
wrecks.  Several  invested  thousands  of  dol¬ 
lars  and  retired  from  the  field  before  Ed¬ 
win  Cawston,  the  "remittance  man,”  essayed 
to  embark  in  the  enterprise.  Had  it  not 
been  for  his  continual  satisfactory  remit¬ 
tances  that  arrived  from  Old  England  this 
Anglo-American  ostrich  farmer,  now  the 
American  ostrich  king,  would  long  ago 
have  joined  that  troop  of  unsuccessful  en¬ 
thusiasts  who  dreamed  they  were  called  by 


'  PREPARING  OSTRICH  FEATHERS  FOR 
BEING  DEVELOPED  IN  CALIFORNI.'t 

RYDALL 

divine  destiny  to  endow  the  shores  of  Amer¬ 
ica  with  the  ostrich  of  Africa.  Edwin  Caws¬ 
ton  is  the  first  successful  ostrich  farmer  of 
this  country  and  has  so  well  developed  his 
initiatory  business  that  he  has  within  a 
very  short  time  become  immensely  wealthy 
and  is  destined  ere  long  to  join  that  galaxy 
of  bonanza  kings  that  will  for  ages  adorn 
the  glittering  record  of  the  Golden  State. 

1  he  new  stock  raising  proposition  has  de¬ 
veloped  a  great  demand  for  female  labor. 
The  crude  ostrich  feathers  fresh  from  the 
wings  and  tails  of  the  gigantic  birds  are 
unfit  for  use.  They  have  to  go  through  a 
number  of  processes  before  they  are  ready 
for  the  critical  eye  of  the  millinery  buyer 
01  even  the  admiring  optic  of  the  average 
woman. 

It  has  been  alleged  that  the  confinement 
of  Califoinia  ostriches  in  narrow  pens  is 
prejudicial  to  the  quality  of  their  feathers, 
but  with  the  view  of  making  assurance 
doubly  sure  this  leader  of  American  os¬ 
trich  farmers  has  purchased  200  acres  of 
sun-scorched  California  land  not  far  from 
Los  Angeles  and  here  he  maintains  large 
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flocks.  All  Other  ostrich  farms  are  merely 
show  institutions  established  more  for  the 
enjoyment  of  the  peregrinating  tourist  than 
the  comfort  of  the  ostriches.  The  feathers 
are  clipped  from  the  creatures  about  every 
eight  months,  for  then  they  have  matured 
and  would  fall  to  the  ground  if  not  se¬ 
cured  by  the  vigilant  ostrich  farmer; 
crowds  of  people  assemble  at  these  “pluck- 
ings,”  as  they  are  called  and  a  good  round 
sum'  is  netted  by  the  management  as  ad¬ 
mission  fees ;  .the  sport  is  not  so  exciting 
as  alleged  in  the  advertising,  for  the  crea¬ 
ture  is  first  hooded,  when  it  becomes  as 
docile  as  a  cow,  and  it  is  only  when  some 
small  feather  is  plucked  out  instead  of  be¬ 
ing  cut  off  that  it  indicates  by  a  convulsive 
jump  that  any  unhappy  sensation  is  experi¬ 
enced. 

As  soon  as  the  feathers  are  obtained  they 
are  carefully  washed  three  times  in  starch¬ 
ed  water.  They  are  then  separated  accord¬ 
ing  to  sizes,  the  male  ostrich  feathers  of 
the  wings  being  set  aside  in  a  class  by 
themselves,  ^ihe  reason  for  this  is  that  the 
male  feather  has  a  natural  curl  that  no  mist 
or  fog  can  destroy,  while  other  feathers  are 
affected  by  dampness  and  require  constant 
curling.  Then  the  feathers  are  dyed  and 
men  have  been  found  to  be  the  best  ostrich 
feather  dyers;  this  process  requires  great 
experience  as  many  a  lady  who  has  at¬ 
tempted  to  dye  her  ostrich  feather  will  tes¬ 
tify.  So  delicate  are  the  shades  required 
that  a  variation  in  chemicals  is  necessary 
for  the  beginning  and 
the  end  of  the  same 
feather.  The  estab¬ 
lished  colors  of  os¬ 
trich  feathers  all  over 
the  world  are  set  by 
an  association  in  Pa¬ 
ris,  France,  and  man¬ 
ufacturers  everywhere 
follow  the  directions 
given  each  year  by 
this  society. 

After  the  dyeing 
comes  the  sewing ;  the 
male  feathers  and  the 
largest  hen  feathers 
form  the  surface  of 
the  ordinary  plume ; 
below  are  sewn  pieces 
of  inferior  feathers, 
and  thus  is  produc¬ 
ed  the  bushy,  wavy 


feather  of  trade.  The  sewing  requires  ex¬ 
perience  and  many  a  good  feather  has  been 
ruined  by  tyros  in  their  efforts  to  obtain 
the  necessary  practice.  When  the  feather 
is  thus  far  along  in  manufacture  another 
set  of  artists  take  hold  of  it  and  press  each 
individual  fiber  with  a  dull  knife  several 
times ;  this  creates  a  curl  and  flattens  the 
fiber.  Then  the  article  is  ready  for  the 
packer,  who  assorts  certain  sizes  together 
and  attaches  the  values  according  to  the 
excess  of  male  ostrich  feathers,  the  quality 
of  the  fiber,  the  excellence  of  the  dye. 

In  California  women  receive  from  $7  to 
$18  a  week  for  this  work,  according  to  their 
ability.  The  ostrich  farmer  to  whom  we 
have  referred  has  just  increased  his  facili¬ 
ties  by  the  purchase  of  a  defunct  laundry 
building,  and  there  he  is  going  to  establish 
a  large  ostrich  feather  factory.  He  will 
soon  advertise  for  more  women  for  this 
work,  and  no  working  woman  can  do  better 
than  to  acquire  this  ostrich  feather  manu¬ 
facture  skill,  for  as  the  American  ostriches 
multiply  so  will  the  American  ostrich  fea¬ 
thers  and  even  in  our  lifetime  a  vast  army 
of  women  will  be  employed  in  this  new 
American  industry. 

There  is  a  glorious  precedent  in  the 
African  ostrich  feather  record.  Eight  mil¬ 
lion  dollars  are  now  paid  by  the  world  to 
the  British  in  exchange  for  ostrich  feathers ; 
thousands  of  people  are  employed  m  Lon¬ 
don  and  Paris  in  this  manufacture.  Thou¬ 
sands  of  acres  of  the  African  veldt  are  oc¬ 
cupied  by  ostriches  and  a  continual  demand 
exists  among  civilized  nations  for  the  beau¬ 
tiful  feather  of  the  African,  ostrich.  Un¬ 
counted  fortunes  have  been  made  in  Lon¬ 
don  by  speculation  in  ostrich  feathers;  in¬ 
deed  there  is  a  special  market  at  which 

daily  hundreds  of  the 
world’s  millinery  buy¬ 
ers  assemble  and  lis¬ 
ten  to  the  auctioned 
as  he  sells  thousands 
of  dollars’  worth  ot 
“primes”  or  “bloods’ 
or  “seconds”  to  the 
assembled  agents. 
Some  of  the  Califor¬ 
nia  pairs  hatch  40  os¬ 
triches  in  one  year; 
even  an  average  of  30 
shows  quite  a  gratify¬ 
ing  increase  in  this 
long-legged  population 
for  that  exceeds  even 
compound  interest. 


Graphology 

Everyone  likes  to  know  what  kind  of  character  their  hand¬ 
writing  PICIURES— ALL  HUMAN  BEINGS  REVERENCE  SOOTHSAYERS 

By  MARY  H.  BOOTH 


That  individuality  exists  in  handwrit¬ 
ing  cannot  be  disputed.  It  is  an  im¬ 
portant  factor  in  the  social  and  com¬ 
mercial  world,  in  the  interests  and  respon¬ 
sibilities  involving  life  or  death.  Success 
or  failure  is  assumed  on  the  strength  of  a 
signature. 

The  signature  is  as  expressive  of  the  per¬ 
sonality,  to  the  graphologist,  as  the  features, 
manner,  walk  or  dress  to  the  physiognomist 
or  students  of  pathognomy.  These  may  all 
be  fashioned  after  a  common  model  and 
yet  each  possess  an  indisputable  individu¬ 
ality  which  cannot  succe,.,sfully  be  imitated 
or  assumed  at  will.  An  imitation  of  a  sig- 


A  natural  hand,  letters  vary  in  size,  written  with 
great  spontaniety  and  expression. 

nature  or  style  of  writing  may  appear  like 
the  original  but  the  assumed  hand  may  be 
detected  by  graphological  analysis. 

Graphology  is  not  an  innovation  or  novel 
interpretation  of  handwriting  but  a  rare 
and  practical  science,  the 
principles  of  which  are 
not  widely  known.  The 
philosopher  B  a  1  d  o  was 
the  first  to  recognize  the 
ejffect  of  the  tempera¬ 
ment  on  the  handwriting. 

His  essays  were  trans¬ 
lated  into  Latin  about 
the  year  1662.  Later,  a 
valuable  collection  of 
material  for  the  study  of 
the  expression  of  hand¬ 
writing  by  the  Abbe 
Michon  created  much  in¬ 
terest. 

Other  philosophers  and 
noted  authors  have  giv¬ 
en  further  stimulus  to 
the  application  of  the 


principles  of  analysis  and  the  comparison 
of  handwriting  with  character— as  Liebnitz, 
the  philosopher  and  mathematician,  writes : 
The  handwriting  nearly  always  expresses 


A  mechanical  or  artificial  hand  in  copy  book  style, 
lightly  and  delicately  traced. 


in  one  way  or  another  the  natural  tempera¬ 
ment.” 

Lavater,  the  great  student  of  human  na¬ 
ture,  in  its  various  manifestations,  included 
the  handwriting  as  a  means  of  deduction  in 
character  study  as  “the  more  I  compare 
different  handwritings  the  more  I  am  con¬ 
vinced  that  handwriting  is,- the  expression 
of  him  who  writes.” 

Analysis  of  handwriting  is  made  by  con¬ 
sidering  the  formation  and  size  of  letters, 
spacing  of  words  and  lines,  punctuation, 
parallelism,  crossing  of  t’s,  dotting  of  i’s 
and  other  characteristic  elements. 

Natural  handwriting 
reflects  the  temperament 
and  character  in  other 
various  forms  and  charac¬ 
teristic  distinctions  which 
are  as  numerous  as  the 
various  qualities  reflect¬ 
ed.  Artificial  or  acquir¬ 
ed  handwriting  will  not 
prove  reflective  of  the 
writer  or  acceptable  ma¬ 
terial  for  study. 

A  trained  or  mechani¬ 
cal  hand  is  often  adopted 
by  one  whose  natural 
handwriting  does  not 
meet  the  requirements  of 
his  work  as  in  the  case 
of  one  writing  naturally 
a  large,  wide  spreading 
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hand  may  find  himself  restricted  in  paper 
or  space  and  acquire  a  small,  mechanical 
style  of  writing. 

The  speed  of  the  writer  may  be  estimated 

A  restrained  hand,  letters  slowly  and  dclibciately 
traced,  indicating  a  slow  intelligence 
and  perception. 

very  accurately  with  some  practice.  The 
slow,  deliberate  hand  in  No.  3  is  easily  rec¬ 
ognized  from  that  of  the  rapid  writer  and 
each  is  expressive  of  the  degree  of  activity 
of  the  mind  controlling  the  pen. 

Choice  of  pen  is  often  determined  bv 
temperament.  A  stub  pen  should  not  be 
used  in  submitting  specimens  unless  com¬ 
monly  used. 


Specimens  of  handwriting  may  be  sub¬ 
mitted  for  criticism  and  suggestion  which 
will  form  the  basis  for  subsequent  matter. 

Preference  will  be  given  tO'  liberal  speci¬ 
mens  in  ink,  on  unruled  paper  and  in  the 
natural  hand.  If  an  acquired  style  has  been 
formed  this  should  also  be  submitted  in 
connection  with  the  natural. 


Characteristic  signature,  connected  and  rapidly 
traced  letters  expressing  great  animation 
and  mental  activity. 

Questions  pertaining  to  the  subject  of 
graphology  will  be  answered  in  future  col¬ 
umns  of  The  Business  Man's  Magazine. 


Credit  Insurance  as  Viewed  in  Bohemia 

By  JOSEF  JIROUSEK,  of  Prague 

MR.  JIROUSEK  IS  A  PIONEER  IN  THE  INTRODUCTION  OF  MODERN 
BUSINESS  DEVICES  AND  MODERN  BUSINESS  METHODS  IN  BOHEMIA 


The  recent  articles  in  your  magazine  on 
“Credit”  deserve  the  widest  and  clos¬ 
est  attention  from  the  whole  business 
world.  There  is  no  doubt  that  the  organ¬ 
ization  and  concentration  of  your  commer¬ 
cial  credit  report  system  exceeds  in  quality 
and  effectiveness  the  service  of  our  Euro¬ 
pean  institutions  in  the  same  line.  In  fact 
our  similar  agencies  either  have  or  will 
profit  to  a  considerable  degree  from  your 
experience.  See  your  March  number.  Even 
in  this  point  Mr.  Seeley,  Jr.,  is  not  yet  sat- 4 
isfied.  Imagine,  that  his  complaint  against 
your  commercial  agencies  could  be  either 
duplicated  or  triplicated  in  our  land,  and 
comparing  both  cases  you  come  to  the  log¬ 
ical  conclusion  that  the  reason  of  these  de¬ 
fects  must  be  the  same  in  both  parts  of  the 

world. 

Kindly  follow  me  to  another  article  in 
the  same  number,  where  Mr.  Cartright 
gives  us  his  opinion  on  “Credit  Insurance” 
and  suddenly  the  natural  question  appears 
before  you,  if  to  “report”  on  business  credit 
does  not  suppose  a  “warrant”  of  the  data 
of  the  information  by  credit  insurance.  In 
other  words  whether  a  closer  co-operation 


between  the  commercial  agency  and  the 
credit  insurance  companies  would  >  not  be 
advisable.  Imagine,  that  we  would  have  in¬ 
stead  of  one  “fire  insurance”  company  two 
independent  factors;  one  taking  the  values 
to  be  insured,  taxator,  vnd  the  other  taking 
the  insurance  alone.  I  hardly  think,  that 
anybody  would  find  this  natural — something 
that  we  do  in  “credit  insurance”  so  far,  as 
a  rule.'  , One  taxes  the  debtor  (credit  re¬ 
port),  another  takes  the  risk  (insurance). 
You  will  object:  The  credit  insurance  is 
still  young  and  undeveloped.  Very  right, 
but  you  don’t  need  to  think  of  the  insurance. 

Every  credit  giving  business  man,  every 
banker,  is  an  old  and  well  established  “Cred¬ 
it  Institution”  of  his  own,  and  all  we  want’ 
from  them  is  to  see  them  better  organized 
together  or  individually,  so  that  they  will  not 
insure,  give  credit  or  take  fire  risks  on 
values  that  do  not  exist,  or  such,  that  are 
overtaxed.  We  had  but  recently  in  this 
country  two  cases  where  creditors  have  lost 
somewhere  around  five  millions  of  crowns  in 
two  factories,  the  assets  of  same  amount¬ 
ing  to  hardly  $750,000.  You  will  probably 
beat  us  sometimes  even  in  this  direction 
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with  worse  failures,  I  do  not  doubt- -but 
such  experiences  must  find  us  ready  to  learn 
from  them,  otherwise  the  vast  amounts  of 
money  are  lost,  without  even  fertilizing  the 
ground,  where  they  have  fallen.  To  give 
credit  means  to  know  the  values  on  the 
basis  of  which  I  give  business  credit — ^be¬ 
cause  credit  not  supported  by  value  is  not 
business  credit  but  gamblinp-  or  betting. 

Insurance  of  business  credit  supposes 
therefore  not  only  to  know  values  in  busi¬ 
ness,  an  exigency,  which  the  commercial 
agency  has  not  fulfilled  satisfactorily  so 
far,  but  to  reduce  the  risk  of  such  values 
and  to  cheapen  the  rate  as  had  been  well 
said  in  the  second  article  mentioned.  The 
author  of  same  will  certainly  be  interested 
to  hear,  that  while  it  is  not  very  frequent 
that  our  business  houses  make  use  of  their 
goods  or  stock  as  collateral,  the  discounting 
of  open  accounts  on  the  books  of  the  seller 
and  obtaining  credit  on  them  at  the  banks 
(or  rather  at  their  “discounting  associa¬ 
tions”)  has  been  used  several  years  in  cen¬ 
tral  Europe  and  is  practised  up  to  date  in 
great  volumes  of  business  and  with  satis¬ 
factory  results  so  far.  But  we  understand 
well,  that  even  this  state  of  affairs  is  not 
satisfactory,  because  nobody  should  have 
the  right  to  sell  his  outstanding  accounts, 
if  they  do  not  belong  to  him,  if  he  is  lecip- 
rocal  debtor  for  them  to  the  seller  of  the 
goods,  or,  if  he  does  not  know  the  net  value 
of  his  business,  activa  less  passiva. 

We  go  even  so  far  as  to  say  that  as  we 
must  undoubtedly  closely  know  the  real  es¬ 


tate  on  which  any  mortgage  is  wanted,  we 
must  exactlv  the  same  require  a  positive 
and  clear  report  on  the  net  estate  invested 
in  any  business  seeking  credit.  We  had 
among  other  suggestions  the  demand  made 
by  students  of  this  question  that  capitals 
invested  in  business  and  the  liabilities 
against  them  should  be  authoritatively  noted 
and  registered,  same  as  we  do  with  real 
estate  and  mortgages.  I  went  even  so  far 
as  to  demand  that  liabilities  of  any  business 
should  be  classified,  so  that  we  would  have 
in  business  first,  second  and  third  mort¬ 
gages,  same  as  in  real  est<ate,  with  exactly 
the  same  increasing  grades  of  risk,  and  con¬ 
sequently  the  same  difference  in  reward,  in¬ 
terest  on  capital  paid. 

It  seems  pretty  well  deemable,  that  the 
laws  governing  the  loans  on  real  estate 
should  be  adapted  practically  to  the  de¬ 
mands  of  business  and  that  the  latter  would 
profitably  progress  from  such  arrangements. 
How  much  work  in  fulfiling  these  plans  be¬ 
longs  to  commercial  agencies,  how  much 
to  the  credit  insurance  companies  or  to  the 
credit  giving  parties,  in  the  first  place  to  the 
bankers?  This  question  remains  for  your 
readers  to  answer  and  to  the  enterprise  of 
the  business  world  to  solve  practically.  We, 
on  this  side  of  the  Atlantic  are  always  will¬ 
ing  to  wait,  till  some  bolder  men  have 
shown  us  the  way,  or  go  with  “social  prob¬ 
lems”  or  “state  institutions”  in  such  work 
and  are  not  much  in  a  hurry.  That  is  the 
reason  why  I  expect  to  hear  the  best  answer 
first  on  your  side. 


Office  Requisites 


“System,  neatness,  promptness,”  reolied 
the  manager  of  a  prominent  banking  and 
brokerage  concern  recently,  when  asked 
what  are  the  qualities  most  to  be  desired  in 
clerical  employes. 

“Of  courr.e,  character  and  force  are  not 
to  be  regarded  as  secondary  to  these ;  but  I 
am  speaking  now  of  the  manner  of  perform¬ 
ing  the  ordinary  duties  of  an  office. 

“The  men  higher  up,  of  course,  require 
other  qualifications  to  hold  their  positions. 
They  must  be  full  of  ideas,  must  be  shrewd, 
must  have  nerve,  and  other  qualities  that, 
while  valuable,  are  not  essential  to  a  greai 
extent  in  the  clerk,  the  stenographer  and 
the  book-keeper  or  the  office  boy. 


“These  should  cultivate  habits  of  neatness 
and  should  train  themselves  to  be  systematic 
in  their  work.  An  executive  man  likes  to 
have  the  routine  duties  of  the  office  at¬ 
tended  to  promptly,  too.  If  the  clerk,  the 
stenographer,  or  the  office  boy  is  negligent 
in  these  things,  it  makes  the  work  just  so 
much  harder  for  everybody  else.  If  the 
employes  keep  their  desks  and  things  about 
the  office  generally  in  order,  everything 
moves  along  more  smoothly.  It  is  easier 
for  them  and  easier  for  their  employers. 

“We  aim  to  have  a  force  ample  for  the 
work,  and  we  cannot  afford  to  have  an  em¬ 
ploye  who  is  slovenly  and  negligent.” — The 
New  York  Commercial. 


Compound  Bill  and  Order  Forms  as  Applied 

to  Flour  Milling  Companies 

By  G.  B.  PENNEY 


The  accompanying  description  and  il¬ 
lustration  of  the  compound  bill  and 
order  form  of  the  Sheffield-King  Mill¬ 
ing  Co.  is  illustrative  of  what  is  possible 
in  the  way  of  economic  and  practical  short¬ 
cut  methods  in  the  making  of  invoices,  or¬ 
ders,  charge  records,  etc.,  through  the  me¬ 
dium  of  a  heavy  manifolding  billing  ma¬ 
chine  and  the  judicious  arrangement  of 
forms. 

The  set  consists  of — 

1.  Invoice. 

2.  Acknowledgment  of  Shipping  Directions. 

3.  Copy  of  Billing. 

4.  Bill  of  Lading.  Shipping  Tickets. 

5.  Shipping  Bill. 

6.  Order  for  Packer. 

7.  Copy  for  Mill. 

8.  Order  for  Loader. 

9.  Mill  Order. 

10.  Salesman’s  Copy. 

11.  Office  Record — for  binder  (posting  medium) 

12.  Office  Record  (for  alphabetical  filing). 

VARIETY  OF  SHEETS. 

The  reader’s  attention  is  called  to  the 
variety  of  sheets,  each  one  differing  from 
the  other  in  length,  width,  ruling  or  print¬ 
ed  matter,  and  yet  by  means  of  the  regis¬ 
tering  device,  with  which  the  flat  writing 
surface  of  the  Billing  Machine  is  equipped, 
it  is  possible  to  easily  and  accurately  regis¬ 
ter  the  various  forms  in  position  on  the 
machine,  and  to  re-insert  several  of  the 
sheets  for  completion  after  shipment  has 
been  made. 

SERIAL  NUMBERING. 

Each  of  the  twelve  sheets  of  this  com¬ 
pound  form  bears  the  same  serial  number 
in  the  upper  right  hand  corner,  for  identi¬ 
fication,  and  particularly  for  filing  purposes. 
The  various  sheets  composing  the  com¬ 
pound  form,  are  assembled  in  proper  regis¬ 
ter  by  the  printer,  and  are  padded  on  the 
left  edge. 

USE  WITH  CARBON  PAPER. 

The  efficiency  of  compound  forms  is  in¬ 
creased  by  the  use  of  suitable  carbon  paper. 
Heavy  weight  carbon  paper  which  is  adapt¬ 
ed  for  use  where  small  manifolding  results 
are  wanted,  will  not  do  for  this  class  of 
work ;  it  requires  a  thin  carbon  paper  which 


gives  a  ready  impression,  and  yet  which  will 
not  smear,  and  which  with  the  heavy  mani¬ 
folding  power  of  the  Billing  Machine  gives 
a  clear,  legible  impression.  The  Billing 
Machine  operator  does  not  waste  any  time 
in  placing  the  carbon  paper  between  the 
sheets  of  the  form,— this  is  generally  done 
in  advance  by  an  office  boy. 

PROPER  ARRANGEMENT  OF  MATTER. 

In  compound  forms,  the  top  sheet  of  same 
generally  contains  all  of  the  matter  which 
appears  on  the  sheets  underneath.  This 
form  is  unique  in  the  particular  that  cer¬ 
tain  information,  not  on  the  top  sheet,  ap¬ 
pears  on  the  bottom  of  ?ome  of  the  under 
sheets.  This  is  easily  accomplished,  as  the 
under  sheets  are  longer  than  the  top  sheet, 
which,  in  this  case,  is  the  Invoice.  If  some 
of  the  typewritten  matter,  shown  on  the 
top  sheet,  is  not  wanted  on  some  of  the 
sheets  underneath,  the  later  are  made 
either  narrower  or  shorter,  in  order  that 
said  information  will  not  manifold  thereon. 

TRANSCRIPTION  OF  ORDERS  ON  COMPOUND 
FORM. 

When  an  order  is  received,  headings, 
quantity  ordered,  description  of  goods,  and 
in  this  case  the  price,  are  typewritten  there¬ 
on  by  the  Billing  Machine  operator.  The 
various  sheets  of  the  form  are  then  ready 
for  distribution  to  the  different  departments 
as  follows : 

Invoice  and  other  sheets  are  held  tem¬ 
porarily,  awaiting  shipping  information, 
weights,  etc. 

Some  of  the  sheets  are  sent  to  the 
cashier’s  department,  viz. :  Invoice ;  Shipping 
Tickets:  Copy  of  Billing,  Bill  of  Lading, 
Shipping  Bill ;  Salesman’s  Copy ;  Office  Rec¬ 
ord,  for  binder  (posting  medium)  ;  Office 
Record,  (for  alphabetical  filing),  and  they 
are  filed  together  numerically,  (according 
to  serial  number  in  the  upper  right  hand 
corner),  in  a  suitable  file  pending  shipment 
of  goods. 

The  Acknowledgment  of  Shipping  Direc¬ 
tions  is  the  only  sheet  which  is  mailed  im- 
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mediately.  It  goes  to  the  customer,  and 
gives  him  an  exact  copy  of  the  order  as  en¬ 
tered,  and  gives  the  opportunity  of  detect¬ 
ing  and  preventing  errors. 

SHEETS  HANDED  TO  MILL. 

Order  for  Packer  is  printed  in  red  ink 
for  quick  identification ;  Copy  for  Mill ;  Or¬ 
der  for  Loader  (printed  in  green  ink)  ; 
Mill  Order. 

All  are  handed  to  the  mill  with  the  nec¬ 
essary  information  thereon  for  proper  fill- 
iii"  of  the  order. 

Note  that  beginning  with  the  sheet  Or¬ 
der  for  Packer,  all  the  succeeding  sheets 
are  longer  than  those  preceding,  and  that 
instructions  to  the  mill  appear  on  the  bot¬ 
tom  thereof,  relating  to  special  care  in  pack¬ 
ing,  etc.,  etc.,  which  information  is  mani¬ 
folded  on  all  of  the  remaining  sheets,  ex¬ 
cept  the  Salesman’s  Copy. 

Order  for  Packer  and  Copy  for  Mill  are 
retained  at  the  mill,  and  some  of  the  space 
provided  for  notations  thereon  is  used 
sometimes,  not  always. 

Order  for  Loader  is  pasted  inside  of  the 
railroad  car  in  some  accessible  place,  where 
it  can  be  referred  to  at  any  time  during  the 
process  of  loading,  and  finally  for  check¬ 
ing  ofif  the  goods  upon  arrival  at  destina¬ 
tion. 

When  the  order  is  completed  and  loaded, 
the  Mill  Order  is  properly  filled  out,  show¬ 
ing:  Shipment  number,  capacity  of  car, 

amount  loaded,  date  loaded,  car  initial, 
car  number. 

The  Mill  Order  is  then  returned  to  the 
cashier’s  department,  which  department  at¬ 
tends  to  the  billing.  The  serial  number  in 
the  upper  right  hand  corner  of  the  Mill 
Order  enables  the  cashier’s  department  to 
properly  remove  from  the  file  the  sheets. 


being  held,  of  fue  same  serial  number, 
which  can  now  he  completed. 

These  sheets  are:  Invoice;  Shipping  Tick¬ 
ets  :  Copy  of  Billing,  Bill  of  Lading,  Ship¬ 
ping  Bill ;  Salesman’s  Copy,  and  two  Of¬ 
fice  Records  (one  a  posting  medium,  and 
one  for  filing). 

The  next  step  is  to  fill  in  with  pen  and 
ink,  the  extensions,  deduction  for  freight, 
total,  salesman’s  commission,  and  the  ship¬ 
ping  information  on  the  Office  Record  for 
binder  (posting  medium). 

This  sheet  is  then  handed  to  the  billing 
operator,  who  places  the  Invoice ;  Shipping 
Tickets :  Copy  of  Billing,  Bill  of  Lading, 
Shipping  Bill;  Salesman’s  Copy;  Office 
Record  (for  alphabetical  filing),  on  the  ma¬ 
chine,  and  transcribes  the  figures,  shipping 
information  and  invoice  date  thereon. 

The  pen  written  matter  on  the  Office 
Record  for  binder  (posting  medium)  is  then 
checked  with  the  same  typewritten  matter 
on  the  Office  Record  (for  alphabetical  fil¬ 
ing),  which  proves  the  correctness  of  all  the 
typewritten  sheets. 

Invoice  is  then  mailed  to  the  customer. 

Salesman’s  Copy  is  mailed  to  the  sales¬ 
man. 

Office  Record  for  binder  is  handed  to  the 
book-keeper  as  a  posting  medium. 

Office  Record  (for  file)  is  filed  alpha¬ 
betically  as  a  cross  reference. 

The  shipping  tickets  are  disposed  of  as 
follows :  Bill  of  Lading  goes  with  a  draft. 

Shipping  Bill  goes  to  the  railroad  agent. 

Copy  of  Billing  is  filed  chronologically, 
according  to  the  railroads  over  which  the 
shipment  has  been  made. 

The  advantages  are:  Increased  speed  in 
handling  orders;  useless  rewriting  elimin¬ 
ated;  useless  checking  eliminated;  saving 
in  time,  help  and  errors;  legibility;  maxi¬ 
mum  results,  minimum  of  work. 


The  Republican  Mine 

THIS  SYSTEM  OF  ACCOUNTING  IS  NOW  IN  USE  BY  THE  REPUBLICAN  GOLD 
MINING  COMPANY,  OF  CALIFORNIA,  AND  MANY  OTHER  EQUALLY  LARGE 
MINING  CORPORATIONS  IN  DIFFERENT  PARTS  OF  THE  COUNTRY 

By  H.  C.  HOUGHTON 


a  NY  system  of  accounting  for  mining 
corporations  to  be  effective,  must  dif¬ 
fer  materially  from  methods  employed 
in  ordinary  commercial  business.  It  is  of 
the  first  importance  to  cover  every  corner 
with  safeguards,  and  leave  no  outlet  ex¬ 
posed  to  leakage.  It  is  difficult  to  convey 
in  writing  an  adequate  idea  of  a  complete 
system  of  mine  accounting.  It  is  thought 
best,  rather  than  enter  into  unnecessary  de¬ 
tails,  to  simply  illustrate,  by  means  of 
forms  which  will  appeal  to  the  practical 
miner,  manager  and  book-keeper,  the  way 
to  show  whether  the  property  pays  or  does 
not  pay,  and  where  the  leak  is,  if  leakage 
exists.  The  system  here  illustrated  was 
designed  by  the  writer  for  the  Republican 
Gold  Mining  Company  of  California,  and 
has  been  adopted  by  other  companies  as 
well  suited  to  their  needs. 

Fig.  1  shows  the  method  of  accounting 
for  the  force  employed,  how  and  where 
disposed,  material  used,  and  the  net  re- 
.sults  of  each  shift’s  work.  This  blank  is 
filled  out  by  each  underground  shift-boss 
when  his  force  is  through  for  the  day. 
Figs.  2  and  3  give  the  foreman’s  detailed 
reports  for  each  shift,  made  up  from  the 


shift-bosses’  report;  the  underground  and 
surface  forces  separated.  Fig.  4  is  an  im¬ 
portant  sheet,  as  the  blacksmith  shop  ex¬ 
pense  is  usually  a  heavy  one,  and  leaks 
there  are  frequent.  Fig.  5  is  an  index  to 
the  character  and  usefulness  of  the  worker, 
and  by  comparison  shows  whether  or  not 
he  is  worth  what  he  costs.  Fig.  G  is  a  re¬ 
capitulation  of  the  whole  force,  under¬ 
ground  and  surface,  kept  in  the  office  rec¬ 
ords  by  the  mine  book-keeper,  to  deter¬ 
mine  mining  costs  and  for  comparison  as 
needed.  Fig.  7  gives  the  detailed  mill  re¬ 
port  and  needs  no  explanation.  Fig.  8 
covers  the  mine  equipment  and  improve¬ 
ment  account  for  the  month.  Fig.  9  gives 
a  summary  of  the  development  work  in 
progress  during  the  month.  Fig.  10  shows 
a  summary  of  the  cost  of  operating  the 
mine,  in  detail.  Fig.  11  is  a  condensed 
statement  of  the  whole,  arrived  at  by  tabu¬ 
lating  the  reports  previously  illustrated. 

Vouchers  are  used  in  payment  of  all  bills 
and  accounts  excepting  labor,  for  which 
the  usual  pay  roll  blank  is  most  conveni¬ 
ent,  each  man  signing  the  sheet  when  paid 
off.  The  voucher  is  as  per  Fig.  12. 

The  reverse  of  the  vouchers  give  num- 
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ber,  date,  payee,  when  oaid  and  account  to 
which  the  amount  is  charged,  and  they  are 
filed  away  in  bundles  according  to  numbers, 
so  as  to  be  easy  of  reference.  A  voucher 
is  required  for  every  payment  made,  and 
each  item  in  the  cash  book  gives  its  voucher 
number  to  facilitate  auditing  as  well  as  for 
ready  reference.  A  record  book  of  vouch¬ 
ers  is  kept,  showing  number,  date,  payee, 
to  what  account  charged  and  date  of  filing. 

The  usual  cash  book,  journal  and  ledger 
are  used  as  in  mercantile  business,  the  cash 
book  ruled  into  as  many  columns  as  the 
needs  of  the  accounts  require— say  six  or 
more  on  each  side — headed  with  the  appro¬ 
priate  accounts,  and  the  totals  are  posted 
monthly.  The  usual  system  of  journaliz¬ 
ing  and  posting  is  followed,  of  course,  and 
it  is  not  deemed  necessary  to  explain  forms 
that  any  accountant  or  book-keeper  must 
already  know.  Trial  balance  and  store 
stock  books  with  others  auxiliary  to  the 
needs  of  the  business,  are  also  used  as  oc¬ 
casion  may  require.  Where  the  mine  em¬ 


ploys  a  large  number  of  men,  a  time-keeper 
has  charge  of  the  foremen’s  reports,  time 
books  and  weekl}'^  labor  reports,  leaving  the 
more  intricate  sheets  to  the  book-keeper 
and  accountant.  The  millman  or  mill  fore¬ 
man  usually  makes  his  reports,  fully  made 
up,  directly  to  the  manager.  The  miners’ 
and  laborers’  time  cards  simply  give  name, 
date,  time  consumed  and  place  of  opera¬ 
tions.  (See  Fig.  13.) 

Material  and  supplies  are  obtained  from 
the  store-keeper  on  an  order  or  requisition 
from  the  mine  foreman  only,  giving  the 
use  for  which  the  articles  are  intended. 
The  store-keeper  should  make  a  monthly 
report  of  material  consumed,  and  for  what 
purpose,  and  state  quantities  on  hand  at 
the  beginning  of  each  month.  If  shipments 
of  bullion  are  made  to  the  mint,  or  sul- 
phurets  to  an  outside  smelter,  due  note 
should  be  furnished  the  mine 'office  by  the 
mill  foreman,  specifying  quantities,  assay 
values,  etc.,  and  such  records  be  entered  in 
a  book  kept  for  the  purpose.  • 
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Where  the  mining  company  operates  a 
store  for  the  convenience  of  the  miners, 
the  accounts  of  merchandise  purchases  and 
payments  are  kept  as  in  any  mercantile 
business,  according  to  requirements.  Pur¬ 
chases  by  employes  of  the  company  may  be 
made  by  tickets  good  for  the  amounts 


stated  thereon,  and  which  are  bought  by 
the  employe  and  charged  to  him  on  the 
store  individual  ledger.  Before  pay  day, 
the  store  manager  makes  a  list  of  such 
accounts,  renders  it  to  the  company’s 
cashier,  and  the  charge  is  deducted  from 
the  wages  due.  In  this  way  the  store  is 
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kept  entirely  separate  from  the  company’s 
mining  operations,  and  can  make  no  bad 
debts,  as  each  man’s  standing  may  be  ascer¬ 
tained  before  be  is  given  credit  for  the 
tickets,  and  no  payments  are  made  to  him 
except  on  regularly  fixed  pay  days.  At 
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Figure  XIII. 


This  ticket  is  good  for  Five  Dollars  worth  of 

Merchandise  at  the  store  of . Company 

at  prices  quoted. 

' . Store  Manager 

Countersigned  by . 

Number . 

Figure  XIV. 

his  convenience,  the  company  cashier  gives 
the  store  manager  a  check  for  the  amount 
of  his  account  deducted  from  the  pay  roll. 
A  good  form  for  the  ticket  is  as  per 
Fig.  14. 

Tickets  may  be  issued  in  denominations 


of  five  cents  to  five  dollars  or  more,  or 
may  be  made  of  metal  and  stamped  appro¬ 
priately — care  being  taken,  of  course,  not 
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to  conflict  with  United  States  laws  gov¬ 
erning  coinage. 

FOR  COPPER  MINING  AND  SMELTING. 

For  smelter  records,  the  form  of  time 
cards  in  use  at  a  Utah  copper  company’s 
plant,  where  the  writer  was  in  charge,  is 
recommended.  (See  Fig.  15.)  This  may 
be  altered  or  adapted  to  suit. 

Next  is  the  Daily  Labor  Report,  made 
up  from  the  time  cards,  which  gives  the 
total  cost  of  labor  for  the  day  and  how 
distributed.  (See  Fig.  16.) 

The  next  to  be  considered  is  the  Smelter 
Report,  showing  in  detail  material  con¬ 
sumed,  labor  employed,  product,  etc.,  etc. 
(See  Fig.  17.) 

The  foreman  of  the  smelter  makes  his 
daily  Furance  Report  as  per  Fig.  18. 

The  assayer  gives  the  result  of  his  assays 
of  each  charge  as  per  Fig.  19. 


To  facilitate  figuring  the  monthly  cost  of 
labor,  the  work  of  each  laborer  at  a  given 
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. Payee 


Figure  XII. 
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rate  per  hour  is  entered  daily  on  a  sheet 
as  per  Fig.  20. 
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Certificate  of  Assay. 
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For  example,  there  are  ten  men  working 
at  $0.40  per  hour;  some  at  furnace  work, 
others  at  ditch,  general  expense  and  power 
plant.  All  are  entered  on  this  sheet  and 
the  total  cost  of  $0.40  men  thus  fixed.  A 
different  sheet  is  used  for  each  rate  of 
wages.  For  the  mine  department,  the 
plan  of  accounting  given  for  gold  mining 
may  be  followed  for  copper  mining  with 
equal  facility,  modified  and  arranged  to  suit 
any  special  exigency.  A  daily  report  from 
the  foreman  to  the  superintendent  may  he 
made  as  per  Fig.  21,  to  show  the  work 
going  on  and  where  the  men  are  employed. 

A  plan  similar  to  that  suggested  for  the 
smelter,  of  keeping  track  of  the  monthly 
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distribution  of  labor,  is  also  desirable  for 
the  mine,  and  can  be  arranged  as  per 
Fig.  22. 

In  conclusion,  it  should  be  the  aim  of 


every  mine  accountant  to  be  able  to  answer 
any  question  put  to  him  by  the  superin¬ 
tendent,  manager  or  board  of  directors  re¬ 
garding  costs  and  results,  and  he  cannot 
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be  too  minute  in  separating  one  from  the 
other.  A  multiplicity  of  ledger  accounts  is 
not  only  unavoidable,  but  should  be  insisted 
upon  as  absolutely  necessary  to  insure  ac¬ 
curacy. 

The  Commercial  Value  of  Foreign 
Languages. 

BY  MRS.  CONSTANCE  m'INTYRE. 

WHILE  this  may  be  considerably  less 
general  here  in  America  than  it  is  in 
any  of  the  different  countries  of 
Europe,  in  several  of  which  a  knowledge 
of  at  least  one  language  besides  one’s  na¬ 
tive  tongue  is  essential  to  any  really  good 
business  position,  still  it  is  nevertheless  de¬ 
cidedly  appreciable.  The  very  fact  that  the 
average  American,  through  his  geographical 
position,  which  renders  the  acquisition  of 
modern  languages  much  less  necessary  for 
him  than  for  others,  is  notoriously  weak  in 
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foreign  languages,  renders  it  all  the  more 
worth  while  for  the  man  who  is  ambitious 
to  command  a  superior  position,  to  familiar¬ 
ize  himself  with  at  least  one  foreign  lan¬ 
guage,  since  he  is  likely  to  have  compara¬ 
tively  few  rivals  in  his  knowledge. 

h'rom  traveling  positions  in  large  manu¬ 
facturing  concerns  that  supply  foreign  mar¬ 
kets,  down  to  clerks  in  wholesale  offices  and 
stores  the  ability  to  read  and  translate  at 
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sigh't  and  reply  in  the  same  language,  to  let¬ 
ters  from  French,  German  and  other  clients 
and  customers  would  give  a  man  consid¬ 
erable  advantage  and  additional  value  in 
the  eyes  of  his  employer  over  the  rank  and 
file,  to  whose  understanding  a  German  let¬ 
ter  written  in  the  spider-like  German  char¬ 
acters  is  as  remote  as  Hebrew  or  Chaldee. 

In  Switzerland,  where  the  revenue  of  the 
country  is  mainly  derived  from  visitors  and 


tourists  from  other  lands,  besides  the  fact 
of  its  being  a  composite  country,  in  differ¬ 
ent  parts  of  which  French,  German  and 
Italian  respectively,  are  the  indigenous  lan¬ 
guages  of  the  people,  any  man  who  is  not 
fairly  familiar  with  at  least  two  languages 
besides  his  own,  English  being  one  of  them, 
has  no  chance  for  even  a  good  position  as 
clerk  in  a  store,  where  it  will  be  constantly 
necessary  for  him  to  wait  on  Americans, 
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English,  French,  Germans  and  Italians — 
especially  the  former,  since  Americans  and 
English  people  travel  much  more  than  any 
other  nationality.  In  all  the  trains  and 
public  places  in  Switzerland  notices  are 
written  in  all  four  languages — French,  Ger¬ 
man,  English  and  Italian. 

To  many  people  who  acquire  a  half 
hearted  smattering  of  Erench  at  school, 
nine-tenths  of  which  they  have  already 
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almost  forgotten,  the  acquisition  of  any 
foreign  language  seems  a  terrible  un¬ 
dertaking.  There  is,  of  course,  a  good 
bit  of  “grind”  involved  in  the  begin¬ 
ning  of  any  language— especally  the 
first,  since  a  knowledge  of  one  is  a 
great  help  in  acquiring  others  later.  But 
then  that  applies  to  almost  anything  that 
is  worth  learning,  and  I  think  an  intelligent 
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person,  particularly  if  they  have  some 
knowledge  of  Latin,  would  be  surprised  to 
see  how  soon  they  reach  the  point  of  leav- 
ing  the  mere  drudgery  behind  and  really 
begin  to  enjoy  the  study  of  any  foreign  lan¬ 
guage. 

Especially  when  one  works  at  it  chiefly 
alone  I  think  it  is  far  easier  to  learn  to  read 
and  write  a  language  creditably  than  to 
speak  it;  which  is  fortunate,  since  in  Amer¬ 


ica  that  is  the  kind  of  knowledge  to  have 
perhaps  more  commercial  value  than  con¬ 
versational  ability.  This  applies  especially 
to  French,  which  is  pronounced  so  differ¬ 
ently  from  the  way  it  is  written.  German, 
though  perhaps  more  difficult  in  the  begin-' 
ning  than  French  is  more  satisfactory  in 
this  way:  it  is  pronounced  just  as  it  is 
written,  so  that  once  having  learned  the 
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words  one  feels  surer  of  their  lasting  pos¬ 
session. 

In  France,  Germany,  Italy  and  else¬ 
where  on  the  continent  of  Europe  they 
have  a  system  in  vogue  called  “conversa¬ 
tion  lessons,”  or  “exchange  lessons,”  where¬ 
by  anyone  without  either  the  inclination  or 
sufficient  funds  at  their  disposal  to  take 
regular  private  lessons  from  a  professor 
of  languages,  finds  someone  wishing  to 
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learn  his  own  language  of  the  same  na¬ 
tionality  whose  language  he  himself  is  de¬ 
sirous  of  learning. 

Suppose  an  American  residing  tempo¬ 
rarily  in  Paris  or  Lausanne,  for  instance, 
wishes  to  supplement  his  home  knowledge 
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of  French,  consisting  probably  of  a  little 
grammar  and  elementary  translation,  with 
conversation  lessons,  he  advertises  in  a  lo¬ 
cal  paper  in  this  way:  “Wanted,  French 
conversation  lessons  in  exchange  for  Eng¬ 
lish.” 


He  will,  in  all  probability,  have  several 
replies  from  which  he  can  select  one  of  the 
most  promising.  If  both  are  engaged  dur¬ 
ing  the  day  in  some  business  or  other  they 
will  arrange  to  meet  two,  three  or  more 
nights  a  week  in  each  others’  rooms,  alter¬ 
nately.  If  they  are  both  beginners  they 
have  of  course  to  use  a  grammar  at  first 
and  have  regular  lessons  to  recite  to  one 
another.  But  the  best  way  is  to  get  that 
part  over  alone,  and  then  just  ordinary 
conversation  in  French  one  night  and  Eng¬ 
lish  the  next  really  helps  more  than  any¬ 
thing  else,  though  reading  a  book  para¬ 
graph  about  is  excellent  practise.  Letters, 
too,  are  written  and  brought  for  correc¬ 
tion. 

In  Germany,  France,  Italy  and  indeed  all 
over  the  continent  this  eminently  practical 
and  satisfactory  plan  of  familiarizing  one¬ 
self  with  a  foreign  language,  at  practically 
no  expense  whatever,  is  much  in  favor.  I 
think,  having  tried  both  plans  pretty  ex¬ 
tensively  myself,  that  attending  regular 
classes  for  which  one  pays  at  varying  rates 
is  far  less  successful  in  familiarizing  one 
rapidly  with  a  foreign  language  than  the 
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The  only  sure  way  is  to  take  care  of  your 
money  and  make  every  dollar  of  it  work  as  hard 
as  it  safely  can. 

Money  deposited  here  is  safe  and  earns 

5%  interest 

compounded  semi-annually,  from  the  day  it  is 
received  until  withdrawn. 

We  have  been  established  11  years  and  loan 
money  only  on  improved  real  estate.  No  specula¬ 
tion;  simply  a  business  investment  which  keeps 
the  principal  safe  and  pays  you  for  the  use  of 
your  money. 

You  control  your  money  at  all  times  and  can 
withdraw  it  whenever  you  want  without  advance 
notice. 

Our  free  booklet  clearly  explains  our  proposition 

CALVERT  MORTGAGE  &  DEPOSIT  CO. 

Dept.  C,  Calvert  Building,  Baltimore,  Md. 
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exchange  system.  It  has  moreover  an¬ 
other  advantage — no  slight  one  to  forlorn 
sojourners  in  a  foreign  land— that  of 
sociability,  very  pleasant  connections  being 
frequently  brought  about  in  this  way. 

Since  there  are  in  all  our  big  cities  for¬ 
eigners  of  every  Kuropean  nationality  it 
would,  though  less  common  here,  be  just 
as  practicable  for  Americans  to  institute  a 
system  of  exchange  lessons  with  one  or 
other  of  them.  It  would  pay  such  an  one, 
however,  who  had  determined  to  gain  a 
working  acquaintance  with  some  particular 
foreign  language,  first  to  buy  himself  a 
good  grammar  and  after  working  conscien¬ 
tiously  a  little  (not  necessarily  mastering 
the  whole  grammar  first),  get  a  short  easy 
novel  and  dictionary,  and  go  through  it 
alone  before  beginning  his  conversation  les¬ 
sons,  as  he  would  then  be  more  in  a  posi¬ 
tion  to  benefit  by  them  to  the  full.  If,  how¬ 
ever,  he  be  unused  to  studying  any  lan¬ 
guage  and  feel  at  sea  alone  he  could  of 
course  begin  the  exchange  system  at  the 
outset,  although  so  doing  would  consume 
a  double  amount  of  his  time.  Still  even  the 
English  lesson  which  one  gives  in  return 
for  the  French  (or  whatever  it  is)  is  not 
throwing  away  time,  for  in  making  a  for¬ 
eigner  understand  one’s  own  language  one 
learns  a  good  deal  of  his  by  the  way. 


A  Convenient  Form  of  Voucher  Check. 

I!Y  C.  W.  BliERSOWER. 

SFORM  of  voucher  check  is  herewith 
illustrated  which  I  think  might  be 
useful  and  convenient  to  concerns  de¬ 
siring  a  simple  form  of  voucher.  I  will 
add  here  a  few  suggestions  that  may  be  of 
help  in  better  understanding  its  advantages. 


The  size  of  the  voucher  (3  6-8  by  8  5-8) 
permits  its  being  mailed  in  a  No.  7  govern¬ 


ment  envelope  without  being  folded,  as  is 
not  the  case  with  most  vouchers.  With 


What  Is  Daus' Tip-Top? 


TO  PROVE 


that  Daus’  “Tip-Top”  Dupli- 
cator  is  the  best,  simplest  and 
cheapest  device  for  making 

100  Copies  from  Pcn-written  and 
50  copies  from  Typewritten  Original 

We  are  willingr  to  send  a  complete  Duplicator  wlOiout 
deposit*  on  10  days  trial,  if  you  mention  T/tf  Bop*- 
Keeper.  No  mechanism  to^et  out  of  order,  no  washing, 
no  press,  no  printer's  ink.^  The  produrt  of  23  years  exper¬ 
ience  in  Duplicators*  Price  for  complete 
size,  (prints  8%  in.  by  13  in.)  ^7.50,  subject  (CC  AA 
to  die  trade  discount  of  SSj^percent.,  or  I'Cl 


FELIX  A.  C.  DAUS  DUPLICATOR  CO.,  Daus  Building,  111  John  Street,  NEW  YORK 
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most  vouchers  it  is  necessary  for  the  payee 
to  sign  and  also  indorse  the  voucher  before 


READ  CARErULLT 

|-  this  Yo^cl)er- ChecK  I'sfoDijij incorrect 
jor-  on  SCTtlen^t  flnd  iciTisjciclioi^'^of 
ciccoddI^ ds  wiTKio  sldtedi  reiuri^ 
nor)  to  TF)€  od' 


correcTiofj  to  T^e  ^ 
bcikn\  Vfl 


kns  Hdrdwinrc  to 


E:i)donerr\ent  byf^e  pdyee.  is  acKjjo^v- 
kd^iTve^^  pciyrrvent  CK^d  satisfacti'or) 

o|  T^e  ciccoyj^tT 


Back  of  Voucher. 


the  bank  will  pay  it.  With  this  form  the 
indorsement  only  is  necessary.  The  space 
on  the  left  hand  may  be  used  for  a  business 
card  or  for  any  purpose  which  may  better 
suit  the  individual  case.  The  Voucher  No., 
Series  of,  or  date,  and  the  amount  of  the 
check  all  come  on  the  left  hand  end,  and 
near  together,  thus  making  it  convenient  to 
file  away. 

If  the  space  as  here  shown  is  not  large 
enough  then  an  additional  dollar  and  cent 
column  may  be  put  in  the  center  of  this 
space,  thus  giving  more  s^ace  for  itemizing 
the  original  account  for  which  the  voucher 
is  intended  to  cover. 

The  name  of  the  bank  should  be  in  red 
ink  as  this  makes  it  easier  for  the  holder 


to  tell  on  which  bank  it  is  drawn  and  more 
convenient  for  banks  in  forwarding  for  col¬ 
lection.  The  words  on  the  back,  “Read 
Carefully,”  should  also  be  in  red  ink.  The 
wording  on  back  makes  it  a  good  and  bind¬ 
ing  receipt  and  prevents  any  misunderstand¬ 
ing  in  case  voucher  should  not  be  for  cor¬ 
rect  amount. 

Many  concerns  have  adopted  this  form. 
One  was  using  a  double  form  or  folded 
voucher  with  receipt  at  bottom  but  they  like 
this  form  better. 


Wasted  Advertising. 

BY  H.  L.  C.  HALL. 

ANOTHER  TALK  TO  THE  RETAILER. 


Your  advertising  has  a  story  to  tell. 
To  begin  with,  you  should  tell  it  to 
someone  who  may  become  interested 
to  the  point  of  purchase.  You  might  talk 
about  silk  hats  to  an  audience  of  police  of¬ 
ficers  and  talk  ever  so  convincingly  and 
ever  so  persistently,  but  your  chance  of 
making  sales  is  slim.  Seek  first  your  inter- 
c  .ed  audience  of  possible  purchasers  and 
tell  your  story  to  them.  Don’t  waste  your 
ammunition  on  empty  air.  To  find  and 


EDIT 


WANT  A  DIAMOND 


There  are  82,000,000  people  in  the  United 
States.  Every  one  of  them  wants  a  Diamond!  A 
Diampnd  is  the  emblem  of  prosperity.  Its  bright 
and  vivid  rays  of  liquid  fire  are  an  everlasting  de¬ 
light!  The  most  acceptable  present  a  lady  can  re¬ 
ceive  is  a  Diamond!  Remember  that  Diamonds 
win  Hearts.  A  Diamond  is  the  gift  of  all  gifts,  it 
lasts  forever  and  is  a  continual  reminder  of  the 
giver's  affection.  Now  is  the  time  to  obtain  a 
Diamond  bythe  Famous  LOFTIS  CREDIT  SYSTEM. 
Write  To-day  for  a  copy  of  our  Catalog,  1000  illus¬ 
trations,  and  our  Souvenir  Diamond  Booklet.  We 
will  mail  both  to  you  free.  Write  To-day! 

We  will  send  the  Diamond,  the  Watch  or  the  article 
of  Jewelry  you  select  on  approval.  If  you  like  it  pay 
one-flfth  the  price  and  keep  It.  Send  the  balance  di¬ 
rect  to  us  la  eight  equal  monthly  payments.  We  pay 
all  express  charges.  We  ask  no  security.  We  create 
no  publicity.  We  make  no  Inquiries  of  your  em¬ 
ployer.  All  transactions  are  confidential. 

Terms  easiest;  goods  finest;  prices  lowest,  low¬ 
er  than  your  home  jeweler  asks  for  spot  cash.  We 
are  the  original,  the  largest,  the  most  reliable  Dia¬ 
monds  on  Credit  house.  The  Famous  LOFTIS  SYS¬ 
TEM  received  the  Highest  Award— the  Gold  Medal — 
at  the  St.  Louis  Exposition.  Write  for  Catalog! 

Diamond  Cutters 
Watchmakers,  Jewelers, 
Dept  G-39,  92  State  St. 
A  Chlcago,lll.,U.S.A. 

IBB  BROS  &  CO.  lasa  FnnKlin  Agency 


lOFTIS 
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reach  just  the  ones  you  want  for  your  audi¬ 
ence  is  no  easy  proposition.  If  you  are  so 
located  in  a  large  city  that  you  can  reas¬ 
onably  expect  to  draw  custom  from  the 
whole  community  you  must  broaden  the 
scope  of  your  appeals,  and  include  all  sorts 
of  mediums— newspapers,  street-car  cards, 
circulars,  program  announcements  and  the 
hundreds  of  special  advertising  propositions 
must  all  be  considered  and  considered  care¬ 
fully.  If  you  are  a  merchant  in  a  small 
community  depending  greatly  upon  rural 
trade,  your  mediums  will  be  entirely  dif¬ 
ferent.  If  you  are  a  merchant  in  a  resi¬ 
dence  section  of  a  large  community,  your 
advertising  will  necessarily  be  strictly  local 
in  character,  although  you  will  very  possibly 
be  greatly  surprised  to  find  how  far  the 
purchasing  public  will  go  to  get  just  what 
it  wants  served  just  as  it  wants  it. 

Before  going  after  more  business  by  ad¬ 
vertising  in  any  manner,  be  sure  that  you 
are  prepared  to  handle  it  satisfactorily.  It 
is  better,  by  far,  not  to  invite  additional 
trade  to  your  store,  than  to  secure  it  and 
then  disappoint  the  new  customer,  thus 
making  certain  that  his  or  her  first  call 
will  be  the  last. 

There  are  certain  sorts  of  fly-by-night  en¬ 
terprises  which  spring  up  in  every  com¬ 
munity  from  time  to  time.  These  induce 
purchasers  to  patronize  with  no  intention  of 
remaining  long  enough  to  make  a  second 
sale  even  if  it  were  possible.  These  are 
nothing  more  nor  less  than  the  old  gold 
brick”  game  in  a  different  dress.  We  may 
pass  them  here  except  to  suggest  that  local 
organization  should  find  a  way  of  keeping 
them  out  of  a  community  by  one  means  or 
another. 

The  successful  merchant  in  any  line  aims 
at  a  permanent  list  of  customers.  A  satis¬ 
fied  purchaser  is  your  best  advertisement. 
This  is  so  generally  acc.;pted  as  a  fact  as 
to  become  a  truism,  but  many  a  merchant 
fails  to  realize  that  there  is  another  element 
in  success  than  “good  goods  at  reasonable 
prices.”  Good  service  is  fully  as  powerful  a 
magnet  for  the  attraction  and  holding  of 
trade.  First  be  sure  that  you  are  serving 
your  present  customer  perfectly.  Not  mere¬ 
ly  acceptably — anyone  can  do  “fairly  well.” 
Make  your  service  exceptional.  Did  you 
ever  stop  to  wonder  why  you  were  content 
to  pay  five  dollars  at  Sherry’s  for  a  dinner 
which  you  could  get  at  a  less  pretentious 


place  or  at  home  for  a  half  or  a  quarter  of 
that  sum?  The  reason  is  found  in  two 
words,  “Exceptional  service.”  Price  does 
not  always  cut  so  much  of  a  figure  as  you 
may  suppose.  Many  a  customer  of  yours 
is  a  carping  critic  as  to  prices  in  your  store 
while  she  pays  twice  the  price  perhaps  in 
another  place  where  she  is  served  so  nicely 
that  she  forgets  all  about  the  price,  and 
does  not  care  a  rap  about  it  if  she  remem¬ 
bers  it.  Did  a  customer  of  yours  ever  leave 
your  store  in  a  pet  because  she  was  not 
waited  upon  as  promptly  as  she  wished? 
How  much  would  she  have  bought  that 
time?  How  much  of  her  trade  went  else¬ 


where  before  you  could  get  her  back?  Very 
possibly  the  profit  on  the  lost  sales  would 
have  paid  the  salary  of  another  clerk  during 
the  whole  period.  It  was  pretty  poor  policy 
to  economize  that  way.  It  was  advertising 
too — advertising  worse  than  wasted  for  it 
advertised  your  inability  to  care  for  youi 
trade.  Don’t  go  after  more  trade  till  you 
can  remedy  such  conditions,  if  any  such  ex¬ 
ist.  Be  honest  with  yourself.  Look  closely 
and  reform  if  reform  is  needed.  You  have 
no  business  to  heave  that  satisfied  sigh  until 


THE  IMPROVED 


ton 

Garter 

KNOWN  AND 
WORN  ALL  OVER 
THE  WORLD 

The  NAME  Is  Stamped 
ON  EVERY  LOOP— 


Send 

50c.  for  Silk, 
25c.  for  Cotton, 
Sample  Pair 


Lies  flat  to  the  leg-never 
slips,  tears,  nor  unfastens 

EVERY  PAIR  WARRANTED 

GEO.  FROST  CO.,  Makers 
Boston,  Mass.,  U.S.A. 


ALWAYS  EASY 
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yon  can  see  no  cliance  for  improvement. 
Here  are  a  few  things  of  which  you  should 
he  able  to  boast,  no  matter  what  your  line 
may  be,  from  drugs  to  dry  goods. 

A  neat  store. 

Attentive  clerks. 

Proper  prices. 

Prompt  delivery. 

An  absolute  guarantee. 

A  dirty  or  untidy  store  can  have  no  pos¬ 
sible  excuse — no  possible  excuse  whatever. 
If  you  cannot  keep  your  windows  and  your 
floor  clean,  you  are  a  failure — or  you  will 
be  shortly.  You  cannot  get  good  prices  in 
a  dirty  store.  Get  rid  of  your  careless  and 
inattentive  clerk.  He  is  dear  at  any  price. 
No  matter  what  you  pay  him,  it  is  too  much. 
He  hurts  your  trade.  He  can  never  get 
good  prices.  People  who  are  willing  to 
pay  good  prices  will  have  none  of  him.  A 
man  or  woman  with  money  to  spend  de¬ 
mands  attention  and  is  willing  to  pay  for 
it.  Deliver  your  goods  promptly,  just  when 
you  promise — not  an  hour  or  two  later. 
Don’t  ask  for  more  trade  until  you  can  do 
this.  You  cannot  keep  it  when  it  comes  to 
you.  The  guarantee  will  be  spoken  of  later. 


How  Can  Advertising  Hurt  tHe  Sales¬ 
man. 

BY  R.  N.  HULL, 

Editor  Sample  Case. 

N  the  face  of  the  proposition  it  might 
seem  that  advertising  should  invari¬ 
ably  help  the  salesman  and  if  of  the 
right  kind,  it  will,  but  there  develops  a 
disposition  on  the  part  of  the  advertiser  to 
overdo  the'  thing  which  is  sure  to  operate 
adversely  to  the  success  of  the  agent  who 
follows  in  the  wake  of  this  manner  of  an¬ 
nouncement. 

It  is  disappointing  to  the  prospective 
buyer  to  form  conclusions  based  on  state¬ 
ments  in  an  advertisement  to  look  over  the 
samples  presented  and  find  they  are  not  up 
to  the  specifications  set  forth  by  the  above 
means.  It  is  embarrassing  to  the  seller  to 
be  cited  to  the  defects  that  may  develop  in 
the  comparison  made  between  the  assertion 
made  and  the  article  itself.  There  is  no 
better  exemplification  of  the  axiom  that 
“Honesty  is  the  best  policy”  than  in  the 
matter  of  advertising.  That  is  when  it  is 
to  be  a  legitimate  trade  of  the  kind  that  in¬ 


vites  repetition.  How  many  commercial 
travelers  who  have  embarked  on  an  unsafe 
craft  of  this  description  and  have  gone  down 
with  ignominy  into  the  sea  of  oblivion  can 
never  be  known,  and  a  wise  commercial 
traveler  who  hopes  to  advance  in  his  pro¬ 
fession,  will  not  risk  his  reputation  by  al- 
ligning  himself  with  any  firm,  corporation 
or  company  who  will  make  extravagant 
statements  in  their  advertising  not  war¬ 
ranted  by  the  actual  facts  in  the  case. 

Judicious  advertising  is  certainly  of  ad¬ 
vantage  to  the  salesman.  The  publicity  that 
goes  ahead  of  him  prepares  the  way  as  do 
the  posters  of  a  coming  circus,  and  he  has 
the  advantage  over  the  one  who  comes  with 
unheralded  wares,  for  description  at  short 
range  does  not  at  all  times  bring  conviction 
which  is  the  basis  of  a  sale,  and  the  one 
who  approaches  the  buyer  with  something 
about  which  he  is  informed,  has  the  battle 
half  won.  Happy  is  the  solicitor  who  is 
backed  by  a  concern  who  can  make  good  on 
the  proposition  at  hand.  His  days  will  be 
long  in  the  land  and  his  coming,  if  not  at  all 
times  hailed  with  delight,  will  at  least  be¬ 
come  a  cordial  and  honest  welcome. 


- ~ -  - — 

HEADACHE 

is  the  brain’s  cry 
for  phosphates 


Every  effort  of  the  body  consumes 
phosphates.  When  the  supply  is  less 
than  the  demand,  derangement  takes 
place  and  headache  follows. 

Horsford’s 
Acid  Phosphate 

is  the  ideal  preparation  for  brain¬ 
workers.  Supplies  phosphates  in  a 
torm  readily  assimilated,  promptly 
relieving  headache,  nervousness  and 
insomnia. 

Pamphlet  containins'  full  information 
mailed  free  on  request. 

I  f  your  druggist  can’t  supply  you,  send  25 
cents  to  Rumford  Chemical  Works,  Provi¬ 
dence,  R.  I.,  for  sample  bottle,  postage  paid. 


Detroit  Board  of  Education 


A  description  of  a  card  system  for  recording  supplies  ordered, 

RECEIVED  AND  THEIR  DISPOSITION,  TOGETHER  WITH  A  GENERAL 
MENT  OF  appropriations  FOR  SAME  MADE  TO  FINANCE  COMMITTEE 


By  GEORGE  BROWN 

Secretary  and  Manager 


During  the  past  three  vears  under  the 
administration  of  George  Brown,  the 
secretary  and  business  manager,  many 
changes  and  improvements  in  the  office  sys¬ 
tem  of  the  Board  of  Education  of  Detroit 
have  been  made,  contributing  to  greater  ac¬ 
curacy  and  economy  in  administration.  The 
most  important  of  these  is  the  application 
of  the  card  system  to  keep  track  of  the  sup¬ 
plies  passing  through  the  book  and  supply 
departments.  To  demonstrate  the  value  of 
an  accurate  stock  record,  a  card  system  cov¬ 
ering  the  text  books  and  a  few  classes  of 
supplies,  has  been  put  into  operation.  These 
cards  are  kept  in  a  cabinet,  and  show  at  a 
glance  the  situation  in  the  book  and  supply 
departments.  In  order  to  illustrate  the  op¬ 
eration  of  the  system  a  portion  of  a  card  set 
accounting  for  the  text  book,  Reed  s  W^ord 
Lessons”  is  herewith  reproduced,  showing 
the  number  of  books  on  hand  at  this  date, 
and  how  the  system  would  work  during  the 
term  ending  Jan.  24,  1904.  To  economize 
space,  the  schools  between  the  Berry  and 
Williams  have  been  eliminated. 

The  inventory  charges  the  department 
with  314  copies  on  hand.  If  2,100  copies 
were  purchased  August  20,  1903,  and  the  de¬ 
liveries  be  as  scheduled  there  should  be  417 
copies  on  hand  at  the  end  of  the  term.  Any 
member  of  the  Committee  on  Text  Books, 
or  any  person  designated  by  the  committee 
could  check  up  the  stock  on  hand.  Secre¬ 
tary  Brown  wishes  to  apply  this  system  to 
every  article  of  merchandise  that  passes 
through  the  department  during  the  year, 
even  to  the  bolts  of  cotton  which  are  cut 
up  in  small  pieces  for  use  in  sewing  classes. 
Without  this  system  the  Board  of  Educa¬ 
tion  must  depend  upon  a  series  of  memo¬ 
randa,  and  the  honesty  of  the  secretary  and 
his  supply  clerk.  In  the  secretary’s  opinion, 
this  is  a  slack  way  of  doing  business  when 
it  is  remembered  that  these  two  men  have 
the  handling  of  goods  to  the  value  of  nearly 


$40,000  a  year,  the  quantity  increasing  an¬ 
nually. 

Connected  with  this  card  system  is  a  sup¬ 
plementary  system  which  makes  it  still 
more  valuable.  A  few  thousand  stock  tabs 
were  purchased  from  a  card  manufac¬ 
turing  concern.  This  tab  consists  of  a 
steel  clip  about  one-half  inch  in  length 
which  can  be  attached  to  a  card  on  the 
same  principle  that  the  new  style  paper 
fastener  is  used.  W^hen  attached  to  the 
stock  card  at  the  left  end,  it  indicates  that 
the  stock  of  that  particular  article  is  at  its 
maximum.  As  the  stock  decreases,  it  is 
moved  towards  the  right,  thus  posting  the 
stock  clerk  as  to  the  proper  time  to  order. 
When  it  is  at  the  middle  he  knows  that  it 
is  time  to  begin  to  figure  on  new  goods. 

Since  the  establishment  of  the  scientific 
departments  in  the  high  schools  it  has  al¬ 
ways  been  found  necessary  to  permit  the 
heads  of  these  denartments  to  buy  many  of 
their  supplies  direct  instead  of  through  the 
secretary.  He  found  that  this  caused  end¬ 
less  confusion  in  the  book-keeping  depart¬ 
ment.  Bills  would  come  in  months  after¬ 
wards  and  the  liability  on  these  accounts 
could  not  easily  be  ascertained.  The  trip¬ 
licate  order  system  was  devised,  each  high 
school  being  furnished  with  an  order  book, 
the  blanks  in  which  read  as  shown. 

The  principal  retains  one  copy  in  his  book, 
sends  the  secretary  the  second,  and  the  third 
goes  to  the  firm  from  whom  the  goods  are 
ordered.  The  three  blanks  are  printed  on 
three  different  tints  of  paper,  and  the  writ¬ 
ing  is  done  by  carbon  process.  The  yellow 
copies  which  the  secretary  receives  are  re¬ 
ferred  to  the  book-keeper,  and  if  the  bills 
do  not  come  in  promptly  they  are  sent  for. 

The  triplicate  order  system  has  also  been 
applied  to  requisitions  for  books  for  indi¬ 
gent  pupils  attending  the  high  schools,  as 
the  free  text  book  law  covers  only  the  pri¬ 
mary  and  grammar  grades.  The  principal 
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Lop  off  labor  by  doing  ten 
things  at  once 


in  the  Billing  and  Book¬ 
keeping  Department. 

LOP  OFF  EXPENSE 

by  billing  and  book¬ 
keeping  with 

Elliott— Fisher 
Billing 
Machine 

LOP  OFF  PREJUDICE 

and  investigate  our 
claim  to  save  from  yi 
to  Yi  of  your  present 
expense  by  the  Elliott- 
Fisher  Method. 

LOP  OFF  TIME 

by  using  the  key  to 
our  Information  De¬ 
partment,  and  doing  it 
now. 

Just  mail  us  the  attached  key  and  we 
will  open  the  door. 

The 

Elliott—Fisher  Company 

Makers  of  the  only  real  billing  machine. 

If  any  one  tells  you  of  any  other  billing 
machines,  look  wise  and  wink. 

329-331  Broadway,  New  York 

OFFICES  AND  AGENTS  ALMOST 
EVERYWHERE 

Grand  Prize  (Highest  Possible  Award)  St.  Louis,  1904 


Here’s  the  Key 
to  Our 
Information 
Door 


Are  you  making  bills  with 

pen? . pencil? . 

or  typewriter? . 

Do  you  take  letter-press 

copy  of  bills? . or  loose 

carbon  copy? . or  use 

manifold  bill-book? . 

or  make  separate  entry  in 
salesbook  or  journal? . 

Do  you  manufacture  and 
ship  from  the  original  order 

as  received . 

or  do  you  copy  the  orders  for 
your  shipping  and  other 
departments? . 

Is  it  desirable  or  necessary 
for  you  to  make  more  than 
one  copy  of  your  orders?.... 

Remarks . 


It  is  distinctly  agreed 
that  any  plan  or  sug¬ 
gestions  submitted  are 
to  be  without  expense 
or  charge  to  us,  and 
obligate  us  to  no  liabil¬ 
ity  direct  or  indirect. 

(Sign) . 


Per 
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magazine  and  the  book-keeper 


retains  one  copy  and  sends  the  other  two 
to  the  secretary’s  office.  One  is  turned  over 
to  the  book-keeper,  and  the  other,  after  be¬ 
ing  indorsed  by  the  secretary,  is  sent  to  the 
book  dealer  from  whom  the  books  are  pur¬ 
chased,  as  high  school  text  books  are  not 
kept  in  stock. 

The  old  system  of  obtaining  receipts  from 
the  principals  of  all  schools  for  books  and 
supplies,  was  to  make  an  itemized  list  of 
the  goods  sent  out  which  was  signed  on 
delivery  of  the  supplies.  An  enormous 
amount  of  labor  was  necessary,  as  a  man, 
with  horse  and  wagon,  is  kept  busy  ten 
hours  a  day  delivering  supplies.  The  prin¬ 
cipal  now  makes  the  requisition  in  tripli¬ 
cate  with  carbon  paper,  retains  one  in  the 
book  and  sends  the  other  two  to  the  secre¬ 
tary.  The  supply  clerk  retains  one,  and 
sends  the  other  with  the  goods.  On  deliv¬ 
ery,  each  item  is  checked  off  and  the  prin¬ 
cipal  signs  this  carbon  copy  which  is  re¬ 
turned  to  the  supply  clerk  by  the  teamster. 


It  is  then  filed  away  together  with  the  or¬ 
iginal  requisition,  thus  accounting  for  all 
goods  which  the  stock  cards  credit  the  de¬ 
partment  with  as  being  delivered.  The  in¬ 
ventory  sent  to  the  secretary  at  the  close 
of  the  year  by  the  principal  of  all  supplies 
in  the  building  must  check  with  the  stock 

C3.r(is. 

In  this  same  book  the  principal  also  keeps 
a  record  of  books  sent  in  for  repair.  The 
triplicate  is  sent  back  with  the  books,  a  rec¬ 
ord  being  made  thereon  of  those  books 

found  to  be  beyond  repair. 

Orders  for  supplies  not  kept  in  ^  stock, 
such  as  teachers’  desks,  tables,  chairs,^  li¬ 
brary  tables,  rugs,  coal,  firewood,  kindling, 
etc.,  were  formerly  sent  in  on  all  sizes  and 
varieties  of  paper.  A  form  is  now  used 
which  bears  the  complete  record  of  the 
transaction  on  its  face.  A  wagon  delivery 
record  is  also  kept.  Under  this  plan  the 
principals  know  when  to  expect  the  team¬ 
ster,  and,  except  under  extraordinary  con¬ 
ditions,  the  daily  routes  are  not  disturbed. 


WiT/Jh'.W.'fWi 


Form  III. 
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Sent  Prepaid  On  Approval 


Iff  This  Complete  Loose 
'7  Leaf  Record  Outfit 


In  the  United  States  \  ■  1 


^ }  Your  Choice  of  40  Special  Blanks 
f*f  Including  5  Ledger  Rulings 


$ 

$ 

$ 

$ 

$ 

$ 

$ 

$ 

$ 

$ 

$ 

$ 

$ 

$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 

$ 


Nearly  ten  thousand  business  men,  including  many  of  the 

larged  firms  in  the  country,  have  ordered  these  Special  Introdudory  Outfits.  They 
mud  have  found  they  possessed  all  the  merit  we  claim,  or  they  would  have  sent 
them  back.  Isn  t  it  reasonable  to  suppose  that  what  has  proven  valuable  to  so  many  others, 
would  prove  so  to  you  ?  It  don’t  cod  anything  to  order  one  and  try  it.  Jud  look  up 
our  rating,  and  send  us  a  dollar,  and  you  will  admit  that  it  was  the  bed  invedment  you 
ever  made ;  if  you  don  t  think  so,  send  the  outfit  back,  and  we  will  do  the  same  with 
your  dollar.  YOU  CAN’T  LOSE! 


Dimensions  of  Binders  When  Open 


16  in.  wide,  5%  in.  high,  1 in.  thick 


$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 
$1 

$1  $1  $1  $1  $1  $1  $1  $1  $1  $1  $1  $1  $1  $1  $1  $1  $1  $1 


ONE  COMPLETE  LOOSE  LEAF  BINDER — Covered  with  the  fineS  quality  of  imported  Buckram ; 
Size  5^4  high,  wide,  1/4*^  thick;  filled  with  Linen  Bond  Sheets  and  Indexes. 

TWO  HUNDRED  (200)  PRINTED  RECORD  SHEETS— Size  8"  wide  by  5"  high  (your  choice  of 
hve  (5)  Ledger  Rulings  or  any  of  the  forty  (40)  different  forms  IM  below),  made  of  a  fine  quality 
linen  bond  paper. 

ONE  COMPLETE  SET  TWENTY-FIVE  (25)  ALPHABETICAL  IND^X  SHEETS— With 
durable  tabs  printed  on  both  sides. 

TWENTY-FIVE  (25)  PLAIN  MOVABLE  METAL  MARKERS  —  For  indexing  the  records  by 
dates,  without  di^urbing  the  alphabetical  arrangement. 

List  of  Special  Printed  Forms  Furnished  VS^ith  This  Outfit : 


The  Five  hedger  Ituliugs  ; 
Center  Ruled  Ledger  Forms  No.  117C 
Extra  Debit  Ledger  Forms  No.  117D 
Petty  Ledger  Forms  No.  117 
Standard  Ledger  Forms  No.  117B 
Double  Ledger  Forms  No.  117  E 
Advertising  Contracts  No.  160 
Advertising  Returns  No.  136 
Cost  of  Production  No.  115 
Catalogue  Indexing  No.  151 
Cash  Book  Ruled  Sheets  Nos.  126-128 
Duplicating  Requisition  Blanks 
Dentist’s  Records  No.  107 
Employees  Records  No.  143 
Following  Up  Collections  No.  145 
Freight  Claims  No.  110 


Horizontal  Ruled  Forms  [Five  Colors] 
Household  Expense  Records  No.  161 
Installment  Accounts  No.  123 
Insurance  Office  Records  No.  199 
Insurance  Solicitor’s  Records  No.  155 
Journal  Ruled  Sheets  Nos.  126-128 
Lawyers’  Collection  Docket  No.  137 
Library  Indexing  No.  159 
Lodge  or  Society  Records  No.  127 
Mortgage  and  Loan  Records  No.  132 
Monthly  Time  Sheets  No.  121 
Orders  Received  Blanks  No.  130 
Plain  Manila  Sheets  for  Scrap  Book 
Price  List  Blanks  No.  133 
Publishers  Subscription  List  217 
Physicians’  Records  No.  140 


Purchasing  Agents  Forms  No.  157 
Prospective  Customers  List  No.  104 
Quadrille  Ruled  Forms 
Quotations  Given  No.  109 
Quotations  Received  No.  Ill 
Real  Estate  Records  No.  197 
Recapitulation  Blanks  No.  102 
Salesmen’s  “Follow  Up  ’’  No.  153 
Stock  on  Hand  Record  No.  113 
Weekly  Time  Sheets  No.  119 


Vieto  of  the  Bin  der 
Closed 


Our  FREE  Book  ”  Moore^s  Modern  Methods 

contains  128  pages  of  valuable  information  on  the  subjecfl  of  Bookkeeping 

and  Loose  Leaf  Accounting.  It  illu^rates  and  de¬ 
scribes  the  forty  different  forms  furnished  with  this 

outfit.  MAY  WE  SEND  IT  TO  YOU  } 

Our  Goods  are  not  Sold  hy  Dealers 

JOHN  G.  MOORE  CORPORATION 

328  Stone  St.,  Rochester,  N.  Y. 

Makers  of  Everything  in  the  Line  of  Blank  Books,  Loose  Leaf  Binders,  Office  Stationery. 
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One  of  the  difficulties  which  the  various 
committees  have  met  with  was  a  lack  of 
knowledge  as  to  the  exact  condition  of  each 
appropriation.  A  monthly  record  book  used 
to  be  kept,  but  it  appeared  that  it  would  be 
better  to  make  a  separate  statement  for  each 
committee,  a  copy  of  which  could  be  fur¬ 
nished  to  each  officer  concerned,  and  to  the 
chairman  of  the  Finance  Committee.  A 
form  is  now  used  which  is  filled  out  by 
the  chief  clerk  at  the  end  of  each  month, 
showing  the  exact  condition  of  each  fund. 
It  serves  as  an  effectual  check  on  the 
tendency  to  exceed  appropriations,  and  has 


resulted  in  a  close  economy  leaving  nice 
balances  in  several  funds  at  the  end  of  the 
fiscal  year.  To  illustrate,  the  form  for  the 
committee  on  Text  Books,  and  Course  of 
Study,  is  shown. 

Many  other  blanks  have  been  designed  by 
Mr.  Brown,  and  will  be  described  in  a  fu¬ 
ture  article.  The  Board  of  Education  of 
Detroit  is  a  big  institution.  There  are  74 
school  buildings,  1,000  teachers,  38,354  pu¬ 
pils,  $673,770  invested  in  sites  and  $3,507,245 
in  buildings.  The  annual  expenditures  ag¬ 
gregate  $1,500,000. 


Replies  vs.  Orders 


THFRE  IS  A  DIFFERENCE  BETWEEN  A  SHOPPER  AND  A  CUSTOMER.  SHOPPERS 
Mul?  BE  TURN™TO  CUSTOMERS  BY  THE  RIGHT  SORT  OF  SALESMANSHIP 


By  FRANKLYN  HOBBS 


The  “Advertising  Letter,”  or  as  it  is 
more  commonly  known,  the  Circular 
Letter,”  has  been  sprucing  up  consid¬ 


erably  during  the  past  few  years,  and  more 
care  and  attention  has  been  given  to  both 
its  internal  and  external  make-up.  A  dozen 
years  or  more  ago  circular  letters  were  in 
quite  common  use  and  some  very  creditable 
work  in  that  line  was  sent  out  by  the  fore¬ 
most  advertisers.  A  little  later  when  ex¬ 
perimenters  were  at  work  on  a  process 
which  was  intended  to  counterfeit  type¬ 


writing,  the  circular  letter  went  into  a  de¬ 
cline.  Little  care  was  exercised  in  its  com¬ 
position  and  a  great  deal  less  on  its  me¬ 
chanical  make-up.  It  was  dashed  off  in  a 
hurry  by  the  manager  or  the  stenographer, 
as  the  case  might  be ;  was  printed  on  the 
commonest  of  paper  in  a  type  which  was 
supposed  to  imitate  typewriting;  was  in¬ 
serted  in  a  pen  addressed  envelope  with 
the  flap  tucked,  and  decorated  with  a  one- 
cent  stamp,  that  beautiful  little  badge  of 
green,  which  says  to  the  recipient  so  plain 
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Alphabet  103 

4  other  styles  in  stock 


Month  103 

4  other  styles  in  stock 


J  K  in.  Printed  to  Order  2  in.  Printed  to  Order 

We  print  to  order  promptly  any  inscription  wanted 


TAGS  TO  WRITE  ON 


Plain  Leather  tags  are  made  of  light  tan  leather  which  presents  a 

— — ■ — — - - — ^ - — —  — -  good  surface  to  write  on  with  ink.  Paper  Faced  tags  have,  over 

the  leather,  a  .acing  of  best  J3utf  Scotch  Linen  Ledger  Paper,  which  gives  the  most  desirable  surface  known 
mr  writing  with  pen  or  pencil.  The  facings  are  exceedingly  durable,  but  may  be  renewed  when  desired 
Uummed  stickers  to  renew  the  facings  are  furnished  for  10  cents  per  one  hundred. 

\VF2  GUARANTEE  tag  to  be  not  only  perfect  in  material  and  construction,  but  to  PAY 

; — ■  —  for  itself  in  the  time  saved  by  its  use.  On  ledgers  they  save  one-half  time 

in  posting,  bor  general  purposes  the  saving  averages 
twenty  per  cent.  We  prepay  transportation  and  will 
send  tags  to  any  responsible  person  or  firm  on 
trial,  to  be  returned  if  not  found  profitable. 

“We  use  them  (26,000)  in  every  department” 

Simmons  Hardware  Company,  St.  Louis 

Repeated  Orders  from  the  Mutual  Life  Ins.  Co., 

New  York,  American  Tin  Plate  Co.,  Westinghouse 
Electric  &  Mfg.  Co.,  Merchants  Bank  of  Canada,  Mont¬ 
real,  National  Shawmut  Bank,  Boston,  and  hundreds  of 
similar  firms  prove  the  correctness  of  our  claims. 

We  have  never  found  an  office  so  large  and  but  few  so 
sosmall  but  that  at  leasta  few  of  our  tags  could' be  profit¬ 
ably  used.  Fill  out  the  coupon,  mail  it  with  your  letter¬ 
head  and  receive  our  catalog  and  price  list  showing  how 
YOU  can  save  time  and  labor.  Sample  tag  for  5  cents. 

Dept.  A.  CH  AS.  C.  SMITH,  Mfr., 

EXETER.  NEBRASKA 


Cut  off  here  and  mail  TO-DAY — Don’t  Delay 

Dept.  A,  Chas.  C.  Smith,  Exeter,  Nebraska. 


Please  send  your  catalog  and  price  list  free, 
cents  for  sample  tag. 

Name . . . . 


Enclosed  is  5 
a-5) 


Street . 


City 


•  State.. 


Business  . 

Am  Interested 
In  Indexing  . 


DESCRIPTION 

Spring  steel  clips  enclosed  in  silk-stitched 
leather  tabs  on  which  any  desired  inscription  may 
be  printed  or  written.  They  can  be  instantly 
slipped  on  a  leaf  or  card  and  hold  with  a  vise-like 
grip  without  tearing,  but  can  be  quickly  removed 
to  another  page  or  a  different  book  if  you  wish. 

1.000  Kinds  of  Printed  Tags  in  Stock 

Including  Alphabets,  Months,  Numbers,  Cities, 
States,  Accounts,  Days  of  Week,  Subdivided  Alph¬ 
abets,  etc.  We  print  to  order  promptly  and  at 
reasonable  prices  any  special  inscription  wanted. 

THE  CUTS  BELOW  ILLUSTRATE  A  FEW  COMMON  S7ZES  AND  STYLES 


Number,  Style  342 

3  other  styles  in  stock 


Tag  to  Write  on 
5  other  sizes  in  stock 
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ly ;  “I  am  a  circular,  please  do  not  waste 
time  on  me,  the  waste  basket  is  my  home, 
and  I  know  you,  my  kind  friend,  will  help 
me  to  get  home.” 

But  “times  ain’t  now  as  they  used  to  was 
been;  times  ain’t  now  as  they  used  to  was, 
when  I  was  young.”  Thanks  to  the  added 
thoughtfulness  which  the  business  man  or 
the  advertising  manager  now  bestows  upon 
his  letter  copy ;  thanks  to  the  persistent 
efforts  of  the  imitator  of  typewriting; 
thanks  to  the  carelessness  of  Uncle  Sam 
in  the  delivery  of  his  third-class  matter, 
all  of  the  abuses  enumerated  above  have 
been  greatly  modified,  and  are  gradually, 
but  surely,  being  corrected.  The  advertis¬ 
ing  letter  is  becoming  more  and  more  pop- 


FRANKLYN  HOBBS. 

ular  and  more  and  more  attention  is  given 
to  its  composition  and  its  mechanical 
make-up. 

Having  reviewed  upwards  of  one  hun¬ 
dred  thousand  different  form  letters,  most 
of  them  prepared  by  professional  ad  writers, 
or  by  advertising  managers  of  large  insti¬ 
tutions,  I  conclude  that  the  weakest  spot  in 
the  field  of  advertising  letters  today  is  the 
“Reply  getting  craze.”  One  of  the  leading 
commercial  photographers  of  the  United 
States  in  answer  to  my  query  as  to  the  re¬ 
turns  he  was  getting  from  his  advertising 
letters  said,  “I  have  averaged  17^2  per  cent 
replies.”  “And  how  many  orders?”  “Not 
any  yet.”  The  story  lies  in  those  three 
words,  “Not  any  yet,”  and  he  has  been 


sending  out  an  average  of  50  letters  per  day 
for  two  months.  This  man  had  unfor¬ 
tunately  fallen  into  the  hands  of  a  Replv 
getting”  letter  writer,  a  man  who  estimated 
the  value  of  his  letters  by  the  number  of 
replies  received,  and  not  by  ttie  number  of 
orders  secured. 

There  are  two  kinds  of  replies,  however, 
and  I  would  not  belittle  the  legitimate  re¬ 
ply,  but  I  fear  we  are  often  inclined  to¬ 
ward  getting  replies,  whether  legitimate 
or  not.  Some  letter  composers,  so  called, 
do  not  think  they  have  earned  their  fees 
unless  they  can  bring  a  fair  percentage  of 
replies.  The  fact  is,  these  men  never  earn 
their  fees.  I  quote  from  a  letter  before 
me,  on  the  letter  head,  and  bearing  the 
signature  of  a  well-known  advertising 
man,  who  was  for  several  years  with 
one  of  the  most  prominent  advertisers  in 
this  country  and  who,  today,  is  conducting 
an  Ad  school.  Evidently  this  letter  is  in¬ 
tended  to  get  replies,  not  business,  but  I 
should  leave  that  to  your  judgment.  “When 
you  wrote  me  I  assumed  you  were  doing 
so  in  good  faith  and  not  merely  as  an  idle, 
thoughtless  quidnunc— I  am  accustomed  to 
courteous  acknowledgment  of  my  letters. 

I  have  no  doubt  that  this  letter  brought  re¬ 
plies  to  the  sender,  made  enemies  for  him 
and  in  general  injured  his  business  and 
wasted  his  postage.  This  perhaps  is  an  ex¬ 
ceptional  case,  but  I  know  this  man  to  be 
an  ad  writer  of  ability.  That  he  is  not  a 
letter  writer  is  amply  demonstrated  in  his 
own  letters.  Many  letter  writers,  like 
many  surgeons,  are  too  free  with  the  knife 
(sarcasm).  If  returns  are  to  be  judged 
solely  by  replies,  then  the  ad  writer’s  lot 
is  an  easy  one,  for  it  is  comparatively  easy 
to  bring  a  response  from  a  gentleman  by 
insulting  him. 

All  the  above  is  preliminary.  The  point 
I  wish  to  emphasize  is  that  the  reply-get¬ 
ting  qualities  of  display  advertisements, 
booklets,  folders  and  mailing  cards  are 
worthy  qualities,  while  similar  qualities 
embodied  in  an  advertising  or  circular  let¬ 
ter  are  usually  unworthy  and  unbusiness¬ 
like.  You  have  flushed  the  game  with  your 
display  ad;  you  have  fired  your  gun,  per¬ 
haps  both  barrels,  the  booklet  barrel  and 
the  folder  barrel ;  now  you  need  a  good 
dog  to  go  out  and  bring  in  the  ducks.  You 
have  made  your  noise  and  therefore  do 
not  need  a  barking  dog.  You  only  want 
him  to  go  into  the  pond,  bring  out  the 
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INVEST  YOUR  SAVINGS  AT 

Pleasantville  Terrace 

Hunci-reds  of  people  who  acted  on  this  advice  have  already  nearly  doubled  their 
money.  Pleasantville  Terrace  is  unquestionably  the  greatest  real  estate  invest¬ 
ment  opportunity  now  available  anywhere 

Here  are  some  of  the  many  excellent  reasons  that  hdve  induced 
so  many  thoughtful  people  to  invest  in  Pleasantville  Terrace : 

Pleasantville  Terrace  is  intersected  by  the 
main  line  of  the  Atlantic  City  Railroad  (Read¬ 
ing  system,)  11  minutes  from  the  Boardwalk. 

All  trains  stop  there,  except  express,  see 
Reading  R.  R.  Time  Table. 

Pleasantville  Terrace  is  55  feet  higher 
than  Atlantic  City — the  only  desirable  high 
ground  available  for  building  purposes  in  or 
near  Atlantic  City. 

No  swamps.  No  malaria. 

Atlantic  City  real  estate  values  have 
grown  enormously.  The  entire  island  was 
originally  sold  for  less  than  $20  an  acre,  now  valued  considerably  over* $90,000,000. 

A  lot  50x100,  that  cost  $700,  was  sold  a  few  months  ago  for  $50,000.  A  prop¬ 
erty  bought  five  years  ago  for  $6000  was  sold  a  few  days  ago  for  $150,000. 

But  Atlantic  City  has  practically  outgrown  the  boundaries  of  the  island  on 
which  it  stands.  It  must  expand  inland. 

Franklin  P,  Stoy,  Mayor  of  Atlantic  City,  says:  “I  regard  Pleasantville 
Terrace  as  the  natural  suburb  of  Atlantic  City.” 

We  anticipated  this  a  few  years  ago  by  purchasing  the  General  Doughty 
estate,  and  laid  out  Pleasantville  Terrace.  If  we  had  to  buy  this  land  now,  we 
would  have  to  charge  three  times  the 
prices  we  ask. 

Just  think  of  it — a  building  lot  25x100 
feet — 11  minutes  from  the  Atlantic  City’s 
Boardwalk,  at  from  $25  to  $55  (according 
to  location)  payable  in  easy  weekly  or 
monthly  amounts  within  the  means  of  the 
person  of  most  moderate  circumstances. 

$1.00  secures  any  lot. 

The  company  definitely  guarantee  con¬ 
tinuously  increasing  values  and  insure  suc¬ 
cessful  development  of  Pleasantville  Terrace 
by  offering  special  premiums  to  those  who 
will  build.  Note  accompanying  illustrations 


Panoramic  view  along  the  railroad. 
Note  the  high  ground  and  building  activity. 


Summer  Cottage  of  a  Washington  family 


of  cottages  already  built  and  underway.  Title  is  guaranteed.  No  mortgages.  No 
taxes  until  1906.  No  charge  for  deed.  If  you  die  before  lot  is  paid,  we  issue  deed 
to  your  heirs  without  further  payments. 

Whether  you  want  to  buy  for  a  home  near  the  country’s  greatest  playground, 
or  for  investment,  by  all  means  investigate  this  proposition.  Write  the  main  office 
for  free  illustrated  booklet  and  maps.  Do  it  to-day,  before  this  opportunity 
escapes  you. 

ATLANTIC  CITY  ESTATE  CO. 

VICTOR  J.  HUIMBRECHT,  President 


.ATLANTIC  CITY  OFFICE  ' 

937  Boardwalk  Opposite  Steel  Pier 


Address  IMain  Office 
1018  Drexel  Building,  Philadelphia 
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game  and  lay  it  at  your  feet.  Good  busi¬ 
ness-getting  letters  are  as  scarce  as  good 
hunting  dogs,  and  such  letters  are  worth 
money  to  you,  Mr.  Advertiser.  The  cost 
in  time,  or  expense,  of  composing  such  a 
letter  should  not  be  considered  alone,  but 
should  be  placed  side  by  side  with  the  to¬ 
tal  cost  of  getting  out  the  hundreds  or 
thousands  of  copies,  which  will  be  made 
from  it. 

A  few  pertinent  suggestions  may  assist 
you  in  the  preparation  of  letters  which 
will  get  not  replies,  but  business— orders. 
Offer  a  man  something  for  nothing  and  you 
will  probably  get  a  reply.  Word  your  let¬ 
ter  so  as  to  give  personal  affront  and  you 
will  probably  get  a  reply.  Offer  a  hand¬ 
some  catalog,  an  elaborate  booklet  or  a 
beautiful  picture  and  the  replies  will  come. 
They  will  come  from  the  office  boy,  the 
porter,  and  the  janitor,  from  school  chil¬ 
dren,  and  others,  but  they  v^ill  not  come 
from  business  men.  I  quote  below  some 
phrases  contained  in  letters  which  brought 
replies,  as  I  have  not  the  space  at  my  dis¬ 
posal  to  give  you  the  entire  text. 

“If  after  reading  Prof.  - ’s  article,  in 

the  May  issue,  you  do  not  believe  you  have 
gotten  a  dollar’s  worth  of  help  out  of  it, 
simply  write  us,  and  we  will  return  your 
money,  and  continue  your  subscription  for 
one  year.”  This  letter  brought  replies, 
and  it  probably  placed  a  lot  of  people  on 
the  free  list  of  this  magazine.  The  maga¬ 
zine  was  not  a  success,  and  this  was  one 
of  the  reasons.  Another:  “This  is  an  aw¬ 
fully  one-sided  correspondence  we  are  car¬ 
rying  on.  I  have  written  several  letters 
to  you  inclosing  an  addressed  stamped  en¬ 
velope  in  each,  and  can  find  no  record, 
whatever,  of  any  acknowledgment  on  your 
part.  *  *  *  *  q'he  courtesy  of  a  re¬ 

ply  to  this  letter  stating  whether  or  no  you 
are  still  interested,  will  perhaps  save  fur¬ 
ther  correspondence  for  both  of  us.”  This 
letter  is  an  excellent  example  of  a  reply- 
getter.  -And  this:  “In  justice  to  us  and  in 
justice  to  yourselves,  will  you  not  write  at 
once  and  either  have  us  send  you  a  trial 
shipment,  or  let  us  understand  that  you  do 
not  care  to  become  our  client.”  This  from 
a  dealer  in  eggs  and  would  have  been  a 
reply-getter  had  he  inclosed  a  stamped  en¬ 
velope  or  postal  card.  It  is  worth  noting 
just  here  that  this  letter  was  addressed  to  a 
Chicago  banker,  who  is  a  bachelor  and  the 
letter  says:  “You  ought  to  be  vitally  in¬ 


terested  in  fresh  laid  eggs.”  Now  while 
our  bachelor  banker  friend  may  be,  as  sug¬ 
gested,  “Vitally  interested  in  fresh  laid 


FOOD  IN  SERMONS 

Feed  the  Dominie  Right  and  the  Ser¬ 
mons  are  Brilliant. 

A  conscientious,  hard-working  and  em- 
niently  successful  clergyman  writes;  “I 
am  glad  to  bear  testimony  to  the  pleasure 
and  increased  measure  of  efficiency  and 
health  that  have  come  to  me  from  adopt¬ 
ing  Grape-Nuts  food  as  one  of  my  articles 
of  diet. 

“For  several  years  I  was  much  dis¬ 
tressed  during  the  early  part  of  each  day 
by  indigestion.  My  breakfast,  usually  con¬ 
sisting  of  oatmeal,  milk  and  eggs,  seemed 
to  turn  sour  and  failed  to  digest.  After 
dinner  the  headache  and  other  symptoms 
following  the  breakfast  would  wear  away, 
only  to  return,  however,  next  morning. 

“Having  heard  of  Grape-Nuts  food,  I 
finally  concluded  to  give  it  a  fair  trial.  I 
quit  the  use  of  oatmeal  and  eggs,  and  made 
my  breakfasts  of  Grape-Nuts,  cream,  toast 
and  Postum.  The  result  was  surprising 
in  improved  health  and  total  absence  of 
the  distress  that  had,  for  so  long  a  time, 
followed  the  morning  meal.  My  digestion 
became  once  more  satisfactory,  the  head¬ 
aches  ceased,  and  the  old  feeling  of  energy 
returned.  Since  that  time,  four  years  ago, 

I  have  always  had  Grape-Nuts  food  on 
my  breakfast  table. 

“I  was  delighted  to  find  also,  that  where¬ 
as  before  I  began  to  use  Grape-Nuts  food 
I  was  quite  nervous  and  became  easily 
wearied  in  the  work  of  preparing  sermons 
and  in  study,  a  marked  improvement  in 
this  respect  resulted  from  the  change  in 
my  diet.  I  am  convinced  that  Grape-Nuts 
food  produced  this  result  and  helped  me 
to  a  sturdy  condition  of  mental  and  physi¬ 
cal  strength. 

“I  have  known  of  several  persons  who 
were  formerly  troubled  as  I  was,  and  who 
have  been  helped  as  I  have  been,  by  the 
use  of  Grape-Nuts  food,  on  my  recom¬ 
mendation,  among  whom  may  be  mention¬ 
ed  the  Rev.  - ■,  now  a  missionary  to 

China.”  Name  given  by  Postum  Company, 
Battle  Creek,  Mich. 

“There’s  a  reason.” 

Read  the  little  book,  “The  Road  to  Well- 
ville,”  in  each  pkg. 
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One  of  Our 
15  Month-Old  Trees 


^1500  a  Year 

For  Life 


F  you  wish  to 
save  for  old 
age  or  provide  for 
h  e  a  1 1  hy 
m  i  d  d  1  e 
age,  you 
can  not 
find  a 
more  con¬ 
servative  or  a 
more  reasonable 
investment  than 
we  have  to  offer — 
more  profitable  than  life 
insurance — safe  as  city 
real  estate,  yet  not  so 
costly — better  than  a  sav¬ 
ings  bank,  for  the  return 
is  greater. 

We  have  full  and  com¬ 
plete  literature,  showing 
conclusive  facts,  logical 
figures  and  definite  refer¬ 
ence  of  good  character, 
proving  beyond  any 
doubt  that  our  proposition  is  bona  fide,  cer¬ 
tain  and  profitable.  Our  booklets  give 
“reasons”  and  anyone  who  can  spare  from 
$5  to  $25  a  rhonth  can  provide  for  old  age 
and  protect  themselves  against  the  ravages 
of  time,  the  chances  of  poverty  and  the 
misfortune  of  ill  health  by  securing  a  com¬ 
petent  income  that  will  cover  all  necessary 
living  requirements. 

It  is  worth  your  time  to  ask  for  our 
booklets — do  this  today  in  justice  to  your 
future.  It  is  not  only  the  man  who  saves, 
but  he  who  saves  profitably.  The  demand 
for  rubber  can  never  be  fully  supplied — a 
rubber  plantation  is  more  hopeful  than  a 
gold  mine — our  booklets  tell  you  the  facts 
that  have  taken  years  to  prove — write  for 
them  today. 

This  company  is  divided  into  only  6,000 
shares,  each  one  representing  an  undivided 
interest  equivalent  to  an  acre  in  our  Ystilja 
Rubber  Orchard  and  Plantation,  consisting 
of  6,000  acres  (one  for  each  share)  in  the 
State  of  Chiapas,  Mexico — undeniably  tlie 
finest  rubber  land  in  the  world.  Our  book¬ 
lets  will  prove  to  you  that  five  shares  in 
this  investment,  paid  for  at  the  rate  of  $20 
a  month,  will  bring  you  an  average  return 
of  25  per  cent  on  your  money  during  the 
period  of  seven  years  and  an  annual  income 
of  $1,500  for  life.  This  investment  in¬ 
sures  absolutely  the  safety  of  your  future. 
The  man  or  woman  who  owns  five  shares 
m  Ystilja  rubber  plantation  need  have  no 
fear  of  old  age,  no  doubts  about  illness,  no 
care  nor  anxiety  for  after  years — you  are 
— absolutely  and  certainly — our  booklets 
will  prove  these  statements — write  for  them 
today. 


Conservative  Rubber  Production  Go. 


918  Parroti  Building, 


SAN  FRANCISCOe  CALIFOBNIA 


TRY  IT  FOR 
YOURSELF 

CE.  To  weigh  something  on  your 
old  style  scale  by  placing  the 
article  in  the  center  and  then 
to  one  side  of  the  platform  and 
note  the  variation. 

d,  A  scale  which  shows  a  varia¬ 
tion  is  absolutely  worthless  be¬ 
cause  it  is  a  continuous  waste 
of  postage  by  showing  over¬ 
weight  and  great  annoyance  to 
the  receiver  when  showing  short 
weight. 

CL  It  will  prove  a  good  invest¬ 
ment  to  discard  the  old  and 
buy  an  Up-to-Date  Triner  which 
is  guaranteed  absolutely  ac¬ 
curate.  The  only  scale  built 
on  scientific  principles  which 
permits  of  no  variation. 

d.  Above  cut  shows  our  Sup¬ 
erior  Postal  Scale,  capacity 
4  lbs.  by  ^  oz  ,  Price,  $2.00 

Gem  Postal  Scale 

1  lb.  by  ^  oz.,  Price,  $1.25 

Ideal  Postal  Scale 

2  lbs.  by  ^  oz..  Price,  $1.50 

Sold  by  all  leading  Stationers. 

Your  Stationer  will  order  for 
you,  or  Scales  will  be  sent 
prepaid  on  receipt  of  price. 

TRINER  SCALE  &  MFQ.  CO. 

1255-57-59  West  21st.  Street 

CHICAGO,  ILLIINOIS 
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eggs,”  as  he  is  living  at  a  hotel,  he  prob¬ 
ably  is  not  asked  at  table,  if  he  prefers 
Plymouth  Rock  eggs  or  Cochin’s.  It  would 
not  be  a  difficult  matter  to  get  a  reply  from 
this  man  stating  he  was  not  interested,  but 
the  difficulty  lies  in  the  fact  that  the  same 
fetter  sent  to  the  entire  list  would  bring 
the  same  “not  interested”  reply  from  as 
many  benedicts  as  bachelors,  as  many 
house-holders  as  boarders,  so  that  letters 
written  for  the  purpose  of  removing  the 
dead-wood  are  reasonably  sure  to  remove 
as  many  live  trees  as  dead  ones  and  leave 
the  list  a  poorer  one  than  before  the  effort 
was  made. 

The  sort  of  an  advertising  letter  you 
want,  I  want,  and  everybody  wants  is  a 
business-getter,  an  order-bringer,  and  a 
trade-builder.  In  preparing  such  a  letter 
consider  well  the  possible  state  of  mind^  of 
the  recipient.  Do  not  overlook  the  exist¬ 
ing  trade  conditions.  Write  him  as  you 
might  talk  to  him,  setting  forth  your  prop¬ 
osition  in  a  purely  personal  and  earnest 
manner.  Exercise  care  in  the  selection  of 
your  words,  but  use  the  little  fellows ;  small 
words  forcibly  arranged  leave  a  pod  im¬ 
pression.  Rhetorical  flights  in  business  let 
ters  are  objectionable,  as  they  put  the  pros¬ 
pective  customer  in  the  position  of  being 
talked  at,  not  to.  Should  you  use  a  small 
word  incorrectly,  it  will  be  considered  an 
oversight,  but  should  you  use  a  large  word 
incorrectly,  it  will  be  accepted  as  proof  of 
your  ignorance.  Remember  that  the 
mighty  volume  of  the  ocean  is  composed 
of  the  minutest  globules,  which,  pncen- 
trated  into  a  wave,  sweep  everything  be¬ 
fore  them.  Simplicity  is  a  most  beautiful 
thing  and  it  may  be  introduced  into  mod¬ 
ern  business  methods  with  telling  effect. 
The  choice  of  words  may  be  governed 
largely  by  the  subject  in  hand,  but  there 
is  no  line  of  business  in  which  it  is  neces¬ 
sary  to  use  words  or  phrases  which  may 
not  be  read  with  understanding  by  the  ma¬ 
jority  of  people. 

Slang,  often  permissible,  should  be  avoid¬ 
ed  when  good  English  would  mean  the 
same.  Many  slang  terms  are  not  only  per¬ 
missible,  but  I  earnestly  recommend  their 
legitimate  use  in  business  correspondence. 
If  necessary  to  bring  out  your  meaning, 
take  some  liberties  with  the  language,  make 
a  play  on  words,  or  use  apt  alliteration. 

This  phrase  used  in  a  letter  sent  to  a  re¬ 
tail  grocer  brought  orders  for  coffee.  We 


have  been  thinking  this  over  and  have  con¬ 
cluded  that  the  retail  grocer  is  “It,”  that  he 
can  make  or  break  the  manufacturer  of  any 
product  in  his  line,  no  matter  how  good, 
and  having  decided  to  double  our  output, 
we  must  have  your  earnest  co-operation,  in 
order  to  sell  this  increased  product.”  Why 
did  this  suggestion  bring  orders?  It  was 
written  in  an  earnest  manner  and  it  was 


A  WIDOW’S  LUCK 
Quit  the  Thing  That  Was  Slowly  Killing 

Her. 

A  woman  tells  how  coffee  kept  her  from 
insuring  her  life : 

I  suffered  for  many  years  chiefly  from 
trouble  with  my  heart,  with  severe  nervous 
headaches  and  neuralgia;  but  ahhough  in¬ 
capacitated  at  times  for  my  house  work,  I 
did  not  realize  the  gravity  of  my  condi¬ 
tion  till  I  was  rejected  for  life  insurance, 
because,  the  examining  physician  said,  my 
heart  was  so  bad  he  could  not  pass  me. 
This  distressed  me  very  much,  as  I  was 
a  widow  and  had  a  child  dependent  upon 
me.  It  was  to  protect  her  future  that  I 

wanted  to  insure  my  life. 

“Fortunately  for  me,  I  happened  to  read 
an  advertisement  containing  a  testimonial 
from  a  man  who  had  been  affected  in  the 
same  way  that  I  was  with  heart  trouble, 
and  who  was  cured  by  leaving  off  Coffee 
and  using  Postum  Food  Coffee.  I  grasped 
at  the  hope  this  held  out,  and  made  the 
change  at  once. 

“My  health  began  to  improve  immedi¬ 
ately.  The  headaehes  and  neuralgia  dis¬ 
appeared,  I  gained  in  flesh,  and  my  appe¬ 
tite  came  back  to  me  at  onee.  Greatest  of 
all,  my  heart  was  strengthened  from  the 
beginning,  and  soon  all  the  distressing 
symptoms  passed  away.  No  more  waking 
up  in  the  night  with  my  heart  trying  to 
fly  out  of  my  mouth !  Then  I  again  made 
application  for  life  insurance,  and  had  no 
trouble  in  passing  the  medical  examina¬ 
tion. 

“It  was  seven  years  ago  that  I  began  to 
use  Postum  Food  Coffee,  and  I  am  using 
it  still,  and  shall  continue  to  do  so,  as  I 
find  in  it  a  guarantee  of  good  health. 
Name  given  by  Postum  Company,  Battle 
Creek,  Mieh. 

There’s  a  reason. 

Read  the  big  little  book,  “The  Road  to 
Wellville,”  in  each  pkg. 
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400  SlUyES 

WIXHOUX  STROPPING 

is  a  low  average  of  the  number  of  shaves  that  can  be  secured  with  a 


The  outfit  consists  of  one  triple  silver  plated  holder  and  twelve  double-edged  wafer  blades,  in  a  morocco 
velvet  lined  case.  These  wonderful  blades  are  tempered  so  hard  by  our  secret  process  that  they  must  be 
ground  with  Diamond  Dust,  and  so  perfectly  sharpened  that  every  one  will  give  from  ten  to  fifty  delightful, 
velvety  shaves  without  stropping.  Thousands  of  unsolicited  letters  testify  to  this.  Here  is  one  of  them. 


Gillette  Sales  Co.,  New  York.  Gentlemen: — I  bought  one  of  your  razors  last  September  and  I  would  not  sell  it  for  many  times  its 
value  if  I  could  not  get  another.  In  fact  it  is  the  only  razor.  I  have  used  one  blade  sixty=two  times  and  am  still  using  it.  We 
have  a  chain  of  26  banks  and  several  of  our  boys  have  bought  the  razor  from  seeing  mine.  Respectfully, 

L.  Greenwood,  Auditor  Farmers’  Loan  &  Trust  Co.,  Sioux  City,  Iowa. 


The 

Gillette 

Blade 


The  circular  illustrations  shown  here  are 
exact  reproductions  of  photographs  made 
under  the  microscope  by  Prof.  W.  J.  G.  Land 
of  the  University  of  Chicago.  Same  lenz  and 
conditions  used  on  both  razor  blades. 

Note  the  perfectly  true  edge  of  the  Gillette 
Blade.  The  other  illustration  was  not  from  a 
bad  razor  but  from  the  best  obtainable  in 
daily  use 


This 

illus¬ 

trates 

razor 

ready 

for 

adjust¬ 

ment. 


Triple 

Silver 

Plated 

Actual 

Size 


The 
Ordinary 
Razor 
Blade 

Ollje  Tlnitierfiitij  of  (El|tragn 

Dept,  of  Botany. 

Painter-Tobey-Jones  Co.,  April  16,  1905. 

Mr. Geo.  J.  Kendall,  Chicago,  Ill. 

Dear  Sir: — I  am  sending  proofs  of  edges  of  a  high 
grade  ordinary  shaving  razor  and  the  Gillette  Blade  at  a 
magnification  of  1200  diameters  (in  popular  language 
1,440,000  times.)  Negatives  were  made  from  Spencer 
objective  4mm.  focal  length  and  Numerical  Aperture 
0.85;  and  Zeiss  Ocular  8. 

You  will  note  that  the  numerical  aperture  is  a  high  one, 
thus  making  the  test  a  severe  one  for  both  blades.  Advise 
me  of  receipt  of  proofs.  Trusting  they  will  serve  your 
purpose,  I  am,  yours  very  truly.  Prof.  W.  J.  G.  Land. 


This  is  exact  size  of  Gillette  Blade. 


The  edges  of  these  two  razor  blades  have  not  been  retouched  in  any 
way,  but  are  exactly  as  they  appear  under  the  microscope  at  1200  diame¬ 
ters.  The  ordinary  razor  was  one  that  w-as  stropped  in  the  most  scientific 
manner  while  the  Gillette  was  selected  at  random  from  a  dozen  blades. 

Ask  your  dealer  for  the  Gillette  Safety  Razor;  he  can  procure  it 
for  you.  Write  for  our  interesting  booklet  which  explains  our  thirty  days 
free  trial  offer.  Most  dealers  make  this  offer;  if  yours  don’t,  we  will. 

©Ifp  dUlptt^ 

1116  Times  Building,  Times  Square,  New  York. 


References:  Any  one  of  our  168,141  satisfied  users  to  January  1, 1905,  our  first  year  in  the  market. 
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apparent  that  the  coffee  importer  was  in 
deadly  earnest  and  was  not  trying  to  pat 
the  grocer  on  the  back. 

As  an  example  of  a  letter  sent  out  in  the 
midst  of  a  persistent  “follow-up  system,” 
I  quote  the  following  which  was  used  by, 
and  brought  business  to,  a  physical  direc¬ 
tor  :  “I  believe  you  realize  by  this  time  that 
I  am  very  persistent  and  persevering;  this 
tenacious  quality  is  said  to  be  one  of  my 
strongest  characteristics,  and  is  the  result 
of  a  superabundance  of  vital  force,  which 
in  turn  comes  from  a  strong  and  vigorous 


body,  kept  in  perfect  health  by  practicing 
what  I  preach.  I  might  say  in  passing  that 
I  am  six  feet  in  height,  weigh  198  pounds, 
have  not  an  ounce  of  superfluous  flesh,  and 
my  mother  cannot  remember  when  I  was 
ever  ill.”  But  do  not  make  strong  asser¬ 
tions  in  your  advertising  letters,  unless  you 
are  prepared,  not  only  to  demonstrate  your 
claims  in  some  single  instance  but  prepared 
to  deliver  the  same  goods  to  the  person 
addressed.  In  your  letters  understate 
rather  than  overstate  your  case. 

{To  he  continued.) 


Business  English  for  the  Business  Man 


A  VERY  PRACTICAL  ARTICLE, 
PERSON  IN  CONVERSATION 


POINTING  OUT  MANY  LITTLE  SLIPS  OF  THE  EDUCATED 
AND  CORRESPONDENCE-HOW  TO  OVERCOME  THEM 


By  JOSEPHINE  TURCK  BAKER 


WHAT  is  business  English  and  how 
does  it  differ,  if  it  differs  at  all,  from 
literary  and  conversational  English? 
As  we  know,  every  language  has  its  lit¬ 
erary  and  its  conversational  employment; 
the  author  aims  to  conform  strictly  to  the 
established  rules  of  grammar,  while  the 
speaker  takes  advantage  of  the  license  af¬ 
forded  him  in  familiar  every-day  speech, 
and  uses  expressions  that  are  not  always 
in  accordance  with  the  best  employment  of 
the  language.  Supposedly,  the  author  has 
the  world  for  his  audience,  and  his  diction 
must  be  the  same  as  that  of  a  speaker 
when  addressing  a  large  assemblage.  Un¬ 
less  writing  in  a  conversational  style,  he 
must  avoid  all  colloquial  contractions  such 
as  for  example,  “I’m  not,”  “you  re  not, 
“he’s  not,”  “we’re  not,”  “they’re  not,”  and 
the  like,  contractions  that  are  strictly  per¬ 
missible  in  conversational  utterance,  but  out 
of  place  in  literary  diction.  The  speaker, 
on  the  other  hand,  unlike  the  writer,  has 
only  the  individual  for  his  audience;  his 
words  are  not  to  be  produced  in  black  and 
white,  and  so  he  indulges  in  a  laxity  of  ex¬ 
pression  not  sanctioned  by  the  literary  em¬ 
ployment  of  the  language.  This  strict  ad¬ 
herence  by  the  writer  to  the  grammar  of 
the  language,  and  the  laxity  of  expression 
indulged  in  by  the  speaker,  give  in  every 
language,  a  literary  usage  and  a  conversa¬ 
tional  usage,  both  of  which  are  sanctioned, 
respectively,  by  the  best  writers  and  speak¬ 


ers.  Literary  and  conversational  English 
then  differ  somewhat  from  each  other,  and 
we  must  now  determine  whether  business 
English  conforms  to  the  literary  or  to  the 
conversational  employment  of  the  language, 
or  whether  it  partakes  of  the  essentials  of 
both.  The  writer  of  the  business  letter  ad¬ 
dresses  only  the  individual ;  and  for  this 
reason,  like  the  speaker,  he  is  privileged  to 
use  some  expressions  that  are  not  strictly 
in  accordance  with  the  literary  employment 
of  the  language.  On  the  other  hand,  as  in 
literary  so  in  business  English,  the  written 
words  must  stand  as  mute  witnesses  to  the 
degree  of  culture  of  the  writer ;  and  so, 
while  business  English  may  partake  some¬ 
what  of  the  laxity  of  conversational  Eng¬ 
lish,  notwithstanding  this  license,  it  must  be 
first  of  all  correct  English. 

That  there  is  a  growing  desire  on  the 
part  of  both  employer  and  employe  to  learn 
how  to  use  the  mother  tongue  correctly,  is 
shown  by  the  way  that  our  schools  of  Eng¬ 
lish  thrive.  Our  magazines,  educational 
and  otherwise,  contain  glaring  advertise¬ 
ments  that  read,  “How  about  your  Eng¬ 
lish?”  “Study  English  by  mail,”  “English 
taught  in  sixty  days,”  “Good  English  pays, 
etc.  These  schools  thrive  and  wax  strong, 
for  the  reason  that  the  business  man  is  con¬ 
cerned  about  his  English.  During  the  past 
five  years,  as  editor  of  the  magazine  Cor¬ 
rect  English,  I  have  received  hundreds— 
thousands — of  letters  in  which  the  writers 
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“KEISTER’S”  WILL  LIFT  YOU  UP 

Haven’t  you  sat  on  the  old  stool  long  enough  ?  Why  drudge  along  ever  in  the  same  old 
rut  ?  Get  up  and  out  of  it.  Be  somebody  ! 

KEISTER’S  CORPORATION  ACCOUNTING  AND  AUDITING 

will  lift  you  out— will  carry  you  up  to  the  highest  positions  in  the  auditing  world. 

It  isn’t  necessary,  or  even  wise,  to  go  outside  your 
own  profession  for  a  better  position.  Why  throw  away 
your  years  of  effort  ?  Use  the  knowledge  you  have  so 
laboriously  earned  as  the  foundation  for  a  better  future. 

A  Chicago  book-keeper,  working  for  ten  dollars  a 
week,  secured  a  position  as  traveling  auditor  for  one  of 
the  largest  blank  book  manufacturers  in  the  country  at 
an  increase  of  nearly  three  times  his  old  salary  through 
the  study  of  this  great  work. 

It  is  only  an  example  of  what  you  can  do  if  you  will 
let  your  ambition  have  its  way.  Do  something  !  Make 
your  opportunity,  don’t  wait  for  it. 

We  have  a  little  booklet  that  tells  of  some  of  the 
twenty-four  hundred  subjects  “Keister’s”  deals  with.  A 
postal  request  for  it  may  be  the  first  step  toward  a 
splendid  future  for  you.  Try  it.  Write  the  postal  now. 


WHAT  “KEISTER’S”  DID 

Sometime  ago  I  bought  a  copy  of  Keister’s 
Corporation  Accounting  and  Auditing  and 
after  giving  it  a  thorough  systematic  study 
I  was  enabled  to  pass  the  NewYork  Certified 
Public  Accountants’  examination  and  re¬ 
ceived  a  C.  P.  A.  certificate  from  the  New 
York  State  University.  I  have  since  been 
practicing  as  a  Certified  Public  Accountant 
with  great  success..  It  has  enabled  me  to 
greatly  increase  my  income. 

The  book-keeper  who  wishes  to  get  out 
of  the  old  rut,  forge  ahead,  make  his  ser¬ 
vices  more  valuable  and  increase  his  in¬ 
come  should  get  a  copy  of  “  Keister's”  at 
once  and  master  its  contents.  I  cannot  re¬ 
commend  it  too  highly  as  a  text  book  for 
the  book-keeper  and  office  man  but  also  as 
an  invaluable  reference  book  for  the  Public 
Accountant. 

Ulysses  Leon  Lauser,  C.  P.  A. 
73  West  Eagle  St.,  Buffalo,  N.  Y. 


THE  BURROWS  BROTHERS  CO. 


CLEVELAND,  OHIO 


The  NewYork  University’s 
School  of  Commerce,  Ac¬ 
counts  and  Finance  recom¬ 
ends  “Keister’s.” 


“Keister’s”  is  the  only 
book  of  its  kind  recom¬ 
mended  by  The  Ameri¬ 
can  Library  Association. 


! 
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have  made  inquiries  as  to  the  correctness 
of  some  particular  expression  under  dis¬ 
cussion.  The  business  man  is  concerned 
about  his  English,  not,  however,  because  it 
pays  in  the  sense  in  which  the  word  is 
ordinarily  used. 

Our  great  Napoleons  of  finance  men 
who  have  achieved  a  world-wide  reputa¬ 
tion  as  arch-masters  in  money-making, 
probably,  were  but  little  troubled  about 
their  English.  Their  attitude  towards  their 
mother  tongue  was,  undoubtedly,  much  the 
same  as  was  that  of  Henry  Ward  Beecher 
toward  his ;  for,  when  a  Yale  student  point¬ 
ed  out  to  that  reverend  gentleman  several 
errors  in  his  address  of  the  night  before, 
Henry  Ward  Beecher  very  promptly  ac- 


JO^EPHINE  TURCK  BAKER. 


knowledged  his  mistakes,  but  added,  “When 
the  English  language  gets  into  my  way,  it 
doesn’t  stand  a  ghost  of  a  show.”  Sup¬ 
posedly,  Commodore  Vanderbilt,  John 
Jacob  Astor,  Jay  Gould,  and  like  great 
financiers  were  but  little  troubled  as  to 
whether  they  should  begin  their  letters,  “1 
have  your  letters  relative  to,”  etc.,  or  “I 
have  your  letter  relatively  to,”  etc. ;  whether 
they  should  write,  “I  wish  you  would  send 
me  the  articles  direct  or  directly;”  “I  have 
your  letter  of  the  15th  inst.,  and  in  response 
would  say,”  or  “I  have  your  letter  of  the 
15th  inst,  and  in  response  will  say” ;  wheth¬ 
er  one  should  write  “Per  sec.”  or  “By  sec.” ; 


“per  year”  or  “a  year”;  “per  day”  or  “a 
day”;  whether  “to-day”  and  “to-night” 
should  be  written  with  or  without  a  hyphen. 
Weightier  questions  than  “To  hyphenate  or 
not  to  hyphenate”  probably  troubled  the 
wakeful  hours  of  our  great  multi-million¬ 
aires. 

The  business  man  of  today,  however,  is 
concerned  about  his  English,  not  merely  be- 
simply  because  educated  ears  have  been  ac¬ 
customed  to  them.  To  illustrate,  those  who 
pay  no  attention,  whatever  to  correct  speech, 
say  “You  was,”  “It  ain’t,”  “It  don’t,”  “I 
don’t  hardly  know,”  etc.,  while  our  gradu¬ 
ates  from  college  are  wont  to  say,  “I  meant 
to  have  written,”  “I  expected  to  have  gone, 

“I  hoped  to  have  seen  her.”  The  unedu¬ 
cated  person  would  say,  “I  meant  to  write,” 

“I  expected  to  go,”  “I  hoped  to  see  her,”  and 
he  would  be  correct. 

Conceive  for  a  moment  an  illiterate  per¬ 
son’s  saying,  for  example,  “This  is  between 
you  and  I,”  “This  is  for  you  and 
“There  was  no  one  at  home  but  he  and  / . 

As  Carlyle  would  have  said,  “The  thought 
will  not  on.”  The  person  who  has  never 
studied  grammar  would  say,  “This  is  be¬ 
tween  you  and  me,”  “This  is  for  you  and 
me,”  and  he  would  be  correct. 

Then  again,  both  the  educated  and  the 
uneducated  use  such  expressions  as  “Every 
one  knows  their  own  business  best  ;  Every 
one  dislikes  to  be  told  of  their  mistakes. 
As  I  have  indicated  in  one  of  the  numbers 
of  Correct  English,  to  hear  a  person  refer 
to  himself  as  “they”  suggests  the  Siamese 
twins,  for  “they”  is  such  an  indefinite  num¬ 
ber,  at  least,  always  more  than  one.  Then 
again,  the  rule  that  requires  a  verb  to  agree 
with  its  subject  in  number  and  person  is 
frequently  broken  in  such  constructions  as, 
“Every  one  of  us  are  going,”  for  “Every 
one  of  us  is  going”;  “Neither  John  nor 
James  are  going”  for  “Neither  John  nor 
James  is  going.”  The  rule  that  requires 
the  use  of  the  present  infinitive  to  express 
time  coincident  with  that  of  the  principal 
verb,  would  if  applied,  preclude  the  educated 
person  from  meaning,  expecting,  and  hoping 
to  do  something  in  the  past.  If  the  teachers 
in  our  business  colleges  throughout  the 
United  States  would  give  the  subject  of 
English  the  attention  that  it  should  receive, 
there  would  be  a  great  improvement  in  the 
business  English  as  used  by  the  employer 


% 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


116 


THE  BEST  OF  EVERYTHING 


IN 


Typewriter  Supplies 


I 
I 
I 
I 

M  '^HE  continued  superiority  of  the  line  of  typewriter  supplies  ^ 
A  and  accessories  manufactured  by  the  F.  S.  Webster  Jjp 
^  Company  has  insured  to  the  minds  of  typewriter  users  well 
^  deserved  confidence  in  all  products  bearing  the  name  Webster. 

All  manufacturers  claim  their  line  of  supplies  ^ 
to  be  the  best,  but  we  take  pride  in  pointing  to  M 
the  past  years  of  wonderful  success  which  we  ^ 
have  earned  by  strict  adherance  to  a  standard  of  M 
highest  quality  and  true  value,  strict  conformity  ^ 
to  our  strong  guarantees  and  the  most  liberal  M 


treatment  of  our  customers. 
^  We  are  constantly  increasing  the 
»  variety  of  our  line,  and  wherever  pos- 
sible  making  our  goods  still  more  perfect. 

^  New  Catalogue  of  Typewriter  and  Office  Supplies. 

We  have  lately  issued  the  most  com- 
^  plete  catalogue  of  typewriter  supplies 


m 


CARBON  PAPERS 


(including  a  select  line  of  office  supplies) 


^  ever  issued  in  this  country,  and  will  send 


r.  a.  WtBSTCR  COMPANY. 


copy  on  request.  This  catalogue  is  of  in- 


WAiTtft  JOHUECtW  I,  > 


t.CS  ■ 


I 

I 

I 

m 

i 


I 

K  terest  and  advantage  to  all  those  who 
operate  or  own  typewriters,  and  you  can- 
not  afford  to  be  without  a  copy.  When 
purchasing  any  article  in  the  line  of  typewriter  supplies,  remem-  ^ 
^  her  if  it  bears  the  name  of  F.  S.  Webster  Company  it  is  of  the 
^  highest  quality  and  fully  guaranteed.  ^ 

|f.  S.  WEBSTER  COMPANY  g 

®  332  Congress  Street,  BOSTON.  10  Park  Place,  NEW  YORK.  K 

S  211  Madison  Street.  CHICAGO.  908  Walnut  St.,  PHILADELPHIA.  ^ 

^  A  i  432  Diamond  Street,  *  ^  .  w  c. 

>  PITTSBURG. 


London,  Paris,  Berlin,  ^  ^  _  ^  ^  ^ 

Budapest,  Vienna.  ^ 

CARBON  PAPERS.  CARBON  PAPERS. _ 0 
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and  the  employe ;  as  it  is,  the  careless  writer 
frequently  dictates  a  letter  as  follows : 
cause  he  thinks  that  his  financial  success 
depends  upon  the  correctness  of  his  diction, 
but  because  his  letters  and  business  forms 
bear  the  impress  of  his  education  and  cul¬ 
ture;  for  just  as  one’s  deportment  evidences 
one’s  breeding,  so  does  one’s  English  be¬ 
token  either  the  illiteracy  or  the  culture  of 
the  speaker  or  the  writer.  This  is  the  key¬ 
note — the  reason  why  business  English 
should  be  correct  English,  and  why  it  should 
be  so  taught  that  the  business  man  will 
know  when  his  diction  is  correct  and  when 
it  is  not. 

Generally,  we  think  of  the  illiterate  only 
as  using  incorrect  English;  whereas,  we 
find  that  the  so-called  educated  person  has 
errors  of  his  own,  and  while  these  errors 
may  be  less  objectionable  to  educated  ears 
than  are  those  of  the  illiterate,  they  are  so, 

“Your  letter  of  the  15th  inst.  is  to  hand, 
and  in  reply  would  state  that  I  have  made 
arrangements  with  that  party  to  take  this 
property  off  of  your  hands.  The  party  says 
that  they  will  pay  one-half  cash  and  the 
balance  in  thirty  and  sixty  days,  and  if  I 
was  you,  I  would  take  the  offer.  Of  course 
this  party  don’t  know  that  you  are  anxious 
to  sell  this  particular  piece  of  property,  and 
so  he  ain’t  in  a  hurry  to  buy.  He  is  out  of 
the  city  now,  but  when  he  returns,  E  will 
tell  him  thafi  I  wrote  to  you,  and  that  he 
has  got  to  give  me  an  answer  this  week.  I 
wish  he  was  here  now.  If  he  was,  I  think 
I  could  effect  this  sale  at  once.  I  wouldn’t 
wonder  if  it  went  through.” 

Every  line  of  this  letter  is  incorrect,  but 


as  I  have  just  indicated  the  errors  in  diction 
are  not  confined  to  the  illiterate.  The  edu¬ 
cated  writer — the  graduate  from  college 
who  prides  himself  on  his  correct  use  of 
English,  is  apt  to  dictate  a  business  letter 
as  follows : 

“Your  letter  of  the  15th  inst.  is  at  hand, 
and  in  reply  we  would  say  that  we  were 
very  much  disappointed  not  to  have  received 
your  check,  and  that  we  can  no  longer  ex¬ 
tend  the  same  courtesy  as  before.  We 
meant  to  have  written  to  you  before  rela¬ 
tively  to  your  account,  and  to  tell  you  that 
the  very  low  rate  at  which  we  bill  our 
goods,  makes  it  imperative  that  you  meet 
all  bills  promptly.  Had  you  not  assured  us 
that  you  would  comply  with  our  wishes,  we 
should  have  felt  obliged  to  have  withdrawn 
our  order.  You  would  better  attend  to  the 
matter  at  once,  and  thus  save  further  corre¬ 
spondence  on  the  subject.” 

The  teacher  should  oblige  the  pupil  to 
write  letters,  conversations  and  the  like,  in 
which  the  rules  of  grammar  would  be  ex¬ 
emplified  over  and  over  again.  Undoubt¬ 
edly,  it  is  safe  to  assert  that  a  thorough 
drill  in  the  use  of  correct  forms  would  not 
be  amiss  in  ninety-nine  cases  out  of  one 
hundred;  and  that  upon  an  examination  of 
each  pupil,  the  teacher  would  find  the  same 
necessity  for  study  of  this  subject  as  existed 
in  the  case  of  the  applicant  for  a  course  in 
English  in  the  Correct  English  Correspon¬ 
dence  School.  When  advised  to  study  gram¬ 
mar  first,  she  answered:  “Oh!  I  know  all 
about  that  subject,  but  I  would  like  to  know 
what  a  person  should  study  first  when  they 
know  all  about  grammar.” 


System  in  Purchasing 

Bv  H.  K.  STROUD 

Purchasing  Agent  Model  Heating  Company 


WHEN  buying  for  the  Model  Heating 
to  be  of  inestimable  value. 

Company,  I  find  the  inclosed  blanks 
In  the  first  place,  when  it  is  necessary  to 
buy,  I  select  four  or  five  of  the  most  reli¬ 
able  firms  manufacturing  the  article  desired, 
and  accept  the  lowest  bid. 

I  never  accept  a  previous  bid  for  a  re¬ 
newal  of  an  order,  but  start  at  the  begin¬ 
ning  again  and  get  new  estimates,  thus 
keeping  in  constant  touch  with  the  market 
at  all  times. 


After  the  successful  bidder  has  been  se¬ 
lected  an  order  is  made  out  on  the  inclosed 
blanks  explaining  in  detail  just  what  is  re¬ 
quired,  and  all  conditions  attached  to  tnc 
order. 

Copy  No.  1  is  then  mailed  to  the  party 
from  whom  the  materials  are  bought,  and 
may  confirm  a  verbal,  telephone  or  assist¬ 
ant’s  order. 

Copy  No.  2  is  retained  by  the  Purchasing 
Department,  which  attaches  all  papers  con¬ 
cerning  the  order,  and  thus  have  a  com- 
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The  Triple  Expansion 

LOOSE  LEAF  LEDGER 


(PATENTED) 

The  strongest,  lightest,  handsomest  and  best  Loose  Leaf  Device  made. 

pands  100  per  cent,  more  than  any  other  make.” 

OUR  EXCLUSIVE  SELLING  AGENTS 


It  ex- 


ARRANSAS 

Helena,  A.  P.  Coolidge 

CALIFORNIA 

San  Diego,  Loring  &  Co. 

COLORADO 

Denver,  The  Merchants  Publishing  Co. 
GEORGIA 

Macon,  J.  W.  Burke  Co. 

ILLINOIS 
Cairo,  Ed.  J.  Hall 
Chicago,  R.  A.  Simonson  &  Co. 

Kankakee,  Roy  &  Rondy 
Peoria,  Jacquin  &  Co. 

INDIANA 

Indianapolis,  Hind  &  Fuchs 
Indianapolis,  C,  T.  Nankervis 
Logansport,  Wilson,  Humphreys  &  Co. 

INDIAN  TERRITORY 
Wagoner,  Smith  Drug  Co. 

IOWA 

Cedar  Rapids,  Goodyear-Marshall  Pub.  Co. 
DesMoines,  Bankers’  Cabinet  &  Supply  Co. 
Oskaloosa,  G.  M.  Beechler 
KANSAS 

Topeka,  Adams  Bros. 

Winfield,  Charles  C.  Craig 
LOUISIANA 

New  Orleans,  Jos.  Levy  &  Bros. 
Shreveport,  M.  L.  Bath  Co. 

MARYLAND 

Baltimore,  Meyer  &  Thalheimer 
MASSACHUSETTS 

Taunton,  Henry  A  Dickerman  &  Co. 
MICHIGAN 

Hancock,  C.  B.  Ulrich 
Houghton,  The  Mining  Gaz^eCo. 
MINNESOTA 

Mankato,  The  Free  Press  Printing  Co. 


Stillwater,  D.  L.  Burlingham 
St.  Paul,  McClain  &  Gray 
MISSOURI 

Jefferson  City,  Hugh  Stevens  Printing  Co. 
St.  Louis,  Chas.  A.  Sweetland 
NEKRASKA 
Lincoln,  State  Journal  Co. 

Omaha,  Burkley  Printing  Co. 

NEW  JERSEY 
Newark,  W.  H.  Shurts  Co. 

NEW  Mexico: 

Albuquerque,  O.  A.  Matson  &  Co. 

NEW  YORK 
Buffalo,  D.  R.  Rooney 
New  York,  Bulmers  Limited 
Watertown,  John  Sterling 

NORTH  CAROLINA 
Raleigh,  W.  P.  Batchelor 

NORTH  DAKOTA 
Fargo,  Walter  Bros.  &  Hardy 
Grand  Forks,  The  Herald  Printing  Co. 
OHIO 

Cincinnati,  The  Wm.  Skinner  Co. 
Cleveland.  The  Burrows  Bros.  Co. 
Columbus,  The  Ruggles-Gale  Co. 

Dayton,  The  Reynolds  &  Reynolds  Co. 
Toledo,  The  Blade  Printing  Co. 

PENNSYLVANIA 
Lancaster,  L.  B.  Herr 
Pittsburg,  W.  E.  Cooper 
Philadelphia,  Wm.  H.  Hoskins  Co. 
Scranton,  F.  P.  Price 
York,  Wm.  Small 

SOUTH  CAROLINA 
Spartanburg,  J.  H.  Lewis 

SOUTH  DAKOTA 
Deadwood,  Banks  Stewart 


PLEW  &  HOTTER, 


Current  Ledger  Expanded,  showing  po» 
sible  increase  in  number  of  sheets. 

TEXAS 

Austin,  Von  Boecknian-Jones  Co. 
Sherman,  E.  G.  Jones 
Tyler,  R.  E.  Bryan 

UTAH 

Salt  Lake  City,  Deseret  News  Book  Store 
VIRGINIA 

Charlottesville,  Old  Dominion  Ptg.  Co. 
Norfolk,  Old  Dominion  Paper  Co. 
Richmond,  Southern  Stamp  &  Sta.  Co. 
Bristol,  Caldwell-Sites  Co. 

Roanoke,  Caldwell  Sites  Co. 

Staunton,  Caldwell  Sites  &  Co. 

WASHINGTON 
Spokane,  Gray  Ewing  &  Co. 

WEST  VIRGINIA 
Charleston,  J.  B.  Edgar 

WISCONSIN 

Eau  Claire,  Eagles  Printing  Co. 
Milwaukee,  Germania  Publishing  Co. 

CANADA 

London,  Reid  Bros.  &  Co. 

Toronto,  W.  J.  Gage  &  Co. 

Winnipeg,  Richardson  &  Bishop 


SOLE 

MANUFACTURERS 


2516  Wabash  Ave.,  Chicago, 


UP  TO  DATE  BOOK  KEEPERS 


WANT  MODERN 
IMPROVEMENTS 

The  Progress  of  Science  is  made  appar¬ 
ent  immediately  if  you  use 


gr’s  IniCs 

Mucilage, 


AND 


Sealing  Wax 


For  Sale  by  all  Stationers. 

Discounts  made  known  to  the  trade. 


Above  cut  illustrates  the  safe  and  convenient  way 
in  which  we  pack  the  quarts,  pints  and  haif-pints 
Keller’s  is  the  only  Ink  packed  In  this  manner. 


THE  ROBERT  KELLER  INK  CO. 

DETROIT  MICHIGAN 
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•plete  record  of  the  entire  transaction.  When 
the  goods  have  been  received,  this  copy  is 
filed  to  the  party  from  whom  they  have 
been  ordered,  where  it  may  be  referred  to 
at  any  time,  at  a  minute’s  notice. 

Copy  No.  3,  as  marked,  is  the  auditor’s 
copy;  this  sheet  is  sent  to  the  auditor,  who 
then  has  all  the  knowledge  necessary  to 
audit  the  bill  promptly  and  carefully,  when 
the  goods  have  been  received.  This  elim¬ 
inates  overcharge,  as  the  invoice  must  cor¬ 
respond  with  the  price  on  the  auditors  cost. 


The  last  sheet  is  passed  over  to  the  stock- 
room,  where  it  is  held  until  the  goods  are 
received.  It  is  then  sent  to  the  auditor, 
who  has  the  necessary  proof  that  the  invoice 
is  correct,  and  can  pass  it,  without  any 
further  delay. 

The  goods  are  delivered  by  the  stock- 
room,  to  the  party  whose  initials  are  mark¬ 
ed  in  the  space  “Delivered  to,”  completing 
the  whole  transaction,  quickly,  systematic¬ 
ally  and  without  confusion. 
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EVERY*^  BOOK-KEEPER 


SHOULD 

,^»USEI 


BURR’S  Patent 
Combination 
Index  and 

BURR’S  Improved 
Trial  Balance 
Sheet. 


Ji  he  use  or  these  books  saves 
valuable  time  and  labor.  They 
will  be  found  invaluable  in  every 
office  having  numerous  names 
to  handle.  The  “INDEX”  is 
alphabetically  subdivided,  so  that 
any  name  can  be  found  at  a  glance 
—practical,  simple  and  con¬ 
venient.  The  “TRIAL  BAL¬ 
ANCE  SHEET”  is  so  arranged 
with  short  leaves  that  writing  the 
names  but  ONCE  in  twelve 
months  is  avoided.  Send  for 
Illustrated  Catalogue  and 
Price  List. 


SOLD  BY  All  Stationers 
Generally. 

ASK  TO  See  IT! 


MARSHALL-JACKSON  COMPANY,  140  Monroe  St.,  Chlcaro,  Ills. 
THE  OMAHA  PRINTING  CO.,  918-924  Farnham  St.,  Omaha,  Neb. 
A.  CARLISLE  &  CO.,  417  Montgomery  St.,  San  Francisco,  Cal. 
HENRY  GOOD  &  SON,  12  Mooregate  St.,  London,  England. 
PEACOCK  BROS.,  578  Collins  St.,  Melbourne,  Australia. 


THE  BURR  INDEX  COMPANY 


HARTFORD,  CONNECTICUT 

THOUSANDS  NOW  IN  USE  GIVE  THEM  A  TRIAL 


ONE  MILLION 

AMERICAN  DOOR  CATCHES  SOLD 


A  L.£ttcH  That  Catches 


A  Catch  That  L.«atches 


WHAT  FOR? 


Screen  Door 
Cupboard  Door 
Cabinet  Door 
Keep  Flies  Out 
Prevent  Warping 
Keep  Door  Closed 
Adds  Comfort  and 
Relief 

Will  Last  a  Life¬ 
time* 


This  Catch  will  work  on  any  door  that  swings  on  hinges;  right  or  left;  top  or  bottom. 

For  sale  everywhere  by  Hardware  and  Housefurnishing  Dealers,  sent  direct  by  mail,  prepaid,  for  18c. 

AMERICAN  HARDWARE  MFQ.  CO.,  27  Fulton  St.,  Ottawa,  Ills. 


Perils  of  the  Philippine  Postal  System 

HOW  THE  MAIL  IS  HANDLED  IN  THE  PHILIPPINE  ISLANDS  AND  PROTECTED 
FROM  THE  DEPREDATIONS  OF  THE  UNREGENERATED  NATIVES  ::  ::  ::  ::  ” 

By  the  soldier  POSTMAN 


1WAS  a  letter  carrier  in  one  of  New 
Hampshire’s  cities  in  the  year  that  the 
Spanish  war  began.  I  was  a  non-com¬ 
missioned  officer  in  one  of  the  state  militia 
regiments.  The  regiment  went  into  the 
United  States  service.  I  secured  leave  of 
absence  from  the  post  office  authorities  and 
went  with  my  regiment.  The  following 
year  United  States  volunteer  regiments 
were  organized  for  Philippine  service  and 
I  enlisted  in  one  of  them,  and  have  been 
in  America’s  orient  since  that  time,  mak¬ 
ing  a  tour  of  about  four  and  one-half 
years,  during  which  I  have  followed 
the  postal  occupation,  off  and  on,  most  of 
the  time.  Simply  because  my  descriptive 


list  bore  opposite  my  name,  letter  carrier, 
as  my  trade,  the  military  authorities  took 
it  for  granted  that  I  was  well  posted  in  all 
the  details  of  mail  sorting,  delivery,  and 
administration.  Therefore  wherever  .  we 
were  stationed,  there  my  little  postal  tent 


was  erected  and  there  I  lived,  sat,  worked, 
sorted,  and  delivered  mail  from  bundles, 
bags,  haversacks,  saddle  pockets,  etc.,  for 
troops  in  the  field,  in  garrison  and  at  work 
along  the  trails  of  the  wilds  of  the  Isle  de 
Mindanao.  No  such  soldier  system  for 
mails  is  needed  in  America’s  settled  por¬ 
tions  of  the  orient.  Manila  and  related 
municipalities  have  established  post  offices 
and  post  office  systems,  well  managed.  I 
refer  to  the  wilderness  of  the  newly  occu¬ 
pied  islands  of  the  Philippine  archipelago. 
Take  Mindanao  island  for  example.  Here 


I  was  stationed  for  two  years  with  the 
troops,  in  the  lake  country  where  no  post 
offices  were  ever  opened.  ,  At  present  post 
offices  are  being  established  about  the  lakes, 
one  at  Camp  Vicars,  another  at  Camp  Over- 
ton  and  other  points.  Regular  post  office 
officials  are  appointed  to  take  charge.  The 
annexed  narratives  concern  events  trans¬ 
piring  previous  to  this  innovation,  when  the 
mails  were  handled  by  soldiers.  I  used 
to  have  native  runners  to  assist  in  getting 
the  mails  distributed.  Occasionally  letters 
would  arrive  for  the  savage  rubber  plant¬ 
ers,  coffee  plantation  workers,  and  others, 
and  the  natives  would  fear  to  deliver  the 
mail  to  such  people.  Therefore  the  system 
illustrated  in  Fig.  1  was  employed.  The 
tube  of  bamboo  (a)  with  carabao  flap  top 
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HOW 

MONEY 

mm 


MY  FREE  BOOK 

is  entitled  "How  Money  Grows.”  It  tells  how  to  invest  small  sums, 
how  to  tell  a  good  investment,  how  you  can  convert  $100  into  $358.83, 
how  to  choose  between  real  estate  and  stocks,  how  savings  banks  make 
their  money,  how  to  choose  your  partners,  how  to  guard  against  un¬ 
certain  “prospects,”  how  to  protect  yourself  in  case  you  should  not 
care  to  hold  an  investment  indefinitely,  etc.  This  book  is  not  an  ad¬ 
vertisement  of  any  particular  investment.  It  is  a  general  “talk”  about 
investments,  based  upon  my  experiences  and  observations.  My  book 
will  interest  all  persons  who  can  save  $10  or  more  a  month  from  their 
income.  Write  a  postal,  saying  simply  “Send  ‘How  Money  Grows’.” 
You  will  receive  the  book  free,  by  return  mail. 

w.  M.  OSTRANDER,  134  North  American  Bldg.,  PHILADELPHIA 


Price  $25.00 


T 


A  DBS -Subtracts 
Multiplies-Divides 

NO  MENTAL  WORK  ' 


Adds  nine  columns  of  figures  at  a 
time,  carrying  all  totals  automatic¬ 
ally.  As  each  figure  is  registered 
theanswer  instantlyappears  before 
you.  Capacity  $9,999,999.99. 

No  hooK  or  lever  to  operate.  It  is 
accurate  and  durable.  It  does  not 
work  by  springs  or  levers  as  most 
[adding  machines  do,  but  by  a  gear 
.movement  that  must  always  be  accur- 
j/ate.  All  parts  are  made  of  tool  steel 
or  hard  brass  and  interchange- 1 
able.  The  Rapid  Computerwill  do  every 
mathematical  problem  that  can  be 
done  on  any  machine  ever  made.  It 
will  do  work  quicker  than  any  other 
machine,  because  it  is  more  simple 
and  easier  of  operation.  We  will 
send  you  a  machine  with  all  charges 
prepaid  and  give  two  weeks  fre® 
trial.  Write  for  catalogue. 


The  Rapid  Computer  Co. 
641  Andrus  Bldg.  Minneapolis,  Mioar 


Our  New  ‘‘400”  Series 


Makers  of 
Gunn  Sec¬ 
tional  Book 
CaseSc 


No.  400  (like  cut)  has  deep  drawers  arrang-ed 
with  VERTICAL  FILING  EQUIPMENT. 

writing  usd  not  broken  by  typewriter,  which 
disappears  in  a  dust-proofeompartment.  GUNN 
DESKS  are  made  in  250  different  patterns,  in  all 
woods  and  finishes,  fitted  with  our  time  saving 
DROP-FRONT  pigeon  hole  box.  If  you  desire 

an  up-to-date  desk  of  any  description  and  best 
possible  value  for  your  money  get  a  Gunn.  Our 

referenc')-"The  User-Tho  Man  with  the  Gunn." 

Sold  by  all  leading  dealers  or  shipped  direct  from  the 
Send  for  catalogue  of  desk  and  filing  devices — maile 

’‘'‘Awarded  Gold  Medal,  World's  Fair,  St.  Louis’’’^ 


GUNN  FURNITURE  GOMPANY,  Grand  Rapids,  Mich.. 


TRIAL  FOR 
10  DAYS 


The  CLIMAX  PENCIL  SHARPENER 


It  is 
this  cut- 


This  is  the  Cut- 

Olcoti  Mfg.  Co.,  Sulie  619 

115  Dearborn  St.,  Chicago,  Illinois 


We  want  to  send  you,  Mr.  Business  Man,  one  of  these  on 
lOdavs^^^riaE  PREPAID.  You  know  that  three-fourths 
of  tne  mistakes  in  bookkeeping  are  due  to  poor 
writing,  due  to  dull  pencils.  The  Climax  will 
sharpen  instantly,  any  iHnd  of  a  pencil 
without  waste  of  time  or  pencil.  You 
will  appreciate  the  Climax  when 
you  have  used  it  10  days, so  l£_L  that 

let  us  send  it  and  it  is  oi^  makes  it  safe  to  send 

funeral  if  you  ^t  ^ - -  Climax  on“al.  One 

back  at  our  ex-  ^  ,  , 

of  the  practical  features  of  the 

Climax  is  that  when  the  cutter  be¬ 
comes  dull,  you  simply  sharpen  it.  You 
can  not  sharpen  the  cutters  of  other  machines 
but  have  to  buy  new  ones.  Isn’t  it  better  to  sharpen 
a  good  cutter  once  in  a  long  while  than  to  buy  jiew  cut¬ 
ters  many  times  in  a  short  while T 


pense. 


This  is  the  Cutter 


that  does  the  business 


Price  $5.00  Prepaid 


In  V.  8. 
or  Canada 
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is  used  for  a  mail  depository.  This  tube  is 
some  ten  to  twelve  feet  from  the  ground 
and  is  reached  by  the  agile  native  climbing 
the  pole  (b).  Our  carriers  would  deposit 
the  occasional  mail  package  therein,  and  in 
time  the  owner  would  get  it.  It  was  found 


necessary  to  have  concealed  places  for  mails 
in  parts  of  the  country  and  the  pit  system 
was  used  as  represented  in  Fig.  2.  What 
appeared  like  an  animal  trap  was  made  by 
excavating  a  trench  or  pit  and  covering 
same  with  poles  (c).  Then  down  in  the 


pit,  in  one  side  as  at  (d),  the  little  package 
of  mail  matter  is  concealed.  Some  of  our 
runners  used  tubes  of  bamboo  fixed  with  a 
hook-like  handle  as  in  Fig.  3,  for  carry¬ 
ing  mail.  The  handle  fits  over  one  of  the 
shoulders  of  the  runner.  He  keeps  the  top 
covered  wi^h  hide  of  the  carabao  skin.  It 
was  not  at  all  unusual  to  get  relics  of  a 
very  original  and  strange  order  from  the 
mails  as  they  passed  through,  even  from 
the  United  States  military  camps,  for  en¬ 
velopes  and  writing  paper  were  always 
very  scarce  indeed.  Fig.  4  is  commonly 
observed  among  the  types  of  envelopes 
coming  to  hand.  In  fact  some  of  these 
envelopes  are  made  from  skin  and  are  quite 
tough ;  others  are  fabric ;  some  are  stiff 
paper.  The  sewing  holds  the  parts  be¬ 
cause  gums  are  not  available.  Another 
form  of  mailing  device  is  presented  in 
Fig.  5,  as  used  by  natives.  It  consists  of 
a  section  of  the  tough  carabao  (water  buf¬ 
falo)  hide,  rolled  over  in  a  tube  form  on 
a  mandrill  and  sewn  up  with  threads  in¬ 
serted  through  the  edges  of  the  laps.  The 
parchments  to  be  sent  by  mail  are  rolled 
and  placed  within  this  tube.  The  address 
is  usually  written  upon  a  bit  of  shell  or 
wood  attached  with  a  cord  as  represented. 
I  once  got  hold  of  a  ring  sent  through 
the  Moro  mails  as  exhibited  in  Fig.  6. 
I  understand  that  the  ring  went  through 
all  right  to  its  destination.  The  natives 
are  very  careless  about  wrapping  and  se¬ 
curing  articles.  Very  often  canes,  parts 
of  harness,  equipments  and  various  devices 
pass  through  the  mails  without  any  wrap¬ 
ping  whatsoever.  Simply  a  tag  is  attached 
with  name  and  address. 

Ex- Soldier. 


Combination  Statement,  Check  and 
Envelope. 

BY  W.  R.  SHELMIRE. 

PROBABLY  a  little  mutual  understand¬ 
ing  between  customer  and  producer 
would  obviate  the  difficulty  of  the 
Electric  Light  Co.  as  detailed  in  a  recent 
number  of  The  Business  Man's  Maga¬ 
zine.  If  the  purchaser  of  the  light  would 
be  satisfied  with  his  indorsed  and  returned 
check  as  a  receipt,  the  problem  would  be 
solved.  But  therein  lies  the  difficulty,  not 
insurmountable  I  think.  I  would  recom- 
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No  Binding 

Cord  takes  all 
the  play  ^ 


It  Binds  Here 


Even  support  ofWaist  Band 


Strain  on  Buttons 


No  pulling  on  Buttons 

Men  who  wear  the  ordinary  suspenders, - 
W  obstinate,  straight-pulling,  shoulder-binding, - 
►  Men  who  have  cast  them  off  for  belts, — sa^ 

constricting,  unhygienic, — 

Will  find  ideal  comfort  in 


Pulls  onWaist  Band 


President  Suspenders 


NONE  SO  EASY  OR  SO  SMOOTH 

Note  how  their  construction  distributes  the  pulling  weight 
throughout  the  suspenders — not  on  the  shoulders  ;  how  it  lets  them  give, 
smoothly^  easily^  with  every  motion  of  the  body  ;  how  they  hang  the 
trousers 'rights  all  the  time. 

Fifty  cents  and  $1.00  everywhere,  or  by  mail,  postpaid,  from  the 
makers. 

THE  C.  A.  EDGARTON  MFC.  CO. 

Box  301.  Shirley.  Mass. 


The  neatness  of  your 
stockings  depends  ®  upon 
the  mechanism  of  your 
garters. 

Ball  Bearing 

Carters 

have  the  most  novel  me¬ 
chanism  of  any  garters 
made.  A  flat  clasp  turn¬ 
ing  on  ball  bearings  gives 
easy  motion,  a  constant 
grip  and  snugness  with 
comfort.  If  your  dealer 
won’t  get  them,  send  25 
cents  to  us. 


THE  C.  A.  EDGARTON  HFG.  CO. 
Box  301.  Shirley,  Hass. 

Makers  President  Suspenders. 


flexa  uavlers 

<12  perfectly,  hug  the  limb  comfortably  without 
binding,  never  let  go  of  the  hose,  never  tear  them, 
last  longest,  look  neatest— are  best  garters. 

Sold  by  all  dealers.  Insist  on  Flexo,  and  if  the  dealer 
hasn’t  them,  send  us  his  name  and  25c.  and  we  will  sec 
that  you  are  supplied.  Flexo  Garters  in  fine  heavy 
ribbed  silk  elastic — Price,  50c. 

A.  STEIN  &  CO.f  il4  Franklin  Square,  Chicago. 


VALUABLE 
INFORMATION 
PERTAINING 
TO  OIL 

A  new,  FREE,  copyrighted 
book,  by  Otto  G  Tague,  editor  of 
The  Oil  News,  the  recognized  oil 
organ,  will  be  mailed  to  any  ad¬ 
dress.  1[  This  book  gives  detailed 
information  that  all  persons  in¬ 
terested  in  oil  should  have.  It 
tells  how  leases  are  obtained;  how 
companies  should  be  organized; 
how  companies  in  which  stock¬ 
holders  lost  money  during  the 
past  three  years  were  organ¬ 
ized  and  mismanaged  ;  how 
money  was  lost;  the  only  man¬ 
ner  in  which  oil  can  be  pro¬ 
duced  profitably;  the  percent¬ 
age  of  profits:  gives  data  as  to 
cost  of  obtaining  leases,  drill¬ 
ing  wells  and  operating  same 
— in  fact  contains  reliable  in¬ 
formation  that  leaves  the  reader 
fully  posted  on  the  production 
of  petroleum  and  the  profits 
to  be  made  therefrom. 

This  Book  is  FREE  for 
the  Asking 

A  postal  car.d  will  bring  it.  It  offers  nothing  for 
sale,  but  is  given  as  a  souvenir  for  the  purpose  of 
increasing  the  patronage  of  The  Oil  News. 

OTTO  G.  TA.QUB 

Editor  The  Oil  News 

309  Opera  House  BIk.  Lima,  0.,  U.  S.  A. 


FACTS 

AND 

FKllRES 

PERWO 

TO  OIL 
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mend  that  the  bills  be  modified  to  suit  this 
idea.  The  bill  may  be  printed  as  sample, 
but  in  the  lower  part  of  the  detachable  por¬ 
tion  should  be  printed  (instead  of  “Do  not 
detach”)  the  following:  “If  you  send 
check  in  payment  of  this  account,  detach 
this  slip  and  send  it  with  check,  keeping 
bill  for  your  own  reference.  No  receipt 
will  be  returned,  as  your  check  will  be  a 
full  receipt  when  indorsed  by  us  and  re¬ 
turned  to  you  through  your  bank.  If  you 
pay  in  cash,  send  bill  and  slip  both  to  office 
for  receipt”  If  this  plan  was  generally 


known  to  check  users,  many  less  words 
would  suffice. 

Of  course,  the  checks  with  their  state¬ 
ments  when  received  in  the  office  may  go 
through  any  routine  thought  necessary  to 
insure  safety  and  accuracy,  but  the  $15 
office  boy  might  seek  another  job,  and 
Uncle  Sam  would  lose  somewhat  in  rev¬ 
enue.  There  is  nothing  new  in  the  idea  of 
accepting  an  indorsed  check  as  a  receipt 
for  bills  paid,  and  this  plan  is  coming  more 
and  more  into  use  in  many  lines  of  trade, 
particularly  between  wholesaler  and  re¬ 
tailer. 


3£.,.'S 


m 


•u 


_  i*  «  h 

-.i’f 


w 


^Pfiifadelphia,  i/i? .  . . . ~-t90 


Cfias.  'XV.  Sfiefrnire, 

Tn  acccunt  Until 


CRk-OiTS 


MET 


TO  TAi. 


No  Receipt  is  Required 


NOTICE:  Detach-  Check  and  Keep  Statement. 


orffiii'ru 


CHAS.  W.  SHEUMIRE. 

DRY  GOODS  &  NOTIONS. 

S.  E.  Cor.  Qg:«MANJTowM  &  L.«hic5h  Av£S' 
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VENUS  (Copying) 

PENCIL 

IS  the  BEST 

ever  produced 

BECAUSE  ITS  LEAD 

Is  Stronger 
Writes  Smoother 

and 

Wears  Longer 

Than  any  other  ever  made, 

AND  IN  ADDITION 

COPIES  BETTER  THAN  INK 


HERE 

YOU 

ARE 


DRAWER 

CABINET 


M6 


FOR  GENERAL  USE 

Excellent  for  letter  writings 
billing,  manifolding  and  all 
cases  where  INDELIBLE 
writing  might  be  of  value! 


65  Cents  per  Dozen  Post-paid 

If  not  at  Dealers 


ASSORTED  SAMPLES  OF 
[PENCILS  Sent  Post-paid  for 
10c.,  25c.  or  50c. 


American  Lead  Pencil  Co. 
61  E.  Washington  Sq.,  New  York 
21  Farringdon  Ave.,  London,  E.C. 


Less  Freight 
Allowance. 


SPECIAL  FOR 
60  DAYS  TO 
INTRODUCE 


THE  AUTOMATIC 

VERTICAL  FILINC  CABINET 

It  has  the  only  drawer  made  with  a  Hinged  Front 
and  Adjustable  Automatic  Tilting  Follower. 
It  opens  and  closes  like  a  book.  Its  contents  are  held 
compact  and  in  perfect  vertical  order  when  closed  and 
are  easy  to  get  at  when  open.  Shipped  on 
approval  and  guaranteed  to  excel  all  others  or  no  sale. 

For  Catalogue  and  Further  Particulars  Write  to 

The  Automatic  File  &  Indei  Co. 


KEEP//vroi/of  n'/mm£i^£srsm£s 


trade  mark. 


K.* 


#  -I-  ' 


i'if  f. 


'  .‘Et.i.'  v/ 


MEN^S  HALF-HOSE 

By  sending  to-day  for  our  beautiful 
Free  Catalogue  showing  many 
of  our  new  and  attractive  styles  — 
reproduced  in  actual  colors. 
We  want  you  to  know  more  about 
our  famous  half-hose  —  made  in 
over  100  styles  —  from  Cotton, 
Lisle,  Linen,  Wool,  Merino,  and 
Worsteds.  For  wear  and  durability 
of  color  products  have  for 

28  years  been  the  standard,  and  as 
such  are  frequently  imitated. 

Sold  by 

Honest  Dealers 
Everywhere 

If  your  dealer  does  not  carry  the 
attractive  styles  shown  in  our  book¬ 
let  —  let  him  order  them  for 
you !  If  he  does  not  carry  them 
at  all  and  offers  you  a  substitute  — 
send  your  order  to  us  direct  with  his 
(the  dealer’s)  name. 

All  our  goods  bear  this  mark  5^22^^ 
on  the  toe.  Beware  of  substitutes 
and  frauds. 

By  sending  us  your  name  to-day  we 
will  keep  you  posted  on  new  styles  we 
are  constantly  adding. 

Shaw  Stocking  Com 

10  Shaw  Stmg  Lowell f  Masst 


n 


^  A. 


m 


a 


TMs  department  is  for  the  benefit  of  subscribers  who  wish  to  ask  ques¬ 
tions  relative  to  business  detail ;  and  subscribers  are  encourapd  to  ans¬ 
wer  the  questions  through  the  medium  of  these  pages.  TJu  question 
must  be  short  and  terse  and  of  general  business  interest.  The  replies 
must  be  direct  and  to  the  Point.  Address  everything  to  the  editor 


C 


QUERIES  FROM  SUBSRIBERS. 


Adjustment  of  Plant. 

BY  G.  A.  C. 

A  concern  owns  two  plants,  Nos.  1  and 

2.  For  the  purpose  we  will  say  Plant  No. 

1  stands  on  the  trial  balance  as  follows: 

Machinery,  $100,000 

Buildings,  100,000 

Lands,  50,000 

Engine  and  Boilers,  20,000 

They  decide  to  sell  Plant  No.  1,  viz. 
land,  buildings,  and  engine  and  boiler  for 
$150,000  and  remove  the  machinery  to 
Plant  No.  2.  What  are  the  necessary  en¬ 
tries? 


Interest  Apportionment. 

Series  of  60  notes.  Principal  of  loan, 

$1,000. 

REQUIRED. 

A  rule  by  which  the  interest  and  princi¬ 
pal  in  each  note  can  be  apportioned  on  a 
sliding  scale,  to  give  approximately  eight 
per  cent  on  the  debt  owed  at  each  and 
every  period  that  one  of  the  series  be¬ 
comes  due,  the  aggregate  interest  so  found 
to  figure  $200. 

$1,000.00 


.08 


80.00 

2i  Yrs. 

200.00 

1,000.00 


=  time. 


$1,200.00  or  60  payments  of 
$20.00  each. 

The  interest  figured  in  the  example  given 
which  is  included  in  the  notes,  is  one-half 
month  interest  on  whole  principal  short  of 
the  result  obtained  by  taking  interest  on 
one-sixtieth  of  the  principal  for  first  and 
last  month  and  averaging. 


SPECIALLY  CONTRIBUTED  BY  A.  J.  CONEN. 

Answer  : — The  first  step  to  be  taken  af¬ 
ter  the  purchase  of  a  series  of  monthly 
notes  is  to  determine  the  actual  present 
value  of  such  series  for  which  purpose  the 
following  rule  is  applicable: 

To  find  the  present  value  at  a  given  rate 
of  interest  of  a  stated  annuity  payable  at 
the  expiration  of  each  of  a  stipulated  num¬ 
ber  of  years : 

First  multiply  the  rate  of  interest  for  one 
year  by  the  amount  of  $1  compounded  at 
the  given  rate  for  the  stipulated  number 
of  years;  then  divide  this  into  the  com¬ 
pound  interest  at  the  given  rate  upon  the 
amount  of  one  of  the  annuities  for  the 
stipulated  number  of  years. 

To  apply  this  rule  to  a  series  of  monthly 
payments  it  is  only  necessary  to  substitute 
the  monthly  rate  for  the  annual  rate,  and 
the  number  of  months  for  the  number  of 
years. 

For  example,  take  the  case  cited,  the 
present  value  of  a  series  of  60  monthly 
notes,  figuring  interest  at  eight  per  cent 
per  annum.  At  eight  per  cent  per  annum 
the  rate  per  month  is  two-thirds  of  one 
per  cent,  or  expressed  in  decimals,  .00%. 
Now  $1  compounded  monthly  for  60 
months  at  two-thirds  per  cent  per  month 
amounts  to  $1.4897,  and  .00%  x  1.4897 
equals  .009931. 

$20  compounded  monthly  for  60  months 
at  two-thirds  per  cent  per  month  equals 
20x1.4897,  or  $29,794.  Deducting  the  $20 
principal,  the  compound  interest  amounts 
to  $9,794.  Dividing  9.794  by  .009931  as 
provided  in  the  rule,  the  result  is  $986.20, 
representing  the  true  present  value  of  the 
series  of  notes  in  question. 

Having  determined  the  true  value  of 
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The 

PRIVATE 
SECRETARY 


IS  THE  BUSY  MAN’S  FRIEND 

€L  Placed  beside  the  desk,  this  cabinet 
furnishes  a  convenient  and  readily  ac¬ 
cessible  file  for  individual  correspon¬ 
dence,  reports,  contracts,  large  index 
cards,  and  similar  matter  needed  within 
reach  for  quick  and  frequent  reference. 

C.  The  hinged  cover  when  thrown  back 
serves  as  a  correspondence  tray.  The 
base  may  be  used  for  storage  or  additional 
correspondence.  Extra  drawers,  either 
filing  or  storage  furnished  to  fit  open¬ 
ings.  ^Storage  drawers  |2.50  each ;  filing 
drawers  $3.00  each  additional.  Made 
of  Golden  Quartered  Oak.  Size,  14 
inches  wide,  37  inches  high  and  21  inches 
deep.  Shipping  weight  100  pounds. 

Price,  as  illustrated, without  index,  $10.00 

CL  Ask  for  Catalogue  No.  Z-4105  de¬ 
scribing  complete  line  of  “Ms^cey” 
Filing  Cabinets. 

CL  Sold  through  dealers  or  shipped  “On 
Approval”  direct  from  our  factory, 
freight  paid  and  satisfaction  guaranteed. 

RETAIL  STORES: 

New  York, . .  .  343  Broadway 

Boston, . 49  Franklin  Street 

Chicago,  . 152  Wabash  Avenue 

Philadelphia,  .  .  .  .  .  14  N.  13th  Street 


Ua 


GRAND  RAPIDS.  MICHIGAN 

Formcoc-v  the.  FRED  MACEY 


The  Best  of  Ail 


iviiller- Bryant- Pierce 

Typewriter  Bibbont  and  Carbon  papers  Insnre  clean, 
sharply  written  letters  and  carbon  copies.  They  win 
the  admiration  and  fullest  endorsement  of  stenog¬ 
raphers.  clerks,  managers,  superintendents  and  all 
who  use  them.  They  win  business  for  the  firm  that 
uses  them,  because  the  quality  of  the  work  they  do 
wins  attention— they  are  a  winning  combination. 
There  is  a  reason  for  their  excellence.  Perfect 
mechanical  equipment,  experience  and  a  carefui 
study  of  the  uses  and  needs  of  typewriter  ribbons 
and  carbon  papers  hare  given  Miller-Bryant-Pierce 
products  their  superiority. 

Test  Them  at  Our  Expense 

Write,  stating  yoor  typewriter  ribbon  and  carbon 
paper  requirements,  and  we  will  send  you  samples 
adapted  to  your  use,  together  with  the  name  of  oar 
nearest  agent. 

Miller-Bryant-Pierce  Co, 

Departmeot  6  Aurora  ID. 


GREGG  SHORTHAND 


CL  Eight  years  ago  QREQQ 
SHORTHAND  was  taught  in 
less  than  thirty  schools;  to¬ 
day  it  is  taught  in  more 
than  one-half  the  commercial 
schools  in  America — and  it 
is  written  and  taught  where- 
ever  the  language  is  spoken. 

CL  QREQQ  SHORTHAND 

has  gained  its  wonderful  pop¬ 
ularity  because  of  its  superi¬ 
ority  in  Simplicity,  Legibility 
and  Speed.  Its  most  enthu¬ 
siastic  advocates  are  those 
who  previously  wrote  other 
systems. 

CL  If  you  are  interested,  write 
for  our  interesting  book¬ 
let.  It’s  yours  for  the  asking. 


THE  GREGG  COMPANY 

151-153  WABASH  AVE.,  CHICAGO 
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such  series,  I  would  suggest  the  following  I  whatever  price  has  been  paid  for  them, 
entries  covering  the  transaction :  '  and  if  there  is  any  difference  between  their 

Bills  Receivable  . worth  and  the  amount  paid  for  them,  this 

Bills  Kec^  Cash'.’.’ . $1,200.00  difference  should  be  closed  into  interest 

Cash  . . . pnnno  -and  discount,  as  I  have  done  above  with 

Interest  and  Discount . $  13.80  the  item  of  $13.80.  However,  by  using  the 

to  Unearned  Interest . ?  i  given  above  for  calculating  the  actual 

•  (This  last  entry  represents  the  differ-  present  worth  of  the  series,  there  is  less 

ence  between  the  actual  present  worth  of  probability  of  paying  too  much  for  these 

the  series  and  the  amount  paid  for  same.)  j 
Unearned  Interest  account  will  thus 

show  a  Cr.  balance  of  $213.80,  and  is  a  lia-  |  The  Claims  of  the  Sales  Manager. 

bility.  At  the- -close  of  the  first  month,  in-  ^ 

terest  should  be  figured  upon  the  actual  FIRM  manufacturing  steam  engines, 

present  worth  of  the  series  at  the  D^pn-  IX  generators  and  boilers,  have 

ning  of  the  month,  $986.20,  at  two  t  ir  s  ^  general  sales  manager  for  each  of 

per  cent,  same  amounting  to  $6.57,  and  an  departments.  Now  their  sales  man- 

entry  made  as  follows ;  generator  department  secured  a 

Interest  and  Discount. . . .  •  •  •  •  $  6.57  |  ^  contract  in  a  lump  sum,  and  for  which 

,  ...  ,  u  they  were  to  furnish  generators,  engines. 

In  this  way  the  books  will  a  ways  show 

how  much  interest  included  in  the  notes  machinery  manufactured  by  some  other 

yet  to  be  earned.  ,  j,  .n  concern.  Now  this  generator  salesman 

If  it  is  a  regular  custom  to  handle  these  generator  department  should 

monthly  notes,  the  calculatmn  of  he 

amount  of  interest  to  be  credited  at  t  1  generators  that  really  landed  the 

close  of  each  month  to  Unearned  Interest, 

may  be  simplified  by  keeping  these  monthly  desirous  of  knowing  the 

notes  in  an  account  separate  from  any  engine  business  done 

other  Bills  Receivable,  and  after  deduc  -  ^  y^ar,  and  therefore  does 

ing  the  balance  to  the  credit  of  Unearned 

Interest,  figure  the  months  interest  upon  generator  department,  though  the 

the  remainder.  In  this  manner,  one  calcu-  department  is  willing  to  credit 

lation  and  one  journal  entry  can  be  made  departments  at  the 

to  cover  the  interest  earned  during  that  machines  furnished  by 

month  upon  all  suer  monthly  notes  out-  departments. 

standing— It  being  of  course  understood  department  as  well  as  the  en- 

that  all  have  been  figured  at  the  same  rate  department  claim  that  they  are  in  that 

of  interest.  ,  .  business,  and  are  entitled  to  the  profits  on 

I  would  also  suggest  tha  you  cons  rue  generator  manager 

a  table  showing  the  amount  of  $1  com-  ^  ^^^y 

pounded  monthly  at  two-thirds  per  cent  generators,  and  quote  a 

per  month  (or  whatever  rate  you  may  use 

regularly)  from  1  to  60  months,  and  in  therefore  the  profit  on  the 

this  way,  you  will  be  saved  the  enormous 

labor  of  calculating  this  compound  interest  the  pumping 

every  time  a  new  transaction  comes  up.  ^hich  he  had  to  furnish  with 

This  will  not  be  necessary,  if  you  are  purchased  on  the  outside, 

familiar  with  the  use  of  logarithms,  (by 

which  I  have  made  the  above  calculations  generators’  sale  by  machin- 

of  compound  interest)  but  even  then,  it  Doosnng  u  ^ 

might  be  advisable  to  construct  this  table  ei  t  an  o  gene  .  , 

for  the  use  of  others  who  might  not  know  argument  is  tiat  eaci  epar 

how  to  nse  logarithmic  tables.  should  receive  credit  for  its  entire  outpu 

Would  also  state  that  every  time  a  series  of  its  own  class  of  machinery,  an  no  a 

-.Kfiptes  are  purchased,  the  true  present  of  any  other  department.  As  far  ^^e 

worth  should  be  calculated,  irrespective  of  1  sales  manager  is  concerned  he  shou  d  be 
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THE  FAMOUS 

“K0H=I=N00R” 

PENCILS 

Are  the  most  expensive  Pencils  made,  and’ 
are  also  the  CHEAPEST. 

One  “Koh-i=noor”  will  oatlast  more 
than  six  ordinary  pencils. 

“  Koh=i=noor Pencils  retain  their 
point. 

“Koh=i=noor”  Pencils  do  not  break  or 
smear — The  Book-keeper’s  delight. 

“Koh=i=noor’*  Pencils  contain  no  grit 
and  therefore  write  smoothly. 

“Koh=i=noor”  Pencils  are  made  in  17 

degrees  to  suit  all  purposes. 

“Koh=i=noor**  Pencils  cost  10  cents 
each,  or  $1.00  per  dozen. 


21^  Is  your  pencil  a  “K0H=PN00R 
only  an  imitation? 


or 


“KOH-I-NOOR”  PENCILS  CAN 
BE  HAD  OF  ANY  DEALER  IN 
HIGH-CLASS  STATIONERY 


CADILLAC  CABINET  CO. 

DETROIT,  MICH. 

Makers  of  the  Famous  Combination  Desk  and 
Table  especially  adapted  for  Hotels, 
Colleges  and  Schools. 


No.  147 

Top  40x  26  inches  closed 


Early  English  and  Weathered  Oak 

Articles  on  top  do  not  have  to  be  disturbed  to  use  as 
desk.  Made  in  various  styles,  sizes  and  prices. 

If  your  dealer  doesn’t  carry  them  write 

CADILLAC  CABINET  CO.  DETROIT,  MICH. 


If  BALDNESS 
were  caused  by 

DISEASE, 

a  Cure  would  have  long  ago 
been  found. 


By  exercising  the  arms,  we  build 
up  muscle — by  outside  applica¬ 
tions  of  medicine.  The  arms,  the 
body  and  the  lower  limbs  can  be 
exercised  at  will— but  the  scalp  re¬ 
quires  mechanical  aid.  Exercise 
makes  the  blood  circulate,  lack  of 
exercise  makes  it  stagnant.  The 
Vacuum  method  is  the  kind  of 
exercise  that  makes  the  blood  cir¬ 
culate.  It  gently  draws  the  rich 
blood  to  the  scalp  and  feeds  the 
shrunken  hair  roots.  This  causes 
the  hair  to  grow.  It  is  the  simple, 
common-sense  principle  of  physi¬ 
cal  culture  applied  to  the  scalp. 


Our  Guarantee 

(backed  by  the  Bank)  : 

We  will  send  you  by  prepaid  ex¬ 
press,  an  Evans  Vacuum  Cap, 
allowing  you  ample  time  to  prove 
Its  virtue,  and  all  we  ask  of  you  is 
to  deposit  the  price  of  the  appli¬ 
ance  in  the  Jefferson  Bank  of  St. 

Louis  during  the  trial  period,  sub¬ 
ject  to  your  own  order.  If  you  do 
not  cultivate  a  sufficient  growth  of 
hair  to  convince  you  that  this 
method  is  effective,  simply  notify 
the  bank  and  they  will  return  your 
deposit.  A  ll  orders  are  sent 
through  the  bank.  We  have  no 
traveling  agents  or  represe7tta- 
ttves. 

A  sixteen- page  book,  illus¬ 
trated,  will  be  sent  you  free. 


Evans 
Vacuum 
Cap  Co. 

647 

Fullerton 

Building 

St.  Louis 
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credited  as  a  salesman  with  the  sale  as 
made  by  him,  whether  of  his  or  some  other 
department,  but  not  his  department  Of 
course,  his  expenses  should  be  pro-rated 
according  to  his  sales. 

SPECIALLY  CONTRIBUTED  BY  W.  A.  THOMPSON. 

Answer:  I  believe  that  if  it  is  desirable 
to  keep  separate  sales  accounts  for  steam 
engines,  electrical  generators  and  boilers,  it 
would  not  be  keeping  the  amount  correctly 
to  give  the  generator  sales  account  credit 
for  a  sale  of  boilers  and  engines,  included 
with  the  contract  secured  by  the  manager 
of  the  generator  sales  department,  for  this 
would  entirely  destroy  the  statistical  value 

of  each  of  the  accounts. 

On  the  other  hand,  the  manager  of  the 
generator  sales  department  is  entitled  to 
credit  for  his  sales  of  goods,  outside  of  his 
department.  This  could  be  done  by  keep¬ 
ing  a  sales  record,  which  for  instance, 
would  show  the  name  and  address  of  the 
purchaser  and  the  amount  of  the  invoice. 
There  would  be  columns  ruled  for  engines, 
generators  and  boilers.  There  would  also 
be  incorporated  in  this  record  a  dollars  and 
cents  column  for  each  of  the  different  sales 
managers,  so  that  while  each  different  sales 
account  received  credit  for  the  amount  of 
its  class  of  goods  sold,  the  manager  of  each 
department  would  receive  credit  for  all  his 
sales,  no  matter  if  there  is  included  in  his 
sales  such  goods  as  are  under  the  authority 
of  another  sales  manager. 

Exchange  of  Information. 

BY  H.  S.  SEAMAN. 

I  would  like  to  get  into  touch  with  a  few 
book-keepers  who  use  the  voucher  system 
for  the  purpose  of  exchange  of  voucher 
and  classification  of  expense  account. 


the  increased  value  of  the  land.  The  secre¬ 
tary  and  myself  have  had  a  warm  discus¬ 
sion  as  to  the  correctness  of  this  entry  and 
as  a  last  resort,  we  have  both  decided  to 
accept  the  consensus  of  opinion  expressed 
through  the  columns  of  your  most  excellent 
magazine.  _ 

Bonus  Account. 

BY  ARNOLD  E.  FOSTER. 

Assuming  that  the  authorized  capital 
of  J.  G.  B.’s  Co.  is  $100,000,  con¬ 
sisting  of  10,000  shares  at  $10  each 
(5,000  common  and  5,000  preferred).  These 
should  be  shown  separately  in  his  ledger  as 

. $50,000.00 

.  50,000.00 


Capital  stock . 

Preferred  capital  stock . 

As  regards  a  further  issue  of  say  1,000 
preferred  stock,  it  is  only  necessary  to  put 
through  a  journal  entry  as  follows: 

To  preferred  capital  stock . $10,000.00 

(Full  details  here.) 

As  the  shares  are  subscribed  for  credit 
subscription  with  amount  paid.  Assuming 
one  share  of  common  stock  is  to  be  given 
with  every  10  of  preferred  stock  put 
through  a  journal  entry  as  follows . 

Subscription  . . . 000  00 

To  capital  stock . $10,000.00 

(Full  details  here.) 

Then  charge  say  bonus  account  and 
credit  Subscription  with  $1,000,  and  as 
the  preferred  stock  is  taken  up  issue  the 
common  stock. 

When  the  preferred  stock  has  been  fully 
paid  for  the  subscription  account  will  be 
closed,  capital  account  will  have  a  credit 
balance  of  $51,000,  preferred  capital  stock 
a  credit  balance  of  $60,000  and  bonus  a 
debit  balance  of  $1,000. 


Increase  in  Values. 

I  am  engaged  as  book-keeper  for  a  very 
large  lumber  concern  owning  its  own  lands, 
railroads,  mills  and  other ,  appurtenances 
necessary  to  successfully  conduct  the  busi¬ 
ness  at  a  minimum  of  cost.  The  land  was 
purchased  a  number  of  years  ago  and  since 
that  date  has  increased  in  value  at  least 
50  ::er  cent.  As  an  investor  I  would  be 
^ery  glad  to  take  over  the  land  at  the  in¬ 
creased  value.  The  board  of  directors  of 
the  company  recently  held  a  meeting  and 
ordered  the  secretary  to  make  an  entry  on 
the  books  charging  real  estate  and  timber 
account  and  crediting  surplus  account  with 


Forum  Prize  Winners  for  May. 

L.  C.  Montague  . $3.00 

W.  Wallace  . 

At  the  request  of  the  Audit  Company  of 
New  York,  the  editor  desires  to  state  that 
the  editorial,  published  on  page  162  of  the 
May  number  of  The  Business  Man's  Mag¬ 
azine  AND  Book-Keeper,  alluding  to  the 
New  York  Universal  Accounting  Corpora¬ 
tion,  Ltd.,  in  no  way  referred  to  the  Audit 
Company  of  New  York,  and  that  the  trans¬ 
actions  referred  to  in  that  article  did  not  re¬ 
late  to  any  services  performed  by  its  officials 
or  assistants. 
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4Sc.  gross 

Instead  of  the  usual  price,  60c. 

CHE  Falcon  shape  is  the 
most  serviceable  of  all 
steel  pens.  The  Hoskins 
Falcon  Pen  is  the  most  exactly 
tempered,  smoothest  and 
longest-lasting  Falcon  Pen 
made.  It  has  a  double  econ¬ 
omy — the  saving  in  first  cost 
and  the  saving  in  the  end 
due  to  longer  wear. 

We  want  your  order  for  a 
gross.  Give  the  pens  a  thor¬ 
ough  trial;  then  if  your  office 
force  doesn’t  think  they  come 
up  to  our  representations, 
you  can  get  your  45  cents 
back  by  returning  the  un¬ 
used  pens. 


THE  HOSKINS  CATALOGUE 

tells  how  to  economize  in  all  office  supplies. 

Sent  on  request. 

Wm.  H.  Hoskins  Co. 


PRINTING,  ENGRAVING,  STATIONERY 
AND  OFFICE  FURNITURE 

905  Chestnut  St.  PHILADELPHIA 


SOLIDHED  THUMB  TACKS 

A  Hammerless  Tack 

Can  be  pushed  in  by  the  thumb  and  may 
be  easily  removed  with  the  fingers 

Usedforfasteningpictures, drapery, etc. 
Celluloid  Assorted  Colors 20  cts.doz. 

-  -  lOcts.doz. 

Screen  Numbers  -  $i  per  100 

Send  for  catalogue 

HAWKES-JACKSON  COMPANY 

MAKERS 

82  Duane  Street  new  York 


H.  C.  RING  BOOK 

See  the  wide  Ring  Opening 


No.  63  Sheets  3^  x  6 
“  64  " 
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5  X  754  Rings 
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7/4  X  5  “ 

8%  X  6 

10  X  8 


Vs 


Price  $1  25 
Cover  1.45 
only  1  45 
Sheets  1.60 
In-  175 
dexes  2.10 
extra  2.25 


LOOSE  LEAF  BOOKS 


AND 


LOOSE  LEAF  METALS 

We  sell  either  Books  or  Metals  direct 
^om  our  Factory.  One  price  to  all. 
Buyers  write  us  for  prices.  Sheets, 
Indexes,  etc.,  etc. 

C  Clamp  Transfers,  Current  Ledgers, 
Automatic  Loose  Sheet  Holders  and 
Transfers,  Spring  Back  Loose  Sheet 
Holders,  Ring  Books,  etc. 

W.  J.  SCHULTZ,  Dept.  B,  Cincinnati,  Ohio 


E.  H.  BEACH,  Editor. 


“Do  It  Yourself.” 

WHILE  it  is  true  that  no  man  holding 
an  executive  position  should  load 
himself  with  detail,  but  should  re¬ 
serve  his  energies  as  much  as  possible  for 
the  higher  duties  connected  with  his  posi¬ 
tion,  it  is  equally  true  that  when  anything 
of  importance  has  to  be  done— anything, 
the  success  of  which  depends  very  much  on 
the  way  in  which  the  work  has  to  be  han- 
(Ped— there  is  nothing  like  “doing  it  your- 

It  frequently  happens  in  matters  of  iis 
nature  that  the  assistant,  or  subordinate, 
does  not  properly  appreciate  the  importance 
of  the  work,  or  possess  the  delicacy  of  per¬ 
ception  required  to  properly  accomplish  it 
so  as  to  obtain  the  very  best  results,  and 
the  consequence  is  often  ^  disaster,  or,  at 
least,  considerable  humiliation. 

If  there  is  anything  particularly  dimcu  t 
to  be  done— something  that  taxes  more  than 
ordinarily  the  ability  and  concentration 
usually  called  for  in  business— “do  it  your¬ 
self.” 

Methods  of  Identification. 

A  CHICAGO  bank,  it  is  alleged,  has  dis¬ 
carded  the  depositors’  signature  rec¬ 
ord  and  decided  to  employ  in  its 
place  a  record  of  thumb  marks  for  pur-, 
poses  of  identification.  By  this  system  it  is 
proposed,  so  it  is  stated,  that  the  depositor 
will  make  his  thumb  mark  on  the  page  of 
the  depositors’  ledger  where  his  account  is 
located,  and  if  any  question  in  regard  to 
his  identity  arises  thereafter,  it  will  be  set¬ 
tled  by  a  comparison  of  a  new  thumb  mark 

with  the  record  in  the  ledger. 

An  expert  is  employed  who  classifies  the 
thumb  marks  and  sectionalizes  them  under 
the  headings  of  “Whorls”  or  “Arches,”  etc. 
It  is  stated  that  the  lines  of  the  thumb 
never  change,  and  that  these  lines  are  still 
to  be  seen  on  the  thumbs  of  mummies  with 
a  record  of  5,000  years. 


We  suppose  it  will  not  be  long  before 
some  enterprising  investigator  will  arise  to 
point  out  that  character  can  be  infallibly 
delineated  by  the  study  of  the  lines  of  the 
thumb— that  if  the  whorls  point  inward  it 
is  a  sign  of  depravity,  and  if  the  arches 
are  not  properly  rounded  it  is  an  indica¬ 
tion  of  degeneracy. 

Let  us  not  withhold  from  the  thumb 
its  proper  position  in  the  scheme  of  crea- 
tion. 

Small  Offices. 

The  cheerful  way  in  which  many  authors 
will  give  advice  on  subjects  in  regard 
to  which  they  know  next  to  nothing 
is  very  well  exemplified  in  an  article  pub¬ 
lished  in  a  recent  Chicago  Sunday  newspa¬ 
per.  This  article  discusses  the  question 
whether  it  is  more  desirable  for  a  young 
man  to  begin  commercial  life  in  a  small  or 
large  office.  The  writer  gives  the  prefer¬ 
ence  to  a  small  office  for  many  reasons 
more  or  less  intelligent,  and  then  proceeds 
to  remark  that  a  business  college  educa¬ 
tion  is  of  no  use  to  such  a  man  in  a  small 
office  because  each  small  firm  has  a  dif¬ 
ferent  office  routine  which  must  be  learned. 

If  there  is  any  one  thing  that  a  business 
college,  or  commercial  d^’partment,  endea¬ 
vors  to  impart  to  its  pupils,  it  is  a  general 
knowledge  of  office  methods  which  will  be 
found  useful  no  matter  with  what  kind  of 
business,  or  with  what  kind  of  routine,  the 
young  man  may  find  it  his  lot  to  become 

connected. 

One  small  firm  may  keep  their  letters 
in  an  impression  book  and  another  may 
make  carbon  copies,  but  no  young  man  of 
average  intelligence  would  pass  sleepless 
nights  trying  to  understand  the  reason  of 
the  difference. 

One  firm  may  have  their  bills  written  by 
a  pen  and  another  by  a  typewriter,  but  they 
all  purchase  and  sell  goods,  and  keep  rec- 
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PERFECTION  IN  ERASERS 

INK— Blaisdell’s  No.  1400— PENCIL 


No.  1400  I  -  trtK  and  Pencil  Erases  ^>^7  - 

I  ^  Paper  pencil  Company;' 7 


Experiments  by  our  Expert  Chemists— Extending  over  a  period  of  more 
succeedcd  m  producing  the  finest  rubber  for  erasing  ink 
nf  a  ^  ^  placed  upon  the  market.  Blaisdell’s  No.  1400  is  made 

^  f  of  the  highest  grade  materials  purchasable  and  it  cannot  fail  to  give 

man  moSt  discriminating  book-keeper,  accountant  or  busiLss 

man.  Send  us  50  cents  in  stamps  for  one  full  sample  dozen. 

THE  ROSENTHAL  CO.,  346  Broadway,  NEW  YORK 

Sole  Agents  Blaisdell  Paper  Pencil  Company 


The  Best  Paper  Clip  Made 


The  “Cinch” 

The  simplest 
and  cheapest 
clip  made. 

Packed  250  in 
each  hex. 
Sample  box 
10c.  postpaid. 


1,000  for  only  3Sc 


“  Niagara  ”  No.  1 

(Smaller  than  No.  2) 

Made  of  either  brass  or 
steel.  Holds  papers  up 
to  a  quarter  incn  thick. 
Sample  box  (100)  ISc. 
postpaid.  $1.35  per  1000  J 


“Niagara”  No.  2 

(Medium  Size) 

Is  made  of  the  best  steel 
spring  wire  and  will  se¬ 
curely  hold  together  large 
quantities  of  papers  as  well 
as  the  thinest  sheets  with¬ 
out  mutilation.  Packed 
100  in  a  box.  Sample 
box  20c.  postpaid.  $1.50 
per  1,000. 


“Giant” 

The  newest  paper  clip  out. 
The  handiest  time  saver- 
made  to  grip  large  quantities 
of  papers.  Put  up  in  boxes 
of  100  for  desk  use.  Price 
25c.  postpaid. 


$2.00  for  1,000. 

Send  for  our  Catalog  of  Office  Specialties 


NIAGARA  CLIP  CO.,  37  Park  St.,  NEW  YORK 
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ords  of  their  accounts  receivable  and  pay¬ 
able,  and  endeavor  to  ascertain  their  net 

profits.  .  e 

We  do  not  agree  with  the  Qontention  ot 

the  writer  of  this  article  that  the  small  of¬ 
fice  offers  the  best  and  quickest  road  to 
promotion.  In  such  an  office  a  young  man 
may  remain  the  office  boy,  at  a  salary  cor¬ 
responding  to  the  importance  of  his  duties, 
until  he  realizes  the  advisability  of  search¬ 
ing  for  advancement  elsewhere. 

The  Legal  Conscience. 

George  haven  PUTNAM,  in  a  lec¬ 
ture  delivered  before  the  New  York 
University  of  Commerce,  Accounts 
and  Finance,  called  attention  to  the  evil 
influence  of  the  legal  profession  on  “Com¬ 
mercial  Morality.”  He  accused  the  profes¬ 
sion  of  many  sins,  notably  chicanery  in  the 
interpretation  of  agreements— the  planning 
in  advance  for  technical  advantages  well 
understood  to  be  outside  of  the  spirit  and 
purpose  of  proposed  arrangements.  He  as¬ 
serted  that  many  capitalists,  working 
through  the  medium  of  the  modern  cor¬ 
poration,  carry  out  their  transactions  with 
absolute  disregard  of  the  rights,  interests 
and  possibilities  of  livelihood  of  their  com¬ 
petitors,  and  that  they  escape  the  conse¬ 
quences  or  penalties  of  their  crimes  by  the 
aid  of  lawyers  skilled  in  evading  the  law. 

“It  would  almost  seem,”  says  Mr.  Put¬ 
nam,  “as  if  the  act  of  incorporation  had 
been  decided  upon  in  some  cases  in  order 
to  free  the  individual  merchant  from  the 
responsibility  of  his  conscience. 

There  are  few  perfect  laws  on  the  sta¬ 
tute  books  of  any  nation,  and  the  combina¬ 
tion  of  bad  law  and  unscrupulous  lawyers  is 
an  insufferable  scourge  and  oppression. 


The  Harvester  Trust. 

WE  note  from  a  perusal  of  the  columns 
of  The  Implement  Age  that  the  new 
Harvester  Trust  does  not  seem  very 
popular  in  the  trade. 

“Sneak  Trust,”  “underhanded  tricks,” 
“knock-down  and  drag-out  methods,”  and 
many  other  endearing  (?)  epithets  follow 
one  another  in  communications  denouncing 
the  methods  and  intentions  of  this  alleged 
trust. 

One  correspondent  suggests  that  every 
dealer,  traveler,  farmer,  hotel  and  livery 
man  take  a  solemn  oath  neither  to  buy  or 
sell  any  machine,  vehicle,  or  tool  manu¬ 


factured  or  sold  by  the  trust;  nor  to  feed, 
harbor,  or  transport  any  of  their  represen¬ 
tatives  at  any  less  than  regular  rates ;  a 
violator  of  this  oath  to  be  visited  with  the 
direst  penalties. 

It  is  daily  appearing  more  evident  that 
the  halcyon  days  of  trusts  are  about  over, 
and  combinations  in  restriction  of  trade 
will  have  to  fight  the  whole  force  of  an 
antagonistic  public  opinion — with  the  usual 
consequences. 

Interest  Earned  by  Insurance  Companies. 

ST  this  time  when  so  much  attention  is 
being  given  to  the  shortcomings  of  the 
managers  of  life  insurance  companies, 
it  will  be  well  for  the  general  public,  or  at 
least  that  part  of  the  public  which  consti¬ 
tutes  the  membership  of  these  companies, 
to  carefully  consider  the  other  side  of  the 
question.  While  it  is  undoubtedly  true  that 
there  have  been  evil  practices  in  life  insur¬ 
ance,  just  as  there  have  been  in  banking 
and  other  businesses,  and  while  abuses  of 
power  have  in  some  cases  resulted  in  ex¬ 
travagance  of  management,  we  have  suf¬ 
ficient  faith  in  the  integrity  of  the  manag¬ 
ers  of  the  life  insurance  companies  to  be¬ 
lieve  that  these  abuses  will  be  corrected 
and  the  questionable  practices  eliminated. 

If  you  happen  to  have  a  friend  high  in 
the  councils  of  any  one  of  our  leading  com¬ 
panies,  with  whom  you  can  frankly  dis¬ 
cuss  the  matter,  we  believe  it  is  safe  to  as¬ 
sume  that  he  will  admit  that  there  are  cer¬ 
tain  features  connected  with  the  business 
which  the  managers  themselves  are  anxious 
to  improve.  That  the  expense  of  conduct¬ 
ing  the  life  insurance  business  is  higher  than 
it  should  be  will  be  admitted  by  almost 
any  well  posted  life  insurance  man,  and  if 
we  realize  the  statements  of  the  companies 
it  will  be  seen  that  the  greatest  item  of 
expense  is  in  securing  new  business.  There 
are  several  reasons  for  the  high  cost  of 
securing  new  business,  chief  of  which  is 
the  fact  that  competition  has  forced  the 
companies  to  increase  commissions  to  se¬ 
cure  the  services  of  high  class  men  who 
possess  the  necessary  qualifications  to  make 
up  the  business.  So  long  as  we  postpone 
buying  life  insurance  until  some  clever  so¬ 
licitor  gets  us  in  a  corner  and  batters 
down  all  our  arguments  for  delay,  we  need 
not  look  for  any  great  reduction  in  the 

cost. 
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Winged-foot  Extra  Light  Weight 
Lawyers,  Light  Weight 
Smirchless  Medium  Weight 
Trade,  Medium  Weight 
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OF  INTEREST 
TO  INVESTORS 


A  magazine  of  real  value  to 
those  who  wish  to  get  larg¬ 
est  returns  for  money  safely 
invested.  It  is  free.  Write 
for  copy.  ::  ::  ::  :: 


ANDREW  L.  BUSH 

20  PHCENIX  BLDO.,  SPRINQFIELD,  MASS. 


The  Mechanical  Accountant 


■-vw^}IS8S§S:, 


SAVES  TIME  AND  LABOR 

Cl.  Let  us  place  one  in  your  office  on 
30  day’s  free  trial  and  prove  to  you, 
as  we  have  to  hundreds  of  others, 
that  the  Mechanical  Accountant 
will  more  than  pay  for  itself  in  less 
than  a  year’s  time.  The  only  com¬ 
puting  machine  that  performs  Self- 
Proving  Addition. 

IV rite  for  circular  “  D  ”. 

Mechanical  Accountant  Co. 

12-18  Warren  Street,  Providence,  R.  I. 


Royal  Pair 


One  lor  Black  Ink 


Your  attention  is  respectfully  called  to  the  NEW  ROYAL 
as  shown  herewith.  It  has  all  the  latest  improvements, 
including  the  tight-fitting  collars,  Xhe  bottom  part  of 
reservoir  is  three  times  the  weight  of  the  top  part  of  the  ink- 
stand,  making  it  next  to  impossible  for  the  inkstand  to 
upset. 

INKSTAND  TROUBLES 

It  is  well  known  that  in  ordinary  inkwells  the  loss  by 
evaporation  is  very  great.  It  is  also  known  that  evapora¬ 
tion  causes  inks  to  thicken  and  become  full  of  sediment. 
Such  inks  will  rapidly  incrust  a  pen  and  end  its  useful¬ 
ness.  It  was  to  avoid  these  troubles  that  the  Royal  Ink- 
stand  was  designed.  Requires  refilling  and  recleaning 
only  twice  a  year.  The  Triple  Bottom  Royal  Pair  con¬ 
sists  of  one  inkwell  for  black  ink  and  one  for  red,  size  3 
inches  in  diameter  sent  to  any  address  for  fl.OO;  single 
inkstand  60  cents  prepaid.  Two-cent  stamps  preferred. 


C.  H.  NUMAN,  Sole  Manufacturer, 


Ono  for  Red 


104  Fulton  Street,  New  York 
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That  the  funds  of  life  insurance  com¬ 
panies  arc  as  a  rule  safely  invested  has 
never  been  seriously  questioned.  In  the 
investment  of  life  insurance  funds,  secu¬ 
rity  must  always  be  the  first  consideration; 
after  which  the  rate  of  interest  may  be 
considered. 

In  a  recent  issue  of  The  Spectator  there 
appears  an  interesting  table  giving  the  rate 
of  interest  earned  on  mean  invested  funds 
of  thirty  life  insurance  companies  from 
1885  to  1904  inclusive.  This  table  shows 
that  the  average  rate  of  interest  earned  by 
all  of  these  companies  for  the  20  year 
period  was  4.90;  the  average  for  the  five 
year  period— 1900  to  1904— was  4.GG,  while 
for  the  year  1904  it  was  4.63.  The  lowest 
rate  earned  in  any  single  year  was  4.58,  the 
low  mark  being  reached  in  1902.  The  rate  - 
has  gradually  increased  since  that  time,  in¬ 
dicating  a  return  to  the  normal  average. 
We  think  it  is  safe  to  say  that  no  other 
class  of  financial  institutions  is  earning  a 
higher  average  rate  of  interest  on  the  same 
amount  of  invested  funds  than  are  the  life 
insurance  companies.  Since  the  premium 
r.'^.tes  of  nearly  all  of  these  companies  are 
based  on  an  assumed  interest  rate  of  three 
per  cent,  the  present  earnings  will  be  seen 
to  provide  a  liberal  margin  above  actual  re¬ 
quirements.  All  of  which  leads  us  to  the 
conclusion  that,  at  present,  there  exists  no 
well  founded  cause  for  alarm  in  the  life  in¬ 
surance  situation.  The  present  agitation 
will  only  serve  to  hasten  reforms  which  will 
be  as  welcome  to  life  insurance  managers 
as  they  will  be  to  policy  holders,  creating 
even  greater  confidence  in  the  institution 
of  life  insurance. 


Successful  Management. 

That  the  successful  man  must  be  suc¬ 
cessful  in  managing  men  is  pretty  gen¬ 
erally  understood.  The  manager  who 
has  to  do  with  the  control  of  employes  of 
any  character  must  be  able  to  secure  their 
hearty  co-operation  in  his  -every  effort  if 
he  is  to  be  successful.  A  more  unfavorable 
comment  could  not  be  made  than  to  say  of 
a  superintendent  or  foreman,  he  is  a  capa¬ 
ble  man,  but  he  can’t  get  along  with  the 
employes.”  This  comment  is  pretty  sure  to 
be  followed  by  another,  we  d  better  let 
him  go.” 

In  a  recent  issue  of  American  Industries 
Mr.  H.  H.  Vreeland,  head  of  the  Metro¬ 


politan  Traction  System,  is  quoted  as  say¬ 
ing  that  a  large  share  of  the  friction  be¬ 
tween  employer  and  employe  is  to  be  laid 
at  the  door  of  the  incapable  foreman— in¬ 
capable  when  it  comes  to  the  diplomatic 
control  of  his  men.  Of  course  a  foreman 
or  manager  must  "get  the  work  done.” 
That  is  a  prime  requisite,  but  Mr.  Vree- 
land’s  plan  includes  a  careful  investigation 
of  the  foreman’s  attitude  toward  the  em¬ 
ploye.  A  man  whose  attitude  causes  in¬ 
stinctive  antagonism  on  the  part  of  the  em¬ 
ploye  is  not  wanted.  Mr.  Vreeland  is  quoted 
in  the  article  in  question,  as  saying; 

“Every  foreman  makes  a  report  to  me 
at  the  end  of  the  month,  telling  how  many 
men  he  has  discharged  and  his  reason  for 
doing  so  in  each  case.  If  foreman  A  dis¬ 
charges  50  men  in  a  month  and  foreman  B 
discharges  five,  we  start  an  investigation  in  ^ 
A’s  department  to  ascertain  the  cause  of 
the  trouble.  If  the  foreman  is  at  fault  he 
speedily  modifies  his  conduct,  or  else  we 
dispense  with  his  services. 

“The  effect  of  this  good  treatment  of  em¬ 
ployes  is  apparent.  Several  years  ago,  when 
I  established  a  rate  of  pay  based  upon  the 
length  of  time  men  had  been  in  our  em¬ 
ploy,  I  found  that  only  five  per  cent  of  them 
were  on  the  pay  rolls  for  five  years  or 
more.  That  was  the  effect  of  the  old 
regime.  Today  80  per  cent  of  our  em¬ 
ployes  have  been  with  us  five  years  or  more. 
Every  business  man  will  appreciate  the  ef¬ 
fectiveness  of  the  latter  force  as  compared 
with  the  former.” 

Let  us  have  more  employers  who  assume 
this  attitude  and  thus  get  back  something 
of  the  old-time  feeling  between  employer 
and  employed. 


Opportunities  in  Railroad  Business. 

Paul  Morton,  Secretary  of  the  Navy  and 
a  first  class  railroad  man,  has  given  his 
opinion  that  there  are  better  opportunities 
now  for  young  men  in  the  railroad  business 
than  ever  before.  Many  vacancies  have  oc¬ 
curred  during  the  last  few  years  where  good 
men  were  sought  for  salaries  ranging  from 
$10,000  to  $40,000  per  year. 

The  fundamental  business  virtues,  in  Mr. 
Morton’s  opinion,  are  integrity,  concentra¬ 
tion  and  industry. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


137 


MANY  PEOPLE  THINK  THAT 

Steel  Die  Embossed  Stationery 

“COSTS  TOO  MUCH  MONEY” 


and  that  engraved  cards  and  letterheads  are  a  luxury  that  only  the  wealthy 
can  afford. 

We  have  a  very  large  plant  and  handle  a  great  deal  more  business  than 
the  average  house.  We,  therefore,  give  our  customers  the  benefit  of  whole¬ 
sale  rates.  We  engrave  a  three  or  four  line  steel  die  with  a  maximum  length 
of  three  inches  for  $3.00;  and  will  print  1,000  letterheads,  x  11  on  medium 
weight  bond  paper,  embossed  from  the  steel  die  in  one  color  for  $4.00;  in  lots 
of  3,000,  $3.35  per  thousand  ;  in  lots  of  5,000,  $3.10  per  thousand  ;  in  lots  of 
10,000,  $2.90  per  thousand,  and  in  50,000  lots,  $2.30  per  thousand  ;  perfect  die¬ 
cutting  and  first-class  printing. 

The  Dies  or  Plates  Are  Your  Property 

Most  Engravers  will  charge  you  from  $2.00  to  $50.00  for  the  die  or  plate 
from  which  they  print  your  letterhead  and  then  calmly  assure  you  that  the 
plate  belongs  to  them,  and  if  you  want  any  more  letterheads  you  have  to  go 
to  them  for  the  printing.  Our  system  is  entirely  different.  When  you  pay  for 
the  die  or  plate  it  is  your  property,  and  we  deliver  it  with  the  goods  or  will 
keep  it  in  storage  and  hold  it  at  your  order.  If  we  lose  it,  we  furnish  you 
another  free  of  cost,  and  dies  left  in  our  keeping  are  kept  in  good  order  free 
of  charge. 

To  Send  Inquiries 

Fill  out  blank  form  at  corner  of  this  page,  enclose  with  it  the  letterhead 
that  you  are  now  using.  Mark  out  anything  that  you  do  not  want  and  write 
in  anything  you  wish  to  have  printed.  Tell  us  whether  you  want  as  good, 
better,  or  the  same  kind  of  paper.  Do  not  try  to  make  a  poster  out  of  your 
letterhead.  Leave  something  for  your  catalog  or  other  Advertising  to  tell  people. 

Give  us  all  the  main  points  you  can 
about  what  you  want  and  we  will  do  our 
best  to  answer  you  intelligently. 

Rough  Ideas  Free ! 

To  any  firm  who  writes  on  its  own  let¬ 
terhead  and  fills  out  this  mailing  form,  we 
will  be  glad  to  send  a  rough  suggestion 
for  a  design  and  give  them  prices  on  the 
execution  of  the  suggestion.  We  will  be 
very  happy  to  submit  samples  of  our  work 
in  different  grades. 

Engraved  Invitations  and  Announce¬ 
ments,  Business  and  Calling  Cards. 


The  American  Embossing  Co. 

Seneca  Building 

BUFFALO  NEW  YORK 


American  Embossing  Co., 

Seneca  Bldg.,  Buffalo,  New  York 

We  will  be  glad  to  consider  a  sugges¬ 
tion  for  a . we 

enclose  a  sample  of  what  we  have  been 
using,  with  changes  noted.  We  want 

. thousand  . 

_ printed  on . quality 

. paper.  We  want  some¬ 
thing  (as)  good  (or)  better. 

Signed . 

From . 

Business . . 

Street . 

Town . 

State . 


Seattle  and  Tacoma. 

S  RECENT  circular  sent  to  our  read¬ 
ers  from  this  office  referred  to  a 
dozen  important  cities  marking  their 
location  on  a  crude  map  for  convenience 
sake. 

On  the  Pacific  coast  we  mentioned  onlv 
San  Francisco  and  Seattle.  We  mentioned 
the  latter  city  because — well,  just  because. 
There  was  no  real  reason  why  it  should 
not  have  been  Tacoma— nor  any  real  rea¬ 
son  why  it  should. 

It  seems,  however,  that  we  have  hurt  the 
feelings  of  our  friends  in  Tacoma.  One  of 
our  friends  there  sends  back  a  copy  of 
the  map  in  question  with  a  huge  cross  in 
red  ink  and' below  it  this  notation;  “Ta¬ 
coma — get  wise — we  are  on  the  map.”  We 
hasten  to  apologize.  We  never  meant  it, 
for  we  have  too  many  good  friends  in  Ta¬ 
coma.  Besides,  our  representative  in  that 
section,  Mr.  J.  C.  Slaughter,  would  make 
it  his  business  to  “take  it  out  of  our  hide” 
if  we  did  such  a  thing,  so  we  apologize 
and  promise  “never  to  do  it  again.” 

The  Advertising  Number. 

Our  friend,  Mr.  Harris,  has  evidently 
given  some  thought  and  study  to  the  prob¬ 
lem  now  being  seriously  considered  by 
all  students  of  trade  conditions.  Local  ad¬ 
vertising  to  supplement  the  manufacturers’ 
general  advertising  would  do  much  to  en¬ 
courage  the  manufacturer — and  would  also 
go  far  toward  disposing  of  satisfactory 
quantities  of  his  goods.  Mr.  Harris  says ; 

Editor  The  Business  Man’s  Magazine; — 

Good  for  your  April  number,  the  advertising 
number!  Let  us  have  more  like  it!  With  manu¬ 
facturers  familiarizing  the  public  with  their  trade- 
marked  goods,  the  retailer  will  have  to  get  into 
line  with  a  different  style  of  ads.  In  our  business 
we  believe  that  this  is  a  matter  of  congratulation 
for  both  manufacturer  and  retailer.  True  there 
is  probably  not  as  much  profit  for  the  retailer  on 
the  average  on  separate  pieces,  but  such  goods  sell 
easier  and  in  larger  quantities,  and  the  customers 
seem  better  pleased  in  buying  goods  that  they 
know  and  have  heard  something  about  before. 
We  think  that  the  quality  of  goods  must  be  kept 
higher  for  specially  advertised  goods  to  keep  on 
selling  continually,  for  failure  to  do  so  means 
destruction  of  that  public  confidence  which  it  has 


cost  so  much  good  advertising  money  to  build  up. 
But  it  may  b6  asked,  how  about  the  factory  to 
user”  idea,  the  “mail  order”  scheme;  will  not  all 
these  big  advertisers  in  time  prefer  to  sell  direct 
and  so  keep  the  retailer  out  of  all  this  business. 
This  seems  to  have  more  of  a  hold  in  the  w^t 
than  in  New  England,  so  my  knowledge  of  the 
“mail  order  war”  is  derived  chiefly  from  the  trade 
papers.  And  in  our  line  the  first-class  manufac¬ 
turers  seem  to  keep  out  of  retail  business  by  mail. 
The  reason  for  this  we  think  is  in  the  people,  the 
purchasing  public,  themselves.  They  generally 
prefer  to  see  what  they  are  buying  before  they 
give  an  order  even  more  perhaps  than  they  like  to 
have  some  previous  knowledge  of  what  they  see. 

For  instance,  the  oldest  and  best_  advertised 
sectional  bookcase  was  represented  in  only  12 
homes  in  this  city  as  the  result  of  all  their  ex¬ 
pensive  general  advertising  for  a  number  of  years 
past;  while  during  the  last  four  months  since  we 
took  the  agency  (admittedly  a  dull  time  in  the 
furniture  business)  we  have  sold  about  30  cases 
off  our  floors.  And  this  brings  me  to  the  point, 
the  retailer  will  have  to  supplement  the  national 
educational  advertising  campaigns  of  some  of  the 
best  trade-marked  lines  with  some  good  live  pub¬ 
licity  of  his  own  in  his  local  newspapers  and  ad¬ 
dressed  to  his  local  trade.  And  he  will  generally 
find  the  manufacturers  willing  _  and  anxious  to 
co-operate  with  him  and  aid  him  in  every  way 
they  possibly  cam  Of  course  one  cannot  always 
pay  for  advertising  space  for  whatever  ideas  they 
may  send  you;  care  and  experience  must  deter¬ 
mine  the  degree  of  adaptation  necessary  to  your 
store’s  own  especial  needs.  Even  with  the  best  of 
help  it  is  not  an  easy  matter  to  get  maximum 
results  out  of  your  advertising  money.  So  by  all 
means  let  us  have  some  more  good  articles  from 
The  Business  Man's  Magazine  on  advertising, 
with  special  reference  to  the  retail  trade.  Nothing 
else  is  of  more  importance  nowadays  to  the  re¬ 
tailer  than  good,  sensible,  bright,  winning  ads. 

Sincerely  yours, 

Wm.  D.  Harris. 


Tiffany. 

The  daily  press  is  telling  how  lack  of 
system,  in  the  celebrated  Tiffany  establish¬ 
ment  in  New  York,  made  easy  the  theft 
of  many  thousands  of  dollars’  worth  of 
diamonds.  This  shows  that  there  is  one 
business  house  in  New  York  where  The 
Business  Man’s  Magazine  is  not  regu¬ 
larly  read.  The  circulation  department  will 
see  to  that -at  once. 


W  anted — Capital. 

“I  recall  a  hundred  times  in  niy  career,” 
said  a  retired  merchant,  “when  I  could  have 
made  money  if  I  had  only  had  the  capital 
at  hand.  I  had  plenty  of  friends,  but  some 
were  afraid  of  the  risks,  some  were  short 
of  money  and  some  had  other  reasons  for 
regrets.” 
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THE  “SPARKS  HINGE” 

To  Loose  Leaf  Manufac hirers  and  Users  of 
Loose  Leaf  Systems: — 

c.  The  Sparks  Creasing  Machine 
for  Loose  Leaf  Ledger  Sheets  has 
these  points  of  advantage  over  other 
machines. 

H  Sheets  lie  absolutely  FLAT  in 
Binder. 

€L  Does  not  break  Paper. 

CL  Has  same  result  on  Paper  as 

MUSLIN  HINGE. 

CL  Can  be  produced  at  nominal  cost. 

CL  The  consensus  of  opinion  of  those 
who  have  used  sheets  with  this 
CREASE,  that  it  is  the  only  Perfect 
Hinge  for  Loose  Leaf  Ledger  Sheets. 

CL  Sampl  es  and  prices  sent  on  ap¬ 
plication. 

SPARKS  MACHINE  CO., 

12  Dutch  Street, 

New  York. 


The  St.  Paul  Association.  | 

HE  meeting  of  the  St.  Paul  Associa¬ 
tion  of  Accountants  and  Book-keepers, 
held  on  April  25th,  brought  together 
125  gentleman  interested  in  the  work  of 
this  progressive  organization.  'An  excel¬ 
lent  program  was  provided  for  the  enter¬ 
tainment  of  the  members  and  invited  guests, 
the  business  meeting  being  followed  by 
music,  and  addresses  by  gentlemen  promi¬ 
nent  in  the  financial  and  mercantile  circles 
of  the  Twin  Cities. 

Mr.  E.  A.  Young,  a  member  of  a  large 
wholesale  dry  goods  firm,  and  an  extensive 
employer,  spoke  on  the  relation  between 
the  employer  and  employes  from  the  em¬ 
ployer’s  standpoint,  also  upon  the  great 
benefits  to  be  derived  from  organizations 
of  accountants  and  book-keepers  when  prop¬ 
erly  conducted. 

Gen.  W.  B.  Bend  spoke  of  the  importance 
of  the  book-keeper  assuring  himself  as  to 
the  correctness  of  every  entry  on  the  books. 
Particular  stress  was  laid  on  the  importance 
of  making  equitable  closing  entries  so  that 
each  account  would  show  the  exact  charges 
affecting  the  profits  of  the  current  year. 

Mr.  A.  A.  Guiwitz,  president  of  the  Min¬ 
neapolis  association,  spoke  upon  the  neces¬ 
sity  of  a  book-keeper  being  thoroughly 
equipped  to  carry  out  his  work  in  a  master¬ 
ly  way,  and  being  prepared  to  take  care  of 
any  unusual  conditions  that  may  arise  in 
the  accounting  department. 

The  methods  of  accounting  used  in  the 
city  treasurer’s  office  were  very  entertain¬ 
ingly  presented  by  Mr.  Otto  Bremer,  city 
treasurer.  Municipal  accounting  was  also 
taken  up  and  discussed  generally. 

“Short  Cuts  in  Figures”  was  the  title 
of  the  paper  read  by  Mr.  W.  C.  Hutchin¬ 
son,  who  also  gave  many  interesting  illus¬ 
trations  of  rapid  calculation. 

An  orchestra  rendered  selections  during 
the  evening. 

The  St.  Paul  association  adjourned  their 
meeting  for  the  summer  months,  but  will 
give  an  excursion  on  June  10th  for  mem¬ 
bers  and  their  friends, 


Throughout  the  past  year  the  officers  of 
the  St.  Paul  association  have  been  untiring- 
in  their  efforts  to  arrange  interesting  meet¬ 
ings  and  we  are  pleased  to  notice  that  the 
members  have  heartily  responded  by  at- 
teriding  in  large  numbers. 

Mr.  Prentiss  W.  Jackson,  Jr.,  secretary 
of  the  St.  Paul  association,  deserves  great 
credit  for  the  able  manner  in  which  he  has 
performed  his  arduous  duties. 

f  - 

The  Joint  Convention. 

TTENTION.  If  every  one  who  should 
come  to  the  joint  convention  of  the 
N.  A.  A.  B.  and  the  I.  A.  S.,  does 
come,  there  will  be  over  11,000  delegates 
present. 

There  are  several  hundred  reasons  why 
every  member  of  each  organization  should 
be  here.  We  shall  not  try  to  enumerate  all 
of  them,  but  shall  content  ourselves  with 
urgently  requesting  every  member  to  make 
a  strenuous  effort  to  be  in  Detroit  August 
11th  and  12th — the  dates  selected  for  the 
meetings.  These  dates  come  in  your  va¬ 
cation  time,  and  nowhere  in  the  country 
can  you  find  a  better  place  to  spend  a  por¬ 
tion  of  your  vacation.  The  summer  ex¬ 
cursion  season  will  then  be  at  its  highest 
point.  From  the  west  or  the  east  you 
can  include  a  steamer  trip  on  your  way 
hither— 'a  trip  which  will  rest  and  refresh 
you  while  wasting  not  a  minute  of.  your 
time.  Regular  passenger  steamers  run  be¬ 
tween  Detroit  and  all  lake  ports.  Our 
members  from  the  west  may  come  via  Mil¬ 
waukee,  taking  the  steamer  from  there. 
From  the  east,  daily  steamers  are  run  from 
Buffalo,  Cleveland  or  Toledo.  Through 
tickets  from  the  east  can  be  obtained  from 
your  local  ticket  agents  making  the  steamer 
trip  a  part  of  your  route. 

This  meeting  will  be  the  first  one  held 
by  the  two  associations  jointly  and  will 
unquestionably  be  one  long  remembered  by 
those  attending— and  long  regretted  by 
those  who  stay  away.  Great  preparations 
are  under  way  for  the  pleasure  and  profit 
of  our  visiting  members,  including  a  trip 
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T!»  McCloud 

ADJUSTABLE 
SPRING 
BACK  CHAIR 


.  No.  45.  Antique  or  Golden  Oak, 
mahogany  or  other  woods. 
Kest  leather  seat  and  back.  Price  $11.00 


costs  just  a  little  more  than  some  others,  but  i' 
will  outwear  two  of  the  ordinary  kind.  On  ever) 
chair  we  use  an  oil  tempered  spring,  all  in  one 
piece.  Nothing  but  the  very  best  material  used- 
genuine  leather;  metal  parts  the  best  obtainable; 
first  quality  kiln  and  air  dried  white  oak  and  othei 
woods.  They  are  honestly  built;  light  but  strong 
enough  to  hold  a  team  of  horses.  Made  in  all 
woods,  any  finish  desired  and  more  than  thirty 
styles  to  select  from. 

There  s  a  size  and  style  for  every  back. 

We  will  send  one  of  our  chairs  to  any  respon¬ 
sible  business  house,  freight  prepaid  to  all  points 
in  U.  S.  East  of  the  Dakotas.  If  you  don’t  say  it’s 
the  best  chair  you  ever 
saw,  return  it  to  us  at 
our  expense. 


Catalog  D  showi7ig  all  styles  sent  on  request 

THE  DAVIS  CHAIR  CO. 

MARYSVILLE,  OHIO 


Your  Stenographer  needs  a  back  rester  just  as 
much  as  do  you  or  your  book-keeper.  The  stenog¬ 
rapher  is  obliged  to  sit  in  one  position  more  hours 
m  a^  day  than  any  other  employee  in  the  office. 
Her  work  is  confining  and  she  has  very  little  chance  to 
move  about  cr  change  her  position.  Is  it  any  wonder  that 
she  begins  to  “let  down’]  in  her  work  before  the  day  is 
half  over  .  Don  t  you  think  it  would  be  a  good  invest- 
rnent  to  provide  your  stenographer  with  a  comfortable 
chair — a  McCloud  Adjustable  Spring  Back  Chair— a 
chair  that  wm  prevent  the  backache  and  increase  her 
H'u  chair  has  an  adjustable  back  that  fits. 

J  he  back  is  instantly  adjusted  forward  or  backward  by 
merely  touching  a  lever,  and  it  can  be  raised  or  lowered 
at  will,  bringing  the  support  for  the  back  just  where  it 
is  wanted.  The  tension  of  the  spring  can  be  regulated 
as  you  like.  ^ 


No.  9  Mission 

Here  is  our  latest  product;  a 
Mission  Chair  in  weathered  oak 
finish.  A  beauty  in  arts  and 
crafts.  Price  $8.00. 


TBII  ©AVIJ  CBBAJR  (00>,  MARXJVIUtOl 

^  N  Mt.ClOU[L  MCC. 


A  BACK  RESTER  FOR  THE 
STENOGRAPHER 
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to  Put-in-Bay  and  dinner  at  the  Hotel  Vic¬ 
tory— one  of  the  most  palatial  hotels  in  that 
region  of  handsome  summer  resorts.  Aug¬ 
ust  11th  and  12th  are  the  dates.  Make  your 
arrangements  in  time  and  come  if  you  have 
to  walk.  It  will  be  worth  while  even  then. 

The  Florida  Society  of  Accountants. 

BY  RUSSELL  W.  BENNETT, 

Member  of  The  International  Accountants’ 
Society,  Inc. 

The  formation  of  accountants’  socie 
ties  is  often  attended  by  numerous 
difficulties,  the  greatest  of  which  is 
the  lack  of  enthusiasm  on  the  part  of  those 
who  should  be  foremost  in  furthering  the 
welfare  of  these  most  beneficial  orgamza 
tions.  We  take  great  pleasure  in  reporting 
that  this  condition  does  not  exist  in  the 
state  of  Florida,  as  we  have  been  able  to 
form  a  society  with  a  roll  of  34  charter 
members.  This  number  will  be  greatly  in¬ 
creased  as  the  society  becomes  better 

known.  . 

We  have  a  Legislative  Committee  whose 

duty  it  is  to  have  a  C.  P.  A.  bill  passed  by 
the  Florida  legislature.  The  reports  of  the 
committee  are  most  favorable,  and  there  is 
every  reason  to  believe  that  the  bill  will 
pass  this  session. 

ARTICLES  OF  ASSOCIATION. 

The  membership  of  the  association  con¬ 
sists  of  three  classes:  (1)  Active  members; 
(2)  Associate  members;  (3)  Honorary 
members. 

Active  members.  This  class  consists  so  e 
ly  of  those  holding  certificates  as  public 

accountants. 

Associate  members.  This  class  consists 
of  those  who  are  engaged,  either  wholly  or 
in  part,  in  the  keeping  or  supervising  of 
accounts. 

Honorary  members.  This  class  consists 
of  such  persons  interested  in  accounting 
matters  as  the  association  may  desire  to 
unite  with  it. 

Honorary  members  are  not  entitled  to 
vote. 

The  officers  of  the  Florida  Society  of  Ac¬ 
countants  are  as  follows : 

Walter  Mucklow,  president;  Edw.  S. 
Trenholm,  vice  president,  in  charge  of  mem¬ 
bership;  T.  G.  Hutchinson,  vice  president 
in  charge  of  legislation;  Russell  W.  Bennett, 
secretary,  411  E.  Monroe  street,  Jackson¬ 
ville;  Arnold  P.  Mickler,  treasurer. 


National  Association  of  Office  Men. 

It  has  been  proposed  that  the  title  of  the 
National  Association  of  Accountants  and 
Book-keepers  be  changed  to  the 

NATIONAL  ASSOCIATION  OF 
OFFICE  MEN. 

The  new  title  is  not  only  broader  but 
more  suitable  to  the  organization  which, 
ever  since  its  inception,  has  included  num¬ 
bers  of  office  men  who  do  not  perform  the 
duties  of  either  accountants  or  book-keep¬ 
ers,  but  are  interested  in  everything  per¬ 
taining  to  these  professions,  and  subscribe 
to  The  Business  Man’s  Magazine. 

A  National  Association  of  Office  Men 
will,  by  right,  include  all  who  have  to  do 
with  office  work,  from  the  employer  who 
undertakes  its  management  to  the  office 
boy  assiduously  preparing  himself  for  the 
promotion  which  is  sure  to  come  to  the  in¬ 
dustrious.  In  this  larger  field  we  will  be 
able  to  appeal  to  the  various  interests  con¬ 
cerned  with  greater  force  and  a  better 
prospect  of  success  when  advocating  plans 
for  mutual  advancement  and  benefit. 

We  are  already  achieving  considerable 
success  in  the  important  direction  of  assist¬ 
ing  members  to  find  congenial  positions,  and 
confidently  anticipate  that  in  the  near  future 
employers  generally  will  find  it  to  their 
advantage  to  notify  us  of  their  require¬ 
ments. 

The  American  Accounting  Library  of 
Forms  and  Methods  is  being  overhauled,  ar¬ 
ranged  in'  sheets  of  uniform  size,  and  bound 
in  separate  volumes.  A  new  certificate  of 
membership  is  being  devised,  and  we  again 
call  attention  to  the  provision  that  any 
person  making  a  contribution  to  the  Li¬ 
brary  is  granted  a  perpetual  membership, 
with  the  privilege  of  borrowing  any  forms 
contained  in  the  Library.  New  certificates 
will  be  issued  to  all  contributors  so  that 
all  members  of  the  Library  will  possess  uni¬ 
form  certificates. 


A  trade  magazine  gets  excited  and  froths 
at  the  mouth  every  time  someone  mentions 
“general  publicity.”  We  do  not  see  much 
of  that  sort  of  advertising  in  its  pages.  Is 
that  cause  or  effect? 

Why  do  so  many  of  our  “experts”  in  the 
ad  writing  field  spend  so  much  time  in  say¬ 
ing  “don’t”?  Why  not  say  something  on 
the  other  side?  A  little  more  “do”  might 
help. 
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EVERY  ACCOUNTANT  AND  BOOK-KEEPER 

SHOULD  BE  A  MEMBER  OF  THE  N.  A.  A.  B. 

«•••  SUT* 

YOU  NEED  NOT  NECESSARILY  BE 

AN  ACCOUNTANT 

TO  BECOME  A  MEMBER 


•  •••  I  I  B  L.  •••§ 

NATIONAL  ASSOCIATION  OF  ACCOUNTANTS 

AND  BOOK-KEEPERS 

IS  a  business  man’s  organization  and  it  is  a  money  saver  to  every 
business  man.  Do  you  want  to  hire  a  clerk  ?  The  association 
will  get  the  right  man  for  you — no  charge.  Do  you  want  to  buy 
office  supplies?  The  association  will  tell  you  where  to  get  them  the 
cheapest  no  charge.  Do  you  want  some  special  business  form  for 
your  personal  use.  The  association  will  supply  it — no  charge,^  Do 
you  purchase  books?  The  association  will  get  you  a  discoun^fr^no. . 
charge.  If  you  buy  five  dollars  worth  of  books  or  magazines  in  a 
year  your  membership  will  save  its  cost  in  the  discount  you  get. 

JOIN  TO-DAY 

'  '  ■  u  •  ' 

Sl.OOTMEYEAR 


secretary  in.  a.  a.  b. 

61  West  Fort  Street.  DETROIT.  MICHIGAN 

I  hereby  make  application  for  membership  in  the  National  Association  oi  Account¬ 
ant;-*  and  Book-keepers  and  subscribe  most  heartily  to  its  objects,  and  promise  to  aid 
and  assist  in  their  furtherance  to  the  best  of  my  ability.  Find  enclosed  one  dollar,  in 

payment  of . dues . 

Name . 

Occupation . | . 

Employer . 

Street . 

City .  State . 

No  Application  Is  Acceptable  Unless  The  Occupation  Is  Stated  In  Full 


RIEF  experience  of  late  re¬ 
minds  me  of  the  Irish¬ 
man  who  was  taking  a 
drink  from  the  garden 
hose  when  the  water  main  burst. 
‘Niver  did  I  think  I  had  sich 
divilish  dhrawin’  power.”  It 
was  intended  that  the  “Friend 
Beach”  column  should  be  in  the 
nature  of  a  social  and  business 
exchange,  but  it  never  entered  my  head  that 
I  would  create  a  deluge.  Yet  it  has  come 
in  the  shape  of  letters  from  subscribers, 
who  have  the  higher  standing  of  friends 
in  this  office.  Every  mail  brings  its  tor¬ 
rent,  and  there  is  nothing  in  the  currents 
coming  this  way — checks  conscientiously 
excepted — that  is  more  acceptable.  I  like 
Vipprt--tn-heart  talks  and  I  believe  with  the 


old  trainer  that  an  occasional  cuff  is  a 
stimulant  to  intelligence ;  a  good  thing 
if  fairly  delivered.  I  greet  the  oorrespond- 
ence  flood  with  delight,  for  it  is  warming 
'instead  of  chilling  and  repelling,  even 
though  it  carry  the  buffets  of  honest  criti¬ 
cism.  As  time  and  space  allow  I  will  re¬ 
ply  to  the  inquiries,  suggestions  and 
t“bumps”  that  impress  me  with  their  im- 
[portance  or  humor,  but  to  handle  them  all 
at  once  would  mean  a  supplement  larger 
than  the  original  edition.  It  is  plain  right 
now  that  a  great  big  congenial  circle  is 
forming.  ^  ^  ^ 

There  is  no  chance  to  build  without  a 
foundation.  If  a  man  be  born  without  a 
trace  of  horse  sense  he  had  best  turn  his 
attention  to  being  a  successful  fool. 

*  * 


As  you  read  this  I  have  a  pleasing  as 
surance  that  the  spirit  of  old  comradeship 
will  inspire  a  “Bon  voyage.  Make  it  a 
plain  American  “Good  luck.”  When  this 
issue  of  The  Business  Man's  Magazine 
reaches  you  I  will  be  across  the  water 


establishing  an  office  in  London  for  the 
sale  of  our  books  and  various  devices  for 
the  facilitating  of  business  along  lines  of 
assured  accuracy,  and  for  the  publication 
of  an  English  edition  of  the  magazine.  Our 
Mr.  John  Ferguson  is  there  as  I  write,  to 
make  preliminary  arrangements,  and  I 
shall  be  on  the  spot  to  see  to  their  com¬ 
pletion.  In  September  the  first  English 
edition  of  The  Business  Man's  Maga¬ 
zine  will  be  delivered  to  our  appreciative 
cousins  of  Albion. 

Pardon  the  interruption  made  that  I 
may  record  a  recent  conviction  born  ot 
recent  experiences.  After  too  long  defy¬ 
ing  the  inevitable  fate  of  a  house  divided 
against  itself,  the  Anglo-Saxon  race  is  get¬ 
ting  together,  and  the  dominant  events  of 
current  history  are  hastening  the  reunion. 

^  >!t  5(: 

Tve  to  make  my  first  trip  across  the 
“big  pond,”  and  I  know  there  will  not  be 
a  waking  hour  when  I  do  not  wish  that 
you  were  all  with  me.  If  you  want  to  ap¬ 


preciate  the  true  sense  of  personal  insig¬ 
nificance,  they  tell  me,  and  comprehend 
what  a  figure  congenial  companionship  cuts 
in  life,  get  out  where  the  vast  blue  is  above 
and  below  you.  There  is  said  to  come  to 
you  a  feeling  that  you  are  as  a  grain  of 
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WE  RESTORE  SIGHT! 

CLASSES  RENDER 
DEFECTIVE  VISION 
CHRONIC. 


Write  for  our 
ILLUSTRATED 
TREATISE  ON  THE 
EYE,  Mailed  Free 

The  Ideal  Company, 

239  BROADWAY, 
NEW  YORK. 


WESTON’S 

LEDGER 

PAPER 


MADE  BY 

BYRON  WESTON  COMPANY 

DALTON,  MASS. 


Prepare  for  a  better  business  career 

by 

“LEARNING  HOW  TO 
WRITE  AOVERTISEMENTS" 

Ad-Writing' is  the  one  field  that  should  appeal 
to  young  men  and  women  who  wish  to  reach 
the  goal  of  their  AMBITION. 

Considering  the  pleasant  surroundings,  ex¬ 
cellent  salaries,  and  vast  opportunities  of  an 
Ad-W’riter,  there  should  be  more  ambitious 
people  following  this  profession. 

Advertising — is  Art,  Science,  Education — 
combined. 

It  is  the  main-spring  of  every  business,  yet 
the  supply  of  good  Ad-Writers  is  limited. 

If  you  wish  to  double  your  salary,  and  be¬ 
come  better  known  in  the  mercantile  world, 
send  for  my  catalogue  “  PUBLICITY.” 

It  will  light  the  way  for  you.  I  am  respon¬ 
sible.  My  catalogue  will  convince. 

Course  completed  in  about  six  months. 

I  guarantee  to  graduate  every  student  I  en¬ 
roll.  Students  get  actual  business  experience 
before  graduating.  ' 

Before  you  forget,  send  for  my  catalogue 
NOW.  Mailed  free. 

D.  G.  RUSSELL 

Suite  408  Atwood  Bldg. 
CHICAGO,  -  -  ILLINOIS 


rfilE  KING  OF  CALCULATORS  \ 

Representing  a  new  system  of  rapid  cal¬ 
culation,  Worth  looking  into  as  it  is  the 
best  book  on  the  subject  ever  published. 

Price  One  Dollar.  ::  ::  Address 


KEYS  INSTITUTE, 


LITTLE  ROCK,  ARK. 


using  my 
system  of 
preventing 


BOOK-KEEPERS 

errors  nev¬ 
er  re-check.  It  prevents  all  errors  in  posting  without 
check  figure  or  re-writing  on  slips.  It  proves  work. 
Daily  Trial  Balance  unnecessary .  Latest  system 
published.  Write  to-day  for  free  information.  I  audit, 
design  special  systems  for  any  business  savingSO?^  work 
ROBT.  J.  McIntosh,  Public  Accountant,  613-614  Spitzer  Bldg,,  Toledo,  0. 


OUK  FREE  BOOKLET  ON  ATNOMEfOR 

MUSIC  LEARNING 

VIOLIN,  GUITAR,  BANJO,  CORNET  and  MANDOLIN. 

Tells  how  you  can  learn  to  play  any  instrument  at  small  expense 
and  without  leaving  your  liome.  It  is  free  and  will  interest  y')u. 
Send  your  name  to  I'.  S.  School  of  Music,  Box  19E,  19  Union  Sq.,  N.Y. 


RflYAI  TY  PAID  Musical  compositions. 

nU  I  HLJ  I  inlU  We  arrange  and  popularize 

PIONEER  MUSIC  PUB.  CO.  Inc. 

B-415  Manhattan  Bldg.  Chicago,  III. 
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sand  on  the  seashore,  and  you  yearn  for 
the  fellows  that  you  can  talk  to  without 
reserve. 

I  decline  to  contest  where  philosophers 
confess  themselves  to  be  profound,  but  I 
never  make  a  move  without  looking  the 
situation  all  over  with  the  utmost  consid¬ 
eration  of  equity  at  my  commond.  For 
eighteen  years,  head  bent,  hand  working, 
brain  conceiving,  planning  and  directing. 
I’ve  been  working  to  the  “full-speed” 
notch  without  a  vacation.  I’ve  longed  for 
the  recess,  but  an  enterprise  worth  build¬ 
ing  up  is  an  unmerciful  tyrant.  It  exacts 
unbroken  vigilance  and  unceasing,  work 
until  it  is  firmly  established.  Mow  i  can  go 
without  a  compunction  for  at  least  two 
good  reasons.  The  wheels  will  keep  re¬ 
volving  with  the  accuracy  of  mechanical 
perfection,  and  the  loyal  office  force,  the 
conservative  Mr.  Thorne  included,  “shew” 

me  out  to  get  the  air  and  rest. 

*  * 

The  man  who  never  breaks  away  from 
the  treadmill  is  bound  to  become  sordid, 
inadaptible,  stale  and  unprofitable. 

i|5  *  5(5 

Mr.  Thorne,  you  know,  used  to  be  an 
Englishman  himself.  He  was  born  that 
way  and  it  took  time  to  overcome  it.  Even 
yet  his  blood  inheritance  crops  out.  If  I 
were  going  to  sail  for  the  Bermudas,  Am¬ 
sterdam,  Port  Arthur,  Honolulu,  Valpa¬ 
raiso  or  Brest,  he  would  have  no  advice 
to  give.  But  “Dear  old  Lunnon’"  is  my 
destination  and  that  makes  all  the  differ¬ 
ence  in  the,  world.  He  is  giving  me  pater¬ 
nal  talks  by  the  hour.  I  must  be  careful 
to  do  this  and  just  as  careful  not  to  do  that. 
It  may  be  just  a  bit  wiser  to  appear  in 
clothes  made  by  a  London  tailor,  drawl 
perceptibly  when  I  talk  and  order  ’alf  and 
’alf  if  overcome  with  the  drouth.  But  the 
climax  of  his  fears  is  that  I  may  be  kid¬ 
napped  and  I  have  compromised  on  his  de¬ 
mand  for  a  bodyguard  by  agreeing  to  carry 
a  dynamite  stick  big  enough  to  swipe 
everything  in  sight  should  I  be  attacked. 
“Get  solid  with  the  ‘bobbies’  and  carry  a 
horn  if  you  venture  out  in  a  fog,”  is  his 
counsel.  He  at  first  urged  me  to  say 
“God  save  the  King”  whenever  it  came  in 
pat,  but  conceded  at  the  end  of  a  heated 
argument  that  God  knows  His  own  busi¬ 
ness.  If  I  receive  as  much  attention  in 
London  as  he  seems  to  anticipate  it  will 
save  a  lot  of  money  for  advertising. 


there  asks  for 
he  does  it  is 


It  is  a  mistaken  idea  that  the  man  who 
does  not  advertise  is  without  recourse. 
There  are  bankrupt  courts  to  give  him  a 
start  from  the  scratch  and  a  show  to  avoid 
the  weakness  that  wrecked  him,  and  there 
are  public  institutions  to  see  that  he  does 

not  suffer  for  the  actual  necessities  of  life. 

*  *  * 

If  my  judgment  in  such 
matters  has  not  suddenly 
gone  wrong,  the 
English  edition  is 
going  to  be  a 
screaming  s  u  c  - 
cess.  It  is  the 
rare  exception 
when  a  sub¬ 
scriber  over 
a  discontinuance  and  when 
for  some  sufficient  reason 
which  permits  him  to  say  that  he  thinkr. 
the  magazine  the  best  'of  the  kind  that  is 
given  to  the  reading  public. 

So  far  as  my  personal  observation  goes 
the  charge  that  the  men  who  run  the  busi¬ 
ness  affairs  of  the  British  Empire  are  help¬ 
lessly  wedded  to  tradition  is  a  libel.  The 
origin  of  the  statement  may  have  been  in 
the  fact  that  there  were  long  years  when 
England  did  not  have  to  stretch  herself  in 
the  competitive  race.  She  was.  the  commer¬ 
cial  dictator  and  the  source  of  action  which 
proved  'so  much  more  successful  than  that 
adopted  by  any  other  nation  very  naturally 
produced  that  confidence  which  causes  the 
dominant  party  in  our  own  country  to 
“stand  pat”  and  to  “let  well  enough  alone,” 
the  slogans  which  testify  the  political 
genius  of  the  lamented  Hanna. 

But  so  soon  as  her  trade  supremacy  was 
challenged  by  her  pushing  sons  on  this  side 
she  awoke  to  the  demands  of  the  situation 
and  is  bent  on  making  the  race  a  ineiiy 
one.  Within  the  field  where  I  am  especially 
interested  the  English  promptly  adopt  new 
accounting  methods  of  merit,  the  new  office 
devices  which  facilitate  work  and  every 
suggestion  which  shortens  the  way  to  de¬ 
sired  results.  The  appreciation  which  they 
have  shown  The  Business  Man’s  Maga¬ 
zine  is  what  induces  a  special  edition  for 
their  use,  adapted  there  as  it  is  here.  It 
is  in  accord  with  the  eternal  fitness  of 
things  that  Mr.  Thorne,  with  his  English 
birthright,  is  to  have  a  leading  part  in  sup¬ 
plying  the  technical  matter  for  the  London 
edition.  He  brings  to  the  work  the  knowl- 
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Complete  and  permanent  freedom  follows.  The  whole  system  reconstructed.  No  more  attacks  or 
symptoms.  Appetite,  digestion,  sleep,  nerves— all  become  healthy.  Further  medicines,  “Reliefs,”  or 
change  of  climate  no  longer  necessary.  Twenty-one  years’  experience,  with  constant  study.  Increased 
skill.  New  methods.  Great  success.  Over  60,000  cases  treated.  Stay  at  home  and  be  CURED  TO 
STAY  CURED.  BOOK  X  explains  principle  and  contains  interesting  reports  of  cases.  Mailed  to 
you  FREE  on  request. 

P.  HAROLD  HAYES.  BUFFALO.  N.  Y. 


ARITHMOMETER  PAPER 

FOR  USE 
IN  ALL 

ADDING  MACHINES 

Plain  or  Ruled 

PER  100 

Rolls  2  5-16  in.  wide,  $8.00 
Rolls  3  15-16  in.  wide,  11.00 


PACKED  IN  CASESOFSO  and  100  ROLLS 


Freight  prepaid  east 
of  the  Mississippi  River 

THE  WHITAKER  PAPER  CO. 

CINCINNATI,  OHIO 


The  stock  on  which  this  publication 
is  ,  printed  is  furnished  by  us 


Banking  by  Mail 

A7o  interest 

When  hard-headed,  conserva¬ 
tive  business  men  send  money 
by  mail  clear  across  the  conti¬ 
nent  and  even  from  the  Philip¬ 
pines,  Hawaii  and  Japan,  for 
deposit  in  this  bank,  there 
must  be  convincing  reasons  for 
it.  As  a  matter  of  fact,  we 
are  getting  accounts  from  these 
far-off  places  almost  daily. 

Our  booklet  K  describes  our  methods  and 
management;  and  explains  the  advantage 
of  our  simple  banking-by-mail  system.  Write 
for  the  booklet  K  to-day. 

Assets  $26,000,000 
49,000  depositors 
Small  accounts  1001007710 

tCbe 

Clevelanb 
tEru0t  (tompani? 

CLEVELAND  OHIO 


Stenographers 

Turn  out  more  work — Turn  it  out  easier 


A  Multi-Angle  Copy  Holder  increases 
your  speed  and  efficiency  40fc. 

A  Multi-AngleCopy  Holder  saves  bend¬ 
ing  over  a  desk — saves  strain  of  the 
eyes,  saves  waste  of  time  through  los¬ 
ing  the  place. 

The  Multi-Angle  Copy 
Holder  is  instantly  ad¬ 
justed  to  either  side  of 
machines  in  any  posi¬ 
tion.  Best  and  most 
convenient  device  ever 
applied  to  a  typewriter 

Price,  $2.00  Prepaid 

Send  for  our  free  cir- 
cular-ittellshow  the 
Multi-Angle  Copy 
Holder  can  help  you 
Give  make  of  ma¬ 
chine  when  ordering. 


ROy  BAKER,  (formerly  The  Davenport  Co.)  Dept.  F.  Grand  Rapids,  Mich. 


Instantly 

ADJUSTED 
TO  ANY 
POSITION 


AVOID  EYE  STRAIN 


- 


bound  to  result 
from  work  per¬ 
formed  in  a  dim 
light.  Bring  the 
light  to  your 
work. 

THE  CAMP 
ADJUSTABLE 
LAMP  Ne 

can  in  one  sec¬ 
ond  be  adjusted 
to  any  position.  Equally  adapted  to  use  on  a 
roll-top  or  flat-top  desk,  on  the  piano,  in  the  library 
V  ^  --any  place  where  a  lamp  is  needed.  Light  and 

portable.  IT  Length  of  arm  from  base  to  socket, 
twelve  inches.  Weiglit  complete,  four  and  one-half  pounds. 
Well  made — finely  finished.  Price  of  lamp  complete  with 
shade,  socket  plug  and  ten  feet  of  cord,  $3.26.  Express 
charges  prepaid.  Money  refunded  if  not  satisfactory. 

Order  one  on  approval  to-day.  Write  for  descriptive  circular. 
THE  CAMPE  CO.,  I  10  S.  Second  St.,  La  Crosse,  WIs. 
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edge  of  a  son  who  keeps  accurate  pace 
with  family  affairs  and  has  the  added  ad¬ 
vantage  of  the  widest  study  and  experience 
as  an  expert. 

>|!  He 

Nine  out  of  ten  men  who  started  poor 
and  are  now  wealthy  saw  days  when  they 
went  cold  and  hungry  rather  than  depart 
from  rules  for  saving  laid  down  by  them. 
The  seed  that  meant  the  future  crop  was 
held  sacred  in  the  face  of  all  difficulties. 

J)!  *  ♦ 

“Hooray!”  for  the  next  convention  of 
the  N.  A.  A.  B.  “Tiger!”  I  told  you  so 
last  month.  I  also  gave  you  an  invitation 
to  be  present  and  with  it  went  the  hearti¬ 
est  desire  to  have  you  here.  As  strongly 
as  I  can  hammer  it  home,  are  expectea 
and  wanted.  Come  early  and  stay  long. 
The  pleasing  outlook  is  for  a  big  crowd.  I 
have  made  a  league  and  a  covenant  with 
the  mayor  of  Detroit  and  the  governor  of 
Michigan  that  the  “lid  is  to  be  off”  while 
you  are  with  us,  the  town  open  at  both 
ends  and  the  police  to  help  make  things 
entertaining.  The  business  transacted  is 
going  to  be  valuable  to  all.  This  and  the 
attendant  social  features  aim  to  make  you 
glad  that  you  came  and  anxious  to  come 
again.  Your  part  is  to  get  here.  The  rest 
of  the  programme  is  arranged  and  I  am 
conservative  in  stating  that  it  is  to  be  a 
hummer. 

I  have  a  special  delivery  letter  from  a 
subscriber  who  says  that  he  is  coming  if 
he  has  to  walk..  No  matter  how  you  come, 


afoot,  on  horseback,  by  wheel,  auto,  bal¬ 
loon,  flying  machine,  train,  boat,  wagon, 
electric  car,  ambulance,  moving  vans  or  on 
the  bumpers.  Hit  the  grand  rallying  point 
at  the  appointed  time  even  if  you  come 
C.  O.  D.  or  on  approval.  It  is  to  be  a 

great  free-for-all  and  the  more  the  merrier. 

♦  *  * 

The  unprecedented  humming  of  the  com¬ 
mercial  machinery  means  that  brain  and 


brawn  are  happily  united  in  the  utiliza¬ 
tion  of  our  mines,  forests,  farms,  furnaces, 
mills,  factories,  shipyards  and  every  other 
agency  available  for  the  promotion  of  pros¬ 
perity. 

*  * 

In  my  humble  judgment  the  May  num¬ 
ber  of  The  Business  Man's  Magazine 
excelled  any  of  its  predecessors,  and  the 
June  number  is  even  better.  And  such  is 
the  record  that  I  am  driving  for  all  the 
time ;  to  make  each  issue  the  best  to  date. 
Talk  about  taking  time  by  the  forelock,  the 
chief  features  of  the  August  magazine  are 
already  outlined,  space  allowance  being 
made  for  current  matters  arising  in  the 
interval.  “If  I  do  say  it  as  oughtn’t,”  that 
August  number  is  going  to  be  a  hummer, 
buzzer,  screamer  and  board-sweeper.  You 


may  arrange  to  rip  out  every  page  that  is 
not  replete  with  interesting  and  useful 
material  and  stick  conscientiously  to  your 
resolve,  yet  the  magazine  will  be  placed  on 
file  without  a  tear.  Every  one  of  the  125 
people  comprising  our  staff  has  his  or  her 
sleeves  up  to  help  me  accomplish  what  I’m 
striving  for,  and  a  beehive  looks  like  a 
loafing  place  by  comparison,  btnctly  be¬ 
tween  ourselves,  one  of  the  reasons  that 
I  want  you  to  come  here  in  August  is  to 
give  me  the  pleasure  of  showing  you  what 
a  happy  and  loyal  family  of  workers  I  have 
about  me. 

45  *  ★ 

One  of  the  meanest  of  God’s  creatures 
is  he  who  dawdles  along  the  primrose  path 
of  life  and  then  begrudges  his  fellow  the 
fruits  of  thrift  and  industry. 

*  *  * 

In  all  your  forgettings  do  not  forget  the 
date  when  the  National  Association  of  Ac¬ 
countants  and  Book-keepers  hold  their  con 
vention  in  Detroit.  The  affair  is  to  be 
brought  off  August  9  and  10.  Paste  it  in 
your  hat  and  at  the  head  of  your  bed,  and 
set  your  alarm  clock  so  as  to  start  in  ample 
time.  Also  paste  it  around  conspicuously 
that  I  expect  YOU  to  be  here.  The  pains 
and  penalties  attaching  to  your  absence 
are  too  horrible  for  publication. 
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If  up  to  the  requirements  of  such  re¬ 
sponsibility,  the  best  friend  you  have  on 
earth  is  yourself. 

How  is  this  for  a  survival  of  coach-days 
enterprise?  A  man  who  does  not  take 
this  magazine  borrows  it  from  his  neighbor 
and  reads  it  from  start  to  finish,  not  for¬ 
getting  to  occasionally  retain  the  illumin¬ 
ated  cover  for  the  baby’s  picture  gallery. 
He  has  a  business  that  has  been  running 
along  slowly  of  its  own  momentum  since 
he  inherited  it  years  ago,  yet  he  produces 
specialties  that  could  be  sold  in  almost 
every  counting  room  and  office  in  the  coun¬ 
try.  Just  to  convince  himself  that  he  knew 
a  little  more  than  live  men  of  affairs  he 
wrote  me  a  letter.  He  did  not  want  to 
injure  my  enterprise,  but  strictly  between 
ourselves,  I  was  getting  too  infernal  sharp 
for  my  own  pocket-book.  What  was  trie 
use  of  working  up  100,000  subscribers  and 
selling  them  a  great  big  book  every  month 
for  less  than  it  cost  to  get  it  out,  when  a 
quarter  of  that  number  would  do  just  as 
well?  “I’d  like  well  enough  to  put  in  some 
advertising  with  you  but  I  want  a  medium 
where  I  can  show  up  bigger  than  anybody 
else.  Now  take  our  country  paper.  I’m 
right  in  there  with  letters  big  enough  to 
read  across  the  street,  and  there  is  not  a 
business  man  in  my  county  that  hasn’t 
bought  goods  of  me.  People  ’round  here 
say  ‘that’s  him,’  and  that’s  the  kind  of  ad¬ 
vertising  I  like.  When  you  get  to  going  on 
a  smaller  scale  and  can  make  my  name  show 
up  big  without  taxing  me  too  high.  I’ll  start 
in  with  a  personal  ad,  and  I  might  put  in 
my  picture.” 

The  grand  trouble  with  this  country  is 
that  it  has  wandered  from  the  good  old 
fashioned  ways. 

*  *  * 

The  man  who  would  steal  your  good 
name  is  meaner  than  the  man  who  holds 
you  up  for  such  valuables  as  he  can  find 

upon  your  person. 

*  * 

A  flushed-face  man  with  a  big  yellow 

diamond  nestled  in  a  red  necktie,  hair  clip¬ 
ped,  broad  white  hat,  double-breasted  vest 
of  a  Persian  pattern,  big  watch  chain,  heavy 
rings  and  all  the  rest  of  an  ultra  outfit 

came  in  on  me  the  other  day.  I  must 
have  looked  surprised  at  his  unclassified 

radiance  for  he  promptly  began  to  identify 
himself. 


“I  reckon  this  is  Mr.  Beach,  suh?  I’m 
a  hossman,  suh ;  southe’n  hossman.  It  you 
ca’  to  investigate  you  will  ascehtain  that 
I’m  no  pikeh,  fo’flusheh,  false  alahm,  tin- 
hohn  oah  welsheh,  suh.  I’d  pay  all  I 
agreed  to,  suh,  if  I  had  to  rob  a  bank  to 
do  it.  Honoh  in  my  bus’ness  has  the  fus’t 
call  in  my  game.  suh.  This  is  the  book- 
keepeh  ?” 

“Yes.” 

“Book-makeh,  in  other  words?” 

“We  make  books.” 

“So  some  of  the  boys  oveh  on  Monroe 
avenue  told  me,  and  you  run  a  magazine 
’long  side.  Looks  to  me  like  a  winneh, 
suh,  suah  winneh.  They  told  me  you  weh’ 
usin’  the  magazine  fo’  a  blind  and  makin’ 
all  kinds  of  money  by  you’  book  makin.’ 
Now  I  know  as  much  ’bout  bosses  as  any 
otheh  gentleman  on  the  Amehican  tuhf ; 
pedigrees,  performances,  fohm,  riddehs, 
stayin’  qualities,  everything.  What’s  the 
chances  fo’  a  wohkin’  partnership,  suh? 
When  I  can’t  call  a  race  they’s  somethin' 
crooked  or  a  boss  has  gone  off  suddenly.” 

The  quickest  reply  was  to  show  him 
about  the  building  and  explain  things.  This 
I  did,  and  after  he  had  seen  everything  and 
wondered  at  the  stupendous  amount  of 
work  being  done,  he  apologized  profusely, 
ran  his  hand  into  his  hip  pocket,  asked 
if  there  were  any  professional  bondsmen 
in  Detroit  and  then  said  he  reckoned  that 
I  would  hear  of  strenuous  doings  over  on 
Monroe  avenue.  He  could  take  a  joke  but 
“by  gad,  suh,  when  they  send  me  out  like 
a  tendeh-foot  to  insult  a  gentleman  that 
tre.ats  me  well  afteh  I  do  insult  him.  I’m 
goin’  to  make  them  com  ’round  and  apolo¬ 
gize,  suh,  oah  I’ll  cut  loose  with  the  pop. 

“Good  day,  suh,  and  when  they’s  a  good 
thing  cornin’  off  I  ’ll  tip  it  to  you,  just  to 
show  that  I’m  wise  to  the  game.” 

*  ♦  * 

Habit  is  a  relentless  tyrant,  giving  both 
reason  and  conscience  a  hard  fight. 

♦  ♦  * 

We  want  all  the  allied  interests  within 
the  fold.  That  is  the  reason  that  it  will 
hereafter  be  the  National  Association  of 
Office  Men,  instead  of  the  National  Associ¬ 
ation  of  Accountants  and  Book-keepers. 
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VQALcuvjEtcir: 


**The  Machine 
That  Thinks  Right” 

Book-keepers  and  office  men  know  that 
adding  machines  pay  a  profit  on  the 
investment.  They  save  the  brain  from 
tedious  strain. 

The  CALCUMETER 

is  the  best  proving-  machine.  Not  a  toy  adder.  It  is  prac¬ 
tical  and  serviceable.  Absolutely  accurate.  Speed  quickly 
acquired  Sold  on  its  merits.  Cash  or  installments.  Send 
for  booklet  bio.  3. 

THE  MORSE  &  WALSH  CO.,  Trentoo,  N.  Y. 


OVERNMENT  POSITIONS 


More  than  80,000  appointments  made  last 

year.  Chances  better  than  ever.  Thousands 

appointed.  Estab¬ 
lished  1893.  Work  confidential.  No  political 
needed.  Common  school  education 
sumcient.  Full  particulars  free  concerning 
positions,  salaries,  examinations  (held  soon  in 
every  State),  sample  questions,  etc. 

National  Correspondence  Institute, 
41-70  2d  Nan  BankBldg.,Washington.O.C. 


BOOK-KEEPING 

A  Complete  Course  for  $3.00 
Under  An  Absolute  Guarantee 

Do  not  say  “it  can’t  be  done  it  can  and  we 
guarantee  results. 


For  $3.00  WE  furnish 

A  TEXT  BOOK 

350  pages— bound  in  half  leather,  gold  top 
—a  magnificent  book. 

A  SET  OF  TWELVE  LESSONS 

over  one  hundred  pages  — 12  separate 
lessons— each  one  bound  separately,  every 
one  illustrated  with  special  forms  photo¬ 
graphed  from  originals  and  drawings  size 
6x9  inches. 

A  SET  OF  PRACTICE  BLANKS 

special  ruled  sheets  for  use  in  study. 

AN  AUDIT 

our  expert  department  audits  your  work— 
and  if  it  is  satisfactory  you  are  given 

A  CERTIFICATE 

all  this  for  $3.00 — And  guaranteed. 


THE  BOOK-KEEPER  PUBLISHING  CO.,  Ltd. 

DETROIT,  MICHIGAN 


ISAAC  PITMAN’S  SHORTHAND 

Exclusively  adopted  by  the  New  York  Board  of  Education. 
Complete  Instructor”  $1.50.  Trial  Lesson  FREE. 
Send  for  copy  of  PITMAN'S  yOURNAL. 

ISAAC  PITMAN  A  SONS,  SI*B  Union  Squnro,  Now  York 


BALANCED 
GRAVITY 

FOUMTAIH  PENS 

ACCOMPLISH  THAT  PERFECTION 
SO  MUCH  DESIRED  BY  ALL 
USERS  OF  PENS 


I&GRiZE  Pen  Compant 

PATENTEES  X  MANUFACTURERS 

PHILADELPHIA,- PA. 


Non-Smut  Carbon  Mfg.  Coo 

904  Granite  Building, 

Rochester,  N.  Y*,  U.  S.  Ao 


NON-SMUT 
CARBON  PAPER 

MADE  OF  GELATINIZED  INK 

Is  All  the  Name  Implies 

Our  Machine  Faperi  print  like 
a  ribbon. 

Our  Pen  and  PencH  carbons  are 
the  cleanest  made. 

Our  Carbons  for  Billing  Ma¬ 
chines  give  25%  more  wear 
than  others. 

Write,  stating  your  require^ 
ments.  We  will  forward 
samples  adapted  to  your  use. 

Boxes  containing  Genuine  Non° 
Smut  Carbons  invariably  bear 
our  name. 


At  today’s  meeting  a  guest  was  present 
in  the  person  of  a  Mr.  Bell,  accountant  for 
the  Robinson-Davenport  Co.  department 
store.  It  had  occurred  to  the  Chief  Ac¬ 
countant  that  considerable  interest  might 
be  added  to  the  Noon-Hour  Talks  by  in¬ 
viting  guests  connected  with  other  lines  of 
business,  as  in  this  way  the  discussions 
would  not  be  limited  to  the  experience  of 
those  interested  in  one  class  of  trade. 

Advertising  Contracts. 

The  Robinson-Davenport  Co.  publish  a 
house  organ  and  make  contracts  for  adver¬ 
tising  space  in  connection  therewith.  Mr. 
Bell  explained  that  these  contracts  were 
usually  for  six  months  or  a  year,  and  were 
mostly  paid  for  in  advance,  there  being  a 
special  discount  of  10  per  cent  offered  for 
such  advance  payments. 

“Mr.  Robinson,”  said  Mr.  Bell,  “claims 
that  the  correct  treatment  of  these  ad¬ 
vanced  contracts  is  to  credit  the  whole 
amount  to  the  revenue  of  the  month  in 
which  the  contract  is  taken.  He  says  this 
method  equalizes  itself,  and  that  in  the 
course  of  a  year  each  month  will  actually 
receive  its  proper  credit  without  any  trou¬ 
blesome  adjustments.  I  would  like  to  hear 
some  suggestions  in  regard  to  this.” 

The  Chief  Accountant:  It  is  plain 
that  by  the  method  described,  the  liability 
to  the  advertiser  is  entirely  ignored,  as 
when  the  remittance  is  received,  cash  is 
debited  and  advertiseing  account  credited. 
There  is  a  libility  on  the  part  of  your  com¬ 
pany  to  deliver  to  the  purchaser  a  certain 
amount  of  space  in  12  numbers  of  your  mag¬ 
azine,  and  inasmuch  as  a  profit  cannot  be 
earned  until  the  space  is  delivered  and 
used,  the  principle  of  your  present  method 
is  evidently  entirely  incorrect. 

In  arranging  the  accounting  methods  of  a 
periodical  I  consider  that  a  separate  account 
should  be  kept  with  each  issue  so  that  the 


cost  of  that  issue  will  show  by  itself  in¬ 
stead  of  having  items  referring  to  differ¬ 
ent  issues  indiscriminately  mixed. 

When  a  contract  is  entered  into,  cover¬ 
ing  six  months  or  a  year,  the  particulars 
should  be  entered  on  the  advertising  rec¬ 
ord.  When  the  remittance  is  received,  cash 
shall  be  debited  and  advertising  credited, 
thus  constituting  a  liability  on  account  of 
space  paid  for  but  not  yet  delivered.  As 
space  is  used  each  month,  the  advertiser 
will  be  debited  and  the  Advertising  Rev¬ 
enue  account  credited. 

Mr.  Bell  also  called  attention  to  his 
method  of  dealing  with  credit  sales,  but  as 
this  subject  has  been  very  comprehensively 
discussed  in  the  consulting  department  of 
The  Business  Man’s  Magazine,  we  will 
refer  our  readers  to  the  papers  there  pub¬ 
lished  in  regard  to  combination  ledger  page 
and  monthly  customer’s  statement,  a  method 
which  appears  to  be  very  generally  em¬ 
ployed  by  the  larger  department  stores. 

The  Stores  Ledger. 

The  Cost  Clerk:  Our  present  method 
of  crediting  store  ledger  with  material  and 
supplies  issued  on  requisitions  is  extremely 
laborious,  and  I  am  desirous  of  obtaining 
suggestions  whereby  the  amount  of  labor 
involved  may  be  reduced  if  possible.  The 
system  now  in  use  is  efficient  and  far  in 
advance  of  the  one  previously  employed. 
The  previous  method  was  to  carry  separate 
accounts  with  the  principal  materials  and 
supplies,  including  everything  else  in  a 
Sundry  Stores  account.  The  effect  of  this 
method  was  that'  we  could  quickly  trace 
shrinkages  in  raw  material  accounts,  but 
the  shrinkage  in  the  storeroom  stock  would 
not  be  apparent  until  an  actual  inventory 
was  taken,  when,  to  our  chagrin  we  were 
compelled  to  write  off  twenty-five  thousand 
dollars  -for  loss  in  storeroom  stock  and,  to 
make  matters  worse,  we  could  not  account 
for  the  loss  nor  could  we  tell  whether  the 
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FREE=A  Razor  Saver=FREE 

Try  thfg  experiment — rub  a  few  drops  of  “3  In  One”  Into  your  razor  strop  until  the 
leather  becomes  soft  and  pliable;  draw  razor  blade  between  thumb  and  finger  moistened  with 
“3  in  One”;  then  strop.  Every  razor  edge  has  teeth  like  a  cross-cut  saw;  soap  and  water 
cause  these  teeth  to  rust;  the  more  rust  the  duller  the  razor.  Stropping  only  breaks  off  the 
microscopic  rust  particles  giving  a  new  cutting  edge  which  Immediately  commences  to  rust 
again.  Now  ”3  in  One”  on  the  strop  brings  out  the  grain  of  theleather.  Thisadheres  to  and 
wipes  out  the  saw  edges — leaving  the  cutting  edge  keen  and  clean.  ”3  in  One”  prevents 
even  slightest  further  rusting.  Scientific  circular  and  sample  bottle — both  free. 
G.W.  COLE  CO.,  1  33  Washington  Life  Bldg.,  New  York. 


A-V.-' 

»  d 


FROM 

The  Best  Obtainable 

TO 

The  Cheapest  That  Are  hood 


WRITE  FOR  CATALOGUE 


IHLINQ  BROS.  &  EVERARD 

Dept.  B.  Kalamazoo,  Mich. 


Salesmen  W  anted 


Whether  you  are  employed  part  or  all  of  your  time 
makes  no  difference  if  you  can  influence  business  to 
us,  the  largest  manufacturers  in  the  world  of  Mani 
folding  Business  Systems  for  copying  orders,  bills, 
receipts,  make  duplicate  l30oks  and  blanks,  aut(> 
graphic  machines  for  copying;  Sales  Slips  for  Retail 
Stores;  Carbon  paper  for  pen,  pencil  and  typewriter; 
Duplicate  and  Triplicate  Railroad  Shipping  receipts; 
Billing  and  Charging  Systems;  Duplicate  Order 
books;  Restaurant  pads;  Department  store  books; 
triplicate  pads  for  retail  stores.  Manifolding  work 
of  every  description.  PHILIP  HANO  &  CO.,  Green¬ 
wich  Street,  New  York. 


WHITFIELD’S 


CARBON  PAPERS 


are  manufactured  and 
_ _ _ _  sold  on  a  square  basis 

Unscrupulous  dealers  often  palm  off  pencil  carbon  paper  in 
place  of  typewriter  and  get  good  stiff  prices,  too.  Our  cus¬ 
tomers  are  the  “Come  again  kind.”  There  is  a  reason.  They 
get  good  value  and  goods  just  as  represented  with  a  returnable 
guarantee  if  unsatisfactory.  Then  we  pay  tlieshipping  charges; 
this  is  an  inducement  to  long  distance  buyers  from  New  York. 
Drop  us  a  line  for  our  sample  envelope  of  full  size  working 
samples.  We  will  reply  by  return  mail  quoting  interesting 
figures.  Whitfield  Carbon  Paper  Works,  123  Liberty  St.,  N.  Y 


GINSENG 

Send  for  it.  Address, 


SEEDS  AND  ROOTS.  Prices 
low.  50  cent  book  on  Culture 
and  Profits  of  Ginseng  FREE. 
0.  BRANDT,  Box  507,  Bremen,  Ohio 


The  busy  man  appreciates  at  once  the 
great  convenience  of  the 

Equipoise 
Telephone  Holder 


Keeps  the 
telephone  out 
of  the  way, 
but  always 
within  easy 
reach. 

Doesn’tdis- 
turb  papers 
on  thedesk  or 
interfere  with 
anything. 

Can’t  beup- 
set.  Fastens 
to  desk,  wall, 
fl  0  0  r  — an  y - 
where. 

S  w  i  n  gs  to 
any  position, 
any  height. 
Just  as  con¬ 
venient  to  use 
when  stand¬ 
ing  as  when 
sitting. 


For  two  different  telephone’system,  a  special  yoke  carries  the 
two  Equipoise  Holders  on  one  pivot. 

18,  24  and  30-inch  sizes — all  swing  around  in  a  4-inch  radius 
Write  for  illustrated  booklet.  Liberal  terms  to  Agents 

OLIVER  MFG.  CO.,  iOI2  Drexel  Bldg.,  Philadelphia 


NEVER -LOSE  KEY  TAG 

Fnusually  novel  and  practical.  Only  key  tagr  which  makes  It 

-  easy  for  the  finder  to  return  lost 

keys  without  cost  or  Inconven¬ 
ience.  Two  parts  hinged  to¬ 
gether.  Name,  address  and  post- 
I  age  on  Inside.  Finder  simply 
I  reverses  and  drops  In  nearest 
-  mail  box.  Avoids  necessity  ol 
German  Silver,  handsomely  made. 

Agents  wanted. 


onoP  IN  a/^T*  - 

BOX  OR  to 


'  _ _ iPOST  OFFICE  r^- 

,  postage.  &  AD0RES5W,® 
insiDE.  ^  ^ 

stn 

ffering  reward  for  return. 
5  cents  postpaid 


D  I  Mcn.  CO..  <>nrace  St.,  kensett.  Iowa 


THE  DETROIT  COIN  WRAPP,ER 


Millions  are  used  annually  bv 
large  handlers  of  coin,  such 
as  Banks,  Trust  Companies, 
Railroads  and  Street  Railway 
Companies,  etc.  Made  to 
hold  all  silver  coins,  nickels, 
pennies,  •  etc.,  in  amounts 
from  25  cents  up  to  $20.00 
Samples,  price  list  and  des¬ 
criptive  circular  free.  Write 
the  Detroit  Coin  Wrapper  Co., 
18  John  R  St.,  Detroit,  llleh. 
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loss  was  general  or  covered  some  special 
kinds  of  stores.  It  would  seem  that  our 
costs  prior  fo  the  discovery  of  this  loss 
should  have  "iven  some  clue  (by  being  too 
low)  but  such  was  not  the  case.  They 
were  fairly  uniform  and  fully  as  high  as 
they  should  have  been. 

Having  the  above  fault  in  mind,  I  de¬ 
cided,  when  starting  the  present  system,  to 
open  an  individual  account  with  each  ma¬ 
terial  and  individual  accounts  for  all  active 
stores,  all  inactive  stores  to  be  carried  in  a 
Miscellaneous  Stores  account.  While  I  still 
think  that  my  idea  was  all  right  I  feel  that 
the  detail  incurred  in  carrying  out  this  plan 
is  almost  too  great,  but  having  started  the 
system  I  dislike  to  abridge  it  at  present. 

My  present  method  is  as  follows :  When 
a  production  order  is  finished  I  take  all 
requisitions  against  this  order  (store-keeper 
issues  supplies  only  on  receipt  of  requisi¬ 
tion  properly  made  out)  and  credit  each 
material  or  store  account  in  the  cost  ledger 
with  the  amount  as  shown  on  the  requisi¬ 
tion,  the  value  of  same  being  extended  on 
the  requisition  and  credited  to  material  or 
store  account  a-t  the  same  time ;  the  total 
of  these  requisitions  becomes  a  debit  to  the 
account  for  this  production  order.  This 
production  order  is  eventually  charged  to 
proper  completed  stock  account  (or  if  ma¬ 
terial  called  for  on  same  was  shipped  it  is 
ihcluded  in  the  charges  to  general  ledger 
for  shipments  at  cost  value).  This  plan 
has  necessitated  my  carrying  about  1,200  ac¬ 
counts  in  the  cost  ledger  for  materials  and 
stores,  and  as  some  production  orders  call 
for  over  100  different  materials  or  stores, 
you  can  imagine  the  detail  involved.  The 
Principal  objects  to  my  consolidating  some 
of  these  accounts  as  we  have  already  been 
able  to  detect  numerous  shortages,  conse¬ 
quently  I  am  endeavoring  to  formulate  a 
plan  which  will  lessen  the  work  but  enable 
me  to  carry  out  the  system  as  originally 
outlined. 

If  I  carried  a  card  system  covering  quan¬ 
tities  only,  I  would  be  compelled  to  carry 
accounts  in  the  cost  ledger  representing 
values,  and  I  would  be  compelled  to  credit 
the  Quantity  on  the  card  and  also  the  value 
on  the  representative  account  at  the  time  I 
priced  the  requisition.  I  cannot  see  that 
this  would  lessen  the  detail. 

We  have  decided  to  adopt  the  card  sys¬ 
tem  of  carrying  stores  records  on  account 


of  the  superior  facilities  given  for  section- 
alization  of  the  various  kinds  of  stores  and 
supplies  by  guide  cards  and  cross  indexing. 
This  system,  however,  will  not,  so  far  as  I 
can  see,  make  any  reduction  in  the  amount 
of  labor  in  keeping  these  1,200  accounts. 

You  will  see  that  what  I  desire  is  to  keep 
an  accurate  book  inventory  of  stores  and 
supplies  without  the  labor  involved  in  pres¬ 
ent  method  of  dealing  with  them. 

The  Book-keeper:  Is  it  necessary  to 
post  the  items  in  detail  from  the  requisi¬ 
tions  to  the  stores  ledger  accounts? 

The  Cost  Clerk:  What  else  can  be 
done  ? 

The  Book-keeper:  The  problem  is  one 
of  considerable  interest  and  there  are  doubt¬ 
less  many  businesses  where  the  same  dif¬ 
ficulties  have  to  be  encountered.  The  labor 
of  dealing  with  1200  material  and  supplies 
accounts  would  naturally  be  great  under 
any  circumstances. 

Is  the  requisition  made  in  duplicate? 

The  Cost  Clerk:  No.  The  store¬ 
keeper  delivers  the  goods  on  requisition 
from  the  foreman,  initials  the  requisition  as 
having  been  duly  complied  with,  and  sends 
it  to  the  cost  department,  where  the  quanti¬ 
ties  and  amounts  are  posted  to  the  stores 
ledger.  The  requisitions  are  then  filed  with 
the  shop  orders  as  part  of  the  permanent 
records  of  the  job. 

The  Book-keeper:  Then  I  suggest  that 
hereafter  the  requisitions  be  made  in  dupli¬ 
cate.  Extend  the  amounts  on  the  dupli¬ 
cate  and  at  the  end  of  the  month  make  a 
recapitulation  of  each  kind  of  material  or 
supplies  by  means  of  an  adding  machine, 
posting  only  totals  at  the  end  of  each 
month  to  the  stores  ledger  accounts. 

The  Cost  Clerk:  By  that  plan  it  is  true 
that  thousands  of  postings  would  be  ren¬ 
dered  unnecessary,  but  all  the  labor  would 
be  concentrated  on  a  few  days  each  month 
which  would  be  somewhat  inconvenient. 

The  Chief  Accountant:  As  the  book¬ 
keeper  has  said,  “where  such  a  large  num¬ 
ber  of  accounts  are  involved  there  must 
necessarily  be  considerable  labor,”  but  I 
think  the  suggestion  a  good  one  and  worth 
trying. 

I  would  strongly  recommend  the  cost 
clerk  to  take  the  new  C/orrespondence 
Course  advertised  in  The  Business  Man’s 
Magazine,  and  styled  “The  Improved  Bal- 
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Tfl/SMMS 
Bl/SIN£SS  IS- 
GO/NG  DOWN 

How’s  Yours  P 

We  have  a  successful  plan  of  follow¬ 
up  advertising,  and  construct  matter 
that  will  start  your  business  up.  If  it’s 
already  up,  the  live,  convincing,  prac¬ 
tical  and  clinching  arguments  we  use 
will  shove  it  along  faster.  There's  a  booklet 
here  for  you.  Send  for  it — now. 

YOUNG  MAN— 

there’s  an  opening  for  you — a  chance  to  gain  the  satisfying  knowledge  that  you 
are  of  great  value  to  the  people  who  pay  you — pay  you  big.  You  land  in  just 
such  an  opening  by  becoming  an  advertising  man.  Send  for  our  four  fine 
pieces  of  literature  explaining  the  famous  Lewis  Course  of  Individual  Instruc¬ 
tion  in  Advertising. 

E.  ST.  ELMO  LEWIS,  lac..  Makers  of  Strong  Advertising, 

518  Walnut  Street,  Philadelphia,  Pa. 


Factory  Managers,  Superintendents, 
Cost-Keepers,  Accountants 

and  all  others  who  possses  a  practical  knowledge  of  factory  accounting, 
and  who  are  directly  connected  with  the  management  of  a  manufactur¬ 
ing  business,  are  interested  in  the 

IMPROVED  BALANCE  SYSTEM  OF  COST  ACCOUNTING 

This  System  of  Cost  Accounting  was  compiled  by  Mr.  E.  H.  Beach, 
Editor  of  “The  Business  Man’s  Magazine;”  Mr.  W.  W.  Thorne,  Direc¬ 
tor  of  our  Course  in  Higher  Accounting  and  Mr.  J.  B.  Griffith,  Director 
of  the  Course  in  Systematizing,  and  will  be  taught  in  a  special  corre¬ 
spondence  course  under  the  personal  direction  of  the  authors. 

The  “Improved  Balance  System’’  possesses  features  never  before  included 
in  any  published  work  on  cost  accounting.  It  is  the  only  system  that  can  be 
operated  in  connection  with  the  general  books  of  accounts — the  only  system 
in  which  the  factory  records  absolutely  balance  with  the  general  ledger. 

IF  YOU  ARE  INTERESTED  ASK  FOR  CATALOG  NO.  3 

The  International  Accountants’  Society,  Inc. 

49  WEST  FORT  STREET, 


DETROIT.  MICHIGAN 
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ance  System  of  Cost  Accounting.”  This 
would  be  a  paying  investment  to  us  from 
a  business  standpoint,  and  I  think  the 
“house”  will  be  willing  to  stand  the  ex¬ 
pense. 

The  Principal:  Suggestion  approved! 

Good  Will. 

Mr.  Bell  :  The  Robinson-Davenport 
Corporation  holds  a  charter  which  pro¬ 
vides  that  the  capital  may  be  increased  to 
$500,000.  At  the  present  time  $200,000  of 
stock  has  been  isuued  in  $100  certificates, 
and  entirely  paid  up.  During  the  last  year 
the  profits  have  been  quite  large.  Rather 
-  than  pay  a  larger  dividend  it  is  our  inten¬ 
tion  to  issue  a  stock  dividend  of  two  for 
one,  i.  e.,  we  intend  to  increase  our  capital 
stock  to  $400,000  fully  paid  up.  This,  in 
our  opinion,  is  justifiable  as  our  balance 
sheet  of  Dec.  31,  ’04,  shows  actual  value  of 
the  plant  as  $304,233.58,  or  a  surplus  of 
$104,233.58.  What  is  the  correct  method  of 
handling  this  entry? 

The  Chief  Accountant:  By  increasing 
the  capital  to  $400,000  fully  paid  up  you 
will  transform  a  surplus  of  $104,000  into  a 
deficiency  of  $96,000.  I  suppose  this  is  one 
of  those  cases  where  you  will  find  it  de¬ 
sirable  to  open  an  accoount  with  “Good 
will,”  or  something  of  that  kind  and  debit 
it  with  the  $96,000.  Why  is  it  not  better 
to  issue  a  stock  dividend  of  50  per  cent, 
leaving  the  odd  $4,000  in  the  surplus  ac¬ 
count? 

Mr.  Bell:  We  have  considered  that  side 
of  the  question  and  think  a  business  that 
accumulates  out  of  profits  a  surplus  of  $104,- 
000  in  a  year  and  a  half  is  a  valuable  pos¬ 
session — that  the  good  will  of  such  a  busi¬ 
ness  should  be  worth  at  least  $100,000 — 
and  that  the  shares,  if  offered  for  sale  to 
the  public,  should  command  a  premium  of 
50  per  cent — so  that  the  opening  of  a  Good 
Will  account  would,  in  our  opinion,  be  en¬ 
tirely  justifiable. 

Conyngton,  on  corporate  organization, 
says,  “Good  will  is  frequently  the  most 
valuable  asset  of  a  concern,  even  where 
other  assets  are  of  considerable  worth.” 

The  Chief  Accountant:  Here  is  an¬ 
other  suggestion.  You  might  divide  your 
capital  stock  into  preferred  and  common; 
the  preferred  to  represent  investment  in 
property ;  the  common  stock  to  represent 
the  value  of  the  good  will.  Pay  six  per 
cent  on  the  preferred  stock,  representing  in¬ 


terest  on  money  invested,  and  distribute  the 
balance  by  way  of  dividend  to  both  classes 
of  stock. 

Standards. 

The  Chief  Accountant:  I  have  re-, 
ceived  several  indignant  communications  in 
regard  to  the  audacity  of  suggesting  that 
there  are  not  and  should  not  be  “standards” 
in  relation  to  accounting  forms  and  meth¬ 
ods. 

One  correspondent  seizes  the  opportunity 
to  express  his  disgust  with  everything  not 
contained  within  the  covers  of  a  bound 
book  which,  he  says,  “always  has  been,  is, 
and  ever  shall  be  ‘standards,’  not  with¬ 
standing  the  overt  acts  of  the  wicked  and 
unthinking  who  are  inflicting  irreparable  in¬ 
jury  on  the  world  of  commerce  and  finance 
by  conceiving  and  making,  patenting  and' 
copyrighting,  evil  devices  in  the  shape  of 
loose  leaf  and  card  records  and  similar 
abominations.  These  the  wise  pass  by  on 
the  other  side,  gathering  their  garments 
closely  about  them  to  avoid  contamina¬ 
tion.” 

Another  correspondent  has  indulged  his 
lively  imagination  in  a  verse  of  peculiar 
construction  and  transparent  meaning,  as 
follows : 

“Where  are  the  standards  of  yester-year? 

Not  here — not  here  I 

As  the  old  system  dies  new  prophets  arise. 
The  earth  is  teeming  with  novelties, 
‘Up-to-date  methods’  secure  the  prize. 

O’er  the  grave  of  the  ancient — the  fossil’s 
bier — 

We  may  shed  a  tear. 

For  where  are  the  standards  of  yester¬ 
year?” 

The  Principal:  In  looking  over  the  last 
numbers  of  The  Business  Man’s  Maga¬ 
zine  I  noticed  that  the  editor,  Mr.  E.  H. 
Beach,  is  going  to  Europe  to  arrange  for 
the  publication  of  an  English  edition  of  the 
magazine.  I  think  this  is  a  capital  idea 
and  have  no  doubt  the  proposed  invasion  of 
Great  Britain  will  be  successfully  consum¬ 
mated. 

You  know,  respected  readers,  that  our 
exalted  Editor,  Mr.  Beach,  always  confers 
about  everything  with  me,  because  he  him¬ 
self  has  said  it.  On  one  occasion  he  sent 
a  hurried  call  for  me  to  go  down  to  the 
stables  where  he  keeps  a  very  nice  span  of 
horses. 
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Also  Improve  the  Quality  of  Work 


Notice  how  the  copyholders  on  DEARBORN 
Cabinets  are  placed  in  correct  position.  It  takes 
the  strain  off  the  eyes.  It  enables  stenographer 
to  sit  up  straight  and  prevents  strain  on  the  back . 
It  saves  fully  45%  of  stenographer’s  time.  It 
prevents  errors,  thereby  improving  the  quality  of 
work.  If  you  want  these  advantages  which  mean 
a  saving  of  mpney  to  you,  buy  a  DEARBORN 
Typewriter  Cabinet  with  copy  holder  in  right 
position  for  fastest  work.  Don’t  have'copy  holder 
attached  to  machine.  The  DEARBORN  Cabi¬ 
nets  are  made  of  Solid  Golden  Oak,  guaranteed 
the  most  complete  typewriter  cabinets  ever  sold 
at  the  price.  VVe  ship  to  responsible  parties  on 
approval,  freight  prepaid  East  of  Rocky  Mountains.  Write  for  catalog  of  DEAR¬ 
BORN  Typewriter  Cabinets.  If  you  -want  a  desk,  ask  "Dearborn" 


Style  above  without  roll  curtain 
to  paper  cabinet  |1’2.00 


Save  Your  Stenographer’s  Time 


This  is  our  large  roll  top  cabinet.  Copy 
holder  furnished  free.  Price  f‘27.00 


DEARBORN  DESK  CO.,  Alexander  A.  Samuel,  Gen’l  Mgr. 

301-277  Dearborn  Street  CHICAGO,  U.  S.  A,  Formerly  of  Birmingham,  Ala. 


Position 

Vacant 


Broadway,  New  York. 


IGMNG 

Illustrating  and  Engraving  for  posters, 
catalogs,  booklets,  ads,  and  all  commer¬ 
cial  art  purposes.  We  write  copy,  do  art 
printing,  lithographing  and  engraving  by 
all  processes.  Everything  that’s  done 
with  pen,  brush,  graver  and  type.  We 
also  engross  and  iiluminate.  THE 
KINSLEY  STUDIO,  Room  16,  245 


Salary  $1200 

Quick,  active,  competent  book-keeper 
required  in  office  of  Wholesale  Grocery 
Company  near  St.  Louis. 

Must  not  be  over  30  years  of  age. 
Good  chances  for  building  up  with  the 
business. 

Students  of  Home  Study  Course  in 
Higher  Acccounting  (1.  A.  S.)  are  in¬ 
vited  to  apply  for  this  position 
addressing,  THE  INTERNATIONAL 
ACCOUNTANTS’  SOCIETY,  INC., 
Room  17,  Book-Keeper  Building, 
Detroit,  Michigan. 


ITDirir  for  six 

r  MONTHS 

THE  MINING  HERALD.  Leading  mining  and 
financial  paper,  giving  valuable  information  on  mining 
and  oil  industries,  principal  companies,  best  dividend 
paying  stocks,  and  showing  how  immense  profits  may 
be  made  on  absolutely  safe  investments. Write  for  it 
to-day.  A.  L.  Wisner&  Co.,  32  Broadway,  New  York 


PAGE’S  MUCILAGE 

NO  gumming  to  clog  neck  of  bottle  — No 
sediment— will  not  spoil  nor  discolor  the 
finest  papers.  Full  2  oz.  bottle  retails  at 
5c.,  or  sent  by  mail  for  10c. ;  also  half¬ 
pints,  pints  and  quarts. 

If  Page’s  Photo  Paste, 

2oz.  size  retails  6c. ;  by  mail,  lOc. 

E  PAGES  GLUEH-r 

1  oz.  bottle  or  tube,  10c. ;  by  mail,  12c. 


RUSSIA  CEliRNT  CO.,  1S8  Essex  Are.,  Gloucester,  Rass. 


A  $50,000  SALARY 

IS  EARNED  BY  DEALING  WITH  MEN 

But  it  is  Brains  that  make  the  mind  and  the  man.  That  is  the  se¬ 
cret  to  knowing  men — to  learning  how  to  wake  your  brains  and  to 
keeping  them  on  a  business  paying  basis.  Get 

ERBES>  BRAIN  AND  MIND  BOOK 

Solves  mysteries  by  hard  mother  earth  facts.  In  a  few  weeks  YOU 
are  master  of  things  and  know  men.  $1.30  postpaid.  Write  to-day. 

THE  PROMETHEAN  PUB.  CO.,  622  N.  Rockwell  St.,  CHICAGO,  ILLS. 


Q  LEARN  BY  MAIL  TO 

JLJV^ IL/IXO  BECOME  EXPERTS 

HIGHER  ACCOUNTING 

Subfects :  Practical  Accounting,  Theory  of  Accounts,  Auditing  and  Commercial  Law 

Our  course  by  mail,  embracing  one  or  all  of  the  above  subjects  is  the  work  of  experts  who  have  made  accounting  their  life  work. 
Instruction  complete  and  thorough;  satisfaction  guaranteed;  fees  moderate.  We  also  teach  by  mail  Book-keeping  and  Basinet 
IVaetlee  and  Commercial  Law.  Write  for  our  1905  Prospectus  and  mention  subject  that  interests  you.  Employers;  when  in  need  of 
an  accountant  or  book-keeper,  communicate  with  us.  UNIVERSAL  BUSINESS  INSTITUTE,  Inc.,  Dept.  M,  27  East  22nd  St„  New  York 
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“Thorne,”  says  he,  regarding  me  in  a 
very  melancholy  manner,  “do  you  see  any¬ 
thing  the  matter  with  that  horse?” 


I  looked  at  the  horse,  feeling  that  some 
calamity  must  surely  have  happened  to  the 
unfortunate  animal.  I  looked  at  his  ears, 
mane,  teeth,  hoofs,  shoulders,  flanks  and 
tail,  but  no  sign  of  that  calamity  could  I 
discover. 

“Well?”  interrogated  Mr.  Beach,  with  an 
air  of  settled  gloom. 

“I  cannot  see  anything  the  matter,”  says  I. 

“Neither  can  I,”  says  he, 

I  see  that  Friend  Beach  accuses  me  of 
giving  him  pointers  about  “Dear  Old  Lun- 
non,”  and  this  reminds  me  that  my  business 
in  that  city  frequently  brought  me  in  touch 
with  Americans  making  the  “grand  tour;” 
while  my  peculiar  and  extensive  knowledge 
of  everything  of  interest  to  be  found  gave 
me  many  opportunities  to  be  of  service  to 
them. 

On  one  occasion  the  son  of  an  American 
bank  president  was  given  into  my  charge, 
and  somewhat  late  one  evening  we  came 
back  through  the  Minories  to  the  Tower  of 
London,  and  halted  to  watch  the  sons  ot 
dukes,  marquises  and  earls  doing  sentry 
duty  around  that  famous  repository  of  royal 
treasure.  One  son  of  a  duke  was  pensively 
contemplating  the  dim  distance  from  the 
end  of  his  beat  when  my  young  American 
friend  whispered : 

“Watch  me.” 

And  before  I  could  protest  he  had  slipped 
quietly  along  and  darted  into  the  sentry 
box. 

The  son  of  a  duke  did  not  exhibit  any 
signs  of  having  witnessed  the  performance, 
and  continued  his  march  until,  as  he  came 
opposite  the  sentry  box  he  suddenly  ground¬ 
ed  his  rifle,  with  the  bayonet  pointing  to  the 
door  of  the  sentry  box,  and  said : 


“Now  then,  what  d’ye 
mane  by  it?  Keep  still,” 
he  roared,  “or  I’ll  blow 
your  brains  out.  You’re 
me  pris’ner.” 

As  I  have  mentioned 
to  Friend  Beach,  the 
adventures  of  Montmo¬ 
rency,  Happy  and  Gus  Hooligan  are  not  so 
very  unauthentic.  I  hastily  approached  the 
son  of  a  duke  and  said — (a  la  Montmo¬ 
rency)  : 

“My  lord,  there  is  a  little  mistake !” 

“Keep  away  from  here,”  yelled  the  sol¬ 
dier.  “If  you  interfere  with  me  in  the 
execootion  of  me  dooty  I’ll  call  out  the 
guard.  Now  you  stay  in  there  until  I’m 
relieved,”  continued  the  son  of  a  duke,  ad¬ 
vancing  his  bayonet  point  toward  the  door 
of  the  sentry  box,  “or  I’ll  shoot  you.” 

With  that  he  resumed  his  march  and  I 
retired  to  a  safe  distance  to  ponder  over 
this  unhappy  occurrence.  The  sentry,  how¬ 
ever,  was  evidently  uneasy  and  presently  he 
called  to  me : 

“Come  over  here !” 

After  I  had  “come  over,”  he  said : 

“The  guard  will  be  relieved  in  flve  min¬ 
utes.  Take  your  friend  away  and  tuck  him 
up  in  bed.” 

I  hurried  to  the  sentry  box  and  looking 
in,  beheld  my  American  friend  braced  up 
against  the  corner — his  head  drooping  upon 
his  manly  breast — snoring  deeply.  I  pulled 
him  out  and  we  went  off  at  the  “double 
quick.” 

As  previously  mentioned.  Friend  Beach 
makes  it  a  point  to  tell  me  everything,  and 
that  is  how  I  am  able  to  take  the  readers 
of  The  Business  Man’s  Magazine  into  my 
confidence.  I  had  noticed  considerable  ex¬ 
citement  around  the  office  for  several  days 
and  frequently  inquired  as  to  the  cause  of 
it,  only  to  be  met  with  replies  of  a  more  or 
less  evasive  nature.  Finally,  on  the  eve  of 
his  departure  to  European  shores,  he  called 
me  into  his  office  and  whispered : 

“Thorne,  I’m  going  to  confide  in  you  and 
you  must  be  careful  not  to  mention  this  to 
anybody.  On  no  account,”  said  Friend 
Beach,  “must  you  make  any  mention  of 
this  either  in  The  Business  Man’s  Maga¬ 
zine,  or  in  any  other  publication,  or  to  any 
person.” 

I  called  heaven  to  witness  that  such  a 
thought  should  never  cross  my  mind. 
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Robinson’s  Loose  Leaf  Devices 


R0BINS0N’$  TWENTIETH  CENTURY  LEDGER 


Ledgfers  with  telescopic  posts  and  sectional 
posts. 

Two-Post  Binders  either  automatic  or  key 
locks. 

Magazine  Binders  will  hold  any  magazine 
without  mutilating. 

Catalogue  Binders  to  accomplish  every  re¬ 
quirement  as  to  service  and  prices. 

Spring  Back  Holders  in  all  styles. 

.The  Largest  Practical  Line  on  the  Market 

Robinson  Office  Specialty  Co. 

10  Warren  St.,  New  York 

Chicago  Ofilcr,  1531  Slonadnoek  Bldg.,  Chicago,  III. 


A  USEFUL 
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25  CTS. 


One  used  daily,  sav¬ 
ing  time  and  trouble, 
is  the  "Cook  Pocket 
Pencil  Sharpener." 
Used  like  knife,  making  any  length  point  desired, 
retaining  the  chips  in  a  little  box.  Blades  are  of  the 
best  tempered  steel,  body  is  brass  and  heavily  nick¬ 
eled,  size  convenient  for  pocket  or  purse-  For  sale 
by  dealers  or  sent  by  mail  on  receipt  of  25  cents. 
Stamps  taken. 


H.  C.  COOK  COMPANY 


18  Main  Street 


Ansonia,  Conn. 


YOU 


CAN’T  LOSE 
OUR  PENCILS 


The  Duryea  “Grip  Clip”  fits  any  Pen¬ 
cil  or  Fountain  Pen  and  catches  on 
edge  of  Pocket  or  Garment. 

6  Pencils  with  Clips  50c. 
Sample  “  “  “  lOc. 

Agents  Wanted.  Big  money. 


DURYEA  CO. 

108  Fulton  St.  New  York  City 

Mfrs.  of  Gold  Fountain  Pens 
with  Safety  Clips  at  $1.00 


YOU  MUST  NOT  MISS  THIS 

Millions  are  being  made  in  the  Real  Estate  Business.  The 
cleanest,  quickest  money  maker.  Get  '  Realty  Science”  for 
$1.00  and  learn  at  once.  Thousands  of  copies  already  sold. 
Get  in  line.  Realty  Science  Publishing  Company 
32  Imperial  Power  Building,  Pittsburg,  Pa. 


Numerical  Systems 

Save  Money 

The  use  of  numbers  will  simplify  your 
records  and  make  them  absolutely  accu¬ 
rate.  You  ought  to  number  every  order 
and  keep  a  numbered  carbon  duplicate. 
You  should  have  a  numbered  folder  for 
every  regular  correspondent.  Every  cost 
ticket,  statement,  check,  etc.,  should  have 
a  number.  A  Bates  Numbering  Machine 
will  do  all  this  work  in  half  the  time  and 


at  half  the  expense  required  by  any  other 
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“Under  those  conditions,”  continued 
Friend  Beach,  “I  will  tell  you  that  a  person 
can  have  other  ends  in  view  in  going  to 
Europe  besides  starting  an  English  edition 
of  The  Business  Man's  Magazine.” 

“Aha!”  says  1. 

“What  do  you  think  of  a  voyage  of  that 
kind,”  continued  Eriend  Beach,  “for  honey- 


replied  Mr.  Beach,  eyeing  me  with  consid¬ 
erable  disfavor.  “Here  is  the  announce¬ 
ment,”  and  he  handed  me  a  Cincinnati  pa¬ 
per  in  which  it  was  set  forth  that  Mr.  El¬ 
mer  H.  Beach,  Editor  of  The  Business 
Man's  Magazine,  would,  on  June  10,  be 
united  in  holy  matrimony  to  Miss  Emily 
Woodruff  of  that  city,  and  that  they  would 


moon  purposes?  What  do  you  think  of  the 
month  of  June  in  connection  with  the  gen¬ 
eral  subject  of  brides?”  he  inquired. 

Not  knowing  exactly  what  to  say  in 
answer  to  these  extraordinary  queries,  1 
merely  replied :  -- 

“Not  a  word  shall  be  dragged  from  me — 
*  > 

not  a  word !” 

“You  needn’t  be  so  very  enthusiastic,” 


forthwith  proceed  on  an  extended  European 
tour  for  their  honeymoon. 

Let  us  all  join  in  the  hope  that  he  and 
his  bride  may  “live  long  and  prosper,”  and 
enjoy  a  very  full  measure  of  the  happiness 
that  comes  sooner  or  later  to  those  who  de¬ 


serve  it. 


Overwork  is  Overestimated 


About  this  time  of  the  year  we  hear  a 
great  deal  about  overwork.  The  air  is 
full  of  complaint  as  to  the  run-down 
condition  of  the  worker.  There  are  cases 
of  overwork — it  would  be  foolish  to  deny 
it — yet,  there  are  a  great  many  cases  called 
overwork  which  are  nothing  of  the  sort,  but 
are  cases  of  excess  play  instead. 

A  man  or  woman  who  must  work  for  a 
living,  either  as  an  employer  or  employe, 
cannot  “burn  the  candle  at  both  ends”  with¬ 
out  suffering  for  it.  To  advocate  total  ab¬ 
stinence  from  all  sorts  of  amusement  is 
ridiculous,  of  course,  but  the  worker’s 
amusements  must  be  temperate  in  both 
character  and  amount  if  evil  effects  are  to 
be  avoided.  The  stenographer  or  the  “boss” 


who  works  at  a  desk  from  8  until  6,  and 
then  attends  some  social  affair  which  oc¬ 
cupies  the  time  until  3  a.  m.  cannot  but 
be  dull,  listless  and  jaded  the  next  day.  The 
work  suffers,  and  after  a  week  or  two  of 
this  sort  of  thing  a  complaint  of  overwork 
IS  heard.  Is  the  work  to  blame?  When 
a  worker  in  any  field  is  heard  to  complain 
that  work  is  irksome,  that  to  go  to  work 
in  the  morning  is  an  entrance  into  a  sort 
of  penal  servitude,  there  is  something 
wrong  somewhere.  Perhaps  the  work  is 
uncongenial — if  so,  change  it.  Perhaps  the 
worker  works  too  hard  at  play — if  so,  quit 
it.  Perhaps  the  worker  is  lazy — if  so — 
well. 
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the  nails 
beautiful 
round& 


smooth 


BEST  EVER  MADE 

A  perfect  manicure 
Quick,  easy, 
simple  and 
strong. 

The  Original, 

made  in  German 
silver,  25c. 

Klip'Klip  Jr.,  nickeled,  15c.  At  deal¬ 
ers  or  mailed.  Accept  no  substitute. 

As  heretofore,  made  only  by 

KLIP  - KLIP  COMPANY. 

Send  4C,  in  stamps  lor  book,  595  Clinton  Ave.  S., 
“Howto  Care  for  the  Hands.’*  Rochester,  N.  Y. 


TRADE  MARK 


This  splendid  remedy  has  the  strongest  endorsements  of  physi- 
. clans  and  opticians.  It’s  safe  and  painless  in  application  and  acts 
like  magic  in  relieving  pain  caused  by  over\vork  or  straining  the 
eyes.  A  remedy  for  watery,  sore  and  inflamed  eyes,  granulated 
lids  and  kindred  diseases  of  the  eye  and  a  splendid  eye  tonic. 

“Eye-Fix”  is  the  only  complete  eye  treatment;  salve  and  liquid 
in  every  package.  ^50c  at  all  druggists  and  opticians.  Write  for 
free  sample  to  , 

EYE-FIX  REMEDY  COMPANY,  Dept.  K,  Detroit,  Mich.,  tJ.  S.  A. 


The  Eureka 

SANITARY 

Copying  Cloth 
Bath 


Made 
in  Ten 
Sizes 


No  Cranks,  Springs,  Rollers  or  other 
Machinery  to  get  out  of  order 

Rapid,  Simple,  Durable,  Convenient^ 
Cheap,  Saves  Time,  Health,  Annoyance. 
Holds  from  1  Dozen  to  1,000  Cloths.  More 
Eureka  Baths  in  use  than  all  others  com¬ 
bined.  Gives  more  profit  to  Stationers 
because  most  satisfactory  and  has  largest 
demand. 

STATIONERS  SHOl'M)  WRITE  FOR  INFORMATION  AND 
PRICES  OF  OCR  PATENT  SEI.VEUOE  ElXJE  GRAY 
COPY  CLOTH.  MARVELOl S  SELLER 

All  points  in  the  construction  of  the  “Eureka"  are  covered  by 
letters  patent,  and  infringers  and  patrons  of  infringers  will  be 
prosecuted  to  the  fullest  extent. 


THE  EUREKA  BLOTTER  BATH  CO. 


State  St. 
CHICAGO,  -  ILL. 


THOUSAHikS  WKKt 

YEA R- IN  THE - 

REhL  Estate  BUSINESS 


No  other  business  yields  the  profits  that  are  made  every  year 
in  the  real  estate  business.  Y  Y 

‘he  business,  its  principles  and  practices,  thor¬ 
oughly  and  technically,  in  a  few  weeks’  time,  without  it  interfer- 
mg  with  your  present  employment.  We  teach  you  the  real 
estate  business. 

You  can  make  more  money  in  the  real  estate  business  in  less 
time  than  you  can  in  any  other  because  it  is  the  biggest  and 
best  Ijusiness  in  the  world.  It  is  a  profession  and  the  business 
of  a  gentleman.  . 

Other  special  features  of  our  method  are:  We  furnish  you 
lists  and  descriptions  of  exceptional  oflerings  of  ail  kinds  of 
property  situated  in  all  parts  of  the  United  States  and  Canada- 
we  list  your  property;  we  furnish  you  our  “Real  Estate  Tournal’' 
of  business  opportunities,  investments,  etc.  Wa  give  you  In¬ 
struction  In  general  brokerage  and  Insurance. 

Notice  for  yourself  in  the  newspapers  and  magazines  the  tre¬ 
mendous  growth  of  the  real  estate  business— railroads  selling 
land  grants;  the  government  opening  new  liomestead  territories- 
timber  concessions  being  sold;  factories  going  up  in  small  towns- 
new  subdivisions,  etc.  ’ 

Summer  is  a  splendid  time  for  you  to  commence  this  course. 
You  will  then  be  graduated  by  Autumn  when  real  estate  will 
be  booming. 

Real  estate  firms  in  the  cities  pay  large  salaries  to  competent 
desire  to  go  in  business  for  yourself  we 
will  list  your  name  free  of  charge  for  one  year,  with  one  of 
the  largest  placing  bureaus,  and  you  will  have  the  privileg-e  of 
applying  to  this  bureau  for  a  situation  in  the  city. 

Write  for  our  free  booklet.  It  will  interest  you. 

H.  W.  CROSS  &  CO.,  997  Tacoma  Bldg.,  Chicago 


SENT  l-IOME  ON  TIME 

The  bookkeeper  employing  the  Razall  Loose  Leaf  System  is  sent 
home  promptly  on  time. 

He  is  able  to  complete  his  work  daily — to  have  his  books  in  perfect 
condition  for  ready  reference  and  to  furnish  trial  balances  immediately 
after  the  first  of  the  month. 

The  system  has  many  other  features  of  value  both  to  the  employer 
and  employe — it  is  worth  a  careful  investigation. 

©19  7C  for  the  Razall  Special  complete  outfit,  consisting  of  Ledger, 
«)>  I  £■  I  J  Transfer  Ledger,  two  Index  Sets  and  500  best  quality  Leaves. 

“SYSTEMATIC  ACCOUNTING”  is  the  title  of  our  36  page  booklet 
that  tells  all  about  the  advantages  of  the  system  and  the  superiority  of 
the  Razall  method  of  construction.  Send  for  Edition  C,  FREE. 

THE  H.  G  RAZALL  MEG.  CO.,  405-407  E.  WaterSt  ,  Milwaukee  Wis. 

Canadian  Manufacturer, 

CHAS.  F.  DAWSON,  1813-1815  Notre  Dame  St.,  Montreal,  Canada. 


Competitors  must  sign  their  articles  and  give  address— not  necessarily  for  publication  but  as  an 

evidence  of  good  faith.  ,  u  .  . 

Competitors  are  requested  to  send  their  photographs,  carefully  marked.  All  forms  should  be  drawn 
on  separate  sheets  and  carefully  numbered.  Write  on  one  side  of  the  paper  only.  Address  everything, 
Competition  Editor. 

We  are  in  the  market  at  all  times  for  articles  containing  the  practical  facts  and  figures  of  the 
work  of  every  department  of  a  business,  great  or  small.  We  want  the  working  details— how  the  work 

is  carried  on.  -i  j.  r 

Forms  are  absolutely  necessary— our  own  artists  will  prepare  the  drawings— rough  pencil  sketches 
are  all  that  is  necessary.  The  actual  forms  as  used — properly  filled  out,  are  preferable. 

When  possible,  send  photos  of  the  plant  or  office,  inside  and  out,  or  typical  scenes  in  and  about 
the  business.  Wrap  all  photographs  carefully,  as  we  are  not  responsible  for  Mss.  or  photos  lost  or 
injured  in  the  mail.  Always  enclose  postage  for  return  in  case  we  find  them  unavailable.  Forms  and 
tables  should  always  be  drawn  on  separate  sheets,  and  in  no  case  attached  to  the  manuscript. 

Address  everything  to  The  Editor. 


The  Smith,  Jones  and  Brown  Controversy 


WE  have  just  received  communications 
from  Mr.  John  Smith,  the  principal 
member  of  the  partnership  of  Smith, 
Jones  and  Brown,  and  Mr.  Brown,  the 
junior  partner,  in  which  they  present  their 
views  of  the  case  with  considerable  force 
and  earnestness. 

We  also  publish  one  of  the  best  solutions 
so  far  received.  We  will  make  no  prize 
award,  however,  until  next  month,  as  it  is 
quite  possible  we  may  be  able  to  make  a 
better  selection  after  our  readers  have  had 
an  opportunity  to  consider  the  views  of  the 
partners  as  now  presented  by  them. 

sH  3|£  * 

To  THE  Editor  ;  In  accordance  with  your 
request  I  herewith  present  my  views  as  to 
the  adjustment  of  the  partnership  dispute 
between  myself,  Jones  and  Brown. 

It  was  agreed  between  us  that  I  should 
contribute  $50,000  to  the  capital  of  the  part¬ 
nership  and  receive  one-half  of  the  net 
profits  of  the  business.  Jones  and  Brown 
were  to  contribute  $25,000  each  and  receive 
one-quarter  each  of  the  net  profits. 

I  duly  fulfilled  my  part  of  the  contribu¬ 
tion,  but  Jones  contributed  only  $20,000 
while  Brown  failed  to  put  up  his  quota  by 
$10,000. 

I  have  seen  some  solutions  forwarded  to 
the  Editor  of  The  Business  Man's  Maga¬ 
zine  and  wish  to  say  that  according  to  the 


partnership  agreement,  interest  was  to  be 
paid  on  excess  of  capital  of  one  partner 
over  another,  it  having  been  suspected  that 
some  of  the  money  would  not  be  forthcom¬ 
ing.  My  attorney,  how  over,  informs  me 
that  the  wording  of  the  partnership  agree¬ 
ment  was  faulty — that  according  to  the 
construction  of  the  clause  in  question  there 
is  no  excess  capital  because  no  one  has  in¬ 
vested  in  excess  of  the  required  amount, 
but,  that  falling  back  upon  equity  I  am  en¬ 
titled  to  interest  on  the  amount  of  the  de- 
fiiciencies  of  Jones  and  Brown.  I  have  ful¬ 
filled  my  contract  but  Brown  and  Jones 
have  failed  to  fulfill  theirs  and  are  accord¬ 
ingly  fined  for  their  failure. 

My  contention  is  that  neither  in  equity 
nor  law  have  Jones  and  Brown  any  right 
to  participate  in  any  revenue  derived  from 
their  own  fines  incurred  by  reason  of  their 
own  laches,  and  that  their  claim  to  partici¬ 
pate  is  merely  a  scandalous  attempt  to  get 
something  for  less  than  nothing. 

My  attorney  states  that  he  considers  the 
following  adjustment  the  proper  one: 

Interest  payable  by  Brown  on  deficiency 
of  $10,000— $500.00. 

My  proportion,  50/70,  or  $357.14. 

Jones’  proportion,  20/70 — $142.86. 

Interest  payable  by  Jones  on  his  deficiency 
of  $5,000 — $250.  This  should  be  credited 
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HEALTH,  STRENGTH 

SUCCESS 
HAPPINESS 


SPECIAL  COURSE  FOR  WOMEN 


National  Physical  Culture  Institute 

Dept.  N 

Manhattan  Building,  WASHINGTON,  D.  C. 


THE  PERFECT  SYSTEM  AND  NATURE 


WILL  GIVE  YOU  THESE 


II*  \OU  will  devote  ten  minutes  night  and  morning 
in  your  bedroom  to  The  Perfect  System  it  will 
put  you  in  a  condition  of  bodily  and  mental  vigor 
such  as  you  have  never  known.  It  will  give  you  a 
strong  mind  in  a  strong  body,  which  means  success  in 
business  and  happiness  in  life.  Stop  ruining  your  svs- 
tem  and  wasting  your  money  on  patent  medicines  and 
drugs— give  exercise  and  Nature  a  chance.  You  should 
now  build  up  your  health  and  strength  for  the  coming 
rail  and  Winter.  Don’t  put  it  off  till  to-morrow,  for 
to-morrow  never  comes. 

The  Perfect  System  is  concentrated,  systematic,  scien- 
titic  exercise,  and  is  positively  the  only  perfected  system 
of  physical  culture.  It  is  used  and  highly  indorsed  by 
the  Medical  Profession  and  the  Business  Man.  The 
“muscle-bound”  effects  of  other  svstems  are  avoided. 
Splendid  results  guaranteed.  Money  refunded  if  you 
don't  get  these  results.  You  are  given  a  square  deal 
by  a  National  Institution  presenting  a  National  System, 
for  the  purpose  of  this  Institute  is  to  elevate  the  phys¬ 
ical  standard  of  the  American  people,  and  to  that  end 
it  is  successfully  working. 

Write  to-day  for  free  book  on  Health  and  Strength, 
and  get  the  benefit  of  a  limited  special  offer. 


ALWAYS  A  PERFECT  TISSUE  COPY 

if  you  use  OUR  ASBESTOS  COPYING  BATH 
for  Copying  Press  Cloths 

Quick,  Clean  and  Convenient.  Good  for  All  Tissue  Copies.  Avoid 
Substitutes.  Sold  by  leading  stationers.  Write  us  for  free  circular. 

THE  CLEVELAND  COPYING  BATH  CO.,  Cleveland,  Ohio 


A  FAST  FASTENER 

The  quickest,  neatest  and  most  economical 
staple  fastener  on  the  market.  Three  sheets  or 
thirty — it’s  all  the  same.  y 

THE  ACME  MIDGET  - 

This  is  just  what  its  name  implies — the  very  top 
of  achievement.  You  cannot  break  it — you  can¬ 
not  wear  it  out — you  cannot  make  it  do  poor 
work.  What  ever  you  fasten  with  it  will  stay 
fastened.  You  can  use  it  on  paper,  cloth,  leather 
or  any  similar  substance.  Absolute  satisfaction  guaranteed.  Price  $3.00.  Extra 
staples,  5000  for  $1.25.  Ask  your  Stationer  or  write  us  direct. 


ACME  STAPLE  COMPANY,  500  N.  Twelfth  Street,  PHILADELPHIA,  PENN. 
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entire  to  my  account,  as  Brown  has  no  right 
to  participate. 

John  Smith. 

♦  ♦  ★ 

To  the  Editor:  I  have  had  the  pleasure 
of  reviewing  a  number  of  the  papers  re¬ 
ceived  by  you  in  connection  with  the  Smith, 
Jones  &  Brown  Partnership  Adjustment,” 
published  in  the  May  number  on  page  994. 

I  am  certainly  surprised  that  none  of 
the  contributors  to  your  department  should 
see  the  justice  of  my  contention.  I  am 
happy  to  notice  that  several  parties  state 
that  my  statement  is  correct  from  a  book¬ 
keeping  point  of  view,  as  the  stand  taken  by 
me  gives  a  clearer  understanding  of  the 
transaction.  These  remarks  are  very  good, 
no  doubt,  but  at  the  same  time  will  not 
satisfy  Mr.  Smith  nor  Mr.  Jones  that  I  am 
correct  in  the  stand  I  take. 

Will  some  of  your  contributors  rise  and 
tell  me  why  Jones  is  assessed  only  $62.50 
for  his  failure  to  contribute  $5,000,  while  I 
must  pay  $312.50  for  being  $10,000  under 
my  subscription  account?  Only  one  of  the 
papers  reviewed  by  me  recognized  the  in¬ 
justice  of  my  being  compelled  to  pay  this 
amount,  but  even  this  good  friend  fails  to 
make  any  satisfactory  adjustment  of  the 
matter. 

I  await  with  interest  further  suggestions 
in  connection  with  this  most  unfortunate 
affair.  W^m.  G.  Brown. 

♦  *  * 

Contribution  Received  From  Mr.  J.  G. 

Darling,  Auditor  for  the  Ware  & 
Leland  Co.,  Atlanta,  Ga. 

Y  solution  of  the  Smith,  Jones  & 
Brown  partnership  is  herewith  sub¬ 
mitted.  I  contend  that  Smith  is  right, 
for  more  than  one  reason. 

First,  he  is  the  only  one  who  lived  up  to 
the  agreement  and  therefore  can  almost 
dictate  his  terms;  secondly,  his  proposition 
is  a  very  fair  one  as  shown  by  statement 
made  up  in  the  basis  of  a  moderate  profit 
of  10  to  15  per  cent  on  the  capital  paid  in; 
thirdly,  Jones  and  Brown  if  they  wanted 
their  full  share  in  the  profits  (one-quarter) 
had  the  alternative  of  borrowing  enough 
money  from  outside  sources  to  make  up 
the  amounts  agreed  upon,  which  would 
probably  have  cost  them  more  than  what  is 
claimed  by  Smith. 

It  seems  to  me  that  Brown,  although  a 
minority  partner,  by  no  means  gets  the 


short  end  of  the  proposition  as  figuring  a 
profit  of  10  or  15  per  cent  he  gets  more 
than  on  the  basis  of  the  capital. 

In  the  last  place,  presuming  that  the 
three  partners  are  paid  a  fair  salary  com¬ 
mensurate  with  their  value  to  the  business, 
then  I  claim  that  Smith  would  be  within 
his  rights  if  he  decided  that  the  capital 
would  be  $85,000  (the  amount  paid  in)  and 
that  he  was  entitled  to  ten-seventeenths  of 
the  profits,  Jones  four-seventeenths  and 
Brown  three-seventeenths. 

I  figure  that  Jones’  and  Brown’s  basis  of 
adjustment  amount  to  the  same  thing  as  to 
results, 

smith’s  proposition. 


JOURNAL  ENTRY. 

Jones  . $250  00 

Brown  .  500  00 

To  Smith  .  750  00 

CAPITAL  ACCOUNTS  AFTER  POSTING. 

Smith  . $50,750  00 

Jones  .  19,750  00 

Brown  .  14,500  00 

JONES’  PROPOSITION. 

JOURNAL  ENTRY. 

Interest  . $1,000  00 

Interest  .  250  00 

Smith  . $1,000  00 

Jones  .  250  00 

Smith  . $  625  00 

Jones  .  312  50 

Brown  .  312  50 

Interest  . $1,250  00 

CAPITAL  ACCOUNTS  AFTER  POSTING. 

Smith  . $50,375  00 

Jones  .  19,937  50 

Brown  .  14,687  50 

brown’s  proposition. 

JOURNAL  ENTRY. 

Jones  . $250  00 

Brown  .  500  00 

Interest  . $750  00 

Interest  . $750  00 

Smith  . $375  00 

Jones  .  187  50 

Brown  .  187  50 

CAPITAL  ACCOUNTS  AFTER  POSTING. 

Smith  . $50,375  00 

Jones  .  19,937  50 

Brown  .  14,687  50 


Jones’  and  Brown’s  propositions  are 
manifestly  unfair,  as  Jones  pays  only  $62.50 
for  being  short  $5,000  and  Brown  $312.50 
for  being  short  $10,000  (in  the  one  case 
one  and  one-half  per  cent  and  the  other 
three  and  one-eighth  per  cent)  and  then  get 
their  full  proportion  of  the  profits. 

Although  outside  of  your  statements  of 
the  case,  I  submit  accounts  showing  how 
the  capital  accounts  would  stand  if  the  firm 
cleared  10  or  15  per  cent  on  their  capital 
as  paid  in,  and  the  difference  between  that 
and  what  they  would  be  entitled  to  should 
Smith  have  insisted  upon^  ten-seventeenths 
of  the  profits.  These  show  that  Smith’s 
proposition  is  liberal  to  both  of  his  part¬ 
ners.  In  fact,  it  looks  as  if  Smith  were 
selling  all  the  profits  his  extra  capital  earns 
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Money  spent  for  high  class  stationery  is  a 
well-paying  investment. 


We  are  specialists  in  the  making  of  fine 
BUSINESS  STATIONERY. 


Our  Booklet  is  Yours  for  the  Asking. 


OVAL  &  KOSTER,  Lithographers, 


Twinlock  Loose  Leaf  Ledg’ers 


Carried  in  Stock  Complete  by  the  Leading  Stationer  in  Every  City  In  the  World 

THE  TWINLOCK  COMPANY,  3«8  Walnut  Street,  CINCINNATI,  OHIO 


No  other  process  equals  lithography  for  the 
production  of  a  tasteful,  handsome,  im¬ 
pressive 


We  also  have 

Loose  Leaf 
Devices 

for  many 
other  purposes 
which  are 
shown  in  our 
Catalogs 

Sent  Free 


We  have  in 
Stock,  ready 
for  immediate 
Delivery, 


Ledger 

Outfits 

ranging 
in  price  from 

$1.80  TO  $47.00 
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for  $750  in  cash,  or  at  least  giving  his  part¬ 
ners  a  very  full  share  of  them. 

Comparative  statements  showing  the  re¬ 
sult  of  dividing  10  per  cent  profit  ($8,500) 
on  the  paid  in  capital,  $85,000 — in  propor¬ 
tion  to  the  ratio  stated  in  the  original  agree¬ 
ment  and  in  proportion  to  the  amount  con¬ 
tributed  by  the  respective  partners : 

smith’s  proposition. 

ORIGINAL  AGREEMENT, 

Smith’s  credit  . $50,750  00 

50%  of  profit .  4,250  00 

Credit  . $55,000  00 

Jones’  credit  . ' . $19,750  00 

25%  of  profit .  2,125  00 


Brown’s  credit  . $14,500  00 

25%  of  profit . .  2,125  00 


BASED  ON  $85,000  CAPITAL. 

Smith  . $50,000  00 

10/17  of  profit .  5,000  00 


Jones  . $20,000  00 

4/17  of  profit .  2,000  00 


Brown  . $15,000  00 

3/17  of  profit  .  1,500  00 

$16,500  00 

On  this  basis  Smith  gets  just  the  same 
as  when  he  claims  five  per  cent  on  $5,000 
from  Jones  and  five  per  cent  on  $10,000 
from  Brown.  Jones  gets  a  little  more,  and 
Brown  a  little  less.  This  seems  to  give 
Brown  what  he  calls  the  short  end,  but  if 
he  gets  a  salary  for  his  work  and  all  that 
his  capital  earned  he  has  no  cause  for  com¬ 
plaint  and  certainly  has  no  valid  objection 
to  Smith’s  proposition  which  pays  him  $125 
more. 

Comparison  as  above  on  basis  of  15  per 
cent  earned  on  $85,000  or  $12,750 

Smith’s  credit  . $50,750  00 

50%  of  profits . '. .  6,375  00 


Jones’  credit  . $19,750  00 

25%  of  profits .  3,187  50 


Brown’s  credit  . $14,500  00 

26%  of  profits .  3,187  60 


proposition  should  be  accepted,  with  thanks, 
by  his  two  partners. 


.$55,000 

00 

.$19,750 

00 

.  2,125 

00 

$21,875 

00 

.$14,500 

00 

.  2,125 

00 

$16,625 

00 

.$50,000 

00 

.  5,000 

00 

$55,000 

00 

.$20,000 

00 

.  2,000 

00 

$22,000 

00 

, .$15,000 

00 

.  1,500 

00 

Smith  . $60,000  00 

10/17  of  profits .  7,600  00 


Jones  . $20,000  00 

4/17  of  profits .  3,000  00 


Brown  . $16,000  00 

3/17  of  profits .  2,260  00 

$17,260  00 

If  the  business  pays  15  per  cent,  the  above 
shows  that  Brown  gets  the  long  end  of  it. 
Taking  it  all  around  I  think  Smith’s 


$57,125 

00 

.$19,750 

00 

.  3,187 

50 

$22,937 

50 

.$14,500 

00 

.  3,187 

60 

$17,687 

60 

.$50,000 

00 

.  7,500 

00 

$57,500 

00 

.$20,000 

00 

.  3,000 

00 

$23,000 

00 

.$16,000 

00 

.  2,250 

00 

w 


Standard  Competitions  for  July. 

have  received  frequent  applications 
for  detailed  information  on  the  sub¬ 
ject  of  cost  and  accounting  methods 
for  Bituminous  Coal  Mines,  and  are  desir¬ 
ous  of  publishing  a  comprehensive  article 
on  this  subject  in  The  Business  Man’s 
Magazine. 

The  articles  submitted  should  cover  the 
treatment  of  development  of  mine,  con¬ 
struction  of  plant  and  equipment,  treatment 
of  depreciation,  complete  records  of  mining 
of  the  coal,  bringing  same  to  surface  and 
distribution. 

The  articles  must  be  illustrated  by  exam¬ 
ples  of  forms  used,  but  these  forms  need 
not  be  elaborately  drawn,  as  they  will  be 
redrawn  in  our  standard  size  and  style  by 
our  special  artist. 

Articles  may  be  accompanied  by  photo¬ 
graph  and  biographical  sketch  of  the  author, 
together  with  photographs  of  the  mining 
plant,  and  anything  of  interest  in  connec¬ 
tion  therewith. 

For  the  best  article  submitted,  we  offer 
FIFTY  DOLLARS. 

This  prize  will  be  awarded  on  the  basis 
of  the  accounting  merit  of  the  article  sub¬ 
mitted. 

All  articles  sent  in  will  become  the  prop¬ 
erty  of  The  Book-Keeper  Publishing  Co., 
Ltd.,  to  be  used  for  publication,  if  desired, 
in  which  case  additional  prizes  will  be 
awarded  the  authors  of  acceptable  papers. 

In  addition  to  the  above,  we  will  give 
two  prizes  of  $10  and  $5,  respectively,  tor 
the  two  best  articles  descriptive  of  good 
book-keeping  and  cost  systems  for  the  fol¬ 
lowing  lines  of  business : 

Artificial  Stone  manufacturing. 

Automobile  manufacturing. 

Biscuit  or  Cracker  manufacturing. 

Boot  and  Shoe  manufacturing. 

Brick  manufacturing. 

Bridge  builders. 

Broom  manufacturing. 

Bronze  Powder  manufacturing. 

Carriage  and  Wagon  manufacturing. 

Carpet  manufacturing. 

Chemical  Works. 

Cold  Storage  business. 

Cordage  manufacturing. 

Distillery. 
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$20  to  $50 

Standard  Self:tTXFountain  Pen 

No  ink  dropper.  No  smeared  fingers. 

No  complication.  No  taking  apart  to  clean 

Our  Free  Lessons  in  Successful  I 
Salesmanship  makes  experience  unnec-  \ 
essary.  We  send  all  particulars  and  fig-  ' 
ures  to  prove  these  records;  write  to  day. 

Energetic  Agents  and  District  Managers 
wanted. 

0  1 7 Q.90  earned  in  32  days  by  T.  L.  Jones 

ipilO  a  retired  business  man  in  Alabama.  - 

936.80  for  month’s  spare  time  by  G.  Jos.  Lovett,  of  Mass. 
$5.40  made  first  two  hours  by  Mrs.  M.  Lennon,  of  Michigan 

STANDARD  PEN  COMPANY,  664  Baker  Bldg,,  TOLEDO,  OHIO 


WEEKLY  made  selling 
this  New  Invention,  the 

Fills  Itself 

instantly  at 
any  ink-well, 

THIS 


WHY  WORK 

Yourself  to 
Death 


hunting  information  about  the  manner 
of  making  odd  entries 

THE  JOURNAL  DICTIONARY  and 
BOOK-KEEPERS’  PROOF  BOOK 

contains  over  800  transactions  indexed 
and  explained  in  a  very  simple  man¬ 
ner.  Perhaps  some  transaction  comes 
up  in  your  work  and  being  a  little  odd 
you  hesitate  as  to  method  to  use.  This 
book  is  a  dictionary  of  book-keeping. 
Retails  for  $2.00,  special  price  to  intro¬ 
duce  it,  $1.00.  Orders  coming,  send 
yours  now  and  save  $1.00.  The  illus¬ 
trations  are  good  and  the  books  print¬ 
ed  in  neat  style.  Address, 

W.  D.  BROWNING,  Pub. 

Box  136,  Sta.  B,  CLEVELAND,  OHIO 


rvicTor  SLEEVE  PROTECTOR 


UNIVERSAL 
NECESSITY 

Protects  sleeves  from  soil  and  wear.  “Tailor”  made,  washable, 
black  or  white.  Ladies  or  Gents  size.  Prices,  postpaid— 
Lawn,  15e.;  Percaline,  2oe. ;  fine  Mercerized  Sateen,  36c. 

All  Styles  Extend  above  the  ELBOW 

BRINKMANN,  HAMBLIN  &  MOULD,  463  Broome  Sf.,  N.  Y.  City 

PATFMTO  Promptly  Secured^ 

"  Highest  references  from 

pmmmient  manufacturers.  Write  for  Inventor’s  Hand  Book 

Sneoherd  4.  Parker.  992  C  St.,  Wash.,  ID.  (tS 

UCil  IA|Jli|TC|l  Who  wish  to'STTil^t  me  civil 
nidi  WW  AH  I  dJ  service.  Send  for  free  list  of 
positions  and  salaries  paid  to  R.  W,  HUTTON  & 
COMP.ANY,  Department  7,  Philadelphia,  Pa. 


A  Man  From  Maine 

^  made  some  great 
successes  in  business.  My  greatest  through  Co-operation. 

Pbvsio^iLa^  capital,  supplied  by  Farmers,  Women, 

Physicians  Clerks  Clergymen,  etc.,  in  Belfast.  Maine, 
and  in  an  honest  but  very  profitable  business,  earned  and 
paid  thern  through  BELFAST  NATIONAL  BANK,  $5,000  In 
Cash  dividends  in  the  first  six  months,  $25,000  In  cash 
dividends  within  the  next  year,  and  in  18  months  I  paid 
them  in  round  numbers  $330,000.00  CASH. 

EVERY  $1.  EARNED  $220.00. 

This  is  HISTORY.  Reads  like  a  fairy 
tale  but  it  is  TRUE.  I  made  poor 
people  rich.  They  helped  me  earn 
the  riches. 

You  mu8t_  believe  this  statement  is 
J  ^  were  lying,  I  wouldn’t 

tell  you  the  place  where  I  earned  the 
money,  and  the  BANK  where  it  was  paid. 

I  now  have  a  new  business  of  the 
game  kind,  only  my  field  is  the  World. 
The  dividends  must  be  large, 

I  T  Mready  have  7,000  stockholders 
in  the  U.  S.  Canada,  England,  Cuba, 
Mexico,  Sandwich  Islands,  Gibraltar, 
etc.  I_  want  a  few  more.  The  shares 
are  going  fast.  You  can  invest  $1.  or 
$■0,9  monthly  payments,  if  you  wish. 
It  will  be  safe  and  we  will  make  it  grow. 
This  is  no  get-rich-quick  scheme.  I  place 
30years  of  untarnished  business  record 
behind  that  statement.  I  only  ask  von 
to  IN  VESTIGATE.  You  shall  have  all  the 
Proof  you  want.  Send  your  address  on  a 
postal  card.  I  will  send  a  24^page  book, 
"A  GUIDE  TO  FULL  POCKETS.  '  FREe! 


E.  F.  Hanson, 

Ex-Mayor 
I  of  Belfast,  Maine 

Don’t  Wait  if  you  want  something  better  than  you’havegot! 
E.  E.  Hanson,  Y-142  W.  Madison  St.,  Chicago,  Ill.’ 


We  offer  every  business  man  a 
free  box  of  our  clips.  Made  of 
metal  coated  with  strong  adhesive. 

The  Gardner  Metal  Sticker 
Clips  are  very  convenient  for  at¬ 
taching  papers.  Instantly  applied. 
They  lie  flat.  No  edges  or  points  to 
cut,  catch  or  mutilate.  Send  6c  for 
mailing  or  not  as  you  choose.  The 
Gardner  Company,  Box  26, Osage, la. 


WHY^GO  TO  “COLLEGE” 

Aii;  TO  LEARN  BOOK-KEEPING 
■^^WHEN  I  WILL  MAKE  A 

K  Tirsl'Class  Book-Keeper 


of 

YOU 

at 

VOVR  OWni  HOME  in  SIX  WEEKS 
for  $3  or  REFUND  MONEY!  Fair 
enough?  Distance  and  experience  im¬ 
material.  I  find  POSITIONS,  too, 
everywhere,  free.  Have  placed 
THOUSANDS.  Placed  pupil  Oct,  lo,  at 
$7S  weekly;  another,  Jan.i6,at  #36  weekly; 
another,  April  17,  at  ^550  weekly;  another. 
May  23,  at  $60  weekly— and  several  since. 
Perhaps  I  can  place  YOU,  TOO ! 
8,014  TESTIMONIALS! 
SAVE  THIS  AIYO  WRITE  — ^ 

H.  GOODWIN,  •Expert  Accountant 

Room  342.  1215  Broadway,  New  York 


SALESMEN 

WANTED— Nearly  every  line  of  business  uses  Art 
Advertising  Calendars  and  any  good  salesman  can 
pick  up  several  hundred  dollars  in  a  short  time  by  pre¬ 
senting  the  right  line  of  Calendars  to  his  regular  trade. 

We  have  the  right  line,  right  prices  and  good  com¬ 
missions.  No  matter  what  your  present  connections 
are,  write  us  for  particulars. 

LAWTON,  WARD  &,  CO.,  942  Racine  Ave.,  Chicago,  III. 
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Electric  Motor  manufacturing. 
Electrotype  Foundry. 

Fish  and  Oyster  (wholesale  and  retail). 
Flour  Mill. 

Furniture  (retail). 

Export  Agency  Business. 

Harness  and  Saddles  manufacturing. 
Hay  and  Grain  (wholesale  and  retail). 
Hats  and  Caps  manufacturing. 

Ink  and  Mucilage  manufacturing. 
Incandescent  Lamp  manufacturing. 
Jewelry  manufacturing. 

Life  Insurance. 

Leather  manufacturing. 

Lime  manufacturing. 

Linoleum  manufacturing. 

Mail-Order  Business. 


Neckwear  manufacturing. 

Nursery  (florists). 

Packing  Business. 

Paper  manufacturing. 

Paper  Box  manufacturing. 

Patent  Medicine  manufacturing. 
Photo  Supplies  manufacturing. 

Piano  and  Organ  manufacturing. 
Pottery  manufacturing. 

Produce  (wholesale). 

Silk  manufacturing. 

Soap  manufacturing. 

Surgical  Instruments  manufacturing. 
Valves  and  Hydrants  manufacturing. 
Wall  Paper  (wholesale  and  retail). 
Whips  manufacturing. 

Woolen  Mills. 


Those  of  our  subscribers  who  have  conferred  upon  us  the  honor  of  a  visit  will  doubtless  see  in 
the  above  photograph  a  faint  resemblance  to  the  office  of  Friend  Beach  at  the  Book-Keeper  building. 
Amid  the  prevailing  confusion  the  canaries  may  be  observed  anxiously  scanning  the  new  disorder  of 
things,  and  beneath  the  wedding  bells  may  be  perceived  the  chieftain’s  chair,  with  the  chieftain  s  special 
guardian,  Nit  reclining  across  the  pathway  thereto. 

The  cause  of  this  apparent  tumult  is  to  be  attributed  to  the  zealous  regard  of  the  young  ladies  on 
the  staff  of  The  Book-Keeper  Publishing  Company  for  their  managing  head.  During  his  incidental 
absence  they  invaded  the  sacred  precincts  in  a  body,  and  effected  in  a  few  minutes  the  glorious  trans¬ 
formation  scene  above  portrayed,  so  that,  when  Mr,  Beach  returned,  he  turned  back  under  the  impression 
that  he  had  entered  the  wrong  building  and  opened  the  wrong  door. 

On  the  table  at  the  right  may  be  seen  some  of  the  tokens  of  appreciation  presented  to  Mr.  Beach 
by  the  department  managers  and  other  employes  of  The  Book-Keeper  Publishing  Company  on  the  occasion 
of  his  wedding. 
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IMPROVE 
YOUR  FACE 

My  book,  “MAKING  FACES,”  is 
an  instructive  and  illustrated  book¬ 
let,  showing  how  by  a  few  simple  ex¬ 
ercises  one  can  in  a  short  time  make 
the  face  beautiful  and  wonderfully 
expressive.  A  practical  new  method 
for  removing  hollow  cheeks,  wrin¬ 
kles,  hatchet  chins,  care-worn  looks,  etc.  Amusing 
as  well  as  instructive.  Nothing  like  it  ever  offered 
the  public  before.  Postpaid  to  any  address  for  25c. 


MY  SPECIAL  OFFER: 

I  will  send  my  complete  series  of  books,  The 
Chest,  .Hakin^  Faces,  Development  of  the  Neck 
Muscles,  How  to  Beiiutlfy  the  Eyes,  and  my  Chart 
Course,  reffular  price  ,'f!1.2.5,  on  receipt  of  .$1.00 


Address  PROF.  ANTHONY  BARKER 

School  of  Physical  Culture 

1  164  O  BROADWAY  NEW  YORK  CITY 


Government  Positions 

50,830  Appointments  p'?s“ 

year.  Excellent  opportunities  for  young  people.  Each 
year  we  instruct  by  mail  hundreds  of  persons  who  pass  these  ex¬ 
aminations  and  receive  appointments  to  life  positions  at  $840  to 
$1200  a  year.  If  you  desire  a  position  of  this  kind,  write  for  our 
Civil  Service  Announcement  containing  dates,  salaries  paid,  places 
for  holding  examinations  and  questions  recently  used  by  the  Civil 
Service  Commission.  COLUMBIAN  CORRESPONDENCE 
COLLEGE,  223-25  Pa.  Avenue,  S.  E.,  Washington,  D.  C. 


PENMANSHIP 

Learn  to  write  a  good  business 
First  course 

,  ■  - - Budget,  also 

year’s  subscription  to  the  beautiful  monthly.  The 
Western  Penman,  all  now  for  $3.00.  A  handsome 
diploma  when  course  is  completed.  We  are  making  more 
good  business  penmen  than  all  other  agencies  in  America 
combined.  Over  100,000  pupils  enrolled.  Catalog  free. 

PALMER  SCHOOL,  (Est  1881)  Box  86,  CEDAR  RAPIDS,  IOWA 

Be  Your  Own  Boss 

MANY  MAKE  tZgOOOcOO  A  YEARc  You  have  the 
same  chance.  Start  a  Mail  Order  Business  at  home.  W® 
tell  you  how.  Money  coming  in  daily.  Enormous  profits. 
Everything  fiimlshed.  Write  at  once  for  our  ““Starter’^ 
rad  FREE  particulars, 

B.  K.  KRUEGER  CO.,  155  Washin^on  St  Chicago,  III. 


LEARN  ADVERTISING  Business  in  th® 

LtHnn  HUiLnilomu  Qjjjy  practical  *  way,  by  reading 
THE  WESTERN  MONTHLY,  “An  Advertiser’s  Mag- 
azine.”  •Largest  circulation  of  any  advertising  journal  im 
the  world.  Three  months  trial  subscription  10c.  ■"Address. 
Western  Monthly,  805  Grand  Ave.  Kan,  City, 


PATFNTS  PROTECT 

*  ^  JL  72-p.  Book  Mailed  Free 

8.  S.  A  A.  B.  LACEY,  Patent  Att'ys, Washington,  Be  6- 


I  SELL 
PATENTS 


If  you  wish  to  buy  or  lease  on 
royalty,  patents  on  hardware  or 
mail  order  specialties,  machinery,in  fact  anything,  write  me. 

INVENTORS  desirous,  of  selling  their  patents 
quickly  and  to  the  best  advantage  should  register  with 
I  can  save  you  time  and  money. 


me 


Charles  A.  Scott 


793  Mutual  Life  Bldg. 

Buffalo.  N.  Y. 


GOOD  STATIONERY 

Your  stationery  should  be  distinctive:  it  should 
reflect  the  personality  of  your  Arm;  it  should  create 
at  once  a  favorable  impression.  Your  letterhead, 
card  or  business  announcement  often  takes  the 
place  of  a  personal  representative  and  should  be 
selected  with  the  same  care.  You  would  not  send 
out  a  slovenly  salesman;  no  more  can  you  afford  to 
send  out  cheap  stationery. 

HALLIDAY  ENGRAVED 

stationery  is  the  result  of  40  years  experience.  It 
costs  but  little  more  then  high  grade  printing.  We 
make  no  charge  for  designs,  and  after  the  first 
cost  of  the  plate  is  deducted,  the  cost  is  reduced 
to  ordinary  printing  prices. 

Write  on  your  own  letterhead  and  tell  us  what 
you  want  and  we  will  submit  a  rough  draft  of  the 
design  FREE. 

Our  book  of  samples — sent  for  the  asking— may 
suggest  just  the  design  you  are  looking  for, 

J.  W.  HALLIDAY 

Established  18G4 

37  Randolph  St.  CHICAGO,  ILLS. 


$19.90  r* 


ICS 


Factorv 

48  In.  long,  32  in.  deep.  51  in. 
high.  White  oak,  finished 
golden.  Has  built-up  writing 
bed  and  panels,  moulded 
stiles,  framed  extension 
slides.  All  side  drawers 
have  movable  partitions, 
and  are  locked,  including 
center  drawer,  by  closing 
curtain.  In  top,  tour  oak- 
front  file  boxes;  one  letter 
file;  2  card-index  draw¬ 
ers;  private  compartment 
with  door  and  lock;  blot¬ 
ter  racks,  pen  racks,  small  drawer, 

bracket  drawers,  book  stalls,  etc.,  as  shown.  The  depth  of 
desk  (32  Ins. (and  the  case’s  being  well  up  from  bed,  makes  2( 
with  all  Its  conveniences  a  MOST  PRACTICAL  DESK.  Sent  any¬ 
where  on  approval .  Send  for  IMO-page  CsUlogne  Desks,  Chaim 
Piles,  ete.  Also  ask  for  large  CaUlogne  Ubrairv  and  Hons®  IPmfft 
'  ‘fflltnre  and  get  Factory  Prices. 

41*  W«k*  StKowS  A  Church  Pumifur*  Assembh  ai!<J  Qpara  Cha’ii. 

mi  OTitell  E,  %  Wfi-  C*„  OiNp 


McGURRIN  &  WATERS 
COPY  HOLDERS 


We  are  making  very  interesting 
propositions  to  agents  for  hand¬ 
ling  our  line  of  Copy  Holders, 

We  quote  lowest  prices  allow 
more  for  advertising 
and  supply  the  best 
Copy  Holders  on  the 
market. 

Let  us  tell  you 
more  about  it. 

WATERS  & 

COMPANY 

18  South  Ann 
Street 

CHICAGO, 


COMPARATIVELY  few  stenographers 
are  capable  of  reporting  all  classes  of 
lectures,  speeches  and  other  matter 
encountered  by  the  general  reporter  with 
absolute  precision.  The  average  stenog¬ 
rapher,  even  though  capable  of  writing  150 
words  a  minute  in  his  daily  office  work, 
finds  great  difficulty  in  correctly  taking  and 
transcribing  technical  matter  at  one-third 
that  rate  of  speed.  When  new  and  unfa¬ 
miliar  words  are  encountered  the  stenog¬ 
rapher  is  completely  at  isea,  and  it  is  im¬ 
possible  for  most  stenographers  to  tran¬ 
scribe  shorthand  notes  of  beautiful  bits  of 
English,  though  taken  at  a  very  slow  rate 
of  speed. 

That  such  work  can  be  done  is  attested 
by  the  fact  that  the  accomplished  court 
reporter  is  called  upon  to  perform  that  class 
of  work  nearly  every  day.  The  reason  that 
the  average  stenographer  finds  difficulty  in 
this  work  is  that  the  “average”  stenogra¬ 
pher  knows  very  little  about  shorthand.  It 
is  true  that  he  has  studied  the  principles 
contained  in  the  text  book  to  such  an  ex¬ 
tent  that  he  is  competent  to  hold  a  com¬ 
mercial  position,  but  shorthand  is  but  im¬ 
perfectly  understood  by  him.  Take  the  first 
50  stenographers  you  meet,  and  not  more 
than  one  has  more  than  a  very  crude  idea 
of  the  true  principles  of  shorthand,  and  45 
of  them  will  be  complaining  because  they 
have  not  met  with  success  in  the  work. 

This  being  the  fact — and  that  it  is  a 
fact  will  be  testified  to  by  every  employer 
of  stenographers — what  is  the  reason,  and 
what  is  the  remedy?  It  is  not  that  short¬ 
hand  is  not  a  medium  for  the  preservation 
of  beautiful  English,  for  the  experts  per¬ 
form  this  class  of  work.  The  fault  is  with 
the  “average”  stenographer.  He  does  not 
realize  the  value  of  thoroughness  of  study 
and  the  great  importance  of  having  a  per¬ 
fect  understanding  of  the  true  principles 
of  shorthand.  Frequently  he  is  not  to 
blame,  for  in  many  instances  the  instruc¬ 


tors  themselves  are  not  competent  to  do 
the  high-grade  work,  and  it  does  not  stand 
to  reason  that  an  instructor  can  teach  that 
which  he  does  not  know. 

When  the  student  of  shorthand  begins 
the  study  he  does  not  realize  the  necessity 
for  thoroughness.  He  does  not  realize 
that  it  is  only  through  a  thorough  under¬ 
standing  of  every  principle  that  the  outlines 
for  unusual  and  unfamiliar  words  suggest 
themselves  to  him.  The  result  is  that  as 
soon  as  he  completes  his  study  he  is  look¬ 
ing  for  a  shorthand  dictionary  so  that  he 
may  obtain  those  outlines  without  the 
trouble  of  analyzing  the  words  and  making 
them  for  himself.  His  lack  of  knowledge 
of  the  principles  precludes  the  understand¬ 
ing  of  shorthand  necessary  to  correctly 
write  these  words.  A  shorthand  dictionary 
is  a  mighty  poor  article,  for  the  reason  that 
no  stenographer  should  need  it.  If  he  un¬ 
derstood  shorthand  he  should  know  how 
to  write  the  unfamiliar  words  just  as  well 
as  the  man  who  compiled  the  dictionary. 
If  he  does  not  understand  shorthand  he 
should  not  consult  the  dictionary,  but  should 
get  his  principles  so  well  mastered  that  the 
writing  of  the  words  would  be  easy. 

To  illustrate  the  precision  with  which 
shorthand  should  be  written,  and  the  nicety 
with  which  the  rhythm  must  be  preserved, 
an  address  given  by  one  of  Chicago’s  emi¬ 
nent  divines  will  be  referred  to.  In  his 
talk  he  made  reference  to  the  Chicago  fire, 
describing  the  “fiery  demon,  leaping  from 
sill  to  lintel ;  the  car  tracks,  writhing  and 
twisting  like  snakes  crawling  ’cross  hell.” 
This  address  was  reported  by  a  young 
shorthand  writer  worthy  of  the  name — one 
who  knew  shorthand  and  could  reproduce 
the  exact  words  of  the  speaker.  Had  he 
failed  to  use  the  abbreviation  “  ’cross”  and 
transcribed  it  “across”  he  would  have 
spoiled  the  rhythm  of  the  sentence  and 
would  not  have  preserved  its  full  beauty. 

At  nearly  every  banquet,  where  post- 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


171 


BUSINESS  MEN 

- AND - 

BOOK-KEEPERS 


If  you  will  please  send 
me  your  name  and  address, 
I  will  send  you  free  post¬ 
paid,  one  hygienic  tele¬ 
phone  mouthpiece  to  place 
on  your  telephone  trans¬ 
mitter  to  prevent  you  from 
contracting  any  disease 
from  the  telephone. 

Also  I  will  mail  you  our 
handsome  book  telling  all 
about  our  hygienic  stamp 
and  envelope  moistener. 

Hunt’s  Stamp  Moistener 
sent  to  any  address  pre¬ 
paid  for  25  cents. 


FRANK  P.  HUNT 

32  Union  Square  New  York  City 


Is  Your  Time  Worth 
Money? 

If  it  is  we  can  show  you  how  to  save  some  money 
— just  how  much  depends  upon  you  and  your 
business.  The  more  time  you  buy  or  sell  the 

more  we  can  save  you. 
We  make 

THE 

AUTOMATIC 
TIME 
STAMP 

Perhaps  it  never  occur¬ 
red  to  you  that  you  could 
use  such  a  thing.  The 
probability  is  that  you 
could — with  profit.  It  is 
used  by  the  U.  S.  Govt. 
(Treasury  Dept.)  and 
by  thousands  of  men  who 
know  the  value  of  time. 

Let  Us  Tell  You  How  it  Will  Save  You  Money 

That  much  won’t  cost  you  a  cent 
—and  we’ll  be  glad  to  do  it. 

The  Automatic  Time  Stamp  Co. 

160B  Congress  St.,  Boston,  Mass. 

IVe  were  originators  of  Time-Printing  Machines 


MY  GRADUATES  IN 

Show  Card  Lettering 

Are  Making  $20  to  $60  Per  Week 


They  are  independent  and  satisfied.  That  is  better  than  book¬ 
keeping  and  clerking.  Don’t  be  a 
drudge.  Earn  more  money.  I  will 
guarantee  to  make  you  a  successful 
Show  Card  Letterer  if  you  follow  my 
instructions  carefully.  This  is  a  re¬ 
markable  offer — can  you  afford  to 
miss  it  ? 

Easy  terms.  Interesting,  thor¬ 
ough,  personal  instruction.  Three 
separate  courses:  Show  Card  Letter¬ 
ing,  Sign  Painting  and  Plain  Letter¬ 
ing.  Start  now  and  be  ready  to  earn 
8‘iO.  to  $60.  per  week  in  the  fall. 
Write  for  large  helpful  catalog  Free. 


CHAS,  J.  STRONG,  Pres, 


DETROIT  SCHOOL  OF  LETTERING 


CHAS.  j.  STRONG,  Pres.  Dept.  H,  Detroit,  Mich. 


“EASY” TROUSER  HANGER 

Easy  to  keep  your  trousers  pressed 
and  in  shape  with  oftr  new  hanger.  ' 

A  new  idea — quick  to  put  on  and  take 
off — trousers  always  hung  up  out  of  the 
way-  The  bag  is  all  gone  when  you  put 
them  on  again — no  metal  to  rust  in 
dampness.  Set  of  6  prepaid  $1.00. 

Sample  25c.;  3  for  60c.  in  coin. 

You  can  earn  a  good  salary  as  agent — they 
sell  easily.  Write  for  booklet. 

FRED  OLDS,  Box  583,  Alpena,  Mich. 


MEH’S  35c  SOCKS 

PAIRS  FOR 

!P08X?aAlD 

Ask  any  good  dealer  how  much  he  gets  for  fast  black  Mamless, 
lisle  thread  half-hose  and  he  will  tell  you  35c.  By  buying  direct 
from  us  you  save  nearly  half.  Our  famous  “Longwear”  stockings 
are  true  to  their  name :  they  outwear  any  other  35c  stocking. 
The  best  lisle  thread,  fine  texture,  warranted  fast  black,  special 
ribbed  top  to  prevent  them  stretching  and  coming  down.  Abso- 
solutely  seamless,  perfect  fitting,  with  no  hard  ridges  to  hurt  the 
feet.  A  35c  sock  for  20c.  Simply  send  $1.00  to-day,  staling  size, 
for  5  pairs  by  mail  postpaid. 

Money  hack  if  you  want  it. 

A.  0.  600LD  &  CO.,  960  Washington  Ave.,  Portland,  Me. 

9b  Paid  on- 

Time  Deposits 

Amounts  received  from  $50  to  $5,000.  Draws  interest 
from  date  received.  Interest  paid  each  July  and  January. 
Monthly  Saving  Stock  Is  issued  from  50  cents  to  $200.  6^  paid 
if  withdrawn  before  80  months.  8^^  paid  if  carried  for  80  months. 
Organized  1892.  Never  had  a  loss  or  failed  to  meet  an  obliga¬ 
tion.  References:  First  Nat’l  Bank  or  Mercantile  Agencies. 
Write  for  literature.  JEFFERSON  COUNTY  BUILDING  A  LOAN 
ASSOCIATION,  200  W  2l8t.  Street,  BIRMINGHAM,  ALABAMA 


SPENCERIAN 

PERFECT 

Steel  Pens 

USED  BY  EXPERT  AND  CAREFUL 
PENMEN  FOR  NEARLY  FIFTY  YEARS 

Sample  card ,  pens  different  patterns , 
will  be  sent  for  trialon  receipt  of6  cents  in 
postage  stamps.  Ask  for  card 

SPENCERIAN  PEN  CO. 

•4«  BROADWAY,  NEW  YORK 
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prandial  addresses  are  made  by  trained 
speakers,  just  as  precise  shorthand  writing 
is  required  as  that  illustrated  above.  Quo¬ 
tations  from  poetry  are  often  made,  and 
the  reporter  must  reproduce  the  imperfect 
words  allowed  by  poetic  license.  In  great 
conventions,  where  typewritten  copies  of 
addresses  must  be  furnished  within  a  few 
minutes  after  they  are  given,  there  is  no 
opportunity  for  the  reporter  to  refer  to 
books,  but  solely  on  his  ability  as  a  short¬ 
hand  reporter. 

A  short  time  ago  the  Agate  Club  of 
Chicago  held  its  annual  banquet,  which  was 
reported  for  the  various  advertising  maga¬ 
zines.  Among  the  speakers  was  a  college 
professor,  who  not  only  used  many  quota¬ 
tions,  but  showed  his  familiarity  with  the 
English  language  by  using  words  and 
phrases  which  were  obsolete  long  before 
he  was  born,  and  then  smilingly  and  con¬ 
descendingly  remarked  that  he  talked  in 
that  manner  in  order  that  nis  hearers  would 
have  absolutely  no  idea  of  what  he  was 
trying  to  get  at — ^^all  very  nice  for  the 
shorthand  reporter.  Here  is  one  of  the 
quotations  used  by  him  that  evening: 

I  cannot  tell  what  you  and  the  other  men 
Think  of  this  life,  but,  for  my  single  self, 

I  had  as  lief  not  be,  as  live  to  be 
In  awe  of  such  a  thing  as  I,  myself. 

I  was  born  as  free  as  Caesar;  so  were  you. 

We  both  have  fed  as  well,  and  we  can  both 
Endure  the  winter’s  cold  as  well  as  he. 

Ye  gods,  it  doth  amaze  me, 

A  man  of  such  a  feeble  temper  should 
So  get  the  start  of  the  majestic  world. 

And  bear  the  palm  alone. 

Men  at  some  time  are  masters  of  their  fates; 

The  fault,  dear  Brutus,  is  not  in  our  stars. 

But  in  ourselves,  that  we  are  underlings. 

“Brutus”  and  “Caesar”;  what  should  be  in  that 
“caesar”? 

Why  should  that  name  be  sounded  more  than 
yours? 

Write  them  together,  yours  is  as  fair  a  name; 
Sound  them,  it  doth  become  the  mouth  as  well; 
Weigh  them,  it  is  as  heavy;  conjure  with  ’em, 
“Brutus”  will  start  a  spirit  as  soon  as  “Caesar”. 
Now,  in  the  names  of  all  the  gods  at  once. 

Upon  what  meat  does  this  our  Caesar  feed 
That  he  is  grown  so  great? 

It  is  only  through  thoroughness  of  study 
and  continued  practice  of  the  principles 
that  such  work  can  be  done.  One  of  the 
greatest  successes  in  shorthand  known  of 
late  years  is  a  young  man  now  in  Chicago, 
but  21  years  of  age,  doing  the  most  ex¬ 
pert  work,  and  who,  a  year  ago,  was  of 
absolutely  no  value  as  a  shorthand  writer. 
He  not  only  studied,  analyzed  and  digested 
each  principle  thoroughly,  but  devoted  100 
pages  of  his  note  book  to  the  practice  of 
each  principle.  Down  in  the  little  town 
of  Webster  Groves,  Missouri,  there  is  a 
boy  preparing  himself  for  just  such  work 


and  is  devoting  200  pages  to  practice — not 
mechanical  practice,  but  thorough  and 
analytical  practice — ^to  each  principle  of 
shorthand.  The  result  in  the  first  instance 
was  not  remarkable;  it  was  the  effect  that 
followed  the  cause.  The  result  in  the  next 
instance  can  be  foretold,  for  it  is  that  kind 
of  study  that  makes  the  true  shorthand 
writer. 

In  many  instances  “practice  for  speed” 
has  done  a  great  deal  of  harm  to  the 
stenographer.  Practice  during  the  study 
of  the  principles  should  not  be  done  with 
the  idea  to  gain  speed  of  writing  at  that 
time,  but  to  gain  the  knowledge  of  the  prin¬ 
ciples.  After  all  the  principles  are  mas¬ 
tered  is  time  enough  to  take  on  speed,  but 
before  that  time  the  symmetry  of  notes 
should  be  observed  as  well  as  the  analysis 
of  the  principles.  Then  speed  should  not 
be  taken  on  at  the  expense  of  poor  notes. 
If  it  is  acquired  gradually,  the  beauty  of 
the  notes  will  be  kept  and  the  shorthand 
will  be  perfectly  legible.  “Make  haste  slow¬ 
ly”  is  a  mighty  good  motto  in  this  study. 

Too  little  attention  is  generally  paid  to 
punctuation  in  the  shorthand  notes  them¬ 
selves  at  the  time  the  stenographer  is  tak¬ 
ing  a  letter  or  reporting  a  speech.  Most 
stenographers  simply  use  the  period,  re¬ 
lying  on  their  knowledge  of  the  rules  of 
punctuation  to  get  out  a  correct  transcript. 
The  different  clauses  should  be  set  apart, 
and  one  of  the  best  methods  is  to  leave 
a  space  between  the  clauses  in  the  short¬ 
hand  notes.  Very  frequently  the  punctua¬ 
tion  will  determine  the  meaning  of  the 
sentence,  and  the  fact  that  a  sentence  may 
be  punctuated  in  two  different  ways,  thereby 
changing  the  whole  meaning,  should  make 
the  stenographer  careful  in  this  respect. 

It  is  said  that  Dr.  Chauncey  Depew  was 
the  victim  of  a  rather  embarrassing  mis¬ 
take,  caused  by  poor  punctuation.  It  hap¬ 
pened  during  the  World’s  Fair  in  Chicago 
and  the  occasion  was  Manhattan  Day.  The 
elder  Carter  H.  Harrison,  then  mayor  of 
Chicago,  welcomed  the  New  Yorkers  with 
a  speech  in^  which  he  portrayed  the  future 
of  Chicago,  and  warned  those  from  New 
York  to  look  well  to  their  laurels,  as  Chi¬ 
cago  would  some  day  be  the  metropolis  of 
the  country.  He  was  followed  by  Dr.  De¬ 
pew,  who  told  a  story  of  a  little  girl  whose 
parents  were  about  to  move  from  New 
York  to  Chicago.  The  evening  before  the 
intended  change  of  residence,  while  say- 
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Write  us  for  Catalogue 

SEALS,  STAMPS  AND  STENCILS 


»<  ~1 
TENCILS  * 


62-66  Griswold  Street  DETROIT,  MICH. 


$  1 0  o::.'...  LS  m 

Consisting  of 

2  Binders,  Bound  in  Russia  and  Corduroy 
2  Indexes,  Cold  on  Leather  Tabs 
250  Ledger  Leaves,  ruled  and  printed. 

QUALITY  GUARANTEED. 

Your  money  back  if  you  want  it. 

Additional  Leaves  Ninety  cents  per  lOOo 
Circulars  for  the  asking. 

We  made  our  first  binders  in  1890^ 

PARK  It  Providence,  e! 

JVIap  Oabinets 

- FOR  THE  “MAP  AND  TACK^^  SYSTEM _ 

Send  for  Prices— Free  Sample  Maps 
and  “Maps  for  the  Office  Catalogue” 

JOHN  W.  ILIFF  &  COMPANY 

Publishers  and  Slanafaeturers 

350  Wabash  Avenue,  Chicago,  Illinois 


O.  K.” 

Paper  Fasteners 

From  the  man  who  makes  ihem. 

•  ®  majority  of 

‘I”"®  P^Per-  The  metLd 
of  tastenmg  business  papers  together  each 
day  assumes  greater  importance. 

1  here  are  paper  fasteners  which  fasten  for  a 

which  fasteniand  will  not  come  unfast¬ 
ened  when  you  do  want  them  to,  but  the  “O.  K  ’’ 

*‘»ys  aUdiched.  yet  delacli- 
anif  *"J"ry  to  the  paper  or  the  fastener, 

^d  IS  easy  to  apply  and  easy  to  remove. 

ofthe“0.  K.- Paper  Fastener 
'’’‘‘■T  sheet  of  paper  and 
thus  the  middle  sheets  cannot  casually  fall  out 

use  ^hey  are  always  ready  for 

use  and  require  no  machine  for  putting  them 
°fT,  and  they  alway  work. 

^“*^5''  Fasteners  are  handsome  in 
appearance,  and  are  O.  K.  in  every  sense  cf 
the  word  and  yon  will  gladly  O.  K.  all  I  say 
for  them  ^ter  having  used  them  a  few  days 
in  your  office.  With  the  belief  that  the  best 
IS  none  too  good.  I  solicit  your  patronage. 

y*  "^ASHBURNE.  Mfr. 

East  Genesee  St.,  SYRACUSE,  N.  Y. 

For  sa/e  in  New  York  by  Tower  Mfz.  &■ 
Novelty  Co.,  Ld.  Kimpton,  Henry  Bain- 
ortcige  &  Co,  and  Cameron^  Amberg  &* 

Co.  Chicago;  Skinner  CrJCennedy  Co., 
o^.  Louts;  Sanborn  t  yaii  &•  Co., 

San  Francisco, 


SALESMAN  WANTED 


Young  man  to  travel  in  Virginia,  North 
Carolina  and  South  Carolina  to  solicit 
orders  for  printing,  blank  books,  office 
supplies,  desks  and  filing  devices.  Must 
be  especially  well  acquainted  with  print¬ 
ing  in  all  its  branches.  Will  pay  good 
salary  and  expenses  to  sober,  reliable 
and  hustling  man.  Send  references. 


Address 

QUEEN  CITY  PRINTING  &  PAPER  CO. 

CHARLOTTE,  N.  C. 


BICYCLES  ON  TRIAL 

for  10  days.  We  ship  on  ap¬ 
proval  to  anyone  without  a  cent  deposit. 

1905  ^Models  to  ^24 

with  Coaster-Brakes  &  Puncture- Proof  Tlres- 
1903  &  1904  models  A  7  —  1^410% 

of  best  makes .  tO  ^MSS 

BOO  Second  ~  Hand  Wheatm 

All  makes  &  Mod-  4^  SO 

els  grood  as  new  O  MO 
KIDER  AGENTS  WANTED  in 

^ch  town  at  good  pay.  iVrite  at  once  fof 
Special  Offer  on  sample  bicycle, 

TIRES,  SUNDRIES,  AUTOMOBILES. 

MEAD  CYCLE  CO.,  Dept.  M106.  CHICAGO 


ICO  BOOM  TOWNS  tive  Business  Openings 

For  full  information  write  Geo.  B.  Smith  Agency,  Somerset.  Mich. 

INVESTORS 

to  realize  _  (the  Large  Interest  and  Profits  possiM® 
m  legitimate  Mining,  Oil,  Timber,  and  Smelter  Invest¬ 
ments  and  Dmdend-paying  Industrial  Stocks,  listed  and 

Snfmailed'frel?'^  iMorma. 

DOUGLAS,  LACEY  <S.  CO.. 
Bankers  &  Brokers.  66  Broadway.  Now  York 


Months  Free 


O 

If  yon  are  interested  in  any  kind  of 
vestrnent,  Oil,  Mining,  Plantation,  jm“ 
dustrial,  Lands,  Stocks,  Bonds,  Merit, 
gages,  etc.,  send  us  your  name  and  address  and  w* 
will  send  you  The  Investor’s  Review  for  thre® 
months  free  of  charge.  A  journal  of  advice  for 
Investors.  Gives  latest  and  most  reliable  information 
concerning  new  enterprises.  Knowledge  is  power. 
Great  ^portunities  come  and  go.  Great  fakes  like¬ 
wise  Get  posted  before  investing.  Write  to-day. 
INVESTOR’S  REVIEW,  1314  Gaff  Bldg.,  CHICAGO,  ILL. 
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ing  her  prayers,  she  startled  her  parents 
by  finishing  with  “Good-bye,  God,  we  are 
going  to  Chicago  tomorrow.”  The  re¬ 
porter,  evidently  a  Chicagoan,  changed 
the  whole  substance  of  the  story  and  caused 
the  senator  from  New  York  to  indulge 
in  mild  profanity,  by  placing  an  exclama¬ 
tion  point  after  the  first  and  third  words 
of  the  little  one’s  prayer,  and  making  it 
read:  “Good!  By  God!  We  are  going 

to  Chicago  tomorrow.” 

While  the  above  is  perhaps  a  radical  case, 
it  will  serve  to  illustrate  the  necessity  of 
punctuation  in  the  shorthand  notes  them¬ 
selves,  in  order  to  reproduce  the  true  mean¬ 
ing  intended  by  the  speaker. 

All  questions  relating  to  the  subject  of 
shorthand  will  be  answered  through  these 
columns  or  by  personal  letter.  Address 
all  questions  to  “Editor  Shorthand  Depart¬ 
ment,  The  Business  Man's  Magazine  and 
Book-Keeper,  Detroit,  Mich.” 


Associated  Office  Appliance  Manufac¬ 
turers  of  America. 

Election  of  Officers,  1906-1906. 

The  organization  meeting  of  the  Asso¬ 
ciated  Office  Appliance  Manufacturers  of 
America  was  held  at  the  Auditorium  Hotel, 
Chicago,  following  a  sumptuous  feast,  which 
was  indulged  in  by  100  guests,  representa¬ 
tive  office  appliance  manufacturers  from  va 
rious  parts  of  the  country.  The  speaker  of 
the  evening,  William  Duff  Haynie,  counsel 
for  the  Illinois  Steel  Company,  spoke  elo¬ 
quently  on  the  subject  of  Competition.  J. 
D.  Kenyon,  sales  manager  of  the  Sheldon 
School,  followed  with  a  masterly  talk  on 
“Maintaining 
Standpoint.” 
matters 

present,  as  was 
that  followed. 

H.  A.  Cochrane,  manager  of  the  Office 
Appliance  and  Business  System  Show  Co., 
dwelt  at  some  length  on  office  appliance 
shows.  He  spoke  of  the  difficulties  attend¬ 
ant  on  the  conduct  of  these  exhibitions  and 
the  good  effect  the  association  would  have 
upon  them.  W.  C.  Holman,  editor  of 
“Salesmanship,”  talked  on  office  appliance 
exhibitions  from  the  exhibitors’  point  of 
view,  and  gave  assurance  that  it  was  not 
the  intention  of  the  association  to  enter 


Shaw  reported  the  following  ticket  for 
election : 

For  president,  Alvan  Macauley;  for  first 
vice-president,  G.  F.  Watt;  for  second  vice- 
president,  S.  E.  Hilles;  for  treasurer,  E.  J. 
Barker;  for  board  of  managers— Alvan 
Macauley,  chairman;  G.  F.  Watt,  H.  E. 
Myers,  W.  C.  Holman,  J.  H.  Wilson,  H.  A. 
McKee,  H.  C.  Nickerson. 

A  call  was  made  for  other  nominations. 
There  being  none,  a  motion  was  made  that 
the  officers  of  the  association  as  nominated 
by  the  nominating  committee,  be  elected  by 
acclamation.  Motion  was  seconded  and 
carried. 

At  the  meeting  of  the  board  of  managers, 
held  the  following  day,  E.  H.  Markison  was 
elected  secretary  of  the  association.  Com¬ 
mittees  of  the  various  lines  of  manufactures 
were  appointed,  a  complete  list  of  which  will 
follow. 


Notice. 

The  Bituminous  Coal  Mine  Competition 
closed  June  30. 

The  Voucher  Competition  will  close 
July  30. 

Modern  Commercial  Incomes. 

In  the  railroad  industry  are  to  be  found 
some  high  price  salaried  men,  figures  run¬ 
ning  up  as  much  as  $50,000  per  annum. 
Paul  Morton,  now  Secretary  of  the  Navy, 
is  credited  with  having  received  a  salary 
of  $35,000  per  annum. 

Salaries  of  this  magnitude  are  said  to  be 
paid  to  men  possessing  technical  skill  and 
executive  ability  in  the  steel  industry. 

In  ordinary  business  the  combination  of 
salaries,  commissions  and  dividends  fre¬ 
quently  reaches  large  amounts,  but  these,  of 
course,  cannot  be  considered  as  purely  sal¬ 
ary. 

There  are  many  well  paid  men  in  the 
professions,  but  in  proportion  to  the  num¬ 
ber  of  persons  engaged  in  these  profes¬ 
sions  those  who  build  up  large  and  remu¬ 
nerative  practices  are  comparatively  few. 
Out  of  4,000  physicians  in  Chicago,  1,000 
earn  less  than  $1,200  a  year. 


into  the  management  of  office  appliance  ex¬ 
hibitions. 

A  nominating  committee,  composed  of 
Wm.  F.  Maloney,  M.  B.  Barkley  and  A.  W. 


Prices  from  the  Saleman’s 
Both  addresses  touched  upon 
considerable  importance  to  all 
V»v  tbft  annlause 
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Handy— Quick— Neat 

Price  Lists— Name  Lists — Telephone 
Lists— Paint  or  Cloth  Samples 


Any  Old  List 

Always  where  you  want  it,  when  you  want  it. 
Easily  changed  or  corrected.  Made  of  steel 
or  aluminum.  Black  or  oxydized  copper  finish. 


$3.00  to  $6.50 

According:  to  Capacity 


Order  from  your  dealer  or  from 

MAIL  ORDER  MANUFACTURING  CO. 

90  Illinois  St..  CHICAGO 


“SAVE  MONEY  EVERY  DAY” 

Each  unnecessary  stamp 
you  use  wastes  money. 

Use  one  cent  too  little 
and  perhaps  your  package 
won’t  arrive. 

You  can’t  afford  to  guess 

Can  You? 

The  PELOUZE  POSTAL 
SCALES  point  to  the  num¬ 
ber  of  cents  required  the 
moment  the  letter  or  pack¬ 
age  is  placed  on  scale. 

You  don’t  have  to  figure 
— the  scale  does  it  for  vou. 


Every  PELOUZE  SCALE 

is  guaranteed  accurate  and 
will  stay  that  way. 

That’s  one  reason  why 
they  received  the 

Highest  Award 

at  the  World’s  Fair,  St. 

Louis.  _ 

Send  for  Catalog  “P.” 

For  sale  everywhere  by 
Leading  Dealers. 

PELOUZE  SCALE  &  M’F’Q  CO..  CHICAGO 


Mail  &Expre!>8  l<>  Ilia.  $5.(M) 
Commercial  .  12  lbs.  3.75 
r.  S.  .  .  .  4  lbs.  2.50 

Yielor  .  .  lbs.  1.75 


National  .  4  lbs.  $3.00 

Union  .  .  25^  lbs.  2.50 

Columbian .  2  lbs.  2.00 

Star  ...  1  lb.  1.60 

Crescent  .  1  lb.  1.00 


is  my  correspondence 
course  in 


Memory 


No  one  is 
greater  intellec¬ 
tually  than  his 
memory.  Write  to¬ 
day  for  free,  wonder 
fully  interesting,  illus,32-p 
book  “How  to  Remember” 
DICKSON  SCHOOL  OF  MEMORY  760  Kimban  Hall  CHICAGO 


Training 


THE  KEY  TO 
SUCCESS 


WITHIN  EASY  REACH 

The  N.  y.  _L.  B.  Direct  Appeal  Plan  brings  additional 
business  within  easy  reach.  Why  advertise  at  tremendous 
expense  for  replies,  when  you  can  get  the  replies  without  ad¬ 
vertising  and  at  a  small  cost?  We  will  rent,  for  thirty  days 
as  many  original  letters  as  you  desire,  giving  you  a  live,’ 
valuable  list  of  addresses  to  whom  you  can  appeal  direct 
with  your  mail  order  proposition.  You  may  have  letters 
Uom  people  interested  in  your  particular  line,  or  other  lines, 
just  as  you  choose.  Save  time  and  money,  in  the  first  place! 

business,  make  more  money,  in  the  second  place, 
for  particulars.  If  you  have  letters  you  would  care 
to  sell,  we  will  buy  them. 

NEW  YORK  LETTER  BROKERAGE  CO. 

Temple  Court  NEW  YORK  CITY 


STAMMER 

I  Wri4e  mi  once  for  onr  new  illnitr»ted 
'  book.  The  Ori{riB  *,nd  Treat- 

H  meat  of  .Stammering.  The  largeet  and 
y  Moat  iaetrmctlve  book  of  ita  kind  ever 
I  pnbMahed.  Sent  fhee  of  charge  to  anj 
|g!«sraon  who  stammers  for  6  centa  in 
E  stamps  to  cover  postage.  Address  - 
I  The  Lewis  School  for  Stammerers, 

I  it  Ai>ai.Aipa  St.,  Daraoir,  Mioh. 


T70RMER  experience-  un- 
necessary.  I  will  teach 
you  thoroughly  by  mail; 
appoint  you  our  Special 
Representative;  furnish  you 
large  list  of  choice  saleable 
property;  help  you  secure 
customers  and  assist  you  to 
conduct  a  big  paying  business 
in  your  own  locality.  Write 
me  for  particulars.  Address 

EDWIN  R.  HARDEN,  President 
NATIONAL  CO-OPERATIVE  REALTY  CO. 

63  Dearborn  Street  CHICAGrO 


SELL  GOODS  BY  MAIL— THE  COMING  BUSINESS, 
method.  Start  now;  stop  working  for  others.  Big 
profits.  Money  comes  with  orders.  Our  plan  for  start¬ 
ing  beginners  is  a  “sure  winner.”  Particulars  for  stamp. 
Franklin-Howard  B.  Company,  Kansas  City,  Mo. 


PATENTS 


HUBERT  E.  PECK.  629  F 
SI.,  N.  W.,  Washington,  D.  C. 

Consulting  Expert  In  Patent  Causes 
U.  S.  and  Foreign  Patents.  Send 
tor  leaflet  on  “  REJECTED  PATENT  APPLICATIONS.” 


KjayY  DnnV  VCCDCDQ  increase  their  incomes  by 
111  Mil  I  D  W  U  Iv"  IVCkl  kllO  selling  our  lawn  specialties 
during  spare  hours.  Best  people  buy.  Handsome  outfit  loaned. 

Write  TO-DAY.  OLVER  BROTHERS,  Rochaslar.  N.  Y. 


Saturday  Morning  Talks  by  the  Sales  Manager 

A  DISCUSSION  OF  THE  UNDESIRABILITY  OF  ACQUIRING  THE  HABIT  OF 
OFFERING  UNNECESSARY  DISCOUNTS  OR  CONCESSIONS  TO  SECURE  ORDERS 

By  CHARLES  EDMUND  BARKER 


The  Salesmanager  seemed  somewhat 
disturbed  when  we  gathered  for  our 
week-end  conference  on  this  particular 
Saturday  morning.  He  broke  into  things 
without  preliminaries. 

“Boys,  the  firm  is  complaining  that  there 
are  too  many  concessions,  datings  and  pri¬ 
vate  discounts,  showing  up  in  the  orders 
lately.  I  observed  myself  that  your  ten¬ 
dencies  were  getting  a  trifle  liberal  of  late 
and  I  am  probably  partially  to  blame  for 
not  taking  notice  sooner;  but  I  put  down 
the  little  departures  from  the  canons  of  the 
firm,  to  the  fact  that  the  season  was  a 
little  backward  and  that  you  fellows  were 
in  all  probability  only  meeting  conditions. 

“But,  boys,  it’s  got  to  stop.  We  all,  my¬ 
self  included,  have  got  to  come  to  a  realiz¬ 
ing  sense  of  the  great  unwritten  truth  that 
a  private  concession  is  a  private  crime  and 
not  to  be  indulged  in  by  any  self-respecting 
concern  or  its  employes. 

“When  you  look  it  right  square  in  the 
face,  this  matter  of  granting  private  condi¬ 
tions  to  a  sale  is  not  a  square  deal  either 
to  the  firm  or  to  the  fellow  who  isn’t  “in” 
on  the  arrangement. 

“I  think  the  practice  comes  about  through 
you  boys  getting  on  too  friendly  a  footing 
with  your  trade,  and  holding  what  an  old 
boss  of  mine  used  to  call  ‘postmortems’  on 
your  orders.  To  be  more  explicit,  you  mix 
your  business  and  your  visiting.  We’ll  say 
you  have  been  calling  on  Alex  Furguson 
every  30  days  for  two  or  three  years.  You 
get  to  know  Alex  very  well;  call  him  by 
his  first  name  when  you  go  into  his  place 
of  business ;  have  him  out  to  dinner  with 
you  at  the  Commercial  Hotel ;  you  get 
sociable;  he  tells  you  that  he  is  going  to 
build  an  addition  to  his  house  or  store  in 
the  spring.  He  even  gets  confidential  with 
you  and  tells  you  that  his  daughter  is  going 
to  graduate  from  the  High  school  in  June, 
and  wants  your  advice  as  to  where  to  buy 
her  a  diamond  ring  or  a  watch  to  the  best 
advantage;  or  maybe  she  is  going  to  get 


married  and  Alex  wants  to  know  if  you 
can’t  fix  it  so  he  can  buy  her  an  outfit  of 
carpets  or  curtains,  or  maybe  a  piano,  at 
wholesale.  You  fellows  can  grin,  but  I 
have  been  there  and  I  want  to  say  to  you 
that  the  greatest  charm  known,  for  lighten¬ 
ing  the  drudgery,  the  privations  and  incon¬ 
venience  of  the  road,  is  the  pleasant,  the 
close,  the  almost  brotherly  relations  that  a 
fellow  can  attain  to  with  his  trade  if  he 
does  the  right  thing.  And  as  I  said  in 
your  hearing  a  few  weeks  ago,  it’s  the 
only  way  a  salesman  can  penetrate  through 
the  hard  shell  of  a  business  man’s  nature 
and  reach  the  man  himself. 

“But  it  don’t  do  to  carry  this  thing  too 
far.  Business  is  business,  and  friendship 
is  something  else.  You’ve  got  to  do  your 
own  discriminating  for  nobody  can  help 
you  with  it.  Being  too  friendly  is  the  easiest 
thing  in  the  world — if  you  are  friendly  at 
all.  For  instance,  you  are  taking  Alex 
Furguson’s  order.  Alex  is  in  a  good  hu¬ 
mor  and  liberal.  After  you  have  been  all 
through  your  stock  and  he  has  put  in  all 
he  can  think  of,  you  throw  him  over  on  the 
‘jolly’  tack  to  see  if  you  can’t  sell  him  a 
little  more.  That’s  all  good  and  approved 
method;  but  look  out  for  pit-falls  right 
along  there.  This  game  of  ‘jolly’  is  a  thing 
that  Alex  knows  some  of  the  points  about 
too,  you  must  remember.  About  the  time 
he  is  raising  nicely  to  your  bait,  he  is  liable 
to  dart  away  like  a  rock  bass  and  come 
back  at  you  something  like  this : 

“  ‘How  soon  have  I  got  to  pay  for  those 
goods?  You  don’t  mind  dating  that  bill 
September  1st,  do  you?’ 

“Or,  perhaps  Alex  is  looking  for  an  ex¬ 
tra  discount  and  he  says  carelessly :  ‘What 
are  you  giving  off  on  that  stuff?’ 

“You  tell  him.  ‘Oh,  run  along,’  says  he, 
‘my  money  is  worth  more  to  me  in  bank 
than  that ;  I  can  make  more  discounting  my 
eastern  bills  than  that,’  or  ‘No,  I  couldn’t 
use  those  goods  unless  I  can  see  an  extra 
ten  off,’  or  ‘Oh,  well.  I’ll  load  up  with  them, 
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/  “TEN 

YEARS’’.^.,. 


“  What  I  have  done  in  ten 
years— The  Story  of  my  Won¬ 
derful  Success.” 


:.V- 


book'e5Xd''’-7EN"YfR£i?S|  I  '1“?  •»  -"J 

the  greatest  and  most  promising  investment  opportunities  ever  offered  sentething  to  say  about  one  of 

book  telir:,!  ibo“uTti,'’e's';'c'es";Th1ci°?  frTv'?  met' w.'ir^u‘rSr^1“', ^  Placed  before  you.  My 
exceptional  future  possibilities.  For  ten  years  I  have  been  te;tr1?in^”  years  of  business  life  and  about  its 
the  laws  of  Nature.  My  success  has  been  unorecedenteH  ^en  and  women  to  live  according  to 

1896.  My  capital  amounted  to  les^than  $25  00  business  in  the  City  of  Brooklyn  in 

year  I  paid  dividends  to  my  partners  of  15%  $1,000.00.  Last 

conipelled  to  remove  to  larger  quarters.  I  am’ now  at  6?and  ril  grown  so  large  that  I  was 

with  the  Hotel  St.  George.^  I  have  today  whit  e^^pSts  have  X-  in  connection 

of  Its  kind  in  the  country.  I  estimate  the  eouinm^nt  nf  t  ^  appointed  institution 

worth  at  least  $40,000.00.  equipment  of  the  Mac  Levy  Institute  of  Physical  Culture  to  be 

CymSum‘'Eq';TpmeS,rCo"'i's‘’E^^  unde““he’^'IL'''of '  n"  P'lPf  i>'  CoH-rre  and  the  Mac  Levy 

branch  of  the  business  of  The  Mac  LeW  Com !•=  .,!  I  York  for  $150,000.  The  last  named 
years  to  establish  such  a  department  in  conSSC  with  "T’r  f  ^etTrM 

forming  the  Equipment  Company  has  been  accomnlished  T?m  Physical  Culture.  The  most  difficult  part  of 
on  a  large  scale.  There  are  hundreds  of  thousands  ^  condition  to  be  pushed 

equipment.  The  profits  are  large.  A  comnanv  of  thil  kind  W  T  •  ^  ^  gymnasiums  and  their 

are  very  few  competitors.  It  is  evident  th^at  Tim  Mm  r  irnmense  field  in  which  to  work.  There 

an  enormous  business.  ^  Levy  Gymnasium  Equipment  Company  can  build  up 

time  of  the ^year^  whin  ^the^  Swimmi^J^lealln  op/nffiif T  ^  Especially  at  this 

teaching  Swimming.  One  at  Arverne-by-the-Sea  ^L  I  ^anoth’er  I  operated  three  different  places 

another  at  our  Brooklyn  Institute  Dunne-  the  c^’nmmer  ml  !  t  *  Steeple  Chase  Park,  Coney  Island,  and 

mSirS  eTchTup^?"  ?o!;  ca^n^Str7d?;ir:il1ht  ^  -d"1notld°  Iv^rfg  "^1^23 

scattered  all  oJlrtliruiTed^StlteTand^  in  ElghTlpeakTng^cTunS^^  “'"h  students  are 

sands  of  people  in  moderate  circumstances  wh?  would  likl  to  Wst  a  fL  d'"  n  there  are  thou- 

kind  At  last  I  decided  to  offer  a  block  of  the  ti^llurv  stork  If  tl'l  ^  dollars  in  an  Institution  of  this 
I  had  good  reasons  for  coming  to  this  decision  I  wish  to  niu  lltl  company  to  the  public  at  its  par  value, 
the  business  of  the  Mac  Levy  Institute  of  Physical  Cffiture  Ind  the  Mai  T I  extensive  plans  for  extending 
I  also  wish  to  erect  a  building  that  will  enable  me  to  meet  Idrmmtlf  ^1  ^  Gymnasium  Equipment  Co. 

If  you  are  of  a  speculative  mind,  I  X  nol  want  ?ou  a^  f  na^nl^r  9^  business, 

thousands  of  dollars  are  lost  in  mining  and  oil  stocks  Tf  vml  Imim  0  a  place  for  you — where 

will  earn  more  for  you  than  3  or  4%  which  Savinp-s’  Bsnkc  r,Q  i-b^t  you  want  to  invest  where  it 


7. 


great  enterprise.  I  want  them  to'heln  mrerect  T  huddill^  Xld  ‘become  co-workers  and  partners' in  n 

I  believe  that  if  you  could  talk  with  mf>  nrrcrvnaii^’  spread  my  business  all  over  the  civilized  worl,... 

done,  see  in  black  and  white  figures  which  shmv  over  the  records  of  the  business  which  I  have 

past  ten  years,  examine  mv  nlans  for  fnvnrp  «  f  steady  growth  my  business  has  experienced  during  the 
Institute,  you  would  wLl^L'^furlher  evMllce  l^^^^  IT"*’-  ^^gnificlnt  equipment  in  my 

possible  returns  consiste"nt"with’'Lflty''lnTgo3d^mll°agemS  business  would  bring  you  the  greatest 

and  sugge"uon"“V:anV'?CLLo  :Sri''r,h"„,eih“S'pTe  lo  P-,‘"”-“-opera,or.  I  need  your  help 

Imagine  for  a  moment  what  a  wonderful  organizatioif  the  r  amount  of  new  business, 

amount  of  business  such  an  organization  would  do  if  tk  Jill  Levy  Company  would  be,— what  a  stupendous 
working  in  harmony  for  the  gSd  of  Ihe  whole  wLf  lmml  "  throughout  the  world  were 

among  its  workers.  You  have  a  few  dollars  that  vou  want  to  profits  could  be  made  to  be  distributed 

f,nk?r  “^^  rw-h'iS'*  “  “ 

f  S.^e\T!Lf  TvSiniru",  ’f, 


H 


believe  that  within  a  year  this  company  will^  pay  ffilidends^of  a\  Teast  "lolf.’ 

MAC  LEVY,  Pres.  Mac  Levy  Co.,  Inc.  *^%o6k^yn.  n?  y.^‘* 


178 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


if  you’ll  say  ten  off  in  thirty  days  instead 
of  ten.’ 

“Now  you  don’t  realize  that  Alex  is 
working  you,  but  he  is.  If  your  relations 
arc  too  cordial  with  Alex  it’s  hard  for  you 
to  resist  saying:  ‘All  right,  Old  Man,  go 
ahead.’ 

“Here  is  another  phase  of  the  situation, 
and  it  involves  more  properly  the  ‘post¬ 
mortem’  that  my  boss  used  to  talk  about. 
We’ll  say  you  are  all  through  with  your  or¬ 
der  taking  and  you  are  lingering  around  ex¬ 
changing  pleasantries  with  Alex.  You  light 
a  couple  of  cigars  and  you  tell  him  that  ‘new 
one’  of  yours,  and  he  tells  you  ‘one  he 
heard  the  other  day  at  a  Shriner  banquet.’ 
You  have  a  good  laugh,  and  then  the  seri¬ 
ous  reaction  sets  in.  The  first  thing  you 
know  Alex  turns  around  to  the  duplicate 
order  you  have  laid  on  his  desk  and  he 
says : 

“Say,  Bill,  that’s  a  whole  lot  of  money 
I  am  going  to  owe  Herschel-Rice  in  30  days. 
I  don’t  believe  I  want  to  see  a  statement 
for  those  goods  until  about  60  days  from 
now.  Can  you  fix  it?’ 

“It’s  too  late  then  to  say  you  can’t,  be¬ 
cause  if  you  do,  the  chances  are  that  Alex 
will  fly  into  a  panic  and  tear  that  order 
all  to  pieces  for  you.  Now,  boys,  this  is 
just  one  feeble  instance  of  the  many  un¬ 
heard  of,  unthought  of  ways  that  your  cus¬ 
tomer  can  put  you  in  the  hole,  under  the 
conditions  I  have  just  outlined. 

“Let’s  turn  around  a  moment  and  see 
how  this  little  friendly  concession  of  yours 
affects  the  firm  that  employs  you. 

“The  firm  has  bought  those  goods  they 
are  sending  you  out  to  sell,  just  the  best 
they  know  how.  They  have  staked  their 
commercial  standing  on  the  ability  they  feel 
they  have  to  turn  that  merchandise  over 
within  a  certain  time  at  a  certain  price.  The 
man  who  made  the  goods  has  accepted  the 
conditions  of  their  purchase,  and  likely  upon 
the  strength  of  his  confidence  in  our  firm’s 
ability  to  meet  the  conditions  of  that  pur¬ 
chase,  he  has  borrowed  money  at  his  bank 


to  enable  him  to  get  these  goods  made  up 
and  on  the  market.  The  bank  accepting  the 
representations  of  the  manufacturer  as  to 
his  outlook  for  the  disposal  of  the  goods, 
lets  him  have  the  money,  that  it  in  turn  is 
obligated  for  to  its  depositors  and  stock¬ 
holders.  Do  you  see  that  the  whole  fabric 
of  interchange  rests  upon  the  conditions  of 
your  sale  to  the  retailer  up  to  that  point? 
It  was  only  after  the  most  careful  considera¬ 
tion  that  the  firm  made  the  prices  and 
terms  on  those  goods.  They  aim  to  take 
into  account  all  the  points  about  which  they 
are  informed.  If  you  know  anything  that 
they  have  overlooked  in  their  calculations, 
it  is  your  imperative  duty  to  inform  them. 
They  know  that  they  are  not  running  any 
get-rich-quick  concern;  they  are  forced  by 
the  very  conditions  of  trade  to  be  satisfied 
with  a  reasonable  return  on  the  stocks  they 
turn  over.  Gentlemen,  when  you  make  un¬ 
favorable  terms,  you  throw  in  an  uncom¬ 
fortable,  jarring  note  that  runs  through  the 
entire  symphony  of  business  and  badly  mars 
the  concert  of  commerce.  Remember,  boys, 
the  terms  are  a  part  of  the  sale.  If  you 
win  on  a  compromise,  you  only  gain  a  par¬ 
tial  victory. 

“The  remedy  I  would  suggest  to  you,  is 
as  I  said  a  while  ago,  don’t  mix  visiting 
with  your  business;  when  you  get  your  or¬ 
der,  duck — get  out.  Leave  your  customer 
while  the  optimistic  glow  of  purchase  is 
upon  him;  and  he  will  look  forward  to  the 
delivery  of  your  goods  as  something  he 
really  wanted  and  will  be  glad  to  see  un¬ 
loaded  at  his  door. 

“In  closing  your  sale  be  firm.  Don’t  per¬ 
mit  either  yourself  or  your  customer  to 
disregard  the  rules  of  the  game.  Show 
your  customer  that  you  respect  your  house 
and  its  policies  and  he  will  respect  them. 
Let  your  trade  know  that  you  play  no 
favorites;  that  no  whispers  go  with  either 
your  prices  or  your  terms  of  sale.  Play 
the  game  on  the  level,  gentlemen,  and  you 
will  have  nothing  to  explain  and  neither 
will  the  firm.” 
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If  You  Had  This  Book 


in  use,  you  would  appreciate  its  remarkable 
adaptability  for  use  as  Loose  Leaf  Ledger,  Jour¬ 
nal,  Cash  Book,  Stock  Book,  Sales  Book,  Invoice 
Book,  and  in  fact  for  Office  Records  of  every 
description. 

The  sheets  lies  perfectly  flat  from  edge  to 
edge^  giving  an  even  writing  surface.  The 
book  is  self-indexing,  permitting  instantaneous 
reference  to  any  desired  account  or  subject. 
The  mechanism,  shown  in  the  illustration,  has 
the  greatest  possible  simplicity  and  strength. 
The  arches  lock  together  firmly,  forming  a  con¬ 
tinuous  ring  over  which  the  sheets  turn  as  freely 
as  in  a  bound  volume,  yet  the  rings  may  be  in¬ 
stantly  opened  for  insertion  or  removal  of  sheets 
by  a  simple  turn  of  the  key. 

Handsome,  Durable,  Inexpensive 

The  ‘'Rotamatic”  is  but  one  of  the  largest  line  of 
loose-leaf  devices  in  the  world — the  S.  &  T.  line  all 
made  under  one  roof.  Y ou  should  know  more  about  the 
“Rotamatic”  and  its  adaptability  to  your  office  needs 

SEND  FOR  S.  <S.  T.  LITERATURE 

mentioning  the  “Rotamatic,”  and  we  will  send  you  full 
description  and  prices.  Address 

Sieber  6v  Trussell  Mfg,  Co. 


I 


4004  Laclede  Avenue.  St.  Louis 


Largest  exclusive  loose-leaf  manufacturers  in  the  world 


WE  ARE  SELLING 


Battery  Fan  Motors, 
Battery  Table  I.unips, 
Telephones  complete, 
Electric  Uoor  Kells, 


$1.25  to  $10.50 
3.IK)  to  lO.tM) 
2.50  to  11.25 
75c,  $1.00,  $1.25,  $1.50 


Carriage  and  Bicycle  Lights,  2.00  to 
Lanterns  and  Pocket  Flash  Lights,  75e  to 
$8.00  Medical  Batteries, 

Telegraph  Untilts, 

Battery  Motors, 

Necktie  and  Cap  Lights, 

Dynamos  and  Motors, 

RK$  ^Catalog  free,  free,  free 

“1^*  Ohio  Electric  Works, 


1.75  to 
75e  to 
75e  to 
$900.00  to 
Fortune  for  Agents. 
Cloveland,  Ohio 


5.00 

3.00 

8.95 

2.60 

12.00 

6.00 

1.00 


PATENTS 

VALUABLE  BOOK  ON  PATENTS  FREE 

Tells  how  to  secure  them  at  low  cost.  How  to  Sell  a 
Patent,  and  What  to  Invent  for  profit.  Gives  Mechanical 
Movements  invaluable  to  inventors.  Full  of  Money-Making 
Patent  Information.  Inventors  Guide  Book  mailed  FREE  1 

O’MEARA  &  BROCK,  Patent  Attorneys 

918  F  8t.,  Washington,  D.  C.  N.  Ofllce,  290  Broadway,  N.  T.  City 

“Havana  Cigars” 

Made  for  YOU  as  Ordered 

and  shipped  direct  from  factory  in  boxes  of 
25  “all  charges  paid”  for  $3,00.  Satisfac¬ 
tion  guaranteed. 

HYLAND  HUGHES,  Millville,  N.  J. 


SIMPLICITY  TIE  DEVICE 


Better  than  tape,  cheaper  than  perishable  rub¬ 
ber  bands — they  last  forever  and  do  not  rot. 
Quickest  and  most  secure  way  to  tie  packages 
of  all  kinds.  Saves  time;  insures  permanent 
security  in  tying  valuable  papers  for  Sling. 
Iffivaluable  for  business  and  professional  snea. 
With  assorted  colors  of  tape,  postpaid,  pss 
18  inch,  90  cents;  24  inch,  S 
.16.  Address  Dept, 


200, 


p.OOs 

Wffi87®r»»0  ’Ti«  lievie*  (C®og  Km©®,,  (Sgi* 


Any  book  reviewed  in  these  columns  can  be  obtained  from  this  magazine  on  remitting  the 
amount  stated  as  the  price.  In  addition  we  publish  a  ^8-page  and  cover  catalog  devoted 
to  Recommended  Books  for  Business  Men — free  on  request. 


Banking  Forms,  by  H.  Gerald  Chapin, 
LL.  D.,  of  the  New  York  bar.  66  pages, 
cloth  bound,  silver  title.  Price  $2  post 
free;  with  The  Business  Man^s  Maga¬ 
zine,  $2.50  post  free. 

__^This  book  contains  a  full  text  of  the  negotiable 
instruments  act,  as  adopted  in  21  states  and  ter¬ 
ritories  and  in  the  District  of  Columbia,  besides 
it  contains  33  pages  of  banking  forms  covering 
all  requirements  of  dealings  with  banks.  The 
book  is  fully  indexed  and  cross-indexed  so  as  to 
make  its  contents  readily  accessible  to  those  who 
require  it.  That  this  work  has  proven  a  very 
acceptable  and  suggestive  hand-book  to  banking 
and  business  men,  is  borne  out  in  the  fact  that 
three  editions  of  it  have  been  exhausted  in  less 
than  two  vears. 

Homophonic  Vocabulary,  by  Charles  B. 
Waite,  A.  M.  Cloth,  162  pp.,  price  $2.15 
post  free;  with  The  Business  Man^s 
Magazine  one  year,  $2.60  post  free. 

Many  attempts  to  construct  a  universal  lan¬ 
guage  have  been  made,  but  all  have  failed  and 
every  scheme  will  fail  which  is  based  upon  newly 
coined  words.  No  artificial  language  will  ever 
be  generally  adopted. 

The  author  of  this  work  claims  that  the  first 
step  toward  a  universal  language  should  be  a 
common  language  for  the  Indo-Germanic  family 
and  that  this  common  language  must  be  based 
upon  words  already  in  common  use  by  those 
who  are  asked  to  adopt  it. 

Impressed  with  the  importance  of  this  prin¬ 
ciple,  the  author  has  taken,  as  representing  the 
principal  peoples  of  the  Indo-Germanic  family, 
the  following  ten  languages,  to-wit :  English, 

French,  Spanish,  Portuguese,  Italian,  German, 
Dutch,  Danish-Norwegian,  Swedish,  and  Russian; 
and  has  undertaken  to  observe  how  many  words 
there  were  in  common  use,  having  a  like  sound 
and  a  like  signification  in  these  various  tongues. 
He  expected  to  find  but  a  few  hundred;  but  to 
his  surprise  and  gratification  the  number  grew 
on  his  hands  until,  after  three  3'ears’  labor,  he 
had  over  2,000  words  of  that  character,  being  all 
those  most  in  common  use. 

This  list,  carefully  revised  and  corrected,  is 
now  presented  to  the  public,  as  the  basis  for 
common  root  words  upon  which  a  common  lan¬ 
guage  for  the  Indo-Germanic  family  may  be  con¬ 
structed. 

In  the  work  of  revision  the  author  has  been 
assisted  by  native  linguists. 

Besides  the  vocabulary,  the  book  contains  an 
explanatory  article  in  English,  and  a  synopsis 
of  the  same  article  translated  into  the  other 
nine  languages.  A  distinguishing  feature  of  this 
explanatory  article  is,  a  Complete  Family  Tree 
of  the  Indo-Germanic  family  of  languages. 

Foreign  Exchange.  An  elementary  trea¬ 
tise  designed  for  the  use  of  the  banker, 
the  business  man  and  the  student.  Re¬ 


print  from  a  series  of  articles  published 
in  The  New  York  Financier.  184  pages, 
bound  in  cloth,  gold  title,  price  $1;  with 
The  Business  Man's  Magazine  for  one 
year,  $1.50. 

Conyngton  on  Corporate  Organization. 

The  Ronald  Press.  $2.70. 

Written  by  a  member  of  the  New  York  Bar, 
this  work  of  352  pages  is  a  very  clear  and  prac¬ 
tical  explanation  of  both  the  purpose  and  method 
of  corporate  organization.  Special  advantages  are 
often  secured  through  special  forms  of  organiza¬ 
tion.  How  to  secure  these  special  advantages  is 
among  the  valuable  information  ably  given.  Many 
special  forms  of  interest  to  organizers  are  included 
in  the  work  which  will  fill  a  place  of  its  own. 

Building  Business  and  Making  Men,  by 
Mr.  Frank  B.  White  of  “White’s  Class 
Advertising,”  Chicago. 

There  has  just  reached  the  editorial  desk  a  little 
pamphlet  bearing  upon  its  cover  a  device  in  blue 
and  gold.  Within  the  device  are  these  words: 
“True  Blue — Pure  Gold.”  Four  little  words — but 
what  a  world  of  meaning. 

This  little  book  will  very  easily  fit  into  the  vest 
pocket  where  you  keep  your  lead  pencil,  but  there 
is  enough  good  advice  in  it  to  load  a  ship.  Some 
day  we  may  quote  it  bodily — if  the  author  will 
permit.  For  the  present  a  mere  taste  must  suffice. 

“Building  Business  and  Making  Men,”  the  author 
calls  it.  Business  builders  do  make  men — all  sorts 
of  men.  Here  seems  to  be  one  business  builder 
who  has  some  concern  as  to  the  sort  of  men  his 
business  builds. 

“Be  pleasant  every  morning  until  ten  o’clock — 
the  balance  of  the  day  will  care  for  itself,”  says 
the  author. 

“Keep  step  to  the  tune  of  business  whether  the 
band  plays  or  not,”  is  another  pithy  saying. 

_  The  author  has  no  need  to  feel  ashamed  of 
either  the  appearance  or  the  character  of  this 
booklet. 

Wall  Street  and  the  Country,  by  Chas. 
Conant,  author  of  “A  History  of  Modern 
Banks  of  Issue.”  A  statement  of  recent 
financial  disturbances.  247  pages.  Bound 
in  brown  cloth,  $2  post  free;  with  The 
Business  Man’s  Magazine  for  one  year, 
$2.55  post  free. 

Hov^r  to  Advertise  Real  Estate,  by  John 
Richardson.  80  pages,  paper  cover,  price 
$1;  with  The  Business  Man’s  Maga¬ 
zine  for  one  year,  $1.10. 

This  little  pamphlet  contains  a  number  of 
“catchy”  advertisements  that  Mr.  Richardson  has 
used  in  the  course  of  his  business.  As  they 
proved  profitable  to  him  it  is  fair  to  suppose  that 
they  will  prove  profitable  to  others. 
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(Exact  Size) 


OFFICE  SPECIAETIES 


The  “PINCH” 

FASTENER 


(Exact  Size) 

The  best  fastener  ever  made  for  filing^  purposes, 
and  for  attaching  first  and  second  sheets.  Lies 
perfectly  flat  and  occupies  no  room.  Never  lets 
go  by  accident.  Easily  attached  or  detached. 
No  tool  necessary — just  pinch. 


PRICES 


25c.  per  box  of  250 
8Sc.  per  1000 

Sample  Package  Free 


Numbering  Machine  $r 
The  “  RELIANCE  ”  ^ 


is  AUTOMATIC  throuj^hout 

Will  print  consecutively— in  duplicate— 
or  repeat  any  number  indefinitely 
Steel  throughout— no  rubber. 

Our  Guarantee  with  Each  Machine 
Six  Wheels 


Style  of  imprint : — 


123456 


The  “PERFECT’’  Envelope  Sealer 
and  Stapling  Tool 

The  flap  of  the  envelope  is 
permanently  fastened  with  a 
metal  seal  of  red  enamel,  in 
imitation  of  sealing  wax.  It 
can  also  be  used  as 
a  stapling  tool  for 
attaching  12  to  15 
thicknesses  of 
paper. 


I  “Perfect”  Sealer 
4  Boxes  (each  100)  Seals 


SPECIAL  OFFER  I 

(  =  =  $1.00 


Dating  Machine 
The  “FOLLETT” 

Changes  automatically  from 
day  to  day  for  the  entire  year. 
Steel  throughout— no  rubber.  Self- 
inking.  Lasts  a  life-time.  Every 
imprint  is  clean,  clear  and  sharp, 
like  this:— 

JAN  27  1903 

$5  00  Sent  on  approval  to 
*  responsible  persons 


CUSHMAIV  <Sb  DENISOIV  MHO. 

SEND  FOR  OUR  CATALOGUE 


CO.,  240=242  W.  23rd  Street,  N.  Y.  City 

OF  DESK  SPECIALTIES 


It  Does  Away  With  Trial  Balances 

“IJTE  WILL  prove  to  your  satisfaction  that  our  Ledg-er 
W  Balance  Proof  is  THOROUGHLY  PRACTICAL, 
requires  no  extra  books,  change  of  system  or  ledgers,  and 
relieves  you  entirely  of  all  trial  balances  of  Personal  accounts. 

Something  entirety  new  which  we  guarantee 
It  will  pay  you  to  write  us  /or  in/or  mation 

tVIIL,L,ER  <&  HAlVf,  Chattanooga,  Tenn. 


Advertising  Agents 


can  make 
^  100%  profit 

introducing  our  Advertising  Post  Cards  to  their 
clients.  Catchy  Ideas  and  Original  Designs  for 
Every  Business.  Investigate  and  be  up-to-date 
U.  S.  SOUVENIR  POST  CARD  CO. 

Pub.  of  “The  Poker”  Series.  1140  Broadway,  New  York 


11  Gold  Street,  New  York  City 


Sold  under  an  absolute  guarantee — money  back  without  a  word  if  you  are  not 

perfectly  satisfied 


A.  A.  WEEKS  MFG.  COMPANY 


A  MECHANICAL  BRAIN 


FOR  $5.00 


Brain  fag  never  comes  to  the  man  who  uses  a  Victor  Calcula¬ 
tor.  If  you  use  figures  in  any  way  a  Victor  will  save  your  time 
make  your  work  easy. 


THE  VICTOR  CALCULATOR 


The  Victor  will  do  all  that  a  three-hundred  dollar  maching  will 
do  add,  subtract,  divide,  multiply— and  it  costs  you  only  fa.OO.  It 
is  the  only  mechanical  calculator  in  the  world,  of  such  a  conven¬ 
ient  size  and  shape  that  you  may  carry  it  with  you  wherever  you  go 
and  use  It  in  any  sort  of  work.  Not  only  the  accountant  and  book¬ 
keeper,  but  the  checker,  the  shipping  clerk,  the  tally-man,  the  pay¬ 
master,  the  bill  clerk,  should  use  it.  If  you  once  use  it,  ten  times 
its  cost  will  not  induce  you  to  do  without  it.  Within  ten  minutes 
from  the  time  you  first  try  it  you  can  by  its  aid  add  a  column  of 
figures  five  times  as  rapidly  as  before.  Long  columns  have  no 

terrors  for  the  man 
who  uses  a  Victor. 
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E^cut^e  Systems  of  the  United  Cigar  Stores  Co.  (Illustrated),  by  Camillus  Phillips,  724. 

Ufhce  Plant  and  Accounting  Systems  for  a  Gold  Mining  Co.,  No.  2  (Illustrated),  by  J.  D.  Geijsbeek,  63. 
Operation  Systems  for  Chair  Manufacturing  Establishment,  by  F.  W.  Wakefield,  96. 

Organization  and  Working  Systems  of  an  Up-to-date  Real  Estate  Business,  Part  2  (Illustrated),  by 
r.  H.  Ziegen,  116. 

Org^ization  and  Working  Systems  of  an  Up-to-date  Real  Estate  Business,  Part  3  (Illustrated),  by 
F.  H.  Ziegen,  351. 

Savings  and  Loan  Association  Systems,  Part  3  (Illustrated),  by  T.  E.  Schaffer,  306. 

System  of  Accounting  of  the  Indian  Hill  Citrus  Union,  The,  by  F.  E.  Gould,  577. 


TECHNICAL  ARTICLES. 

Auditing  Department  of  a  Great  Electric  Railroad  Co.,  The  (Illustrated),  by  F.  Bergengren,  59. 
Benefits  that  Accrue  from  Societies  of  Accountants  and  Book-keepers,  The,  by  Ernest  Reckitt,  C.  P.  A., 
600. 

Book-keeping  for  an  Electric  Supply  House  (Illustrated),  by  J.  E.  Callaway,  1040. 

Capital  in  the  Instalment  Business,  by  W.  P.  Despard,  523. 

Card  System  for  the  Purchasing  Agent’s  Desk,  A  (Illustrated),  1056. 

Computing  Present  Values,  by  Gustave  Jacobsson,  B.  A.,  520. 

Distribution  of  Manufacturing  Expense  (Illustrated),  by  C.  E.  Hathaway,  927. 

Employment  Department  (Illustrated),  by  Chas.  B.  Cook,  1174. 

Factory  Accounting  System  Shown  by  Diagram,  A  (Illustrated),  by  R.  H.  Kirk,  969. 

Grain  Check,  The,  by  R.  S.  Sweet,  528. 

Handling  of  Supplies  for  an  Iron  and  Steel  Plant,  The  (Illustrated),  by  C.  G.  Chevalier,  79. 

Hotel  Book-keeping  (Illustrated),  by  Henry  C.  Anderson,  C.  A.,  1169. 

Industrial  Betterment,  Profit  Sharing,  the  Premium  Plan,  Their  Relation  to  the  Labor  Problem,  by 
Kenneth  Falconer,  146. 

Itemized  Profits,  by  C.  R.  Everett,  996. 

Main  Office  Accounts  with  Factory  (Illustrated),  by  William  Oldenburg,  978. 

Monthly  Balance  Sheet,  A,  by  W.  L.  Strong,  758. 

Municipal  Balance  Sheets  (Illustrated),  by  E.  R.  Baker,  C.  P.  A.,  1046. 

Paying  of  Uncle  Sam’s  Bills,  Forms  A  and  B,  by  John  McClure,  1159. 

Practical  Repair  Order  System,  A  (Illustrated),  by  J.  B.  Griffith,  567. 

Reserve  and  Sinking  Funds,  by  Wilton  C.  Eddis,  F.  C.  A.,  131. 

Slip  or  Reverse  Posting  System,  The  (Illustrated),  1051. 

Standard  and  Actual  Cost  Adjustments,  by  W.  Oldenburg,  526. 

Storeroom  Ledger,  A  (Illustrated),  by  E.  A.  Pratt,  301. 

Suggestion  for  Filing  Correspondence,  A  (Illustrated),  by  E.  Lambrecht,  570. 

System  in  Store  and  Office  (Illustrated),  by  H.  C.  Houghton,  1184. 

System  of  Insurance  Accounts,  A  (Illustrated),  by  Frank  L.  Erion,  737. 

System  of  Original  Order,  A  (Illustrated),  by  E.  A.  Pratt,  76. 

Time  Record  System  (Illustrated),  by  F..  Hein,  1044. 

LETTERS  TO  THE  EDITOR. 

Dealing  with  Cuba,  607. 

Difficulties  of  the  New  Book-keeper,  388. 

Do  American  Business  Men  Know  Enough?  139. 

Experience  in  Welfare  Work,  An,'  606. 

Kind  of  Employe  Who  Gets  the  Jobs,  The,  141. 

Mr.  Ashplant  Wants  to  Know,  “Where  Do  Net  Profits  Come  From?’’  142. 

Open  Letter,  An,  388. 

Waste-Basket,  390. 
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GOVERNMENT  SERVICE 

under  civil  service  rules  offers  a 
solution  of  the  problem  of  secur¬ 
ing  pleasant  employment  at  an 
attractive  salary.  The  Book  .  . 

HOW  TO  PREPARE  FOR  CIVIL 
SERVICE  EXAMINATIONS 

will  tell  you  how  to  secure  such  a 
position.  It  tells  you  what  you 
must  know  and  contains  all  of  the 
rules  with  questions  and  answers 
in  recentexaminations.  All  branch 
es  of  the  service  fully  covered. 

Handsome  cloth  binding— 554 
pa'^es— price  ]  istpaid  $2.00.  In¬ 
cluding  a  year’s  subscription  to 
‘The  Business  Man’s  Magazini:”  $2.65 

The  Book-Keeper  Publishing  Co.,  Ltd. 

DETROIT,  MICHIGAN 


IDEAL  BOOK  MIMM  CORNER  00. 


Manu¬ 
factu¬ 
rers  of 

PATENT’D 

MAILING 

CORNERS 

(Best  Corner 
Made) 


GREAT 
VARIETY 
OF  STYLES 
ADAPTED  TO 
ALL  SIZES 
OF  BOOKS 
Send  for  Samples 
and  Prices 


C.  C.  ANDREWS.  Treas.  WORCESTER,  MASS. 


Anyone  and  Others  $;roo 

a  week  selling  our  up-to-date  Souvenir  Post 
Cards.  “Behind  the  Scenes,”  “Simple  (office) 
Life”  and  “Poker  Sets”  beat  the  “Whole 
Dam  Family.”  Send  10  cents  for  six  samples. 
V.  S.  SOL'YEJilll  POST  CARD  CO.,  1140  Rroadway,  N.  Y. 


■■  'h 

TYPEWRITER 

Circular  Letters 


Are  you  neglecting  this  part 
of  your  field  for  trade,  and  los¬ 
ing  hundreds  of  dollars  by  it,  or 
are  you  already  aware  of  its 
value  and  are  now  using  this 
form  of  advertising  to  reach  it. 

di  We  are  specialists  in  circular 
letters  of  every  description  and 
guarantee  a  perfect  match  also 
furnish  ribbons  to  match  free. 
Send  in  your  copy  and  we  will 
furnish  everything  complete. 


GRISWOLD  PRESS 

1 1-13  Rowland  St.,  Detroit,  IMich. 


TOUR  WASTE  PAPER 
BASKET  IS  WORTH 
THOUSANDSyDOLLARS 


Every  day  you  read  in  the  papers  some  Item 
of  Interest  to  your  work,  or  your  business. 
They  go  into  your  waste  basket,  which  is  con- 
etantly  swallowing  data.statlstics, rate  tables, 
illustrations,  sketches,  designs,  which, If  kept  ( 
tor  f  utureref  erence,wou  Id  unquestionably  oe 
worth  many  dollars  at  some  future  time. 

Why  Throw  Away  This  Money  ? 
Wecan  tell  you  how  to  keep  all  such  things 
.  safely— -ready  for  reference  at  a  moment’s 
notice.  Ko  desk  drawer  device— no  pigeon¬ 
holes — no  scrap  books — no  complicated 
folios.  Just  a  simple  little  mechanical 
arrangement  that  won’t  consume  a  tenth 
of  the  time  you  now  spend  hunting  for 
information  you  might  have  at  your 
fingers’ ends  whenever  needed.  Let  us 
tell  you  how  one  Chicago  man  made  an 
Investment  of  $9.00  In  this  device  worth 
$1,000.00 

You  can  do  the  same  and  we  will  fur- 
nlsh  directionc  for  the  asking.  Cut  this 
out  mail  it  to  us  to-day,  and  our  FREE 
ILLUSTRATED  BOOKLET  will  be  sent 
1.1  as  soon  as  we  receive  your  request. 

'  Don’t  throw  another  dollar  into  the 
•  waste  basket.  Address  at  once 

the  SIMMONS  AGENCY 
B,  Wabash  Ave.,  Chicago 


Send  4  cents  for  booklets  describing  the  Exposition 
and  the  great  Pacific  Northwest. 

All  agents  sell  tickets  via  this  line. 

W.  B.  KNISKERN,  Pass'r  Traffic  Manager  ^ 


Flat=Opcning  DctachabIc=Lcaf  Ledger 

CL  Note  the  simplicity  of  construction, 
containing,  as  it  does,  the  fewest 
parts  of  any  ledger  binder  in  exist 
ence.  It  has  no  springs,  ratchets, 
gears,  loose  pieces  or  other  cumber¬ 
some  mechanism  to  get  out  of  order. 
Two  traveling  lugs  and  a  power  screw 
— the  only  wearing  parts— make  this 
binder  capable  of  lifting  1000  pounds. 
CL  Also  note  the  square  back,  preserv¬ 
ing  absolute  rigidity  while  working 
upon  same  and  not  rolling  or  rock¬ 
ing  with  every  varying  pressure  of 
hand  or  arm 

d  This  Binder,  our  Improved  Trial-Bal¬ 
ance  Book  and  the  Famous  Backus 
Bond  Hinge  Flat-Opening  Ledger 
Sheets  are  fully  described  in  our  cat¬ 
alog  P.  which  is  free  for  the  asking. 

The  Richmond  &  Backus  Company 

Detroit,  Michigan 

Established  1842 

^New  York  Office: 
346  Broadway 

Boston 

Agency: 
Dunn  &  Co. 
170  Summer  St. 


/L.,  .... ...  _ 

g  account  the  Lewis  and  Clark  Exposition.  Correspondingly 

low  rates  are  in  effect  from  all  points,  via  the 

CHICAGO  S  NORTH-WESTERN  RY. 

The  only  railway  maintaining  daily  through  trains, with  through 
Pullman  service  between  Chicago  and  Portland.  The  Over¬ 
land  Limited,  less  than  seventy  hours  en  route.  Choice  of 
routes  going  one  way  and  returning  another,  via  Omaha 
or  via  St.  Paul  and  Minneapolis.  Through  San  Francisco 
and  Los  Angeles,  one-way  $ii.oo  additional. 

Yellowstone  Park  trip  $49.50  extra. 

^he  *Best  of  Everything, 
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DAY’S  White  Paste 

Pure  white;  can’t  soil  anything.  Never 
sours  or  moulds.  Made  to  stick  and  do£S,> 
Largest  Jar  and  Best  Paste  for 

Office,  Library 

and  Photos 

On  your  Desk  at  the  Office  and 
at  Home — a  daily  helper.  Brush 
and  Paste  always  soft,  in  our 
improved  jar  and  water- well. 

Day’s  lar^ejar  at  Stationers, 

Sample  jar  postpaid,  25c. 

Also  sold  in  bulk  for  large  users.  "Day’s”  at  ^  ®g 

Circulars  Free. 

DIAMOND  PASTE  CD.,  Hamilton  St,  Albany,  NX 


1 1  FI1NNI[ST  BOOKS  IM  PiBLISHED  I 

Hebrew  Yarns —  I 

100  pages,  Illd . 25c  I 

Irish  Yarns — 

100  pages,  Illd . 25c 

Travelers*  Yarns— 

112  pages,  Illd . 25c 

SPECIAL  OFFER  to  the  readers 
of  this  magazine — all  three  for  60 
cents,  postpaid.  Satisfaction  guar¬ 
anteed  or  money  back. 

^  The  Book'Keeper  Publishing  Co.,  Ltd. 

I  DETROIT  js  MICHIGAN 
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Om  sample  book  shows  the  very  latest  Ideas  to  Lithography  for  business  purposes.  Ideas 
®!D1  LETTERHEADS,  ENVELOPES,  CHECKS,  ORDER  FORMS,  DRAFTS,  STATEMENTS,  BILLS, 

IT  IS  FREE  FOR  A  POSTAL  AND  THE  NAME  OF  YOUR  FIRM 

©ur  designs  are  i2p=tO“date=our  prices  are  rlght—our  work  quick  and  right.  We  waait 
your  order  bad  enough  to  try  to  please  you-=wIIl  you  give  us  a  chance? 

DETROIT  LITHOGRAPH  CO.,  DETROIT,  MICH.,  U.  S.  A. 


The  Best  Ideas  in  Commercial  Lithography 


FRENCH—  GERMAN— 
SPANISH— ITALIAN 


Spoken,  taught,  and  mastered 
by  the 

LANGUAGE 
PHONE- 
METHOD 


Combined  with 

The  Rosenthal 
Common  Sense 
Method  of  Prac* 
tical  Linguistry 

The  latest  and  best 
work  of 

Richard  S.  Rosenthal 

you  HEAR  THE  EXACT  PRONUNCIATION  OF  EACH 
WORD  AND  PHRASE.  A  few  minutes’  practice  several 
(times  a  day  at  spare  moments  gives  a  thorough  mastery  of 
conversational  French,  German,  Spanish,  or  Italian. 

Send  for  testimonials ,  booklet,  and  letter. 

UMTERNATIONAL  LANGUAGE  •  P  H  O  N  E  M  E  T  H  O  O 

1163  Metropolis  Bldg.,  Broadway  and  16th  St.,  N.  Y, 


COLUMBUS  SAFETY  INKWELL 

Unique,  simple,  practical.  Ink  contain, 
ed  in  rubber  bulb  with  glass  funnel,  en¬ 
closed  in  beautifully  finished,  egg-shaped 
aluminum  case.  Absolutely  non-spillable 
— turn  up-side  down,  drop  on  floor,  carry 
in  satchel  or  pocket,will  not  spill  a  drop, 
“Rubber-dip”  regulates  supply  of  ink  to 
pen.  Rights  Itself  if  tipped  over.  Non- 
evaporating.  Dust  proof.  A  perfect  ink¬ 
well  for  home,  office,  school  or  travelers' 
use.  Order  one  to-day.  60  cts.  postoaid. 
Agents  and  dealers  wanted.  C.  E.  LOCKE 
9LFG.  CO.,  23  Ash  Street,  Kensett,  Iowa. 


When  in  Need  of  Index 
Card  Supplies 

You  will  save  money  by  getting  quotations  from 
us.  We  are  exclusive  manufacturers  and  printers 
of  index  card  supplies.  Our  sample  sets  will 
interest  every  user. 

Standard  Index  Card  Co., 

1 12>14  N.  Soventh  St.,  PHILA.,  PA. 
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BOOKKEEPERS’  COMPANION  BOOKS 


COULE’S  Philosophic 
*^Practical  Mathematics 

i016 pp 8xH  in. 


COULE’S  New  Science 
‘^and  Practice  of  Accounts 

7i9  pp.  8x1 1  in. 


The  master  works  of  the  age  on  the  sciences  that  hold 
commerce  and  finance  in  their  orbits.  They  are  revela¬ 
tions  in  Practical  Mathematics  and  in  Higher,  Expert 
and  Corporation  Accounting.  New,  enlarged  editions, 
Specimen  pages  and  indexes  sent  free.  Address 


Geo.  Soule,  603  St.  Charles  St  ,  New  Orleans.  La. 


C.  E.  LOCKE  M’FXi  CO.«  23  Wainut  5t..Kensett.Towa 


The 


Modern 

Business  Necessity 

The  famous  Calculating  Machine.  Enthusiastically  endorsed  the 
world  over.  Rapid,  accurate,  simple,  durable. 

“$100.00  would  not  take  it  from  me.  It  is  all  you  claim  B  A 
CARVER,  Troy  Center,  Wis.  “I  do  not  think  the  $375.00  machine 
can  be  compared  with  your  $5.00  machine.”— R.  G.  Malhiot 
Avoca,  La.  “Have  found  it  entirely  equal  to  any  of  the  high-priced 

calculatingmachines.”—W.J.HiRNi,  Visalia,  Cal.  ^  ^ 

Two  models :  oxidized  copper  finish.  $5  00;  oxidized  silver  finish, 
with  cpe.  $10.00,  prepaid  in  U.  S.  Write  for  Free  Booklet  and 
Special  Oner.  Agents  wanted. 


ENNEN'S 

LET 


k^OWDER 


BORATED 

TALCUM 


PRICKLY  HEAT,) 
CHAFING,  and 
SUNBURN, 

A  little  higher  in  price,  perhaps,  than  auorthless  suhsti- 
,  stitates,  bat  a  reason  for  it."  Removes  all  odorof  perspi¬ 
ration.  Delightful  after  Shaving.  Sold  everywhere,  or  mailed 
receipt  of  25c.  Get  Mennen’s  (the  original).  Sample  Free. 
GERHARD  MENNEW  CO.,  New^fc,  W.  J. 


AND  ALL  AFFllCnONJ- 
OF  THE  SKIN. 


Learn  the  Truth 


Do  you  know 

that  tho  main  cause  of  unhappi¬ 
ness,  ili -health,  sickly  children 
and  divorce  is  admitted  by  physi¬ 
cians  and  shown  by  court  records 
to  be  ignorance  of  the  laws  of  self 
and  sex? 


Sexology 


/»«.  a  •  •  I  Illustrated 

contains  in  one  volume — 

Knowledge  a  Young  Man  Should  Have. 
Knowledge  a  Young  Husband  Should  Have. 
Knowledge  a  Father  Should  Have. 

Knowledge  a  Father  Should  Impart  to  His  Son. 
Medical  Knowledge  a  Husband  Should  Have. 
Knowledge  a  Young  Woman  Should  Have. 

Knowledge  a  Young  Wife  Should  Have. 

Knowledge  a  Mother  Should  Have. 

Knowledge  a  Mother  Should  Impart  to  Her  Daughter. 
Medical  Knowledge  a  Wife  Should  Have. 

By  William  II.  Walling,  A.  M.,  If.  D. 

Rich  Cloth  Binding,  Full  Gold  Stamp,  Illustrated,  $2.00 

Write  for  “Other  People’s  Opinions”  and  Table  of  Contents 

PURITAN  PUB.CO.,Dept.  L,  PHILADELPHIA 


COMMERCIAL 


Visible  Typewriter 


MODERN  FACILITIES 


SUCCESSFUL  FEATURES 


F'OR  $:25.00 

To  introduce  the  Commercial  more  widely  this 
season  we  offer  the  regular  $50.00  Machines,  in 
*095ilties  where  not  represented  by  agents,  for 
net  cash  with  order.  Send  for  hand¬ 
some  illustrated  catalogue  free,  and  ask  for  Special 
Froposition  Guaranteeing  satisfaction  or  ma¬ 
chine  may  be  returned. 

Also  inquire  our  inducements  to  Agents. 

COMMERCIAL  TYPEWRITER  CO. 

259  Williams  Street  New  York  City 


Salesmen 
Big  Money 

We  want  good  wide¬ 
awake  men  in  every 
locality  to  sell 

The 

Chicago 
Typewri 


b  J'-'U  —  -r - VW  CAW  X1119  KrbAl 

0aving  alone  should  do  the  business.  But  you  can  back  this 
up  by  showing  a  man  that  Tho  Chicago  has  points  of  ad* 
vantage  possessed  by  no  other  machine;  and  the  touch 
speed,  convenience  and  durability  equal  to  any  of  the 
fWO  machines  made  by  the  trust.  Write  Today  for  our 
liberal  projiosition,  full  particulars  and  free  catalogue, 
X-  Chicago  Writing  Machine  Co.  151  Wabash  Ave.  Chicago 


TYPEWRITERSmI'As 


All  the  Standard  machines  SOLD  OR  RENTED  ANTWHERI 
at  HALF  MANUFACTURERS’  PRICES.  Shipped  with  priv¬ 
ilege  of  examination.  Send  for  Catalogue. 

TYPEWRITER  EMPORIUM.  202  La  Salle  8L.  CmCAGO. 


FLASH  LIKE  THE  GENUINE  day  or 

night.  Solid  Gold  Mounting.  You  can 
own  a  Diamond  equal  in  brilliancy  to  any 
Genuine  Stone  at  one  thirtieth  the  cost. 

BARODA  DIAMONDS 

stand  acid  test  and  expert  examination. 
We  guarantee  them.  See  them  first 
then  pay.  11  Write  for  catalogue. 

THE  BARODA  COMPANY 

G9-71  Wabash  Avenue,  CHICAGO,  ILL* 


Send  for  this 

Print  your  own  cards,  circulars,  &c.  Pres* 
$5,  Small  newspaper  press  $18.  Money 
saver.  Print  for  others,  big  profits.  Type-¬ 
setting  easy,  printed  rules  sent.  Write  8® 
makers  for  catolog,  presses,  type  paper,  &c» 
TH*  IPRESe  COo,  KERIDEN,  COUHo 
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We  Want  Agents 

for  the 

Oui^ 

Typewrit^!* 

—the  standard  visible  writer— 

in  cities  and  towns  where  we  are  not  at  present  rep¬ 
resented.  An  agency  for  this  progressive  and  up-to- 
date  typewriter  carries  with  it  a  dignified  and  profitable 
position  for  high  class  men.  We  aid  our  agents  to 
achieve  success  and  extend  their  field  as  their  develop¬ 
ment  warrants.  We  seek  to  make  it  worth  while  for 
good  men  to  remain  with  us  permanently. 

Previous  experience  neither  essential  nor  objection¬ 
able.  The  Oliver  agency  can  be  carried  on  in  connec¬ 
tion  with  other  business  in  some  localities. 

If  you  are  the  kind  of  man  we  are  seeking,  we  will 

enter  into  details  by 
correspondence  on  re¬ 
ceipt  of  your  inquiry. 

The  Oliver 
Typewriter  Co., 

174  Wabash  Ave.. 
Chicago,  111.,  U.  S.  Ae 
FOREIQN  OFFICE 
75  Queen  Victoria 
London  0  Eofland. 


Touch  a  lever  and 
instantly  write 
another  color 

for  emphasis 
for  display 

or  any  other  reason,  on  the 


T  ypewri  ter 

with  Bi-Chrome 
Ribbon 

Ribbons  inked  for  copying 
and  record  are  used 
largely  by  Banks,  In¬ 
surance  Companies, 
etc. 


T HE  Smith  Premier 
Typewriter  Co. 
Syracuse,  N.  Y. 

Branch  stores  every¬ 
where 


The  American  Way 
tty 


ON  ONE  STEEL  BAR 
Saves  5096  in  Cost 

American  Typewriter 

A  simple  rigid  construction  which 
saves  twelve  hundred  parts  and 
$50.  Maximum  efficiency  with 
minimum  exertion,  This  feature 
is  the  exclusive  patent  of  the  new 
American  standard  $50  typewriter. 
Universal  keyboard,  ball-bearing 
carriage,  printing  from  ribbon  with 
interchangeable  steel  type,  unlim¬ 
ited  speed. 

“The  American  Way”  and 
Easy  Payment  Plan  iVlaiied  on  Request 

If  you  want  your  correspondence  on  an 
up-to-date  business-like  basis  at  small  cost 
we  also  have  practical  typewriter  for  $10. 

Write  for  details  and  either  catalogue 

American  Typewriter  Company 
264  Broadway,  New  York 


^he 

HAMMOND  TYPEWRITER 


IN  Sight. 


For  All  Nations  and  Tongues 


The  Writing  Machine  for 
Every  Mother's  Son 
under  the  Sun 


THE  HAMMOND  TYPEWRITER  COMPANY 

69th  to  70th  Sts.  and  East  River 
NEW  YORK,  N.Y. 

DETROIT  OFFICES  88  GRISWOLD  STREET 
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To  Whom  are  You  Advertising? 


R.  ADVERTISER! 

You  spend  your  money  to  tell  People  what 
you’ve  got  to  Sell. 

Now,  what  ki7id  of  People  can  afford  to  buy  your 
particular  Goods  ? 

■'What  income  must  they  possess  to  be  probable 
Consumers  of  your  Advertised  Product  ? 

How  many  possibilities  of  Sale  has  your  product 
per  thousand  average  Readers  ? 

These  are  all  vital  factors  in  the  framing  up  of 
your  Campaign.land  in  the  prospects  of  Success  from  it. 

Here  are  some  Census  figures  upon  which  zee  base 
our  Campaigns  and  Calculations. 

In  the  year  1900  there  were  15,964,000  Families  in 
the  United  States, 

These  families  averaged  about  five  persons  each, 
or  a  total  population  of  75,994,575. 

Fifty-one  per  cent  of  that  population  lived  in  the 
Country— 10?4  per  cent  was  Semi-urban,  and  37/^  per 
cent  lived  in  Cities  and  Towns. 

The  Newspapers  and  Periodicals  these  Families 
read  had  a  total  circulation  of  8,168,148,749  copies  per 
year.  v 

That  means  535  copies  per  year  per  family,  or 
nearly  two  copies  per  day  for  each  family. 

A  great  deal  of  Reading,  isn’t  it? 

Now  comes  the  astonishing  part  of  the  Census 
figures. 

Nearly  per  cent  of  all  these  Families  had  an 
average  Income  of  less  than  $400  per  year,  or  about 
$80  per  capita. 

Only  21  per  cent  of  these  Families  had  an  annual 
Income  of  $400  to  $600, 

Only  15  per  cent  of  these  Families  had  an  annual 
Income  of  $600  to  $900. 

Only  lOVi  per  cent  of  them  had  an  annual  Income 
of  $900  to  $1200. 

Only  7Vi  per  cent  of  them  had  an  annual  Income 
of  $1800  to  $3000. 

And,  of  the  Automobile  Class,  only  5  per  cent  had 
an  Income  of  over  $3000  per  Family,  or  $600  per  capita. 

Now,  wouldn’t  that  set  you  thinking? 

Suppose  you  have  Pianos  to  sell  through  Adver¬ 
tising,  how  many  Families  of  the  total  that  read  News¬ 
papers  and  Magazines  could  afford  to  buy  one? 

^  Then,  how  many  of  these  are  already  supplied? 

That  estimate  shows  your  Possible  Market 
through  Advertising,  and  indicates  the  way  that 
Market  must  be  approached. 

It  also  shows  about  how  many  Readers  you  must 
pay  to  reach  who  cannot  buy  your  Piano,  no  matter 
how  much  your  advertising  makes  them  want  it. 

And  it  also  shows  the  futility  of  writing  “Catchy” 
Copy  to  attract  the  greatest  number  of  Readers  for 
your  advertisement. 

What  you  need  is  not  Numbers  of  Readers,  but 
Class  of  Readers.  And  that  very  limited  class  you 
must  convince,  when  you  once  get  their  attention,  or 
you  lose  all  profit  from  your  Piano  advertising. 

You  must  make  up  in  Conviction  and  Selling- 
force  for  what  you  lose  in  possible  number  of  pur¬ 


chasers  with  such  a  proposition. 

But.  when  your  product  is  something  which  can 
be  used  by  the  Masses,  it  is  then  a  better  subject  for 
Advertising. 

Because  you  then  have  about  85  per  cent  more 
possibilities  of  Sale,  among  Average  Readers,  than 
you  would  have  had  with  a  Piano  or  Automobile. 

The  current  mistake  in  Advertising  to  this  great 
85  per  cent  of  Average  Families,  is  that  of  talking 
over  their  heads,  in  terms  and  thought-forms  which 
are  unfamiliar  or  unintelligible  to  them. 

Observe  that  not  one  of  “the‘^reat85per  cent”  of 
families  has  an  Income  of  more  than  $1800  per  year, 
or  $360  per  person. 

Observe  also  that  the  Average  Income  of  this 
great  85  per  cent  is  less  than  $500  per  year,  per  fam¬ 
ily,  or  $100  per  head. 

We  must  not  expect  the  Average  of  such  people 
to  have  classical  educations,  nor  an  excessive  appre¬ 
ciation  of  Art,  and  Inference. 

Neither  are  they  as  Children  in  Intellect,  nor 
thick-headed  Fools, 

They  are  just  Average  Americans  of  good  Aver 
age  intelligence,  considerable  shrewdness,  and  large 
bumps  of  Incredulity. 

Most  of  them  might  have  come  “from  Missouri” 
because  they  all  have  “show  me !”  ever  ready  in  their 
minds,  when  any  plausible  Advertising  Claim  is 
made  to  them. 

But,  they  are  willing  to  be  “Shown”  when  the 
arguments  are  sensible  enough,  as  well  as  simple 
enough,  to  appeal  readily  to  their  mental  make-up. 

They  are  not  suffocating  for  want  of  pretty  pic¬ 
tures,  and  pleasing  phrases  in  Advertising. 

What  they  are  most  interested  in  is  “Show  me 
how  to  get  more  for  my  money  of  what  I  need  for 
Existence  and  Comfort  rather  than  for  Luxury?” 

This  “great  (5’5  per  cent"  oi  Readers  has  a  peculiar 
Habit-of-Thought  or  Mental  Calibre ot  itsown  which 
responds  most  treoly  to  a  certain  well-defined  form  of 
approach  and  reasoning. 

IVe  have  made  as  close  a  study  of  that  average 
Habit-of-Thought  and  its  proper  approach,  as  we 
have  made  of  the  Census  data  suggested  herein. 

Our  “Record  of  Results,”  from  Advertising,  which 
has  been  based  on  a  clear  conception  of  that  Mental 
Calibre,  shows  that  our  estimate  of  it  rangtrue  in  over 
90  per  cent  of  the  Copy  we  have  planned  and  written 
to  reach  that  average  “  Habit-of-Thought”  most  re¬ 
sponsively 

We  would  like  to  show  you  some  of  these  Results, 
contrasted  with  other  Copy  written  without  regard  to 
such  guiding  data. 

Our  “Book  of  Advertising  Tests”  covers  this 
subject  better  than  we  can  afford  to  do  here. 

Shall  we  send  you  a  Copy? 

The  price  is  $5.00,  if  you  are  not  a  General  Adver¬ 
tiser,  nor  a  Mail  Order  Advertiser, 

But  we  will  send  this  $5.00  Book  free,  on  request, 
to  any  of  these  two  kinds  of  Advertisers. 

Only  a  limited  edition  has  been  printed,  so  you’d 
better  write  today. 


Lord  8c  Thomas 

Established  1873 

Largest  Advertising  Agency  in  America 

CHICAGO  new  YORK 


THE  ^ 

PRUDEKTIAL 

HAS  THE 

STRENGTH  OF 
GIBRALTAR 
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The  Strength  of  the  Prudential 

has  Upheld  thousands  of  families  in  the  time  of 
bereavement.  If  that  time  comes  to  your  family,  a 
Prudential  Policy  will  guarantee  them  protection. 

Do  not  leave  your  family  unprovided  for. 
Write  for  information  to  Home  Office,  Dept.  125, 
and  you  will  be  told  how  easily  and  at  what 
small  expense  you  can  provide  now  for  the 
future  of  your  family. 

THE  PRUDENTIAL 

Insurance  Company  of  America. 

tNCORPORATEO  AS  A  STOCK  COMPANY  BY  THE  STATE  OF  NEW  JERSBV 

JOHN  F.  DRYDEN,  President.  Home  Office.  NEWARK.  N.  J. 
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THE  SLICKEST 
PEN 

EVER  MADE 


IF  YOU  HAVE 
PEN  DYSPEPSIA 


IMITATED  EVERYWHERE 
EQUALLED  NOWHERE 


APPLY  THE 
ONLY  REMEDY 


GLUCINUM 

PENS 


If  V/\ii  Roallw  \A/sn'f  send  us  15  cents  for  a  Souvenir  Sample  Card  con- 
IT  T  UU  incdliy  VV^ni.  samples  of  30  Styles  of  Pens. 

3  VjlOOd  r^©n  ■  ■  ■  One  card  only  to  any  one  person. 


MANUFACTURED  ONLY  BY 


The  Turner  &  Harrison  Pen  Manufacturing  Co., 

FALCON  PEN  WORKS  PHILADELPHIA,  PA. 


SHOULD  BE 
ADDRESSED  TO 


All  Canadian  Inquiries  a: 

The  R.  J.  Lovell  Company,  Sole  Canadian  Agents 

56  and  58  Yonge  Street,  TORONTO,  ONT. 


BEWARE  OF 
IMITATIONS 


ACCEPT  NO 
SUBSTITUTE 


1: 


CL  Time  is  money  in  any  busi¬ 
ness — figure  the  cost  of  every  bit 
of  work  done-,  time  enters  into  it; 

Especially  is  time  an 
element  in  office  work. 
If  the 

BURROUGHS 
ADDING  and 
LISTING 
MACHINE 


did  not  save  work,  and  save  worry,  it  would  be  worth  all  its  cost,  as  a  time-saver. 

d.  Look  at  this  table.  All  the  items  were  set  down  and  added  in  four  minutes.  Try  to  do 
half  of  it  in  that  time.  Then,  will  you  be  willing  to  guarantee  the  accuracy  of  the  result?  Remem¬ 
ber,  these  sums  were  listed  and  added  in  four  minutes.  Stop  a  moment  and  think  what  this  quick¬ 
ness  and  accuracy  wowld  mean  to  you  in  taking  off  trial  balances — statements — making  cost 
records — pay  rolls — proving  postings,  etc.,  etc. 

d.  The  BURROUGHS  will  add  dollars  and  cents,  pounds — fractions — feet  and  inches,  and  do 
other  things  that  will  surprise  you. 

F'REE  TRIAE — Let  us  send  you  a  machine — absolutely  without 
charge  of  any  kind — for  a  trial.  You  will  be  under  no  obligation  to  buy 

Winner  of  all  prizes  in  all  contests  for  adding  atid  listing  machmes 

BURROUGHS  ADDING  MACHINE  COMPANY 
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BUOCK  I 


Formerly  American  Arithmometer  Co.,  St.  I.ouis,  Mo. 

DETROIT,  MICMIOAIV 
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Send  for  handsome  book  about  the  Burroughs — absolutely  free. 


E.H. BEACH .  EDITOR 
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VACATION  TIME 


is  not  only  a  time  for  rest  and  re¬ 
creation,  but  a  time  to  consider 
wherein  new  ideas  and  new  meth¬ 
ods  may  be  profitably  employed. 
When  these  thoughts  are  upper¬ 
most,  please  bear  in  mind  that 

GRAVES’ 
PRINTED  INDEX 

has  been  used  for  thousands  of 
different  purposes,  and  there  is 
really  no  limit  to  the  variety  of 
adaptions.  Can’t  we  help  YOU? 
Always  glad  to  answer  inquiries 
and  offer  suggestions,  backed  by 
the  experience  of  a  quarter  of  a 
century. 

HALL  &  McCHESNEY, 

Sole  Publishers, 
Syracuse,  N.Y. 


WE  ALSO  MAKE 

Raymond’s  Labor-Saving  Trial  Balance 
Graves’  Double-Indexed  Diary 
Merchants’  Comparative  Sales  Record 
Hnsurance  Specialties,  etc.,  etc. 

Foreign  Representative,  A.  F.  AMMON 
5  Cross  Street,  Manchester,  England 
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AUDITOR, 

BUSINESS  SYSTEM  DEVISER 

- AND - 

BANK  EXAMINER 


’Phone  Qrey  343 
4408  INDIANA  AVE., 


CHICAGO,  ILL. 


C.  My  experience  of  five  years, 
successful  System  Service,  satis¬ 
fied  85  Clients  in  48  Different 
Kinds  of  Business  in  18  States  from 
Penn  Yan,  New  York,  Northeast; 
to  Pensacola,  Florida,  Southeast; 
Austin,  Texas,  Southwest;  to  Casselton,  North  Dak.,  Northwest. 


Park  R.  Lackey 


SERVICES 

$25.00  a  Day  and  Railroad  Fare 

for  Auditing — Devising  Administrative  or  Cost  Systems,  making 
Bank  Examinations  or  Consultation. 

$15.00  a  Day  for  work  done  by  Assistants — Installing  Cost  or 
Administrative  System. 

Mail  System  Service — ^$100.00  (cash  with  order) — Complete 
Sample  Forms  with  Chart  of  Accounts  and  full  instructions. 

Loose  Leaf  Book-keeping  Taught  with  Sample  Set  of  Forms  and 
Closing  Entries,  $25.00  (cash  with  order.) 


CLASSIFIED  LIST  OF  BUSINESS  SERVED 


Adding  machine  manufacturing 
AdrertUing 

Automobile  manufacturing 

Ranks 

Bakeries 

Bar  Fixtures  manufacturing 
Rillard  Table  “ 

Root  and  Shoe  “ 

Bottling  Works 

Brass  Works 

Box  manufacturing 

Cloak  and  Suit  manufacturing 


Clothing  manufacturing 
Collection  Agency 
Contractor 
Cycle  Company 
Department  Stores 
Electric  Company 
Feed  and  Elerator 
Flour  mills 
Food  manufacturers 
Fraternal  Society 
Furniture  manufacturing 
Grocery  (wholesale) 


Hardware  (wholesale) 

Hotels 

Investment  Company 
Laundry 

Light  and  Power  Company 
marble  Works 
millinery  (wholesale) 

News  Papers 

Paint  manufacturing 

Photos 

Picture  Frame  manufacturing 
Beal  Estate 


Sash  Door  Company 
Stave  Works 

Show  Case  manuAieturIng 
Street  Railway 
Steel  Works 
Steamship  Line 
Stone  Quarries 
Steel  Broker 
Traction  Engines 
Wagon  makers 
Water  Heaters 
Woolen  mills 


REASONS  WHY  YOU  SHOULD  EMPLOY  P.  R.  LACKEY’S  SUCCESSFUL  SYSTEM  SERVICE 

1  He  has  satisfied  84  Clients  in  48  different  lines  of  business— And  You  Buy  this  Experience. 

2  He  has  few  equals  as  an  Accountant  and  Statistician. 

3  He  has  few  equals  in  Application  and  Devising. 

4  He  analizes  your  business  in  both  dollars  and  percentage. 

5  He  is  not  connected  with  any  “Would  Be  Loose  Leaf  Trust.” 

6  He  has  correct  accounting  ideas  only  to  sell. 

7  He  would  never  send  you  a  “City  Salesman”  as  an  Accountant  and  Bank  Examiner."  Quite 

Unintelligent  Competition.” 

8  He  has  Railroad,  County  Treasurer,  Insurance,  Bank,  Building  Association,  Stock  Exchange, 

Board  of  Trade,  Steel  and  Iron  Foundry  experience. 

9  He  does  things  to  the  point.  Not  such  lengthy  instructions  as  some — but  a  lot  more  practical. 
10  He  is  honest  with  his  clients.  ONE  “Railroad  Fare”  only  collected  from  clients  in  the  same  city. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Vacations 
Never  Come 

To  the  merchant  and  the  manufacturer  ’  who 
operate  with  old  style  methods  of  accounting. 

Their  hands  are  tied  because  they 
are  ignorant  of  the  true  vital  issues  of  their 
business.  They  deceive  themselves  with  a 
yearly  statement  of  their  condition  showing  a 
balance  of  debits  and  credits. 

They  do  not  Know  the  causes  of 
their  condition. 

An  accounting  system  which  is  not  thorough¬ 
ly  comprehensive  is  valueless  if  not  absolutely 
ruinous. 

Baker-Vawter  business  systematizers  and 
accountants  bring  to  your  accounting  depart¬ 
ment  the  best  features  of  systems  in  use  by  more 
than  75,000  representative  American  banks, 
mercantile  and  manufacturing  concerns. 

They  save  accounting  expense. 

They  systematize  your  organization. 

They  provide  weekly  or  monthly  comparisons 
of  the  exact  profits  and  expenses  of  each  depart¬ 
ment  and  of  each  operation. 

They  remedy  defects  in  your  administration. 

BaKer-Vawter  Company 

Accountants,  Auditors  and 
Devisers  of  Business  Systems 

350  Broadway.  New  YcrK  Tribune  Bldg.,  Chicago 
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Please  mention  The  Business  Man's  Magazine  when  writing  to  advertisers. 
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The  Business  Man’s  Magazine 


AND 


The  Book-Keeper 

Official  Organ  National  Association  of  Accountants  and  Book-keepers 

Edited  by  E.  H.  BEACH 


CONTENTS  FOR  AUGUST,  1905. 

Cover  Design  by  Irving  R.  Bacon. 

Labor  Bureaus  of  Large  Industrial  Plants  (Illustrated) . 

By  S.  A.  Wolf 

The  Executive  Civil  Service  (Illustrated) . By  C.  W.  Bartlett 

The  Russo-Chiuese  Bank  (Illustrated) . By  J.  M.  Scanland 

Creating  a  Demand  for  Necessities.  . . By  Paul  W.  Minnick 

Account  3Iethods  for  the  Hop  Business  (Illustrated) . 

By  Leon  Joseph 

Credit  Information  for  the  Retailer . By  H.  L.  Hall 

A  System  of  Factory  Records  (Illustrated) . By  J.  B.  Griffith 

Accounting  3Iethods  for  Brick  3Ianufacturing  Business  (Illus- 

t’^^ted) . By  W.  G.  E.  Boyd 

Street  Railway  Accounting  (Illustrated).  .By  Lloyd  C.  Montague 

Contracts  by  Mail  and  Telegraph . By  H.  Gerald  Chapin 

The  Proper  3Iethod  of  Typewriting  (Illustrated) . 

^  By  H.  Graham  Paterson 

The  Forum: 

Q,ueries  From  and  Answers  by  Subscribers . 

Consulting  Department: 

Accrued  Liabilities;  Average  Per  Cent  of  Expense  in  Banks; 
Posting  Direct  from  Bills;  Taking  Promissory  Note  in 

Payment  of  Account . 

Saturday  Morning  Talks  by  the  Sales  Manager . 

«  ....  Charles  Edmund  Barker 

By  the  Editor: 

Commercial  Education  in  Japan;  The  Twelve  Assistant 
Bookkeepers;  Dangers  of  the  Small  Stockholder;  Twenti¬ 
eth  Century  Finance;  Justice  to  Employees;  The  Nucleus; 
International  Postage  Stamps;  A  Chance  for  Exporters; 

Office  and  Factory  Economy;  More  Work  With  Less 
Effort;  Award  to  Agent  for  Procuring  Honorable  Position 
The  Publisher’s  Desk . 

Replies  vs.  Orders . By  Franklyn  Hobbs 

Current  Reflections  (Illustrated) . By  Friend  Beach 
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COBWEB 

SATIN 

FINISH 

GOLD 

SEAL 


CARBON 


COPIES 
CLEAR 
DOESN’T 
BLUR 
DON’T  FADE 


Cheap  material  does  just  what  its  name  indicates.  ‘^Jus'5 
as  good  as  LITTLE'S’^  means  that  they  are  not  “just  as  good/' 
You  don’t  hear  us  saying  “just  as  good/’  We  don’t  have  t© 

SECRETS”  for  Stenosraphers  SENT  FREE 


LITTLE 


NEW  YORK— 261  Broadway  CHICAGO— 100  Jackson  Blvd. 

PHILADELPHIA— 105  S.  Eleventh  St.  PITTSBURG— 420  Fifth  Ave, 

LONDON,  ENG.— 28  Basinghall  St.  TORONTO— 46  Adelaide  St.  B, 


wnea  they  use  any  of  the  LlTTLEl  Brands^  St  is 
better  to  get  results  than  to  get  fired— ’most  any 
Stenographer  will  admit  that.  Some  Stenographers  say 
Ribbons  and  our  Carbon  paper  help  them  keep  Jobs 


Stenographers  Using 
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Successful  Advertising 


DO  YOU  spend  two  dollars  a  year  on 
publicity.  Do  you  advertise.  Do 
you  use  show-cards,  hand-bills, 
circulars  or  any  other  method  of  making 
your  business  known?  If  you  do,  this 
book  will  save  its  cost  on  the  next  two- 
dollar  lot  of  printing  you  get  done. 
Successful  Advertising  is  the  biggest, 
best  and  most  successful  book  on  adver¬ 
tising  ever  written.  It  costs  $2.00  and 
there’s  $2.00  worth  of  advertising  infor¬ 
mation  in  every  one  of  its  400  pages. 

THAT’S  $800  WORTH 

Any  Advertiser  who  has  not  Read  this  Book  is  Wasting  Money. 
Money  back  if  you’re  not  satisfied. 


SUCCESSFUL  ADVERTISING  AND  THE  BUSI¬ 
NESS  MAN’S  MAGAZINE  FOR  A  YEAR  ONLY 


$2.00 


The  Book-Keeper  Publishing  Co.,  Ltd.,  Detroit,  Mich. 
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minute  book 
signature  book 
ledger  ^ 
aSH  BOOK^ 
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Every  User  of  the  ^  • 

Tengwail  File 

Is  his  own  Loose  Leaf 
Manufacturer 


Patented  June  2nd,  1891 

A  ll  infringers  will  be 
prosecuted 


CE,  The  Tengwail  File  with  the  Tengwail  Desk  Punch  offers  all  of  the  advantages 
which  any  Loose  Leaf  System  affords  and  may  be  used  for  a  greater  number  of  prac¬ 
tical  purposes  with  a  greater  economy  of  time,  money  and  annoyance  than  any  other 

office  device. 

CE,  The  Tengwail  File  is  furnish¬ 
ed  with  hinged  or  divided  back. 
Curved  metal  prongs,  one  pair  on 
each  side,  hold  the  sheets  as  firmly 
as  in  a  bound  book  and  in  perfect 
alignment.  The  pressing  of  a 
thumb  spring  opens  the  file,  mak¬ 
ing  it  possible  to  insert  new  leaves 
instantly  or  remove  old  ones  with¬ 
out  disarranging  the  others.  Close 
the  file,  it  locks  automatically. 

CE,  The  Tengwail  File  is  the  hand¬ 
iest  file  for  reference.  There  is  no 
dead  matter  to  finger  over.  The 
contents  may  be  classified  numer¬ 
ically,  alphabetically,  or  by  any 
other  method  desired. 

CE,  Tengwail  Files  are  made  in 
ten  sizes,  carried  in  stock  for 
prompt  delivery.  Special  sizes  fur¬ 
nished  on  short  notice. 

CE.  Tengwail  Desk  Punches  are  sup¬ 
plied  with  properguage  to  fit  prongs 
of  files.^  Light  Punch  Style  A,  nick¬ 
eled,  with  b^ase  of  polished  veneer 
wood.  ^  Punches  1  to  6  sheets  in  one 
operation.  Heavy  Punch  Style  B, 
neat  and  durable,  based  of  hard  wood.  Over  half  a  million  Tengwail  Files  now  in 
use  in  the  U.  S.  and  Canada.  Sold  by  Leading  Stationers  everywhere  or  through  the  Manufacturers. 

TENQWALL  FILE  AND  LEDGER  CO. 

Ravenswood  Station,  CHICAGO,  ILL. 


Heavy  Pnneh— Style  “B** 


Please  mention  The  Business  Man’s  Magasine  when  writing  to  advertisers. 
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More  Money  for  the  Clerk  and  Book-keeper 

THE  BEST  WAY  TO  GET  MORE  MONEY  IS  TO  FIRST  EARN  IT,  AND  THEN 
ASK  FOR  IT — YOU  CAN  GET  WHAT  YOU  ARE  WORTH  YOU  MAY  BE  SURE 


What  would  your  employer  do  if  you 
should  go  to  him  tomorrow  and  ask  for 
more  money?  One  of  two  things  would 
happen:  Either  he  would  give  it  to  you 
— or  else  he  wouldn’t.  Which  would  it 
be?  Are  you  worth  more  money  to  him? 
If  not,  you  cannot  ask  more.  If  you  are, 
you  should  get  more — and  you  can.  Of 
course,  this  is  the  point  to  be  decided: 
Yes  or  no?  Let’s  talk  it  over.  You  are 
honest  and  capable — that  is  conceded. 
Otherwise  some  one  else  would  have 
your  job  in  double-quick  time.  The 
question  is:  is  some  one  else  ready  to 
do  your  work  just  as  honestly,  faithfully, 
capably  and  cheaply  as  you.  If  some  one 
else,  who  can  fill  the  place,  wants  your 
job  at  a  little  less  than  you  get,  you 
have  but  small  chance  of  more  money — 
and  you  know  it.  If  this  last  supposition 
is  incorrect,  you’d  better  ask  for  more 
money  and  do  it  now.  But  if  it  is  cor¬ 
rect!  What  then? 

Well!  You  want  more  money  just  the 
same.  Now  what  will  get  you  more 
money?  A  better  job — of  course.  The 
next  thing  is  to  get  that  better  job.  You 
want  to  keep  the  one  you  have — and  if 
you  go  to  hunting  jobs  you’ll  lose  it.  It 
is  a  hard  problem.  Let  me  tell  you  the 
answer.  You  are  not  absolutely  sure  of 
your  own  status — not  sure  that  you  are 
really  a  first  class  man.  You  are  all  right 
where  you  are  but  you  don’t  feel  sure  you 
could  take  hold  of  a  new  and  complicated 
proposition,  and  if  you  don't  feel  sure 
how  can  you  expect  any  one  else  to? 

How  does  a  young  student,  just  out  of 
business  college,  get  a  job?  His  teacher 
gets  it  for  him  usually.  He  goes  to 
work  and  gets  along  pretty  well  but  it  is 
years  before  he  gets  a  much  better  place 
— because  it  takes  years  to  pick  up  an 
education.  Nine  hours  and  fifty-five 
minutes  each  day  he  does  the  same  thing 
over  and  over.  In  the  other  few  minutes 
of  his  ten-hour  day  he  may  learn  some¬ 


thing— but  it  comes  in  small  doses.  So, 
as  I  say,  it  takes  him  years  to  get  ready 
for  a  better  job.  Why  not  get  the  edu¬ 
cation  outside  of  the  work — and  save  a 
few  of  those  years?  It  can  be  done.  Is 
it  worth  while? 

The  bill-clerk  who  wants  to  be  a 
book-keeper;  the  book-keeper  who  wants 
to  be  cashier  or  accountant;  the  cashier 
who  wants  to  be  auditor;  in  other  words, 
the  man  who  wants  a  better  job  and 
better  pay  is  the  man  I  am  talking  to. 
Is  it  worth  while?  Here  it  is  in  a  nut¬ 
shell.  A  few  hours  of  your  time;  a  few 
dollars  of  your  money  and  a  little  bit  of 
ambition  will  push  you  ahead.  Hundreds 
of  others  have  done  and  are  doing  it.  Is 
it  worth  while  for  you?  Is  it  worth  a 
penny  to  learn  more  about  it?  A  penny 
does  it.  On  a  postal  card  put  your  name 
and  address  and  state  your  present  posi¬ 
tion.  We’ll  do  the  rest. 

Address:  W.  W.  Thorne,  Care  of  In¬ 
ternational  Accountants’  Society,  Inc., 
Detroit,  Mich. 

If  you  will  fill  out  and  send  in  this  coupon 
you  can  have  a  copy  of  “The  Superintendent 
of  Progress,”  by  Elliott  Flower,  free. 


W.  W.  THORNE, 
care  of 

International  Accountants’  Society, 
Detroit,  Mich. 

I  enclose  Four  Dollars.  If  I  am  satisfied 
with  your  plan,  this  amount  is  to  apply  as  part 
payment  on  your  course.  If  not,  you  agree  to 
return  my  remittance  on  request. 

I  am  to  have  a  copy  of  “The  Superintendent 
of  Progress” — free — and  this  is  to  remain  mine 
whether  I  ask  the  return  of  my  remittance 
or  not. 

Name  . 

Address  . 

Town  and  State . 

Employed  as  . 

With  . 
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THE  “SPARKS  HINGE” 

To  Loose  Leaf  Manufacturers  and  Users  of 
Loose  Leaf  Systems: — 

d  The  Sparks  Creasing  Machine 
for  Loose  Leaf  Ledger  Sheets  has 
these  points  of  advantage  over  other 
machines. 

c.  Sheets  lie  absolutely  FLAT  in 
Binder. 

CL  Does  not  break  Paper. 

CL  Has  same  result  on  Paper  as 

MUSLIN  HINGE. 

CL  Can  be  produced  at  nominal  cost. 

CL  The  consensus  of  opinion  of  those 
who  have  used  sheets  with  this 
CREASE,  that  it  is  the  only  Perfect 
Hinge  for  Loose  Leaf  Ledger  Sheets. 

CE,  Samples  and  prices  sent  on  ap¬ 
plication. 

SPARKS  MACHINE  CO., 

12  Dutch  Street, 

New  York. 
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THIS  BOOK  IS 
FREE  TO  YOU 

THOUGH  irS  PRICE  IS 

$1.00 

TT  contains  160  pages  (5x7  in.)  of  the 
concentrated  business  experience  of  a 
hundred  successful  business  men.  Read  it 
and  it  will  save  you  ten  dollars  worth  of 
time  for  it  contains  scores  of  short  methods 
and  easy  ways  of  doing  the  things  you  are 
spending  most  of  your  time  upon  every  day. 
The  men  who  originated  these  short-cuts 
get  $25.00  to  $50.00  a  day — their  experience 
here  costs  you  nothing — not  a  penny. 

HOW  TO  GET  IT 


FOR  NOTHING 


— ORDER  A  YEAR’S  SUBSCRIPTION  TO — 

The  Business  Man's  Maga¬ 
zine  and  The  Book-Keeper 

It  will  cost  you  One  Dollar  (and  it  alone  will  be  the  best  in¬ 
vestment  you  ever  made)  and  you  will  get  ‘Business  Short 
Cuts,”  bound  in  Art  Boards,  post-paid,  absolutely  free. 

IS  TWO  DOLLARS  FOR  ONE 

The  Business  Man’s  Magazine  and  The  Book-Keeper  is  a  business  magazine,  full  of 
solid  meat  for  the  book-keeper,  cashier,  proprietor,  superintendent,  stenographer, 
office  boy  or  clerk.  You  have  only  to  glance  at  the  copy  where  this  appears  to  be 
sure  of  that.  Sign  the  coupon  and  mail  it  to-day  with  one  dollar.  Do  not  delay  as 
the  edition  of  these  books  is  limited  and  you  will  regret  it  if  you  do  not  accept 
this  chance  to  get  a  free  copy. 

- - - 

To  The  Book-Keeper  Publishing  Co.,  Lid.,  Detroit,  Mich. 

I  enclose  $1.00,  enter  my  name  as  a  subscriber  to  The  Business  Man’s  Magazine  and 
The  Book-Keeper  for  the  current  year,  and  send  me  Absolutely  Free,  and  post-paid  one 
copy  “Business  Short  Cuts.” 

Name . . . . . . . . 

Address . . . . . . . . 

Town . State . . . . 


THIS 
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W^PARHC 
VLAR  ABOUT 


^^DcFABER 

SELF-nLLINfi 

FOUNTAIN  PEN 


Is 


Ink  Reservoir  J(;  tells  the  HOW  and  the  WHY  of  fountain  pens.  InkReservow 
compressed  ^ 

ready  to  fill  It  tells  all  about  the  DR.  FABER  SELF=FILLINQ,  readyto  writs 
SELF-CLEANING  FOUNTAIN  PEN,  the  best 
fountain  pen  of  any  kind  ever  made  and  the  only  self-filler  ever  sold 
at  the  low  price  of  $1.50.  It  tells  about  our  money  back  proposition* 


WRITE  FOR  THE  BOOK  TO-DAY— IT  IS  FREE 


THE  PENINSULAR  SUPPLY  COMPANY 


73  FORT  STREET  W. 
DETROIT.  MICHIGAN 
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EVERY  ACCOUNTANT  AND  BOOK-KEEPER 

SHOULD  BE  A  MEMBER  OF  THE  N.  A.  A.  B. 

tt««  BUT  .... 

YOU  NEED  NOT  NECESSARILY  BE 

AN  ACCOUNTANT 


NATIONAL 


TO  BECOME  A  MEMBER. 


ASSOCIATION  OF  ACCOUNTANTS 
AND  BOOK-KEEPERS 


IS  a  business  man’s  organization  and  it  is  a  rnoney  saver  to  every 
business  man.  Do  you  want  to  hire  a  clerk  ?  The  association 
will  get  the  right  man  for  you — no  charge.  Do  you  want  to  buy 
office  supplies?  The  association  will  tell  you  where  to  get  them  the 
cheapest — no  charge.  Do  you  want  some  special  business  form  for 
your  personal  use.  The  association  will  supply  it — no  charge.  Do 
you  purchase  books?  The  association  will  get  you  a  discount — no 
charge.  If  you  buy  five  dollars  worth  of  books  or  magazines  in  a 
year  your  membership  will  save  its  cost  in  the  discount  you  get. 

JOIN  TO-DAY 

S1.00  THE  YEAR 


SECRETARY  IN.  A.  A.  B. 

61  West  Fort  Street,  DETROIT,  MICHIGAN 

I  hereby  make  application  for  membership  in  the  National  Association  of  Account- 
antn*  and  Book-keepers  and  subscribe  most  heartily  to  its  objects,  and  promise  to  aid 
and  assist  in  their  furtherance  to  the  best  of  my  ability.  Find  enclosed  one  dollar,  in 

payment  of . dues . 

Name . . . .  —  . . . . . . 

Occupation . . . 

Employer . 

Street . 

City  » .... ....  . . . . . .  State ..*■  .. .. .... .... .... ..  ••.. .... 

No  Application  Is  Acceptable  Unless  The  Occupation  Is  Stated  In  Full 
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$1.50 


The  Standard  Work 


ON 


Factory  Cost  Accounts 


This  subject  under  the  title  of- ‘‘Manufacturers’  Accounts” 
has  been  dealt  with  thoroughly,  practically 
and  systematically  by 

WILTON  C.  EDDIS,  F.  C.  A., 

Past  President  of  the  Institute  of  Accountants  of  Ontario,  and 

WILLLIAM  B.  TINDALL,  F.  C.  A., 

Vice-President  of  the  Institute  of  Accountants  of  Ontario 


“Manufacturers’  Accounts” 


It  shows  how  to  keep  accurate  records  and  make 
reliable  estimates  as  to  costs  and  profits 


SPECIAL  PRICE  DURING  AUGUST 


BOOK  SENT  POST-PAID  ON  RECEIPT  OF  PRICE 


tf 


ADDRESS  ALL  ORDERS  TO 


The  Accountancy  Book  Publishing  Co. 


TORONTO 


LIMITED 


CANADA 
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EVERY  BOOK-KEEPER 


SHOULD  POSSESS 


The  Complete  Accounting 

Library 

Do  net  pass  this  by  because  of  the  expense,  as  the  Library  can  be  secured  any  time  on  our 

EASY  PURCHASE  PLAN 

The  selection  of  text  books  included  in  the  library,  covers  the  whole  field  of  up-to-date  account¬ 
ing,  leading  from  the  first  principles  of  book-keeping  to  the  most  advanced  w^ork  -they 
cover  modern  corporation  and  stock  company  accounting,  commercial  law,  and  the  latest 
information  on  the  subject  of  cost  records  in  manufacturing,  a  subject  with  which  all  book  keepers 
are  now  required  to  be  acquainted  in  order  that  losses  may  be  promptly  detected. 

LIST  OF  BOOKS; 


Vp-to-Date 

Accounting  and  Book-keeping 

Thorne’s  20th  Century  Book-keeping 
and  Business  Practice . $3,00 

The  latest,  best  and  most  practical  text-book 
published  on  the  subject. 

Soule’s  New  Science  and  practice  of 
Accounts .  4  00 

Expert  Book-keeping .  3.00 

Short  Methods,  Proving  Work,  Locating 
Errors,  Opening  and  Closing  Books,  Partner¬ 
ship  Adjustments,  Special  Systems,  etc.,  etc. 

Business  Short  Cuts .  1.00 

Short  Cuts  and  Pointers  for  everybody. 

Corporation  Accounting 

Keister’s  Corporation  Accounting  and 
Auditing . 4.00 

Corporation  Stock  Books,  Formation  of  Corpo¬ 
rations  and  Trusts,  Consolidations,  Bond 
Issues,  Sinking  and  Reserve  Funds,  Corpora¬ 
tion  Law,  Difficult  Entries,  etc.,  etc. 

Pointers  for  Stockholders .  .50 

The  Credit  Man . 2.00 

The  only  publication  on  the  subject  of  the 
Credit  Man’s  duties  and  opportunities. 

Special  Business  Systems 

Accounting  Systems  for  the  Wholesale 
Grocery  and  Hardware  Businesses. ,.  .50 

Accounting  for  Department  Stores. . ...  .50 

Accounting  for  the  Retail  Business . 50 

The  Voucher  System . 50 

All  profusely  Illustrated.  Include  Sectionali- 


zation.  Comparative  and  Departmental  Rec¬ 
ords,  Columnar  Account  Books,  etc.,  etc. 

Time  Record  and  Pay-Roll  Systems.. .$  ,50 

Numerous  illustrations  of  Time  and  Pay-Roll 
Books  and  Card  Systems. 

Cost  Accounting 

Hall’s  Manufacturing  Cost .  2.00 

An  exposition  of  the  general  principles  of  cost 
accounting  and  how  they  may  be  adapted  to 
the  requirements  of  different  industries. 

Business  Mathematics 

Soule’s  Philosophic  Practical  Mathe¬ 
matics .  5.00 

Contains  solutions  of  thousands  of  business 
problems  extending  over  the  whole  field  of 
commercial  experience. 

Averaging  Accounts . 50 

The  book-keeper  will  be  glad  to  have  this 
book  in  his  library  when  called  on  for  com¬ 
plicated  equations. 

Checking  or  Proof  Systems 

The  Detroit  Book-keeper’s  Balance 

System . 50 

How  to  do  Without  a  Trial  Balance . 50 

All  kinds  of  methods  of  proving  work  on  ac¬ 
count  books  are  explained  and  illustrated  in 
these  two  text  books. 

Auditing 

Duties  and  Procedure  of  Auditors . 50 

A  valuable  treatise  on  the  work  required  of 
accountants  in  cases  of  Amalgamation  or  Con¬ 
solidation  of  Corporations. 

Science  and  Practice  of  Auditing .  1.00 


Total  Value,  $30,00 


Our  Special  Offers; 


To  approved  purchasers  we  will  furnish  this  complete 
Accounting  Library  for  Only  $24.00,  payable  $2.00 
down  and  $2.00  monthly  until  full  aniount  of  purchase 
has  been  paid.  The  Library  will  be  forwarded  (express  prepaid  within  the  limits  of  U.  S.  and 
Canada)  immediately  on  receipt  of  first  payment.  Should  any  purchaser  already  possess  one  or 
more  of  the  above  listed  text  books  he  may  deduct  from  amount  of  contract  80  per  cent,  of  list 
price  of  such  books. 


The  Book-Keeper  Publishing  Co„  Ltd. 

Book-Keeper  Building,  DETROIT,  MICHIGAN 
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trade' 


JJIARK 


We  Manufacture  36  Different 
Styles  of 

CARBON 

PAPER 


For  Pen,  Pencil  and  Typewriter  Use 

OUR  SPECIALTY  IS  MAKING  SPECIAL  CARBON  PAPER  TO 
MEET  SPECIAL  REQUIREMENTS  AT  SPECIALLY  LOW  PRICES 

Charging  and  Billing  Systems 

require  the  use  of  Carbon  Paper,  and  in  order  to  obtain  the  best  results  you 
must  get  the  best  carbon— that  means  ours.  We  furnish  it  in  special  weights, 
special  finishes,  special  colors  and  special  sizes.  Tell  us  what  you  want  to 
do  and  we  will  tell  you  how  to  do  it;  send  us  samples  of  your  blanks  and  we 
will  send  you  samples  of  the  proper  kind  of  Carbon  Paper  to  use  with  them. 


After  you  get  our  Free  Samples  we  will  get 
your  future  orders.  May  we  send  the  samples? 


AMERICAN  RIBBON  AND  CARBON  CO. 

208  Mill  Street,  Rochester,  N.  Y.  ^ 


The  Best  Paper  Clip  Made 


The  “Cinch’* 

The  simplest 
and  cheapest 
clip  made. 

Packed  250  in 
each  box. 
Sample  box 
10c.  postpaid. 
1,000  for  only  3Sc. 


“Niagara”  No.  1 

(Smaller  than  No.  2) 

Made  of  either  brass  or 
steel.  Holds  papers  up 
to  a  quarter  inch  thick. 
Sample  box  (100)  ISc. 
postpaid.  $1.35  per  1000 


“Niagara”  No.  2 

(Medium  Size) 

Is  made  of  the  best  steel 
spring  wire  and  will  se¬ 
curely  hold  together  large 
quantities  of  papers  as  well 
as  the  thinest  sheets  with¬ 
out  mutilation.  Packed 
100  in  a  box.  Sample 
box  20c.  postpaid.  $1.50 
per  1,000. 


Giant” 


The  newest  paper  clip  out. 
The  handiest  time  saver — 
made  to  grip  large  quantities 
of  papers.  Put  up  in  boxes 
of  100  for  desk  use.  Price 
25c.  postpaid. 


$2.00  for  1,000. 
Send  for  our  Catalog  of  Office  Specialties  -  ' 


NIAGARA  CLIP  CO.,  37  Park  St.,  NEW  YORK 
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Young  Man  Prepare 


Become  a  Business  Expert 


The  man  who  is  in  demand  is  the  EXPERT — not 
the  mediocre  clerk.  The  Expert  advances  to  the  head 
of  his  class  ;  he  is  promoted  to  Manager  of  his  Depart¬ 
ment.  He  climbs  the  ladder  of  success  faster  than  his 
fellow’  workers  because  he  is  prepared— is  always 
ready  for  an  emergency.  Is  there  a  vacancy — he  can 
step  in  and  Jill  the  position.  Do  the  methods  of  some 
department  need  reorganizing — he  is  the  man  to  super¬ 
intend  the  work.  It  is  from  such  men  that  General 
Managers  are  selected. 

There  is  nothing  miraculous  about  the  success  of 
the  men  who  are  continually  advancing.  If  you  ask 
such  a  man  how  he  reached  his  present  position,  he  will 
probably  tell  you  that  it  is  due  to  hard  work  and  the 
absolute  mastery  of  every  detail  of  every  position  and 
every  business  in  which  he  has  been  engaged.  He  has 
made  a  constant  study  of  business  methods  and  kept 
pace  with  advanced  ideas. 


Master  the  Details. 


You  can  become  a  business  expert;  you  can  com¬ 
mand  any  salary  you  w^ant,  if  you  will  but  prepare 
yourself.  The  first  thing  necessary  is  to  master  the 
details  of  your  own  position.  Learn  the  easy,  time¬ 
saving  methods  that  enable  you  to  do  more  and  better 
work,  in  less  time.  Get  hold  of  all  the  advanced  ideas 
you  can  about  the  proper  ways  to  handle  the  business 
of  your  department.  See  if  you  can  devise  a  better 
method — a  quicker  way  of  doing  things. 

Then  study  the  other  departments  of  the  business 
and  learn  how  they  are  being  conducted.  Learn  the 
methods  that  have  proved  successful  in  the  leading 
business  houses  of  the  country.  Post  yourself  on  the 
requirements  of  each  department;  analyze  the  conditions 
and  then  create  a  system  that  will  care  for  the  details. 
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To  Earn  More  Money 


We  Will  Teach  You  How. 

We  prepare  ambitious  men  to  become  business 
experts.  In  our  correspondence  courses  of  instruction 
we  teach  business  organization  in  all  its  phases.  Special 
courses  and  our  method  of  personal  instruction  meet 
the  requirements  of  the  man  who  wants  to  become  an 
expert  or  who  desires  to  perfect  the  systems  of  his  own 
business. 


THE  COURSE  IN  SYSTEMATIZINQ 

will  teach  you : 

Business  Organization  and  System = 
atizing  for 

The  Purchasing  Department 
The  Stock  Department 
The  Advertising  Department , 

The  Sales  Department 
The  Credit  Department 
The  Shipping  Department 
The  Office 


THE  IMPROVED  BALANCE  SYSTEM  OF 
COST  ACCOUNTING 

the  new  course  in  cost  accounting  will  teach  you 

Factory  Organization;  including  the 
Purchasing  and  Stores  Departments. 
Material  and  Labor  Records 
Factory  Expense  and  Distribution 

Scientific  Methods  of  Cost  Accounting, 
in  which  the  cost  accounts  actually 
balance  with  the  general  ledger 


These  courses  have  been  prepared  by  business 
experts,  who  personally  review  the  work  of  each  student, 
and  assist  you  to  apply  the  principles  taught  to  your 
own  business.  Sign  the  coupon  and  mail  it  to  us  to-day 
we  will  tell  how  you  can  become  a  Business  Expert. 


International  Accountants’  Society,  Inc., 

49  W.  Fort  St.,  Detroit,  Mich. 

Please  send  me  full  information  about  your  course  in  (Check 

the  subject  that  interests  you  most.)  j* 

Name _ 


Address 


Occupation 
Business  _ 
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Manufacturing  Cost 

is  the  subject  of  greatest  interest 
to  every  manufacturer.  He  wants 
to  know  what  it  costs  to  make  his 
goods,  and  he  wants  a  system  of 
cost  finding  that  will  give  accur¬ 
ate  results  with  as  little  labor  as 
possible. 

“Manufacturing 
Cost” 

has  been  written  for  the  man  in 
the  factory  who  wishes  to  devise 
a  system  of  cost  finding  suited  to 
his  own  requirements.  It  is  not 
a  description  of  the  systems  used 
in  some  particular  concerns,  but 
it  tells  how  to  organize  a  simple, 
efficient  cost  finding  system  for  any  factory.  Manufacturing  cost  was 
selected  as  a  text  book  by  the  International  Accountants’  Society,  Inc., 
after  examining  every  book  published  on  the  subject  because  it  teaches 
the  principles  underlying  a  successful  system  of  cost  finding. 

Among  the  subjects  treated  in  this  little  book  are  “Organization” 
(being  a  discussion  of  the  proper  organization  of  the  factory)  ;  “Cost 
Accounts  and  General  Accounts,”  “Store  Room”  “Tool  Room,”  “Pat¬ 
tern  Shop,”  “Labor  and  Its  Records,”  “Mechanical  Devices”  and  a 
complete  “Time  Record  and  Pay-Roll  System.” 

The  book  is  handsomely  bound  in  half  morocco — gilt  top —  ? 
marbled  edges — price,  $2.00  post  paid. 

Say  where  you  saw  this  Ad.  and  we  will  include  a  copy  of  “The 
Factory  Manager”  without  extra  charge. 


THE  BOOK-KEEPEH  PEBLISHING  CO.,  Ltd. 

DETROIT  MICnlQAN  U.  S.  A. 
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Robinson’s  Loose  Leaf  Devices 


ROBINSON^  TWENTIETH  CEMTURY  LEDGER 


Ledgers  with  telescopic  posts  and  sectional 
posts. 

Two-Post  Binders  either  automatic  or  key 
locks. 

Magazine  Binders  will  hold  any  •  magazine 
without  mutilating. 

Catalogue  Binders  to  accomplish  every  re¬ 
quirement  as  to  service  and  prices. 

Spring  Back  Holders  in  all  styles. 

The  Largest  Practical  Line  on  the  Market 

Robinson  Office  Specialty  Co. 

10  Warren  St.,  New  York 

Chicago  Office,  1631  Ilonadnock  Bldg.,  Chicago,  III. 


WESTON’S 

LEDGER 

PAPER 


MADE  BY 

BYRON  WESTON  COMPANY 

DALTON,  MASS. 


PUTtfttWORKON 


Don’t  burden  your  mind  with  business  detail. 


Unshoulder  that  mass  of  time-consuming  clerk- 
work.  Don’t  be  hampered. 


i  nen  your  mind  will 
be  free  to  work  out  the 
important  business 
matters— the  matters— 
requiring  keen  judge¬ 
ment— the  matters  that 
need  your  council  as 
an  executive. 

Do  you  know  what 
your  every  depart¬ 
ment  is  doing?  Multi- 
Cabinet  card  systems 
will  index,  condense, 
avoid  repetition  elimi¬ 
nate  details,  systema¬ 
tize  all  the  valuable  in¬ 
formation  you  ask  for 
every  day  in  the  busi¬ 
ness  year;  Collections, 
Accounts,  Ordersifilled 
and  unfilled).  Factory 
Costs,  Tools  and  other 
equipment.  Selling 
Costs,  Advertising 
Cost  and  Results, 
Salesmen  Records, 
Freight  Claims.  MULTI-CABINET  will  supply  all  this, 
quickly,  accurately. 


Write  now  for  a  IMulti-Cabinet  Catalog. 

This  book  is  full  of  valuable  suggestions — sensible, 
economical  business  ideas  for  any  department  of 
your  office  or  factory.  A  postal  card  addressed  to 
the  nearest  MULTI-CABINET  agent  will  bring  the 
book,  and  any  further  information  you  may  desire. 

ALABAMA— Montgomery,  Brown  Printing  Co.  ARKANSAS — Little 
Rock,  Allsopp  &  Chappie.  CALIFORNIA— San  Francisco,  Geo.  H.  Fuller 
Desk  Co.;  Los  Angeles,  Barker  Bros.  COLORADO— Denver,  Centen¬ 
nial  School  Supply  Co.;  Colorado  Springs,  Miller  Printing  Co.  CON¬ 
NECTICUT — Waterbury,  Waterbury  Blank  Book  Co.;  New  Haven,  Valen¬ 
tine  Stamp  Works;  Middletown,  Lucius  R.  Hagen;  Meriden,  Horton  Printing 
Co.;  Hartford,  J.  B.  Burr  &  Co.;  Bridgeport,  Horace  H.  Jackson.  DISTRICT 
OF  COLUMBIA— Washington,  Typewriter  &  Office  Supply  Co.  FLORIDA 
—Tampa,  Owen  Typewriter  Co.;  Jacksonville,  Fetting  Furniture  Co. 
GEORGIA — Atlanta,  Foote  &  Davies  Co.  ILLINOIS — Peoria,  J.  W. 
Franks  &  Sons;  Galesburg,  Goldsmith  &  Temple;  Decatur,  L.  Chodat; 
Chicago,  Marshall-Jackson  Co.;  Bloomington,  Pantagraph  Printing  &  Sta¬ 
tionery  Co.  INDIANA— Fort  Wayne,  W.  C.  Baade;  Indianapolis,  Bobbs- 
Merrill  Co.;  Muncie,  Central  Printing  Co.;  South  Bend,  H.  S.  Miller. 
OKLAHOMA— Oklahoma  City,  J.  J.  Rackley.  IOWA— Keokuk,  Keokuk 
Book  Co.;  Des  Moines,  Geo.  A.  Miller  Printing  Co.;  Davenport,  W.  S.  Hol¬ 
brook;  Cedar  Rapids,  A.  C.  Elliott;  Burlington,  Acres,  Blackmarr  &  Co. 
KANSAS— Wichita,  Moore  Printing  Co,;  Topeka,  M.  L.  Zercher  Book  & 
Stationery  Co.  LOUISIANA — New  Orleans,  Jos.  Levy  &  Bros.  MARY¬ 
LAND— Baltimore,  Young  &  Selden.  MASSACHUSETTS— Taunton, 
Henry  A.  Dickerman  &  Son;  Haverhill,  Wm.  E.  Howe;  Boston,  Stearns  & 
Henderson.  MICHIGAN — Saginaw,  Unique  Office  Supply  Co.;  Ann  Arbor, 
Mack  &  Co.  MINNESOTA — Winona,  Elmer  &  Wanzer;  St.  Paul,  McClain 
&  Gray;  Minneapolis,  Edwin  R.  Williams;  Duluth,  Duluth  Paper  &  Sta¬ 
tionery  Co.  MISSOURI — St.  Louis,  Georgia-Stimson  Furniture  &  Carpet 
Co.;  Springfield,  Gardner  Office  Supply  Co.;  Kansas  City,  Schooley  Sta¬ 
tionery  Co.;  Columbia,  Columbia  Typewriter  Exchange.  NEBRASKA — 
Omaha,  Omaha  Printing  Co.  NEW  YORK— Troy,  T.  L.  Griffin  &  Co  ; 
Syracuse,  W.  W.  Crossett;  New  York  City,  Federal  Office  Equipment  Co.; 
Albany,  F.  D.  Sargent.  NORTH  CAROLINA — Charlotte,  Queen  City 
Printing  &  Paper  Co.  OHIO — Youngstown,  Weil  &  Hartzell  Co.;  Toledo, 
Newton-Rotherick  Mfg.  Co.;  Lima,  Emerson  W.  Price  &  Co.:  Dayton, 
United  Brethern  Publishing  House;  Cleveland,  Office  Supply  Co.;  Akron, 
National  Blank  Book  Co.  PENNSYLVANIA — Wilkes-Barre,  Raeder  Blank 
Book  Co.;  Allentown,  C.  H.  Schmid;  Pittsburg,  Pittsburg  Office  Supply  & 
Equipment  Co.;  Philadelphia,  William  Mann  Co.;  Altoona,  H.  &  W.  H. 
Slep.  SOUTH  CAROLINA — Columbia,  J.  Wilson  Gibbes;  Charlestown, 
Powers  &  Holst  Co.  TENNESSEE — Nashville,  McQuiddy  Printing  Co  ; 
Memphis,  E.  H.  Clarke  &  Bro.;  Knoxville,  S.  B.  Newman  &  Co.  TEXAS 
— Houston,  J.  J.  Pastoriza  Printing  &  Lithographing  Co.;  Ft.  Worth,  Key¬ 
stone  Printing  Co.  UTAH — Salt  Lake  City,  Deseret  News  Book  Store. 
VIRGINIA— Richmond,  Sydnor  &  Hundley;  Norfolk,  W.  F.  Crall.  WASH¬ 
INGTON — Tacoma,  Central  News  Co.;  Spokane,  Shaw  &  Borden  Co.; 
Seattle.  Norris  Safe  &  Lock  Co.  WISCONSIN — Milwaukee,  H.  H.  West 
Co.;  Madison,  University  Co-Operative  Co.;  La  Crosse,  Hoeschler  Bros. 
FOREIGN — Mexico  City,  Mexico,  Max  Otto.;  Vancouver,  B.  C  ,  Thompson 
Stationery  Co.;  Winnipeg,  Manitoba,  Stovel  Co.;  Melbourne,  Australia, 
Peacock  Bros. 
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Two  Great  Book  Offers 


Here  are  two  sets  of  books, 
every  one  of  which  should  be 
in  the  library  of  every  business 
man. 

Office  Library  No.  1 

“Thorne’s  Twentieth  Century 
Book-keeping;  and  Business 

Practice”  . . $3.00 

“Manufacturing  Cost”  2.00 

“The  Credit  Man  and  His  Work”  2.00 

“Burdick’s  Business  L>aw” .  2.00 

<‘Cominercial  Correspondence”  .  .  2.00 

“Business  Short  Cuts” .  i.OO 

$12.00 

Every  book  bound  in  special  half  morocco — gilt  top — your  name 
in  gold  on  each  volume.  You  can  have  the  whole  set  for  $9.00  cash, 
or  $10.00  in  easy  payments.  We  pay  express.  All  ready  for  delivery 
save  one,  which  is  now  in  preparation.  If  you  have  any  of  these 
works  we  will  credit  its  cost  on  the  purchase  price.  If  you  have  one 
of  the  books  in  cheaper  binding  we  will  not  only  credit  its 
cost  but  we  will  exchange  it  for  half  morocco  binding  without  charge. 

Office  Library  No.  2 


^‘Ame’rlcan  Business  and  Accounting  Encyclo¬ 
paedia”  (single  vol.  edition) . $10.00 

^‘Thorne’s  Twentieth  Century  Book-keeping  and 
Business  Practice” .  3.00 

“Manufacturing  Cost”  .  2.00 

“The  Credit  Man  and  His  Work” .  2.00 

$17.00 


These  books  are  in  the  same  binding  as  those  in 
library  No.  1 — half  morrocco,  except  the  encyclopedia, 
which  is  full  Russia.  You  can  have  this  set  for  $15.00 
in  easy  payments,  or  $13.50  cash.  Express  paid  to  all 
points  in  the  United  States  and  the  entire  set  sent  on 
receipt  of  order. 

Tell  us  which  set  interests  you  most  and  ask  for 
special  terms.  If  you  want  to  substitute  any  other 
books  for  the  ones  you  already  own,  name  them  and 
we  will  quote  special  prices. 


The  Bookkeeper  Publishing  Co.,  Ltd.  Detroit,  Mich. 
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VEST-POCKET 

PERSONAL 

EXPENSE BOOK 

25  Cents 

Provides  a  simple,  convenient 
and  compact  method  for  keep¬ 
ing  a  daily  itemized  record  of 
receipts  and  expenditures  for 
one  complete  year — also  daily 
memo  of  balance  on  hand  or 
in  bank. 

The  handiest,  most  practical,  complete 
and  money-saving  account  book  ever 
offered  the  systematic  man.  Fits  the 
vest-pocket — regulates  personal  finan¬ 
ces — keeps  you  posted  as  to  where 
the  money  goes  to. 

Sent  i)ostpaid  to  any  address 
for  25  cents  by 

Willard  Press,  Brooklyn,  N.  Y. 

_  _ / 


Across 
Lake  Erie 

Between 

Twilight 

and 

Dawn 

'JpHK  D.  &  B.  I/ine  Steamers  Leave  Detroit 
daily  at  5.00  p.m.  (central  time)  and 
Buffalo  daily  at  5.30  p.m.  (eastern  time) 
reaching  their  destination  the  next  morning 
after  a  cool,  comfortable  night’s  rest  en  route. 
By  special  arrangement  all  classes  of  tickets 
reading  via  the  Michigan  Central,  Wabash 
and  Grand  Trunk  Railways,  between  Detroit 
and  Buffalo,  in  either  direction,  are  optional 
and  will  be  accepted  for  transportation  on 
the  D.  &  B.  Line. 

Detroit  &  Buffalo  Steamboat  Co. 

A.  A.  SCHANTZ,  Gen'l  Sapf.  &  Puss.  Traf,  Mgr, 
Detroit,  Mich. 


NON- SMUT 
CARBON  PAPER 

MADE  OP  GELATINIZED  INK 

Is  All  the  Name  Implies 

Ottf  Machine  Fapeti  print  iik« 
a  ribbon. 

Our  Pen  and  Pencfl  carbons  are 
the  cleanest  made. 

Our  Carbons  for  Billing  Ma¬ 
chines  give  25%  more  wear 
than  otherSc 

Write,  stating  your  require^ 
ments.  We  will  forward 
samples  adapted  to  your  use: 
Boxes  containing  Genuine  Non= 

Smut  Carbons  invariably  bear 

our  name. 


Non-Smut  Carbon  Mfg.  Co 

?04  Granite  Buildingy 

Rochester.  N.  Y.,  U.  S.  A 


ARITHMOMETER  PAPER 

FOR  USE 
IN  ALL 

ADDING  MACHINES 

Plain  or  Ruled 

PER  100 

Rolls  2  5-16  in.  wide,  |8.00 
Rolls  3  15-16  in.  wide,  11.00 


PACKED  IN  GASESOF  50  and  100  ROLLS 


Freight  prepaid  east 
of  the  Mississippi  River 

THE  WHITAKER  PAPER  GO. 

CINCINNATI,  OHIO 


The  stock  on  which  this  publication 
is  printed  is  furnished  by  us 
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TEN  YEARS 

The  Story  of  My  Wonderful  Success 


Reads  Like  a  Fairy  Tale — Yet  Full  of  Convincing  Truths 
An  Opportunity  of  a  Lifetime  for  the  Investor 


TAKE  ADVANTAGE  OF  IT 


ASK  every  reader  of  this  paper  to  write 
#il  us.  I  want  to  send  you  my  free  book. 
^^3  entitled  “Ten  Years” — “The  Story  of 
My  Wonderful  Success.”  I  tell  about 
one  of  the  greatest  and  most  promising  invest¬ 
ment  opportunities  ever  offered.  It  tells  how 
my  business  grew  from  less  than  $25.00  capital 
to  its  present  proportions. 

I  believe  I  have  the  best  proposition  from 
an  investor’s  standpoint  that  could  be  placed 
before  you.  For  ten  years  I  have  been  teach¬ 
ing  men  and  women  to  live  according  to  the 
laws  of  Nature.  My  book  is  the  history  of 
my  life.  It  shows  what  energy  and  ambition 
can  accomplish  in  the  world  of  affairs.  It  is 
intensely  interesting  to  any  man  or  woman 
who  has  a  few  dollars  to  invest  in  a  legitimate  enterprise. 

I  started  business  in  the  City  of  Brooklyn  in  1896.  My  capital  amounted 
to  less  than  $25.00.  My  first  year’s  business  netted  me  over  $1,000.00.  Last 
year  I  paid  dividends  to  my  partners  of  15  per  cent.  Five  years  ago  my 
business  had  grown  so  large  that  I  was  compelled  to  remove  to  larger  quar¬ 
ters.  I  am  now  at  63-65  Clark  St.,  Brooklyn,  N.  Y.,  in  connection  with  Hotel 
St.  George.  Experts  pronounce  my  Institute  to  be  the  best  appointed  of  its 
kind  in  the  country.  I  estimate  the  equipment  of  The  Mac  Levy  Institute  of 
Physical  Culture  to  be  worth  at  least  $40,000.00. 

I  want  to  have  a  business  of  my  own  that  will  enable  me  to  accommodate 
my  increasing  business.  To  erect  this  building  I  need  capital,  but  more 
important  than  this — to  increase  my  business  to  the  proportions  which  I  de¬ 
sire,  I  need  the  co-operation  of  men  and  women  throughout  the  country  and 
the  world. 

CO-OPERATION  IS  THE  SECRET  OF  SUCCESS. 

I  recognize  it.  I  believe  that  with  thousands  of  co-operators  throughout 
the  country  I  can  build  my  business  to  tremendous  proportions  to  the  benefit 
of  the  shareholders  and  myself. 
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The  Mac  Levy  Company  is  incorporated  under  the  laws  of  New  York 
for  $150,000.00.  They  are  proprietors  of  The  Mac  Levy  Institute  of  Physi¬ 
cal  Culture  and  The  Mac  Levy  Gymnasium  Equipment  Company. 

The  last  named  branch  of  The  Mac  Levy  Company  is  comparatively  new, 
I  have  been  at  work  for  several  years  to  establish  such  a  department  in  con¬ 
nection  with  teaching  Physical  Culture.  The  most  difficult  part  of  forming 
the  Equipment  Company  has  been  accomplished.  The  business  is  now  in 
condition  to  be  pushed  on  a  large  scale.  Hundreds  of  thousands  of  dollars 
are  spent  yearly  on  new  gymnasiums  and  their  equipment.  The  profits  are 
large.  A  Company  of  this  kind  has  an  immense  field  in  which  to  work. 
Competition  is  slight.  It  is  evident  that  The  Mac  Levy  Gymnasium  Equip¬ 
ment  Company  can  build  up  an  enormous  business. 

The  Mac  Levy  Company  operates  during  the  summer  months  at  Steeple¬ 
chase  Park,  Coney  Island,  and  at  Arverne  Hotel,  Arverne-by-the-Sea, 
L.  I.,  as  well  as  at  our  Brooklyn  Institute.  It  also  does  an  extensive  mail 
business.  I  teach  people  how  they  should  live  and  exercise.  My  students 
are  scattered  all  over  the  United  States,  and  in  English  speaking  countries. 

A  PROBLEM 

which  arises  in  the  minds  of  every  man  and  woman  is  how  to  secure  a 
comfortable  income  in  the  earlier  years  of  their  life  that  they  may  reap  the 
full  benefits  which  such  an  income  affords. 

I  have  long  thought  that  there  are  hundreds  of  people  in  moderate  cir¬ 
cumstances  who  would  like  to  invest  a  few  dollars  in  an  Institute  of  this  kind; 
It  IS  to  such  people  that  I  intend  this  announcement  shall  appeal.  I  am 
offering  a  block  of  the  Treasury  Stock  of  this  Company  to  the  public  at  its 
par  value.  My  reasons  for  doing  this  are  that  I  wish  to  erect  a  building  and 
to  extend  the  business  of  The  Mac  Levy  Institute  of  Physical  Culture  and 
The  Mac  Levy  Gymnasium  Equipment  Company. 

I  WANT  YOU  AS  MY  PARTNER. 

I  need  your  help  and  suggestions.  I  want  you  to  work  with  me  and 
help  to  secure  a  tremendous  amount  of  new  business. 

I  believe  that  if  you  could  talk  with  me  personally  and  go  over  the  rec¬ 
ords  of  the  business  which  I  have  done,  see  in  black  and  white  the  figures 
which  show  the  steady  growth  my  business  has  experienced  during  the  past  ten 
years,  examine  my  plans  for  further  extension,  and  then  look  over  the  mag¬ 
nificent  equipment  of  my  Institute,  you  would  want  no  further  evidence  that 
money  put  into  this  business  would  bring  you  the  greatest  possible  returns 
consistent  with  safety  and  good  management. 

I  ask  that  you  write  for  my  free  book.  I  believe  it  will  interest  you. 
You  have  a  few  dollars  tha  you  want  to  invest.  Why  let  it  stand  idle  earn¬ 
ing  only  3  or  4  per  cent  that  Savings  Banks  pay  their  depositors  ?  Put  it  to 
work.  Join  it  with  mine.  This  Company  ought  to  pay  at  least 

TWENTY  PER  CENT.  DIVIDENDS 

within  one  year.  Write  for  my  book  today.  NOW 

MAC  LEVY,  Pres,  of  the  Mac  Levy  Co.,  Inc. 

Department  B.  63-65  Clark  St.  Brooklyn,  N.  Y. 
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me 


HAMMOND  TYPEWRITER 


For  All  Nations  and  Tongues 

The  Writing  Machine  for 
Every  Mother's  Son 
under  the  Sun 

THE  HAMMOND  TYPEWRITER  COMPANY 

69th  to  70th  Sts.  and  East  River 
NEW  YORK,  N.Y. 

DETROIT  OFFICES  88  GRISWOLD  STREET 


Every  Shot  a  Bull’s-Eye. 

In  the 


Typewriter  every  type  strikes  the  exact  center 
of  the  printing  point  every  time.  A  wide  type- 
bar  bearing  is  necessary  to  assure  this.  Every 
typewriter  manufacturer  strives  to  get  the  widest 
bearing  possible.  The  Smith 
Premier  Typewriter  has  the  wid¬ 
est  type-bar  bearing  ever  made, 
and  wiites  in  perfect  alignment. 

Investigate  this  feature. 

The  Smith  Premier 
Typewriter  Company 
Syracuse,  N.  Y. 

Branch  Stores  Everywhere 


This  Book  for  Two  Stamps 

It  illustrates  47  different  systems  for  Lawyers,  Bankers,  Doc¬ 
tors,  Dentists;  Brokers,  Architects;  Manufacturers,  Advertis- 
ers,  Clergrymen,  Insurance  Companies,  every  business  and  pro- 
fession  of  any  name  and  nature.  It  tells  you  how  to  improve 
your  office  systems.  How  to  save  time,  money  and  labor. 
How  to  increase  the  efficiency  of  your  employes.  How  to  de- 
■  crease  your  pay-roll. 

One  hour  invested  in  reading  this  catalog  will  pay  you  large 
dividends  during  1905.  Send  four  cents  in  stamps  for  this  val¬ 
uable  62-page  catalog. 

Shaw-Walker 

151-153  WabasK  Avenue,  CHICAGO 

Factories  Muskegon,  Michigan 


47  Systems 

for  Business  Men 


BOOKKEEPERS’  COMPANION  BOOKS 

COULE’S  Philosophic  I  COULE’S  New  Science 
‘^Practical  Mathematics  *^and  Practice  of  Accounts 

1016  fp.,  8x11  in.  I  liOpp.  8x11  in. 

The  master  works  of  the  age  on  the  sciences  that  hold 
commerce  and  finance  in  their  orbits.  They  are  revela¬ 
tions  in  Practical  Mathematics  and  in  Higher,  Expert 
and  Corporation  Accounting.  N  ew,  enlarged  editions, 
Specimen  pages  and  indexes  sent  free.  Address 

Geo.  Soule,  603  St.  Charles  St  ,  New  Orleans,  La. 


TYPEWRITERS  MAKES 


411  the  Standard  machines  SOLD  OR  RENTED  AN  X  WHERE 
at  HALF  MANUFACTURERS'  PRICES.  Shipped  with  priv¬ 
ilege  of  examination.  Send  for  Catalogue. 

TYPEWRITER  EMPORIUM.  202  La  Salle  Bt.,  CHICACK). 
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The  following  rates  and  dates  of  sale  are  for  strictly  first-class  round- 
trip  tickets  from  Chicago,  with  favorable  stop-over  arrangements  and  liberal 
time  limits : 

To  San  Francisco,  Los  Angeles  and  San  Diego  and  return 

on  certain  specified  dates  throughout  the  Summer. 

«  *  •  -1*4. 

To  Portland  and  Puget  Sound  Points  and  return.  On  sale 
daily  until  September  30,  inclusive. . 

To  Yellowstone  Park  and  return,  including  stage  trans¬ 
portation  ($85.00  also  includes  hotel  accommoda¬ 
tions  in  the  park).  Daily  until  September  16. 

$  Q  A  00  Denver,  Colorado  Springs  and  Pueblo,  Colo.,  and  return. 

On  sale  daily  until  September  30,  inclusive. 

C  OC  00  Denver,  Colorado  Springs  and  Pueblo,  Colo.,  and  return. 

Daily  August  iz  to  14,  inclusive. 

C  A  A  00  Denver,  Colorado  Springs  and  Pueblo,  Colo.,  and  return. 

^  Daily  August  30  to  September  4,  inclusive. 

T  o  Hot  Springs,  S.  D.  and  return.  $30.70  Dead  wood  and  Lead 
and  return.  On  sale  daily  until  September  30,  inclusive. 

To  Duluth,  Superior  and  Ashland  and  return.  On  sale 
daily  until  September  30,  inclusive. 

To  Marquette,  Mich.,  and  return.  On  sale  daily  until 
September  30,  inclusive.' 

To  St.  Paul  and  Minneapolis,*  Minn.,  and  return.  On 

sale  daily  until  September  30,  inclusive. 

CORRESPONDINGLY  LOW  RATES  ARE  IN  EFFECT  FROM  ALL  POINTS. 

'  All  agents  sell  tickets  via  this  line.  Further  information  on  application. 

NW800  W.  B.  KNI8KERN,  Passenger  Traffio  Manager,  CHICAGO,  ILL. 
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r2o.tr$6o‘'pe’rZ  Lettering  Show  Cards 

It’s  much  better  than  book-keeping.  Don’t  drudge  all  your 
life.  Here’s  a  chance  to  make  more  money.  I  teach  Show 

Card  Lettering  by  correspond¬ 
ence  and  guaranteeyour  success, 
if  my  instructions  are  carefully 
followed.  Fascinating  work, 
easy  terms. 

Three  separate  courses;  Show 
Card  Lettering,  Sign  Painting 
and  Plain  Lettering.  Start  now 
and  you’ll  be  independent  this 
fall  and  winter.  Write  for  large, 
helpful  catalogue  FREE. 

CHAS.  J.  STRONG,  Pres. 

DETROIT  SCHOOL  OF  LETTERING 

Cha-,.  j.  Strong,  Pres.  Dept.  H.g  Detroit,  Mich. 


EXPERIENCE  vs.  THEORIES 

Theories  often  appear  beautiful  on 
paper.  We  might  occupy  pages  in  talk 
on  Advertising  without  proving  anything 
beyond  the  fact  that  we  can  talk  theories. 

Our  experience  in  doing  things — in 
writing  and  placing  ads — in  making 
and  saving  money  for  the  advertiser — is 
worth  more  to  us  and  will  prove  worth 
more  to  you  than  pages  of  talk  and 
theories.  Will  you  give  us  a  chance  to 
prove  it  to  you  ? 

LEE  ADVERTISING  AGENCY 

829  Unity  Building  CHICAGO,  ILL. 


SPENCERIAN 

PERFECT 

Steel  Pens 

USED  BY  EXPERT  AND  CAREFUL  PEN¬ 
MEN  FOR  NEARLY  FIFTY  YEARS 
Sample  card,  12  pens  different  patterns,  will  be 
sent  for  trial  on  receipt  of  6  cents  in  postage 
stamps.  Ask  for  card  R. 

SPENCERIAN  PEN  CO. 

349  BROADWAY  NEW  YORK 


STAMMER 

Writ®  one®  for  our  mew  iMo»tr»t®d 
MO-paj®  book.  Til®  OrMs  aad  Tr®®t° 
Esaat  StAmmeriag.  Th®  lArgeit  and 
most  lmatn!)otiy®  book  of  it®  kind  ®7®r 
jimHlahed.  Sent  ftr®®  of  •harg®  to  any 
S»®non  wbo  atammer®  for  6  cents  in 
stamps  to  coyer  postage.  Address 
Th®  Lewis  School  for  Stammsrors, 

9  AustAiDii  St.,  DaraosT,  Mkjh„ 


Nature’s  Way  is  the  Only  Way  SIf  rd‘'hJpS 

longevity.  My  book  tells  why  and  how.  Only  12  cents  or  free  for 
addresses  of  six  young  men.  Address  Geo.  D.  Wyatt,  Slanitou,  Okla. 


••• 

GOVERNMENT  SERVICE 

under  civil  service  rules  offers  a 
solution  of  the  problem  of  secur¬ 
ing  pleasant  employment  at  an 
attractive  salary.  The  Book  .  . 

HOW  TO  PREPARE  FOR  OlVIL 
SERVICE  EXAMIRATIORS 

will  tell  you  how  to  secure  such  a 
position.  It  tells  you  what  you 
must  know  and  contains  all  of  the 
rules  with  questions  and  answers 
in  recentexaminations.  All  branch 
es  of  the  service  fully  covered. 

Handsome  cloth  binding— SS-i 
pa<res— price  j  -istpaid  $2.00.  In¬ 
cluding  a  year’s  subscription  to 

“The  Business  Man’s  Magazl...”  $2.65 

The  Book-Keeper  Publishing  Co.,  Ltd. 

DETROIT,  MIC  ICAN 


FRENCH— GERM  AN— 
SPANISH— ITALIAN 

Spoken,  taught,  and  mastered 
by  the 

LANGUAGE 
PHONE- 
METHOD 


Combined  with 

The  Rosenthal 
Common  Sense 
Method  of  Prac¬ 
tical  Linguistry 

The  latest  and  best 
work  of 

Dr.  Richard  S.  Rosenthal 

YOU  HEAR  THE  EXACT  PRONUNCIATION  OF  EACH 
‘t^ORD  AND  PHRASE.  A  few  minutes’  practice  several 
aimes  a  day  at  spare  moments  gives  a  thorough  mastery  of 
conversational  French,  German,  Spanish,  or  Italian. 

Send/or  testimonials ,  booklet,  and  letter, 

QNTERNATiONAL  LANGUAGE  •  P  H  O  N  E  METHOD 

1163  Metropolis  Bldg.,  Broadway  and  16th  St.,  N.  Y. 


Bind  Your  Book-Keepers:: 

Bind  your  copies  of  The  Book-Keeper  and  pre¬ 
serve  them  in  convenient  form  for  future  reference. 

•  |  Price  each  delivered.  75  cents. 

The  Book-Keeper  Publishing  Co.® 

DETROIT,  MICHIGAN. 


MAKE  YOUR  LIFE  A  SUCGESS 

A  REAL,  GENUINE  SUCCESS,  by  following  our  easy, 
inspiring,  practical  common-sense  advice,  “Know  More 
and  Make  More!”  Properly  directed  efforts  always  bring 
success.  Tell  us  about  your  business,  profession  or  occu¬ 
pation,  your  wants  and  ambitions  and  we  will  help  you  to 
double  your  income  and  attain  your  fondest  desires. 
Please  write  TO-DAY.  Do  it  now!  Address 

L.  H.  ANDERSON  SUCCESS  SCHOOL 

B.  K.  85  Auditorium  Bldg.  CHICAGO,  ILLS. 
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A  Business  Book  for  Business 
Men  and  Book=keepers 

Here  is  a  Book  which  Every  Business  Man — Every  Book-keeper — Every 

Cashier — Every  Clerk — Should  Own 

Thorne’s 
20th  Century 
Book=keeping  and 
Business  Practice 

There  are  hundreds  upon  hundreds 
of  works  on  accounting’.  Some  of  them 
were  good  before  they  got  too  old. 

Some  of  them  would  be  good  now — if 
they  were  only  practical.  Some  of 
them  never  were  any  good  at  all. 

Thorne’s  20th  Century  Book-Keeping 
and  Business  Practice  is  all  that  the 
others  should  be — practical,  scientific, 
modern,  clear,  concise  and  down-to- 
the-minute  in  its  methods.  This  work 
is  something  rarely  to  be  found — a 
first-class  text-book  and  a  first-class 
reference  work  as  well.  With  it,  the 
business  man  has  all  necessary  infor¬ 
mation  at  his  fingers’  ends.  With  it  at 
hand  the  book-keeper  can  never  be 
“stumped”  on  a  knotty  point.  From  it 
the  clerk  can  learn  book-keeping. 

UEARIV  BOOK-KEEPIIVO 

Yes,  learn  book-keeping — actually  learn  it.  It  contains  a  complete  course  in 
itself,  instructions  for  study,  practice  blanks  and  all  the  necessary  information — 
and  the  whole  cost  is  only  $3.00 — including  an  audit  of  your  work  when  you 
finish  your  study.  When  you  do  finish  you  will  have  something  worth  while — 
not  something  you  will  be  compelled  to  forget  when  you  go  to  work. 

BUSIIVESS  2VIEIS  ENDORSE  IT 

A  prominent  business  man  of  Cincinnati — Mr.  P.  M.  Bedell,  of  the  S.  C.  Tatum 
Co. — wrote  us  just  a  little  while  ago,  “Why  don’t  business  colleges  use  this  book? 
If  they  would,  graduates  would  be  of  some  use.”  An  opinion  of  this  sort  means 
something  coming  from  such  a  man.  No  business  man  can  afford  to  be  without 
this  book.  If  he  refers  to  it  once  a  month  it  pays  for  itself. 

IT  COSTS  $3.00  POSTPAID 

Over  900  references  in  the  index — all  arranged  for  instant  reference.  Over 
350  pages — bound  in  half  leather,  gold  top — not  an  old,  out-of-date  or  copied 
reference  in  it.  Hundreds  of  business  and  accounting  forms,  all  drawn  specially 
for  this  work.  The  forms  alone  cost  the  publishers  over  two  thousand  dollars. 
No  more  thorough  work  was  ever  offered  at  any  price. 

The  Book=Keeper  Publishing  Company,  Ltd. 

DETROIT - IVIICI-Iia AN - - —  U.  S.  A. 

A  copy  of  “The  Art  of  Business  Getting”  free  if  you  mention  this  ad. 
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BOOK-KEEPING 

A  COMPLETE  COURSE  FOR  $3.00 

ALL  THIS 

A  TEXT  BOOK. 

350  pages,  8"xl0>4'' — abound  in  Morocco ;  hundreds  of  specially  drawn — 
photographed  and  engraved  forms — gold  top,  heavy  paper,  A  magnificent 
book  from  every  point  of  view. 

A  SET  OF  12  LESSONS. 

Twelve  separate  lessons — not  12  cards  or  12  sections  of  a  pamphlet,  but  12 
separate  lessons — over  100  pages ;  size,  6"x9".  These  are  also  illustrated  and 
made  clear  by  specially  photo-engraved  forms. 

A  SET  OF  12  EXAMINATIONS. 

A  clear  demonstration  of  your  fitness  on  each  lesson. 

AN  AUDIT. 

Our  experts  examine  your  w'ork  when  sent  in  complete — audit  it  and  return 
it  to  you  with  criticism  and  comment — if  the  work  is  up  to  standard  you  get 

A  CERTIFICATE. 

Guaranteeing' your  efficiency. 

A  FULL  AND  COMPLETE 

Set  of  instructions  for  opening  and  closing  the  books  of  a  number  of  separate 
and  distinct  lines  of  business.  Something  given  nowhere  else. 

A  course  in  book-keeping  for  only  $3.00  sounds  like  too  big  a 
promise  to  be  genuine,  but  we  stand  behind  it  with  a  positive  guaran¬ 
tee.  Over  a  million  customers  will  tell  you  that  our  guarantee  is  as 
good  as  a  government  bond.  We  can  furnish,  and  will  furnish,  all 
the  references  you  wish.  This  offer  has  no  kinks  or  curves — no 
hidden  meaning — no  “string”  to  it.  It  means  just  what  it  says.  You 
will  be  a  good  book-keeper  when  you  complete  this  course.  We  guar¬ 
antee  it.  No  one-hundred-dollar  course  in  a  business  college  could  do 
Tetter  work  for  you.  You  cannot  and  do  not  want  to  go  to  a  business 
college,  but  here  is  how  you  can  become  a  book-keeper  at  home. 

EVERY  MERCHANT— EVERY  CLERK— SHOULD  UNDERSTAND  BOOK-KEEPING 
OUR  GUARANTEE  STANDS  BEHIND  THIS 


THE  BOOK-KEEPER  PUBLISHING  CO.,  LTD., 

DETROIT,  MICH.: 

I  enclose  herewith  $3.00  for  one  course  in  book-keeping,  as  above 
described. 

1  Text-Book,  as  described. 

12  Lessons,  as  described. 

1  Set  Examinations,  as  described. 

ALL  BY  EXPRESS  PAID. 

It  is  understood  that  you  guarantee  an  audit  of  my  work,  and  a  certificate 
if  work  is  satisfactory. 

Name  . . 

Address  . 

Town  and  State  . . . 
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WHAT  SHORTHAND  WILL  DO 


FOR  A  MAN  WHO  STUDIES 


S.  A.  Van  Petten 

276  I>«<»rbum  Ave. »  Chicaro 


During  the  past  year  the  readers  of  this  and 
other  periodicals  have  been  told  how  young 
men  and  women  have  gained  a  knowledge  of 
expert  shorthand  never  before  equaled,  and  have  con¬ 
sequently  reached  a  sphere  of  usefulness  which  has 
made  them  valuable.  Prominent  among  the  names 
of  these,  has  appeared  that  of  Stacey  A.  Van  Petten, 
the  twenty-one-year-old  expert  shorthand  reporter  of 
Chicago,  and  in  this  article  will  be  detailed  the 
material  gain  which  he  has  received  as  a  consequence 
of  his  expert  knowledge  of  shorthand. 

As  stated  in  a  former  article  printed  in  these  col¬ 
umns  in  June  1904,  Stacey  Van  Petten  was  a  novice 
in  shorthand.  Five  months  thereafter  he  was  work¬ 


ing  as  a  court  reporter  in  the  Chicago  courts  on  such 
important  matters  as  the  famous  Inga  Hansen  per¬ 
jury  case.  Union  Traction  litigation,  the  Annual 
Convention  of  the  Teachers  National  Federation, 
etc.  In  June  of  this  year,  he  was  one  of  the  ofQcial 
reporters  and  helped  to  break  the  world’s  record  in 
reporting  the  Convention  of  the  Modern  Woodmen 
of  America,  in  Milwaukee,  and  it  was  largely  through 
his  efforts  that  the  wonderful  record  was  made  of 


delivering  the  typewritten  report  of  the  proceedings 
of  that  great  national  body  in  one  and  three-fifths 
seconds  after  the  adjournment. 


Below  is  given  a  statement  of  the  work  performed 
and  the  money  earned  by  Mr.  Van  Petten  during 
the  week  of  May  15-20,  1905 — less  than  a  year  after 
he  began  to  perfect  himself  in  expert  shorthand: 

May  15,  1905:— Nothing. 

“  16  “  Flfer  vs.  Schultz,  before  Judge 


Abbott: 

Attendance,  2K  hours  at  $2 . $  5.00 

Transcript,  50  pp.  at  50c .  25.00  J30.00 

"  17  “  Same  case,  same  court: 

Attendance,  IJ^  hours  at  $2 .  3.00 

Transcript,  10  pp.  at  50c .  5.00 

Nortihern  T.  Co.  vs.  Hartford  Ins. 

Co.,  before  Judge  Chetlain; 

Attendance,  hour  at  $2 .  1.00 

A  exander  vs.  Perry  S.  B.  Co., 
oetore Judge  Chetlain: 

Attendance,  2  hours  at  $2 .  4.00 

Pratt  vs.  Phelps,  before  Judge 
Brentano : 

Attendance,  1  hour  at  $2 .  2.00 

Transcript,  40  pp.  at  50c .  20.00  35.00 

*’  18  ••  Same  case,  same  court: 

Attendance,  3  hours  at  #2 .  6.00 

Transcript,  20  pp.  at  60c .  10.00  16.00 

”  19  Dearborn  vs.  P.  G.  L.  &  C.  Co., 

before  Judge  Chetlain : 

Attendance,  hours  at  82 .  3.50 


Newman  vs.  Newman,  before 
Judge  Brentano; 

4ttendance,  2^  hours  at  82.  ...  5.50  9.00 

“  20  “  Contested  motions,  before  Judge 


tJhetlaln: 

Attendance,  2J<j  hours  at  82 .  6.00 

Total  earn  I  ngs  for  week ....  896.00 


I  certify  that  the  above  state¬ 
ment  Is  correct. 


It  was  through  the  instruction  given  him  by  the 
SUCCESS  SHORTHAND  SCHOOL,  Chicago, 
whose  instructors  are  expert  reporters,  that  Mr.  Van 
Petten  acquired  the  ability  which  fitted  him  to  enter 
into  a  profession  which  yields  him  princely  returns. 
He  is  only  one  of  many  throughout  the  United  States, 
Canada  and  Mexico  who  have  succeeded  through 
this  expert  instruction. 

What  are  your  future  prospects?  Have  you  a 
knowledge  of  shorthand  ?  If  not,  would  it  not  be  to 
your  advantage  to  study  the  best  system  of  shorthand 
known  and  be  trained  by  court  reporters  so  that  you 
can  perform  the  most  expert  work  and  earn  the  con¬ 
sequent  returns  ?  Write  for  “Success  Shorthand 
System,”  the  elegant  forty-eight  page  prospectus  is¬ 
sued  by  this  school,  at  once,  and  learn  how  others 
have  met  with  success  in  this  branch. 

If  you  have  a  knowledge  of  shorthand,  would  it  not 
be  to  your  advantage  to  perfect  yourself  for  expert 
work  ?  Our  graduates  include  many  old  court  re¬ 
porters,  who  had  written  shorthand  for  many  years, 
before  taking  the  study  of  this  expert  system.  We 
have  perfected  them  and  made  them  more  expert. 
That  being  so,  can  you  not  study  this  course  to  ad¬ 
vantage  ? 

We  teach  you  this  expert  shorthand  at  your  home. 
Fill  out  the  coupon  printed  below  and  get  full  in¬ 
formation  TO-DAY. 


SUCCESS  SHORTHAND  SCHOOL, 

Suite  238,  79  Clark  St.,  Chicago,  HI. 

Please  send  Success  Shorthand  System  and 
copy  of  guarantee  to 


Name 


Address 


Town 


State 


IMPORTANT  NOTICE — This  Is  the  last  month  of  our 
present  low  rate  of  tuition.  September  1st  there  will  be 
a  substantial  increase.  Write  NOW. 
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gave  him  SUCCESS.  He  used 
our  SOUVENIR  POST  CARDS 
for  ADVERTISING  PUR¬ 
POSES  and  is  now  on  “EASY 
STREET.” 

We  manufacture  POST  CARDS, 
CALENDARS  and  POST  CARD  AL¬ 
BUMS,  of  the  most  up-to-date  and  ORIG¬ 
INAL  DESIGNS.  Once  seen  never 
forgotten.  You  know  what  that  means 
for  you.  Write  us  to-day  for  samples.^,- 
SUITABLE  FOR  YOUR  BUSINESS, 
Originators  of  the  POKER  SERIES,' j 
-  sample  sent  by  mail  15  cents. 

- — 3  Salesmen  wanted  to  INTRODUCE 


OUR  IDEAS  to  up-to-date  business  houses  and  the  trade. 

The  early  bird  catches  the  worm.  A  HINT  TO  THE  WISE  IS  SUFFICIENT 

U.  S.  SOUVENIR  POST  CARD  CO. 


1140  BROADWAY 


NEW  YORK.  N.  Y. 


THE  NEW 


“COMMON  SENSE”  CLIP 


ASways  grips— no  points  to  catch.  If  it  wasn’t  the  best  clip  on  the 
market  we  wouldn’t  advertise  it — W^e  want  you  to  try  it,  live 

stationers  sell  it.  If  yours  don’t,  send  us  his  name  and  five  two 
cent  stamps  and  we  will  send  you  a  sample  box  of  100  postpaid. 

The  Book-Keeper  Publishing  Co.,  Ltd. 

DETROIT^  MICHIQAN,  U.  S.  A. 
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By  GEORGE  H.  POWELL 


Ability  to  earn  a  large  salary  or  income  in 
the  constantly^  growing  field  of  advertising  is 
simply  a  question  of  training. 

The  old  way  was  for  the  young  man  or 
woman,  fortunate  enough  to  be  employed  in  a 
business  where  sufficient  advertising  was  done 
to  warant  an  advertising  department,  to  get  an 
occasional  chance  to  practice  ad  writing  and 
submit  it  to  the  expert  manager  for  criticism 
and  advice. 

One  of  the  greatest  and  highest  priced  ad¬ 
vertising  managers  in  America  to-day  began  in 
just  this  way.  He  was  one  of  my  stenog’^aphers 
fourteen  years_  ago,  and  I  had  the  hardest  sort 
of  work  in  trying  to  get  him  to  study  and  learn. 
His  idea  was  that  ad  writers  are  ‘‘born,  not 
made,”  but  he  knows  better  now. 

The  great  trouble  with  such  instruction  was 
that  both  expert  and  student  made  it  a  sort  of 
side  issue  when  pressure  of  regular  duties  per¬ 
mitted — and  many  were  the  lapses. 

A  little  thinking  will  convince  any  one  that 
all  the  benefits  of  personal  instruction  can  be 
obtained  by  the  correct  correspondence  system, 
for  they  must  result  from  the  study  and  analy¬ 
sis  of  certain  models,  followed  by  actual  prac¬ 
tice  in  ad  writing. 

The  Powell  System  as  a  matter  of  fact  gives 
in  a  few  months  from  four  to  ten  times  the 
expert  training  that  any  one  could  possibly  ob¬ 
tain  in  a  year  on  the  old,  unsatisfacto»^y  per¬ 
sonal-contact  plan. 

A  good  many  people  have  thought  that  cor¬ 
respondence  instruction  in  advertisijig  is  a 
makeshift — a  kind  of  substitute  for  personal- 
contact  instruction. 

But  the  opposite  is  a  proven  fact.  The 
Powell  System  qualifies  scores  of  bright  people 


to  fill  positions  worth  from  $25  a  week  up  in 
less  than  six  months,  while  the  old  plan  of 
monkeying  around  the  advertising  department 
has  seldom  qualified  in  a  year,  and  more  often 
not  at  all. 

The  Powell  System  calls  for  an  hour  or  so 
practice  daily,  and  if  this  steady  work  under  my 
personal  direction  isn’t  of  the  sort  that  makes 
experts,  then  all  the  boasted  science  of  mental 
training  ever  known  since  the  world  began  is 
a  fallacy. 

Only  two  things  are  necessary  on  the  part  of 
the  student  at  the  start — a  good  common  school 
education,  plus  willingness  to  work.  No  inborn 
talent,  no  precociousness,  no  handiness  with  the 
pen,  no  artistic  ability,  but  simply  the  two  es¬ 
sentials  previously  mentioned. 

Of  course  mentality  counts  in  advertising  as 
in  everything  else,  and  I  never  advise  any  but 
those  who  are  properly  fortified  to  take  up  this 
great  work. 

But  I  do  urge  the  right  young  men  and 
women  to  become  Powell  students,  for  there 
is  a  constantly  growing  demand  for  their  serv¬ 
ices  at  salaries  and  incomes  ranging  from 
$1,200.00  to  $5,000.00  a  year — and  even  more. 

Graduates  from  our  public  schools,  semi¬ 
naries,  academies  and  colleges  will  find  adver¬ 
tising  the  greatest  money.-making  business  in 
the  world,  and  the  Powell  System  of  mail  in¬ 
struction  will  cut  off  years  of  hard  servitude, 
bepuse  it  concentrates  the  efforts  and  produces 
original,  snappy  ad  writers. 

I  have^  two  free  books  to  mail  those  desiring 
to  investigate — my  elegant  Prospectus  and  “Net 
Results,”  the  most  explanatory  ever  published. 
Those  in  doubt  can  also  seek  my  advice  without 
charge.  Merely  address  me 


GEORGE  H.  POWELL,  1539  TEMPLE  COURT.  NEW  YORK  CITY 


Prize  Winner  at  14th  Lesson 

Although  my  fourteenth  is  but  just 
completed, your  thoroughness  and  abil¬ 
ity  to  teach  advertising  has  already 
been  proven  to  me.  I  enclose  clip¬ 
pings  from  local  paper  announcing  me 
as  winner  of  the  Langley  Advertising 
Writing  Contest- 

This  demonstrates  your  ability  to 
successfully  teach  the  student  possess¬ 
ing  a  mere  common  school  education 
— in  my  case  a  machinist  at  that.  The 
working  of  the  master  mind  is  shown 
in  your  personal  criticisms,  and  I 
look  to  them  with  as  much  interest 
as  the  regular  lessons. 

C.  B.  BROWN,  Waterbury,  Conn. 


Boomed  His  Business 

Previous  to  taking  up  the  Powell  Sys¬ 
tem  last  October,  I  had  made  repeated 
efforts  to  write  presentable  advertising 
matter,  but  was  handicapped.  Since 
completing  your  instruction  I  have 
written  the  ads  for  our  firm — Allen  & 
Miller — with  the  best  results,  and  am 
much  gratified  We  also  use  circular 
letters,  mailing  cards,  etc.,  a  batch  of 
which  I  am  now  sending  you. 

To  those  who  contemplate  taking  up 
advertising,  either  as  a  vocation  or  in 
connection  with  business,  I  most  heartily 
recommend  the  Powell  System. 

WALTER  MILLER,  Sewal,  la. 
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In  Every  Speed  Contest 

which  was  open  to  all  classes  of  machines,  operators  on  the 

Comptometer 

won  all  prizes 


offered  by  the  Chicago’s  First  Annual  Office  Appliance  and  Business  System 
Show,  Coliseum,  Chicago,  March  15th  to  22d.  All  previous  records  cut  in  two. 


MISS  ANNIE  MALONEY,  operator  at  Marshall  Field  &  Co.’s  retail,  added  correctly  500 
department  store  checks  in  4  minutes  and  55  seconds.  ^  j  j  j 

MISS  MAE  BARCLAY,  operator  at  Illinois  Central  R.  R.  freight  auditor  s  office,  added 
correctly  6  columns  of  numbers,  equal  to  6  ledger  pages  m  4  minutes,  39  seccmds. 

MISS  CARRIE  DE  WINE,  operator  at  the  C.  B.  &  Q.  Ry.  auditors  office, 

performed  correctly  25  large  multiplications  in  3  minutes  and  16/^  seconds. 

MISS  M.  S.  PEMBROOKE,  operator  at  Marshall  Field  &  Co.’s  wholesale,  performed 
corre*ctly  25 ‘large  multiplications  in  3  minutes  and  2  seconds. 


The  Duplex  Comptometer  is  the  result  of  16  years  of  practical  experi¬ 
ence  in  the  making  of  mechanical  calculators,  and  the  highest  attainment 
in  rapid  calculation  devices.  It  adds,  multiplies,  divides  and  subtracts  in¬ 
stantly  and  noiselessly.  Has  a  light,  uniform  key  touch,  and  adds  instantly 
at  one  stroke  as  many  keys  in  separate  columns  as  the  hand  can  reach. 


Samples  of  Duplicate  Orders  In  Different  Lines  of  Business : 

Marshall  Field  &  Co.,  Chicago,  have  in  daily  use . 

U.  S.  Navy  Department . . . 

Carnegie  Steel  Co.,  Pittsb^rg^  . 

N.  Y.  C.  &  Hudson  River  R.  R.  Co.,  New  York  City . 

Prudential  Ins.  Co.,  Newark,  N.  . . 

Simmons  Hdw.  Co.,  St.  Lpuis,  Mo . 


131 

.89 

.40 

.28 

.21 

.16 


The  Comptometer  outclasses  all  other  machines  for  addition  or  multi¬ 
plication,  Send  for  Literature  and  Special  Trial  Offer. 

FELT  &  TARRANT  MFC.  CO.,  52  Illinois  St.,  CHICAGO 
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Volume  VIII  AUGUST,  1905  Number  II 

Labor  Bureaus  of  Large  Industrial  Plants 

By  S.  a.  wolf 

The  Midvale  Steel  Company 

(Continued  from  June  number.) 


COMPETING  in  the  same  labor  market 
as  Baldwin’s,  but  along  a  different 
line,  the  Midvale  Steel  Company,  an¬ 
other  Philadelphia  industry,  adds  a  distinct¬ 
ive  feature  to  the  ordinary  scheme  of  busi¬ 
ness.  Where  Baldwin’s  simply  undertakes 
to  give  market  wage  rates  in  the  form  of 
direct  payment  to  all  workmen,  the  Midvale 
not  only  gives  the  fair  wage,  but  aims  to 
enhance  the  efficiency  of  the  workman  by 
every  practical  form  of  “welfare  work”  for 
its  employes. 

Midvale  has  just  driven  the  entering 
wedge  into  the  Steel  Trust’s  monopoly  of 
government  armor  plate  work.  It  is  the 
only  steel  company  that  has  ever  success¬ 
fully  fought  the  trust.  It  has  beaten  the 
trust  in  prices  and  the  government  has  ad¬ 
mitted  that  Midvale  can  equal  the  trust  in 
the  quality  of  its  work.  The  success  of 
Midvale  in  underbidding  the  powerful  mon¬ 
opoly,  is  due  not  so  much  to  resources  of 
capital  as  to  its  perfection  of  organization, 
the  enlistment  of  the  enthusiasm  of  its 
workingmen  and,  finally,  the  utilization  of 
the  energies  and  abilities  of  its  employes 
which,  elsewhere,  often  go  to  waste. 

It  is  a  tradition  at  Midvale,  since  its  birth, 
that  “once  a  workman  enters  Midvale  he 
stays  there  for  life.”  This,  in  a  sentence, 
summarizes  the  secret  of  Midvale  success 


and  the  great  advantage  it  has  over  its 
competitors.  Through  its  welfare  system 
the  company  has  minimized  and  eventually 
wiped  out  intemperance  among  its  work¬ 
men,  and  has  turned  the  energy,  thus  saved, 
into  mutual  profit.  It  has  so  encouraged 
thrift,  through  its  beneficial  and  saving  fund 
schemes,  that  it  today  enjoys  the  benefit  of 
contented  labor.  .  It  has  won  the  devotion 
and  good  will  of  its  workmen  so  complete¬ 
ly  that  strikes  are  never  even  suggested, 
much  less  agitated.  There  never  has  been 
a  single  tie-up  of  the  plant  because  of  labor 
trouble.  In  a  word,  the  company  has  coin¬ 
ed  its  benefactions  into  trade  assets  which 
have  placed  it  in  a  position  to  meet  any 
rival  in  the  world. 

The  Midvale  plant  is  situated  admirably 
to  carry  out  the  policy  of  exclusiveness. 
Surrounding  the  works  at  Nicetown,  a 
Philadelphia  suburb,  is  a  high  fence  to 
which  there  is  one  main  entrance.  Unde¬ 
sirable  persons  are  challenged  at  the  gate 
and  prevented  from  stepping  within.  This 
system  not  only  keeps  out  spies  of  rival 
firms  and  other  persons  prying  into  the 
company’s  secrets,  but  also  keeps  the  em¬ 
ployes  unhindered  by  inquisitive  visitors. 

Within  a  stone’s  throw  of  the  fence  lives 
the  Midvale  “family.”  It  is  estimated  that 
2,500  workmen  and  their  families  employed 
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CHAS.  J.  HARRAH, 

President  of  the  Midvale  Steel  Works,  to  whose 
fostering  care  the  extent  and  the  success 
of  the  welfare  work  among  the  em- 
oloyees  is  largely  due. 


H.  M.  DEEMER, 

Secretary  of  the  Midvale  Steel  ^^^e 

broad  shoulders  bear  the  bulk  of  the  labor 
of  administering  the  welfare  work 
of  the  immense  plant. 


by  the  Midvale  live  within  sight  of  the 
works.  By  encouraging  the  colonizing  of 
its  workmen  the  company  is  enabled  to  ex¬ 
ercise  a  salutary  influence  over  their  lives 
and  morals. 

6  -An  essential  feature  of  the  Midvale  plan 
is  its  labor  employment  bureau.  Situated 
near  the  entrance  to  the  works,  it  is  the  first 
place  an  applicant  enters.  If  the  applicant 
is  an  expert  mechanic  he  is  interrogated  as 
to  his  age,  experience  and  morals,  by  the 
head  time-keeper.  Then,  if  he  answers  sat¬ 
isfactorily,  he  is  referred  to  the  foreman  of 
his  particular  line  of  work.  The  foreman 
is  the  final  judge  of  the  applicant’s  fitness. 
He  is  the  labor  expert  of  Midvale.  If  the 
applicant  is  a  commonplace  laborer  he  is 
usually  employed  directly  by  the  time¬ 
keeper  or  superintendent.  Midvale  utilizes 
its  time-keepers  by  having  them  serve  as 
the  employment  bureau  during  hours  they 
are  not  engaged  in  actual  compilation  of  the 
men’s  hours. 

Comparison  of  the  wages  paid  at  Mid¬ 
vale  with  that  paid  at  other  plants  shows 
that  Midvale’s  rate  is  the  average  market 
price,  no  more,  no  less.  But  comparison  in 
the  treatment  of  Midvale  labor  with  other 
labor  shows  a  marked  difference.  Where 
some”  companies  encourage  workmen  to  toil 
overtime,  by  the  luring  offer  of  extra  com¬ 


pensation,  Midvale  discourages  it.  Miovale 
believes  that  10  hours’  work,  of  60  minutes 
each,  devoted  to  concentrated  and  consci¬ 
entious  exercise  of  the  mind  and  body,  is 
enough  for  any  workman.  Nevertheless, 
the  system  of  ^shifts”  is  so  arranged  that 
the  plant  is  not  idle  an  hour  from  Monday 
morning  until  Saturday  night. 

The  welfare  system,  conceived  by  the 
long-sighted  man  who  managed  Midvale  a 
decade  ago,  has  been  developed  to  its  pres¬ 
ent  remarkable  stage  by  Charles  J.  Harrah, 
who  succeeded  his  father  as  president  of 
the  company  about  10  years  ago.  Mr.  Har¬ 
rah  has  grown  up  with  the  company,  hav¬ 
ing  been  with  it  18  years.  He  is  a  practical 
man  with  a  big  heart.  It  is  he  who  is  the 
very  center  of  the  company  s  benefactions. 
He  is  the  father  of  the  Midvale  “family.” 
Mr.  Harrah  has  been  assisted  immeasure- 
ably  in  developing  his  system  by  Axel 
Tetre,  who  has  been  superintendent  of  the 
Midvale  works  for  about  17  years.  Mr. 
Tetre  is  the  personification  of  the  hard¬ 
working,  brainy,  labor  expert. 

Although  Midvale  has  no  pension  system, 
it  has  the  pension  policy.  Workmen  who 
have  served  the  company  faithfully  and  are 
incapacitated,  either  by  accident  or  age,  are 
taken  care  of.  through  Mr.  Harris’  benev¬ 
olence.  If  they  are  able  to  work  at  all. 
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they  are  assigned  easy  tasks,  such  as 
watchmen,  door-keepers  or  messengers— at 
full  pay.  If  they  are  unable  to  work,  they 
are  often  retired  at  half  pay. 

The  keynote  of  the  organization  of  the 
Midvale  system,  is  its  benefit  feature,  which 
is  just  now  at  its  fullest  development. 
Every  one  of  the  5,000  emnloyes,  from  the 
humblest  laborer  in  the  yards  to  the  highest 
officer  in  the  directors’  room,  is  compelled 
to  become  a  member  of  the  beneficial  fund. 
Five  cents  a  week  is  deducted  in  wages  of 
all  the  workmen,  as  the  basic  tax.  The  in¬ 
come  is  put  into  one  fund,  managed  by  a 


keeping  force  of  the  company.  Midvale 
utilizes  the  services  of  its  business  office  to 
serve  the  men  in  the  shops. 

If  a  workman  be  injured,  or  become  ill 
through  attention  to  his  duties,  he  reports 
to  the  doctor,  who  is  employed  by  the  com¬ 
pany  and  has  an  office  in  the  building.  If 
his  injury  is  not  grave,  he  is  sent  home.  If 
it  is  serious,  he  is  sent  to  the  hospital.  If 
it  is  only  slight,  his  wound  is  dressed  by 
the  physician  and  his  assistants  in  the  first 
aid  to  the  injured”  room  at  the  plant.  If 
the  workman  is  compelled  to  lose  time, 
through  an  accident,  he  is  paid  $5  a  week 
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board  of  six  directors  selected  annually  by 
the  superintendent.  The  directors  are 
chosen  from  the  ranks  of  the  workmen, 
with  special  reference  to  experience  and 
judgment.  There  is  usually  a  new  board 
of  directors  every  year,  in  order  to  dis¬ 
tribute  the  representation  throughout  the 
various  departments  and,  at  the  same  time, 
to  keep  the  workmen  in  touch  with  the 
fund.  The  directors  serve  without  pay. 
When  the  dues  are  deducted  every  pay  day, 
from  the  wages,  they  are  turned  into  the 
funds  and  accounted  by  the  regular  book- 


from  the  beneficial  fund  for  a  reasonable 
number  of  weeks.  To  prevent  imposters 
from  draining  the  funds  by  feigning  ill¬ 
ness,  the  company’s  doctor  makes  an  in¬ 
spection  of  all  those  drawing  sick  or  acci¬ 
dent  benefits. 

If  a  workman  be  killed,  each  member  of 
the  beneficial  fund  is  assessed  50  cents.  The 
executives  and  high  salaried  men  of  the 
company,  even  to  the  president,  are  as¬ 
sessed  $1  each.  This  combined  fund, 
sometimes  amounting  to  $3,000  or  $4,000,  is 
turned  over  to  the  widow  or  legatee  of  the 
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workman,  to  pay  for  the  man’s  funeral  and 
to  assist  his  family. 

In  addition  to  the  beneficial  fund,  which 
is  the  company’s  own  organization,  the  em¬ 
ployes  have  formed  independent  beneficial 
funds.  The  general  plan  of  these  organi¬ 
zations  is  similar  to  the  company’s,  except 
that  the  tax  is  less  an*d  the  benefits  are 
proportionately  smaller.  For  instance,  the 
Austrian  workmen  have  formed  the  Morn¬ 
ing  Star  Beneficial  Society,  to  which  all 
their  countrymen  employed  at  Midvale  con¬ 
tribute  a  certain  amount  each  week.  Other 
nationalities  and  groups  of  workmen  have 


money  can  be  withdrawn  any  time  by  the 
workmen  and  is  subject  to  their  check. 
Many,  confused  by  the  apparent  red  tape 
of  a  bank,  deposit  their  savings  with  the 
company  with  regularity,  where  they  might 
otherwise  waste  them.  The  company,  vol¬ 
untarily,  acts  as  the  workman’s  banker,  and 
again  utilizes  its  business  office  to  carrv  in¬ 
dividual  workman’s  accounts.  The  saving 
fund  feature  is  specially  popular  among  the 
workmen  who  live  at  Nicetown  and  are  de¬ 
prived  of  a  convenient  bank. 

More  direct  in  its  benefits  to  the  company, 
as  well  as  to  the  men,  than  either  the  ben- 
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formed  similar  independent  beneficial 
funds  so  that  a  workman  who  is  injured 
not  only  receives  the  $5  per  week  from  the 
company  s  fund,  but  an  additional  amount, 
averaging  from  $3  to  $5  per  week,  from  bis 
independent  beneficial  fund. 

To  stimulate  the  spirit  of  thrift  among 
the  men,  Midvale  has  established  a  saving 
fund.  Workmen  can,  if  they  choose,  de¬ 
posit  their  savings  weekly  at  the  company’s 
office,  and  the  money  is  in  turn  deposited 
by  the  company  in  the  Germantown  Bank, 
where  it  draws  three  per  cent  interest.  The 


eficial  or  saving  fund,  is  the  bonus  plan 
now  in  operation  in  the  works.  With  the 
acquirement  of  government  contracts  for 
guns  and  armament,  the  necessity  for  time 
limit  on  work  has  become  of  increasing  im¬ 
portance.  All  this  work  must  be  done  on 
contract  time.  To  meet  the  demands,  Mid¬ 
vale  labor  experts  conceived  the  idea  of  giv¬ 
ing  bonuses  to  the  workmen  to  encourage 
them  to  turn  out  products  within  a  specified 
time.  When  a  foreman  undertakes  an  im¬ 
portant  time  limit  work,  he  is  held  respon¬ 
sible  by  the  company  for  it.  If  the  work 
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is  completed  within  the  time,  or  less,  all  of 
the  men  connected  with  the  job  are  re¬ 
warded  by  a  liberal  bonus,  depending  on 
the  judgment  of  the  man  in  charge.  If  a 
workman  is  making  $2  a  day,  his  bonus 
would  be  half  a  day’s  wages.  The  bonus  of 
the  other  men,  from  the  laborer  to  the 
specialist,  are  graded  proportionately.  But 
if  a  contract  is  not  filled  on  time,  the  fore¬ 
man  in  charge  of  the  work  is  docked.  This 
dockage  is  determined  by  the  superinten¬ 
dent  as  a  protection  of  the  company  against 
loss.  Spurred  by  the  common  ambition  to 
win  the  bonus,  the  workmen  are  put  on 
their  mettle  constantly  and  as  a  result  often 
find  short  cuts  which  eventually  bring  big 
returns  to  the  company  in  the  form  of  new 
ideas  for  tools  and  methods.  In  Micivale 
today  are  many  rules  and  devices  which 
were  born  in  the  minds  of  the  workmen 
who  were  ambitious  to  save  time  and  win 
their  bonus. 

To  obtain  the  best  results  from  its  labor, 
Midvale  has  devised  a  system  of  fines 
which  are  not  punitive  but  disciplinary.  If  a 
workman  on  a  night  shift  be  found  asleep  at 
his  post,  he  is  fined  $1.  If  he  is  untidy  in 
the  care  of  his  tools  or  the  machinery  or 
even  of  the  shop  itself,  he  is  fined  from  five 
to  50  cents,  as  determined  by  the  judgment 
of  the  foreman. 

The  workman,  displeased  as  he  may  be 
by  a  fine,  pays  it.  He  knows  that  the  fine 
goes  to  a  common  fund.  It  all  reverts  to 
the  beneficial  fund  and  helps  to  sustain  it. 


It  may  be  remarked  here  that  the  fines  often 
go  to  make  up  deficiencies  in  the  fund;  but 
should  the  total  income  not  meet  the  dram 
of  the  fund,  the  Midvale  company  frequent¬ 
ly  makes  good  the  shortage  from  its  own 
treasury. 

Before  the  fines  are  deducted  from  the 
workman’s  salary,  he  is.  notified  by  the  fore¬ 
man,  who  hands  him  a  printed  slip  speci¬ 
fying  the  amount  which  is  to  be  imposed. 

If  the  workman  saves  the  slips  and  presents 
them  at  the  office  when  quitting  his  job  he 
can  “lift”  them,  and  secure  the  return  of  all, 
provided  he  agrees  to  forfeit  all  right  of 
re-employment.  A  workman  quitting  Mid¬ 
vale,  after  insisting  upon  the  redemption  of 
his  fines,  is  invariably  debarred  from  re¬ 
turning. 

No  small  item  of  the  fines  collected  are 
those  imposed  for  intemperance.  Work¬ 
men  are  paid  weekly,  on  Wednesday.  If 
one  fail  to  turn  up  for  work  at  the  shops 
next  morning  and  does  not  notify  the  com¬ 
pany,  or  cannot  present  a  physician  s  cer¬ 
tificate  or  some  other  good  reason  to  ex¬ 
plain  his  absence,  he  not  only  loses  his 
day’s  pay,  but  is  fined  a  half  a  day  s  wages. 
The  company  realizes  that,  to  obtain  the 
best  possible  results  from  its  men,  it  must 
have  them  sober  and  steady.  Under  the 
fine  system,  the  company  not  only  is  a  fac¬ 
tor  for  morals,  but  also  for  money.  Pay¬ 
day  sprees  at  Nicetown  have  been  reduced 
considerably  by  the  Midvale’s  temperance 
crusade. 
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The  executive  civil  service  is  that  part 
of  the  federal  piiolic  service  which  is 
neither  legislative,  judicial,  military, 
nor  naval.  According  to  a  recent  estimate, 
it  includes  more  than  235,000  positions, 
about  half  of  which  are  subject  to  a  system 
established  in  accordance  with  the  provi¬ 
sions  of  the  civil  service  act  and  rules. 

The  expressed  purposes  of  the  act  are  to 
make  appointments  according  to  the  relative 
fitness  of  the  individuals,  to  apportion  ap¬ 
pointments  at  Washington  among  the  sev¬ 
eral  states  according  to  their  population,  to 
provide  for  a  period  of  probational  service 
during  which  the  appointee  may  show  his 
efficiency  and  the  government  may  observe 
it,  to  prohibit  forced  political  contributions, 
to  prevent  the  coercion  of  any  person  by  of¬ 
ficial  authority,  and  to  make  all  changes  a 
matter  of  record. 

Some  of  the  results  of  the  act  are  to  In¬ 
crease  the  efficiency  of  the  service,  since 
fitness  and  not  influence  determine  the  ap¬ 
pointments  ;  to  regard  the  interests  of  the 
service  instead  of  the  individual,  by  appoint¬ 
ing  as  few  as  possible,  instead  of  as  many 
as  can  be  ostensibly  employed;  to  enable  all 
to  compete  for  appointment  regardless  of 
antecedents  or  influence ;  and  to  secure  to 
the  government  the  undivided  allegiance  of 
the  employe  by  making  his  appointment  and 


retention  dependent  upon  merit  and  efficien¬ 
cy  rather  than  upon  the  favor  of  some  in¬ 
fluential  person. 

From  the  inauguration  of  Jackson  as 
president  in  1829  to  the  passage  of  the  civil- 
service  act  in  1883,  abuses  of  the  service 
were  continuous,  and  efforts  at  reform  were 
frequent.  Acting  apparently  in  accordance 
with  the  declaration  of  Senator  Marcy  that 
“To  the  \  ictor  belong  the  spoils  of  the  en¬ 
emy,’’  President  Jackson  removed  2,000 
officers  during  his  first  year. 

As  one  of  the  results  of  applying  a  theory 
which  is  still  occasionally  advanced,  that 
public  positions  should  be  regarded  as  spoils 
and  as  rewards  for  political  service,  there 
were  during  the  four  years  preceding  Octo¬ 
ber,  1837,  187  defaulters.  One  of  them,  writ¬ 
ing  to  a  friend,  said:  “Whether  or  not  1 
shall  get  anything  in  the  general  scramble 
for  plunder  remains  to  be  proved.  I  think 
I  shall,  if  it  be  only  the  Bergen  light-' 
house.”  As  collector  of  the  port  of  New 
York  he  defaulted  in  the  amount  of  $1,225,- 
705.69.  A  congressional  committee  was  in¬ 
formed  by  employes  in  the  office  of  the  col¬ 
lector  of  the  port  of  New  York  that  “we 
clerks  consider  ourselves  as  in  the  service 
of  the  collector,  and  not  in  the  service  of 
the  United  States.”  No  person  appointed  as 
the  result  of  examination  under  the  civil- 


232 


THE  BUSINESS 


MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


service  rules  has  been  found  to  be  impli¬ 
cated  in  the  recent  scandal  in  the  Post  Of¬ 
fice  Department. 

Several  committees  were  appointed  by  tne 
Senate  and  House  to  devise  means  to  check 
the  evils  of  patronage  from  1826,  to  1866, 
and  their  reports  contain  solemn  warnings 
of  its  dangers.  They  declared  patronage 
the  most  perfect  means  to  subvert  liberty 
and  establish  despotism ;  that  it  corrupted 
the  American  character ;  that  it  encouraged 
incompetency;  and  that  it  burdened  the  ser¬ 
vice  with  unnecessary  employes.  The  re¬ 
marks  of  the  most  eminent  men  from  1829 
to  1883  indicate  their  apprehension  of  the 
results  of  appointments  for  political  and  per¬ 
sonal  reasons,  and  each  President  from  Lin¬ 
coln  to  Cleveland  cried  out  for  deliverance 
from  the  clamorous  horde  of  office-seekers 
that  monopolized  his  time  and  harassed  his 
existence. 

A  House  committee  in  1841  recommended 
the  appointment  of  a  board  to  conduct  ex¬ 
aminations.  In  1851  the  Senate  asked  the 
departments  to  report  some  plan  for  class¬ 
ifying  clerks  and  testing  qualifications,  and 
in  1853  “pass  examinations”  were  instituted. 
Their  benefit,  though  perceptible,  was  lim¬ 
ited,  as  only  those  nominated  by  the  heads 
of  departments  could  be  examined,  and  the 
examinations  were  not  competitive.  In 
1864  Mr.  Sumner  introduced  a  bill  provid¬ 
ing  for  competitive  examinations.  One  of 
the  members  of  a  joint  committee  appointed 
in  1866  was  Representative  Jenckes,  of 
Rhode  Island,  who  made  five  unsuccessful 
attempts  to  secure  the  passage  of  a  bill  pro¬ 
viding  for  open  c  )mpetitive  examinations. 

The  act  of  March  3,  1871,  now  Sec. 
1753  Revised  Statutes,  authorized  the  Pres¬ 
ident  to  prescribe  rules  for  ascertaining  the 
fitness  of  applicants,  and  the  President  ap¬ 
pointed  a  board  the  same  year,  for  which 
Congress  failed  to  appropriate  in  1874.  Bills 
introduced  in  1880  and  1881  failed  of 
passage,  but  ,he  assassination  of  President 
Garfield  as  tho  result  of  a  quarrel  over  pat¬ 
ronage,  and  in  insistent  and  general  de¬ 
mand,  led  to  the  passage  of  the  civil-service 
act  on  January  16,  1883.  Its  operation  has 
rendered  its  repeal  improbable. 

As  the  schools  of  the  country  are  sup¬ 
ported  by  the  state  as  essential  to  its  wel¬ 
fare,  educational  tests  of  fitness  are  appro¬ 
priately  applied  to  applicants  for  clerical  po¬ 
sitions.  Other  conditions  being  the  same. 


there  is  no  doubt  that  the  persons  possess¬ 
ing  the  best  educational  qualifications  will 
in  general  make  the  best  clerks ;  and  if  con¬ 
ditions  are  not  the  same,  they  will  invari¬ 
ably  be  in  favor  of  those  who  have  experi¬ 
enced  the  elevating  influences  of  the  schools 
as  opposed  to  those  whose  school  has  been 
that  of  ward  politics.  The  system  is  a 
benefit  both  by  testing  intelligence  and  by 
excluding  improper  considerations.  The 
tests  are  as  simple  as  the  requirements  of 
the  position  will  permit.  Those  for  clerk  in¬ 
clude  only  spelling,  arithmetic,  copying  from 
plain  copy,  penmanship,  and  correcting 
rough  draft.  The  tests  for  the  position  of 
patent  examiner,  chemist,  or  astronomer  are 
necessarily  more  difficult,  but  no  less  prac¬ 
tical. 

For  positions  requiring  manual  skill  but 
no  educational  qualifications  the  tests  con¬ 
sist  of  statements  by  the  applicant  and  cer¬ 
tificates  by  persons  having  knowledge  of  his 
proficiency. 

Owing  to  the  requirement  that  examina¬ 
tions  shall  be  practical,  654  kinds  of  exami¬ 
nations  were  held  during  the  last  fiscal  year, 
each  one  of  which  involved  different  tests. 
In  only  288  of  these  were  the  tests  educa¬ 
tional,  the  remainder  consisting  of  affi¬ 
davits  and  statements  showing  qualifications 
of  applicants  for  mechanical  trades  and 
skilled  positions.  One  hundred  and  eight 
thousand,  five  hundred  and  forty-five  per¬ 
sons  were  examined,  87,148  passed,  and 
39,646  were  appointed.  There  are  more 
than  1,000  local  boards  which  conduct  ex¬ 
aminations  for  local  offices,  and  are  in  gen¬ 
eral  subject  to  the  Commission.  Somewhat 
less  than  half  of  the  235,000  positions  in  the 
service  are  subject  to  examination. 

There  is  no  specific  requirement  of  the 
law  that  appointments  shall  be  made  with¬ 
out  regard  to  the  religion  or  politics  of  the 
applicants,  although  the  effect  of  the  follow¬ 
ing  provision  is  to  exclude  such  considera¬ 
tions  ; 

“Second,  that  all  the  offices,  places,  and 
employments  so  arranged  or  to  be  arranged 
in  classes  shall  be  filled  by  selection  ac¬ 
cording  to  grade  from  among  those  graded 
highest  as  the  results  of  such  competitive 
examinations.” 

The  rules  based  upon  the  law  are  more 
specific : 

RULE  I. 

2.  No  question  in  any  form  of  applica¬ 
tion  or  in  any  examination  shall  be  so 
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framed  as  to  elicit  information  concerning 
the  political  or  religious  opinions  or  affilia¬ 
tions  of  any  applicant,  nor  shall  any  inquiry 
be  made  concerning  such  opinions  or  affilia¬ 
tions,  and  all  disclosures  thereof  shall  be 
discountenanced.  No  discrimination  shall 
be  exercised,  threatened,  or  promised  by  any 
person  in  the  executive  civil  service  against 
or  in  favor  of  an  applicant,  eligible,  or  em¬ 
ploye  in  the  classified  civil  service  because 
of  his  political  or  religious  opinions  or  affil¬ 
iations. 

3.  No  recommendation  of  an  applicant. 


age  limitations  are  determined  by  the  na¬ 
ture  of  the  duties  to  be  performed ;  for  ex¬ 
ample,  the  Railway  Mail  Service  calls  for 
such  activity  and  endurance  that  the  limita¬ 
tions  are  fixed  at  18  and  35. 

Sec.  4  of  Rule  V.  contains  the  following 
provision : 

The  Commission  may  refuse  to  examine 
an  applicant  or  to  certify  an  eligible  for  any 
of  the  following  reasons : 

(a)  Dismissal  from  the  service  for  de¬ 
linquency  or  misconduct  within  one  year 
next  preceding  the  date  of  his  application; 


Pension  Office, 


eligible,  or  employe  in  the  competitive  ser¬ 
vice  involving  a  disclosure  of  his  political  or 
religious  opinions  or  affiliations  shall  be 
considered  or  filed  by  the  Commission  or  by 
any  officer  concerned  in  making  appoint¬ 
ments  or  promotions. 

Eligibility  for  examination  is  dependent 
upon  suitable  age,  health,  character  and  cit¬ 
izenship.  Applicants  for  examination  for 
the  positions  of  clerk,  book-keeper,  stenog¬ 
rapher  and  typewriter  must  be  20  years  of 
age  or  over.  For  other  examinations  the 


(b)  physical  or  mental  unfitness  for  the  po¬ 
sition  for  which  he  applies;  (c)  criminal, 
infamous,  dishonest,  immoral,  or  notori¬ 
ously  disgraceful  conduct ;  (d)  intentionally 
making  a  false  statement  in  any  material 
fact,  or  practicing  any  deception  or  fraud 
in  securing  examination,  registration,  cer¬ 
tification,  or  appointment;  (e)  refusal  to 
furnish  testimony  as  required  by  Rule 
XIV.;  (f)  the  habitual  use  of  intoxicating 
beverages  to  excess.  Any  of  the  last  five 
foregoing  disqualifications  shall  ,also  be 
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good  cause  for  removal  from  the  service. 

The  character,  places  and  dates  of  exam¬ 
inations  are  indicated  in  schedules  con¬ 
tained  in  the  manual  of  instruction  to  ap¬ 
plicants,  which  is  revised  at  least  twice  each 
year,  and  sent  to  all  applicants,  upon  re¬ 
quests,  by  the  Civil  Service  Comrnission, 
Washington,  D.  C.  The  manual  contains 
specimen  questions  and  much  useful  infor¬ 
mation. 

Each  person  taking  an  educational  exam¬ 
ination  is  known  by  number  only  until  his 
papers  have  been  rated  and  the  general  av¬ 
erage  entered.  Each  subject  is  rated  on  a 
scale  of  100,  a  fixed  deduction  being  made 
for  each  error.  For  filling  a  vacancy  the 
names  of  the  three  having  the  highest  av¬ 
erages  on  the  proper  register  are  certified, 
and  the  appointing  officer  is  at  liberty  to 
select  any  one  of  the  three. 

The  tests  in  the  book-keeping  examination 
and  their  relative  weights  are  as  follows: 


Spelling  .  7^2 

Arithmetic  .  12/4 

Letter  writing  .  12ki 

Penmanship  .  7^4 

Copying  .  10 


Practice  of  book-keeping  (em¬ 
bracing  tests  in  journalizing 
and  preparation  of  balance 
sheet  in  commercial  transac¬ 
tions)  . 50 

The  general  average  is  obtained  by  mul¬ 
tiplying  the  rating  obtained  in  each  subject 
by  its  relative  weight,  adding  the  products 
and  dividing  the  sum  by  the  sum  of  the 
relative  weights.  The  time  allowed  is  seven 
hours.  During  the  fiscal  year  ended  June 
30,  1903,  415  men  took  the  book-keeping  ex¬ 
amination,  177  passed,  and  90  were  appoint¬ 
ed;  28  women  were  examined,  11  passed, 
and  two  were  appointed.  The  entrance  sal¬ 
aries  ranged  from  $660  to  $1,200  per  an¬ 
num,  the  usual  salary  being  $900. 

Examination  for  professional,  technical, 
and  scientific  positions  are  in  general  ar¬ 
ranged  on  a  plan  similar  to  the  book-keeper 
examination,  that  is,  they  contain  general 
tests  in  spelling,  arithmetic,  copying,  and 
penmanship,  and  special  tests  to  ascertain 
relative  fitness  for  the  duties  pertaining  to 
the  position.  The  steady  increase  in  the 
number  of  these  positions  indicates  an  in¬ 
creasing  complexity  of  government  func¬ 
tions. 


It  is  impossible  to  state  definitely  the 
prospects  of  appointment.  It  may  be  stated, 
however,  that  those  who  pass  examinations 
for  positions  requiring  special  qualifications 
have  the  best  chance  of  appointment,  and 
that  there  is  a  growing  tendency  to  fill  or¬ 
dinary  clerical  positions  by  appointment  of 
such  persons.  For  example,  during  the  past 
fiscal  year,  although  1,754  men  passed  the 
clerk  examination  only  126  were  appointed, 
and  only  23  women  were  appointed  although 
826  passed.  On  the  other,  hand,  40  men 
passed  the  examination  for  fourth  assistant 
examiner  in  the  Patent  Office,  and  49  were 
appointed;  168  men  and  88  women  passed 
in  stenography  and  typewriting,  and  163 
men  and  52  women  were  appointed. 

There  are  no  figures  available  to  show  the 
average  length  of  service  of  classified  em¬ 
ployes,  but  the  tenure  of  office  may  be  re¬ 
garded  as  stable.  Involuntary  separations 
are  almost  invariably  the  result  of  delin¬ 
quency  or  misconduct,  or  of  necessary  re¬ 
ductions  of  force,  the  latter  cause  being 
rare,  as  the  business  of  the  government  is 
generally  increasing. 

Many  ambitious  employes  find  it  pos¬ 
sible  to  perform  the  seven  hours  of  official 
work  usually  required,  and  at  the  same 
time  pursue  courses  of  study  in  law,  medi¬ 
cine,  or  science  in  one  of  the  several  night 
schools  of  Washington. 

The  system  of  appointments  based  upon 
the  civil-service  act  and  rules  restricts  ap¬ 
pointments  to  the  needs  of  the  service  by 
giving  the  government  the  actual  as  well  . 
as  the  nominal  Initiative.  As  personal  fa¬ 
vorites  do  not,  except  in  rare  instances, 
stand  among  the  highest  in  competitive  ex¬ 
aminations,  there  is  no  incentive  to  urge 
unnecessary  appointment,  or  to  make  room 
for  them  by  removals.  The  system  is  ap¬ 
propriate  to  a  popular  form  of  government, 
as  competition  is  open  to  all  upon  the  same 
conditions.  The  employe  owing  his  ap¬ 
pointment,  and  therefore  his  allegiance,  en¬ 
tirely  to  the  government,  looks  to  his  of¬ 
ficial  superiors  for  retention  and  promo¬ 
tion,  and  not  to  some  powerful  outside  in¬ 
fluence.  It  is  not  difficult  to  understand 
the  effect  of  these  conditions  upon  the  ef¬ 
ficiency  of  an  office  force.  There  are  no 
sinecures  under  this  system. 


The  Russo-Chinese  Bank 

A  TIMELY  ARTICLE  EXPLAINING  THE  ORGANIZATION  AND  ADMINISTRATION  OF 
THE  RUSSO-CHINESE  BANK,  ONE  OF  THE  PRINCIPAL  BRANCHES  OF  WHICH  IS  ESTAB- 
LISHED  AT  HARBIN,  MANCHURIA,  NOW  THREATENED  BY  THE  JAPANESE  ARMY 

By  J.  M.  SCANLAND 


OVER  a  plain  two-story  brick  dwelling, 
with  a  stone  front,  at  417  Montgomery 
street,  San  Francisco,  are  unfurled  in 
amity  the  Russian  Bear  and  the  Two- 
Dragon  Chinese  flags.  This  is  the  sign  of 
the  Russo-Chinese  Bank,  and  by  which 
that  great  institution  hopes  to  conquer  at 
least  a  great  proportion  of  the  Pacific 
coast  business  with  those  countries.  This 
double  flag  waves  over  the  principal 
bank  at  St.  Petersburg,  and  also  over  each 
one  of  its  51  branch  banks.  This  branch 
bank  is  the  only  one  in  the  United  States 
and  the  last  organized.  It  opened  its  doors 
in  February,  1904,  the  main  obj’ect  being  to 
secure  the  business  of  the  Chinese  and 
the  Russians  of  San  Francisco  and  of  the 
Pacific  coast.  A  large  proportion  of  its 
business  is  in  exchange,  and  it  also  does  a 
general  banking  business,  based  on  the 
currency  of  this  country. 

The  officers  are ;  A.  Groener,  manager ; 
I.  P.  Allen,  accountant; 

Irving  Lundborg,  cash¬ 
ier;  Tin  Eli,  first  com¬ 
prador;  Lee  Eli,  assistant 
to  first  comprador;  and 
Lou  Shook,  second  com¬ 
prador.  The  bank  is 
represented  in  New  York 
by  Walter  Kutzler. 

The  bank  occupies  the 
entire  building,  the  sec¬ 
ond  floor  being  used  by 
the  Chinese  compradors 
and  the  interpreters.  In 
the  central  second  story 
window  is  a  vertical  line 
of  large  Chinese  charac¬ 
ters  in  black,  reading 
“Russo-Chinese  Bank.” 

Over  the  entrance  to  the 
bank  is  the  sign,  in  large 
black  letters,  “Russo- 


Chinese  Bank.”  Underneath  is  its  equiva¬ 
lent,  again  in  Chinese  characters.  On  the 
left,  entering  by  the  main  door,  are  the 
words :  “Pyccka-Kntonchin  Bahkb,”  and 

opposite  is  its  equivalent,  “Banque  Russo- 
Chinoise.” 

Mr.  Groener,  a  German,  the  manager, 
is  an  experienced  bank  official,  and  an  able 
financier.  He  was  connected  with  the  Im¬ 
perial  Bank  at  Moscow  for  seweral  years, 
also  with  the  banks  at  Shanghai,  and  at 
Yokohama,  and  has  been  the  manager  of 
some  of  the  branch  banks  in  the  far  east. 
He  was  appointed  manager  of  the  branch 
bank  at  San  Francisco  soon  after  its  organ¬ 
ization. 

Mr.  Irving  Lundborg,  the  cashier,  is  a 
young  man  for  such  an  important  position, 
being  only  32  years  of  age.  He  was  born  in 
San  Francisco,  and  for  16  years  held  im¬ 
portant  positions  in  the  San  Francisco 
National  Bank.  His  long  experience  and 

financial  training  speci¬ 
ally  qualifies  him  for  this 
responsible  position. 

Mr.  L.  P.  Allen,  the 
accountant,  is  a 
prominent  citizen  of  San 
Francisco,  and  for  sev¬ 
eral  years  held  an  im¬ 
portant  position  in  the 
exchange  and  bullion  de¬ 
partment  of  the  Bank  of 
California.  For  the  past 
quarter  of  a  century  he 
has  had  dealings  with 
the  Chinese  merchants, 
and  is  familiar  with  their 
business  methods,  cus¬ 
toms,  and  the  commerce 
between  the  west  and  the 
orient. 

Tin  Eli  is  the  con¬ 
fidential  adviser  of  the 
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bank  and  practically  manages  the  Chi¬ 
nese  negotiations  and  loans.  He  is  well 
posted  as  to  the  financial  standing  of  the 
business  men  of  the  Chinese  quarter,  and 
of  the  Pacific  coast,  and  is  therefore  well 
qualified  for  the  position.  Pie  is  wealthy, 
and  the  bank  is  amply  secured  in  case  his 
approved  loans  should  prove  insecure.  As 
in  China,  the  comprador  is  responsible  for 
loans  made  upon  his 
advice,  hence  he  is 
required  to  give  a 
heavy  security  bond, 
or  make  a  deposit. 

Eli  is  35  years  of  age, 
was  born  in  San  Fran¬ 
cisco,  and  educated  in 
the  public  schools.  His 
brother,  and  assistant, 

Lee  Eli,  one  year 
younger,  was  born  in 
Mendocino  county, 

California,  and  was 
also  educated  in  the 
public  schools  of  San 
Francisco.  Lou  Shook, 
second  comprador, 
also  comparatively 
young,  was  born  in 
California.  These  Chi¬ 
nese  stand  high  in  the 
estimation  of  the  bus¬ 
iness  men  of  the  city. 

The  bank  transacts 
a  large  share  of  the 
business  of  this  city 
with  China  and  the 
orient,  and  especially 
the  business  of  the 
Chinese  of  San  Fran¬ 
cisco.  It  has  also  ab¬ 
sorbed  a  greater  part 
of  the  Russian  trade, 
and  does  a  good  busi¬ 
ness  in  exchange  on 
Russia,  and  in  ad¬ 
vances.  The  drafts  on  those  countries,  of 
course,  calk  for  the  currency  of  those 
countries. 

The  immense  trade  between  this  country 
and  Asia,  especially  China,  is  rapidly  in¬ 
creasing,  and  the  great  banking  institution 
at  St.  Petersburg  is  reaching  out  for  that 
trade  through  its  recently  established  branch 
in  San  Francisco.  The  same  plan  is  being 
carried  out  in  reference  to  the  far  eastern 


trade.  Each  branch  bank  adapts  itself  to 
the  business  conditions  and  the  customs  of 
the  country  in  which  it  is  located,  and 
employs  native  business  men  and  inter¬ 
preters  to  aid  in  conducting  its  financial 
operations. 

Each  local  branch  has  a  Commercial 
Department  which  fills  orders  for  the  pur¬ 
chasing  and  the  selling  of  all  kinds  df 

merchandise,  which  is 
bond  of  security 
to  those  who  do  not 
care  to  take  the  risk 
of  shipping  their 
goods  to  customers  in 
Asia  or  elsewhere. 
The  Commercial  De¬ 
partment  also  fur¬ 
nishes  information  as 
to  the  standing  and 
credit  of  business 
houses,  and  guards 
the  interests  of  for¬ 
eign  merchants.  The 
San  Francisco  branch 
also  has  a  Commer¬ 
cial  Department. 

The  employes  of 
the  bank  are  provided 
for,  in  emergencies, 
through  a  savings,  or 
“sinking”  fund:  Each 
employe  of  the  bank, 
and  its  brnaches,  must 
contribute  every  year 
a  stated  per  cent  of 
his  salary  toward  this 
fund.  The  bank,  and 
each  local  bank,  pays 
in  an  amount  equal  to 
the  total  paid  by  the 
employes.  In  case  of 
urgent  need  employes 
borrow  from  this  fund 
without  paying  inter¬ 
est.  Those  who  may 
be  connected  with  the  bank  for  ten  years  are 
given  special  favors  in  case  of  sickness,  or 
illness  of  their  families.  Upon  their  death, 
their  families  are  provided  for  by  pensions. 

The  parent  bank  of  this  great  interna¬ 
tional  institution  with  its  51  branch  banks, 
is  at  St.  Petersburg.  The  directors  are: 
Prince  H.  Oukhtomsky,  president;  A. 
Rothstein,  managing  director,  and  J. 
Hottinguer,  P.  Bark,  E.  Noetzlin,  L.  Davy- 
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doff,  D.  Pokotilow,  M,  Verstraete,  Th. 
Knoop,  A.  Wischnegradski.  The  great  suc¬ 
cess  of  the  institution  is  no  doubt  mainly 
due  to  Mr.  A.  Rothstein,  who  has  broad 
and  liberal  ideas  and  is  classed  as  one  of 
the  ablest  financiers  in  the  Russian  Em¬ 
pire.  The  bank  has  a  branch  in  Paris,  one 
at  Calcutta,  four  in  Japan — Yokohama, 
Nagasaki,  Kobe,  and  Hakodate.  It  has  18 
branches  in  China,  one  in  each  of  the  fol¬ 
lowing  principal  cities;  Shanghai,  Chefoo, 
Dalny,  Hailor,  Hankow,  Harbin,  Hong¬ 
kong,  Kalgan,  Kirin,  Kouantchendze, 
Mukden,  Newchang,  Ourga,  Pekin,  Port 
Arthur,  Teline,  Tientsin,  Tsitsikar.  These 
wellspread  branches  show  its  financial  ex¬ 
plorations  of  China.  It  also  has  a  repre¬ 
sentative  at  Teheran,  who  for  several  years 
has  been  endeavoring  to  get  railroad  con¬ 
cessions  from  the  Shah  by  loaning  money 
to  that  perpetual  borrower.  These  conces¬ 
sions  are  the  forerunner  for  a  branch  bank, 
which  will  not  doubt  soon  be  organized. 

The  bank  conducts  its  business  through 
the  circulating  medium  of  the  countries 
where  branches  are  located.  Throughout 
China  it  has  issued  its  bank  notes  in 
kuping  taels,  dollars  of  local  currency, 
Mexican  dollars,  and  in  tichochi,  or  “copper 
cash.”  The  branch  bank  in  San  Francisco 
conducts  its  business  in  United  States  gold 
coin. 

Its  prosperity  is  shown  in  the  statement 
that  the  general  turn  over  of  the  funds 
increased  from  nine  million  roubles  the 
first  year  to  eleven  and  a  half  million 
roubles  in  1902.  The  gross  profits  increased 
from  four  hundred  thousand  roubles  to 
seven  hundred  thousand.  The  net  profits 
increased  from  two  hundred  and  seventy-six 
thousand  to  four  million  roubles,  and  the 
deposits  increased  in  the  same  time  from 
twenty-two  million  to  four  hundred  and 
seventy-four  million  roubles,  round  num¬ 
bers.  In  1903  the  profits  were  four  million 
roubles,  round  numbers,  and  a  dividend  of 
eight  per  cent  was  paid.  This  dividend  has 
been  declared  for  the  past  five  years — the 
balance  of  the  earnings  being  carried  to  the 
reserves. 

Considering  the  comparatively  short  time 
that  this  bank,  and  its  net-work  of  branches, 
has  been  established,  this  is  a  remarkably 
good  balance  sheet,  and  is  especially  gratify¬ 
ing  to  the  stockholders — which  is  princi¬ 
pally  the  Russian  government.  The  shares 


are  confined  exclusively  to  the  Russian  and 
Chinese  governments. 

The  Russo-Chinese  banking  corporation 
has  about  eight  million  dollars  .invested  in 
buildings  and  building  lots.  When  it  de¬ 
sires  to  “Russianize”  a  special  'district,  or 
extend  its  financial  influence,  a  building  lot 
is  bought  and  a  fine  building;  especially 
adapted  for  its  banking  uses,  is  put  up. 
The  buildings  are  generally  of  stone.  Those 
at  St.  Petersburg,  Moscow,  Yokohama,  and 
Shanghai,  are  magnificent  structures.  The 
entire  building  is  occupied  by  the  bank,  it 
being  the  policy  of  the  corporation  not  to 
lease  any  portion  of  its  buildings,  nor  to 
occupy  a  leased  building  jointly  with  any 
other  corporation. 

Several  of  the  banks  at  the  seat  of  war 
are  temporarily  closed. 

The  Russo-Chinese  Bank  was  founded 
under  an  imperial  ukase,  issued  in  Decem¬ 
ber,  1895,  and  opened  the  following  month 
at  St.  Petersburg.  It  was  organized,  mainly, 
to  provide  for  the  needs  of  business  be¬ 
tween  Russia  and  China,  and  to  tighten  the 
Bear’s  grip  upon  the  Dragon  by  establish¬ 
ing  branch  banks  and  controlling  the 
finances  of  those  sections.  These  banks 
were  the  local  depositories  for  Russian 
funds  for  the  payment  of  labor  on  the 
Trans-Siberian  and  Chinese  Eastern  rail¬ 
roads,  both  of  them  Russian  enterprises. 
The  branches  also  bought  supplies  and 
gradually  absorbed  the  business  of  the  local 
institutions.  They  were  made  the  deposi¬ 
tories  of  the  taxes,  and  the  pay-offices  of 
the  local  Chinese  officials,  much  to  the  dis¬ 
satisfaction  of  officials  who  formerly  han¬ 
dled  the  cash,  and  waxed  fat  on 
“squeezes.”  The  capital  was  six  millions  of 
roubles,  or  three  millions  of  dollars.  The 
capital  was  soon  increased  to  twenty-seven 
million  roubles,  or  $13,500,000  in  United 
States  gold  coin,  fully  paid  up.  Besides, 
there  are  five  million  Mexican  dollars, 
equivalent  to  two  million  five  hundred  thou¬ 
sand  dollars,  American  gold,  paid  into  the 
bank  treasury  by  the  Chinese  government, 
described  as  “Participation  of  the  Chinese 
Imperial  Government.”  This  additional 
working  capital  forms  a  part  of  the  re¬ 
serve  fund,  and  represents  the  amount  of 
stock  in  the  Russo-Chinese  Bank  held  by 
the  Chinese  government,  and  on  the  same 
basis  as  the  other  shareholders. 

The  bank  has  developed  into  one  of  the 
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largest  international  banking  institutions 
in  the  world,  and  is  not  only  pushing  for¬ 
ward  its  business  to  facilitate  trade  in 
Asia,  but  also  in  France,  Japan,  India,  Cal¬ 
cutta,  the  United  States  and  far  off  Persia. 
For  the  moment,  however,  its  business  with 
Japan  is  a  different  kind  of  exchange. 
When  Russia  signed  the  Convention  of 
Evacuation,  an  imperial  order  was  issued 
immediately  for  the  establishment  of  three 
branch  banks  in  Manchuria,  and  special 
representatives  were  sent  to  the  principal 
towns  to  manage  the  banks  and  look  after 
the  railroad  which  traversed  that  province. 
Formerly,  different  bodies,  or  corporations, 
had  controlled  the  policy  of  Russia  in  that 
section,  but  now  it  was  to  be  placed  in  the 
hands  of  the  banks — the  branches  of  the 
Great  Bank  at  St.  Petersburg.  In  Man¬ 
churia,  especially,  Russia  has  introduced  its 
paper  currency,  and  largely  circulates  the 
one  rouble  and  the  five  rouble  notes. 

As  soon  as  the  bank  was  organized  it 
got  a  concession  from  the  Chinese  govern¬ 
ment  for  a  railroad  through  Manchuria, 
and  formed  the  “Chinese  Eastern  Railroad 
Company.”  This  “company”  was  the  Rus¬ 
sian  government.  It  is  also  noticeable  that 
this  bank  was  organized  about  the  time  the 
Trans-Siberian  Railroad  was  fi'.ished, 
which  links  its  European  system  with  the 
Pacific  coast  at  Vladivostock.  The  Trans- 
Siberian  road,  which  marks  an  era  in  the 
advancement  of  Russia,  crosses  Manchuria 
toi  Harbin,  and  extends  to  Mukden,  where 
a  branch  bank  was  established. 

The  “company”  formed  by  the  bank,  or 
rather  by  Russia,  for  the  purpose  of  build- 
italized  at  five  million  roubles.  The  greater 
portion  of  this  fund  was  controlled  by  the 
Russo-Chinese  Bank.  The  funds  for  the 
ing  the  Chinese  Eastern  Railroad,  was  cap- 
construction  of  the  road  were  raised  by 
bonds  guaranteed  by  the  Russian  govern¬ 
ment,  which  doubtless  held  many  of  them. 
It  was  shown  that  the  road  was  built  by  the 
government  through  this  bank,  in  a  report 
of  the  Minister  of  Finance,  which  referred 
to  “Loans  to  Private  Railroads.”  The 
bonds  were  issued  only  by  the  sanction  of 
the  Russian  Minister  of  Finance.  It  was 
stipulated  that  the  “company”  should  secure 
advances  on  bonds  “only”  through  the 
Russo-Chinese  Bank,  but,  the  Russian  gov¬ 
ernment  may  take  up  the  bond  issue  as  a 
loan  by  advancing  money  to  the  company 


as  needed  in  the  construction  of  the  road. 
It  was  further  provided  that  the  money 
received  for  the  bonds  should  be  kept  at 
such  places  as  may  be  designated  by  the 
Russian  Minister  of  Finance,  which,  of 
course,  was  the  Russo-Chinese  Bank,  or 
its  branch  banks.  The  local  tariff  on  duti¬ 
able  goods  from  other  parts  of  China  was 
abolished  in  Manchuria,  and  Russian  goods 
were  brought  in  free  over  this  road. 

Thus,  it  will  be  seen,  that  Russia’s 
weapon  in  the  conquest  of  Manchuria  was 
the  Russo-Chinese  Bank.  The  advance  and 
conquest  was  bloodless,  save  a  few  skir¬ 
mishes  to  protect  the  railroad.  Through 
the  Russo-Chinese  Bank  Russia  has  secured 
the  control  of  a  large  and  rich  province, 
and  built  one  thousand  miles  of  railroad, 
without  a  war  of  conquest  and  at  about 
one-fifth  the  probable  cost.  It  is  by  this 
weapon,  instead  of  by  cannons,  that  Russia 
extends  her  commerce.  She  advances  by 
railroads  and  banks,  while  other  countries 
invade  as  destroyers  of  property  and  life, 
and  attempt  to  force  their  religious  dogmas 
upon  a  people  whose  religion  is  perhaps 
equally  as  good  as  their  own. 

In  the  Russo-Chinese  Bank,  the  Russian 
government  has  the  means  and  the  financial 
power  to  do  everything  that  the  government 
in  its  official  capacity,  has  not  the  power 
to  do.  This  is  shown  in  its  18  branch 
banks  in  China,  three  of  which  are  in 
Manchuria — the  “Garden  spot  of  China,” 
and  perhaps  the  most  desirable  one  for 
“Russianizing.”  Outwardly,  and  so  far  as 
the  public  is  concerned,  it  is  a  private  cor¬ 
poration,  but  it  is  absolutely  and  entirely 
under  the  control  of  the  Russian  govern¬ 
ment,  as  its  articles  of  incorporation  show. 
Considerable  care  is  taken  to  impress  the 
public  that  it  is  as  much  of  a  Chinese 
bank  as  it  is  a  Russian  institution,  but 
China  is  a  comparatively  small  shareholder 
and  has  a  weak  voice  in  its  management, 
if  any.  Except  for  the  hyphenated  name, 
and  the  Two-Dragon  flag  over  the  build¬ 
ing,  it  may  as  well  be  named  a  Russian 
bank. 

In  the  Russo-Chinese  Bank  and  its 
branches  is  consolidated  two  opposite  sys¬ 
tems  of  banking,  or  rather  the  Russian  sys¬ 
tem  overshadows  that  of  China.  The  Chi¬ 
nese  Empire  has  no  national  banks,  has 
little  to  do  with  the  circulation  of  money, 
does  not  legislate  as  to  its  value,  and  per- 
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haps  is  the  only  government  in  the  world 
that  has  no  public  treasury.  The  banks  are 
private  institutions,  and  those  that  are 
selected  in  the  several  provinces  to  receive 
the  government  taxes  are  designated  “State 
Banks.”  The  government  is  supported  by 
each  of  the  18  provinces  paying  their  pro 
rata  to  each  of  the  numerous  “funds”  of 
the  budget.  The  value  of  the  money  is 
fixed  by  the  merchants  according  to  cus¬ 
tom  and  trade.  The  bank  receives  two  per 
cent  for  receiving  the  public  dues,  or  taxes. 
That  is  the  nearest  thing  to  a  national 
bank.  The  government  aids  the  bank  by 
permitting  the  deposits  to  remain  until  after 


LOU  SHOOK, 

Second  Comprador. 

the  New  Year  holidays  so  as  to  prevent  a 
panic,  in  which  case  only  the  bank  may 
use  the  government  funds.  At  this  time 
of  the  year  the  stringency  in  the  money 
market  usually  occurs  and  through  this 
governmental  aid  panics  are  very  rare. 

Another  important  point  in  Russia’s  bank 
diplomacy  is  that  the  branch  institution  at 
the  treaty  port  of  Newchang,  is  made  the 
depository  of  the  Chinese  revenue  customs. 
No  doubt  a  great  portion  goes  toward  the 
payment  of  China’s  debt  to  Russia!  New¬ 
chang  is  the  only  weak  spot  in  Russia’s 
financial  invasion  of  China,  and  in  order 


to  remedy  this  the  Russo-Chinese  Bank 
obtained  a  concession  for  a  railroad  with 
the  depot  at  a  bend  of  the  river  about  three 
miles  above  Newchang.  The  “depot 
grounds”  are  ample  for  a  new  town  site, 
and  too  large  for  the  needs  of  a  railroad. 
It  is  no  doubt  Russia’s  intention  to  start  a 
new  town  at  this  point,  which  would  be 
more  convenient  for  the  commerce  that  is 
brought  down  the  river  in  junks.  The 
Chinese  Eastern  Railroad  Company  gets  a 
concession  for  a  depot,  or  rather  a  new 
town,  and  the  bank  is  made  receiver  of  the 
customs.  They  are  both  one,  and  that  one 
is  the  Russian  government.  The  govern¬ 
ment,  through  its  bank  and  railroad  con¬ 
cession,  made  a  very  shrewd  maneuver.  It 
is  the  policy  of  Russia  to  conquer  by  finan¬ 
cial  methods,  and  peace,  which  is  far  more 
commendable  and  civilizing  than  by  deci¬ 
mating  the  people  and  impoverishing  a 
country  by  w'ar. 

Thus  it  will  be  seen  the  Russian  govern¬ 
ment  extends  its  national  banking  system, 
and  seeks  to  discourage  private  banks.  Its 
credit  system  has  always  been  conducted 
upon  a  uniform  method,  and  one  which  has 
always  conformed  to  the  political  policy 
of  the  government.  This  is  more  plainly 
seen  now,  than  at  any  other  time,  in  its 
new  system — the  Russo-Chinese  Bank,  and 
its  51  branches.  A  policy  of  this  govern¬ 
ment  is  to  constitute  itself  a  great  dis¬ 
penser  of  favors,  and  to  be  the  general 
manager  of  the  affairs  of  its  subjects.  It 
exercises  this  control  according  to  its  ideas, 
and  claims  that  its  desires  are  to  further 
the  public  interests,  whether  commercial  or 
banking.  From  its  earliest  commercial  his¬ 
tory  the  government  has,  practically,  con¬ 
trolled  the  banking  institutions,  and  through 
them  conducted  a  mercantile  business — 
mostly  imports  and  exports.  The  govern^ 
ment  banks  were  the  first  to  issue  paper 
money,  and  held  a  monopoly.  Then,  as 
now  with  the  Russo-Chinese  banks,  the 
government  was  responsible  for  all  the  acts 
of  its  bank  and  branch  banks.'  These  gov¬ 
ernment  banks  bought  and  sold  government 
securities.  They  also  loaned  on  merchan¬ 
dise,  to  the  extent  of  80  per  cent  of  the 
market  value. 

The  same  system,  to  a  large  extent,  pre¬ 
vails  in  Russia  now.  ■  ' 

The  Russian  government  authorizes  its 
banks  to  do  almost  everything,  or  anything, 
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that  its  policy  dictates.  In  China,  the  gov¬ 
ernment  practically  has  no  control  over 
the  banks,  which  are  private  corporations, 
and  are  not  controlled  by  any  special  law. 
The  bank  merely  pays  a  license,  and  organ¬ 
izes.  It  pays  another  tax  when  it  goes 
out  of  business,  in  order  to  get  its  name 
taken  from  the  register.  Nor  is  the  gov¬ 
ernment  responsible  for  the  currency  of 
the  country.  But,  the  government  seeks  to 
protect  depositors  by  beheading  defaulting 


more  than  three  per  cent  a  month  can  be 
legally  collected.  If  a  debtor  defaults  he 
is  beaten  with  many  blows  according  to  the 
amount,  and  this  is  repeated  monthly  until 
paid — a  compound  interest  with  a  ven¬ 
geance.  This  is  explained  by  the  custom 
of  loaning  money  without  security. 

The  tael  is  the  basis  of  all  money  trans¬ 
actions.  The  ingot  is  called  “sycee  silver,” 
and  the  larger  ones  are  shaped  like  a  Chi¬ 
nese  woman’s  shoe.  It  is  not  issued  by  the 


officials,  when  caught.  Also,  the  members 
of  his  family.  Consequently,  defalcations 
are  very,  very  rare !  Some  banks  discount 
their  own  bills,  and  share  with  borrowers 
the  profits  in  their  investments.  Loans  are 
made  at  a  higher  rate  than  is  paid  to  de¬ 
positors.  The  depositor  is  given  a  receipt, 
in  which  the  terms  are  stated.  Compound 
interest  cannot  be  legally  collected,  but  the 
prohibition  is  evaded  by  giving  a  new  note 
in  w'hich  the  interest  has  been  added.  Not 


government,  nor  does  the  government  au¬ 
thorize  its  circulation,  or  in  any  way  legal¬ 
ize  it,  yet  it  is  the  standard  money^  and  is 
received  by  the  government  for  taxes  and 
other  dues  at  the  valuation  placed  upon  it 
by  the  merchants.  While  it  is  the  standard 
of  values,  it  has  no  fixed  standard,  nor 
fixed  weight,  though  it  is  supposed  to  have 
both.  The  ingot  varies  in  fineness  and 
weight  in  different  provinces,  and  there  are 
several  kinds.  The  “wan  yin,”  or 
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“Shanghai  sycee” 
which  is  50  chanp¬ 
ing  taels,  is  almost 
pure  silver  and  is 
min(ted  from  Cali¬ 
fornia  silver.  The 
melters  put  their 
“chop,”  or  name, 
date,  weight  and 
premium,  upon  the 
ingot,  and  the  gov¬ 
ernment  officer,  who 
is  selected  by  the 
bankers,  inspects 
the  ingots,  and 
stamps  upon  them  in 
large  black  charac¬ 
ters,  their  weight 
and  premium.  He 
is  paid  a  fee  for 
each  ingot  inspected. 

The  ingot  is  sup¬ 
posed  to  contain 
916.66  pa^rts  salver 
in  one  thousand. 

Both  officers  are  responsible,  and  must 
answer  with  their  heads  for  the  correct¬ 
ness  of  their  stamps.  In  extraordinary 
instances  of  fraud,  the  entire  family  is 
beheaded. 

The  tael  is  issued  in  all  sizes  and  shapes, 
the  smallest  being  worth  about  70  cents, 
gold,  and  the  larger  ones  in  50,  100,  and 
in  250-ounce  ingots.  The  value  varies  with 
the  fluctuation  in  the  price  of  silver.  The 
tael  is  not  a  coin,  but  the  “money  of  ac¬ 
count,”  and  the  “unit  of  reckoning.”  The 
Shanghai  and  the  Hongkong  tael  are  nearer 
the  standard  value  and  weight  than  those 
of  any  other  province,  and  the  exchange 
on  China^  of  the  San  Francisco  Russo-Chi- 
nese  Bank  is  based  upon  these  units. 

As  in  the  case  with  Russian  banks,  the 
Chinese  banks  also  advance  money  on  mov¬ 
able  and  immovable  property,  and  merchan¬ 
dise,  and  exchange  precious  metals.  They 
also  negotiate  for  letters  of  exchange, 
charging  according  to  the  distance  from  the 
bank.  They  pay  interest  on  daily  deposits, 
and  a  depositor  may  get  an  “accommoda¬ 
tion”  double  the  amount  of  his  deposit,  the 
only  security  being  his  word. 

Their  system  of  clearing  is  remarkable. 
Each  depositor  is  given  a  book  in  which 
are  double  columns.  In  one  is  written  to 
his  credit  all  deposits.  In  the  other,  all 


transactions  the  de¬ 
positor  has  made. 
The  depositor  sends 
all  his  creditors  to 
the  bank  for  pay¬ 
ments  ;  also,  his 
book  at  the  clpse  of 
business  hours. 
Next  morning,  the 
book-keepers  of  the 
several  banks  meet, 
indicate  in  their 
books  the  several 
sums  to  be  paid  or 
received  for  their 
customers,  and  set¬ 
tle  the  balances  with 
cash. 

The  bank  soon  to 
be  established  by 
the  Chinese  mer¬ 
chants  in  the  “Chi¬ 
nese  quarter”  of 
San  Francisco,  will 
be  conducted  on  a 
system  similar  to  the  management  of 
banks  in  China,  with  the  exception  of  be¬ 
heading  defaulting  officials,  and  cudgeling 
delinquent  creditors  with  bamboo  poles. 
One  of  the  peculiar  methods  will  be  that  in 
reference  to  collecting  a  note  of  hand, 
and  which  is  the  method  in  China :  The 
seller  of  a  promissory  note  does  not  indorse 
it,  but  attaches  a  paper  stating  to  whom  he 
has  transferred  it.  When  the  second  holder 
desires  payment,  he  does  not  go  to  the 
drawee,  but  to  the  man  from  whom  he 
bought  it.  Should  the  note  pass  through 
three  or  four  hands,  each  one  attaches  a 
paper  stating  to  whom  he  has  transferred 
it.  Finally,  at  maturity,  the  holder  goes  to 
the  man  he  bought  it  from,  these  two  men 
go  to  the  next  in  line  of  descent,  and  so 
on  until  the  drawee  is  reached,  and  the 
note  is  paid.  Thus  each  one,  feeling 
bounden  for  the  note,  must  see  that  it  is 
paid,  and  each  man  “saves  his  face.” 

CHINESE  ACCOUNTS. 

A  Chinese  account  sheet  is  about  eight 
inches  long  and  four  in  width.  An  account 
is  shown  of  Mow  Lung  &  Co.,  against  me 
for  100  sacks  of  the  best  quality  of  rice,  at 
$3  per  sack.  The  motto  of  the  store  is 
“Wing  Hing.”  The  account  reads,  verti¬ 
cally,  beginning  at  the  right  hand  column. 


LEE  ELI, 

Assistant  to  First  Comprador. 
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This  column  is  similar  to  our  Mr.  - 

to  -  Dr.,  and  gives  the  amount  due, 

with  thanks  for  the  patronage.  The  middle 
column  expresses  the  100  sacks  of  rice, 
designating  its  superior  quality.  In  the 
red  stamp  above  is  marked  the  sale  price — 
$3  a  sack.  The  red  stamp  at  the  bottom  of 
this  column  expresses  the  total  amount  due 
— ‘Too  sacks  of  rice  at  $3  a  sack,  $300.” 
The  stamp  also  wishes  the  buyer  good  luck, 
or  some  other  similar  expression  that  the 
seller  may  think  of  at  the  moment  of  sale. 
These  stamps  are  placed  upon  the  account 
so  that  the  amount  due  cannot  be  changed, 
and  is  an  additional  guarantee  of  its  gen¬ 
uineness.  The  top  characters  on  the  col¬ 
umn  to  the  left  express  “California,  San 
Francisco,  30th  year,  10th  month,  12th  day.” 
(November  17,  1904.)  Time  is  dated  from 
the  present  reigning  Emperor.  The  four 
following  red  characters  express  the  name 
of  the  house,  and  the  last  characters  again 
express  the  total  due. 

The  monthly  statement  sheet  is  similar, 
excepting  that  it  is  about  an  inch  longer, 
and  the  above  account  is  expressed  in  two 


columns.  This  statement  was  made  out  to 
me  after  the  account  had  been  rendered. 
Only  one  stamp  is  used,  but  this  is  some¬ 
times  omitted,  as  the  stamp  is  simply  a 
guarantee  of  the  correctness  of  the  bill  ren¬ 
dered,  just  as  we  place  our  rubber  stamps 
on  bills,  or  the  banks  cut  out  the  amount 
of  a  check. 

These  statements  are  rendered  on  the  first 
of  each  Chinese  month.  Some  houses  do 
not  use  statements.  They  give  the  pur¬ 
chaser  a  bill,  and  charge  the  amount  upon 
their  day  book,  and  ledger  account.  On  the 
first  of  the  month,  the  collector  goes  around 
with  his  book,  and  when  the  bill  is  paid  he 
so  marks  it  on  his  book,  and  also  receipts 
and  stamps  the  account  which  he  gave  the 
purchaser  when  he  bought  the  rice. 

Their  method  is  simple,  and  varies  little 
from  the  American  custom  of  making  out 
accounts,  statements,  etc.  Those  who  use 
statements,  take  only  the  statements  while 
on  their  collecting  tour,  and  receipt  the 
statement,  also  the  account,  and  then  mark 
on  the  book  that  it  is  paid. 


Creating  a  Demand  for  Necessities 

P.ART  IV.  THE  EFFECT  OF  ADVERTISING  ON  THE  RELATIONSHIP  OF  PRO¬ 
DUCER,  DISTRIBUTOR  AND  CONSUMER  AND  THE  EVOLUTION  OF  MARKETS 

By  PAUL  W.  MINNICK 


PREVIOUS  articles  of  this  series  aimed 
to  show  how  general  advertising  ac¬ 
tually  creates  a  demand  for  articles 
that  may  be  termed  necessities  when  such 
articles  are  protected  by  means  of  a  brand 
or  trade-mark.  Various  phases  of  the  sub¬ 
ject  of  advertising  as  applied  to  this  prob¬ 
lem  have  been  discussed  at  some  length 
and  many  examples  of  successful  advertis¬ 
ing  have  been  cited  to  show  that  an  insistent 
demand  for  any  branded  article  classed  as 
a  necessity  may  be  created,  stimulated  oi 
sustained  as  the  conditions  of  the  distribu¬ 
tion  of  that  article  require.  Probably  no 
one  seriously  doubts  the  efficacy  of  exten¬ 
sive  advertising  in  accomplishing  these  re¬ 
sults.  Therefore  it  has  not  been  the  aim 
in  treating  this  subject  to  prove  that  adver¬ 
tising  can  be  made  to  pay  for  itself,  but 
the  discussion  has  been  carried  along  the 


lines  of  “treatment,”  or  “how  shall  the 
thing  be  accomplished?” 

With  successful  advertisers  the  question 
is  not  “shall  we  continue  to  advertise?”  but 
“how  shall  we  continue  to  improve  our  ad¬ 
vertising?”  By  the  same  token  it  would 
seem  that  the  advertising  solicitor  of  today 
would  better  spend  his  time  getting  new 
business  not  so  much  on  showing  the  head 
of  the  house  how  general  advertising  pays 
and  by  holding  out  hopes  of  large  returns, 
induce  him  by  glittering  generalities  to  en¬ 
ter  the  field,  but  rather  to  get  right  down 
to  “brass  tacks”  and  show  the  producer  a 
specimen  ad  for  his  own  article  with  an 
outline  of  a  plan  which  will  actually  ht 
into  and  meet  the  requirements  of  the  par¬ 
ticular  business. 

Anyone  who  is  in  toucE  with  advertising 
will  frequently  hear  the  plaint  that  so  and 
so  is  a  “back  number;”  that  he  knows  noth- 
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ing  about  advertising  and  that  he  could  not 
be  convinced  by  a  carload  of  facts  and  fig¬ 
ures  that  advertising  would  do  him  any 
good  whatsoever.  Business  men  are  as  a 
rule  of  the  “show  me”  variety  and  this  is 
necessary  for  their  own  protection  for 
scarcely  a  day  goes  by  without  a  proposi¬ 
tion  of  one  kind  or  another  turning  up 
which  aims  toward  a  betterment  of  the 
business.  Usually  these  come  from  men 
who  are  not  familiar  with  the  conditions  of 
the  business  itself.  The  head  of  the  con¬ 
cern  knows  this  because  he  has  often  dis¬ 
covered  after  a  few  minutes’  talk  that  the 
man  who  proposes  to  help  him  in  his  busi¬ 
ness  has  an  amazing  lack  of  knowledge  as 
to  how  this  could  actually  be  brought  about. 
And  yet  this  does  not  argue  that  business 
men  are  not  ready  to  grasp  an  opportunity 
to  better  themselves.  On  the  contrary,  any 
progressive  business  man  is  open  to  a  prop¬ 
osition  for  increasing  the  sales,  but  he  who 
makes  that  proposition  must  know  what  he 
is  talking  about. 

Therefore,  a  word  to  advertising  agents 
and  their  solicitors;  before  attempting  to 
convince  the  manufacturer  that  the  thing 
his  business  needs  is  advertising  make  a 
little  study  of  the  article  itself.  How  is  it 
produced;  how  distributed;  what  is  the  at¬ 
titude  of  the  various  handlers  of  this  arti¬ 
cle;  can  the  consumption  be  increased;  is 
it  on  sale  the  year  around  and  in  the  small 
towns  as  well  as  the  large  cities.  A  great 
many  of  these  facts  can  be  determined 
which  will  show  whether  or  not  the  article 
can  be  successfully  advertised  (for  there 
are  exceptions),  before  an  interview  is  ob¬ 
tained  with  the  producer.  The  more  knowl¬ 
edge  shown  of  the  conditions  of  the  busi¬ 
ness  the  more  importance  will  be  attached 
to  what  you  have  to  say  in  interviewing  the 
manufacturer.  Again  may  it  be  said — all 
men  are.  open  to  good  propositions.  Give 
them  a  definite  plan;  show  them  something 
tangible ;  show  them  a  case  of  a  success¬ 
ful  advertiser  as  nearly  parallel  to  their 
own  as  is  possible  to  obtain  by  a  thorough 
search  of  advertising  literature.  Ask  them 
to  start  advertising  in  a  small  way  and  if 
the  proposition  Is  a  right  one  for  advertis¬ 
ing  the  appropriations  will  take  care  of 
themselves. 

FORMER  CONDITIONS  OF  PRODUCTION. 

Prior  to  the  time  that  advertising  w55 
extensively  used  as  a  force  in  creating  and 
stimulating  business  the  producer  played 


the  least  important  role  in  the  whole  scheme 
of  production,  distribution  and  consump¬ 
tion  of  goods.  In  their  order  of  importance 
they  ranked  first,  jobber,  then  retailer,  then 
consumer,  and  last  of  all  the  producer.  The 
jobber  was  the  keystone  of  the  business 
arch.  He  rested  upon  the  manufacturer -on 
the  one  hand,  the  retailer  and  consumer  on 
the  other,  absolutely  dependent  upon  their 
existence  and  yet  without  him  neither  of 
the  other  parties  could  complete  the  arch. 
Under  these  conditions  the  manufacturer 
took  practically  all  the  risk  in  making  up 
goods.  The  jobber  usually  dictated  the 
styles  to  be  produced  and  even  controlled 
the  entire  output  of  one  or  more  factories 
in  which  he  had  no  material  investment. 

As  examples  of  this  condition  of  things 
we  may  cite  the  production  of  hats,  shoes 
and  soap,  where  the  output  was  formerly, 
and  is  still  in  some  cases,  sold  entirely 
through  jobbers,  and  in  some  instances  bore 
only  the  jobber’s  trade-mark,  giving  the  im¬ 
pression  that  he  was  the  actual  producer. 
Thus  the  marketing  of  the  factory’s  output 
depended  upon  many  things  besTdes  quality 
and  reputation,  viz.,  shrewd  salesmen, 
prices,  rebates,  concessions,  prompt  deliv¬ 
eries,  and  enterprise  in  bringing  out  novel¬ 
ties.  As  suggested  above,  under  these  con¬ 
ditions  few  articles  were  stamped  with  the 
maker’s  name  or  trade-mark,  the  jobbei 
claiming  all  distinction  for  getting  out  the 
goods  and  for  maintaining  the  quality. 

When  one  manufacturer  produced  some¬ 
thing  new  he  had  no  protection  whatsoever 
unless  he  could  patent  the  process  or  keep 
it  a  secret,  and  the  result  was  that  all  com¬ 
petitors  copied  a  successful  novelty  and  thus 
was  originally  robbed  of  its  just  recom¬ 
pense.  Collars  for  instance — all  makers 
had  certain  shapes  known  by  the  same  name. 
As  an  example,  there  was  a  collar  known 
as  the  “Senate”  style,  and  every  collar  man¬ 
ufacturer  made  a  Senate  collar  and  stamp¬ 
ed  it  very  much  the  same  as  his  competitors. 
The  retailer  merely  bought  so  many  Senate 
collars  of  the  first  jobber’s  salesman  who 
happened  along,  it  made  no  difference  to 
him  who  made  them. 

THE  CHANGE  EFFECTED  BY  ADVERTISINa 

It  was  not  long,  however,  before  manu¬ 
facturers  began  to  see  the  value  of  marking 
their  goods-  as  a  protection  to  any  particu¬ 
lar  feature  or  quality  which  they  main¬ 
tained  and  upon  which  they  prided  them¬ 
selves.  This  in  fact  was  one  of  the  earliest 
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forms  of  advertising  and  it  opened  up  the 
first  channel  to  the  consumer.  This  idea 
gradually  grew  in  importance  as  manufac¬ 
turers  attained  distinction  in  their  various 
lines  and  their  reputation  for  reliable  goods 
became  known  to  consumers.  From  this 
evolved  the  idea  of  modern  advertising 
which  announces  wares  under  a  copyrighted 
trade-mark  and  discourses  upon  their  merits, 
their  exclusive  qualities,  their  reliability. 

Manufacturers  quickly  perceived  the  fact 
that  it  was  to  their  interest  to  take  con¬ 
sumers  into  their  confidence;  to  establish  a 
reputation  for  honest  workmanship,  pro¬ 
gressive  ideas  and  full  value  for  the  price 
asked.  This  involved,  first,  a  scheme  of 
advertising  appealing  direct  to  the  con¬ 
sumer;  second,  the  fixing  of  certain  stand¬ 
ards  for  quality,  workmanship  and  fair 
dealing  (usually  also  a  guarantee  of  abso¬ 
lute  satisfaction)  ;  third,  the  absolute  main¬ 
tenance  of  these  standards,  and  a  policy  of 
not  only  keeping  the  quality  up  but  mak¬ 
ing  improvements  wherever  possible. 

The  logical  conclusion  of  such  relation¬ 
ship  established  between  manufacturer  and 
consumer  would  lead  to  direct  dealing  usu¬ 
ally  known  as  mail-order  business.  It  is 
not  the  intention  to  convey  the  idea  that 
advertising  will  eventually  bring  about 
mail-order  business  in  all  lines  which  will 
eliminate  the  retailer.  We  only  say  this  is 
the  logical  conclusion  of  the  tendency 
which  has  already  manifested  itself  and 
which  has  resulted  in  building  up  along 
these  very  lines  some  of  the  largest  busi¬ 
ness  concerns  that  this  country  has  known. 
There  is  more  than  one  mail-order  house 
in  this  country  manufacturing  a  large  pari 
of  its  own  product  and  dealing  only  direct 
with  consumers  on  a  cash  basis,  doing  up¬ 
wards  of  $20,000,000  yearly  business.  The 
success  of  such  an  enterprise,  however,  de¬ 
pends  upon  the  fact  that  people  in  smaller 
towns  and  rural  districts  are  unable  to  se¬ 
cure  from  their  local  dealers  the  goods 
which  they  desire  to  buy  and  which  they 
find  advertised  in  their  favorite  periodicals. 
This  is  largely  due,  as  was  indicated  above, 
to  the  successful  results  found  in  advertis¬ 
ing  direct  to  consumers,  but  it  is  also  due 
to  the  lack  of  enterprise  on  the  part  of 
local  dealers  in  failing  to  carry  in  stock 
goods  for  which  a  demand  has  been  cre¬ 
ated. 

It  may  be  said  with  perfect  safety  that 
the  vast  majority  of  people  prefer  to  deal 


with  their  local  merchants.  The  reason^ 
are  various  and  obvious,  principal  among 
them  being  the  fact  that  the  goods  are  not 
paid  for  until  seen ;  if  any  dissatisfactloii 
is  found  the  local  merchant  will  make  rep¬ 
aration;  and  lastly  the  existence  of  a  wtiy 
definite  sentiment  sometimes  called  civic 
pride,  which  means  patronizing  home  insti¬ 
tutions.  Therefore  if  the  local  merchant 
would  protect  himself  against  the  inroads 
of  large  mail-order  houses  let  him  be  ever 
so  quick  not  only  to  supply  the  demands  af 
his  trade,  but  to  keep  in  touch  with  the  dis¬ 
tribution  of  articles  that  are  being  intro¬ 
duced  and  pushed  bv  advertising,  and  actu¬ 
ally  anticipate  the  demand  which  will  in¬ 
evitably  make  itself  felt. 

With  the  relationship  established  between 
manufacturer  and  consumer  the  Importance 
of  the  jobber  in  the  general  scheme  of  mer¬ 
chandising  has  been  very  tnuch  minimized. 
He  is  now  glad  to  carry  the  articles  for 
which  a  demand  has  been  created  and  which 
is  making  itself  felt  through  the  retailer. 
So,  too,  the  retailer  Instead  of  looking  to 
the  jobber  for  the  lines  which  he  must  car¬ 
ry  to  satisfy  his  customers,  pays  more  heed 
to  the  demands  of  the  latter.  In  many  lines 
the  jobber  has  been  wholly  eliminated  by 
the  new  order  largely  brought  about  by  ad¬ 
vertising  and  the  adoption  of  trade-marks. 
At  the  present  time  shoes,  ready-made  gar¬ 
ments,  underwear,  hosiery,  corsets,  and 
many  articles  through  the  various  classes 
of  necessities  under  the  heads  of  clothing, 
household  goods,  and  general  utility,  are 
sold  direct  from  manufacturer  to  retailer 
whereas  formerly  these  same  goods  were 
made  up  exclusivelv  for  the  jobber  as  indi¬ 
cated  in  the  discussion  of  the  old  order  of 
merchandising. 

•  THE  VALUE  OF  THE  TRADE-MARK. 

Under  the  present  conditions  we  cannot 
lay  too  much  stress  upon  the  great  value 
of  the  copyrighted  trade-mark  as  a  protec¬ 
tion  not  only  to  manufacturer  and  con 
sumer,  but  to  the  retailer  as  well.  To  the 
latter  it  represents  an  insurance  of  "a  profii- 
able  sale;  it  means  no  deterioration  in  qual¬ 
ity;  a  guarantee  of  satisfaction  by  the  man¬ 
ufacturer.  The  laws  for  tlie  protection  of 
a  copyrighted  name,  brand  or  trade-mark 
are  clearly  defined.  When  properly  regis¬ 
tered  a  trade-mark  can  be  protected  against 
all  palpable  infringement  and  the  main  is¬ 
sue  in  contests  of  such  cases  before  the  law 
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is  the  question  of  intention  to  deceive  the 
public. 

If  the  demand  for  a  trade-marked  article 
has  been  built  up  by  extensive  advertising 
and  by  faithful  adherence  to  quality  in  the 
goods,  any  attempt  by  another  manufac¬ 
turer  to  infringe  on  the  original  maker’s 
rights  may  be  frustrated  in  the  courts.  And 
no  fair-minded  man  questions  the  justice 
of  this  protection.  Everyone  is  entitled  to 
the  earnings  of  his  labor  and  investment. 
Many  cases  of  infringement  have  been 
brought  into  court  and  some  of  the  largest 
advertisers  spend  annually  thousands  of 
dollars  in  protecting  their  rights.  Not  only 
is  a  manufacturer  protected  on  the  actual 
name  or  trade-mark  under  which  his  goods 
sell,  but  he  is  also  protected  on  the  style 
of  package,  the  label,  and  any  other  feature 
closely  connected  witlTlhe  identity  of  the 
goods  where  it  is  the  evident  intention  to 
deceive  the  buyer  and  take  advantage  of  a 
demand  already  created  by  another.  This 
condition  of  things  serves  as  a  protection 
to  the  consumer  as  well  as  the  manufac¬ 
turer.  When  the  reputation  for  any  brand¬ 
ed  article  has  been  established  it  greatly 
simplifies  marketing  and  there  is  always 
the  safety  of  the  manufacturer’s  guarantee 
either  expressed  or  impliedT. 

SOME  OBJECTIONS  TO  ADVERTISING. 

In  spite  of  the  advantages  easily  recog¬ 
nized  in  this  order  of  things  objections  are 
sometimes  made  to  advertising  as  a  gen¬ 
eral  or  economic  principle.  The  point  is 
raised  that  the  consumer  pays  for  the  ad¬ 
vertising  and  receives  no  benefit  therefrom, 
and  further  it  is  sometimes  contended  that 
the  quality  of  the  goods  suffers  by  reason 
of  expensive  advertising  in  which  the  pro¬ 
ducer  engages.  A  little  investigation,  how¬ 
ever,  will  show  that  this  view  is  short 
sighted.  Put  the  manufacturer  back  in'  the 
old  condition  of  merchandising  where  he 


was  not  sure  of  a  steady  demand,  where 
prices  were  subject  to  the  fluctuations  due 
to  keen  competition  in  securing  the  job¬ 
ber’s  business,  and  we  find  prices  high  com¬ 
pared  with  present  values. 

It  is  evident  with  an  established  demand 
created  by  advertising,  the  manufacturer 
can  produce  goods  at  the  lowest  possible 
cost.  Prices  are  fixed  by  adverlising  direct 
to  the  consumer  and  no  dealer  is  allowed 
to  sell  at  any  other  than  the  advertised 
price.  By  sending  ads  into  every  corner 
of  the  earth,  the  distribution  is  greatly  in¬ 
creased.  So  with  a  larger  volume  of  busi¬ 
ness,  and  with  a  factory  producing  goods 
at  the  lowest  possible  cost,  the  manufac¬ 
turer  can  save  more  than  the  amount  of 
the  advertising  appropriation  without  re¬ 
ducing  the  quality  in  any  respect.  Even  if 
we  were  to  admit  that  the  quality  of  the 
goods  might  be  improved  without  the  ad¬ 
vertising,  the  consumer  can  well  afford  to 
pay  a  slight  premium  on  any  article  whose 
quality  is  absolutely  guaranteed  by  the  ef¬ 
fect  of  the  advertising  and  which  might  be 
represented  as  insurance  against  fraud  and 
deception  offered  in  unknown  articles. 

The  scheme  of  merchandising  may  be 
considered  as  an  endless  chain  in  which 
the  producer  links  himself  to  the  consumer 
by  advertising.  This  brings  about  a  stand¬ 
ard  of  values,  a  reputation  of  long  stand¬ 
ing,  and  a  guarantee  of  satisfaction  which 
could  never  have  been  raised  to  the  present 
state  of  efficiency  and  honest,  frictionless 
dealing  without  the  great  force  represented 
by  advertising.  Advertising  is  not  only  the 
motive  power  in  many  lines  of  business, 
but  it  also  serves  to  grease  the  wheels  of 
industry  and  keep  them  running  full  time 
the  year  round  with  an  assured  profit  to 
every  handler,  from  the  inception  of  the 
raw  product  to  the  dealer  who  delivers  the 
goods  into  the  hands  of  the  consumer. 


Kilns  for  Drying  Hops. 


The  cultivation  of  hops  in  the  United 
States  is  limited  to  four  states,  namely, 
Oregon,  Washington,  California  and 
New  York.  The  production  in  1904  was 
distributed  as  follows : 


Bales. 

Oregon  .  93,000 

Washington  .  41,000 

California  .  63,000 

New  York  .  70,000 


Total  . 267,000 


At  an  average  weight  of  200  pounds  to 
the  bale,  and  figured  at  the  average  price  for 
the  season’s  market,  25c  per  pound,  the 
value  of  the  total  crop  of  hops  in  the 
United  States  amounts  to  $13,350,000, 
which  is  certainly  an  item  of  material  im¬ 
portance.  We  imported  about  12,000  bales 
of  German  hops,  equal  to  about  20,000 
American  bales,  the  former  being  in  larger 
and  heavier  packages.  The  German  pro¬ 
duct  is  used  by  most  brewers  in  giving  fla¬ 
vor  to  the  beer.  Twelve  cents  per  pound 
duty  is  levied  on  the  imported  article,  mak¬ 
ing  their  cost  much  higher  than  the  home 
article.  The  annual  consumption  in  the 
United  States  for  beer  making  amounts  to 
180,000  bales.  With  the  production  of  this 
country  at  267,000  bales  and  an  importation 
equal  to  20,000  bales,  we  have  a  surplus  on 
hand  annually,  and  to  carry  this  off  we 
look  to  England  to  come  into  our  market 
for  from  50,000  to  100,000  bales  annually; 


the  exports  so  far  to  the  mother  country 
for  the  past  crop  amounting  to  75,000  bales 
and  we  still  have  some  to  spare.  Climatic 
conditions  and  the  hop  louse  which  is  preva¬ 
lent  in  Europe,  are  the  governing  features 
of  the  European  yield  and  the  subsequent 
demand  from  the  United  States. 

The  prices  of  hops  fcr  the  past  three  years 
have  been  considerably  above  the  average. 
Former  prices  show  an  average  in  ten 
years  of  12^20  prior  to  the  exceptional  fig¬ 
ures  paid  for  the  past  three  crops.  At  this 
figure  there  is  a  fair  profit  for  the  pro¬ 
ducer,  especially  on  the  Pacific  coast  where 
crops  show  from  1,500  to  2,000  pounds  to 
the  acre.  Prices  have  averaged  25c  these 
past  three  years  and  the  result  is  a  brilliant 
one  for  the  growers,  most  all  of  the  farms 
now  being  clear  of  liens  and  incumbrances 
of  every  nature,  while  a  good  many  of  the 
growers  have  large  bank  accounts. 

The  purchase  and  sale  of  this  commodity 
is  carried  on  by  brokers  and  dealers,  who 
are  in  daily  communication  with  the  grow¬ 
ers,  either  for  the  purpose  of  trading  in  spot 
transactions  or  making  contracts  for  future 
delivery.  Under  the  latter  head  contract's 
are  often  made  for  a  term  of  three  or  five 
years,  at  a  stipulated  price,  irrespective  of 
the  market  price  at  the  times  of  delivery. 
This  is  a  speculative  basis ;  although  con- 
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siderable  speculating  is  resorted  to  owing 
to  the  daily  fluctuations  of  the  market.  The 
cable,  telegraph  and  telephone  enter  largely 
at  this  stage  of  the  business  as  deals  must 
be  consummated  with  quick  dispatch. 

The  hop  roots  are  planted  in  February 
or  March  and  a  fair  crop  is  harvested  the 
first  year  in  September,  but  after  the  roots 
are  two  years  planted  they  produce  a  full 
crop.  The  roots  will  bear  for  many  yeais. 
Thousands  of  men  and  women  are  engaged 
every  year  in  the  gathering  of  the  pungent 
little  cone  shaped  buds.  After  picking,  the 
hops  are  kiln-dried,  the  process  reducing 
three  pounds  of  green  to  one  pound  of 
dried.  They  are  then  packed  in  bales  of 
180  to  210  pounds  each,  in  24  oz.  burlap, 
for  which  a  reduction  of  five  pounds  per 
bale  is  allowed  for  tare.  The  hops  are  then 
ready  for  the  market,  and  a  skirmish  is 
made  to  take  deliveries  of  contracts,  and 
the  drawing  of  samples,  all  business  being 
done  by  the  samples.  The  hops  vary  greatly 
as  to  quality,  a  choice  quality  being  hops 
that  have  been  properly  cultivated  and 


planted  on  best  soil ;  hops  that  have  been 
picked  free  from  leaves  and  stems;  hops 
that  have  been  properly  cured  in  the  kilns — 
as  a  lack  of  drying  or  too  much  drying  af¬ 
fects  the  brewing  qualities.  The  main  hop 
buying  centers  in  the  United  States  are 
New  York  City,  San  Francisco,  Cal.,  Port¬ 
land,  Ore.,  and  Tacoma,  Wash.  Deliveries 
are  made  at  the  nearest  railroad  depots  or 
warehouse,  and  from  these  points  shipped 
to  the  brewing  concerns. 

Following  is  a  list  of  books  and  forms 
used :  stock  book,  with  contract  summary ; 
cash-journal,  purchase  and  sales  journal, 
sample  records  (card  form)  ledger,  invoice 
copy  book,  petty  cash,  journal-day  book, 
telegraph  cipher  code. 

OPERATING  THE  BOOKS  AND  FORMS  IN  USE. 

SAMPLE  CARDS. 

As  samples  are  sent  in  by  the  growers  or 
buyers  they  are  placed  on  shelves  in  sample 
room,  and  each  sample  given  a  number  in 
rotation  as  it  arrives.  Each  card  holds  ten 
numbers.  A  colored  dividing  card  placed 
between  the  regular  cards  makes  it  easy  to 
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handle  the  same,  when  any  particular  num¬ 
ber  is  to  be  looked  up.  When  the  samples 
are  sent  out  a  card  is  made  out  in  the 
name  of  party  to  whom  same  is  sent,  to¬ 
gether  with  particulars  as  gleaned  from 
letter,  and  then  filed  ahead  in  card  case  to 
date  of  expected  answer.  Lots  sold  should 
be  immediately  stricken  from  number 
cards  and  when  a  sale  is  made  the  card 
which  was  made  out  at  time  samples  were 
sent  should  be  marked  “Sold”  and  placed 
in  separate  card  box.  This  leaves  only  the 
live  cards  in  sample  box — this  being  the 
aim  of  all  card  or  loose  leaf  work. 

CONTRACTS. 

Made  either  for  specific  lot  of  hops  or 
for  hops  to  be  grown  for  future  delivery. 
Care  is  taken  to  place  the  number  of  bales 
at  a  figure  that  will  admit  of  no  doubt  of 
that  quantity  being  grown.  Examination  is 
made  at  delivery  by  representatives  of  pur¬ 
chaser,  all  hops  falling  short  of  standard 
quality  being  immediately  rejected.  The  ex¬ 
amination  of  hops  is  very  strict  for  the 
slightest  damage  quickly  permeates  the  en¬ 


tire  bale.  Particular  stress  is  also  laid  on 
the  dates  and  amounts  of  advances  to  be 
made  to  the  grower.  Besides  this  the  con¬ 
tract  shows  bales  bought,  where  grown,  size 
of  bale  and  method  of  packing,  price  and 
mode  of  payment,  interest  charges,  pro¬ 
vision  for  insurance.  The  contract  also 
operates  as  a  mortgage  in  favor  of  the 
buyer  so  that  he  is  protected  against  all 
losses.  Sworn  to  before  a  notary  and  re¬ 
corded  in  the  county  in  which  the  goods 
are. 

CONTRACT  SUMMARY  AND  STOCK  BOOK. 

As  details  of  the  contracts  are  ascer¬ 
tained  they  are  entered  in  the  summary 
which  needs  to  be  but  a  number  of  loose 
leaves  inserted  in  the  forepart  of  the  stock 
book.  Here,  as  in  the  contract,  the  dates 
and  amounts  of  advances  are  inserted  to¬ 
gether  with  the  number  of  acres  each 
grower  has  under  cultivation,  all  of  which 
information  is  necessary  for  the  buyer.  Each 
lot  of  goods  has  a  separate  page  in  the 
stock  book  so  that  sold  lots  can  be  trans¬ 
ferred  to  another  binder.  By  this  loose  leaf 
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Picking  in  Hop  Fields. 


plan  each  year’s  work  can  be  kept  separate. 
From  the  warehouse  receipts  all  informa¬ 
tion  is  gained  as  to  weights  and  bales  re¬ 
ceived  from  growers  and  the  invoice  copy 
book  gives  the  information  for  the  right 
hand  or  sold  side  of  the  stock  book  page. 
The  stock  book  is  divided  into  sections 
corresponding  with  the  warehousing  sec¬ 
tions  used  by  the  dealer.  The  sheets  used 
to  divide  the  book  into  sections  are  ruled 
so  that  each  month  the  balances  as  ascer¬ 
tained  from  balance  columns  can  be  drawn 
off  and  amount  of  bales  for  each  section 
shown.  Total  must  agree  with  grand  bal¬ 


ance  as  shown  in  the  purchase  and  sales 
journal.  On  the  reverse  side  of  each  page 
used  in  the  stock  book  is  a  summary  for 
finding  the  gross  profit  (or  loss  perhaps) 
on  each  lot  of  hops.  This  shows,  total 
purchase  cost,  insurance,  storage,  freight 
and  drayage,  estimated  interest  on  invest¬ 
ment,  and  estimated  cost  for  buyer’s  ex¬ 
penses.  Deducted  from  the  selling  total 
gives  the  gross  profit. 

INVOICE  COPY  BOOK  AND  WEIGHT  SHEET. 

Accompanying  every  invoice  is  a  weight 
report,  also  copied  in  the  invoice  copy 
book.  Ledger  charge  is  made  from  this 
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book.  Number  of  bales,  weights,  etc., 
posted  to  stock  book^  also  to  the  sales  jour¬ 
nal  for  ascertaining  total  transactions  for 
month. 

PURCHASE  AND  SALES  JOURNAL. 

The  total  of  the  amount  of  hops  pur¬ 
chased  each  month  is  debited  to  “Hops” 
account  in  general  ledger  and  credited  to 
“Growers”  account  in  same  book.  Total  of 
sales  is  debited  to  “Accounts  Receivable” 
and  credited  to  “Hops.”  On  the  first  page 
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of  this  book  is  printed  columns  for  the 
monthly  totals  of  hops  received  and  sold 
so  that  the  monthly  balance  of  hops  on  hand 
can  be  ascertained.  This  balance  must  of 
course  agree  with  the  balances  of  the  dif¬ 
ferent  sections  as  ascertained  from  stock 
book. 

JOURNAL-DAY  BOOK. 

Enter  charges  for  interest  on  advances 
to  growers,  rebates  or  adjustments  and 
such  items  that  cannot  be  put  through  the 
cash  book.  Also  enter  in  this  book  the  ac¬ 
counts  payable  for  supplies  purchased  for 
growers.  The  book  is  ruled  with  columns 
for  the  different  headings  so  that  but  one 
posting  for  each  is  made  to  the  accounts  in 
the  general  ledger. 

CASH  BOOK  AND  PETTY  CASH. 

The  cash  book  is  ruled  for  all  the  neces¬ 
sary  headings  to  simplify  the  posting.  At 
the  same  time  the  cash  book  will  be  found 
to  be  the  medium  through  which  most  of 


the  entries  are  made  as  the  business  done 
is  largely  cash.  Commission  column  shown 
on  both  debit  and  credit  side  as  brokers  are 
allowed  one-half  cent  per  pound  on  sales 
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made  of  other  brokers’  goods  so  that  a 
dealer  or  broker  will  both  make  and  pay 
out  commission.  Administrative  expenses 
are  divided  into  two  parts  for  better  show¬ 
ing  of  detailed  summary  of  the  business. 

HOP  TRADING  ACCOUNT. 

Total  purchases 
Freight  and  drayage  in 
Insurance  and  storage 
Buyers  expenses 
Gross  profits 
Sales  and  Inventory. 

PROFIT  AND  LOSS  ACCOUNT. 

Commissions  (if  against) 

Drayage  out 
Administrative 
Interest  and  Exchange 
Expressage 

Discounts  (on  purchases) 

Net  profit 
Cross  Profit 
Interest  (growers) 

Commissions  (if  our  favor) 

Strong  on  System. 

At  a  certain  coal  mine  down  in  New 
Mexico  the  superintendent  was  greatly  an¬ 
noyed  from  time  to  time  by  employes  mov¬ 
ing  into  and  out  of  the  company’s  houses 
without  due  notification  of  their  frequent 
changes  of  domicile.  It  became  quite  im¬ 
possible  to  keep  the  rent  accounts  straight 
on  the  office  books,  and  finally  the  superin- 
tendant,  in'  his  exasperation,  resolved  upon 
stringent  measures.  He  therefore  posted 
the  following  notice,  which  is  given  ver¬ 
batim — orthography,  syntax,  and  all : 

february  the  11th. 

Notice  to  all  employes 
aney  Person  or  Persons  that  Mooves  into  A 
house  Without  My  Consent  shall  be  Put 
Out  Without  anney  Cemmony. 

Dam  it  i  Must  and  Will  have  some  Sis- 
tom. 

(Signed.)  Hen  Filster. 

— Los  Angeles  Times. 


Credit  Information  for  the  Retailer 

ROUGHLY  OUTLINING  A  PLAN  FOR  MAKING  CREDIT  RISK  AND  THE 
WORK  OF  COLLECTION  EASIER  BY  THE  PRACTICE  OF  CO-OPERATION 

By  H.  L.  hall 


WHILE  every  retail  dealer  would  wel¬ 
come  the  day  of  cash  transactions  the 
time  when  cash  trade  could  be  made 
universal  seems  far  distant.  If  a  retail 
merchant  must  give  credit,  some  means  of 
gathering  and  distributing  credit  informa¬ 
tion  is  a  necessity. 

The  logical  means  for  this  purpose  would 
seem  to  be  the  local  association.  The  draw¬ 
back  is  in  the  fact  that  it  is  difficult  to  get 
uniformity  of  action  among  all  the  lines  in¬ 
terested. 

Grocers’  associations  are  common.  Meat 
dealers  are.  also  quite  generally  to  be  found 
with  efficient  organizations  but  there  is  a 
lack  of  co-operation  among  other  lines  of 
trade  and  as  there  seems  to  be  no  one  to 
take  hold  of  the  matter  in  many  commu¬ 
nities,  trade  associations  of  all  sorts  lack 
the  effectiveness  they  should  possess.  Or¬ 
ganizations  of  retail  dealers  need  not  be 
trade  combinations  by  any  means.  It  is 
not  necessary  that  they  should  take  any 
part  in  fixing  prices  if  it  is  not  deemed  ad¬ 
visable  for  them  to  do  so,  but  there  are 
any  number  of  trade  abuses  which  will  be 
easily  regulated  by  such  a  body  without  the 
evil  effect  which  individual  action  would 
have. 

As  an  instance :  The  writer  has  in  mind 
a  city  of  about  one  hundred  thousand  where 
14  laundries  did  business,  or  tried  to.  The 
credit-giving  plan  became  a  nuisance  and 
a  source  of  much  loss  and  there  seemed  to 
be  no  way  in  which  individual  effort  could 
improve  matters  much. 

An  organization  of  the  loosest  sort  was 
decided  upon  for  the  sole  purpose  of  put¬ 
ting  a  stop  to  credit-giving  and  to  make 
the  action  unanimous.  A  meeting  was  held 
and  officers  elected  and  at  the  very  first 
meeting  a  resolution  was  unanimously 
agreed  upon  to  the  effect  that  no  more 
credit  was  to  be  given  to  anyone  under  any 
circumstances. 

The  notice  regarding  this  move  was 
mailed  to  each  customer  of  each  concern 


and  each  notice  was  signed  by  every  laun¬ 
dry  in  town.  It  awakened  the  most  in¬ 
tense  feeling  in  some  quarters  of  course. 
Many  a  laundry  lost  good  customers  but 
what  harm  did  that  do?  A  man  must  get 
his  shirt  washed  somewhere  and  it  amount¬ 
ed  to  a  simple  exchange.  A  few  of  A’s 
customers  went  to  B  and  vice  versa.  No 
real  permanent  change  in  the  amount  of 
business  done  took  place  but  the  credit  sys¬ 
tem  was  dead — and  remained  dead. 

This  was  a  lesson  to  the  proprietors  and 
managers  concerned  and  the  temporary  or¬ 
ganization  became  permanent.  Many  a 
trade  abuse  has  since  been  remedied  with¬ 
out  friction  through  its  aid  and  there  is 
no  chance  of  its  ever  becoming  a  “dead 
one.” 

Abolition  of  credit  may  not  even  be  ad¬ 
visable  in  some  places,  but  regulation  most 
surely  is  desirable  and  the  association  fur¬ 
nishes  the  proper  engine  for  its  accomplish¬ 
ment. 

In  a  large  city  it  may  not  be  possible  to 
get  all  the  dealers  in  one  line  into  one  or¬ 
ganization  but  it  ought  not  to  be  difficult 
to  get  all  in  one  neighborhood  or  section 
to  get  together  nor  need  it  be  hard  to  ar¬ 
range  for  co-operation  between  the  sep¬ 
arate  organizations. 

It  lis  sometimes  found  that  retailers  feel 
that  they  are  divulging  too  much  of  their 
business  in  giving  the  necessary  credit  data 
on  inquiry.  This  feeling  is  unjust.  If  one 
of  your  customers  is  asking  credit  else¬ 
where  it  must  be  because  he  does  not  get 
right  treatment  from  you  or  because  you 
do  not  get  right  treatment  from  him.  In 
other  words  he  wants  to  change  because  he 
thinks  he  can  get  better  service  elsewhere, 
or  else  because  he  owes  you  and  cannot 
pay. 

If  the  first  supposition  is  correct  the 
remedy  for  you  lies  far  behind  the  credit 
question  as  you  will  admit.  If  the  second  is 
the  true  one,  the  information  you  must 
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give  will  shut  him  off  from  any  possibility 
of  credit  elsewhere. 

The  cost  of  maintaining  a  credit  bureau 
is  extremely  small  and  when  the  cost  is 
compared  with  the  result  attained  it  will  not 
be  considered  for  a  moment.  In  its  sim¬ 
plest  form  a  retail  credit  bureau  is  simply 
the  exchange  of  information  between  those 
interested.  A  man  applies  to  A,  we  will 
say,  for  a  weekly  or  monthly  credit.  He 
has  been  carrying  such  an  account  with  B 
possibly.  Now  A  wants  to  know  not  only 
how  B  has  been  paid,  but  he  wants  to 
know  also  that  the  party  has  not  had  a 
less  favorable  record  with  C  or  D. 

It  is  perfectly  clear  that  the  customer 
who  has  paid  B  promptly  is  not  going  to 
advertise  the  fact  that  he  failed  to  pay 
someone  else  as  he  should.  Hence  the  in¬ 
formation  must  come  from  C  or  D  direct. 
The  information  would  be  easy  to  get  if  A 
knew  just  where  to  ask  for  information, 
but  it’s  two  to  one  he  does  not.  The  logi¬ 
cal  thing,  then,  is  to  ask  a  general  ques¬ 
tion  of  all  the  other  dealers — and  this  is 
easily  done  through  the  credit  bureau. 

The  bureau  must  provide  a  central  point 
where  all  these  inquiries  must  be  directed 
and  from  whence  the  general  inquiry  goes 
forth  each  day.  Of  course  responses  are 
sent  to  the  same  place  and  are  distributed 
from  there.  In  some  cases  the  leading 
jobber  will  be  found  to  be  willing  to  lend 
his  aid  in  handling  this  detail  but,  if  not, 
one  employe  at  a  salary  of  $100  a  month 
with  a  stenographer  as  an  assistant  will  be 
sufficient  to  handle  all  the  details. 

Each  member  is  given  a  number  and  this 
number  is  used  as  an  identification  instead 
of  the  name  in  all  inquiries,  thus  no  mem¬ 
ber  answering  an  inquiry  need  or  can  know 
who  it  is  making  it.  We  will  say  that  A 


has  an  inquiry  to  make.  He  simply  asks 
for  reports  on  John  Smith,  sending  his  re¬ 
quest  to  the  officer  in  charge.  This  request 
is  tabulated  and  with  all  other  requests  re¬ 
ceived  the  same  day  is  type-written  and 
duplicated,  by  some  convenient  means,  as 
many  times  as  may  be  necessary.  A  rec¬ 
ord  of  the  request  is  kept  and  the  notice 
sent  out  takes  a  very  simple  form,  thus : 

“What  is  your  experience  as  to  credit 
with : 

John  Smith — R.  R.  Clerk  A.  B.  &  M.  R. 
R. — 122  James  St.  ? 

Charles  Rollo — Insurance  Agent,  819 
Boyle  Bldg.  M.  M.  STOKES, 

Actuary,” 

This  is  responded  to  by  B,  C  and  D 
thus : 

“John  Smith,  122  James  St.  Weekly 
credit.  Limit  $15.  Good  pay  until  3 
months  ago.  Now  slow.  Would  not  ad¬ 
vise  new  account.” 

This  is  varied  in  every  instance  of  course 
according  to  the  actual  experience  of  the 
members  responding  and  the  total  returns 
are  gathered  in  comprehensive  form  thus : 

“John  Smith,  122  James  St.  R.  R.  Clerk 
A.  B.  &  M.  R.  R.  Experience  reported  as 
follows : 

1:  Weekly  account — limit  $15;  good  until 
last  3  months.  New  account  not  advised. 

2 :  Account  with  this  party. 

3,  Sold  limited  amounts  cash  only. 

4 :  Sold  small  weekly  account ;  very  slow. 
Now  trying  to  collect.  Shall  probably  gar¬ 
nishee.” 

There  is  every  chance  to  make  this  al¬ 
most  an  absolute  safeguard  against  pos¬ 
sible  operation  of  the  “dead-beat”  if  the 
individual  member  will  but  be  honest  in 
his  reports. 


A  System  of  Factory  Records 


factory  records  and  cost  system  employed 

BY  THE  JOHNSTON  HARVESTER  COMPANY,  ONE  OE  THE  LEADING  MANU 
FACTURERS  OF  AGRICULTURAL  IMPLEMENTS  IN  TH^  COUNTRV 


By  J.  B.  GRIFFITH 


ECENTLY  it  was  the  privilege  of  the 
writer  to  visit  the  plant  of  the  Johns¬ 
ton  Harvester  Co.  at  Batavia,  N.  Y., 
and  to  examine  the  plan  under  which  the 
plant  is  organized  and  the  methods  of  de¬ 
termining  the  cost  of  production.  This  is 
one  of  the  largest  plants  in  the  country 
manufacturing  agricultural  implements  and 
the  system  of  factory  organization  and  rec¬ 
ords  is  one  that  could  be  studied  with  profit 
by  manufacturers  in  this  and  other  lines. 

The  system  is  a  practical  one,  having 
been  worked  out  by  the  management,  as¬ 
sisted  by  the  department  heads  and  fore¬ 
men,  to  meet  the  requirements  of  the  busi¬ 
ness.  To  quote  one  of  the  department 
heads :  “A  few  years  ago  there  was  no  sys¬ 
tem,  but,  gradually,  systematic  methods 
have  been  introduced  until  now  the  entire 
plant  is  conducted  under  one  efficient  plan.” 
The  system  has  been  evolved  from  practical 
experience  rather  than  from  theory,  and  is 
undergoing  constant  changes;  the  manage¬ 
ment  being  willing  at  all  times  to  introduce 
any  idea  that  will  tend  to  more  perfect  rec¬ 
ords. 


The  factory  system  is  centered  in  the  su¬ 
perintendent’s  office,  he  having  absolute 
control  of  the  manufacturing  end  of  the 
busine.ss.  From  the  time  of  delivery  of 
raw  material  and  the  receipt  of  orders  for 
the  manufacture  of  given  machinery  to  the 
completion  of  the  product  for  shipment,  all 
details  are  in  the  hands  of  the  superin¬ 
tendent.  In  his  office  he  employs  a  force  of 
clerks  to  keep  all  factory  records,  and  in 
figuring  co.sts  his  .system  takes  into  consid¬ 
eration  only  those  items  of  expense  incurred 
while  the  work  is  under  his  supervision. 
Selling  costs  are  not  included,  this  very 
properly  being  considered  an  expense 
chargeable  to  the  sales  department  only. 
The  superintendent  said  to  me:  “I  don’t 
ever  know  the  selling  price  of  many  of  our 
machines,  and  I  don’t  need  to  know.  It  is 
my  business  to  produce  the  machines  at  the 
lowest  possible  cost;  then  it  is  ‘up  to’  the 
sales  department,  knowing  the  cost,  to  sell 
the  goods  at  a  profit.” 

In  addition  to  ascertaining  the  direct  cost 
of  producing  the  machine,  the  system  in- 
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eludes  every  item  of  expense  in  the  mainte¬ 
nance  of  'the  factory  and  its  equipment.  All 
such  items  are  charged  directly  to  the  pro¬ 
per  accounts  and  are  in  the  end  incorpor¬ 
ated  in  the  cost  of  production  figures  in  the 
distribution  of  general  expense  items. 

A  very  desirable  feature  of  this  system  is 
that  it  determines  the  cost  of  operation  of 
each  separate  department.  If  the  foreman 
of  one  department  performs  work  for  an¬ 
other  department  he  is  sure  to  be  careful 
in  making  a  proper  charge,  knowing  that 
otherwise  it  will  be  charged  to  him.  When 
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a  foreman  succeeds  in  reducing  the  general 
expense  of  his  department  it  is  sure  to  show 
up  on  the  cost  sheet  and  the  company  is 
quick  to  recognize  the  fact  in  a  suitable 
manner.  This  creates  an  interest  on  the 
part  of  every  foreman  and  instills  in  him  an 
ambition  to  conduct  his  department  as  eco¬ 
nomically  as  possible. 

In  a  great  many  cost  systems  there  is  a 
noticeable  discrepancy  in  the  amounts 
charged  for  general  work  or  general  ex¬ 
pense.  This  is  not  due  so  much  to  the 


fact  that  an  insufficient  amount  i.s  charged 
as  to  the  fact  that  certain  accounts  are  made 
to  bear  too  great  a  share  of  the  burden. 
This  is  usually  caused  by  a  lack  of  explicit 
instructions  to  the  foreman;  the  proper  dis¬ 
tribution  being  left  to  their  judgment. 

To  overcome  this  difficulty  the  company 
has  issued  to  its  foremen  a  general  instruc¬ 
tion  book  in  which  each  account  is  named 


Requisition  No .  . 

"Wanted  from  STOCK  ROOM 


Location . 

Machine .  ; 

t 

. Foreman  . Dept.  ' 

•  *  •  •  _  -  » 

Form  II. 

and  the  items  chargeable  to  that  account 
clearly  defined.  Each  account  is  designated 
by  a  number,  these  numbers  being  shown 
in  the  instruction  book.  The  foreman  is 
cautioned  to  see  to  it  that  each  workman 
rnakes  out  a  time  slip  for  each  job  and 
charges  the  time  to  the  proper  order  num¬ 
ber  or  account.  The  specific  instructions 
governing  time  slips  are ; 

SPOILED  PARTS 

In . Department 

For  the  week  ending . 

. Foreman 

All  defective  and  spoiled  parts  must  be  reported 
once  a  week  on  this  slip  to  the  Stock  Department. 


Batavia,  N.  Y., . 190.. 


Pieces 

Pattern 

HOW  SPOILED 

Form  III. 


1.  Whenever  possible  have  time  slips  made  out 
against  some  particular  piece. 

2.  When  not  possible  to  charge  apinst  the 
piece,  charge  to  the  machine  in  which  it  is  used. 

3.  When  not  chargeable  directly  to  a  piece  or 
a  machine,  charge  to  the  proper  general  account. 

4.  When  the  work  is  being  done  on  memo, 
order,  have  the .  time  slip  made  out  giving  the 
proper  general  account  number,  also  state  for 
which  department  work  is  being  done.  When  not 
chargeable  directly  to  a  department  simply  state 
“general.” 


Johnston  Machine  in  Indiana 
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The  order  numbers  or  accounts  are 
grouped,  the  first  group  being  general  ac¬ 
counts,  the  second  the  names  of  the  vari¬ 
ous  departments  and  the  third  the  various 
machines  and  parts  of  machines  manufac¬ 
tured. 

The  first  group  includes  such  accounts 
as  Patterns,  Experimental,  Tool  Account, 
New  Machinery,  Repairs  to  Machinery,  Re¬ 
pairs  to  Buildings,  Plant  Equipment,  Re¬ 
pairs  to  Plant  Equipment,  etc.  Eollowing 
each  of  these  accounts  are  specific  instruc¬ 
tions  as  to  just  what  labor  should  be 
charged  to  that  particular  order  number. 

As  illustrations  of  these  instructions  we 
quote : 

9002  Experimental.  All  labor  on  or  for  new  ma¬ 
chines  or  established  machines  that  are 
being  remodeled. 

9006  Repairs  to  Machinery.  All  labor  expended 
in  the  repairs  of  established  machinery. 
Includes  countershaft  and  molding  ma¬ 
chines. 

9021  Plant  Equipment.  All  labor  and  material 
expended  in  the  construction  of  new  line 
shafting  and  fixtures,  permanent  fixtures, 
closets,  elevators,  all  kinds  of  piping,  all 


kinds  of  wiring,  and  power  plant  in¬ 
cluding  engines.  Special  Job  Order  No. 
will  be  issued  if  occasion  demands. 

These  general  accounts  are  28  in  num¬ 
ber,  running  from  9001  to  9028  with  sev¬ 
eral  numbers  left  blank  for  the  addition 
of  new  accounts. 

Next  follow  the  numbers  representing  the 
different  departments  or  shops,  such  as 
9050  Machine  Shop  No.  1,  9051  Header 
Room,  9052  Tool  Room,  9053  Machine  Shop 
No.  2,  etc.  The  instructions  for  charging 
labor  which  are  the  same  for  all  depart¬ 
ments  read ; 

“All  labor  not  directly  chargeable  to  a  piece, 
machine  or  memo,  order,  such  as  sweeping,  wheel¬ 
ing  and  similar  work.” 

In  the.  third  group  which  comprises  the 
different  machines  manufactured,  one  num¬ 
ber  is  used  to  indicate  the  machine  itself 
and  other  numbers  for  the  various  parts. 
'  As  an  illustration  we  take  the  fir.st  machine 
on  the  list. 

9102  Corn  Cultivator. 

9103  Disk  Attachment  for  Corn  Cultivator. 

9104  Levelers  for  Corn  Cultivator. 
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Johnston  Machine  in  Ohio.  Johnston  Machine  in  Denmark. 
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9105  Spring  Tooth  Attachment  for  Corn  Culti¬ 
vator. 

The  instructions  for  charging  labor  in 
each  case  read,  “All  labor  not  chargeable 
to  a  piece,  charge  to  the  number.” 

In  addition,  a  number  is  assigned  each 
piece  which  goes  to  make  up  the  various 
parts  of  a  machine.  It  will  be  readily  seen 
from  this  brief  description  that  provision 
is  made  for  charging  all  labor  to  the  ex¬ 
act  account  on  which  it  is  expended,  and 
the  system  of  order  numbers  with  the  ex¬ 
plicit  instructions  given  in  the  instruction 
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. Foreman 
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Form  VI. 

book  makes  it  reasonably  certain  that  all 

labor  will  be  charged  to  the  proper  account. 

The  system  also  renders  it  an  easy  matter 

to  ascertain  the  exact  cost  of  conducting 

each  and  every  department. 

In  explanation  of  the  “memo,  order”  to 

which  reference  has  been  made,  we  quote 

from  the  instruction  book; 

“Memorandum  Orders  are  for  use  in  obtain¬ 
ing  goods  by  one  department  from  another,  such 
as  dies,  jigs,  formers,  etc.,  minor  repairs  to  build¬ 
ings  and  fixtures,  stating  in  each  case  for  what 
intended,  number  of  piece,  shop,  or  person.  These 
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services  of  Mr . . . 
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. Foreman 

Batavia, . 190.. 
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orders  must  follow  the  job  from  one  shop  to  an¬ 
other,  each  foreman  noting  on  the  back  of  the 
order  amount  of  material  used  in  his  shop.  Labor 
to  be  reported  on  regular  time  slips  as  explained 
further  on.  The  foreman  completing  job  will 
immediately  send  order  to  office  by  regular  mes¬ 
senger  boy.  Please  give  your  best  attention  to 
these  orders  as  it  is  by  this  means  only  that 
each  shop  can  have  proper  credit  for  material 
used  other  than  in  the  way  originally  intended. 
Be  sure  and  remember  your  memo,  order.  Memo, 
orders  may  be  issued  by  the  foreman  and  sent  to 
stock  department  where  they  will  be  noted  and 
forwarded,  but  no  foreman  is  to  sign  memo,  or¬ 
der  unless  the  stock  or  appliance  is  necessary 
in  the  regular  manufacture  of  his  own  depart¬ 
ment.  Be  sure  that  all  materials  used  in  your 
department  as  per  above  is  reported  to  stock 
department.” 


As  will  be  seen  from  the  foregoing  these 
memorandum  orders  cover  every  item  of 
labor  expended  by  one  department  for  an¬ 
other,  and  insure  the  department  doing  the 
work  proper  credit  for  materials  used  in 
this  manner.  In  a  word,  an  order  for  work 
to  be  done  for  the  benefit  of  a  given  depart¬ 
ment  is  charged  to  that  department  ex¬ 
actly  the  same  as  though  it  were  received 
from  an  outside  party. 

HOW  THE  STOCK  IS  HANDLED. 

Nominally  all  stock  is  in  charge  of  the 
stock  department,  though  all  of  it  does  not 
actually  pass  through  the  department. 

A  perpetual  inventory  of  raw  materials 
is  not  kept,  but  the  records  of  the  stock 
department  show  at  all  times  the  number 
of  complete  pieces  and  parts  manufactured 

. 1*0 . 

STOCK  DEPARTMENT. 

On  the  specifications  for  the . . . . . page . . 


the  following  piece : 

No.  used . . . . . 

Number . Name  or  location . 

Kind  of  material . . . 

Size . Length 

Remarks . . . . 


. . . . . . . . . should  be  to  read  as  follows : 

No.  used . . . .  . . . . 

Number. . . . Name  or  location . . . . . 

Kind  of  material . . . . . . . . . . . 

Size . . . . . Length . . . . . . . . . 


Remarks . . . . . . . . 

. . . Foreman. 

desired  cItuiiKes  ,iiid  ciirrectioiis  i>n  tlte  specifiaitintis  must  lie  reitOrted  uu  lids 
lilauk.  ' 

By  order  of  SUPERINTENDENT. 

Form  IX. 

during  the  season,  and  the  number  re¬ 
quired  to  fill  orders  which  have  been  plac¬ 
ed.  As  a  rule,  raw  materials  are  con¬ 
tracted  for  once  a  year.  At  the  beginning 
of  the  season  it  is  determined  how  many 
of  each  machine  will  be  manufactured  and 
when  the  specifications  are  completed  the 
quantity  of  materials  of  various  kinds  re¬ 
quired  is  ascertained.  The  inventory  of 
stock  remaining  from  the  past  season  is 
consulted  and  contracts  placed  for  the  quan¬ 
tities  that  will  be  needed. 

The  stock  department  is  furnished  with 
a  record  of  the  orders  placed  so  that  they 
may  know  that  materials  necessary  for  the 
construction  of  a  given  number  of  ma¬ 
chines  have  been  provided.  In  the  office 
of  the  superintendent  there  is  also  kept  a 
record  of  all  contracts  made,  the  quantities 
received  and  quantity  required. 
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Johnston  Machine  in  Norway. 


When  stock  is  received  it  is  reported  on 
Form  1.  These  receipts  are  recorded  by 
the  stock  department,  after  which  the  re¬ 
port  goes  to  the  superintendent’s  office.  The 
report  shows  how  received,  whether  by 
freight  or  express,  from  whom  received 
and  a  description  of  materials  including 
kind  of  package. 

For  the  purpose  of  obtaining  supplier  and 
material  regularly  carried  in  stock  a  requisi¬ 
tion  is  issued  on  Form  2.  This  requisition 
is  made  in  duplicate,  the  department  issu¬ 
ing  same  retaining  the  copy.  In  the  case 
of  material  to  be  used  on  a  machine,  the 
requisition  must  state  name  of  machine, 
specific  location,  and  shop  issuing  same. 
The  material  must  also  appear  on  the  speci¬ 
fications  for  that  particular  machine  or  the 
requisition  will  not  be  honored. 

Requisitions  for  supplies  must  state  for 
what  purpose  and  in  what  department  they 
are  to  be  used. 

Requisitions  for  stock  to  be  used  in  fill¬ 
ing  a  memo,  order  must  state  that  stock 
is  to  be  used  in  that  manner,  giving  memo, 
order  number  and  any  other  information 
deemed  necessary  to  have  stock  charged  to 
the  proper  appliance  or  department. 

Where  the  stock  has  been  issued  the 


requisitions  are  forwarded  to  the  superin¬ 
tendent’s  office  that  stock  may  be  charged 
to  the  proper  machine,  appliance  or  depart¬ 
ment. 

SPOILED  AND  DEFECTIVE  PARTS. 

In  every  manufacturing  establishment 
there  will  always  be  a  greater  or  less  num¬ 
ber  of  defective  and  spoiled  parts.  This  is 
especially  true  in  a  concern  of  this  kind 
where  all  parts  that  enter  into  the  com¬ 
pleted  machine  are  made  in  the  same  plant. 
This  concern  has  its  own  iron  foundry, 
brass  foundry,  machine  shops,  wood  work¬ 
ing  plant,  etc.,  and  manufactures  every 
piece  and  part  from  the  raw  material. 

Unless  a  very  careful  record  is  kept  of 
these  defective  and  spoiled  parts  there  will 
not  only  be  a  discrepancy  in  the  cost  figures 
but  there  is  liable  to  be  a  serious  loss  on 
account  of  a  shortage  of  perfect  parts. 
Without  such  a  record  the  shortage  might 
not  be  discovered  until  near  the  end  of 
the  season,  which  would  entail  an  added 
expense,  not  to  mention  the  delay,  in  pro¬ 
viding  the  necessary  parts  to  complete  the 
season’s  orders. 

The  system  of  this  company  provides 
for  an  effective  check  on  defective  and 
spoiled  parts  through  the  use  of  a  series 
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of  weekly  reports.  At  the  end  of  each 
week  the  foremen  of  the  various  shops 
make  a  report  on  Form  3,  which  is  sent  to 
the  stock  department. 

That  there  may  be  no  misunderstanding 
about  the  handling  of  this  matter  specific 
instructions  are  given  relative  to*' each  class 
of  material.  One  of  the  items  in  the  in¬ 
struction  book,  which  will  serve  to  show 
the  manner  of  treating  the  subject,  is: 
“Cast  Iron :  All  spoiled  or  defective  cast¬ 
ings  must  be  reported  to  stock  department 
every  Saturday.”  Further  on,  instruc¬ 
tion  book  lays  particular  stress  on  the  ne¬ 
cessity  of  these  weekly  reports  of  lost 
work  in  order  that  the  stock  department 
may  keep  an  accurate  record  of  available 
materials. 

REPORTS  OF  COMPLETED  WORK. 

By  means  of  another  series  of  reports 
the  stock  department  is  kept  posted  on  the 
number  of  pieces,  parts,  and  machines  com¬ 
pleted.  As  a  rule  these  reports  also  cover 


a  period  of  one  week.  The  foreman  of 
each  department  or  shop  makes  a  report 
of  all  work  done  in  his  shop  for  the  week. 

We  illustrate  in  Form  4  the  report  of 
completed  spring  tooth  harrows.  It  will  be 
noted  that  this  report  covers  the  daily  rec¬ 
ord  for  each  size  and  style  of  harrow.  At 
the  end  of  the  week  this  report  is  footed 
and  the  previous  production  added,  show¬ 
ing  the  total  production  to  date.  The  re¬ 
ports  are  made  in  duplicate  and  the  copy  re¬ 
tained  by  the  foreman  as  his  own  record. 

These  reports  go  first  to  the  stock  de¬ 
partment,  and  when  they  have  been  prop¬ 
erly  entered  on  their  records,  are  passed  to 
the  office.  Here  they  are  entered  on  the 
permanent  cost  records. 

THE  LABOR  RECORDS. 

The  time  keeping  system  in  use  at  this 
plant  is  the  familiar  check  method,  but 
this  had  been  worked  out  in  a  manner 
which  overcomes  its  weak  points. 

As  each  new  workman  is  engaged  he  is 
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Johnston  Machine  in  Tunis,  Africa. 


assigned  a  number,  by  which  he  is  known 
as  long  as  he  remains  in  the  department 
for  which  he  is  engaged.  At  the  same  time 
there  is  provided  a  brass  check  bearing  his 
number. 

All  workmen  are  obliged  to  enter  and 
leave  the  works  through  the  time-keeper’s 
office  in  order  to  obtain  credit  for  the  time 
worked.  When  the  workmen  come  in  they 
call  for  their  checks  by  number.  The  time¬ 
keeper  has  these  conveniently  arranged  on 
boards  at  either  side  of  his  window,  in 
front  of  which  the  men  must  pass,  and  can 
hand  them  out  as  rapidly  as  the  men  come 
in. 

The  workman  takes  his  check  into  the 
works  with  him  and  hangs  it  on  a  hook  in 
a  case  which  is  placed  in  the  shop  in  which 
he  is  employed.  This  case  is  provided  with 
a  door  which  can  be  closed  and  locked  and 
the  only  persons  who  have  a  key  are  the 
time-keeper  and  the  foreman  of  the  shop. 
Five  minutes  after  the  whistle  blows  the 
foreman  locks  the  case  and  all  workmen 
who  come  in  later  are  obliged  to  come  to 
him  to  deposit  their  checks.  On  these  he 
keeps  a  record  of  the  time  of  arrival,  which 
is  later  reported  to  the  time-keeper. 


Once  during  the  morning  and  once  dur¬ 
ing  the  afternoon  the  time-keeper  visits 
each  shop,  and  takes  a  record  of  the  checks 
in  the  case  and  receives  from  the  foreman 
a  report  of  those  who  have  come  in  late. 
The  “late”  checks  are  then  placed  in  the 
case,  after  which  it  is  again  locked.  When 
the  whistle  blows  at  noon  or  night  the 
foreman  unlocks  the  case  so  that  the  work¬ 
men  may  obtain  their  checks,  which  they 
deposit  in  the  time-keeper's  office  and  re¬ 
ceive  proper  credit  on  the  time  books. 

The  plan  of  having  a  case  for  the  time 
checks  in  each  department  eliminates  the 
possibility  of  a  workman  receiving  credit 
for  any  time  except  when  he  is  in  his  own 
shop.  He  cannot  “check  in”  at  the  time¬ 
keeper’s  office,  leave  the  plant  and  return 
just  before  quitting  time  as  he  receives  no 
credit  for  being  present  until  he  “checks  in” 
at  the  shop  in  which  he  is  employed. 

For  keeping  the  time  of  the  foremen  and 
men  on  special  work  whose  pay  does  not 
depend  solely  on  the  exact  hours  work¬ 
ed,  a  Bundy  time  clock  is  used.  The  clock 
is  placed  in  the  time-keeper’s  office  where 
it  is  convenient  for  these  men  to  “ring”  in 
and  out.  An  hour  after  starting  time 
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morning  and  afternoon  the  record  sheet 
from  this  -clock  is  sent  to  the  superin¬ 
tendent  for  his  inspection.  He  very  rightly 
considers  that  it  is  of  the  greatest  import¬ 
ance  for  him  to  know  that  the  foremen  are 
present.  He  is  not  greatly  concerned  over 
the  absence  of  a  workman  here  and  there, 
but  the  absence  of  a  foreman  means  that  an 
immediate  investigation  should  be  made,  to 
the  end  that  the  work  in  his  department 
may  proceed  without  delay. 

The  time  records  are  kept  in  loose  leaf 
books,  a  sheet  ruled  and  printed  like  Form 
5  being  used  for  each  workman.  Each  side 
of  the  sheet  provides  for  a  record  of  one 
week’s  work,  so  that,  hy  using  both  sides, 
the  sheet  lasts  two  weeks.  This  is  a  com¬ 
bination  form  made  to  accommodate  the 
record  of  either  piece  work  or  day  work. 

It  will  be  noted  that  this  form  gives  a 
record  not  only  of  the  time  but  of  the  kind 
and  quantity  of  work  performed.  The 


first  column  shows  the  number  and  name 
of  the  piece  on  which  the  workman  is  en¬ 
gaged;  the  second,  the  kind  of  work;  and 
the  seven  columns  following,  the  quantity 
turned  out  each  day.  That  a  record  of  the 
different  pieces  on  which  the  man  is  en¬ 
gaged  may  be  kept,  is  the  reason  for  using 
a  separate  sheet  for  each  man. 

These  time  sheets  are  arranged  in  loose 
leaf  binders  by  department,  those  for  each 
department  being  arranged  numerically. 

It  sometimes  happens  that  owing  to  his 
being  employed  on  special  work  or  for  other 
reasons  a  workman  is  allowed  to  leave  the 
shop  at  other  than  the  regular  hour.  That 
the  time-keeper  may  have  a  record  of  these 
cases,  it  is  the  duty  of  the  foreman  to  fur¬ 
nish  him  with  information  on  Form  6. 

Whenever,  in  the  judgment  of  a  fore¬ 
man,  the  services  of  a  workman  are  no 
longer  required,  he  makes  a  report  to  the 
superintendent  on  Form  7.  This  notice  is 
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given  one  day  in  advance  and,  if  it  meets 
with  the  approval  of  the  superintendent,  the 
man  is  given  a  notice  of  dismissal. 

HOW  THE  SPECIFICATIONS  ARE  MADE. 

In  the  manufacture  of  machines  compos¬ 
ed  of  many  parts,  great  care  is  required 
in  arriving  at  correct  specifications  both  for 
the  completed  machine  and  for  the  various 
parts.  Since  the  various  parts  are  manu¬ 
factured  in  different  shops  it  is  important 
that  the  foreman  of  each  shop  know  ex¬ 


actly  what  is  required  for  the  parts  made 
by  him,  so  that  each  piece  will  fit  in  its 
proper  place. 

It  is  the  custom  of  this  company  to  make 
complete  specifications  for  each  new  ma¬ 
chine  as  soon  as  it  is  perfected.  The  parts 
for  the  proposed  machine  are  first  made 
and  the  model  assembled  by  the  experi¬ 
mental  department.  When  t^je  machine  is 
pronounced  perfect  it  is  taken  apart  and 
each  piece  and  part  is  measured  and  count- 


Date 

No.  Made 

Date 

No.  MadejDatejNo.  Made 

Inv. 

j 

- 

Form  XIV. 


ed.  From  these  parts  the  specifications  are 
made. 

The  specifications  are  entered  on  Form  8 
and  copies  are  furnished  to  all  foremen 
and  others  who  may  need  them.  The  dif¬ 
ferent  classes  of  stock  required  are  group¬ 
ed;  that  is,  all  malleable,  brass,  cast,  and 
wood  parts  are  listed  by  themselves.  These 
sheets  are  15x10  inches  in  size,  and  for 
some  machines  a  half  dozen  or  more  sheets 


are  required.  The  specifications  show  the 
number  of  pieces  required  in  the  machine, 
the  piece  number,  description  and  full  de¬ 
tails  as  to  .stock  used. 

All  foremen  are  encouraged  to  suggest 
any  changes  in  the  specifications  which  their 
experience  tells  them  will  in  any  way  im¬ 
prove  the  machine.  These  suggested 
changes  are  reported  on  Form  9  to  the 
stock  department,  by  whom  they  are  trans¬ 
mitted  to  the  superintendent.  If  the  change 
is  approved,  the  superintendent  notifies  all 
foremen  on  Form  10,  and  they  make  the 
necessary  corrections  on  their  sheets. 

HOW  PRODUCTION  ORDERS  ARE  ISSUED. 

At  the  end  of  the  season  an  inventory 
of  raw  materials,  finished  and  unfinished 
parts  is  taken  in  each  shop,  this  inventory 
being  recorded  in  sheets  provided  for  the 
purpose.  The  inventory  is  then  transfer- 

DAY  WORK  TICKET 


Check  No .  . igo_ 

Name . 


No.  Pieces 

Number  or  Name  of  Piece 

Work  Done 

Hours 

O.  K . 

Foreman 

Journal  Clerk’s  Check 


Form  XV. 

red  to  cards  like  Form  11.  A  card  is  used 
for  each  piece  or  part,  the  name  of  the 
piece  being  entered  at  the  top  of  the  card. 
The  card  shows  the  quantity  of  both  finished 
and  unfinished  parts  in  each  shop  and  room 
in  the  plant. 

The  probable  number  of  a  given  machine 
which  will  be  required  for  the  season’s  or¬ 
ders  is  now  determined  and  orders  are  is¬ 
sued  for  the  manufacture  of  a  given  num¬ 
ber  of  parts.  In  many  cases  parts  answer¬ 
ing  to  the  same  general  description  but 
which  vary  slightly  in  size,  are  used  on 
several  distinct  styles  of  machines,  and  in 
each  case  are  known  by  different  numbers. 
It  is  necessary,  therefore,  to  take  into  ac¬ 
count  each  machine  using  the  same  part, 
before  the  total  number  of  parts  required 
can  be  determined.  This  applies  particu- 
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larly  to  small  parts  such  as  bolts,  screws, 
etc.,  which  are  purchased  ready  for  use. 

To  keep  a  record  of  the  purchases  of  such 
supplies,  and,  in  fact,  as  a  record  of  all 
materials  purchased,  a  card  like  Form  12 
is  used.  In  the  first  column  is  shown  the 
total  number  required,  the  next  two  columns 
show  the  order  book  page  and  the  quantity 


PlECt  WORK  PRICE.  CARU- NOIM  No - 

OperaTiot) 

Job 

No. 

0|3«rolioi) 

Price  per  loo 

Price  per  loo 

Form  XVI. 


ordered,  while  the  following  columns  show 
receipts  from  time  to  time.  The  card  is 
headed  with  the  name  of  the  article  and 
filed  in  an  alphabetical  index.  This  fur¬ 
nishes  the  superintendent’s  office  a  record 
of  the  stock,  sufficiently  accurate  to  enable 
them  to  provide  for  the  demand.  On  the 
reverse  of  this  card  is  kept  a  record  of  ^e 
production  orders  issued  from  time  to  time, 
from  which  is  ascertained  the  total  num¬ 
ber  of  pieces  required. 

All  production  orders  go  to  the  stock 
department  from  which  orders  are  issued 
for  the  manufacture  of  parts.  We  will  sup¬ 
pose  that  at  the  beginning  of  the  season 
an  order  is  issued  for  the  manufacture  of 
1,000  mowers  of  a  certain  pattern.  When 
this  order  is  received  by  the  stock  depart¬ 
ment  the  specification  sheet  is  consulted  and 
from  this  is  made  a  list  of  all  parts  and 
pieces  required  to  fill  the  order.  The  name 
and  number  of  each  piece  is  then  entered 
on  a  card  like  Form  13.  Immediately  be¬ 
low  the  heading  is  entered  the  name  of  the 
shop  from  which  the  piece  will  be  obtained, 
name  of  machine  on  which  it  is  to  be  used, 
and  number  required  to  fill  the  order.  There 
are  spaces  for  nine  orders  as  additional 
production  orders  will  be  issued  from  time 
to  time  as  demanded  by  the  sales.  On  the 
lower  half  of  the  card  is  a  record  of  pieces 
lost  through  breakage  or  otherwise,  and  the 
extras  required  to  take  the  place  of  the  lost 
pieces. 

The  reverse  of  this  card  is  shown  in 


Form  14.  On  this  side  of  the  sheet  is  en¬ 
tered,  first,  the  number  on  hand  as  shown 
by  the  inventory,  following  which  is  shown 
the  number  made  with  date,  these  figures 
being  obtained  from  the  reports  received 
from  the  different  shops. 

For  the  purpose  of  ascertaining  the  exact 
labor  cost  of  producing  each  piece  or  part, 
each  workman  is  required  to  turn  in  a  daily 
time  slip  which  shows  his  check  number 
and  name,  number  of  pieces  completed, 
number  and  name  of  piece,  work  done  and 
time  spent  on  each  kind  of  work.  This  is 
O.  K’d.  by  the  foreman  and  forwarded  to 
the  office  where  it  is  first  entered  on  the 
time  sheet  shown  in  Form  15.  The  num¬ 
ber  of  hours  shown  by  this  time  slip  must 
agree  with  the  time-keeper’s  record,  or  if 
it  does  not,  the  workman  is  paid  only  for 
the  time  shown  by  the  slip.  This  makes  the 
workman  careful  to  see  that  all  time  is  ac¬ 
counted  for  and,  knowing  that  all  time  en¬ 
tered  as  general  labor  will  be  charged  di¬ 
rectly  against  the  operation  of  his  depart¬ 
ment,  the  foreman  will,  naturally,  be  care¬ 
ful  that  the  workman  is  kept  busy  on  pro¬ 
ductive  labor.  Since  an  accurate  record  of 
the  work  done  by  each  man  is  kept,  the 

MEMORANDUM  ORDER 

No .  . . 190.... 

Superintendent' s  Office ; 

Please  procure  the  following  for  use  in  my  de¬ 
partment  : 


For . 

Dept . 

Signed . Foreman 

Mr . 

Please  get  out  above  and  report  material  used,  on 
back  of  this  sheet.  Foreman  completing  job,  return 
order  to  office. 

. Supt. 


Form  XVII. 


workman  himself  is  careful  that  no  more 
time  than  is  actually  spent  is  charged 
against  a  given  occupation. 

After  being  entered  on  the  time  sheet 
the  labor  is  charged  to  the  proper  piece, 
part  or  department.  Form  15  shows  the 
day  work  ticket,  which  is  printed  on  yel¬ 
low  paper.  Similar  forms  are  used  for 
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overtime  and  piece  work.  The  piece  work 
tickets  showing  completed  pieces  do  not  al¬ 
ways  show  the  full  time  worked  as  shown 
by  the  time-keeper.’s  records  for  the  reason 
that  at  quitting  time  the  workman  often 
has  unfinished  work.  To  provide  for  the 
discrepancy  a  special  ticket  is  made  out 
showing  unfinished  piece  work  at  the  end 
of  the  day. 

PIECE  WORK  RECORDS. 

For  the  purpose  of  maintaining  an  equit¬ 
able  scale  of  prices  for  piece  work  a  record 
of  all  work  paid  for  on  this  basis  is  kept 
on  a  card  such  as  is  shown  in  Form  16. 
This  shows  the  name  and  number  of  the 
piece,  operation,  job  number,  operator,  and 
price  per  100.  In  cases  where  it  is  consid¬ 
ered  advisable  to  change  from  day  work  to 
piece  work  for  a  given  operation,  a  record 
of  the  cost  on  a  day  work  basis  is  kept  on 
this  card  and  this  furnishes  a  basis  for  the 
establishment  of  a  piece  work  scale. 

REPAIRS  AND  SPECIAL  WORK. 

When  the  foreman  of  any  department  de¬ 
sires  some  special  work  done  for  the  bene¬ 
fit  of  his  department  he  makes  a  request 
on  Memorandum  Order,  Form  17.  This  is 
made  in  duplicate,  the  original  being  for¬ 
warded  to  the  superintendent’s  office 
and  the  duplicate  retained  by  the  fore¬ 
man.  If  O.  K’d.,  the  superintendent 
signs  the  order  and  forwards  to  proper  de¬ 
partment.  The  materials  used  are  reported 
on  the  back  of  the  order,  and  if  work  is 
required  in  more  than  one  department,  the 
foreman  first  receiving  the  order  forwards 
the  original  order  to  the  next  department. 
The  foreman  of  the  department  completing 
the  job  returns  the  order  to  the  superin¬ 
tendent.  The  labor  costs  are  ascertained 
from  the  time  tickets  previously  shown. 

TRACING  WORK  IN  THE  FACTORY. 

It  is  the  duty  of  each  foreman  to  keep 
close  watch  of  the  stock  of  parts  and  to 


see  that  parts  necessary  for  the  completion 
of  the  work  in  his  department  are  obtained 
as  fast  as  needed.  In  order  that  he  may 
know  what  to  expect  in  the  way  of  deliv¬ 
eries,  each  foreman  is  provided  with  a 
tracer,”  Form  19.  He  makes  this  in  du¬ 
plicate  forwarding  the  original  to  the  fore¬ 
man  from  whom  the  p^rts  should  be  re¬ 
ceived.  He  in  turn  forwards  to  the  next 
foreman  and  each  make  proper  notation, 
the  tracer  finally  being  returned  to  the 
sender, 

TRACER.  no 
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Form  XVIII. 

In  summing  up  this  factory  system  it  will 
be  seen  that  costs  are  obtained  on  an  en¬ 
tire  season’s  output.  This  appears  to  be  a 
very  satisfactory  method  for  this  particular 
class  of  business,  and  the  cost  figures  ob¬ 
tained  form  a  safe  basis  on  which  to  esti¬ 
mate  the  cost  on  the  output  for  the  follow¬ 
ing  season. 


Johnston  Machine  in  Virginia. 


Clay  Bed. 


Accounting  Methods  for  Brick  Manufacturing 

Business 

By  W.  G.  E.  BOYD,  Accountant 


The  Brick,  Block  and  Tile  Industry  has 
■become  so  important  in  the  United 
States  and  Canada  as  to  be  worthy  of 
special  attention  in  the  preparation  of  a 
proper  method  of  accounting  combined  with 
a  system  of  Cost  Accounts. 

The  general  tendency  of  the  present  day, 
especially  of  the  progressive  manufacturer, 
is  to  have  the  accounts  so  arranged  as  to 
enable  him  to  determine  the  cost  of  his 
product  in  its  various  stages  of  manufac¬ 
ture  and  also  the  cost  of  marketing  the 
goods. 

Many  manufacturers  will,  no  doubt, 
gladly  welcome  a  reliable  cost  system  and 
proper  method  of  accounting;  others,  while 
of  the  same  mind,  will  fear  that  they  see 
in  it  additional  expense  in  connection  with 
the  office  staff,  thinking  that  they  have  an 
idea  of  the  cost  without  a  cost  system.  The 
latter,  in  a  few ‘years,  will  not  be  in  the 
race,  while  the  former  will  be  in  a  position 
to  meet  competition,  having  a  thorough 


knowledge  of  the  cost  of  each  article  manu¬ 
factured  in  its  various  processes  of  manu¬ 
facture.  This  fact  applies  not  only  to  this 
industry  but  to  all  lines  of  manufacture. 

It  is  gradually  becoming  clearer  to  the 
many,  that  old  style  methods  cannot  sur¬ 
vive  in  the  face  of  present  competition. 
Only  the  systematic  who  know  where  they 
are,  at  all  times,  can  hope  to  hold  their  own 
in  the  conflict  of  close  prices  now  going  on 
around  us.  Success  in  manufacture  does 
not  lie  in  the  final  result  of  the  work  so 
much^as  that  which  goes  to  make  up  the 
resulf;  that  is  the  cost  at  the  different 
stages  and  processes  of  a  manufactured 
article’s  development. 

A  cost  system  in  operation  means  a  tight 
rein  on  business  at  all  times.  Should  com¬ 
petition  and  low  prices  cause  worry,  the 
figures  are  there  to  guide  one  to  the  spot 
where  the  process  is  too  costly.  Oftentimes 
an  adjustment  of  the  cost  in  one  or  more 
departments  means  the  difference  between 
profit  and  loss. 
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Before  introducing  the  system  of  cost 
accounts,  it  would  perhaps  be  as  well  to 
mention  the  books  required  for  this  class 
of  business  and  at  the  same  time,  touch 
upon  the  method  of  keeping  some  of  the 
most  important. 

CASH  BOOK. 

An  important  book  and  one  that  re¬ 
quires  careful  attention.  Form  1  is  a  good 
method  of  ruling  for  a  cash  book,  and  could 
be  varied,  if  necessary. 

Enter  cash  received  from  all  sources  in 
the  cash  book  at  the  time  of  each  transac¬ 
tion,  in  the  columns  marked  Personal  or 
General,  as  the  case  may  be.  Deposit  all 
cash  so  entered  in  the  bank.  The  debit 
side  of  the  cash  book  will  represent  the  de¬ 
posit  or  credit  of  the  pass  book,  taking  into 
account  the  cash  on  hand  (if  any)  after 
hanking  hours. 

Pay  all  disbursements  by  check,  the  credit 
side  of  the  cash  book  will  represent  the 


debit  side  of  the  pass  book.  The  difference 
between  the  debit  and  credit  side  of  the 
cash  book  will  represent  the  state  of  the 
bank  account,  taking  into  consideration 
the  cash  on  hand  (if  any)  after  banking 
hours. 

If  this  system  is  strictly  adhered;  to,  there 
will  be  no  trouble  balancing  the  cash  and 
ascertaining  how  the  bank  account  stands. 

For  discount  on  bills,  checks,  drafts,  etc., 
enter  the  face  value  on  the  debit  side  of  the 
cash  book  and  request  the  bankers  to  put! 
through  a  debit  slip  for  the  charges  or  dis-| 
count.  Enter  this  sum  on  the  ci^e'dit  side's 
of  the  cash  book,  the  debit  slip  taking  the! 
place  of  a  check. 

It  will  be  seen  that  a  special  column  is 
ruled  on  the  left-hand  side  of  the  cash 
book  to  be  used  in  cases  where  discount  is 
allowed  off  the  invoice  value  of  the  goods. 
The  discount  is  entered  in  this  column  at 
the  same  time  as  the  payment  is  entered 
and  posted  to  the  credit  of  the  personal  ac- 
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count  at  the  same  time  as  the  cash  is  cred¬ 
ited.  The  sum  total  of  the  discount  col¬ 
umn  is  posted  to  the  debit  of  Merchandise 
Discounts  at  the  end  of  the  month. 

I  For  current  expenses  issue  a  check 
monthly.  Charge  this  check  in  the  general 
cash  book  to  petty  cash  account  to  be  post¬ 
ed  to  that  account  in  the  general  ledger; 
also  enter  the  amount  with  the  folio  of  the 
general  cash  book  in  the  petty  cash  book. 

PETTY  CASH  BOOK. 

^  In  the  petty  cash  book,  ruled  with  the 
necessary  columns,  enter  the  amount  re¬ 
ceived  on  the  debit  side  with  the  folio  of 
the  general  cash  book.  Vouchers  numbered 
consecutively  and  entered  according  to 
number  in  the  petty  cash  book  should  be 

;  ^ ■  I 


amount  on  hand  at  the  commencement, 
thereby  having  on  hand  at  the  beginning  of 
each  month  a  stated  cash  balance. 

Form  2  is  a  ruling  for  the  petty  casn 
book. 

Additional  credit  columns  may  be  added 
in  order  to  save  posting.  A  “sundries” 
column  should  be  provided,  of  which  an 
analysis  is  made  at  the  end  of  each  month, 
and  the  totals  posted. 

SALES  BOOK. 

A  specimen  of  the  sales  book  ruling  is 
given  below.  The  object  of  the  quantity 
and  value  columns  is  to  keep  a  se;iarate  rec¬ 
ord  of  the  quantities  of  brick,  block  and  tile 
sold  in  order  to  credit  the  stock  accounts, 
at  stock  cost,  and  debit  Sales  Cost  account 


■f 
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signed  for  all  expenditure,  stating  dis¬ 
tinctly  the  nature  of  each  disbursement; 
each  disbursement  being  numbered  in  the 
petty  cash  book  to  correspond  with  the 
petty  cash  voucher. 

,  The  vouchers,  if  found  correct,  are  to  be 
passed  by  the  manager  and  initialed  by  him 
at  the  end  of  each  month, 
i  Credit  the  sum  total  of  the  various  dis¬ 
bursement  columns  in  the  petty  cash  book 
to  petty  cash  account  in  the  general  ledger. 
Debit  the  total  of  each  disbursement  col¬ 
umn  in  the  petty  cash  book  to  a  correspond¬ 
ing  account  in  the  general  ledger.  The  bal¬ 
ance  of  the  petty  cash  account  in  the  gen¬ 
eral  ledger  should  correspond  with  the 
petty  cash  book  balance. 

At  the  end  of  each  month  the  amount  on 
hand  should  be  brought  forward  to  the 
succeeding  month  and  be  augrnented  by  an 
amount  sufficient  to  increase  it  to  the 


with  the  quantities  by  means  of, .a  journal 
entry ;  also  to  credit  sales  account. 

CASH  SALES.  . 

Enter  all  cash  sales  in  the  sales  book  in 
a  similar  manner  to  the  credit  sales  and 
post  the  same  to  the  debit  of  a  Sundry 
Cash  Sales  account  (writing  the  names  of' 
^  each  purchaser),  in  the  personal  ledger.  En¬ 
ter  the  cash  paid  by  each  purchaser  sep¬ 
arately  in  the  cash  book  and  credit  the 

t 

, Sundry  Cash  Sales  account. 

A  counterfoil  receipt  book  should  be 
kept  and  a  receipt  given  for  all  cash  sales. 
This  counterfoil  receipt  book  should  be 
'  checked  with  the  cash  book  and  the  Sundry 
Cash  Sales  account  and  should  agree. 

•I  BILL  BOOK. 

It  will  be  necessary  to  keep  a  bills  re¬ 
ceivable  and  payable  book.  Enter  all  bills 
.  receivable  in  this  book;  which  post  to  the 
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credit  of  the  respective  personal  accounts 
and  to  the  debit  of  bills  receivable.  If 
discounted,  enter  the  face  value  in  the 
cash  book  with  number,  etc.,  and  post  to 
the  credit  of  bills  receivable  account,  re¬ 
questing  the  bank  to  charge  the  bank  ac¬ 
count  with  the  discount  by  means  of  a 
debit  slip.  Enter  this  debit  slip  in  the  cash 
book  in  the  same  way  as  if  a,  check  were 
issued.  If  a  bill  is  returned  unpaid  issue 
a  check  for  it  and  charge  the  amount  to  the 
proper  account  in  the  personal  ledger. 

BILLS  PAYABLE. 

Enter  all  bills  payable  issued  in  the  bill 
book  and  post  to  the  debit  of  the  Personal 
Account  Payable  crediting  bills  payable. 

ACCOMMODATION  PAPER. 

It  may  be  necessary  to  open  an  Accom¬ 
modation  Paper  account  in  the  ledger.  In 
a  case  of  this  kind  it  would  be  advisable  to 
use  a  separate  part  of  the  bill  book  for 
this  class  of  paper;  posting  from  the  bill 
book  to  the  credit  of  Accommodation  Pa¬ 
per  account  (entering  particulars)  and  the 
debit  of  the  party,  firm  or  bank  to  whom 
it  is  given. 


When  discounting  enter  face  value  in 
cash  book  on  the  debit  side  having  the 
usual  debit  slip  charged  through  the  bank 
account  for  the  discount. ,  Post  the  amount 
thus  entered  to  the  credit  of  the  party  or 
bank  discounting  the  paper.  Accommoda¬ 
tion  Paper  account  ,will  show  the  liability 
and  when  the  amount  is  repaid  charge  to 
Accommodation  Paper  account,  thus  closing 
the  account. 

DISTRIBUTION  JOURNAL  FOR  GOODS  PURCHASED. 

Issue  an  order  for  all  goods  purchased. 
Check  off  all  goods  received  with  the  stub 
of  the  order  book  and  invoice,  and  if  found 
correct  have  invoice  and  stub  properly  in¬ 
itialed;  at  the  same  time  marking  on  the 
face  of  the  invoice  the  distribution  or  the 
account  to  which  the  goods  are  chargeable. 
Number  the  invoices  consecutively  and  en¬ 
ter  them  in  the  Distribution  journal,  each 
entry  also  being  numbered  to  correspond 
with  the  invoice  number;  credit  the  respec¬ 
tive  personal  accounts  payable  and  charge 
the  several  stock  or  other  accounts  as  the 
case  may  be. 

A  stock  book  containing  separate  ac¬ 
counts  for  the  various  supplies  purchased 
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should  be  kept  properly  written  up  from, 
the  distribution  journal.  Charge  all  freight 
and  other  charges  in  connection  with 
the  stock  to  the  respective  stock  ac¬ 
counts  in  the  general  ledger  and  also 
to  a  corresponding  account  in  the  stock 
book.  In  case  of  freight  charges  debit  the 
proper  stock  account  in  both  the  general 
ledger  and  stock  book  and  credit  the  trans¬ 
portation  company’s  account  in  the  personal 
ledger. 

In  every  case  the  debit  side  of  the  vari¬ 
ous  stock  accounts  must  agree  with  the 
debit  side  of  the  same  account  in  the  stock 
book. 

In  addition  to  the  invoices  for  supplies 
purchased  the  distribution  journal  is  ruled 
for  the  diffusion  of  all  other  purchases  in 
connection  with  the  business. 

At  the  end  of  each  month  or  fixed  period 
inventories  of  the  various  stocks  on  hand 
should  be  taken  separately;  the  inventories 
of  the  various  stocks  on  hand  being  placed 


to  tlie  credit  of  the  respective  stock  ac¬ 
counts  in  both  the  general  ledger  and  stock 
book  and  the  difference  between  the  debit 
and  credit  sides  of  each  stock  account  is 
charged  to  the  debit  of  the  various  manu¬ 
facturing  accounts  and  credited  to  the  re¬ 
spective  stock  accounts  by  means  of  an. 
entry  through  the  transfer  journal.  The 
inventory  balances  are  brought  down  to  the 
debit  of  the  various  stock  accounts  in  the, 
general  ledger  'arid  the  stock"’'bot5k  which 
should  agree. 

The  transfer  journal  is  used  fo^  all  jour¬ 
nal  entries  in  connection  with  the'*  business. 

If  a  store-keeper  is  employed,  it  would  be 
his  duty  to  keep  an  accurate  account  of  all 
the  stores  used  daily,  crediting  the  vari¬ 
ous  stock  accounts  and  debiting  the  various 

manufacturing  accounts. 

■  a 

STOCK  BOOK  OF  CLAY  MANUFACTURED  AND  IN 
PROCESS — CLAY  ACCOUNT, 

An  account  is  opened  in  this  book  for 
the  purpose  of  recording  all  clay  drawn  in 
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and  used.  It  will  be  found  by  examining 
the  ruling  provided  for  this  account  that 
provision  is  made  for  the  quantity  of  clay 
drawn  in,  on  the  one  side  and  the  quantity 
used  is  credited  on  the  other  and  charged 
either  to  green  brick,  green  block  or  green 
tile  account,  as  the  case  may  be. 

It  will  be  seen  that  columns  are  provided 
to  show  the  quantity  of  green  brick,  block 
or  tile  produced  from  the  quantity  of  clay  so 
charged.  Green  brick,  block  or  tile  ac¬ 
counts  are  credited  with  the  quantities 
taken  from  the  respective  green  stock  ac¬ 
counts  to  the  kilns;  the  kilns  being  charged 
with  the  quantities  at  cost.  The  kiln  ac¬ 
counts  show  the  quantities  of  green  stock 
set  in  the  kilns  and  the  output  of  the  kilns, 
and  are  also  charged  with  the  additional  ex¬ 
pense  in  burning  the  various  products.  The 
quantities  produced  as  a  result  of  the  burn¬ 
ing  divided  into  the  debit  side  of  the  kiln 
accounts  will  give  the  prime  cost. 

ger  by  means  of  separate  debtor  and  credi¬ 
tor  adjustment  accounts. 

All  other  accounts  are  kept  in  the  gen¬ 
eral  ledger  commencing  with  the  cost  ac¬ 
counts  ;  to  commence  at  the  foundation  the 
first  of  which  is — 

CLAY  STOCK  ACCOUNT. 

Charge  wages  from  pay  roll,  storing  clay, 
to  this  account.  Enter  number  of  yards 
stored.  The  value  and  life  of  the  clay-bed 
should  be  ascertained.  The  value  of  the 
clay  used  therefrom  should  be  computed 
upon  this  basis;  the  value  of  the  clay  so 
used  being  debited  to  “clay  stock”  and 
credited  to  real  estate.  Credit  number  of 
yards  taken  from  stock  for  the  purpose  of 
manufacturing,  and  charge  same  to  proper 
account.  This  account,  if  properly  kept, 
will  show  the  number  of  yards  and  cost 
of  the  clay  in  stock. 

BRICK  MANUFACTURED  GREEN. 

Charge  to  this  account  clay  taken  from 
stock  at  clay  stock  price;  enter  number  of 

LEDGERS. 

yards  in  description  column  of  ledger  and 

Personal  ledger  contains  all  personal  ac¬ 
counts  receivable  and  payable  and  can  be 
balanced  independently  of  the  general  led- 

credit  “clay  stock.”  Charge  wages  from 
pay  roll  and  supplies  from  stock  sheet. 
Charge  all  other  expenses  in  connection 
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with  this  account  from  the  cash  books,  etc. ; 
also  percentage  of  Engine  Room  account 
and  repairs.  Ascertain  the  number  of  brick 
manufactured  and  cost  per  thousand.  Credit 
this  account  with  the  brick  supplied  to  the 
kilns  and  charge  the  kiln  account  at  cost. 

BLOCK  MANUFACTURED  GREEN. 

Charge  this  account  with  the  stock  value 
of  clay  used,  entering  number  of  yards  in 
ledger.  Charge  with  wages  from  pay  roll 
and  supplies  from  stock  sheet.  Charge  all 
other  expenses  in  connection  with  this  ac¬ 
count  from  the  cash  books,  etc. ;  also  per¬ 
centage  of  Engine  Room  account  and  re¬ 
pairs.  Ascertain  the  number  of  blocks 
manufactured  and  cost  per  thousand  and 
credit  this  account  with  the  block  supplied 
to  the  kilns,  at  cost  price  per  thousand ; 
debit  the  kilns  at  cost  price. 

TILE  MANUFACTURED  GREEN. 

Charge  this  account  with  the  stock  value 
of  clay  used  entering  number  of  yards  in 
ledger.  Charge  with  wages  from  pay  roll 
and  supplies  from  stock  sheets.  Charge 
with  all  other  expenses  in  connection  with 
this  account  from  the  cash  books,  etc. ;  also 
percentage  of  Engine  Room  account  and  re¬ 
pairs.  Ascertain  the  number  of  tile  manu¬ 
factured,  entering  the  sizes  of  tile  in  ledger 
in  proper  columns,  and  average  cost  of  each 
size;  credit  this  account  with  the  tile  sup¬ 
plied  to  the  Icilns  according  to  size  at  cost, 
and  charge  the  kiln  account  at  cost. 

BURNT  BRICK  KILN  ACCOUNT. 

Charge  to  this  account  brick  taken  from 
green  stock  at  cost;  entering  quantity  in 
column  headed  “green  stock  quantity”  in 
ledger. 

Charge  cost  of  burning  from  pay  roll  and 


stock  sheet.  Charge  other  expenses  from 
cash  books,  etc.,  in  connection  wjith  the  burn¬ 
ing  of  brick  and  divide  output  into  sum  to¬ 
tal  at  the  debit  of  this  account  to  arrive  at 
the  cost  per  thousand  burnt.  Enter  to  credit 
output  of  kiln  and  debit  burnt  brick  stock 
account,  entering  in  column  quantity. 

BURNT  BRICK  STOCK  ACCOUNT. 

This  account  is  charged  with  stock  from 
kilns  at  cost  and  quantity  is  entered  in  col¬ 
umn  provided  in  ledger  account. 

All  burnt  brick  sold  must  be  credited  to 

this  account  through  the  journal  at  cost, 
*  * 

DAILY  TIME  CARD 
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entering  quantity  sold  on  credit  side  of  the 
account,  and  the  brick  sales  cost  account  is 
debited  with  the  amount. 

BRICK  SALES  COST  ACCOUNT. 

This  account  is  charged  with  all  brick 
sold  at  cost  and  burnt  brick  stock  account 
is  credited.  The  quantity  is  obtained  by 
ascertaining  from  the  sales  book  the  num¬ 
ber  of  bricks  sold  for  the  month.  The  cost 
per  thousand  to  be  ascertained  from  the 
burnt  brick  stock  account. 

BURNT  BLOCK  KILN  ACCOUNT. 

Charge  to  this  account  block  taken  from 
green  stock  at  cost ;  entering  quantity  in 
proper  column  in  ledger. 

Charge  cost  of  burning  from  pay  roll  and 
stock  sheet.  Charge  other  expenses  from 
cash  books,  etc.,  in  connection  with  the 
burning  of  block  and  divide  output  into  the 


per  thousand  to  be  ascertained  from  burnt 
block  stock  account. 

BURNT  TILE  KILN  ACCOUNT. 

Charge  to  this  account  tile  taken  from 
green  stock  at  cost,  entering  quantity  in 
proper  column  in  ledger. 

Charge  cost  of  burning  from  pay  roll  and 
stock  sheet.  Charge  other  expenses  from 
cash  books,  etc.,  in  connection  with  the 
burning  of  tile  and  divide  output  into  sum 
total  at  the  debit  of  this  account  to  arrive 
at  cost  per  thousand  burnt.  Enter  to  credit 
output  of  kiln  and  debit  burnt  tile  stock  ac¬ 
count,  entering  in  column  quantity,  averag¬ 
ing  cost  of  various  sizes. 

Burnt  Tile  Stock  account  is  charged  with 
stock  from  kilns  at  cost  and  quantity  is  en¬ 
tered  in  column  provided  in  ledger  account. 
All  burnt  tile  sold  must  be  credited  to  this 
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sum  total  at  the  debit  of  this  account,  to  ar¬ 
rive  at  cost  per  thousand  burnt.  Enter  to 
credit  output  of  kiln  and  debit  burnt  block 
stock  account,  entering  in  column  quantity. 

BURNT  BLOCK  STOCK  ACCOUNT. 

This  account  is  charged  with  stock  from 
kilns  at  cost  and  quantity  is  entered  in  col¬ 
umn  provided  in  ledger  account. 

All  burnt  block  sold  must  be  credited  to 
this  account  through  the  journal,  at  cost, 
entering  quantity  sold  on.  credit  side  of  the 
account,  and  the  block  sales  cost  account 
is  debited  with  the  amount. 

BLOCK  SALES  COST  ACCOUNT. 

This  account  is  charged  with  all  block 
sold  at  cost  and  burnt  block  stock  account 
is  credited.  The  quantity  is  obtained  by 
ascertaining  from  the  sales  book  the  num¬ 
ber  of  block  sold  for  the  month;  the  cost 


account  through  the  journal  at  cost,  enter¬ 
ing  quantity  sold  on  credit  side  of  the  ac¬ 
count  and  the  tile  sales  cost  account  is 
debited  with  the  amount,  entering  various 
sizes  in  proper  columns. 

Tile  Sales  Cost  account  is  charged  with 
all  tile  sold  at  cost  and  burnt  tile  stock  ac¬ 
count  is  credited;  the  quantity  is  obtained 
by  ascertaining  from  the  sales  book  the 
number  of  tile  sold  for  the  month ;  the  cost 
per  thousand  to  be  ascertained  from  burnt 
tile  stock  account,  entering  various  sizes 
in  proper  columns. 

Distribute  Repairs  to  Plant  and  Machin¬ 
ery  and  Repairs  to  Buildings  accounts  on 
a  percentage  basis  over  the  brick,  tile  and 
blocks;  crediting  these  accounts,  debiting 
the  brick,  tile  and  block  burnt  accounts. 

Charge  Engine  Room  account  with  wages 
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from  pay  roll  and  supplies  from  stock 
sheets  and  other  expenses  from  cash  books, 
etc.  Credit  sum  total  at  the  end  of  month 
and  charge  same  on  a  percentage  basis  to 
green  brick,  tile  and  block  manufacturing 
accounts. 

SELLING  EXPENSES. 

Charge  to  General  Selling  Expenses — 
Brick — account  all  expenses  other  than  load¬ 
ing  cars  and  loading  teams  in  connection 
with  the  selling  of  brick. 

Charge  Cost  of  Loading  on  Cars — Brick — 
account  with  all  expenses  in  connection  with 
loading  of  brick  on  cars. 

Charge  Cost  of  Teammg — Brick — account 
with  all  expenses  in  connection  with  the 
teaming  of  brick. 

Charge  to  General  Selling  Expenses — 
1  lie — account  all  expenses  other  than  load¬ 
ing  cars  and  teams  in  connection  with  the 
selling  of  tile. 

Charge  Cost  of  Loading  on  Cars — Tile — 
account  with  all  expenses  in  connection 
with  loading  tile  on  cars. 

Charge  to  Cost  of  Teaming — Tile — ac¬ 
count  all  expenses  in  connection  with  the 
teaming  of  tile. 

Charge  to  General  Selling  Expenses — 
Block— account  all  expenses  other  than 
loading  cars  and  teams,  in  connection  with 
the  selling  of  block. 

Charge  to  Cost  of  Loading  on  Cars — 
Block — account  all  expenses  in  connection 
with  loading  block  on  cars. 

Charge  to  Cost  of  Teaming — Block — ac¬ 
count  all  expenses  in  connection  with  team¬ 
ing  of  block. 

Charge  to  Salaries  Earned  account  sal¬ 
aries  earned  and  credit  salaries  paid,  and 
distribute  over  the  Brick,  Block  and  Tile 
Green  and  Burnt  Cost  accounts  on  a  per¬ 
centage  basis  that  portion  chargeable  there¬ 
to;  the  balance  being  a  selling  expense. 


Charge  to  Salaries  Paid  account  all  sal¬ 
aries  paid  from  the  cash  book.  Credit  by 
journal  entry,  monthly  salaries  earned,  and 
debit  Salaries  Earned  account. 

Charge  to  Pay  Roll  account  all  wages 
paid.  Credit  this  account  at  the  end  of 
each  month  with  all  wages  earned  (from 
the  wages  sheet  or  book  as  the  case  may 
be)  and  debit  distribution  accounts  therefor. 

STOCK  ACCOUNTS. 

Charge  to  Wood  Stock  account  all  wood 
purchased,  cost  of  freight  charges,  etc.,  in 
connection  therewith ;  credit  with  wood 
used  and  debit  proper  account. 

Charge  to  Coal  Stock  account  all  coal 
purchased,  cost  of  freight  charges,  etc.,  in 
connection  therewith  and  credit  with  coal 
used  and  debit  proper  account. 

Charge  to  Oil,  Waste  and  Sundry  Sup¬ 
plies  account  all  oil,  waste  and  supplies 
purchased,  cost  of  freight  charges,  etc.,  in 
connection  therewith,  and  credit  with  oil, 
waste  and  supplies  used,  and  debit  proper 
account. 

Charge  green  brick,  green  tile  or  green 
block  accounts  with  supplies  used  as  ascer¬ 
tained  from  monthly  stock  sheet,  also  burnt 
brick,  burnt  tile  or  burnt  block  in  connec¬ 
tion  therewith. 

Credit  from  the  sales  book  all  brick  sold 
to  Brick  Sales  account. 

Credit  from  the  sales  book  all  tile  sold 
to  Tile  Sales  account. 

Credit  from  the  sales  book  all  block  sold 
to  Block  Sales  account. 

Credit  to  Sundry  Sales  account  all  sun¬ 
dry  sales  other  than  plant  and  machinery 
or  tools  sold. 

CAPITAL  EXPENSES. 

Interest  on  bonds,  debentures,  or  mortgages; 
rent  payable,  fire  insurance  on  buildings  or  stock, 
guarantee  and  accident  insurance,  taxes  incurred, 
special  maintenance,  current  interest,  directors’ 
fees. 


Street  Railway  Accounting 

A  VALUABLE  ARTICLE  DEALING  WITH  THE  DISTRIBUTION  OF  PURCHASES 
AND  THE  TREATMENT  OF  EARNING  AND  OPERATING  EXPENSES  ::  ::  :: 

By  LLOYD  C.  MONTAGUE 

Expert  Accountant 


Occasionally  we  are  privileged  to 

read  articles  on  the  keeping  of  ac¬ 
counts  by  the  voucher  system,  both 
pro  and  con,  but  in  my  judgment  this  sys¬ 
tem  is  superior  to  any  other  system  in 
vogue  where  a  considerable  volume  of  busi¬ 
ness  is  transacted,  and  ultimately  com¬ 
mands  a  greater  degree  of  satisfaction  for 
the  reason  that  the  loose  leaf  principle  is 
more  applicable  and  dispenses  with  a  great 
deal  of  unnecessary  work  entailed  in  the 
keeping  of  bound  books. 

In  order  to  fully  demonstrate  the  superi¬ 
ority  of  my  claims  in  the  adoption  of  the 
voucher  system,  I  will  present  to  the  read¬ 
ers  a  brief  outline  of  the  methods  adopted 
by  the  auditing  department  of  one  of  the 
elevated  railway  companies  of  Chicago, 
hereinafter  termed  “The  Company,”  and 
such  forms  as  I  deem  necessary  to  intelli¬ 
gently  explain  the  same. 

All  vouchers,  bills  and  journal  entries 
are  made  up  in  memo,  form  by  the  chief 
clerk  (he  having  the  necessary  information 
in  hand)  and  are  then  typewritten  upon 
the  forms  provided  for  that  purpose,  and 
the  proper  distribution  marked  upon  these 
forms.  After  the  voucher  has  been  made 
up,  and  all  papers  which  should  accompany 
same  have  been  attached,  it  is  turned  over 
to  the  chief  clerk  for  approval,  and  if 
found  correct  he  places  his  initials  upon 
same  and  then  turns  it  over  to  the  book¬ 
keeper  to  be  entered  upon  the  abstract 
(copy  of  which  will  be  noted  in  Form  1) 
and  upon  which  is  entered  all  vouchers,  ' 
bills  and  journal  entries  in  the  columns 
corresponding  with  the  distribution  desig¬ 
nated  on  the  voucher,  bill  or  journal  en¬ 
try,  after  they  have  been  properly  num¬ 
bered.  Each  distributive  item  is  checked 
when  entered  and  the  book-keeper’s  initials 
placed  upon  the  voucher  to  indicate  that 
the  same  has  been  abstracted.  He  then 
posts  from  the  voucher  to  the  ledger  ac¬ 
counts  and  marks  the  ledger  folio  upon  the 


voucher  opposite  the  item  just  posted,  there¬ 
by  indicating  that  the  proper  transfer  has 
been  made.  It  will  be  noted  that  every 
posting  is  made  from  the  original  entry. 

In  order  to  conveniently  ascertain  whether 
the  entry  refers  to  a  voucher,  bill  or  jour¬ 
nal  entry,  and  the  month  in  which  it  was 
issued,  a  system  of  numbering  has  been 
adopted,  one  thousand  numbers  being  as¬ 
signed  to  each  month.  January  is  shown 
as  1,000,  February  2,000,  March  3,000,  etc., 
and  are  distributed  as  follows : 

Vouchers  issued  in  Jan.,  Nos.  1,001  to  1,600:  Feb¬ 
ruary,  2,001  to  2,600. 

Bills  issued  in  Jan.,  Nos.  1,601  to  1,900:  May. 

5,601  to  5,900. 

Journal  entries  in  Jan.,  Nos.  1,901  to  1,999:  Aur.. 

8,901  to  8,999. 

and  so  on  throughout  the  year. 

After  the  voucher  has  been  abstracted 
and  posted  to  the  ledger  accounts,  it  is  in¬ 
dexed  and  filed  away  in  numerical  order. 
At  intervals  of  two  or  three  days  the  book¬ 
keeper  checks  the  abstract  with  the  ledgers, 
marking  the  ledger  folio  upon  the  abstract, 
thereby  indicating  that  the  item  in  question 
has  been  properly  posted,  and  when  all  the 
items  in  the  column  bear  the  folio  number 
the  column  is  checked,  and  at  the  close  of 
the  month  every  column  on  the  abstract 
which  has  a  ledger  account  should  bear  a 
check  mark,  otherwise  it  will  at  once  be 
known  that  some  item  has  not  been  check¬ 
ed  against  the  ledger. 

OPERATING  EXPENSES. 

“Operating  Expenses,”  as  shown  on  the 
abstract,  is  subdivided  into  47  accounts,  as 
shown  on  Form  2,  and  in  order  to  obtain 
the  total  amount  charged  to  each  of  these 
accounts  the  same  are  posted  from  the 
voucher  to  Form  3,  known  as  “Operating 
Expense  Sheet.”  This  sheet  is  checked 
against  the  abstract,  and  at  the  closing  of 
the  books  all  the  work  performed  has  been 
checked,  thereby  eliminating  much  of  the 
trouble  attending  the  trial  balance.  At  the 
close  of  the  month  the  abstract  accounts,  in 
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total,  are  transferred  to  the  general  ledger 
by  three  journal  entries,  necessitating  only 
one  posting  to  the  general  ledger  accounts 
per  month,  barring  one  or  two  exceptions. 

Cash  account  is  treated  differently  than 
by  the  majority  of  corporations,  in  that 
the  treasurer  does  not  handle  the  general 
funds  of  the  company,  but  is  given  an 
emergency  fund  of  $500  with  which  to  meet 
petty  expenditures  and  demands,  including 
the  payment  of  time  checks,  which  checks 
he  turns  over  to  the  auditor  and  receives 
therefor  a  voucher  covering  the  total 
amount.  At  the  end  of  the  month  he  ren¬ 
ders  to  the  auditor  a  statement  of  all  petty 
expenditures  during  that  period  and  re¬ 
ceives  a  voucher  covering  same,  thereby 
enabling  him  to  maintam  the  $500  fund. 

Each  day  the  treasurer  turns  over  to  the 
book-keeper  a  Daily  Cash  Report  (Form 
4)  to  be  posted  to  the  sub-ledger  accounts, 
and  at  the  end  of  the  month  these  sheets 
are  recapitulated  and  the  totals  transferred 


to  the  general  ledger  by  a  journal  entry. 
On  this  report  there  is  entered,  under  the 
heading  of  “Disbursements,”  all  vouchers 
signed  by  the  treasurer  and  sent  out  for 
payment,  and  under  “Receipts”  is  entered 
all  cash  received  by  him,  which  is  at  once 
deposited  in  the  bank.  At  the  end  of  the 
month  the  treasurer  is  given  credit  for  all 
vouchers  made  bankable,  representing  the 
total  amount  of  checks  entered  upon  “Dis¬ 
bursements,”  and  this  amount  is  charged  to 
“vouchers  paid.”  When  the  canceled 
vouchers  are  returned  by  the  bank  “vouch¬ 
ers  paid”  is  credited  with  the  amount  and 
“vouchers  payable”  is  debited:  therefore,  as 
“vouchers  payable”  has  been  credited  with 
all  checks  issued  and  charged  with  all 
checks  returned,  the  balance  represents  the 
checks  which  have  not  been  sent  out  for 
payment.  “Vouchers  paid”  has  been  charg¬ 
ed  with  all  checks  made  bankable  and  cred¬ 
ited  with  all  checks  returned;  the  balance, 
therefore,  represents  the  checks  outstand- 
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COMPARATIVE  STATEMENT  OF  EARNINGS  AND  OPERATING  EXPENSES 

For  month  of . 190..  and  190.. 

Gross  Earnings 

190... 

190... 

Increase 

Decrease 

Passenger, 

Rent, 

.'Vdvertising, 

Miscellaneous, 

Total, 

Operating  Expenses 

Maintenance  Way  and  Structs 

1.  Rep.  and  Ren.  Structure, 

2.  Rep.  Roadway  and  Tracks, 

3.  Rep.  and  Ren.  Subways  and  Crossings, 

4.  Ren.  of  Rails, 

5.  Ren.  of  Ties, 

6.  Rep.  and  Ren.  Buildings, 

7.  Rep.  and  Ren.  Sig.  and  Telephones, 

8.  Rep.  and  Ren,  Cond.  Rail, 

9.  Rep.  to  Chicago  River  Bridge, 

11.  Other  Expenses, 

Total, 

Maintenance  Equij)ment 

12.  Superintendence, 

13.  Rep.  and  Ren.  Motors, 

14.  Rep,  and  Ren.  Cars, 

15.  Rep.  and  Ren.  P.  H.  Steam  Mchy,, 

16.  Rep.  and  Ren.  P.  H.  Elec.  Mchy., 

17  .  Shop  Tools  and  Mchny., 

19.  Other  Expenses, 

Total, 

Conducting  Transportation 

20.  Superintendence, 

21.  P.  H.  Service, 

22.  Fuel  for  P.  H., 

23.  Water  Supply  for  P.  H. 

24.  Other  P,  H.  Supplies, 

25.  Motor  Service, 

26.  Motor  Sup.  and  Exp., 

27.  Train  Service, 

28.  Train  Sup.  and  Exp., 

29.  Switch.  Flag,  and  Watchmen, 

30.  Sig.  and  Tel.  Sup.  and  Exp., 

31.  Station  Service, 

32.  Station  Sup.  and  Exp. 

33.  Injuries  and  Damages, 

34.  Operating  Chicago  Riv.  Bridge, 

35.  Clearing  Wrecks, 

36.  Advertising, 

38.  Rent  of  Power, 

40.  Other  Transp.  Exp., 

Total, 

General  Expenses 

41.  Salaries  General  Officers, 

42.  Salaries  Clerks  and  Others, 

43.  Gen’l  Office  Exp.  and  Sup., 

44.  Insurance, 

45.  Legal  Expenses, 

46.  Stationery  and  Printing, 

47.  Other  Gen’l  Exp., 

Total, 

Total  Operating  Expenses, 

Taxes, 

Total  Operating  Expenses  and  Taxes, 

Operating  Expenses . Per  Cent  of  Gross  Earnings  for .  lon 

.  “  “  “  “  . ,  190.... 

Operating  Expenses  and  Taxes . Per  Cent  of  Gross  Earniii'rs  for .  190 

.  “  “  “  . 190.... 

Form  II. 
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ing.  All  cash  received  by  the  treasurer  is 
charged  to  his  account  and  credited  to  its 
proper  account,  as  the  case  may  require. 
The  balance  of  the  treasurer’s  account,  plus 
the  balance  of  “vouchers  paid,”  must  equal 
the  balance  in  the  bank;  making,  of  course, 
a  reconciliation  of  the  last  day’s  payment. 

The  pay  rolls  are  made  up  by  the  chief 
clerk  from  time  books  sent  in  by  the  dif¬ 
ferent  departments,  and  then  turned  over 
to  the  paymaster  for  payment.  The  pay¬ 
master  is  given  a  voucher  for  the  total 
amount  of  the  rolls,  and  later,  all  unclaimed 
wages  are  turned  over  by  him  to  the  audi¬ 
tor  and  he  is  given  credit  for  the  same. 
Time  checks  are  also  issued  by  the  vari¬ 
ous  departments,  and  for  each  check  issued 
a  memo,  is  sent  to  the  auditor  and  recorded 
in  a  book  arranged  for  that  purpose,  and 
also  entered  on  the  pay  rolls  in  the  column 
assigned  to  them.  The  total  of  these 
memos,  must  of  course  agree  with  the 
amount  of  the  stubs  in  the  time  check 
book. 

“Material.”  All  of  this  is  in  charge  of 
the  store-keeper,  and  all  bills  for  the  same 
are  forwarded  by  him  to  the  auditor.  These 
bills  are  vouchered  and  the  amounts  charg¬ 
ed  to  “material  stores”  and  credited  to 
“vouchers  payable.”  At  the  close  of  the 
month  the  store-keeper  renders  a  statement 
of  all  materials  used.  A  journal  entry  is 
then  made,  debiting  “operating  expenses” 
and  crediting  “material  stores.”  The  bal¬ 
ance  of  the  “material  stores”  account  should 
represent  the  amount  of  material  on  hand. 

“Stationery  and  Fuel.”  This  account  is 
handled  in  the  same  manner  at  “material.” 

EARNINGS. 

These  are  derived  from  the  following 


sources :  “Passenger,”  “Advertising,” 

“Rent”  and  “Miscellaneous.” 

“Passenger  earnings”  represent  fares  col¬ 
lected  from  the  company’s  agents ;  “agents” 
are  charged  and  “passenger  earnings”  is 
credited  with  the  amounts  received. 

“Advertising  earnings”  represent  receipts 
for  advertising  privileges  in  the  company’s 
cars,  stations,  etc.  “Companies  and  indi¬ 
viduals”  account  is  charged  and  “advertis¬ 
ing  earnings”  is  credited. 

“Rent  earnings,”  which  represent  receipts 
from  rental  of  property  owned  by  the  com¬ 
pany,  is  treated  in  the  same  manner  as  “ad¬ 
vertising.” 

Interest  on  bonds,  taxes,  and  all  reserve 
funds  are  accrued  every  month  in  order  to 
avoid  too  great  an  increase  being  shown  for 
any  individual  month.  Interest  on  all  bonds, 
and  the  depreciation  in  the  value  of  these 
bonds  when  the  entire  issue  has  been  used 
for  construction  or  additions  and  improve¬ 
ments,  should  be  charged  to  the  cost  of  the 
property  or  construction,  but  if  used  in  con¬ 
nection  with  the  operation  of  the  system, 
the  interest  on  the  proportion  so  used 
should  be  charged  to  income  account,  and 
the  balance  to  construction.  This  will,  in 
part,  answer  the  recent  inquiry  from  one 
of  your  readers :  “How  should  the  interest 
on  bonds  be  handled,”  and  the  following 
will  furnish  the  remaining  information;  for 
example : 

Presuming  the  semi-annual  interest  on 
the  bonds  amounts  to  $6,000,  you  will  charge 
interest  and  credit  “interest  accrued”  each 
month  with  one-sixth  of  that  amount  ($1,- 
,000).  When  the  interest  becomes  due  you 
will  charge  “interest  accrued”  and  credit 
“matured  interest”  with  the  full  amount. 
A  voucher  is  then  made  up  for  the  amount 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


283 


of  interest  due,  charging  “bond  interest 
fund,”  or  the  bank  through  which  the 
coupons  are  handled,  and  crediting  “vouch¬ 
ers  payable.”  When  the  coupons  are  re¬ 
deemed  you  will  credit  “bond  interest  fund” 
and  charge  “matured  interest.”  The  bal¬ 
ance  of  “matured  interest”  should  represent 
the  coupons  outstanding.  When  closing  the 
books  you  will  credit  interest  and  charge 
profit  and  loss  or  surplus.  If  any  of  these 
funds  have  been  used  for  additions,  etc.,  to 
the  property,  charge  that  proportion  to 
“construction.” 

Form  5  is  filled  out  by  the  agents. 


and  “collateral  loans.”  These  accounts 
need  no  explanation  for  the  reason  that  the 
entire  issue  is  credited  to  them. 

“Renewal  Funds  for  Replacement  of 
Property”  covers  funds  specified  as  “rail 
renewals,”  “tie  renewals,”  “structure 
renewals”  and  “equipment  renewals,” 
and  represent  the  estimated  expendi¬ 
tures  for  the  year.  These  accounts 
are  credited  each  month  with  one-twelfth 
of  this  reserve  and  charged  with  the  actual 
expenditures.  “Unexpended  insurance”  also 
comes  under  this  head,  and  is  credited  each 
month  with  one-twelfth  of  the  annual  in- 
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and  at  the  close  of  each  day  is  turned  over 
to  the  collector  with  the  cash  received  by 
them  during  the  day,  the  total  amount  be¬ 
ing  entered  on  the  treasurer’s  daily  cash 
sheet,  charging  the  agents  with  all  passen¬ 
ger  receipts  and  crediting  them  with  cash 
turned  in. 

I  submit  herewith  a  copy  of  our  balance 
sheet  showing  the  income  account,  and  will 
briefly  explain  the  several  features  relating 
thereto :  By  referring  to  the  condensed  bal¬ 
ance  sheet  under  the*heading  “Liabilities,” 
you  will  note  the  following  items :  “Capi¬ 
tal  stock,”  preferred  and  common ;  “first 
mortgage”  and  “extension  mortgage”  bonds, 


surance  premiums  and  charged  with  the 
actual  payments.' 

Under  “Current  Liabilities”  we  have 
“vouchers  payable”  and  “vouchers  paid,” 
which  I  have  defined  in  the  foregoing  un¬ 
der  the  subject  of  “Daily  Cash  Report.” 
“Unpaid  pay  checks”  and  “unpaid  time 
checks”  are  credited  ^with  the  issue  and 
charged  with  all  checks  redeemed. 

“Matured  interest”  and  “first”  and  “ex¬ 
tension”  mortgage  bonds,  is  fully  covered 
in  my  explanation  relating  to  “Interest  on 
Bonds.” 

Under  “Deferred  Liabilities”  we  have  “in¬ 
terest  accrued,”  “taxes  accrued”  and  “rental 
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THE  METROPOLITAN  WEST  SIDE  ELEVATED  RAILWAY  COMPANY 

Income  Account 

Month  of 

. 190.. 

Mar.  1, 190.. 
to 

. 190.. 

Month  of 

. 190.. 

Mar.  1,190.. 
to 

. 190.. 

Operating  Expenses 

Main,  of  Way  and  Structs., 
Main,  of  Equipment, 
Conducting  Transp., 
General  Expenses, 

Total, 

Net  Earnings  from  Oper’n. 

Taxes, 

Rental  Northwestern  R.  R. 
Loop, 

Rental  Union  Consolidated 
Elevated  R.  R., 

Rental  Pennsylvania  Co., 
Interest  First  Mort.  Bonds 
Interest  Ext.  Mort.  Bonds, 
Other  Expenditures, 

Dividends, 

Balance  Income  Account, 

Earnings 

Passenger, 

Rent, 

Advertising, 

Miscellaneous, 

Total, 

Net  Earning  from  Oper’n., 
Other  Income, 

Interest  and  Exchange, 
Outside  Property, 

Condensed  Balance  Sheet 

Balance 

. 190.. 

Changes 

. 190.. 

Changes 
Mar.  1,190.. 
to 

. 190.. 

Balance 

. 190.. 

Changes 

. ,190.. 

Changes 
Mar.  1, 190.. 
to 

. 190.. 

Assets 

Cost  of  Road  and 
Equipment, 

Capital  Stock  in 
Treas. --Preferred, 
First  Mort.  Bonds 
in  Treasury, 

Ext.  Mort.  Bonds 
in  Treasury, 

Material  and  Sup., 

Cash, 

Current  Assets, 
Deferred  Assets, 

Liabilities 

Cap’l  Stock— Pref., 
Cap’l  Stock— Com., 

First  Mort.  Bonds 
1938-4%, 

Ext.  Mort.  Bonds 
19.38-4%, 
Collateral  Loan, 
Renewal  Fund  for 
Replac.  of  Prop., 

Cur.  Liabilities, 
Defer.  Liabilities, 

Profit  and  Loss, 
March  1, 190.., 
Income  Account 
Current  Year, 

Form  VI. 


accrued.”  These  accounts  are  credited  each 
month  with  one-twelfth  of  the  estimated 
charges  and  charged  with  the  entire  amount 
when  paid. 

ASSETS. 

Under  “Assets”  we  have  “cost  of  road¬ 
way  and  equipment,”  which  I  will  briefly 
explain  by  stating  that  the  original  cost  of 
the  property  has  been  charged  to  this  ac¬ 
count,  and  at  the  end  of  the  year  all  addi¬ 
tions  and  improvements,  plus  the  interest 
on  bonds  and  depreciation  in  the  value  of 
these  bonds  if  used  for  these  additions  and 


improvements,  are  also  charged  to  this  ac¬ 
count. 

“Capital  stock,”  preferred  and  common, 
“first  mortgage”  and  “extension  mortgage” 
bonds  in  treasury,  need  no  further  explana¬ 
tion  except  to  state  that  these  accounts  have 
been  charged  with  the  amount  in  the  treas¬ 
ury. 

“Material  and  Supplies”  covers  “mate¬ 
rial,”  “fuel”  and  “stationery”  stores,  which 
I  have  fully  explained  in  the  foregoing. 

“Cash”  account  represents  the  treasurer’s 
account,  paymaster’s  account  and  “bond  in- 
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terest  fund,”  all  of  which  have  been  outlined 
in  the  foregoing. 

CURRENT  ASSETS. 

“Agents”  account  is  explained  in  Form  5 
in  the  foregoing.  The  “Companies  and  In¬ 
dividuals”  ledger  would  doubtless  be  termed 
by  some  accountants  “Accounts  Receiv¬ 
able,”  which  may  convey  a  clearer  idea  of 
the  use  assigned  this  ledger.  The  fact  that 
the  company  in  question  is  a  railway  cor¬ 
poration  instead  of  a  mercantile  house,  their 
bills  receivable  are  necessarily  limited  in 
number  and  are  divided  into  three  classes, 
viz :  Bills  rendered  for  advertising  in  their 
cars ;  newspaper  privileges  at  stations  along 
their  lines,  and  to  tenants  occupying  prop¬ 
erty  owned  by  the  company.  The  balance 
of  this  ledger  should  equal  the  correspond¬ 
ing  account  in  the  general  ledger  and  come 
under  the  above  heading  on  the  condensed 
balance  sheet. 

DEFERRED  ASSETS. 

“Unearned  Insurance  Premiums”  account 
is  credited  with  all  money  paid  to  the  com¬ 
pany  by  the  insurance  company  for  losses 
to  their  property,  and  charged  with  all  ma¬ 
terial  and  labor  expended  to  restore  the 
property  to  its  original  condition;  the  bal¬ 


ance  being  charged  off  to  operating  ex¬ 
pense  account. 

“Suspense”  account  is  carried  in  a  sub¬ 
ledger  and  is  used  to  carry  all  unadjusted 
items;  not  necessarily  dead  accounts,  but 
items  for  which  complete  information  is 
lacking  and  is  charged  to  this  account  until 
such  time  as  the  information  is  received, 
when  it  is  transferred  to  its  proper  ac¬ 
count. 

On  the  reverse  side  of  the  condensed 
balance  sheet  particulars  are  furnished  in 
regard  to  the  items  of  additions  and  im¬ 
provements,  purchases  of  material  and  sup¬ 
plies,  distribution  of  cash,  and  particulars 
of  current  and  deferred  assets.  The  latter 
include  unpaid  assessments  on  capital  stock, 
advances  to  a  branch  elevated  railroad,  un¬ 
earned  insurance  premiums,  cash  in  hand 
of  Northern  Trust  Co.,  on  account  of  re¬ 
serves  and  suspense  accounts. 

I  have  now  defined  the  system  of  ac¬ 
counting  as  referred  to  in  the  first  two 
paragraphs  of  this  article,  and  in  conclu¬ 
sion  beg  to  state  that  if  any  additional  in¬ 
formation  should  be  desired  by  any  of  the 
readers  of  this  journal,  I  shall  be  very 
glad  to  furnish  the  same  and  promote  the 
welfare  of  the  reader  and  publisher  in  my 
earnest  effort  to  serve  you. 


An  Alpine  Lake  in  August. 


Contracts  by  Mail  and  Telegraph 

OR  WHEN  IS  A  CONTRACT  NOT  A  CONTRACT— WHAT  CONSTITUTES  A  LEGAL 
CONTRACT— AND  UNDER  WHAT  CONDITIONS  IT  CAN  BE  ENFORCED 

By  H.  GERALD  CHAPIN 

Editor  The  American  Lawyer 


NOW  the  law  as  it  is  actually  laid  down 
by  the  courts,  may  differ  from  the  busi¬ 
ness  man’s  conception  of  what  it  should 
be  is  nowhere  better  illustrated  than  when 
it  comes  to  the  question  of  agreements  made 
by  mail  and  telegraph.  The  rule  must  ap¬ 
peal  to  everyone  as  being  eminently  logi¬ 
cal  that  a  contract  comes  into  existence 
when  the  minds  of  the  parties  fully  meet 
on  every  essential  proposition.  Indeed,  the 
very  word  “agreement”  (aggregatio  men- 
tium — a  meeting  of  the  minds)  indicates 
this.  To  say,  we  repeat,  that  the  instant  the 
accord  of  the  parties  is  manifested  by  some 
overt  act  of  one  or  the  other  of  them  a 
contract  springs  into  being,  seems  simple 
enough.  It  is  the  application  of  the  rule 
which  sometimes  excites  surprise.  Suppose 
(and  the  following  are  actual  cases)  a  firm 
of  produce  dealers  writes  to  certain  brew¬ 
ers  offering  to  supply  10,000  barrels  of  bar¬ 
ley  at  a  fixed  price  per  bushel  and  the  lat¬ 
ter  answer,  accepting  terms,  but  the  letter 
is  lost  in  the  mail.  Or,  suppose  a  New 
York  firm  telegraphs  to  a  broker  in  New 
Orleans  asking  for  a  price  on  100,000  Mexi¬ 
can  dollars  and  upon  receiving  a  reply,  wires 
an  order  and  the  message  is  not  delivered. 
In  both  cases,  the  average  man  of  com¬ 
merce  will  say,  “Why  the  contract  was 
never  made.  How  can  you  hold  produce 
dealer  or  broker?”  The  doctrine  is  apt  to 
strike  him  as  a  novelty,  to  say  the  least, 
that  the  minds  of  the  parties  having  fully 
met,  the  overt  act  of  depositing  the  letter 
in  the  postoffice  or  delivering  the  message 
to  the  telegraph  company  is  sufficient  to 
create  a  contract  that  very  instant  and  'the 
proposed  seller  becomes  liable  for  damages 
for  failure  to  live  up  to  an  agreement  of 
which  he  had  no  real  notice.  From  which 
the  lesson  is  to  be  drawn  that  whenever  an 
offer  is  made  it  is  well  to  specify  that  the 
writer  will  not  consider  himself  bound  un¬ 
less  he  receives  notice  of  its  acceptance 
within  a  specified  time. 


There  is,  however,  an  exception  to  the 
rule  where  the  circumstances  show  that 
something  yet  remains  to  be  settled  after 
the  mere  acceptance.  Here  the  non-ar¬ 
rival  of  letter  or  telegram  will  block  the 
contract.  In  a  case  decided  in  Illinois,  A 
was  to  examine  certain  cattle  and  if  he  con¬ 
cluded  to  purchase,  telegraph  the  price  per 
head  to  B  who  was  to  wire  whether  he  was 
willing  to  take  a  one-third  interest,  A  was 
then  to  telegraph  the  amount  which  B  was 
to  pay,  B  was  to  place  the  necessary  sum 
in  a  Chicago  bank  and  the  latter  was  to 
notify  A.  A  bought  the  cattle  for  $55,000 
and  telegraphed  B  the  price  per  head,  B 
answered  “yes”  as  agreed  but  the  message 
was  never  received,  whereupon  A,  conclud¬ 
ing  that  B  had  decided  not  to  enter  into 
the  deal  made  other  arrangements.  The 
court  here  took  the  view  that  the  parties 
having  evidently  contemplated  that  B’s 
telegram  should  reach  A,  the  mere  sending 
of  it  was  not  sufficient  in  the  absence  of 
proof  of  its  receipt  to  cause  an  agreement 
to  come  into  being  as  something  else  be¬ 
sides  the  mere  acceptance  remained  to  be 
done  to  carry  out  the  parties’  understand¬ 
ing. 

As  a  corollary  to  what  has  been  said,  it 
follows  that  an  offer  not  founded  upon  a 
binding  consideration  (for  of  course  this 
does  not  apply  to  the  usual  options)  and 
not  under  seal  may  be  withdrawn  at  any 
time  provided  the  notice  of  withdrawal 
reach  the  other  party  before  his  acceptance 
has  been  manifested  by  an  overt  act  of  mail¬ 
ing  a  letter  or  sending  a  telegram. 

Hence  if  A  write  B  making  a  proposi¬ 
tion  to  sell  so  many  tons  of  iron  at  a  cer¬ 
tain  price  and  mail  his  letter  at  10  a.  m. 
but  an  hour  later  discovering  that  he  has 
made  a  mistake,  posts  notice  of  withdrawal, 
and  B  receiving  letter  No.  1  at  10  a.  m. 
next  day,  mails  an  acceptance  at  10 :45,  A 
is  bound  though  letter  No.  2  reaches  its 
destination  15  minutes  later. 
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Whether  the  minds  of  the  parties  have 
fully  and  fairly  met  on  each  essential  prop¬ 
osition  is  a  question  to  be  determined  from 
the  particular  facts  involved,  each  case  be¬ 
ing  a  law  unto  itself. 

It  is  evident  for  instance,  that  if  A 
should  write  offering  to  sell  B  so  many 
feet  of  lumber  at  a  given  price  or  on  con¬ 
dition  that  a  check  for  a  certain  sum 
should  accompany  the  acceptance  and  A 
were  to  answer  giving  new  figures  or  fail¬ 
ing  to  inclose  the  check,  there  would  be  no 
contract  since  an  acceptance  which  fails  to 
square  with  the  terms  proposed  must  of 
necessity  constitute  a  rejection  and  a  new 
proposition.  Nor  could  B,  having  once  re¬ 
jected  the  offer  afterwards  hold  A  by 
simply  mailing  a  letter  subscribing  to  all  its 
terms. 

Still,  the  line  is  not  drawn  too  closely 
and  merely  tacking  on  a  condition  which 
does  not  go  to  the  essence  of  the  proposi¬ 
tion  will  not  be  sufficient  to  constitute  a 
rejection.  Thus,  where  the  offer  to  buy 
certain  real  estate  was  accepted  with  the 
proviso  that  the  seller  should  have  a  rea¬ 
sonable  time  in  which  to  vacate  the  prem¬ 
ises,  there  was  held  to  be  neither  a  modifi¬ 
cation  of  the  proposition  nor  a  counter¬ 
proposition  but  an  unconditional  accept¬ 
ance. 

Other  cases  present  questions  much  more 
difficult.  Take  for  instance  one  which  arose 
in  Wisconsin.  Here  the  M.  L.  S.  &  W. 
Railway  Company  offered  by  letter  to  trans¬ 
port  for  Lawrence  a  certain  quantity  of 
logs  at  a  designated  rate,  Lawrence  to  chain 
the  logs  if  necessary.  In  his  letter  of  ac¬ 
ceptance  Lawrence  said  nothing  about 
chaining  the  logs.  He  did  add,  however, 
that  he  would  “be  down  the  first  of  the 
week  and  make  out  a  contract.”  Whether 
it  became  necessary  to  chain  the  logs  did 
not  appear.  It  was  argued  first  that  be- 
tau’se  of  Lawrence’s  failure  to  specifically 
accept  the  proposition  to  chain  the  logs  and 
secondly  because  of  his  promise  to  make  a 
formal  contract  later  on,  the  letters  taken 
together  did  not  show  that  there  was  a 
present  agreement  between  the  parties.  Both 
of  these  contentions  were  rejected,  the 
court  holding  first  that  by  accepting  the 
rate  without  qualification  Lawrence  had  ac¬ 
cepted  all  the  conditions  specified  in  the 
offer.  Upon  the  second  point  it  was  said : 

“True  he  contemplated  the  execution  of 


a  more  formal  written  contract,  but  it  does 
not  appear  that  either  party  contemplated 
the  insertion  therein  of  any  stipulation  upon 
which  their  minds  had  not  already  met  and 
which  was  not  substantially  inserted  in  the 
two  letters.” 

Take  another  case  which  arose  in  Penn¬ 
sylvania.  F.  A.  Ames  &  Co.,  manufactur¬ 
ers  of  wagons,  wrote  co  Pierson,  a  maker 
of  wheels,  leouesting  prices,  and  up  m  re¬ 
ceiving  his  reply  wrote  again,  requesting 
him  to  enter  an  order  for  ff,000  sets  of 
wheels  for  the  next  year.  Pierson  an¬ 
swered,  stating  that  the  order  was  loo  large 
for  him  and  that  he  “could  not  at  most 
undertake  over  100  sets  per  month  without 
shutting  out  his  old  customers,”  concluding 
his  letter  by  saying,  “if  it  will  be  of  any 
advantage  to  you  to  get  the  wheels  in  lots 
about  as  above  mentioned,  100  set  per 
month,  I  zvill  do  my  best  to  serve  you.” 
Ames  &  Co.  wrote  in  answer,  “You  may 
enter  our  order  for  the  100  sets  per  month 
as  your  letter  indicates.”  Pierson  replied, 
“I  will  enter  your  order  for  100  wheels  per 
month  for  the  coming  year,  and  if  I  can 
add  to  my  facilities  so  as  to  enable  me  to 


The 

Money 
Question 


“How  can  I  get  the  largest  returns  on 
my  money?”  is  the  question  which  is 
bothering  every  one  nowadays. 

We  invest  your  money — loan  it  on  improved 
real  estate— and  pay  you 

5%  interest 

compounded  semi-annually,  on  all  money  de¬ 
posited  here  and  the  interest  starts  as  soon  as 
the  money  is  received  and  continues  until  the 
day  it  is  withdrawn. 

We  have  been  in  business  11  years  and  take 
no  risks  of  any  kind.  Every  loan  is  backed  up 
by  the  very  best  security,  and  the  borrower 
pays  us  back  a  portion  of  the  principal  every 
month  together  with  the  interest. 

Write  for  our  free  booklet. 

CALVERT  MORTGAGE  &  DEPOSIT  CO- 

Dept.  C,  Calvert  Building,  Baltimore,  Md. 


288 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


do  better  than  that,  will  do  so.”  Pierson 
did  not  deliver  the  wheels,  and  in  a  suit 
for  damages  the  question  was  raised 
whether  these  letters  constituted  a  con¬ 
tract.  The  lower  court  held  that  they  did 
not,  construing  the  words  in  italics  as  mak¬ 
ing  the  ofTer  to  furnish  'wheels  dependent 
on  Pierson’s  ability  to  do  so.  In  other 
words,  the  order  was  to  be  filled  to  the 
best  of  Pierson’s  ability.  The  appellate 
tribunal,  however,  took  the  view  that  this 
construction  was  altogether  too  strained, 
as  it  failed  to  give  due  weight  to  other 
portions  of  the  letter. 

A  statement  which  is  likely  to  cause  sur¬ 


prise  is  that  where  a  message  is  wrongly 
transmitted  by  a  telegraph  company  the 
sender  (so  our  courts  have  strongly  inti¬ 
mated)  is  bound  by  the  ofYer  in  the  shape 
in  which  it  is  delivered.  The  company  is 
considered  to  have  been  his  agent  and  he  is 
consequently  bound  by  its  action.  In  Eng¬ 
land,  however,  the  opposite  view  is  taken  on 
what  appears  to  be  a  more  logical  theory 
that  the  telegraph  company  is  only  an  agent 
to  send  the  specific  message  which  was  en¬ 
trusted  to  it. 

These  are  a  few  of  the  points  which 
sometimes  arise  when  parties  undertake  to 
enter  into  contracts  by  mail  or  telegraph. 


The  Proper  Method  of  Typewriting 

By  H.  graham  PATERSON 


The  haphazard  style  of  operating  the 
typewriter  which  has  been  common 
since  the  creation  of  that  machine  is 
rapidly  giving  way  to  an  exact  method  of 
fingering.  The  speedy  one-finger  operator 
who  was  once  admired,  now  excites  sym¬ 
pathy;  those  who  write  without  reference 
to  the  keyboard,  and  use  all  the  fingers,  get 
the  praise. 

Typewriting  by  the  “sense  of  location,” 
commonly  known  as  “touch  typewriting  ,”  is 
one  of  the  easiest  things  to  understand,  and 
if  properly  presented,  the  whole  scheme  can 
be  comprehended  at  a  glance.  Its  value  is 
in  the  saving  of  nerv¬ 
ous  energy,  the  great¬ 
er  amount  of  work 
that  can  be  one,  the 
ability  to  concentrate 
the  attention  on  the 
matter  that  is  being 
copied,  and  the  less 
chance  of  omissions. 

The  chart  accom¬ 
panying  this  article 
indicates,  by  the  lines 
drawn  from  the  fin¬ 
gers,  the  keys  to  be 
operated  by  each.  In 
addition  to  the  prac¬ 
tice  necessary  to 
memorize  the  keys, 
their  location,  and  the 
fingers  to  which  each 
key  belongs,  the  chart 


shows  all  there  is  to  typewriting  by  the  sense 
of  location,  or  touch  typewriting.  Perhaps 
the  most  intelligible  description  of  this  plan 
of  operation,  and  the  one  that  conveys  the 
correct  idea  plainly  is  “Typewriting  by  the 
piano  method.” 

To  acquire  the  ability  to  typewrite  in  this 
manner  without  the  aid  of  graded  lessons, 
or  a  text  book,  all  one  has  to  do  is  to  make 
a  list  of  words  embracing  the  alphabet, 
write  a  word  until  it  can  be  written  freely 
and  without  hesitation  on  the  typewriter, 
then  take  another  word,  and  so  on  until 
the  location  of  each  key  has  been  memorized 

and  it  can  be  struck 
instinctively.  P  r  a  c  - 
tice  matter  on  figures, 
signs,  and  punctua¬ 
tion  marks  can  be  ar¬ 
ranged  easily. 

It  is  well  to  decide 
on  two  keys  as  guides 
from  which  to  locate 
the  others.  The  best 
for  this  purpose  are 
the  extreme  keys  on 
the  middle  bank  of 
the  lower-case  letters. 
On  the  chart  shown, 
these  are  the  “a”  and 
The  little  or 
fourth  fingers,  rest 
on  them  continuously, 
except  while  they  are 
engaged  with  other 


H.  GRAHAM  PATERSON. 
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keys,  after  which  they  should  be  immedi¬ 
ately  returned  to  the  original  position. 

An  important  point  that  should  be  strictly 
observed  is,  not  to  look  at  the  keyboard. 
Find  the  proper  keys  by  looking  at  the 
chart;  or  better,  locate  them  from  a  knowl¬ 
edge  of  their  position  with  relation  to  the 
guide  keys. 

Many  of  those  who  undertake  to  learn 
to  typewrite  in  this  manner  fail  ultimately 


Sin^fg. 


to  put  it  into  effect,  either  on  account  of 
lack  of  perseverance,  or  physical  deficiency, 
but  even  though  they  fall  short  of  securing 
the  prize,  the  fact  of  having  striven  for  it 
saves  them  from  becoming  one-finger  op¬ 
erators.  There  is  always  gain  in  study, 
even  though  efficiency  be  not  accomplished. 


Mr.  Employer,  Look  Pleasant! 


SS  an  employer  do  not  go  about  your 
place  of  business  as  though  you 
thought  your  life  were  a  wretched, 
miserable  grind.  Show  yourself  master  of 
the  situation,  not  its  slave.  Rise  above  the 
petty  annoyances  which  destroy  peace  and 
harmony.  Make  up  your  mind  that  you  are 
too  large  to  be  overcome  by  trifles.  Re¬ 
solve  that  you  will  be  larger  than  your  bus¬ 
iness,  that  you  will  overtop  it  with  your 
manliness  and  cheerfulness. 

To  say  nothing  of  its  being  your  duty  to 
make  the  lives  of  those  who  are  helping 
you  to  carry  on  your  business  as  picasam; 
and  as  full  of  sunshine  as  possible,  it  is  the 
best  possible  policy  for  you  to  pursue.  You 
know  very  well  that  a  horse  that  is  prodded 
and  fretted  and  urged  all  the  time  by  means 


of  whip  and  spur  and  rein  will  not  travel 
nearly  as  far  without  becoming  exhausted 
as  one  that  is  urged  forward  by  gentleness 
and  kind  treatment.  In  their  susceptibility 
to  kindness,  men  and  women  are  in  nowise 
different  from  the  lower  animals.  You  can 
not  expect  your  employes  to  remain  buoy¬ 
ant,  cheerful,  alert,  and  unwearied  under 
the  goad  of  scowls  and  the  lash  of  a  bitter 
tongue.  Energy  is  only  another  name  for 
enthusiasm,  and  how  can  you  expect  those 
who  work  for  you  to  be  enthusiastic  or 
energetic  in  your  service  when  surrounded 
by  an  atmosphere  of  despondency  and 
gloom,  when  they  expect  a  volley  of  curses 
and  criticism  every  time  you  pass. 

Many  a  man  who  could  have  been  a  suc¬ 
cess,  sleeps  in  a  failure’s  grave  today  be¬ 
cause  of  his  gloomy,  mean,  contemptible 
disposition  and  manner.  He  poisoned  the 
atmosphere  about  him  by  venting  his  spleen, 
dyspepsia,  and  bile  on  everyone  in  bis 
vicinity.  He  not  only  minimized  the  value 
of  his  own  efforts,  but  he  also  paralyzed  the 
powers,  the  initiative,  helpful  faculties  and 
suggestive  ideas  of  all  those  who  worked 
for  him. — Success. 


SAVE 

DIAMOND 

A  Diamond  is  a  wise  in- 
_  vestment.  Diamonds  increase 
in  value  20  per  cent  per  year.  To 
be  successful  you  must  look  suc- 
^  .a  •  .j,  ®®ssful.  Wear  a  Diamond  A 

Diamond  is  the  gift  of  all  gifts.  A  Diamond  is  a  con- 
Unual  reminder  of  the  giver’s  affection.  Diamonds  win 
Hearts.  Husbands  buy  Diamonds  on  Credit  for  wives. 
Lovers  buy  Diamonds  on  Credit  for  sweethearts. 
Mothers  buy  Diamonds  on  Credit  for  sons  and  daught- 
ers.  IS  the  time  to  obtain  a  Diamond  by  the  Fam¬ 
ous  LOFTIS  CREDIT  SYSTEM.  Write  To-day  for 
our  Catalog,  1000  illustrations,  and  our  Souvenir  Dia¬ 
mond  Booklet — We  will  mail  both,  free. 

We  will  send  the  Diamond,  the  Watcher  the  article 
°°  approval.  If  you  like  it  pay 
pne-flf th  the  price  and  keep  it.  Send  the  balance  to  us 
in  eight  equal  monthly  payments.  We  pay  all  express  I 

no  security.  All  transactions  are  I 
confidential.  Write  To-day  I  I 

We  gWe  our  signed  guarantee  of  value  with  each  ar-  I 
tide.  Terms  easiest;  quality  of  goods  finest:  prices  I 
lower  than  your  home  jeweler  asks  for  spot  cash.  We  I 
are  the  orig'inal,  largest,  most  reliable  Diamonds  on  I 
Credit  house.  The  Famous  LOFTIS  SYSTEM  re-  I 
ceived  Highest  Award— the  Gold  Medal— at  St.  Louis  I 
Exposition.  Write  TO -day  I  I 

DIAMOND  CUTTERS 
WatchmakerSf  Jewelers  I 
Dept.  H<39,  92  to  98  State  St.  I 

CHICAGO,  ILL.,  V.  S.  A.| 


Exposition.  Write  T( 

IpFTIS 

■H  5R0S  &  CO.  i85d 


This  department  is  for  the  benefit  of  subscribers  who  wish  to  ask  ques¬ 
tions  relative  to  business  detail;  and  subscribers  are  encouraged  to  ans¬ 
wer  the  questions  through  the  medium  of  these  pages.  The  question 
must  be  short  and  terse  and  of  general  business  interest.  The  replies 
must  be  direct  and  io  the  Points  Address  everything  to  the  editor 
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QUERIES  FROM  SUBSCRIBERS. 


Branch  Accounting. 

BY  A.  E.  KING. 

A  big  manufacturing  company  with  a 
number  of  branches  charges  them  with  in¬ 
terest  on  their  monthly  balance.  Several 
branches  close  their  books  for  the  business 
year  at  the  same  time  as  head  office,  and 
the  amount  at  the  credit  of  head  office  on 
their  books  must  agree  with  the  debit  bal¬ 
ance  (against  them)  on  head  office  books 
as  their  assets  and  liabilities  appear  on  the 
head  office  annual  statement.  One  branch, 
however,  is  so  far  away  that  the  books  are 
closed  for  the  year  two  months  prior  to 
head  office  closing  date  in  order  that  the 
statements  will  arrive  in  time  for  head  of¬ 
fice  to  incorporate  the  branch  figures  with 
theirs.  What  I  should  like  to  know  is 
whether  head  office  should  credit  Interest 
Receivable  account  with  the  amount  of 
the  two  months’  interest  charges  to  the 
branch  which,  of  course,  increases  head  of¬ 
fice  profits  by  the  amount.  The  amount  of 
the  interest  would  of  course  not  appear  on 
the  branch  statement  against  their  year’s 
business,  but  would  appear  with  other  in¬ 
terim  charges  (stock  shipped,  etc.)  in  the 
assets  on  head  office  A.  &  L.  statement.  I 
claim  that  it  is  correct  to  have  the  entry 
made  as  outlined  above  as  the  capital  would 
earn  interest  for  head  office  if  otherwise  in¬ 
vested. 


Promotion  Expense. 

BY  A.  E.  KING. 


A  contingent  fund  was  established  at  the 
end  of  a  business  year  to  cover  the  esti¬ 
mated  expenses  of  consolidating  several 
factories.  At  the  end  of  two  years  there 
is  a  surplus  after  charging  all  expenses  in¬ 


curred  to  Contingent  account.  When  the 
company  was  incorporated  Good  Will  was 
considered  a  valuable  asset,  but  on  account 
of  the  decrease  in  the  business  it  is  not 
considered  worth  as  much  as  when  the 
company  was  formed.  Would  it  be  proper 
to  transfer  the  surplus  in  contingent  to  the 
credit  of  Good  Will  account? 


A  Small  Publishing  Business. 

BY  H.  S. 

Will  you  kindly  let  me  know  what  you 
consider  the  best  system  for  a  small  pub¬ 
lishing  firm,  handling  about  1,000  books,  to 
keep  a  record  of  each  book,  giving  a  com¬ 
plete  record  of  the  printing  order,  delivery 
of  sheets  to  binder,  binder’s  deliveries, 
sheets  at  binderies,  bound  stock  in  store, 
and  also  a  complete  record  of  sales  and  to 
whom  made?  Our  present  system  con¬ 
sists  in  keeping  a  card  record  of  stock,  a 
quarterly  sales  book,  and  a  separate  card 
system  showing  the  sales  in  detail,  to  whom 
made,  discount,  etc.,  for  the  benefit  of  sales¬ 
men.  It  seems  to  me  that  these  three  could 
advantageously  be  combined  in  one,  pref¬ 
erably  in  loose  leaf  form,  and  that  a  com¬ 
plete  record  could  be  kept  in  compact  form 
with  half  the  work  that  it  now  takes  to 
keep  these  three  systems  going. 


A  Lumber  Camping  Company. 

BY  ROBERT  WARREN. 

I  desire  a  little  information,  and  wish  to 
obtain  suggestions  on  the  following:  We 
have  a  lumber  business  employing  about  50 
men,  running  our  own  boarding  house, 
commissary,  etc.,  in  connection.  All  board 
and  commissary  charges  are  charged  up  on 
our  pay  roll  and  taken  from  the  wages  of 
the  men.  Our  columns  on  the  pay  roll  are 
headed  for  these  different  departments,  and 
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Load  And  Fire  At  The 

Same  Time 


Load  the  book-keeping 
department  with  every 
necessary  record,  while 
you  fire  the  bill  and  ship¬ 
ping  instructions  and 
everything  that  is  to  leave 
your  office,  as  the  result 
of  an  order  which  you 
have  received.  Do  all 
this  at  one  stroke  with 

Elliott-Fisher 

Billing  Machines.  They 
will  save  from  y2  to  %  the 
expense  of  your  present 
method  of  billing.  Two  to 
ten  operations  now  accom¬ 
plished  in  one. 

JUST  MAIL  US  THE  ATTACHED  KEY 
AND  WE  WILL  OPEN  THE  DOOR 

The  Elliott-Fisher 
Company 

MAKERS  OF  THE  ONLY  REAL  BILLING  MACHINE 
IF  ANYONE  TELLS  YOU  OF  ANY  OTHER 
BILLING  MACHINES,  LOOK  IVISE  AND  WINK 

329-331  Broadway,  New  York 

OFFICES  AND  AGENTS  ALMOST  EVERYWHERE 

GRAND  PRIZE  (HIGHEST  POSSIBLE  AWARD)  ST.  LOUIS,  1904 


Are  you  making  bills  with 

pen? . pencil? . 

or  typewriter? . 

Do  you  take  letter-press 

copy  of  bills? . or  loose 

carbon  copy? . or  use 

manifold  bill-book? . 

or  make  separate  entry  in 
salesbook  or  journal? . 

Do  you  manufacture  and 
ship  from  the  original  order 

as  received . 

or  do  you  copy  the  orders  for 
your  shipping  and  other 
departments? . 

Is  it  desirable  or  necessary 
for  you  to  make  more  than 
one  copy  of  your  orders? _ 

Remarks . 


Q 


It  is  distinctly  agreed 
that  any  plan  or  sug¬ 
gestions  submitted  are 
to  be  without  expense 
or  charge  to  us,  and 
obligate  us  to  no  liabil¬ 
ity  direct  or  indirect. 

(Sign) . 


Per 


Address 
Date  ... 
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I  would  not  wish  your  suggestion  on  this 
particular  part  of  the  subject. 

In  our  commissary  we  have  a  common 
day  book  in  which  the  store-keeper  marks 
down  all  items  purchased  by  our  customers. 
At  the  close  of  each  day,  this  is  trans¬ 
ferred  into  a  petty  loose  leaf  ledger,  and 
from  there  transferred  to  the  pay  roll  at 
the  end  of  each  month,  and  posted  to  the 
credit  of  our  commissary  account  in  one 
total  from  the  pay  roll.  Now  is  there  any 
way  of  avoiding  the  copying  of  these  items 
every  day,  by  having  some  kind  of  a  car¬ 
bon  sheet  for  each  customer?  Cannot  you 
suggest  a  quicker  way  of  doing  this? 

In  our  boarding  house  we  have  a  small 
time  book  with  the  names  of  all  the  men 
written  in  it.  The  boarding  house  keeper 
marks  the  number  of  meals  up  to  each 
man  at  the  end  of  the  day.  We  have  no 
check  on  our  figures  in  this  department, 
other  than  going  over  them  twice.  Now 
can  you  suggest  something  for  this? 

Collections  for  a  Retail  Stationer. 

BY  A.  E.  MILLER. 

Please  outline  some  business  like  method 
or  system  of  collection,  particularly  of 
small  accounts,  such  as  accumulate  on  the 
books  of  a  stationer  and  newsdealer. 


Masonic  Hall. 

BY  I.  H.  BLACK. 

On  the  following  I  would  like  to  obtain 
opinions.  The  members  of  a  fraternal  or¬ 
ganization  have  formed  a  company,  bought 
a  hall  by  issuing  stock,  with  a  view  of  rent¬ 
ing  to  other  lodges.  A  quarterly  statement 
will  be  sent  to  each  stockholder.  The  sur¬ 
plus  divided  yearly.  Would  like  a  good 
form  of  accounts. 


Advertising  Account. 

BY  J.  F.  CONNELLY. 

In  your  June  magazine  you  have  an  arti¬ 
cle  by  P.  W.  Minnick  on  Advertising,  in 
which  he  states  that  the  amount  expended 
for  advertising  should  be  charged  to  In¬ 
vestment  account  and  not  to  Expense  as  is 
usually  done.  This  not  being  clear  to  the 
writer,  he  has  taken  the  liberty  of  asking 
two  questions  as  follows  which  he  hopes 
you  will  answer. 

Is  Investment  account  (which  consists  of 
advertising)  treated  as  an  asset? 


What  becomes  of  this  account  in  closing 
the  books  at  the  end  of  the  year? 


ANSWERS  TO  SUBSCRIBERS. 


Bonus  Account. 

BY  G.  BROWNLEE. 

AS  authorized  capital  stock  has  all  been 
issued,  first  step  would  be  to  have 
charter  amended  in  accordance  with 
obtaining  privilege  for  said  increase. 

Unless  otherwise  specified  than  mention¬ 
ed  in  inquiry,  the  common  stock  on  the 
books  would  remain  unchanged,  so  far  as 
figures  are  concerned,  but  would  decline 
in  value  by  the  issue  of  the  preferred  and 
gratis  common  stock.  Preferred  stock 
should  go  into  the  general  capital  stock, 
but  should  be  carried  on  stock  ledger  as 
preferred  stock,  separate  and  distinct  from 
common,  and  gratis  common. 

The  gratis  common  stock,  issued  in  con¬ 
nection  with  the  preferred,  having  same 
value  as  common  stock  previously  issued, 
should  be  placed  in  general  capital  stock 
account,  but  carried  on  stock  ledger  as  com¬ 
mon  gratis  stock,  in  same  manner  as  pre¬ 
ferred. 

Bonus  account,  to  which  would  be  charg¬ 
ed  amount  of  gratis  common  stock  issued, 
should  be  charged  off  periodically. 


Bonus  Account. 

BY  W.  A.  THOMPSON, 

WITH  reference  to  the  above  query  ap¬ 
pearing  in  a  recent  issue  of  your 
magazine  under  “The  Forum,”  I  am 
pleased  to  offer  the  following  solution : 

Before  increasing  the  capital  stock  it  is 
necessary  to  call  a  special  meeting  of  the 
stockholders,  and  in  voting  for  the  pro¬ 
posed  increase,  a  two-thirds  vote  must  be 
secured  in  order  to  carry  the  motion. 

This  meeting  should  also  transact  its 
business  in  accordance  with  the  laws  of 
the  state  regulating  such  transactions,  and 
certified  copies  of  the  proceedings  must  be 
filed  with  the  secretary  of  the  state. 

The  treatment  of  additional  capital  stock 
on  the  general  books  of  account  should  be 
similar  to  the  original  capital  stock  entries, 
i.  e.,  increase  your  preferred  and  common 
stock  by  the  additional  amounts  taken  out. 

We  will  say,  by  way  of  illustration,  that 
the  proposed  increase  in  preferred  stock  is 
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What  Is  Daus  Tip-Top? 


TO  PROVE 


that  Daus'  "Tip-Top"  _ 
cator  is  the  best,  simplest  and 
'Cheapest  device  for  making 

100  Copies  from  Pcn>written  andl 
50  copies  from  Typewritten  Original 

We  are  willingr  to  send  a  complete  Duplicator  witii®B8t 
^posit*  on  10  days  trial,  if  you  mention  The  Book— 
Keeper.  N o  mechanism  tojsret  out  of  order,  no  washing, 
no  press,  no  printer’s  ink.^  The  product  of  23  years’  exper¬ 
ience  in  Duplicators.  Price  for  complete  apparatus,  cap 
size,  (prints  8^  in.  by  13  in.)  *7.50,  subject  ^ C 
to  me  trade  discount  of  percent.,  or  vOeUII  fllCl 


DUPLICATOR  CO.,  Daus  Building,  III  JoIib  Street,  NEW  ¥0RSC 


THE  RAMOUS 

“KOH-NNOOR” 

PENCILS 

Are  the  most  expensive  Pencils  made,  and 
are  also  the  CHEAPEST. 

One  “Koh"i=noor*’  will  outlast  more 
than  six  ordinary  pencils. 

“  Koh=i“noor  ”  Pencils  retain  their 
point. 

“Koh=i=noor”  Pencils  do  not  break  or 
smear — The  Book-keeper’s  delight. 

“Koh-i=noor**  Pencils  contain  no  grit 
and  therefore  write  smoothly. 

“Koh=i-noor”  Pencils  are  made  in  17 
degrees  to  suit  all  purposes. 

“Koh=i=noor**  Pencils  cost  10  cents 
each,  or  $1.00  per  dozen. 

Is  your  pencil  a  “KOH'PNOOR”  or 
only  an  imitation? 


"KOH-I-NOOR”  PENCILS  CAN 
BE  HAD  OF  ANY  DEALER  IN 
HIGH-CLASS  STATIONERY 


A  book  about  4% 

and 

Banking  by  Mail 

We  have  just  published  an  in¬ 
teresting  booklet  K  describing 
the  methods  and  management 
which  have  led  49,000  careful 
investors  all  over  the  United 
States  and  from  many  foreign 
countries  to  deposit  their  money 
by  mail  in  this  bank. 

This  booklet  K  explains  the  local  conditions 
which  enable  us  to  pay  4  per  cent  on  deposits 
with  absolute  safety;  and  shows  the  great 
advantage  of  our  simple  banking-by-mail 
system. 

Shall  we  send  you  the  booklet  ? 

Asse/s  $26,000,000 
49,000  depositors 
Small  accounts  welcome 

tEbe 

Clevelanb 
tErust  Company 


CLEVEL.AND 


OHIO 


A  FAST  FASTENER 

The  quickest,  neatest  and  most  economical 
staple  fastener  on  the  market.  Three  sheets  or 
thirty— it’s  all  the  same. 

THE  ACME  MIDGET 

This  is  just  what  its  name  implies— the  very  top 
of  achievement.  You  cannot  break  it — you  can¬ 
not  wear  it  out — you  cannot  make  it  do  poor 
work.  What  ever  you  fasten  with  it  will  stay 
.  fastened.  You  can  use  it  on  paper,  cloth,  leather 

or  any  similar  substance.  Absolute  satisfaction  guaranteed.  Price  $3.00.  Extra 
staples,  5000  for  $1.25.  Ask  your  Stationer  or  write  us  direct. 


ACME  STAPLE  COMPANY,  500  N.  Twelfth  Street,  PHILADELPHIA,  PENN. 


294 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


$10,000  par  value  $100  per  share,  and 
that  100  per  cent  of  the  common  stock  is  to 
be  given  as  a  bonus.  The  journal  entry 
would  be : 

Treasury  Stock . $20,000.00 

To  Preferred  Stock . $10,000.00 

To  Common  Stock .  10,000.00 

Say  now  that  50  preferred  shares  has 
been  subscribed,  the  journal  entry  would 
be : 

Subscription  account . $10,000.00 

To  Treasury  Stock . $10,000.00 

and  when  the  money  is  paid  the  journal 

entry  necessary  would  be : 

Cash  . $5,000.00 

Bonus  account .  5,000.00 

To  Subscription  account . $10,000.00 

Journal  entries  similar  to  the  above  would 
be  necessary  until  the  stock  is  all  disposed 
of  and  paid  for;  at  which  time  treasury 
stock  account  and  subscription  account  will 
balance. 

Bonus  account  will  show  as  an  asset 
$10,000  and  preferred  and  common  stock 
will  be  increased  by  the  extra  capital  or 
liability. 

The  bonus  account  should  be  written  off 
proportionately  year  by  year  until  it  is  ex¬ 
tinguished, 

A  Bills  Payable  Record. 

BY  G.  HENDERSON. 

A  FORM  for  the  handling  of  bills  payable 
which  miight  be  of  interest  to  some  of  your 
readers,  is  illustrated.  It  is  intended  to  do 
away  with  the  writing  on  back  of  notes  on 
which  a  part  payment  may  have  been  made. 

All  notes  on  being  first  issued  are  en¬ 
tered  into  either  of  the  first  two  columns, 
the  totals  of  which  are  posted  monthly  to 
the  credit  of  bills  payable  account.  When 
payments  are  made  in  full  or  in  part  they 


are  entered  in  a  “bills  payable”  column  in 
the  cash  book,  the  total  of  which  is  posted 
to  debit  of  bills  payable  account.  The  re¬ 
newal  notes  are  then  entered  into  the  col¬ 
umn  headed  “renewals”  and  are  checked 
off  in  the  L.  F.  column  as  they  are  not 
again  posted.  To  prove  that  the  balance 
shown  in  bills  payable  account  is  Correct  a 
list  of  all  notes  issued  should  be  made  up 
at  the  end  of  each  month — the  total  of 
which  should  agree  with  the  balance. 


Measuring  Cloth. 

BY  C.  H.  BATES. 

The  last  issue  contained  an  inquiry  as  to 
how  to  get  the  number  of  yards  in  a  bolt  of 
cloth  without  unrolling.  I  think  the  fol¬ 
lowing  rule  will  help  the  inquirer  out. 

You  first  measure  the  number  of  inches 
around  the  outside  of  the  bolt,  add  to  this 
the  number  of  inches  across  the  board  on 
the  inside  of  the  bolt;  divide  this  answer 
by  two  (2)  ;  multiply  this  answer  by  the 
number  of  folds  in  the  bolt;  divide  this 
answer  by  36,  the  number  of  inches  in  a 
yard,  and  the  result  will  be  the  number  of 
yards  in  the  bolt. 

I  have  used  this  system  for  years  and 
know  that  it  is  correct,  as  I  have  measured 
the  goods  this  way  and  then  unrolled  them 
and  used  the  yard  stick  and  it  never  varies 
one  way  or  the  other  over  a  quarter  of  a 
yard. 

Answer  Number  Two. 

BY  S.  J.  M,  BENBER. 

Looking  over  your  magazine  for  the 
month  of  May,  1905,  and  in  the 
Consulting  Department,  I  notice  an  in¬ 
quiry  from  a  Nebraska  merchant,  regard- 
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“Stomach  Comfort 

in  Every  Shred” 


CL  It  is  not  how  much  we  eat,  but  how  much 
we  digest  that  makes  us  strong.  Indigestion  is 

not  confined  to  the 
stomach.  The 
starchy  foods,  such 
as  bread  and  pota¬ 
toes,  are  digested  in  the  bowel. 
Millions  of  persons  are  unable 
properly  to  digest  starchy 
foods.  CL  Whether  it  is  stomach  in¬ 
digestion  or  bowel  indigestion,  what  the 
sufferer  needs  is  food,  not  medicine — the  right  kind  of  food.  Such  a 


food  is 

Shredded  Whole  Wheat 


It  is  made  of  the  whole  wheat,  steam-cooked  and  drawn  into  fine 
porous  shreds  and  baked.  These  delicate  shreds  are  retained  and 
assimilated  when  the  stomach  rejects  all  other  foods.  Thousands  of 
persons _ including  many  doctors — gratefully  affirm  this  fact  in  letters 

to  this  Company. 

AH  in  the  Shreds” 


C.  Shredded  Wheat  is  not  “  treated "  or  ..flavored  ”  with  anything-it  is  the  whole 
wheat  and  nothing  but  the  wheat-the  cleanest  and  purest  cereal  food  ntiade.  It  is 
made  in  two  forms -BISCUIT  and  TRISCUIT.  The  Biscuit  is  delicious  for  break¬ 
fast  with  hot  or  cold  milk  or  cream  or  for  any  other  meal  in  combination  with 
fruits  or  vegetables.  Triscuit  is  the  shredded  whole  wheat  cracker  which  takes  the 
place  of  white  flour  breads  delicious  as  a  toast  with  butter  or  with  cheese  of 

preserves. 

THE  NATURAL  FOOD  COMPANY 

Niagara  Falls,  N.  Y. 
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ing  measuring  a  bolt  of  dry-goods  without 
unfolding  it. 

In  reading  the  reply  you  sent  him  it  came 
across  my  mind  that  I  used  to  use  a  sys¬ 
tem  that  is  very  accurate  indeed,  and  if 
followed  closely  will  give  within  a  one- 
eighth  of  the  yardage,  hence  this  letter. 
The  rule  follows ; 

Measure  the  width  of  board  at  one  end, 
multiply  by  two,  subtract  that  from  cir¬ 
cumference  of  roll,  count  number  of  folds 
half-way  across,  multiply  by  remainder  of 
subtraction,  multiply  that  answer  by  two, 
and  divide  that  answer  by  36,  which  quo¬ 
tient  will  give  the  number  of  yards.  In 
measuring  the  roll,  one  must  be  governed 
by  the  way  goods  are  rolled;  if  tight — 
measure  loose;  and  if  rolled  loose,  measure 
tight. 


The  Farmer  and  the  Hog. 

BY  E.  C.  LOVE. 

Referring  to  pages  1003  and  1004  of  the 
May  number,  I  submit  the  following: 

The  total  income  from  the  farm  is  as 
follows : 


Butter  and  milk  sold  for  cash,  $165.00 

Hogs  sold  for  cash,  350.00 

Hog  sold  to  A,  12.60 


Total  income,  $527.60 


The  total  expenses  are 'as  follows: 


Paid  by  A,  $  6.50 

Paid  by  A — Taxes,  25.00 

Paid  by  B,  3.50 

Paid  by  cash  received  from  sales,  9.60 


Total  expenses,  44.60 


Net  profits,  $483.00 


Of  which  A  is  entitled  to  receive,  $241.50 
Of  which  B  is  entitled  to  receive,  241.50  $483.00 


The  amount  due  A  is  as  follows : 

Cash  advanced,  $  6.50 

Cash  advanced,  25.00 

One-half  of  net  profits,  241.50 


$273.00 

Less  hog  bought  and  not  paid  for,  12.60 


Total  amount  due  A  on  settlement,  $260.40 

The  amount  to  be  retained  by  B : 

Cash  advanced,  $  3.50 

One-half  of  net  profits,  241.50 


Total  amount  to  be  retained  by  B  on 

settlement  . $245.00 


$505.40 

We  find  that  B  has  the  exact  amount  of 
cash  on  hand  to  make  settlement  on  the 
above  basis : 

Cash  received  for  butter  and  milk,  $165.00 
Cash  received  for  hogs,  350.00 


$515  00 

Less  cash  from  cash  receipts  paid 

out  for  expenses,  9.60  $505.40 


The  transactions  would  be  recorded  as 
follows : 


CASH. 


Farm  Revenue — Butter  and  milk. 

Farm  Revenue — Hogs, 

$165.00 

350.00 

Farm  Revenue — Expenses, 

A — Amount  paid  A  on  settlement, 

B — Amount  retained  by  B  on  settlement. 

$  9.60 

260.40 
245.00 

$515.00 

$515.00 

FARM 

REVENUE. 

A — Expenses  paid  by  A, 

A — Taxes  paid  by  A, 

Cash — Expenses  paid  by  Cash, 

B — Expenses  paid  by  B, 

A — One-half  of  net  profits, 

B — One-half  of  net  profits. 

$  6.50 

25.00 
9.60 
3.50 
241.50 
241.50 

Cash — Butter  and  milk. 

Cash — Hogs, 

A — Hog  sold  to  A, 

$165.00 

350.00 

12.60 

$527.60 

A. 

Farm  Revenue — Expenses  paid  by  A, 
Farm  Revenue — Taxes  paid  by  A, 

Farm  Revenue — One-half  of  net  profits, 

$527.60 

Farm  Revenue — Hog, 

Cash — Amount  paid  A  on  settlement. 

$  12.60 
260.40 

$  6.50 

25.00 
241.50 

$273.00 

B. 

Farm  Revenue — Expenses  paid  by  B, 

Farm  Revenue — One-half  of  net  profits. 

$273.00 

Cash — Amount  retafned  by  B  on  settlement. 

$245.00 

$  3.50 

241.50 

$245.00 

$245.00 

Apportionment  of  Interest  on  Notes. 

BY  J.  M.  BROWN. 

EFERRING  to  “Apportionment  of  In¬ 
terest  on  Notes,”  by  W.  N.  Lauraine, 
I  would  say  that  his  difficulty  arises 
from  his  error  in  calculating  the  interest  on 
the  notes  at  time  of  purchase. 


If  he  had  taken  the  amount  of  $1  for 
one  period  of  time  for  the  first  term  of  an 
arithmetical  series,  and  the  amount  of  $1 
for  the  whole  number  of  periods  of  time, 
for  the  last  term,  and  found  the  sum  of 
this  series,  by  multiplying  the  sum  of  these 
first  and  last  terms  by  half  the  number  of 
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%  Inch  Size,  Paper  Faced 


One  Inch  Size,  Plain  Leather 


IK  Inch  Size,  Paper  Faced 


Two  I  nch  Size,  Paper  Faced 


,  j  guarantee  every  tag  to  be  not  only  perfect  in  material  and  construction,  but 

CvUSirSiriTCO  t  to  pay  for  itself  in  the  time  saved  by  its  use.  On  ledgers  they  save  one- 
half  time  in  posting.  For  general  purposes  the  saving  averages  twenty  per  cent.  I  prepay  transportation 
and  will  send  tags  to  any  responsible  person  or  firm  on  trial,  to  be  returned  if  not  found  profitable. 

The  following  are  a  few  of  the  establish¬ 
ments  which  order  Paper  Faced  Tags  in  lots 
of  1.000  or  more  : 


Simmons  Hardware  Company,  St.  Louis 
General  Electric  Company,  Schenectady 
Eastman  Kodak  Company,  Rochester  ^ 

DeBeers  Mining  Syndicate.  South  Africa 
W^cstinghouse  Electric  &  Mfg.  Co.,  Pittsburg 
United  States  Navy  Department 

Fill  out  the  coupon,  mail  jt  with  your  letterhead  and 
receive  my  catalog  and  price  list  showing  how  \0U 
can  save  time  and  labor.  Sample  tag  for  5  cents. 

Dept.  A.  CHAS.  C.  SMITH,  Mfr. 

EXETER.  NEBRASKA 


Cut  off  Here  and  mail  TO-DAY— Don't  Delay 

Dept.  A,  Chas.  C.  Smith,  Exeter,  Nebraska. 

Please  send  your  catalog  and  price  list  free.  Enclosed  is  5  cents 
for  sample  tag.  (8-5) 

Name . 

Street . . 

City . State . 

4 

Business . 

.Am  Interested 

In  Indexing . 


K  Size,  Paper  Faced 


K  X  K  Size,  Paper  Faced 


This  Cut  Shows  how  Tags  are 
Put  on  Leaves 


Indexes  which  you  can  put  on,  take 
off,  or  move  to  suit  your  requirements 

Ta^s  to  Write  on 

When  my  Adjustable  Index  Tags  were  first  placed  on  the 
market  I  advertised  “Blank  Tags  to  Write  on.”  Like  all  my  ad¬ 
justable  tags  they  were  made  with  spring  steel  clips  enclosed  in 
silk-stitched  buff  leather  tabs,  but  with  the  projecting  portion  left 
blank.  Book-keepers  at  once  appreciated  the  c(Dnvenience  of  hav¬ 
ing  on  hand  indexes  which  they  could  letter  with  pen  as  desired, 
and  the  “Blank”  tags  immediately  became  popular. 

In  1898,  in  response  to  a  request  from  the  United  Gas  Improvement  Co.,  of  Philadelphia, 
for  tags  which  could  be  written  on  with  pencil  and  erased,  I  sent  them  the  “Blank”  tags  with 
the  addition  of  a  facing  of  Buff  Scotch  Linen  Ledger  Paper  on  each  side  over  the  leather. 
The  ledger  paper  facings  not  only  proved  far  superior  to  celluloid  or  silicate  for  erasing  but 
were  found  to  be  the  most  desirable  surfaces  for  writing  permanent  inscriptions,  and  although 
widely  used  as  erasable  tags  they  are  now  more  extensively  used  for  permanent  inscriptions. 
I  carry  in  stock  over  1,000  different  kinds  of  printed  tags,  including  alphabets,  months,  days, 
numbers,  accounts,  cities,  states,  etc.  and  print  to  order  a  great  many  tags  with  special 
inscriptions  but  the  sales  of  the  Paper  Faced  tags  exceed  the  com¬ 
bined  sales  of  all  others.  Gummed  paper  stickers  for  renewing  the 
facings  are  furnished  for  10c  per  100.  Both  “Plain  Leather”  and 
“Paper  Faced”  tags  are  made  in  the  six  sizes  shown  here,  also  in 
special  sizes. 
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periods  of  time,  and  then  divided  the  sum 
of  all  the  notes  in  the  series  by  the  sum 
of  the  arithmetical  series,  the  result  would 
have  been  the  correct  principal  for  each 
note  of  the  series,  and  this  multiplied  by 
the  number  of  notes  in  the  series  would 
have  given  him  the  correct  amount  to  pay 
for  the  notes  if  he  sought  to  make  the  in¬ 
vestment  net  him  eight  per  cent. 

This  process  applied  to  the  problem  given 
will  show  the  principal  of  each  $20  note  to 
be  $16.6205  and  the  total  principal,  or  pur¬ 
chase  price,  $997.23,  and  the  total  interest, 
$202.77. 

If  Mr.  Lauraine  will  now  apply  his 
method  of  entering  up  the  monthly  accrued 
interest  he  will  find  that  it  will  come  out 
all  right. 

But  Mr.  L.  asks  for  some  simple  method 
for  writing  up  the  monthly  accrued  interest 
on  the  paper  already  purchased. 

'If  he  will  divide  the  total  principal  (us¬ 
ing  the  illustration  given),  $1,000  by  the 


number  of  notes  in  the  series,  60,  the  re- 
';nlt  IS  the  principal  for  each  note, 
$  b. (»(»%. 

Reckon  interest  on  total  principal,  $1,000, 
for  one  period,  in  this  case  one  month,  and 
the  interest  is  $6.66%, 

Reckon  interest  on  one  note  principal, 
$16.66%  for  one  month,  obtaining  11  1/9 
cents.  Deduct  one-half  of  this  last  interest 
from  the  first,  leaving  $6.61  1/9.  Take  this 
result  as  the  amount  to  enter  for  first 
month’s  accrued  interest.  Each  following 
month  enter  the  same  as  the  last  less 
11  1/9  cents,  and  you  will  have  left  from 
the  $200  just  5  5/9  cents  to  enter  for  the 
last  month. 

This  method  applies  to  all  your  cases 
and  I  think  is  as  simple  and  as  close  an 
approximation  as  any  that  can  be  devised. 

Forum  Prize  Winners  for  June. 


A.  J.  Conen . $3.00 

W.  A.  Thompson .  1.50 


,  Accrued  Liabilities. 

Question  : — 'Kindly  advise  me  as  to  the 
best  method  for  making  the  proper  entries 
into  the  ledger  of  the  so-called  “Inventory 
Liabilities”  at  the  time  of  stock  taking; 
such  as  salaries  due  and  not  yet  paid,  or 
other  expenses  due  and  not  yet  paid,  or 
interest  accrued  on  bills  payable.  These 
items  are  not  charged  to  any  account  until 
paid,  but  they  are  real  liabilities,  and  should 
be  considered  as  such  on  the  balance  sheet 
at  inventory  time.  I  therefore  desire  to 
know  how  these  should  be  recorded  in  the 
ledger  at  the  closing. 

P..  H.  Horwitz, 

New  York  City. 

Answer: — There  are  two  methods  of  including 
liabilities  of  the  kind  you  mention,  the  record  of 
which  does  not  appear  on  the  books. 

One  method  is  to  add  them  to  the  accounts  pay¬ 
able  on  the  balance  sheet,  and  to  tlfe  profit  and 
loss  account  on  the  statements  prepared  at  closing 
time.  In  this  way,  the  surplus  appearing  on  the 
balance  sheet  and  profit  and  loss  account  will  not 


agree  with  the  figures  disclosed  by  the  books,  and 
we  do  not,  therefore,  recommend  this  plan. 

The  second  method  is  to  open  an  account  which 
may  be  called  “Accrued  Accounts  Payable,”  cred¬ 
iting  this  account  with  the  salaries  due  and  not 
yet  paid,  etc.,  and  debiting  salaries  and  other 
expense  accounts.  When  the  salaries,  etc.,  are 
paid,  cash  is  credited  and  “Accrued  Liabilities” 
account  debited,  thus  closing  same. 

We  think  this  second  method  fulfills  all  require¬ 
ments. 


Average  Per  Cent  of  Expense  in  Banks. 

Question  : — “What  is  considered,  or 
rather,  what  would  be  considered,  a  safe 
and  conservative  average  per  cent  required 
of  Gross  Profits  for  Expenses,  for  a  bank 
with  a  deposit  line  to  say,  $1,600,000  in  its 
mercantile  and  savings  departments  and  do¬ 
ing  business  in  a  city  with  a  population  of 
100,000,  I  am  aware  of  the  diversity  of 
opinion  on  this  subject,  but  hope  that  I 
may  have  the  advantage  of  your  opinion, 
which  I  esteem  very  highly.”  R.  T. 

Answer: — I  have  taken  the  trouble  to  examine 
the  many  statements  in  my  possession  of  banks  I 
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IlfAllTCill  operate  our  proposition  in 

If  AH  I  HU  your  own  city  or  town  under 
^■1  Instructions.  No  canvassing.  Good  for  |20  or 

III  ■■  ■  ■  more  per  week.  Will  not  interfere  with  present 
occupation.  Investigate  it.  Stamp  for  detail  information, 

HUTTON  A.  CO., Desk  2,  PHILADELPH  JAj 


'wr^OlTir  FOR  SIX 
J:  MONTHS 

THE  MINING  HER.'^LD.  Leading  mining  and 
financial  paper,  giving  valuable  information  on  mining 
and  oil  industries,  principal  companies,  best  dividend 
paying  stocks,  and  showing  how  immense  profits  may 
be  made  on  absolutely  safe  investments. Write  for  it 
to-day.  A.  L,  Wisner  &  Co.,  32  Broadway,  New  York 


TRADE  MARK 


Keep  Your  Eyes  Strong 

Well  and  vigorous  by  using  the  marreloa;-' 


This  splendid  remedy  has  the  strongest  endorsements  of  physi¬ 
cians  and  opticians.  It’s  safe  and  painless  in  application  and  acts 
like  magic  in  relieving  pain  caused  by  overwork  or  straining  the 
eyes  A  remedy  for  watery,  sore  and  inflamed  eyes,  granulated 
lids  and  kindred  diseases  of  the  eye  and  a  splendid  eye  tonic. 

“Eye-Fli”  is  the  only  complete  eye  treatment;  salve  and  liquid 
Sn  every  package,  60c  at  all  druggists  and  opticians.  Write  for 
♦lee  sample  to 

E\E  FIX  REMEDY  COMPANY,  Dept,  K,  Detroit,  Mleh.^, 


THE  building  owned  AND  OCCUPIED 
BY  THE  BANK 


C.Paid-up  Capital  and  Surplus  of 
Six  Million  Dollars,  vast  experience 
and  solid  financial  standing  gives 
this  bank  every  element  of  safety. 
C,Send  today  for  our  free  booklet  K, 
explaining  how  you  can  open  an  ac¬ 
count  with  ONE  DOLLAR  or  more 
safely'  and  conveniently'  hy'  mail. 

ASSETS  OVER 

FORTY  MILLION  DOLLARS 


THi^CITIZENS 

SAVINGS  &  TRUST  CO. 


CLEVELAND,  OHIO 


HERE 

YOU 

ARE 


3 

DRAWER 

CABINET 


Less  Freight 
Allowance. 


SPECIAL  FOR 
60  DAYS  TO 
INTRODUCE 


THE  AUTOMATIC 

VERTICAL  FILING  CABINET 

It  has  the  only  drawer  made  with  a  Hinged  Front 
and  Adjustable  Automatic  Tilting  Follower. 
It  opens  and  closes  like  a  book.  Its  contents  are  held 
compact  and  in  perfect  vertical  order  when  closed  and 
are  easy  to  get  at  when  open.  Shipped  on 
approval  and  guaranteed  to  excel  all  others  or  no  sale. 

For  Catiilogue  and  Further  Particulars  Wrlle  to 

The  Automatic  File  &  Index  Co.  K.'.” 


You  won't  disturb  everything  on  your 
desk  if  you  use  the 

Equipoise 
Telephone  Holder 


OLIVER  MFC.  CO.,  1012  Drexel  Bldg.,  Philadelphia 


For  two  different  telephone  systems,  a  special  yoke  carries 
the  two  Equipoise  Holders  on  one  pivot. 

18,  2t  and  30-inch  sizes — all  swing  around  in  a  4-inch  radius 

Get  our  illustrated  booklet— mailed  free. 

Age7tes  -wanted— great  chalice  Jor  energetic  men. 


Makes  the 
telephone 
more  conven¬ 
ient  in  every 
way  and  does 
not  interfere 
withanything 

Swings  the 
telephone 
right  in  place 
when  you 
want  it;  other 
times  it  is  out 
of  the  w  a  y  . 

Easily  at¬ 
tached  to 
desk,  wall, 
floor  or  any 
other  place  in 
the  home  or 
office  and  you 
can  u  s  e  i  t 
while  sitting 
or  standing. 
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have  examined  in  various  parts  of  the  country, 
and,  while  I  find  the  percentage  of  expenses  to 
gross  profits  to  vary  according  to  different  condi¬ 
tions  in  different  sections  of  the  country,  also  as 
to  the  difference  in  the  kinds  of  business  done  by 
the  national  banks  as  compared  to  that  of  state 
banks,  trust  companies  and  savings  banks,  yet 
from  the  data  obtained,  and  from  my  experience,  I 
should  say  that  the  percentage  runs  in  banks  such 
as  your  correspondent  describes,  from  30  to  40  per 
cent,  or  an  average  of  35  per  cent. 

Referring  to  the  report  of  the  Comptroller  of 
the  Currency  for  1904,  I  find  he  states  the  gross 
profits  for  national  banks  (exclusive  of  our  new 
island  possessions)  to  be  in  round  figures  two 
hundred  and  forty-nine  millions,  for  the  year  from 
Sept.  1,  1903,  to  Sept.  1st,  1904,  and  the  expenses 
and  taxes  for  the  same  period  to  be  one  hundred 
and  three  millions.  This  shows  an  average  for 
national  banks  in  the  United  States  of  about  41 
per  cent;  although  the  first  half  of  that  year 
showed  only  39  per  cent,  the  last  half  showed 
about  43  per  cent. 

To  show  the  varied  percentage  in  different  sec¬ 
tions  of  the  country  for  the  two  half-yearly  periods 
mentioned  (Sept.  1,  1903,  to  March  1,  1904,  and 
March  1,  1904,  to  Sept.  1,  1904)  the  following 
table  may  be  of  interest: 


Sept.  1,  ’03,  Mar.  1,  ’04,  to 
States.  to  Mar.  1,  ’04.  Sept.  1,  ’04. 

New  England  . 38%  40% 

Middle  . 36  6/10%  43  1/10% 

Southern  . 42  8/10%  39  8/10% 

Middle  West  . 43  1/10%  47% 

Western  . 43  7/10%  46  2/10% 

Pacific  . 33  4/10%  38  3/10% 


It  will  be  seen  by  this  that  the  average  percent¬ 
age  varies  greatly. 

A.  R.  Barrett, 

Certified  Public  Accountant  and  Former  Bank 
Examiner. 


Posting  Direct  From  Bills. 

Question  :  “I  have  heard  a  great  deal 
about  discarding  the  sales  journal  and  post¬ 
ing  direct  to  the  ledger  account  from  the 
billing.  I,  myself,  feel  quite  positive  that 
this  is  the  best  and  quickest  method  but  the 
firm  is  not  so  favorable  in  the  adoptioi  of 
it.  We  have  billing  from  our  New  York, 
Boston,  (Chicago,  and  San  Francisco  offices 
each  of  a  different  colored  paper  and  each 
bearing  its  own  series  of  numbers.  The 
way  we  are  filing  our  bills  at  present  is  geo¬ 
graphically,  according  to  states  and  alpha¬ 
betically  according  to  towns  in  the  state 
and  also  the  customers  in  the  town.  Of 
course  by  this  scheme  in  case  an  entry  is 
made  to  the  wrong  account,  and  after  the 
bills  have  been  filed  in  their  respective 
places,  it  is  next  to  impossible  to  locate  it,  as 
in  filing  no  attention  is  paid  to  bill  numbers. 
In  adopting  the  new  scheme,  I  didn’t  be- 
sire  to  change  the  order  of  our  filing  scheme, 
as  it  is  a  great  advantage  in  looking  up  a 
customer’s  account  in  the  file  you  have  all 
his  bills  together,  while  if  they  were  filed 
according  to  bill  numbers,  it  would  require 
a  great  deal  of  searching. 

F.  N.  Donner. 

In  answer  to  the  above  Mr.  Griffith  makes 
the  following  recommendations : 


Answer: — “I  have  studied  the  proposition  con¬ 
tained  in  your  inquiry  very  carefully  and  it  seems 
to  me  that  the  solution  of  your  difficulty  lies  in 
arranging  the  accounts  in  your  ledger  geographi¬ 
cally,  the  same  as  you  have  your  files  arranged; 
by  using  either  a  loose  leaf  or  a  card  ledger,  this 
is  easily  accomplished.  Before  posting,  the'  bills 


MENTAL  ACCURACY 
Greatly  Improved  by  Leaving  off  Coffee. 

The  manager  of  an  extensive  creamery 
in  Wis.  states  that  while  a  regular  coffee 
drinker,  he  found  it  injurious  to  his  health, 
and  a  hindrance  to  the  performance  of  his 
business  duties. 

‘T  cannot  say,”  he  continues,  “that  I  ever 
used  coffee  to  excess,  but  I  know  that  it 
did  me  harm,  especially  during  the  past 
few  years. 

“It  impaired  my  digestion,  gave  me  a 
distressing  sense  of  fullness  in  the  region 
of  the  stomach,  causing  a  most  painful  and 
disquieting  palpitation  of  the  heart,  and 
what  is  worse,  it  muddled  my  mental  facul¬ 
ties  so  as  to  seriously  injure  my  business 
efficiency. 

“I  concluded,  about  8  months  ago,  that 
something  would  have  to  be  done.  I  quit 
the  use  of  the  old  kind  of  coffee,  short  off, 
and  began  to  drink  Postum  Food  Coffee. 
The  cook  didn’t  make  it  right  at  first — she 
didn’t  boil  it  long  enough,  and  I  did  not 
find  it  palatable  and  quit  using  it  and  went 
back  to  the  old  kind  of  coffee  and  to  the 
stomach  trouble  again.  Then  my  wife  took 
the  matter  in  hand,  and  by  following  the 
directions  on  the  box,  faithfully,  she  had 
me  drinking  Postum  for  several  days  be¬ 
fore  I  knew  it.  When  I  happened  to  re¬ 
mark  that  I  was  feeling  much  better  than  I 
had  for  a  long  time,  she  told  me  that  I  had 
been  drinking  Postum,  and  that  accounted 
for  it.  Now  we  have  no  other  kind  of  cof¬ 
fee  on  our  table. 

“My  digestion  has  been  perfectly  re¬ 
stored,  and  with  this  improvement  has 
come  relief  from  the  oppressive  sense  of 
fullness  and  palpitation  of  the  heart  that 
used  to  bother  me  so,  and  I  note  such  a 
gain  in  mental  strength  and  acuteness  that 
I  can  attend  to  my  office  work  with  ease 
and  pleasure  and  without  making  the  mis¬ 
takes  that  were  so  annoying  to  me  while 
I  was  using  the  old  kind  of  coffee. 

“Postum  Food  Coffee  is  the  greatest  table 
drink  of  the  times,  in  my  humble  estima¬ 
tion.”  Name  given  by  Postum  Co.,  Battle 
Creek,  Mich. 

There’s  a  reason.  ' 
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$20  to  $50 

standard  Self:l;ll.“:f.KFountain  Pen 

No  ink  dropper.  No  smeared  fingers. 

No  complication.  No  taking  apart  to  clean 

Our  Free  Lessons  In  Successful 
Salesmanship  makes  experience  unnec¬ 
essary.  We  send  all  particulars  and  fig¬ 
ures  to  prove  these  records;  write  to  day. 

Energetic  Agents  and  District  Managers 
wanted. 

0  1 7  D *80  earned  in  32  days  by  T.  L.  Jones,. 

01  I  O  a  retired  business  man  in  Alabama.  ■ 

•35.80  for  month’s  spare  time  by  G.  Jos.  Lovett,  of  Mass. 
•5.40  made  first  two  hours  by  Mrs.  M.  Lennon,  of  Michigan 

STANDARD  PEN  COMPANY,  864  Baker  Bldg.,  TOLEDD,  OHIO 


WEEKLY  made  selling 
this  New  Invention,  the 

Pills  Itself 

Instantly  at 
any  ink-well, 

THIS 
s.  WAY. 


ISAAC  PITMAN  SHORTHAND 

Re*adopted  by  N.Y.  Board  of  Education  for  Five  Years 

Complete  Shorthand  Instructor,  . *_  $1.50 

Shorthand  Dictionary,  (61,000  words  in  shorthand)  -  .  1.50 

20th  Cent.  Dictation  Book  and  Legal  Forms,  ordinary  print,  .75 
Frattical  Course  in  Touch  Typewriting,  cloth,  75c.  -  -  .50 

Pitman’s  Practical  Spanish  Grammar,  ....  _50 

Insurance;  A  practical  guide  to  this  important  subject,  340  pp.,  2.50 
Insurance  Office  Organization,  Management  and  Accounts,  1.50 
Parody's  Spanibh  Phonography  (complete)  -  .  .  -1.50 

Send  for  Trial  Lesson  and  sample  of  Pitman’s  Journal 

ISAAC  PITMAN  &  SONS,  31  Union  Square,  NEW  YORK 


CABINETS 

FOR  THE  “MAP  AND  TACK”  SYSTEM 

We  furnish  maps  mounted  for  the  tack  or  routing  system 
at  from  $1.25  up.  Our  reference  maps  for  the  desk  and 
the  wall  are  up-to-date  and  low  in  price.  If  you  are 
interested  in  Maps  or  Cabinets  for  Maps  write  for  free 
sample  map  and  our  illustrated  price  list. 

JOHN  W.  ILIFF  &  CO.,  350  Wabash  Avenae,  CHICAGO 


Is  Your  Time  Worth 
Money? 

If  it  is  we  can  show  you  how  to  save  some  money 
— just  how  much  depends  upon  you  and  your 
business.  The  more  time  you  buy  or  sell  the 

more  we  can  save  you. 
We  make 

THE 

AUTOMATIC 
TIME 
STAMP 

Perhaps  it  never  occur¬ 
red  to  you  that  you  could 
use  such  a  thing.  The 
probability  is  that  you 
could — with  profit.  It  is 
used  by  the  U.  S.  Govt. 
(Treasury  Dept.)  and 
by  thousands  of  men  who 
know  the  value  of  time. 

Let  Us  Tell  You  How  it  Will  Save  You  Money 

That  much  won’t  cost  you  a  cent 
— and  we’ll  be  glad  to  do  it. 

The  Automatic  Time  Stamp  Co. 

160B  Congress  St.,  Boston,  Mass. 

IKe  were  originators  of  Time-Printing  Machines 


TRY  IT  FOR 
YOURSELF 


C.  To  weigh  something  on  your 
old  style  scale  by  placing  the 
article  in  the  center  and  then 
to  one  side  of  the  platform  and 
note  the  variation. 

o.  A  scale  which  shows  a  varia¬ 
tion  is  absolutely  worthless  be¬ 
cause  it  is  a  continuous  waste 
of  postage  by  showing  over¬ 
weight  and  great  annoyance  to 
the  receiver  when  showing  short 
weight. 

CL  It  will  prove  a  good  invest¬ 
ment  to  discard  the  old  and 
buy  an  Up-to-Date  Triner  which 
is  guaranteed  absolutely  ac- 
curatCo  The  only  scale  built 
on  scientific  principles  which 
permits  of  no  variation, 

CL  Above  cut  shows  our  Sup. 
erior  Postal  Scale,  capacity 
4  lbs,  by  ^  oz  ,  Price,  $2.00 

Qem  Postal  Scale 

t  Ib,  by  %  oz.g  Price,  $1.25 

Ideal  Postal  Scale 

2  lbs.  by  oz.,  Price,  $1.50 

Sold  by  all  leading  Stationers. 
Your  Stationer  will  order  for 
yoUf  or  Scales  will  be  sent 
prepaid  on  receipt  of  price. 

TRINER  SCALE  &  MFQ.  CO. 

1255-57-59  West  21st.  Street 

CHICAGO,  ILLIINOIS 
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would  be  arranged  in  the  same  manner  and  each 
section  of  the  ledger  posted  separately,  then  if 
there  was  an  error  in  posting  to  the  wrong  ac¬ 
count,  it  would  surely  be  found  in  the  same  sec¬ 
tion  and  you  would  be  obliged  to  look  in  only 
one  section  of  your  files  to  find  the  bill  itself. 

“We  certainly  agree  with  you  that  the  method  of 
posting  direct  from  the  billing  has  many  advan¬ 
tages  over  the  old  method  of  carrying  everything 
through  the  sales  book,  or  journal  and  we  believe 
that  by  sectionalizing  your  ledger,  as  suggested, 
the  only  difficulty  which  now  exists  would  be 
overcome.” 


Taking  Promissory  Note  in  Payment  of 
Account. 

PITTSBURG  correspondent  asks  the 
result  of  taking  a  long  running  note 
in  payment  of  an  account,  and  if  “we 
would  have  protection  prior  to  the  maturity 
of  the  note  in  case  we  would  acknowledge 
receipt  of  note  stating  that  same  would  be 
credited  to  the  account  when  paid,  and  re¬ 
gardless  of  the  wording  of  the  receipt  would 
make  an  entry  crediting  our  customer’s  ac¬ 
count  and  charging  the  amount  to  bills 
receivable,  or  would  it  be  necessary  to 
withhold  credit  from  our  customer’s  ac¬ 
count  until  the  note  was  paid,” 

It  is  the  law  in  practically  all  jurisdictions, 
including  Pennsylvania,  that  a  promissory 
note,  though  negotiable,  given  by  a  debtor  to 
his  creditor,  does  not  operate  as  payment  of 
a  pre-existing  indebtedness,  in  the  absence 
of  an  agreement  between  the  parties  that  it 
shall  so  operate,  and  an  action  may  still 
be  maintained  on  the  original  indebtedness. 
This  is  also  true  of  a  contemporaneous  in¬ 
debtedness.  It  is  also  the  law  that  an 
agreement  that  the  acceptance  of  a  note 
shall  operate  as  a  payment  of  the  debt  is 
binding  and  that  in  either  case  the  accept¬ 
ance  of  a  note  suspends  all  right  of  action 
against  the  debtor  until  the  maturity  of  the 
note.  After  maturity  it  is  the  duty  of  the 
creditor  to  first  surrender  the  note,  when 
he  may  resort  to  any  action  available  at  that 
time  to  collect  the  original  indebtedness. 
When  the  note  is  expressly  accepted  as 
payment  subject  to  the  subsequent  per¬ 
formance  of  specified  conditions  upon  the 
non-performance  of  such  conditions,  it  will 
not  operate  as  payment,  as  when  the  note 
so  taken  is  expressly  to  operate  as  payment 
when  paid,  as  suggested,  in  the  above  in¬ 
quiry. 

I  do  not  see  how  the  creditor  could  have 
any  protection  prior  to  the  maturity  of  the 
note  unless  expressly  agreed  with  the  debt¬ 


or  that  suit  may  be  brought  at  any  time. 
It  would  be  unwise  to  credit  the  account 
and  charge  the  amount  to  bills  receivable, 
for  this  would  be  some  evidence,  although 
not  conclusive,  that  the  note  has  been  taken 
in  payment  of  the  account. 


BUSINESS  WOMEN 
A  Lunch  Fit  For  a  King. 

An  active  and  successful  young  lady  tells 
her  food  experience: 

“Some  three  years  ago  I  suffered  from 
nervous  prostration,  induced  by  continuous 
brain  .strain  and  improper  food,  added  to  a 
great  grief. 

I  was  ordered  to  give  up  my  work,  as 
there  was  great  danger  of  my  mind  failing 
me  altogether.  My  stomach  was  in  bad 
condition  (nervous  dyspepsia,  I  think  now) 
and  when  Grape-Nuts  food  was  recom¬ 
mended  to  me,  I  had  no  faith  in  it.  How¬ 
ever,  I  tried  it,  and  soon  found  a  marked 
improvement  in  my  condition  -as  the  result. 

I  had  been  troubled  with  deathly  faint 
spells,  and  had  been  compelled  to  use  a 
stimulant  to  revive  me.  I  found,  however, 
that  by  eating  Grape-Nuts  at  such  times  I 
was  relieved  as  satisfactorily  as  by  the  use,, 
of  stimulants,  and  suffered  no  bad  effects, 
which  was  a  great  gain.  As  to  my  other 
troubles — nervous  prostration,  dyspepsia, 
etc— the  Grape-Nuts  diet  soon  cured  them. 

“I  wish  especially  to  call  the  attention 
of  office  girls  to  the  great  benefit  I  derived 
from  the  use  of  Grape-Nuts  as  a  noon 
luncheon.  I  was  thoroughly  tired  of  cheap 
restaurants  and  ordinary  lunches,  and  so 
made  the  experiment  of  taking  a  package 
of  Grape-Nuts  food  with  me,  and  then  slip¬ 
ping  out  at  noon  and  getting  a  nickel’s 
worth  of  sweet  cream  to  add  to  it.  I  found 
that  this  simple  dish,  finished  off  with  an 
apple,  peach,  orange,  or  a  bunch  of  grapes 
made  a  lunch  fit  for  a  king,  and  one  that 
agreed  with  me  perfectly. 

“I  throve  so  on  my  Grape-Nuts  diet  that 
I  did  not  have  to  give  up  my  work  at  all, 
and  in  the  two  years  have  had  only  four 
lost  days  charged  up  against  me. 

“Let  me  add  that  your  suggestions  in  the 
little  book,  ‘Road  to  Wellville,’  are,  in 
my  opinion,  invaluable,  especially  to  wo¬ 
men.”  Name  given  by  Postum  Co.,  Battle 
Creek,  Mich. 

“The  Road  to  Wellville”  in  each  pkg. 
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}mt  THt  rt^ 

iwtuTifi  tMinr  Taiitit  hui 


—  All  oi)i>oriunity  now  and 
then  to  fjet  an  honest  equiva¬ 
lent  lor  yonr  money  heeanse 
you  did  not  ask  for 
warranted  half  -  hose  —  ami 
were  sold  oiu^  of  the  many 
sulistitute  hrands.  Next  time 
insist  upon  liavinjf 
and  look  for  the  trade-mark 
on  the  toe. 

AH  good  dealers  sell 
this  famous  brand. 

If  yours  does  not,  we  will  fill 
your  order  direct. 

Here  are  two  new  summer 
styles  Men's  Half-hose.  Extra 
light  weight  cotton  —  no  seams 
—  soft  to  the  feet  —  pleasing  to 
the  eye.  Very  dressy.  Absolutely 
Fast  Hygienic  Colors. 

Style  35  P3.  Black  Outside  and 
Correct  Tan  Inside  —  effecting  a 
very  pleasing  Black  and  Tan  Blend. 

Style  35  P6.  Black  Outside 
and  Light  Blue  Inside  —  effecting 
a  very  pleasing  Black  and  Blue  Blend.  Price,  25  cents  per  pair  —  6  pairs,  $1.50. 
Transportation  charges  prepaid  to  any  part  of  the  U.  S. 


Sond  to-day  foi*  out*  Beautifut  Gatatogue 

Latest  and  most  popular  styles  in  men’s  hosiery.  Send  for  it,  and 
we  will  keep  you  posted  on  the  latest  effects,  as  we  are  constantly 
adding  new  styles  to  our  already  large  assortment. 

SHAW  STOCKING  CO. 


10  Shaw  Street,  Lowell,  Mass. 


il  H  H  DESKS 

riLINfi  DEVICES 


Below  is  one  of  the  combinations  of  our  ^ 
filing  devices  showing  arrangement  of  | 

units  that  can  be  made  suitable  for  any 
business. 


The  above  illustration  shows  our  com¬ 
bination  filing  device  made  with  nar¬ 
row  top  and  base  to  stand  on  roll  top 
desk.  It  makes  a  most  practical  and 
convenient  filing  cabinet  at  very  small 
cost. 

OUR  NEW  “400”  SERIES. 

No.  400  (like  cut  above)  has  deep  drawer  arranged  with  VER.- 
TICAL  FILING  EQUIPMENT,  writing  bed  not  broken 
by  typewriter,  which  disappears  in  dust-proof  compartment. 

No.  40a  is  same  as  No.  400  in  flat  top  style. 

No.  401  differs  from  No.  400  only  in  that  left  hand  pedestal  is  all  draw¬ 
ers  fno  typewriter  shelf). 

No.  403  is  the  same  as  401  in  flat  top. 

All  in  selected  quarter  sawed  oak,  rubbed  and  polished  finish. 

GUNN  DESKS  are  made  in  250  different  patterns,  in  all  woods  and 
finishes,  fitted  with  our  time  saving  drop-front  pigeonhole  box.  If  you 
desire  an  up-to-date  office  desk  of  any  description  and  best  possible 
value  for  your  money  get  a  GUNN. 

Our  reference— “  The  User— The  Man  with  a  Gunn.” 

Sold  by  all  leading  dealers  or  shipped  direct  from  the  factory.  Send  for  catalogue 
of  desks  and  filing  devices— mailed  free.  “  Makers  of  the  famous  ‘Ounn  Sectional  Bookcases.’ 

GUNN  FURNITURE  CO.,  Grand  Rapids,  Mich. 


Awarded  Gold  Medal.  World’s  Fair,  St  louis.  Mo. 


TOPBRO 


8EC.  E 
6  1  tier  dra 
4  U^'al  blk  dra 


SEC.  D 


4  dornm  t  dr* 
3  rd  iidex  dra 
3  pigaoiibolac 


BEC.  0 


3  letter  Ple  dra 
3  cd  index  dra 
6  legal  blk  dra 


BLIDE  SEC 
2  leavea 


BEC.  O 


6  letter  nUdrt 
6  cd  iwdex  dra 


BEG.  A 
3  letter  flle  dre 
T  Ligeonbolea 


VABl  810 


Saturday  Morning  Talks  by  the  Sales  Manager 

i 

THE  SALESMAN  WHO  CONTINUALLY  CRIES  FOR  MORE  TERRITORY .  IS 
ALMOST  ALWAYS  INEFFECTIVE.  A  SMaLL  TERRITORY  SYSTEMATICALLY 
AND  THOROUGHLY  WORKED  BRINGS  THE  BEST  RESULTS  IN  MOST  INSTANCES 

By  CHARLES  EDMUND  BARKER 


ENTLEMEN,  how  do  you  regard 

VJ  your  territory?”  asked  the  Sales 
Manager  abruptly  one  Saturday 
morning,  after  we  had  been  talking  awhile 
about  trade  conditions  and  the  outlook  for 
business  the  balance  of  the  season.  All  we 
salesmen  knew  from  the  nature  of  the  ques¬ 
tion,  that  the  old  gentleman  was  about  to 
deliver  himself  of  a  short  homily.  One  or 
two  of  us  gave  him  answers  to  his  ques¬ 
tions  in  general  terms. 

“Right  for  you,  Mr.  Allison,”  said  the 
Sales  Manager,  taking  up  the  answer  that 
one  of  the  boys  had  given  him.  “Your  ter¬ 
ritory  is  a  place  to  do  business  in;  but  it’s 
something  more  than  that;  it’s  your  stock 
in  trade — your  goods  in  the  warehouse. 
You  ought  to  look  after  it  just  as  closely 
as  we  do  our  stock  on  hand  and  invoice  it 
just  as  carefully  and  frequently. 

“You  see  a  good  deal  printed  these  days 
about  the  necessity  for  hustling  on  the  road. 
The  gospel  of  ‘hustle’  is  being  fairly  worked 
to  death.  It  appears  to  be  the  modern  idea 
that  you  have  got  to  break  a  hame-string  to 
get  business — that  it’s  leg  work  that  counts 
the  highest  points. 

“I’m  not  going  to  discount  good  vigorous 
activity,  but  I’m  in  favor  of  something  a 
.little  jnore  modern  than  even  the  modern 
principle.,  .of  ‘hustle,’  and  that  is  head-work. 
Our  brains  were  given  us  to  save  our  legs 
and  we  ought  to  make  use  of  all  the  equip¬ 
ment  we’ve  got. 

“Long  and  intimate  experience  has  forced 
me  to  group  road  men  into  two  broad  gen¬ 
eral  classes — traveling  men  and  traveling 
salesmen.  The  traveling  man  is  a  man  who 
travels  and  has  very  little  time  to  do  any¬ 
thing  else.  With  the  right  breed  of  sales¬ 
men,  the  traveling  is  incidental;  the  more 
incidental  the  better. 

“I  don’t  know  whether  you  gentlemen 
ever  noticed  it  or  not,  but  the  sphere  of  in¬ 
fluence  of  this  house  is  considerable  smaller 
than  that  of  a  number  of  other  concerns 


operating  on  smaller  capital  than  we  are. 
There  is  a  reason  for  that,  and  I  want  to 
talk  it  over  with  you.  The  subject  was 
suggested  by  one  of  our  young  men  who 
is  not  here  this  morning,  writing  to  ask 
the  house  for  another  county-  or  two.  I 
wrote  him  a  little  along  the  lines  that  I’m 
going  to  talk  to  you. 

“We  are  satisfied  that  every  salesman  of 
you  have  all  the  blue  sky  that  you  can  cir¬ 
culate  under  and  do  justice  to  what  you 
find  there  in  the  way  of  business.  When 
we  annex  more  territory  we  feel  it  will  be 
necessary  to  increase  our  force  of  men.  It 
costs  money  to  travel  men,  and  we  want  to 
know  that  we  have  a  man’s  job  before  we 
put  a  man  at  it.  We  don’t  want  any  ter¬ 
ritory  trifled  with.  We  believe  that  there 
is  more  money  in  what  the  agricultural 
students  call  ‘intensive  farming’  than  there 
is  in  ranching.  That  is  a  policy  we  have 
settled  upon  after  a  good  deal  of  hard 
thought,  taking  into  consideration  our  geo¬ 
graphical  location  and  the  class  of  trade  we 
are  catering  to.  Some  of  you  older  men 
know  how  we  look  at  those  things,  but  it 
don’t  hurt  to  caucus  on  policy  occasionally. 

“Boys,  I’m  not  a  crank  on  system,  but  the 
woeful  lack  of  it  among  the  generality  of 
commercial  travelers  leads  me  to  advocate 
some  slight  reforms. 

“When  you’ve  got  a  thing  to  do,  the  most 
sensible  thing  is  to  sit  down  and  intelli- 
gentlj^figure  out  the  easiest  and  most  effec¬ 
tive  way  of  doing  it. 

“For  instance,  the  most  serviceable  thing 
to  the  commercial  traveler  who  is  assigned 
to  work  certain  territory,  is  a  good,  accur¬ 
ate  map  of  that  territory,  showing  every 
city,  town,  village,  hamlet  and  cross-roads 
in  it  and  all  the  railroads,  traction  lines 
and  wagon  roads  through  it.  The  next 
practical  step  is  to  figure  out  the  distance 
between  points  and  the  available  modes  of 
conveyance,  so  that  close  calculation  can  be 
made  as  to  the  time  necessary  to  get  from 
one  place  to  another.  With  this  informa- 
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Salesmen 
Big  Money 

We  want  good  wide¬ 
awake  men  in.  every 
locality  to  sell 

The 

Chicago 
T3rpewri 


W*  give  you  a  |10O  machine  to  tell  at  $35.  This  great 
■aving  alone  should  do  the  business.  But  you  can  back  this 
up  by  showing  a  man  that  The  Chicago  has  points  of  ad¬ 
vantage  possessed  by  no  other  machine;  and  the  touch, 
speed,  convenience  and  durability  equal  to  any  of  the 
$100  machines  made  by  the  trust.  Write  Today  for  our 
liberal  proposition,  full  particulars  and  free  catalogue, 

.  Chicago  Writing  Machine  Co.  151  Wabash  Ave.  Chicago  a 


Prepare  for  success  at  the  bar,  in  business  or 
public  life,  by  mail,  in  the  original  school, 
founded  1890.  Successful  graduates  ever- 
where.  Approved  by  bench  and  bar. 
College  Law  Course  and  Busing  Law 
Course. 

Liberal  terms 

Speelal  offer  now 
Catalog  free 
Spragne 
Correspondence 
School  of  Law 

449  Majestic  Big.,  Detroit,  Mich 


LEARN 'TO  WRITE  ADVERTISEMENTS 


Ad  writers  earn  big  salaries— from  825  to  1100 
per  week.  Learn  this  profitable  business 
practically  BY  MAIL.  The  original  adver¬ 
tising  school  Is  endorsed  by  leading  business 
men  and  publishers  of  the  country. 
Beautiful  Prospectus  free. 

Page-Davis  Company 

Address  either  offles: 

Suite  S24,  90  Wabash  Avenne,  Chleago 
Suite  824,  150  Nassau  Street,  New  York 

111 
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Adds  nine  columns  of  figures  at  a 
time,  carrying  all  totals  automatic¬ 
ally.  As  each  figure  is  registered 
the  answer  instantly  appears  before  I 
you.  Capacity  $9,999,999.99. 

No  hooK  or  fever  to  operate.  It  is  | 
.accurate  and  durable.  It  does  not 
work  by  spriiTgs  or  levers  as  most 
[adding  machines  do,  but  by  a  gear 
,  movement  that  must  always  be  accur° 
|ate.All  parts  are  made  of  tool  steel 
or  hard  brass  and  interchange¬ 
able.  The  Rapid  Computerwill  do  every 
mathematical  problem  that  can  be 
done  on  any  machine  ever  made.  It 
will  do  work  quicker  than  any  other 
machine,  because  it  is  more  simple 
and  easier  of  operation.  We  will 
send  you  a  machine  with  all  charges 
prepaid  and  give  two  weeks  free 
trial.  Write  for  catalogue. 


The  Rapid  Computer  C©. 

Ml  Andriis  Bldg...  Misiiseap^'lka  ’ 
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HOW  MONEY 
CROWi* 


is  the  title  of  a  book  which  tells : 

HOW  to  invest  small  sums. 

HOW  to  tell  a  good  investment. 

HOW  you  can  convert  $100  into 
$358.83. 

HOW  to  choose  between  real 
estate  and  stocks. 

HOW  savings  banks  make  their 
money. 

HOW  to  choose  your  partners. 

HOW  to  guard  against  uncer¬ 
tain  "prospects.” 

HOW  to  protect  yourself  in  case 
you  should  not  care  to  hold  an  in¬ 
vestment  indefinitely,  etc. 

This  book  is  not  an  advertisement 
of  any  particular  investment.  It  is 
a  general  “talk”  about  investments, 
based  upon  my  experiences  and  ob¬ 
servations.  My  book  will  interest 
all  persons  who  can  save  $10  or 
more  per  month  from  their  income. 
Write  me  a  postal  saying,  simply, 
^"Send  How  Money  Grows.”  You 
will  receive  the  book,  free, 
by  return  mail. 

W.  M.  OSTRANDER 
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tion  before  you,  you  are  in  position  to  cut 
down  your  waste  time  to  the  limit.  It  is 
an  interesting  fact  here  at  the  house,  that 
you  fellows  are  costing  just  as  much  for 
salaries  and  expenses  while  you  are  spend¬ 
ing  a  half  day  on  the  train,  as  when  you 
are  in  the  thick  of  the  fight  and  pulling 
down  your  biggest  and  most  profitable  or¬ 
ders.  It  is  good  then  for  you  and  as  well 
as  us  to  cut  this  dead  work  to  the  bone. 

“Again,  if  a  salesman’s  territory  is  larger 
than  it  really  ought  to  be,  there  is  a  tre¬ 
mendous  amount  of  energy  wasted  by  him 
in  getting  over  the  ground ;  and  that’s  the 
very  stuff  that  he  ought  to  be  bottling  up 
and  keeping  until  he  is  face  to  face  with  his 
buyer.  Then  there  is  the  constant  anxiety 
about  getting  to  the  next  town.  That’s 
both  wearing  and  unprofitable.  It  also 
takes  a  great  deal  from  the  chances  of  the 
salesman’s  success.  No  man  can  throw  his 
whole  force  and  individualit}’’  into  the  work 
of  making  a  sale  and  at  the  same  time  hold 
in  his  mind  the  fact  that  he  has  got  to  catch 
the  three-twenty  train  for  his  next  town. 
It  would  be  a  good  point  gained,  if  the 
salesman,  when  he  got  off  of  the  train,  could 
forget  that  there  was  such  a  thing  as  a  next 
town.  My  advice  would  be  to  make  your 
plans  for  getting  away  after  you -are  very 
sure  that  there  isn’t  another  chance  of  do¬ 
ing  business  in  the  town  you  are  in  until 
the  next  trip.  Don’t  kill  time  with  your 
trade,  but  don’t  hurry.  In  my  estimation, 
one  is  as  bad  as  the  other. 

“The  salesman  can  also  save  himself  con¬ 
siderable  leg-wear  by  systematically  route- 
ing  up  his  calls  in  each  town.  Most  sales¬ 
men  do  this  mentally,  or  from  a  kind  of 
force  of  habit.  But  it’s  better  to  get  it 
down  on  paper  somehow  and  leave  your 
head  free  to  incubate  new  ideas.  That’s 
what  it’s  for,  and  not  for  indiscriminate 
storage  purposes.  There  is  manufactured 
and  put  on  the  market  by  some  thoughtful 
genius,  a  pocket  card  index  device  that 
strikes  me  as  an  excellent  thing  for  this 
purpose.  A  small  file  of  the  cards  is  car¬ 
ried  in  a  convenient  pocketbook  and  the 
cards  are  transferable  to  another  file  which 
is  carried  in  the  grip.  The  names  of  all 
the  firms  you  call  on  should  be  entered  on 
these  cards  in  ink  by  regular  routes  so  that 
your  calls  can  be  made  one  after  the  other 
in  regular  order  and  you  know  just  when 
you  are  done.  Space  could  be  left  after 


each  firm  name  in  which  to  enter  little 
memorandums  in  pencil,  before  you  start 
out,  if  there  is  anything  in  particular  that 
you  want  to  speak  about  or  take  up,  or  as 
a  record  of  the  call  after  it  is  made.  This 
little  data  which  you  can  put  down  at  odd 
moments  while  you  are  waiting  for  a  buyer 
or  when  on  the  street  car  going  from  one 
customer  to  another,  will  free  your  mind 
of  a  lot  of  trifles  that  need  to  be  remem¬ 
bered  for  various  reasons,  and  fix  you  so 
that  you  can  fill  out  your  report  sheets 
almost  without  mental  effort  after  the  day’s 
calls  are  made.  These  little  jottings,  if  al¬ 
lowed  to  remain  until  they  are  replaced  by 
the  record  of  the  next  call,  will  bring  to 
mind  many  a  little  item  that  may  be  made 
use  of  in  making  the  next  call  effective  in 
business  getting.  Then  if  a  member  of  the 
firm  should  ask  any  questions  about  a  cus¬ 
tomer  on  whom  you  had  called,  the  cards 
would  be  very  likely  to  give  the  answer. 

“Boys,  there  is  only  one  drawback  in 
getting  your  business  down  in  such  ship¬ 
shape  ;  and  that  is,  a  fellow  is  likely  to  get 
too  contented  with  it.  That  w’on’t  do,  of 
course.  You  have  got  to  keep  your  eyes 
wide  open  to  add  to  your  string  of  fish  or 
the  first  thing  you  know  you  will  be  stand¬ 
ing  still,  or  sliding  backward. 

“All  systems  have  got  to  be  tempered 
with  intelligence.  If  the  symptoms  get  to 
striking  in  on  you,  they  are  worse  than  the 
measles.  I  knew  a  fellow  once  who  got  to 
traveling  by  a  system.  He  would  sit  down 
and  spend  all  day  Sunday  making  up  his 
schedule  for  the  week.  After  it  was  all 
fixed  out  he  would  5gnd  one  copy  to  his 
wife  and  the  other  to  his  house.  And  by 
jinks  he  worked  to  that  schedule,  too.  His 
particular  pride  was  that  his  firm  could  look 
at  the  clock  at  any  given  minute  of  the  day 
and  by  referring  to  his  schedule  knew  ex¬ 
actly  where  he  was.  If  a  customer  was  out 
when  he  made  his  call-,  he  never  got  back 
to  him  that  trip — no,  indeed;  anything  like 
that  would  throw  him  off  his  time.  The  up¬ 
shot  of  it  was,  that,  although  he  was  a 
good  salesman,  he  never  got  but  about  so 
much  business.  His  firm  thought  a  heap 
of  him,  and  he  was  in  their  service  for 
a  long  while  but  he  was  drawing  the  same 
salary  at  the  end,  that  he  drew  at  the  be¬ 
ginning,  and  it  wasn’t  anything  fancy  at 
that.  The  trouble  was,  that  he  thought 
more  of  his  schedule  than  he  did  about 
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For  Life 


more  con- 
servative  or  a 
more  reasonable 
investment  than 
we  have  to  offer — 
more  profitable  than  life 
insurance — safe  as  city 
real  estate,  yet  not  so 
costly — better  than  a  sav¬ 
ings  bank,  for  the  return 
is  greater. 

We  have  full  and  com¬ 
plete  literature,  showing 
conclusive  facts,  logical 
figures  and  definite  refer- 

.6M!,nth°01dTrees  ence  of  pod  character, 
proving  beyond  any 
doubt  that  our  proposition  is  bona  fide,  cer¬ 
tain  and  profitable.  Our  booklets  give 
“reasons”  and  anyone  who  can  spare  from 
$5  to  $35  a  month  can  provide  for  old  age 
and  protect  themselves  against  the  ravages 
of  time,  the  chances  of  poverty  and  the 
misfortune  of  ill  health  by  securing  a  com¬ 
petent  income  that  will  cover  all  necessary 


IF  you  wish  to 
save  for  old 
age  or  provide  for 
h  e  a  1 1  hy 
m  i  d  J  1  e 
age,  y  o 
can  not 
find  a. 


living  requirements.  : 

It  is  worth  your  time  to  ask  for  our 
booklets — do  this  today  in  justice  to  your 
future.  It  is  not  only  the  man  who  saves, 
but  he  who  saves  profitably.  The  demand 
for  rubber  can  never  be  fully  supplied — a 
rubber  plantation  is  more  hopeful  than  a 
gold  mine— our  booklets  tell  you  the  facts 
that  have  taken  years  to  prove — write  for 


them  today. 

This  company  is  divided  into  only  6,po 
shares,  each  one  representing  an  undivided 
interest  equivalent  to  an  acre  in  our  Ystilja 
Rubber  Orchard  and  Plantation,  consisting 
of  6,000  acres  (one  for  each  share)  in  the 
State  of  Chiapas,  Mexico — undeniably  tiie 
finest  rubber  land  in  the  world.  Our  book¬ 
lets  will  prove  to  you  that  five  shares  in 
this  investment,  paid  for  at  the  rate  of  $25 
a  month,  will  bring  you  an  average  return 
of  25  per  cent  on  your  money  during  the 
period  of  seven  years  and  an  annual  income 
of  $1,500  for  life.  This  investment  in¬ 
sures  absolutely  the  safety  of  your  future. 
The  man  or  woman  who  owns  five  shares 
in  Ystilja  rubber  plantation  need  have  no 
fear  of  old  age,  no  doubts  about  illness,  no 
care  nor  anxiety  for  after  years — you  are 
safe — absolutely  and  certainly — our  booklets 
will  prove  these  statements — write  for  them 
today. 


Conservative  Rubber  Production  Go. 


A  Scientific  Method 
of  Growing  Hair 

The  Evans  Vacuum  Cap  provides  the  scientific 
means  of  applying  to  the  scalp  the  common  sense 

principles  of  physical  culture. 

Baldness  and  falling  hair  are  caused  by  the  lack 
of  proper  nourishment  of  the  hair  roots.  This  lack 
of  nourishment  is  due  to  the  absence  of  blood  in 
the  scalp — an  abnormal  condition.  It  is  the  blood 
which  feeds  the  hair  roots,  as  well  as  every  other 
part  of  the  body.  If  you  want  the  hair  to  grow 
on  the  scalp  the  blood  must  be  made  to  circulate 
there.  It  is  exercise  which  makes  the  blood  cir¬ 
culate.  Lack  of  exercise  makes  it  stagnant.  The 
Vacuum  method  provides  the  exercise  which  makes 
the  blood  circulate  in  the  scalp.  It  gently  draws 
the  rich  blood  to  the  scalp  and  feeds  the  shrunken 
hair  roots.  This  causes  the  hair  to  grow. 


Test  it  Without  Expense 

You  can  tell  whether  it  is  possible  to  cultivate  a  growth  of  hair 
)n  your  head  by  ten  minutes’  use  of  the  Evans  Vacuum  Cap.  We 
vill  send  you  the  Cap  with  which  to  make  the  experiment  wifftout 

my  expense  to  you.  .u-.. 

If  the  Evans  Vacuum  Cap  gives  the  scalp  a  healthy  glow  this 

lenotes  that  the  normal  condition  of  the  scalp  can  be  restored.  A 
hree  or  four  minutes’  use  of  the  Cap  each  morning  and  evening 
hereafter  will  produce  a  natural  growth  of  hair.  If,  however,  the 
;calp  remains  white  and  lifeless  after  applying  the  vacuum,  there 
c  in  trvine-  further— the  hair  will  not  grow. 


The  Bank  Guarantee 

We  will  send  you,  by  prepaid  express,  an  Evans 
Vacuum  Cap  and  will  allow  you  ample  time  to  prove 

its  virtue.  All  we  ask  of  you  is  to  deposit  the  price 

of  the  Cap  in  the  Jefferson  Bank  of  St.  Louis,  where 
it  will  remain  during  the  trial  period,  subject  to 
your  own  order.  If  you  do  not  cultivate  a  sufficient 
growth  of  hair  to  convince  you  that  the  method  is 
effective,  simply  notify  the  bank  and  they  will 
return  your  deposit  in  full. 

A  sixteen-page  illustrated  book  will  be 
sent  you  free.,  on  request. 

EVANS  VACUUM  CAP  CO.  Fullerton  Bldg.  St.  Louij 
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building  up  his  business.  Don’t  forget, 
gentlemen,  that  any  system  is  only  a  means 
to  an  end  and  the  thing  to  do  is  to  watch 
and  see  that  it’s  the  big  end  rather  than  the 
little  end. 

“Boys,  I’m  just  old  fogy  enough  to  be¬ 
lieve  a  good  deal  in  the  fine  toothed-comb 
method  for  getting  business.  You  never 
can  tell  what  you  are  going  to  scare  up, 
until  you  run  the  comb  through.  The  re¬ 
sults  will  often  surprise  you.  Good,  per¬ 
sistent  combing  will  get  more  business  out 
of  a  given  territory  than  any  other  treat¬ 
ment  I  ever  heard  of. 

“Another  thing;  don’t  skip  any  calls.  See 
all  your  prospects  every  trip.  It  seems  like 
a  waste  of  time  some  trips,  but  you  never 
can  tell  when  it  will  yield  big  returns. 

“A  case  in  point  was  told  me  one  time 
by  a  friend  who  sold  perfumes  for  a  big 
New  York  house.  In  a  certain  town  he 
used  to  go  in  and  call  on  an  old  German 
druggist  who  didn’t  sell  enough  perfume 
to  keep  the  stoppers  loose  in  the  bottles. 
Nevertheless,  my  friend  formed  the  habit 
of  dropping  in  on  the  old  German  and 
spending  five  minutes  in  chatting  with  him. 
He  had  kept  this  up  for  perhaps  a  year  and 
a  half  and  he  never  sold  him  a  nickel’s 
worth  of  anything.  One  day  when  he  was 
in  this  town,  he  was  in  a  great  hurry,  and 
he  thought  to  himself  that  he  would  not 
stop  in  to  see  his  German  friend  that  day. 
But  the  habit  was  strong  upon  him,  and 
more  from  impulse  than  anything  else,  he 
walked  down  to  his  place.  The  old  fellow 
said  about  the  same  things  he  had  been 


saying  to  him  for  18  months,  and  my  friend 
was  about  to  go  on  his  way  when  the  old 
man  seemed  to  suddenly  remember  some¬ 
thing. 

“  ‘Oh,  you  are  Blank  and  Blank’s  man, 
ain’t  you?’ 

“My  friend  was  on  the  point  of  losing  his 
temper  to  think  the  old  codger  didn’t  even 
know  who  he  represented  after  his  coming 
'  there  all  these  months.  The  old  German 
lifted  his  voice  and  shouted  back  over  his 
dingy  prescription  case; 

“  ‘Johann.’ 

“A  big  blond  German  youth  came  from 
the  rear. 

“‘This  is  my  son — he  joost  come  from 
Philadelphia  Pharmacy  School,’  explained 
the  old  man.  ‘Johann,  this  is  Blank  and 
Blank’s  man.  You  salt  you  want  to  see  him 
ven  he  comes.’ 

“With  this,  the  son,  who  was  really  a 
very  bright  young  fellow,  explained  that  he 
and  a  partner  had  just  made  arrangements 
to  open  up  a  large  drug  store  in  one  of  the 
finest  locations  in  the  city;  and  he  began 
asking  the  price  of  perfumes  in  quantities 
that  fairly  took  my  friend’s  breath.  The 
result  was  that  my  friend  forgot  all  about 
his  hurry  and  sold  an  order  that  paid  him 
handsomely  for  all  the  five-minute  calls  he 
had  ever  squandered  on  the  old  gentleman. 

“All  of  which  goes  to  show,  that  ‘you 
never  can  sometimes  tell,’  ”  concluded  the 
Sales  Manager,  as  he  pulled  down  the  lid 
of  his  mahogany  desk  and  asked  the  bunch 
to  go  out  and  have  lunch  with  him. 


From  Small  Beginnings 


John  Pierce,  a  London  caterer,  com¬ 
menced  earning  his  own  living  at  the  age 
of  9.  At  the  age  of  18  he  was  doing  odd 
jobs  and  earning  75c  per  week  and  his 
breakfast;  now  he  is  chief  of  a  company 
owning  81  restaurants,  capitalized  at  $1,- 
500,000,  and  paying  14  per  cent  dividends. 

A  young  man  with  just  enough  capital 
to  buy  a  small  hand  machine,  and  a  small 
quantity  of  stock  and  material,  started  in 
some  years  ago  to  manufacture  whisk- 
brooms.  He  did  all  the  work  himself, 
making  brooms  at  noon  and  nights  and 
peddling  them  in  the  mornings. 


The  business  gradually  increased  until  he 
found  it  necessary  to  employ  a  large  num¬ 
ber  of  men  to  keep  up  with  the  demand 
for  the  brooms,  and  three  years  ago  he  re¬ 
tired  from  business  at  the  age  of  50,  worth 

$25o;ooo. 

But,  on  the  other  hand,  there  are  num¬ 
bers  of  young  men  looking  for  get-rich- 
quick  schemes  who  lose  what  little  they 
have  in  Wall  Street  and  other  speculations, 
or  by  backing  business  ventures  which 
should  stand  self-condemned  by  the  un¬ 
reasonable  promises  held  out  as  allurements 
to  investors. 
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»IGHT  Restorer 

Is  Your  Sight  Failing  ? 


All  refractive  errors,  muscular  trouble  and  chronic 
diseases  of  the  Eye  successfully  treated  by  scientific 
MASSAGE. 

”I  am  in  my  seventy-ninth  year,  and  have  the  Sight  Restorer  and 
yourselves  to  thank  for  renewed  eye-sight.”  (Testimonial  177) 

**I  wish  I  could  impress  every  one  afflicted  so  they  would  give 
the  Restorer  a  trial.”  (Testimonial  244) 

English,  German  or  Spanish  pamphlet  mailed  free.  Address 
THE  IDEAL  COMPANY,  239  Broadway,  New  York  wijP 
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GREGG  SHORTHAND 


Ct.  Eight  years  ago  QREQQ 
SHORTHAND  was  taught  in 
less  than  thirty  schools;  to¬ 
day  it  is  taught  in  more 
than  one-half  the  commercial 
schools  in  America — and  it 
is  written  and  taught  where- 
ever  the  language  is  spoken. 

G.  QREQQ  SHORTHAND 

has  gained  its  wonderful  pop¬ 
ularity  because  of  its  superi¬ 
ority  in  Simplicity,  Legibility 
and  Speed.  Its  most  enthu¬ 
siastic  advocates  are  those 
who  previously  wrote  other 
systems. 

G,  If  you  are  interested,  write 
for  our  interesting  book¬ 
let.  It’s  yours  for  the  asking. 


THE  GREGG  COMPANY 

151-153  WABASH  AVE.,  CHICAGO 


SOLIDHED  THUMB  TACKS 


A  Hammerless  Tack 

Can  be  pushed  in  by  the  thumb  and  may 
be  easily  removed  with  the  fingers 

U  sed  for  fastening  pictures, drapery, etc. 

Celluloid  Assorted  Colors  20  cts.doz. 
Brass  -  ’  -  lOcts.doz. 

Screen  Numbers  -  per  100 


Send  for  catalogue 


HAWKES-JACKSON  COMPANY 

MAKERS 

82  Duane  Street  New  York 


Ons  for  Black  Ink 


The  New  Bottom  Royal  Pair 

Your  attention  is  respectfully  called  to  the  NEW  ROY  AL 
as  shown  herewith.  It  has  all  the  latest  improvements, 
including  the  tight-fitting  collars.  The  bottom  part  of 
reservoir  is  three  times  the  weight  of  the  top  part  of  the  ink- 
stand,  making  it  next  to  impossible  for  the  inkstand  to 
upset. 

INKSTAND  TROUBLES 

It  is  well  known  that  in  ordinary  inkwells  the  loss  by 
evaporation  is  very  great.  It  is  also  known  that  evapora¬ 
tion  causes  inks  to  thicken  and  become  full  of  sediment. 
Such  inks  will  rapidly  incrust  a  pen  and  end  its  useful¬ 
ness.  It  was  to  avoid  these  troubles  that  the  Royal  Ink- 
stand  was  designed.  Requires  refilling  and  recleaning 
only  twice  a  year.  The  Triple  Bottom  Royal  Pair  con¬ 
sists  of  one  inkwell  for  black  ink  and  one  for  red,  size  3 
inches  in  diameter  sent  to  any  address  for  |1.00;  single 
inkstand  60  cents  prepaid.  Two-cent  stamps  preferred. 


Ons  for  Red  Ink 


C.  H.  NUMAN,  Sole  Manufacturer,  -  104  Fulton  Street,  New  York 


E.  H.  BEACH,  Editor. 


Commercial  Education  in  Japan. 

H  ROUGH  the  kindness  of  Mr.  T. 

I  Mizushima,  head  of  the  higher  com¬ 
mercial  school  of  Kobe,  Japan,  we  are 
in  receipt  of  a  schedule  showing  the  scope 
and  character  of  the  studies  pursued  in  that 
institution.  The  school  referred  to,  like  all 
similar  Japanese  commercial  schools,  is  sup¬ 
ported  by  the  government  and  is  under  the 
direct  control  of  the  Minister  of  Educa¬ 
tion.  A  high  educational  standard  is  requi¬ 
site  for  entry  and  at  present  there  are 
nearly  500  students  of  the  average  age  of 
19  in  this  particular  school,  which  is  but 
one  of  many. 

Interest  in  the  showing  here  made  should 
by  no  means  be  confined  to  commercial  edu¬ 
cators  and  a  study  of  the  schedule  pre-i 
sented  results  in  the  bringing  out  of  some! 
very  significant  facts.  If  the  same  force 
and  energy  shown  in  military  matters  is  to 
be  manifested  in  commercial  channels  we 
must  look  to  our  laurels.  A  preparation 
such  as  this  course  will  give  will  make  the 
people  of  Nippon  a  force  to  be  reckoned 
with  and  that  not  only  on  their  own  ground 
but  on  ours. 

The  commercial  course  in  the  Kobe 
school  is  a  four-year  course  and  an  exam¬ 
ination  of  the  methods  pursued  seems  to 
show  that  preparation  for  commercial  life 
is  approached  by  the  Japanese  student  with 
the  same  seriousness  that  our  students  dis¬ 
play  in  approaching  a  preparation  for  pro¬ 
fessional  or  scientific  work.  In  other  words 
they  regard  business  as  a  science  and  a 
profession. 

It  is  a  common  criticism  that  our  students 
of  business  do  not  take  themselves  serious¬ 
ly.  This  certainly  is  not  the  case  with  the 
student  in  Japan,  as  his  studies  will  show. 
Here  is  the  schedule,  divided  into  depart¬ 
ments.  The  first  two  departments  are  prep¬ 
aratory  and  occupy  six  months  each.  The 
“principal  course”  is  the  final  one  and  cov¬ 
ers  three  years. 


FIRST  DEPARTMENT. 

Number  of  Hours  of 
Subjects.  Instruction  Per  Week 

1  Ethics  . 1 

2  Japanese  Composition  and  Penmanship .  2 

3  Commercial  Arithmetic  .  4 

4  Book-keeping  .  5 

5  First  Lessons  in  Commerce .  2 

6  General  Principles  of  Political  Economy....  3 

7  General  Jurisprudence  .  2 

8  English  .  10 

9  Gymnastics  .  3 

Total  number  of  hours  per  week .  32 

SECOND  DEPARTMENT. 

Number  of  Hours  of 


Subjects.  Instruction  Per  Week 

1  Ethics  . 1 

2  Japanese  Composition  and  Penmanship .  2 

3  Japanese  and  Chinese  Classics .  2 

4  Mathematics  .  4 

5  Physics  .  3 

6  Chemistry  .  3 

7  Natural  Science  .  2 

8  General  Jurisprudence  .  2 

9  English  .  10 

•  10  Gymnastics  . 3 

■  i  ■  32 


SCHEDULE  OF  STUDIES  IN  THE  PRINCIPAL  COURSE. 

1st  2d  3d 
Year.  Year.  Year 


1  Commercial  Morality .  1 

2  Commercial  Correspondence...  1  1 

3  Commercial  Arithmetic .  2  2 

4  Commercial  Geography .  2  2 

5  Commercial  History . .  ..  *3 

6  Commercial  Products .  2  2 

7  Political  Economy,  Finance, 

Statistics  .  4  3  3 

8  Civil  Law,  Law  of  Bankruptcy, 

International  Law .  4  3  5 

9  Theory  and  Practice  of  Com¬ 

merce  .  5  4  8 

10  Book-keeping  and  Accountancy.  3  2 

11  English  .  6  6  6 

12  Chinese,  French,  German,  or 

Russian  .  5  5 

13  Gymnastics  .  2  2  2 


32  32  32 

It  is  significant  that  English  occupies  a 
very  prominent  place  among  the  studies  in 
each  department  of  the  course.  As  a  mat¬ 
ter  of  fact,  the  student  must  take  a  portion 
of  his  studies  in  the  English  language  after 
the  first  year,  the  teacher  of  accounting  be¬ 
ing  an  American  who  is  not  required  to 
understand  Japanese. 

Only  one  study  is  made  elective  in  the 
whole  course.  The  student  is  given  his 
choice  of  one  of  the  other  foreign  lan¬ 
guages  which  may  be  expected  to  be  most 
useful  after  English. 
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PERFECTION  IN  ERASERS 


INK— Blaisdell’s  No.  1400— PENCIL 


• ,  NO  14(70  (T  ?  >, 
TSfK.rr- 


PPCi 
^7  HOO  ^ 
—  PBNClP 


■StA SOHiy  P  P 

|\V  (»  00 

Tekci^.- 


No.  1400 


Combit\ed  IrvK  and  Pencil  Erasers 
tSlai»dell  P^per  Pencil  Company 


No.  1400 


O,  After  Experiments  by  our  Expert  Chemists — Extending  over  a  period  of  more 
than  three  years,  we  have  succeeded  in  producing  the  finest  rubber  for  erasing  ink 
and  pencil  that  has  ever  been  placed  upon  the  market.  Blaisdell’s  No.  1400  is  made 
of  a  combination  of  the  highest  grade  materials  purchasable  and  it  cannot  fail  to  give 
entire  satisfaction  to  the  most  discriminating  book-keeper,  accountant  or  business 
man.  Send  us.  50  cents  in  stamps  for  one  full  sample  dozen. 

THE  ROSENTHAL  CO.,  346  Broadway,  NEW  YORK 

Sole  Agents  Blaisdell  Paper  Pencil  Company 


UP  TO  DATE  BOOK  KEEPERS 


Above  cut  Illustrates  the  safe  and  convenient  way 
in  which  we  pack  the  quarts,  pints  and  half-pints 
Keller’s  Is  the  only  Ink  packed  In  this  manner. 


WANT  MODERN 
IMPROVEMENTS 


The  Progress  of  Science  is  made  appar¬ 
ent  immediately  if  you  use 


gp'S  InK^s 

Mucilage. 


AND 


Scaling  Wax 


For  Sale  by  all  Stationers. 

Discounts  made  known  to  the  trade. 

THE  ROBERT  KELLER  INK  CO. 

DETROIT  MICHIGAN 
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Our  correspondence  with  the  Kobe  school 
indicates  that  this  careful  study  of  oui 
language  has  borne  its  proper  fruit.  From 
Mr.  Mezushima  comes  a  pen-written  letter 
which  would  cause  many  an  American 
teacher  to  grow  “green  with  envy,”  so  well 
written  and  well  constructed  is  it. 

Our  commercial  schools  must  “step  live¬ 
ly”  to  keep  up  the  pace  set  by  Japan. 

The  Twelve  Assistant  Book-keepers. 

HE  opportunity  does  not  often  arise 
to  accuse  American  business  men  of 
blindness  to  their  own  interests,  but 
instances  sometimes  occur  that  are  worthy 
of  record. 

One  of  our  traveling  salesmen  recently 
interviewed  the  chief  accountant  of  quite 
a  large  establishment  who  had  twelve  as¬ 
sistant  book-keepers  working  under  his  di¬ 
rection.  The  chief  accountant  subscribed 
to  The  Business  Man's  Magazine  and 
also  to  the  Individual  Home  Study  Course 
in  Higher  Accounting,  stating  that  he  de¬ 
sired  to  learn  everything  he  could  that  af¬ 
fected  his  particular  profession,  and  that 
he  would  never  be  too  old  to  appreciate  the 
results  of  the  experience  of  others.  Then 
he  requested  our  salesman  to  talk  to  the 
twelve  assistant  book-keepers  and  endeavor 
to  instill  into  their  minds  a  desire  for  in¬ 
formation  that  could  only  be  satisfied  by  a 
perusal  of  the  pages  of  The  Business 
Man's  Magazine,  and  a  study  of  the  les¬ 
sons  connected  with  the  Individual  Home 
Study  Course  in  Higher  Accounting.  By 
so  doing,  the  chief  accountant  intimated 
that  the  usefulness  of  these  twelve  assist¬ 
ant  book-keepers  in  their  present  employ¬ 
ment  would  be  materially  increased,  and 
the  prospects  of  their  ultimate  success  as 
business  men  greatly  enhanced. 

Our  salesman  gladly  accepted  the  sug¬ 
gestion  but  failed  to  make  a  sale.  The 
twelve  assistant  book-keepers  were  a  unit 
in  declaring  that  no  one  could  tell  them 
anything  'of  value  in  relation  to  their  pres¬ 
ent  work,  and  that  they  had  no  inclination 
to  look  beyond.  One  of  them  quoted  “Suf¬ 
ficient  unto  the  day  is  the  evil  thereof;” 
and  another  said  “When  the  time  comes 
for  me  to  hunt  another  job  I  will  do  my 
best  to  get  one.” 

♦  *  ♦ 

Five  brothers  ran  a  retail  store.  They 
all  had  equal  access  to  the  cash  drawer,  tak¬ 


ing  out  what  they  pleased  and  substituting 
tickets  for  the  amount  withdrawn.  The 
cash  never  balanced  and  there  were  fre¬ 
quent  quarrels  on  account  of  the  deficien¬ 
cies  (surpluses  were  unknown). 

One  brother  desires  to  establish  a  com¬ 
mon-sense,  efficient  method  of  taking  care 
of  the  cash ;  the  other  brothers  consider 
the  suggestion  an  insult  and  refuse  to  en¬ 
tertain  it  for  a  moment. 


Dangers  of  the  Small  Stockholder. 

E  hear  a  great  deal  now-a-days  about 
the  manipulation  in  large  financial 
institutions,  but  overlook  the  fact  that 
similar  conditions  exist,  though  in  a  less 
degree,  in  small  companies. 

Reference  is  here  made  to  those  incor¬ 
porated  companies,  organized  ostensibly  for 
the  conduct  of  some  legitimate  enterprise, 
but  in  which  the  chief  concern  of  the  or¬ 
ganizers  is  to  first  freeze  out  the  small 
stockholder.  This  is  not  a  condition  ex¬ 
isting  in  speculative  ventures  alone,  nor  is 
the  idea  the  product  of  the  brain  of  your 
modern  financier.  Every  village  which 
boasts  of  its  busy  factory  conducted  by  a 
prosperous  incorporated  company  has  its 
quota  of  people  who  were  induced  to  in¬ 
vest  their  savings  in  the  stock  of  the  com¬ 
pany,  only  to  hold  it  for  a  few  years  and 
then  sell  it  for  50  cents  on  the  dollar. 

They  will  tell  you  that  they  used  poor 
judgment  in  letting  the  stock  to  so  soon, 
and  even  now  when  the  stock  is  paying 
good  dividends,  they  would  scorn  the  idea 
that  their  more  fortunate  neighbors — honest 
men,  all  of  them — had  deliberately  manip¬ 
ulated  the  company  for  the  express  purpose 
of  gathering  in  their  stock  at  less  than  its 
real  value. 

The  process  is  a  familiar  one.  New  ma¬ 
chinery  is  purchased  and  charged  to  re¬ 
pairs  when  it  is  really  an  addition  to  the 
plant,  depreciation  is  charged  without  re¬ 
gard  to  the  facts  in  the  case,  and  various 
other  book-keeping  devices  are  resorted  to 
that  the  stock  may  apoear  worthless.  Then 
those  on  the  inside  buy  out  the  small 
stockholder  and  the  company  begins  to 
prosper. 

The  remedy  seems  to  lie  in  greater  pub¬ 
licity.  We  are  forced  to  admit  that  they 
handle  these  matters  better  in  England 
than  we  do  in  this  country.  In  England 
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WHY TO  COLLEGE 


TO  LEARN  BOOK-KEEPING 
WHEN  I  WILL  MAKE  A  FIRST-CLASS 


"V ou  r 
O^A/  rt 


BOOKKEEPER  ‘r  a 

In  SIX  WEEKS  for  or  REFUND  MONEY  !  Fair  enough  ? 
Distance  and  experience  immaterial.  I  find  POSITIONS,  too, 
EVERYWHEItE,  FREE.  Placed  pupil  May  23,  at  $60  Weekly. 
Perhaps  I  ean  place  you,  too!  Have  8,024  TESTIMONIALS. 
_  SAVE  THIS  AND  WRITE. 

J .  xl.  LjtJtJJJ  W  i  JN  ,  expert  accountant, 

Ronni  I.  1215  Itronilavay,  l¥ew  York. 


OVERNMENT  POSITtONS 

More  than  80,000  appointments  made  last 
year.  Chances  better  than  erer.  Thonsands 
we  prepared  have  been  appointed.  Estab- 
llshed  1898.  Work  confldentfaJ.  No  political 
influence  needed.  Common  school  education 
suflacient.  Full  particulars  frtt  concerning 
positions,  salaries,  examinations  (held  soon  In 
every  State),  sample  questions,  etc. 

National  Correspondence  Institute, 
ii-:o  2d  Nat’l  BankBldg., Washington, Do@. 


10,000  u.  S.  ARMY  McCLELLAN  SADDLES 

Hold  to  us  at  Government  Arsenal  on  change  of 
regulation  from  black  to  russet  leather  cover-i 
ing.  Strongest,  Best,  and  Easiest  riding  Sad¬ 
dle  ever  made.  Fine,  serviceable  order — used 
only  a  short  time.  Complete  with  Hair  or  Web 
Girth,  Hooded  stirrups.  Coat  straps.  Cost 
U.  S.  Government  $16.47.  Our  Bargain  Price 
$4.90— discount  to  dealers. 

U.  S.  Army  Bridle  complete,  serviceable,  $1. 

176-page  large  Illustrated  catalogue.  Regu¬ 
lar  Military  Cyclopedia  mailed  10c.  stamps. 


579  Broadway 
New  York 


Francis  Bannerman, 

Largest  stock  in  the  world  Military  Goods  from  Gov- 
enunent  Auction.  15  acres  required  fur  storage. 


Earn  Big  Money 

AT  HOME 

Would  you  like  to  start  in  business  without 
investing  a  cent,  right  in  your  home  town? 

Are  you  open  for  engagement  as  Resident 
Representative  for  a  large  Chicago  Manu¬ 
facturer? 

Where  you  can  control  the  business,  and 
make  ^  good  profit  on  every  order,  whether 
you  take  it,  or  it  goes  to  Chicago  direct. 

If  so,  WE  will  furnish  everything  neces¬ 
sary,  so  you  can  start  right  in  at  once  and 
make  from  $30  to  $60  a  week. 

But  you  must  convince  us  first  that  you 
are  full  of  energy,  hustle  and  “get 
up  and  git.” 

We  are  willing  to  start  any  live  man  on 
the  road  to  business  success  in  a  dignified, 
respectable  and  most  profitable  calling. 

But  we  don’t  want  any  “dead  ones.’’ 

And  we  don’t  want  anyone  who  is  look¬ 
ing  for  a  “soft  snap.’’ 

There  is  big  money  in  representing  us,  if 
you  are  the  right  man,  and  the  fact  that  you 
have  been  selected  by  a  mammoth  house 
like  ours  will  give  you  prestige  and  stand¬ 
ing  in  your  community. 

We  want one  man  in  a  town.  If  you 
think  you  are  the  right  one,  write  us  in 
detail,  giving  full  particulars  about  yourself. 

IHLIX  KAHN  6  CO.,  ?r,7.V..‘ omSlSS 


Numerical  Systems 

Save  Money 


The  use  of  numbers  will  simplify  your 
records  and  make  them  absolutely  accu¬ 
rate.  You  ought  to  number  every  order 
and  keep  a  numbered  carbon  duplicate. 
You  should  have  a  numbered  folder  for 
every  regular  correspondent.  Every  cost 
ticket,  statement,  check,  etc.,  should  have 
a  number.  A  Bates  Numbering  Machine 
will  do  all  this  work  in  half  the  time  and 


at  half  the  expense  required  by  any  other 


method. 


tojssaX  ^ 
°.N  PA^^r  7^i 

SOU;'  MART'S  Orange,  n.  j.u  sak 


The 
Bates 

Numbering 
Machine 

saves  enough  in 
a  few  months 
to  pay  for  itself. 
With  it  a  boy  can 
do  twice  as  much 
numbering  work 
as  a  skilled  pen¬ 
man — and  doit 
better.  Automatic; 
cannot  make  mis¬ 
takes.  Perfect 
work;  self-inking. 
Numbers  con¬ 
secutively,  dupli¬ 
cates  or  repeats 
at  will. 

New  York  Offices 
31  Union  Sq, 


The 

Bates 


Numbering 
Machine 

is  simple  and 
strong;  working 
parts  of  hardened 
steel.  Lasts  a  life¬ 
time.  If  your 
dealer  cannot  sup- 

£ly  you,  write  us. 

)o  not  accept  a 
cheap  substitute. 
Booklet  No.  5, 
telling  how  the 
Bates  will  save 
time  and  money 
for  you,  sent 
free. 

Bates  Mfg.  Co, 

Orange,  N.  J. 
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the  incorporated  company  is  obliged  to 
make  public,  at  regular  intervals,  a  state¬ 
ment  of  its  affairs  and  these  statements 
must  be  properly  authenticated.  Anyone 
can  ascertain  the  true  condition  of  the 
company  and  the  ma/i  who  owns  a  single 
share  of  stock  feels  as  safe  as  though  he 
held  a  controlling  interest  in  the  company. 
Is  it  not  time  that  our  law-makers  pas? 
measures  which  will  safeguard  the  inter¬ 
ests  of  the  small  stockholder? 


Tw  entieth  Century  Finance. 

R.  LAWSON  may  reveal  what  he 
likes,  and  the  American  people  may 
believe  and  disbelieve  him  as  may 
seem  reasonable,  but  the  exploitation  of 
twentieth  century  finance  is  by  no  means 
confined  to  Wall  Street. 

Here  is  a  branch  office  story; 

“The  corporation  having  a  large  branch 
office  was  accustomed  to  receive  monthly 
reports  from  same,  the  figures  being  duly 
incorporated  in  the  main  office  books.  For 
three  years  the  book-keeper  of  the  branch 
office  omitted  to  send  particulars  of  his  ex¬ 
penses,  but  no  one  at  the  main  office  dis¬ 
covered  the  omission.  At  the  end  of  the 
three  years  the  branch  expenses  amounted 
to  $45,000  and  consequently  the  profits  on 
the  main  office  books  were  inflated  by  this 
trivial  amount. 

“In  the  meantime,  at  the  main  office  a 
reserve  for  bad  and  doubtful  debts  had  been 
established,  and  at  the  expiration  of  the 
three  years  above  alluded  to  the  credit  to 
this  Reserve  account  amounted  to  $75,000, 
the  Accounts  Receivable  Asset  account,  of 
course,  including  this  worthless  junk. 

“Accidental  investigation  at  this  time  dis¬ 
covered  the  extraordinary  omission  from 
the  branch  office  reports,  no  particulars, 
however,  being  given  as  to  how  the  ex¬ 
penses  could  have  been  incurred  and  pre¬ 
sumably  liquidated  by  the  branch  without 
a  corresponding  diminution  of  branch  as¬ 
sets,  or  an  accumulation  of  branch  assets 
which  in  the  ordinary  way  would  have  been 
required  for  purposes  of  distribution  by 
way  of  dividend.” 

The  accountant  at  the  main  office  now 
writes  to  the  editor  of  The  Business 
Man's  Magazine,  outlining  a  plan  whereby 
the  error  can  be  rectified  with  the  least 
possible  trouble  by  charging  the  $45,000, 


branch  expenses,  against  the  $75,000  reserve 
for  bad  and  doubtful  debts,  and  asks  “this 
reserve  account  being  debited  with  the  $45,- 
000,  what  account  should  be  credited?” 

Perhaps  some  of  our  expert  subscribers 
would  like  to  work  this  out.  We  have  the 
letters  on  file  and  simply  mention  this  fact 
as  a  guarantee  that  the  question  was  ac¬ 
tually  submitted  to  us  as  herein  presented. 

!|c  5(5  He 

Here  is  a  mine  story: 

A  corporation  was  formed  to  purchase 
certain  mining  properties  in  the  west.  It 
was  capitalized  at  $150,000.  The  subscrib¬ 
ers  paid  in  $50,000  for  the  purchase  of  the 
properties,  this  being  an  agreed  price.  They 
were  given  full  paid  stock  for  $110,000. 

After  the  purchase  had  been  completed 
the  properties  were  re-valued  and  entered 
on  the  books  at  $114,000.  The  balance  of 
stock,  $40,000,  was  placed  in  the  treasury 
for  sale  to  provide  working  capital. 

“Please  give  me  the  entries,”  said  our 
subscriber,  “and  advise  me  what  to  do  with 
them  afterwards.” 

5(5  5(e  5)5 

Here  is  a  real  estate  story: 

In  quite  a  large  real  estate  corporation  in 
the  east,  dealing  with  property  sold  on  the 
instalment  plan,  the  accounting  arrange¬ 
ments  are  as  follows ; 

The  property  cost  $300,000.  This  actual 
cost  was  covered  by  an  issue  of  preferred 
stock,  but  each  stockholder  also  received 
two  shares  of  common  stock  as  a  bonus 
(600,000)  for  each  share  of  preferred  stock. 

The  $900,000  was  debited  to  Property 
account,  the  corporation  being  capitalized 
at  the  same  amount.  All  expenditures  in 
respect  of  improvements,  repairs,  commis¬ 
sions,  salaries  of  officers,  general  expense, 
etc.,  are  closed  into  this  Property  account 
and  all  sales  of  real  estate  credited  thereto. 

It  is  extraordinary  what  an  amount  of 
accurate  information  this  corporation  must 
obtain  from  a  perusal  of  such  a  compre¬ 
hensive  ledger  account,  and  suggestions 
from  mere  outsiders  might  possibly  have  a 
disturbing  influence  on  a  financial  system 
so  evidently  framed  to  meet  the  most  ex¬ 
acting  requirements. 


Justice  to  Employes. 

A  large  department  store  has  recently 
issued  a  circular  to  its  numerous  employes 
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COMMERCIAL 

Visible  Typewriter 

MODERN  FACILITIES 
SUCCESSFUL  FEATURES 


F?OR  $:25.00 

To  introduce  the  Commercial  more  widely  this 
season  we  offer  the  regular  $50.00  Machines,  in 
localities  where  not  represented  by  agents,  for 
$2S.OO  net  cash  with  order.  Send  for  hand¬ 
some  illustrated  catalogue  free,  and  ask  for  Special 
Proposition  Guaranteeing  satisfaction  or  ma¬ 
chine  may  be  returned. 

Also  inquire  our  inducements  to  Agents. 

COMMERCIAL  TYPEWRITER  CO. 

259  Williams  Street  New  York  City 


NAIL  CLIPPER 


When  you  have  once  used  this 
little  “Gem’’  it  becomes  indis¬ 
pensable.  Try  it  and  see. 
CLIPS,  CLEANS,  FILES  and 
REMOVES  HANGNAILS. 
By  mail  25c.  Sterling  Silver 
Handle  $1.00. 

THE  H.  C.  COOK  CO. 

18  Main  St.  Ansonia.  Ct 


University  Training 

FOR  BUSINESS 


ACCOUNTING 

BANKING 

BROKERAGE 


School  of  Comrnerce. 
Accounts  and  Finance. 
New  York  University. 

Day  and  Evening  Sessions. 
Washington  Square,  N.  Y. 


FALL  TERM  OPENS  SEPTEMBER  28 

Government  Positions 

so, 830  Appointments 

year.  Excellent  opportunities  for  young  people.  Each 
year  we  instruct  by  iiiatl  hundreds  of  persons  who  pass  these  ex¬ 
aminations  and  receive  appointments  to  life  positions  at  |840  to 
11200  a  year.  If  you  desire  a  position  of  tliis  kind,  write  for  our 
Civ'l  Service  Announcement  containing  dates,  salaries  paid,  places 
for  holding  examinations  and  questions  recently  used  by  the  Civil 
Service  Commission.  COLUMBIAN  CORRESPONDENCE 
COLLEGE,  223-26  Pa.  Avenue,  S.  E.,  Waehington,  D.  C. 


GRAND  RAPIDS,  MICHIGAN 


Formcri-v  the  FRED  MACEY  CO..  Ltd 


Vertical  riling 


^  Filing  capacity  is  what  you  want  in  a 
filing  cabinet.  We  give  you  i  more 
filing  space  for  a  dollar  than  you  can  buy 
elsewhere.  The  material,  construction 
and  finish  of  our  cabinets  is  the  very 
finest— the  Macey  trademark  is  your 
guarantee. 

The  Macey  improved  upright 
vertical  4  drawer  file  gives  you  96 
inches  of  filing  space  (capacity 
23,500  letters)  for  $20.00— a  little 
less  than  21  cents  an  inch* 

Sold  through  dealers  or  shipped  “  On 
Approval  direct  from  factory,  freight 
paid  east  of  Montana,  Wyoming,  Colorado 
and  New  Mexico.  To  points  in  and  West 
of  these  states  add  15  per  cent. 


New  Cabinet  catalogue  No.  Z— 4105 
shows  our  latest  styles  of  filing  appli¬ 
ances  and  explains  how  this  file  gives 
you  increased  filing  capacity  without  in¬ 
creasing  the  floor  space.  Sent  free  on 
request. 

RETAIL  STORES: 


New  York 
Boston  e 
Chicago  R 
Philadelphia 


,  o  343  Broadway 
.  49  Franklin  Street 
J52  Wabash  Avenue 
c.  J4N.  t3th  Street 


$20.00 
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which  contains  a  few  items  of  interest.  Af¬ 
ter  requiring  the  unfortunate  employe  to 
state  how  many  persons  are  dependent  on 
him  for  support,  and  if  he  will  promptly 
inform  the  proprietors  as  to  any  unsatis¬ 
factory  behavior  on  the  part  of  fellow  em¬ 
ployes,  the  circular  proceeds  as  follows : 

“In  consideration  of  my  employment  by 

. ,  I  promise  to  conform 

strictly  to  all  its  rules  and  regulations,  and 
agree  to  work  day  or  night  when  requested 
to  do  so  without  extra  pay  therefor ;  and  it 
is  further  understood  and  agreed  that 

.  may  terminate  my 

services  at  any  time  by  paying  me  pro  rata 
according  to  my  weekly  salary;  and  I  will 

not  hold  .  responsible 

for  any  personal  property  which  may  be 
stolen  from  or  damaged  or  destroyed  with¬ 
in  the  premises  occupied  by  them,  but  shall 
be  willing  to  pay  the  cost  price  of  any  goods 
broken,  damaged  or  lost  by  me.” 


The  Nucleus. 

The  professors  of  the  Rockefeller  Chica¬ 
go  University  continue  to  make  startling 
advances  along  purely  scientific  lines.  The 
latest  effusion  is  quoted  as  follows : 

“There  is  no  doubt  but  that  in  a  short 
time  real  life  will  be  produced.  Wonderful 
advances  have  been  made  in  physiological 
chemistry  in  the  last  decade.  It  is  now 
only  a  question  of  a  short  time  before  some 
scientist  will  discover  the  process  of  the 
final  stage.  We  can  now  make  everything 
but  the  nucleus  in  the  laboratory.” 

It  seems  to  us  we  have  heard  something 
of  this  kind  before.  Why  don’t  the  pro¬ 
fessors  dig  in  and  fix  up  the  nucleus?  If 
they  don’t  know  how  to  accomplish  it  they 
might  ask  Tesla. 


International  Postage  Stamps. 

E  have  had  numerous  inquiries  in 
regard  to  the  general  feasibility  of 
the  international  postage  stamp,  and 
in  what  way  the  plan  could  be  brought  with¬ 
in  the  region  of  practical  possibilities. 

The  Second  Assistant  Postmaster  Gen¬ 
eral  has  worked  out  a  plan  which  he  thus 
explains : 

“Each  country  to  prepare  and  sell  special 
government  envelopes  of  light  weight  and 
good  quality,  to  be  entitled  ‘international  re¬ 
ply  postage  envelopes,’  to  be  sold  for  10 


cents  or  50  centimes,  each,  having  one  5- 
cent  stamp,  or  its  equivalent,  embossed  on 
the  upper  right-hand  corner,  to  be  canceled 
when  mailed,  and  a  similar  stamp  on  the 
left  of  the  envelope  to  remain  uncanceled, 
the  first-named  stamp  to  pay  outward  post¬ 
age,  half-ounce  weight,  the  last-named  to 
render  the  envelope,  when  relieved  of  its 
enclosure,  good  for  the  purchase  of  a  reply 
stamp  of  like  value  at  any  postoffice  in  the 
country  of  destination,  postmasters  to  be 
instructed  to  take  credit  for  these  envelopes 
in  their  stamp  account  and  to  forward  them 
to  the  central  office  to  be  redeemed  for  cash 
by  the  country  of  origin  in  accounts  be¬ 
tween  the  two  countries.  The  practice 
which  has  long  prevailed  in  this  country  ot 
exchanging  for  stamps  of  like  value  gov¬ 
ernment  envelopes  which  have  been  spoiled 
in  addressing  or  otherwise  suggests  admin¬ 
istrative  details  which  are  entirely  practic¬ 
able.  It  is  believed  that  the  use  of  these 
envelopes  would  greatly  stimulate  interna¬ 
tional  correspondence,  fully  protect  the 
revenues  of  the  countries,  and  be  found  a 
very  great  convenience  to  an  ever-increas¬ 
ing  number  of  people  who  desire  to  prepay 
replies  to  correspondence.” 


A  Chance  for  Exporters. 

UR  consular  service  is  the  best  in  the 
world — at  least  from  a  business 
standpoint.  There  will  probably  be 
no  dissenting  voice  on  this  proposition.  Our 
American  consul  at  Prague,  the  capital  of 
Bohemia,  writes  us  that  there  is  much  in¬ 
quiry  and  a  good  market  there  for  Ameri¬ 
can  office  and  business  devices.  He  offers 
to  file  under  a  carefully  arranged  plan  all 
catalogs  which  our  readers  may  see  fit  to 
send  him.  Here  is  what  he  says : 

“Exporters  and  importers  would  greatly 
oblige  our  consul  at  Prague,  capital  of  the 
Kingdom  of  Bohemia,  by  addressing  to  his 
consulate  their  latest  catalog  together  with 
the  following  commercial  information ; 

“Name  of  firm,  street,  city  and  cable  ad¬ 
dress  ;  codes  used ;  export  discounts  and 
terms;  languages  of  correspondence;  ref¬ 
erences  or  commercial  rating;  nature  of  ex¬ 
ports  and  imports ;  list  of  foreign  branches 
and  agents;  supplementing  this  with  com¬ 
plete  information  permitting  immediate 
sales — thus  getting  rid  of  irritating  epistol¬ 
ary  angling. 
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Complete  and  permanent  freedom  follows.  The  whole  system  reconstructed.  No  more  attacks  or 
symptoms.  Appetite,  digestion,  sleep,  nerves— all  become  healthy.  Further  medicines,  “Reliefs,”  or 
change  of  climate  no  longer  necessary.  Twenty-one  years’  experience,  with  constant  study.  Increased 
skill.  New  methods.  Great  success.  Over  60,000  cases  treated.  Stay  at  home  and  be  CURED  TO 
STAY  CURED.  BOOK  X  explains  principle  and  contains  interesting  reports  of  cases.  Mailed  to 
you  FREE  on  request. 

P.  HAROLD  HAYES.  BUFFALO.  N.  Y. 


Anyone  and  Others 

a  week  selling  our  up-to-date  Souvenir  Post 
Cards.  “Behind  the  Scenes,”  “Simple  (office) 
Life”  and  “Poker  Sets”  beat  the  “Whole 
Dam  Family.”  Send  10  cents  for  six  samples. 
C.  S.  SOLVESm  POST  CARD  CO.,  1140  Broadway,  N.  Y. 


DIVIDEND 

Paying  Alining,  Oil,  Timber,  Smeiter  and  Indus¬ 
trial  Stocks,  making  possible  Large  Interest  and 
Profits,  listed  and  unlisted,  our  specialty.  Booklets 
giving  full  information  maiied  free  on  application. 

DOUGLAS,  LACEY  &  CO. 
Bankers  6i  Brokers,  66  Broadway,  N.  Y. 


CAliCUMETER 

ADOS  MULTIPLIES  ETC. 

RAPIO.  AC  CURATE,  sicoo 

SERVICEABLE ,  SMALL,  I  H 
PERFECT  CONSTRUCTION.  I  W 

AUTOMATIC  CARRIER 

CORRECT  ADDITIONS  MAKE  EMPLOYEES 
SERVICES  VALUABLE. 

WRITE  FOR  CATALOCUE  N9  3  AND  iO  DAY  FREE  TRIAL 

THE  MORSEL  WALSH  CO.,  TRENTON,N.d 


ROYALTY  PAID 

ON  ■= 


SONG -POEMS 


and  Musical  Compositions. 
We  arrange  and  popularize 

PIONEER  MUSIC  PUB.  CO.  Inc. 

C415  Manhattan  Bldg.  Chicago,  III- 


When  in  Need  of  Index 
Card  Supplies 

You  will  save  money  by  getting  quotations  from 
us.  We  are  exclusive  manufacturers  and  printers 
of  index  card  supplies.  Our  sample  sets  will 
interest  every  user. 

Standard  Index  Card  Co., 

1  12-14  N.  Seventh  St.,  PHILA.,  PA. 


using  my 
system  of 
preventing 
errors  nev¬ 


er  re-check.  It  prevents  all  errors  in  posting  without 
check  figure  or  re-writing  on  slips.  It  proves  work 
Daily.  Trial  Balince  unnecessary.  Latest  system 
published.  Write  to-day  for  free  information.  I  audit, 
design  special  systems  for  anybusinesssavingSO'^  work 
ROBT.  J.  MclMOSH,  Public  Accountant,  613-614  Spitzer  Bldg.,  Toledo,  0. 


FLASH  LIKE  THE  GENUINE  day  or 

night.  Solid  Gold  Mounting.  You  can 
own  a  Diamond  equal  in  brilliancy  to  any 
Genuine  Stone  at  one  thirtieth  the  cost. 

BARODA  DIAMONDS 

stand  acid  test  and  expert  examination. 
We  guarantee  them.  See  them  first 
then  pay.  If  Write  for  catalogue. 

THE  BARODA  COMPANY 

69-71  Wabash  Avenue,  CHICAGO,  ILL* 


■■■yy  DAAIF  VCCDCRQ  increase  their  incomes  by 
MHANl  DUUA^ACbl  Cllw  selling  our  lawn  specialties 
during  spare  hours.  Best  people  buy.  Handsome  outfit  loaned. 

Write  TO-DAY.  OLVER  BROTHERS,  Rochester.  N.  Y. 


This  is  the  Cut- 


Olcoii  Mfg.  Com  Suite  619 

115  Dearborn  St.,  Chicago,  Illinois 


FREE 


TRIAL  FOR 
10  DAYS 


The  CLIMAX  PENCIL  SHARPENER 


We  want  to  send  you,  Mr.  Business  Man,  one  of  these  on 
10  days’  trial,  PREPAID.  You  know  that  three-fourths 
of  tne  mistakes  in  bookkeeping  are  due  to  pqrr 
writing,  due  to  dull  pencils.  The  Climax  will 
sharpen  instantly,  any  kind  of  a  pencil  n  jg 

without  waste  ol  time  or  pencil.  You  this  cut- 

will  appreciate  the  Climax  wlien  ■ 

you  have  used  it  10  days,  so  1.2.L  that 

fetus  send  it  and  it  is  our  makes  it  safe  to  send 

funeral  if  you  fire  it  the  Climax  on  trial.  One 

back  at  our  ex¬ 


pense. 


of  the  practical  features  of  the 
Climax  is  that  when  the  cutter  be¬ 
comes  dull,  you  simply  sharpen  it.  You 
can  not  sharpen  the  cutters  of  other  machines 
but  have  to  buy  new  ones.  Isn’t  it  better  to  sharpen 
a  good  cutter  once  in  a  long  while  than  to  buy  new  cut¬ 
ters  man^_times  in  a  short  while? 


This  is  the  Cutter 


that  does  the  business 


Price  $5.0U  Prepaid 


in  u.  8. 
or  Canada 
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“This  will  be  filed  gratis,  by  firms  and 
merchandises  in  the  Commercial  Intelli¬ 
gence  Department  of  the  consulate  of 
Prague,  by  the  card  and  catalog  system  de 
vised  by  our  consul  at  this  post. 

“The  Kingdom  of  Bohemia  has  a  popu¬ 
lation  of  over  6,000,000,  and  that,  in  the 
very  heart  of  Europe,  and  is  practically 
virgin  territory  for  American  exporters.” 


Office  and  Factory  Economy. 

One  of  the  editorial  staff  of  The  Busi¬ 
ness  Man's  Magazine  had  the  pleasure  of 
addressing  a  meeting  of  the  Connecticut 
Valley  Manufacturers’  Association  not  long 
since,  his  subject  being  “Office  and  Factory 
Economy.”  It  is  pleasant  to  announce  that 
the  address  was  well  received  and  that  a 
large  audience  honored  him  with  their  close 
attention.  The  absolutely  independent  po¬ 
sition  of  this  magazine  makes  it  possible 
for  its  staff  to  speak  before  assemblages  of 
this  sort  without  the  fear  of  being  accused 
of  selfish  motives,  a  point  much  appreciated 
by  the  gentlemen  who  honored  Mr.  Hall 
by  their  attention. 

More  Work  With  Less  Effort. 

OING  more  work  in  a  given  time  does 
not,  by  any  means,  necessarily  mean 
to  work  harder.  Many  times  it  means 
just  the  reverse.  One. who  has  a  given 
work  to  do  may  very  frequently  cut  the 
necessary  effort  in  half  by  the  adoption  of  v 
methods  which  cut  out  all  lost  motion. 

To  arrive  at  a  point  where  one  can  do 
the  most,  and  at  the  same  time  spend  the 
least  amount  of  physical  energy,  mental 
energy  or  time  is  a  matter  worth  special 
and  long  continued  study. 

To  attain  this  end  one  must: 

Never  do  a  thing  until  it  is  time  to  do  it. 

Never  make  two  moves  when  one  will 
answer. 

Never  make  a  move  without  a  definite 
purpose. 

Never  waste  time  in  idleness  until  it  is 
time  to  be  idle. 

It  does  not  sound  easy  but  it  is  not  half 
as  difficult  as  it  would  appear.  How  was 
yesterday’s  time  spent?  What  was  done 
and  what  was  accomplished?  Sometimes 
one  does  much  but  accomplishes  little.  Cut 
out  the  unproductive  effort.  Analyze  the 
record  of  things  done  yesterday.  One  can 
put  his  finger  on  many  a  wasted  move 


and  many  a  moment  wasted — but  not  in 
idleness.  This  is  a  gospel  of  well  applied 
work,  not  incessant  work — for  there  is  a 
time  to  be  idle. 

Here’s  just  one  example  of  a  means  of 
accomplishing  more  work  while  not  in¬ 
creasing  the  effort  expended  in  the  slight¬ 
est  degree :  A  certain  concern  has  six  re¬ 
sponsible  department  managers.  These 
men  are  each  located  in  separate  parts  of 
the  establishment.  Their  work  is  more  or 
less  inter-dependent  of  course.  This  neces¬ 
sitates  frequent  visits  between  them  to 
bring  up  and  decide  upon  questions  of  mu¬ 
tual  interest  which  arise  at  every  turn  dur¬ 
ing  the  dispatch  of  the  day’s  business. 

The  astute  head  of  the  concern  saw  much 
wasted  energy — nobody’s  fault,  but  still  a 
waste.  He  spent  $300  in  placing  at  each 
man’s  elbow  a  telephone  communicating 
with  every  separate  department  and  fore¬ 
man  in  the  place.  Result :  An  increase  in 
efficiency  of  at  least  25  per  cent — and  less 
work  for  each  man  concerned.  Moral : 
Try  it  yourself. 


“Award  to  Agent  for  Procuring  Honoi- 
able  Position.” 

OMEONE  understanding  that  we  con¬ 
ducted  an  Employment  Department  in 
connection  with  the  N.  A.  A.  B.,  the 
I.  A.  S.,  etc.,  has  favored  us  with  the  fol¬ 
lowing  unique  instructions : 

Commission  to  be  paid  only  as  salary  is  re¬ 
ceived.  Obligation  to  cease  one  year  from  date 
of  first  supposably  permanent  position. 

In  consideration  of  a  salary  amounting  to  $1,300 
per  annum:  10  per  cent  of  first  year’s  salary,  of 
bona  fide  permanent  position,  (that  is  to  say:  in¬ 
definite  period  after  good  written  testimony  of 
satisfaction  with  first  year’s  work). 

In  consideration  of  a  salary  of  less  than  $1,300 
per  annum:  five  per  cent  of  first  $800  and  10  per 
cent  of  the  amount  in  excess  of  $800.  For  tem¬ 
porary  work,  five  per  cent  only  of  amount  re¬ 
ceived;  employer  to  pay  fare  both  ways. 

Time  of  employment  not  to  exceed  seven  hours 
a  day  Mondays  to  Fridays,  or  half  that  Saturdays: 
(Say  9  till  12:30,  1:30  till  5  and  9  till  12:30). 
This  time  not  to  include  Sundays,  holidays  nor  13 
business  days’  vacation  during  the  year. 

Willing  to  go  to  or  near  any  large  city  of  the 
United  States,  for  work  that  I  can  conscientiously 
believe  beneficial,  not  deleterious  to  my  fallow- 
creatures  and  for  which  I  can  believe  my  capa¬ 
bilities  adapted.  Preferably  for  an  organization 
engaged  in  humanitarian  efforts  toward  the  up¬ 
lifting  of  the  people. 

It  is  scarcely  necessary  to  explain  that 
we  make  no  charge  to  anyone  for  any  ser¬ 
vices  we  may  have  an  opportunity  to  ren¬ 
der  in  the  way  of  bringing  together  those 
who  desire  positions  and  those  who  have 
positions  to  fill. 
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EVERY*^  J'  BOOK-KEEPER 


SHOULD 
USE  I 


BURR’S  Patent 
Combination 
Index  and 

BURR’S  Improved 
Trial  Balance 
Sheet. 


The  use  of  these  books  saves 
valuable  time  and  labor.  They 
•will  be  found  invaluable  in  every 
office  having:  numerous  names 
to  handle.  The  INDEX”  is 
alphabetically  subdivided,  so  that 
any  name  can  be  found  at  a  glance 
—practical,  simple  and  con- 
•venient.  The  “TRIAL  BAL¬ 
ANCE  SHEET”  is  so  arranged 
with  short  leaves  that  writing  the 
names  but  ONCE  in  twelve 
months  is  avoided.  Send  for 
Illustrated  Catalogue  and 
Price  List. 


Sold  by  All  Stationers 
Generally. 

Ask  to  See  Iti 


MARSHALL-JACKSON  COMPANY,  140  Monroe  St.,  Chicago,  Ills. 
THE  OMAHA  PRINTING  CO.,  918-924  Farnham  St.,  Omaha,  Neb. 
A.  CARLISLE  &  CO.,  417  Montgomery  St.,  San  Francisco,  Cal. 
HENRY  GOOD  &  SON,  12  Mooregate  St.,  London,  England. 
PEACOCK  BROS.,  578  Collins  St.,  Melbourne,  Australia. 


THE  BURR  INDEX  COMPANY 

HARTFORD,  CONNECTICUT 

THOUSANDS  NOW  IN  USE  GIVE  THEM  A  TRIAL 


No  other  process  equals  lithography  for  the 
production  of  a  tasteful,  handsome,  im¬ 
pressive 

Letter  Head 


Money  spent  for  high  class  stationery  is  a 
well-paying  investm'ent. 

We  are  specialists  in  the  making  of  fine 
BUSINESS  STATIONERY. 

Our  Booklet  Is  Yours  for  the  Asking. 

OVAL  &  KOSTER,  Lithographers, 

334  W.  Court  Street,  Indianapolis,  Ind. 


“Caught  in  the  Act.” 

ERE  is  one  of  our  subscribers  “caueht 
in  the  act.”  The  Bank  of  Donaldson- 
ville,  Donaldsonville,  Ga.,  write  “Here 
is  our  Mr.  C.  O.  Freeman,  Jr.,  caught  while 
working  out  a  problem  with  the  aid  of  The 
Business  Man's  Magazine  and  The 


Book-Keeper.  We  are  always  glad  to  get 
your  magazine  as  we  find  it  very  useful  in 
our  business.” 

We  are  proud  to  say  that  nearly  one-half 
of  the  banks  in  this  country  are  among  our 
regular  subscribers. 

A  Suggestion  as  to  Remittances. 

NCONGRUOUS  as  it  may  seem  to  our 
readers  to  offer  any  suggestions  regard¬ 
ing  the  mailing  of  remittances,  when  it 
is  considered  that  the  patronage  of  The 
Business  Man's  Magazine  is  derived- 
from  the  business  men  of  the  country  who 
supposedly  are  directly  or  indirectly  trust¬ 
ing  a  large  portion  of  their  money  to  the 
hands  of  Uncle  Sam’s  clerks  every  day, 
leading  one  to  think  that  the  greatest  pre¬ 


caution  would  be  exercised  with  the  prep¬ 
aration  and  explanation  of  money  enclos¬ 
ures,  yet  our  own  experience  is  such  that 
a  few  words  of  caution  from  us  could  be 
well  heeded  by  a  great  many  persons  whose* 
carelessness  prevents  our  being  able  to 
communicate  with  them  directly. 

Neglect  of  the  remitter  to  sign  his  name 
to  the  letter  accompanying  an  enclosure 
of  currency  is  of  such  common  occurrence 
that  we  speak  of  this  first.  We  receive  al¬ 
most  daily  some  remittance  with  which 
there  is  nothing  whatever  inclosed  as  iden¬ 
tification  as  to  its  purpose,  and  we  can  sim¬ 
ply  credit  up  to  “Good  will”  or  “Surplus” 
and  wait  for  someone  to  hurl  upon  us  their 
wrath  and  condemnation  of  our  “systems 
and  methods.” 

We  pride  ourselves,  however,  upon  the 
fact  that  of  all  the  large  number  of  remit¬ 
tances  we  receive  without  signature  that 
there  have  been  very  few  accumulate  which 
we  have  been  unable  to  trace,  owing  to  our 
system  in  handling  them.  If  there  is  any¬ 
thing  whatever  on  the  letter  head  or  on 
the  remittance  sheet  which  will  give  us  any 
clue  as  to  its  source,  we  very  rarely  fail  in 
locating  the  sender  of  it.  This,  however, 
causes  us  additional  expense  and  annoyance. 

Of  course,  these  errors  arise  mostly  with 
individuals  who  do  not  have  their  own 
printed  form  of  remittance  blanks  or  letter¬ 
heads.  Those  who  do,  however,  are  often 
very  careless  in  not  stating  what  a  remit¬ 
tance  is  to  cover.  It  seems  to  be  taken  for 
granted  by  some  that  if  they  have  written 
us  one  or  two  letters  inside  of  a  year  that 
we  should  know  at  a  glance  when  a  com¬ 
munication  is  received  from  them  just  ex¬ 
actly  its  import’,  not  considering  that  they 
are  only  one  out  of  thousands  from  whom 
we  receive  letters  and  remittances  every 
day.  If  these  persons  would  consider  this, 
particularly  where  they  have  more  than  one 
account  with  us,  which  is  the  case  with  a 
great  niany  of  our  subscribers,  and  mention 
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Mr.  Business  Man 


There  is  no  better  way  to  prepare  for  a  more 
successful  business  year  than  by  attending  the 

Second  Annual  Office  Appliance  and 
Business  System  Show 

Management— Cochrane  &  Payne 


October  2  8th 


TO 

November  4th 

19  0  5 

The  path  to  progress  for  the 
enterprising  business  man. 

At  this  show  every  time, 
labor  and  money-saving  office 
device  yet  invented  will  be  ex¬ 
hibited  and  practically  dem¬ 
onstrated. 

There  will  be  over  1000  de¬ 
vices  shown,  the  use  of  any 
one  of  which  is  calculated  to 
increase  results  for  the  wide-awake  business  man.  Here  you 
can  examine  the  merits  of  modern  systems  and  “short  cuts”  for 
every  kind  of  business. 

If  you  are  a  progressive  businessman  you  cannot  afford  to  miss 

THE  BIGGEST  BUSINESS  SHOW 

MR.  MANUFACTURER:-If  you  want  to  have  your  goods  demonstrated  at 
this  show  where  thousands  of  buyers  of  office  supplies  will  examine  them,  NOW 
is  the  time  to  act.  But  a  small  portion  of  space  remains  uncontracted  for. 

You  had  better  communicate  at  once  with  the 

OFFICE  APPLIANCE  AND  BUSINESS  SYSTEM  SHOW  CO. 


Madison  Square  Garden 
NEW  YORK  CITY 


Long  Distance  Telephone  5939  Cortlandt 


Suite  1734-1735  Park  Row  Building 


NEW  YORK  CITY 
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on  which  account  their  remittances  arc  to 
apply  a  great  deal  of  misunderstanding  and 
unnecessary  correspondence  could  often  be 
saved. 

We  also  receive  a  great  many  remittances 
in  the  form  of  currency  or  bank  notes  in 
our  regular  mail,  which  offers  the  sender  no 
possible  protection  whatever,  should  this 
remittance  be  lost  in  transit,  which  is  fre¬ 
quently  the  case.  It.  is  unwise,  under  any 
circumstances,  to  send  a  remittance  in  this 
form,  and  the  only  safe  way  is  to  remit  by 
check,  draft  or  money  order.  If  you  arc  so 
situated  that  it  is  not  convenient  to  send 
either  of  these,  the  letter  should  then  be 
registered ;  although  we  recommend  the 
former  style  of  remittance.  Very  frequently 
registered  letters  go  astray,  and  while  it  is 
possible,  of  course,  to  trace  them  or,  if  lost, 
have  the  amount  reimbursed  to  a  certain 
extent  by  the  postal  authorities,  yet  this 
takes  time  and  trouble. 

We  also  receive  a  great  amount  of  silver 
carelessly  placed  in  an  envelope,  and  we 
frequently  receive  envelopes  with  the  end 
torn  out  of  them  that  have  contained  sil¬ 
ver.  It  cannot  always  be  considered  that 
someone  has  pilfered  the  contents  of  these 
letters,  as  a  piece  of  metal  being  carried 
any  great  distance  will  soon  work  its  way 
through  the  envelope  if  not  protected  in 
some  way. 

One  of  the  most  annoying  instances  we 
have  to  contend  with  comes  from  business 
houses  whose  only  excuse  can  be  careless¬ 
ness.  This  is  in  cases  where  a  remittance  is 
paying  a  number  of  invoices  of  different 
dates^  and  making  deductions,  giving  no 
statement  whatever  as  to  what  these  deduc¬ 
tions  are,  expecting  us  to  figure  it  out; 
also  inclosing  a  remittance  for  a  number 
of  invoices,  selected  at  random  and  not 
stating  which  particular  invoices  they  in¬ 
tend  the  remittance  to  cover.  Of  course, 
this  is  not  as  difficult  a  problem  to  solve 
as  the  former,  but  it  all  causes  unnecessary 
work. 

We  also  receive  remittances  containing 
a  single  bill  of  some  denomination  with 
not  even  a  letter  inclosed.  We  presume 
that  parties  sending  remittances  in  this  way 
consider  that  we  are  gifted  with  such  su¬ 
perior  knowledge  that  the  post  mark  on  the 
envelope  should  tell  us  all  about  it.  Some¬ 


times  it  does,  but  we  are  not  always  able 
to  do  this,  and  it  is  to  those  in  particular 
who  are  thus  careless  in  sending  their  re¬ 
mittance  that  we  address  these  few  lines. 

In  conclusion,  we  offer  the  following 
hints,  which,  if  considered,  will  save  loss 
of  both  time  and  money  to  a  great  extent. 
Send  money  by  check,  draft  or  money  order 
wherever  possible.  Money  orders  and  drafts 
preferable,  as  you  ^now  it  costs  money  for 
banks  to  do  business  who  have  to  handle 
your  personal  checks,  and  the  person  depos¬ 
iting  these  checks  is  required  to  pay  for 
them.  If  not  convenient  to  send  either, 
send  a  registered  letter;  then,  if  lost,  you 
have  some  recourse.  For  a  small  amount 
of  $1.00  or  less,  stamps  are  acceptable  to  us 
and  nearly  all  business  houses.  When  send¬ 
ing  stamps,  however,  never  fold  them  up 
into  a  smaller  space  than  is  necessary  to  in¬ 
sert  them  into  the  envelope,  and  then  fold 
them  carefully  inside  of  an  oiled  paper. 
We  have  received  remittances  of  postage 
stamps  that  have  become  dampened  through 
exposure  in  transit,  and  have  not  beerj  fit 
for  use  as  a  result. 

Never  send  a  remittance  of  any  kind 
without  accompanying  it  with  a  statement 
as  to  how  it  is  to  be  applied,  and  by  -yvhom 
it  is  sent.  No  doubt  there  will  not  be  one 
w'ho  reads  this  but  has  heard  these  same 
suggestions  and  hints  over  and  over  again, 
yet  it  is  apparent  that  they  are  not  always 
heeded.  It  seems  the  ordinary  man  who  is 
careless  enough  to  send  us  remittances  in 
some  one  of  the  ways  mentioned  by  which 
we  are  unable  to  make  proper  credit,  or, 
the  remittance  going  astray,  there  being  no 
means  whatever  to  trace  it,  takes  particu¬ 
lar  pleasure  and  grasps  the  opportunity  of 
“roasting”  the  systems  of  a  concern  such  as 
The  Book-Keeper  Publishing  Co.,  whose 
purpose  it  is  to  suggest  and  teach  better 
ways.  If  such  a  person  can  devise  for  us 
a  means  of  overcoming  this  difficulty,  we 
can  guarantee  them  a  position  for  life  with¬ 
out  working.  Therefore,  do  not  be  the 
first  always  to  condemn  us  if  you  do  not  re¬ 
ceive  prompt  acknowledgment  of  a  remit¬ 
tance,  or  if  we  send  you  one  of  our  courte¬ 
ous  duns  for  an  amount  not  paid,  according 
to  our  records.  You  may  be  the  one  to 
whom  we  might  return,  in  the  way  of  silent 
reproof,  one  of  the  letters  we  now  have  on 
which  there  is  no  signature,  no  address,  or 
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Did  you  ever  stop  to  think  how  much 
more  effective  your  Letters  would  be, 
if  written  on  good  paper  with  an 
attractive  Letterhead* 

Your  business  is  very  quickly  judged  by 
the  Stationery  you  send  out.  The  correct 
form  to-day,  is  the  Embossed  Letterhead, 
which  so  many  people  seem  to  think  is  a 
luxury  which  only  the  wealthy  can  afford. 
But,  this  is  not  so.  By  our  system  the  Em¬ 
bossed  Letterhead  costs  very  little  more  than 
an  ordinary  printed  one  and  the  small  extra 
expense  will  be  more  than  paid  for,  by  the 
Result-Bringing-Qualities. 


on  its  own  Letterhead  and 


Fill  out  the  blank  form  at  the  corner  of  this  page.  Enclose 
with  it  the  Letterhead  that  you  are  now  using.  Mark  out  any¬ 
thing  that  you  do  not  want  and  write  in  anything  that  you  wish 
to  have  printed.  Tell  us  whether  you  want  as  good,  better,  or 
the  same  kind  of  paper. 

To  any  firm  who  writes  to  us 
fills  out  the  Mailing  Form  below, 
we  will  be  glad  to  send  a  rough 
suggestion  for  a  Design  and  give 
prices  on  the  execution  of  the  sug¬ 
gestion.  We  are  always  very  happy 
to  submit  samples  of  our  work. 


ENGRAVED  AND 
EMBOSSED 
INVITATIONS, 
ANNOUNCEMENTS, 
BUSINESS  AND 
CALLING  CARDS 


The  American  Embossing  Co. 

Seneca  Building 

BUFFALO  NEW  YORK 


American  Embossing  Co., 

Seneca  Bldg.,  Buffalo,  New  York 

We  will  be  glad  to  consider  a  sugges¬ 


tion  for  a . we 

enclose  a  sample  of  what  we  have  been 
using,  with  changes  noted.  We  want 


thousand 


_ printed  on . quality 

. paper.  We  want  some¬ 
thing  (as)  good  (or)  better. 


Signed. 


From. 


Business. 
Street... 
Town  . ... 
State . 
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printed  letter  head  by  which  we  could  iden¬ 
tify  you.  If  at  any  time  you  have  sent  a 
remittance  to  anyone  from  whom  you  do 
not  receive  some  form  of  acknowledgment 
in  due  course,  first  drop  the  party  a  line 
and  give  him  full  particulars  as  to  the  man¬ 
ner  in  which  you  sent  it  and  the  date  on 
which  it  was  mailed  Before  saying  that  his 
system  of  accounting  for  remittances  is  all 
.  wrong. 

Advertisements  of  Supplies. 

ANY  inquiries  are  received  from  sub¬ 
scribers  asking  for  the  names  and 
addresses  of  advertisers  who  have 
advertised  some  special  article  in  our  coh 
umns.  As  a  rule,  the  subscriber  remember.^ 
something  about  the  nature  of  the  article 


but  is  unable  to  give  us  any  idea  as  to  when 
the  ad  appeared.  We  are  always  glad  to 
answer  these  inquiries  when  possible  but, 
unfortunately,  the  information  is  often  so 
very  meager  that  our  advertising  depart¬ 
ment  is  unable  to  locate  the  ad  in  question. 

The  advertising  department  now  an¬ 
nounces  a  decided  innovation  which  we 
think  will  be  appreciated  by  both  subscrib¬ 
ers  and  advertisers.  Beginning  with  the 
July  number,  an  index  will  be  started,  giv¬ 
ing  the  name  of  every  device  advertised 
in  the  magazine,  with  the  name  of  the  ad¬ 
vertiser  and  the  dates.  Then  when  an  in¬ 
quiry  of  this  kind  is  received,  we  can  fur¬ 
nish  the  information  at  once  and  at  the 
same  time  we  will  be  glad  to  refer  these 
inquiries  to  the  advertiser. 


Overwork  Doesn’t  Pay 


Ss  a  result  of  many  years’  close  obser¬ 
vation  an  eminent  western  pathologist 
has  recorded  it  as  his  opinion  that 
most  men  of  affairs  in  this  country  are 
suffering  from  overwork.  There  are,  of 
course,  a  good  many  who  are  not,  and  there 
are  lots  more  who  don’t  know  whether  they 
are  or  not.  Dr.  Melville  W.  Fordyce  has 
recently  recorded  some  rather  peculiar,  if 
not  extraordinary,  cases  of  the  results  of 
overwork. 

One  was  that  of  a  young  fellow  taken  ( 
in  a  large  establishment  as  a  messenger  in 
the  counting-room,  but  who  was  very  soon 
promoted  to  a  book-keeper’s  position.  He 
was  educated  enough  for  the  position  in 
every  respect,  but,  new  to  the  work,  his 
exertions  were  beyond  his  constitution  in 
the  beginning.  Then,  as  he  had  been  so 
shortly  advanced,  it  was  expected  that  he 
would  work  harder  than  an  expert  who 
might  have  had  to  be  invited  to  the  work 
at  double  the  salary. 

So  the  young  book-keeper  toiled  day  and 
night  until  his  eyes  failed  him.  His  cashier 
was  good  to  him  and  saved  him  all  he 
could,  but  the  overwork  resulted  in  a  three 
months’  enforced  vacation  without  salary. 
When  the  young  man  returned  and  had 


taken  up  the  same  hard  grind  with  just  a 
little  more  ability  in  doing  the  work  more 
rapidly,  his  cashier  died,  and  the  new  cashier 
coming  into  the  office,  and  having  no  regard 
for  the  circumstances  under  which  the 
book-keeper  had  labored,  had  no  hesitancy 
in  dismissing  him  and  taking  a  personal 
friend  into  the  place.  The  great  company 
for  which  both  had  worked  was  uninter¬ 
ested,  though  the  hiring  of  an  assistant  to 
the  book-keeper  in  the  beginning  might 
have  saved  the  eyes  of  the  book-keeper  and 
the  life  of  the  cashier. 

To  the  question  of  overwork  there  is 
another  side  than  that  of  the  employe. 
Since  the  results  of  overwork  are  so  strik¬ 
ingly  first  manifested  in  the  brain  of  the 
brain  worker  the  question  is :  Can  any 
employer  afford  to  have  an  employe  over¬ 
work?  A  mental  lapse  of  a  moment  may 
result  in  the  most  serious  mistake  possible 
in  the  business  world;  errors  that  are  made 
in  a  second  may  require  days  and  dollars 
to  right,  merely  that  an  office  force  may 
save  a  few  cents  on  the  salary  roll. 

Don’t  overwork.  If  you  are  in  business 
for  yourself,  you  can’t  afford  it;  if  you 
are  in  business  for  an  employer,  he  can’t. — 
New  York  Commercial. 
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$1,000.00 


WORTH  OF  EXPERT 
SERVICE  FOR  TEN 
DOLLARS 


HERE  have  been  ex¬ 
pert  works  written 
on  every  subject  on 
earth,  but  until  this 
work  came  out  there  was  no 
expert  work  on  accounting. 

There  were  books  galore — al¬ 
most  all  by  teachers.  The 
business  man  does  not  want 
teaching.  He  wants  to  know.  When  he  wants  to  know  the  size 
of  Japan  in  square  miles  he  does  not  hunt  up  a  geography — he  looks 
in  an  encyclopedia.  He  has  no  time  for  text  books — he  is  too  busy. 
His  encyclopaedia  condenses  and  arranges  the  knowledge  for  him 
and  saves  his  time.  When  the  busy  man  wants  information  on 
accounting  or  business  practice  it  is  here — for  this  is  an  encyclo¬ 
pedia.  • 


The  American  Business  and  Accounting  Encyclopaedia 


Absolutely  the  only  complete  and  authoritative  work  on  the 
subject  on  the  market.  Its  authors  are  expert  accountants — twenty- 
five  of  them.  It  contains  800  illustrations  of  forms  and  rulings. 
Over  eleven  hundred  pages  of  highly  specialized  knowledge  in  con¬ 
densed  forms.  The  price  for  the  full  set  of  four  volumes  bound  in 
half  morocco  with  gold  top  and  titles  is  ten  dollars,  or,  easy  pay¬ 
ments  twelve  dollars — a  dollar  a  month. 

ONE  DOLLAR  GETS  IT  EXPRESS  PAID 

Send  one  dollar  and  the  full  set  will  be  sent  you  by  express. 
You  simply  agree  to  pay  eleven  dollars  more  in  monthly  payments 
— a  year’s  subscription  to  “The  Business  Man’s  Magazine”  free  with 
your  purchase.  Write  your  name,  address  and  business  reference 
on  the  margin  of  this  page— wrap  a  dollar  bill  inside  and  mail  today. 

(The  same  work  in  one  volume — full  russia — two  dollars  less.) 


THE  BOOK-KEEPER  PUBLISHING  CO.,  Ltd. 

DETROIT,  MICHIGAN,  U.  S.  A. 


i.  Replies  vs.  Orders 

ADVOCATING  ORIGINALITY  IN  THE  PREPARATION  OF  ADVERTISING 
FORM  LETTERS  IN  ORDER  TO  OBTAIN  PROPER  RESULTS  ::  :: 

By  FRANKLYN  HOBBS 


(Continued  from  last  month.) 

In  preparing  a  series  of  letters,  it  is  not 
wise  to  continually  change  the  prices  or 
terms.  Have  a  cash  price  and  stick  to  it. 
Have  a  time  price  if  you  like,  and  stick  to 
that.  Have  terms,  quote  them,  and  stick  to 
them.  I  quote  from  a  series  of  letters  sent 
out  by  a  well-known  correspondence  school 
“Our  terms  are  $10  down  and  $10  per 
month.”  From  a  letter  which  followed  this 
I  quote,  “We  will  allow  you  to  pay  for  the 
course  as  follows :  $5.00  down  and  $5.00 
each  month,  until  paid.”  The  third  letter 
says,  “$3.00  down  and  $3.00  per  month.” 
The  fourth  letter  offers  the  course  at  $1.00 
down  and  $1.00  per  month,  and  the  last 
letter  of  the  series  says,  “We  want  to  hear 
from  you,  so  that  we  may  know  the  real 
reason  why  you  have  not  enrolled.  If  it  is 
a  matter  of  money  or  terms,  please  write 
us  confidentially  just  where  you  stand  and 
we  will  make  every  effort  to  arrange  our 
terms  to  suit  your  convenien(ce.”  This 
series  of  letters  had  very  little  in  them  aside 
from  these  special  offers.  They  were  sense¬ 
less  harangues  or  one-sided  arguments, 
bringing  up  objections  to  the  course  and 
disposing  of  them  as  one  would  shpo  a  fly. 
These  self-prepared  catechisms  embodied 
in  letters  would  be  better  omitted,  as  well 
as  the  sliding  scale  of  terms  and  prices.  I 
know  that  these  were  originally  the  fun¬ 
damental  ideas  of  a  follow-up  system,  but 
they  have  been  superseded  by  new  ideas, 
which  awaken  more  real  interest  and  bring 
more  real  business.  Many  replies  came  to 
the  advertiser  from  the  above  series  of  let¬ 
ters,  most  of  them  stating  they  were  wait¬ 
ing  for  better  terms.  Mr.  Jones,  of  Pitts¬ 
burg,  who  had  received  the  fifth  letter,  and 
his  brother,  Mr.  Jones,  of  Paducah,  who 
had  received  the  second  letter  “got  to¬ 
gether”  and  compared  notes.  They  imme¬ 
diately  decided  that  the  institution  sending 
out  the  letters  was  a  “fake”  and  that  a 
pure  and  unadulterated  confidence  game 
was  being  worked  upon  them.  Now  the 


fact  is  this  school  is  one  of  the  best  in  the 
country,  stands  high  among  educational 
institutions  and  is  in  general  conducted 
along  scrupulously  legitimate  lines,  but  tak¬ 
ing  as  a  precedent  a  series  of  letters  gotten 
out  by  a  prominent  advertising  man  in  his 
correspondence  ad  school  work,  the  pub¬ 
licity  man  of  this  institution  came  to  the 
conclusion  that  this  was  a  real  “follow-up 
system,”  and  he  must  “follow-up”  the  pre¬ 
cedent  established  by  other  correspondence 
schools.  Precedent.  Bah!  Let’s  have  less 
precedent  and  more  originality.  I  under¬ 
stand  that  President  Roosevelt  found  a 
large  flock  of  useless  precedents  hanging 
around  Washington  and  that  he  is  driving 
most  of  them  back  to  their  holes.  A  pre¬ 
cedent  is  just  as  liable  to  be  wrong  as  right 
and  the  fact  that  a  certain  thing  was  done 
ten  years  ago  is  not  sufficient  reason  for 
repeating  it  today,  even  though  it  succeeded 
in  the  first  instance. 

There  are  many  men  who  believe  with  me 
that  originality  in  advertising  letters  is 
more  effective  than  mimicry.  There  are 
better  ways  of  injecting  personality  into 
form  letters  than  saying,  “Now  Mr.  Jones, 
I  am  especially  interested  in  your  case,” 
and  there  are  better  ways  of  getting  re¬ 
turns  than  the  too  free  use  of  sarcasm  or 
innuendo.  I  can  reach  the  busiest  man  in 
America  with  an  advertising  letter.  He’s 
busy  because  he  never  lets  a  worthy  thing 
pass  unnoticed  and  if  you  use  letters  that 
are  worthy  6i  attention,  they  will  get  it. 

One  has  some  license  in  the  preparation 
of  a  form  letter,  as,  being  intended  to  reach 
many  people,  it  must,  while  being  written  in 
a  personal  vein,  be  so  constructed  as  to  ap¬ 
ply  in  a  general  way  to  every  person  who 
may  receive  it.  Care  must  be  exercised  not 
to  overwork  this  license  or  it  will  prove  a 
boomerang.  A  pleasing  suggestion  is  a 
better  opening  for  a  letter  than  a  question 
or  a  cold  statement  of  a  fact.  “It  occurs  to 
me  that  an  order  from  your  house  has  not 
passed  through  my  hands  for  some  time” 
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This  Steel  Vertical  File 

Is  for  Your  Office. 

This  is  a  special  proposition  of  great 
value  to  you.  You  must  liave  a  letter 
file  in  your  office.  Wood  burns,  sticks, 
shrinks,  warps;  Steel  lasts  forever. 

Capacity 

Standard  Size,  10x12  In. 

This  size  is  sufficient  for  any  ordi¬ 
nary  office.  When  you  need  more,  add 
them  in  units.  The  drawers  are  fitted 
with  suspension  slides  and  every  bit 
of  room  is  available. 

51  in.  high;  14^ 

■^ide;  24  in.  deep. 

Made  of 
Special 
Annealed 
Steel. 


Price, 

$27 

Cash. 


Finfch  maroon  Enamel  ;  Polished 
I  IIIIMl  ijrass  Trimmings;  Cases  Gold 
Striped. 

Delivered  free  anywhere  in  the  U.  S. 

Supplies  not  incluiied.  Write  for  our 
Catalogue  lU-S. 

THE  BERGER  MFG.  CO..  Canton,  67 

B.  M.  8-5. 
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LOOSE  LEAE 
LEDGER  ' 


PROFIT  FOR  BOTH 

the  Employer  and  the  Bookkeeper,  if  they  let  the  cobwebs  gather  over 
the  old  fashioned,  unwieldly  and  inconvenient  system;  with  its  nu¬ 
merous  books,  its  scattered  accounts  and  dead  wood  of  closed  accounts, 
and  adopt 

The  Razall  Loose  Leaf  Ledger  System 

To  the  Eniployt;r  it  means  an  immense  saving  in  office  help,  increas¬ 
ed  efficiency  and  more  accurate  work.  To  the  Bookkeeper  it  means 
fewer  books  to  handle,  less  night  work  and  more  pay,  for  the  employer 
can  afford  to  divide  his  savings  on  book  cost  and  extra  help  witli  his 
book-keeper.  Our  handsomely  illustrated  book,  "Systematic  Ac¬ 
counting,”  tells  why  our  system  is  the  best  and  how  it  can  be  applied 
to  your  business.  Send  for  Edition  “C.”  FREE 
THE  11.  G.  RAZALL  REG.  CO.,  4<)5-4(l7  E.  Wafer  St.,  miLWAUKEE,  WIS. 
Canadian  Manufacturer 

CHAS.  F.  DAWSON,  1813-1815  Notre  Dame  Street,  Montreal,  Can. 


BOOK-BINDERS 

DO  YOUR  OWN  BINDING 
WE  FURNISH  YOU  OUR 

LOOSE  LEAF  METALS 

Our  goods  are  patented.  We  sell  Loose  Leaf 
Metals  direct  to  the  binding  trade  only.  . 

We  carry  a  complete  line  of  stock  Loose  Leaf 
Metals  for  immediate  shipment. 

Special  Loose  Leaf  Metals 

made  and  shipped  in  24  hours.  You  can  compete 
with  any  Loose  Leaf  manufacturer  in  the  world 
with  price  and  quality.  Have  your  own  monoply 
in  the  Loose  Leaf  business. 

ROI  NI)  RACK  LEDGER  HETALS. 

ELAT  RACK  LEDGER  METALS. 

“C”  CLAMP  TRANSFER  METALS. 

LOOSE  SHEET  ORDER  SPRINGS. 

ORDER  RLANK  METALS. 

“II.  G.”  RING  BOOK  METALS. 

PRICE  ROOK  METALS. 

NEWS  PAPER  FILES,  ETC.,  ETC. 


CATALOGUE  No.  3— MAILED  FREE 


W.  J.  SCHULTZ.  Dept.  B,  Cincinnati,  0. 
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is  a  better  opening  than  “Why  are  we  not 
receiving  any  orders  from  you?”  or,  “You 
have  not  sent  us  an  order  for  a  month.” 

Lead  up  to  your  subject  gently  but  briefly 
and  do  not  attempt  in  the  body  of  your  let¬ 
ter  to  give  technical  descriptions  of  goods 
and  their  prices.  Better  inclose  a  descrip¬ 
tion  and  prices  on  a  separate  sheet  and 
make  the  letter  a  real  letter,  that  is,  a  per¬ 
sonal  communication  from  one  man  to  an¬ 
other. 

In  closing  your  letter,  take  pains  to  leave 
your  customer  in  a  pleasant  frame  of  mind 
and  give  him  some  good  and  tangible 
reasons  for  ordering  certain  articles  today. 
Do  not  tell  him  that  he  should  order  a  cer¬ 
tain  silk  fabric  because  “The  silk  worms  all 
died  what  made  it,”  but  rather  inform  him 
that  you  have  some  particularly  choice  or 
desirable  thing  at  an  attractive  figure  just 
now.  It  is  not  necessary  to  close  your  let¬ 
ter  with,  “Awaiting  your  orders,  we  remain. 
Yours  truly,”  for  by  way  of  change  you 
might  say,  “Our  Shipping  Department  is 
so  well  organized  that  an  order  from  you 
will  receive  attention  the  hour  it  is  re¬ 
ceived,”  or  “Your  order  will  receive  the 
best  attention  of - John  Smith  &  Com¬ 

pany.” 

If  advertising  letters  are  not  to  be  indi¬ 
vidually  typewritten,  then  the  best  process 
of  reproducing  should  be  used,  the  name 
and  address  filled  in  each  letter  to  match 
the  body,  and  the  signature  should  be  in 
writing'  fluid,  whether  the  letters  be  indi¬ 
vidually  signed,  or  autographed  on  the 
press.  The  colors  used  for  the  body  of  the 
letter,  and  for  the  signature,  should  be  the 
same  as  those  used  in  your  every  day  cor¬ 
respondence. 

Keeping  constantly  in  mind  the  fact  that 
the  house  wants  not  replies  but  orders  will 
prove  your  salvation.  You  should  leave 
your  customer  in  such  a  frame  of  mind  that 
if  he  does  not  order  on  this  letter  the  next 
letter  will  be  favorably  considered  and 
will  probably  bring  business.  To  make  a 
clear  distinction  between  the  way  to  get  re¬ 
plies  and  the  way  to  get  business,  let  me  cite 
two  cases.  An  auditing  concern  sent  a  let¬ 
ter  to  every  large  house  in  the  city  of  Chi¬ 
cago  which  almost  commanded  a  reply  and 
brought  scores  of  them;  the  concern  is  in 
the  hands  of  a  receiver.  The  letter  closed : 
— “If  you  are  not  interested,  fill  out  the 
blanks  and  mail  to  us  today.  Do  it  now !” 


An  accountant  and  auditor,  working 
single  handed  and  with  small  capital,  se¬ 
lected  one  hundred  concerns  in  Chicago 
which  he  thought  might  have  need  of  his 
services.  He  is  just  now  getting  out  his 
ninth  letter  to  these  one  hundred  people, 
having  sent  the  first  one  two  months  ago. 
He  informs  me  that  he  has  received  twelve 
replies  and  has  audited  eleven  of  the  con¬ 
cerns,  the  twelfth  being  one  of  the  large 
State  Street  dry  goods  houses  who  have 
postponed  the  matter  of  an  audit  for  the 
present,  but  expect  to  give  him  their  work. 
His  first  letter  closed :  “My  plan  of  audit 
does  not  upset  your  office.  I  will  not  use 
your  accountants — will  furnish  my  own  as¬ 
sistants.  I  will  place  the  results  of  my 
work  before  you  in  brief  and  understand¬ 
able  shape  and  no  verbal  explanations  of 
the  meanings  of  my  figures  will  be  neces¬ 
sary.  I  shall  finish  an  audit  of  - 

Mfg  Co.  tomorrow.  I  could  begin  your 
work  Wednesday  if  urgently  necessary.” 

The  large  audit  concern  secured  just  one 
order  on  an  expenditure  of  $400  and  the 
single  handed  auditor  secured  eleven  orders 
on  an  expense  of  $80.  One  wanted  replies 
to  work  on,  the  other  wanted  business  to 
work  on.  The  large  audit  company  spent 
$3,800  in  advertising  in  60  days  and  created 
a  receivership.  The  accountant  spent  $80 
in  the  same  time  and  created  a  foundation 
for  a  possible  future  business  of  great  mag¬ 
nitude. 

Straight  talk,  ballasted  with  interesting 
facts  and  common  sense,  written  with  a 
view  to  reaching  the  heart  and  purse  will 
win,  and  just  as  surely  as  sarcasm,  flip¬ 
pancy,  and  the  extravagant  use  of  words 
will  lose. 

Couldn’t  Make  the  Dough. 

A  young  book-keeper  who  had  not  been 
many  years  married  carefully  laid  down  a 
piece  of  bread  the  other  night  and  said  to 
his  wife:  “I  wish  you  could  make  bread 
such  as  mother  used  to  make.”  The  young 
wife  smiled  and  remarked  in  a  voice  that 
did  not  tremble:  “Well,  John  I  wish  that 
you  could  make  the  ‘dough’  that  father  used 
to  make.”  A  hush  as  silent  as  death  fell  so 
suddenly  that  John  almost  lost  his  breath, 
and  the  bread  and  dough  question  hasn’t 
come  up  for  family  discussion  since. — Ex¬ 
change. 
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“Looscarf”  ? 


{Red  Label) 


How  About  That  Collar?  Is  It  a 

The  only  Collar  with  a  Lasting  Necktie  Space. 

The  reinforced  inside  band  and  back  button  pocket 
guarantee  this,  and  are  protected  by  patents. 

The  D  &  C  “Looscarf”  Collar  is  now  worn  by 
the  sensible  man  from  the  Atlantic  to  the  Pacific.  Why?  Because  it 
makes  it  so  easy  to  adjust  any  size  tie. 

Made  in  four  heights,  round  and  square  corners,  straight  collars  1^.2, 
2X  and  2^4  inches  high,  also  three  negligee  styles,  round  and  square  cor¬ 
ners  and  square  corner  cutaway,  measuring,  front  2>4  inches,^  back  \'% 
inches,  inside  band  1  inch,  with  lock  front  making  a  perfect  fitting  coliar 
fora  negligee  shirt.  Price  2  for  25c,  or  $1.50  per  doz. — postpaid. 


The  Norris  Company 


Inventors  and 
Manufacturers 


Dept.  B.  Detroit,  Mich. 


THE  IMPROVED 


'WB 

ON  EVERY  LQ 


The 


ton 
arter 

KNOWN  AND 
WORN  ALL  OVER 
THE  WORLD 

The  NAME  Is  Stamped 
LOOP— 


CUSHION 

BUTTON 


Lies  flat  to  the  leg-neier 
slips,  tears,  nor  unfastens 

EVERY  PAIR  WARRANTED 


Send 
fiOc.  for  Silk, 
25c.  for  Cotton, 
Sample  Fair 


GEO.  FROST  CO.,  Makers 
Boston,  Mass.,  U.S.A. 


ALWAYS  EASY 


Ko.  147 

Top  40  X  26  inches  closed 

Early  English  and  Weathered  Oak 

Articles  on  top  do  not  have  to  be  disturbed  to  use  as 
desk.  Made  in  various  styles,  sizes  and  prices. 

If  your  dealer  doesn’t  carry  them  write 

CADILLAC  CABINET  CO.  DETROIT,  MICH. 


CADILLAC  CABINET  CO. 


DETROIT,  MICH. 


Makers  of  the  Famous  Combination  Desk  and 
Table  especially  adapted  for  Hotels, 
Colleges  and  Schools. 


Save  Your  Stenographer’s  Time 

Also  Improve  the  Quality  of  Work 


Notice  how  the  copyholders  on  DEARBORN 
Cabinets  are  placed  in  correct  position.  It  takes 
the  strain  off  the  eyes.  It  enables  stenographer 
to  sit  up  straight  and  prevents  strain  on  the  back . 
It  saves  fully  45%  of  stenographer’s  time.  It 
prevents  errors,  thereby  improving  the  quality  of 
work.  Ifyou  want  these  advantages  which  mean 
a  saving  of  money  to  you,  buy  a  DEARBORN 
Typewriter  Cabinet  with  copy  holder  in  right 
position  for  fastest  work.  Don’t  have'copy  holder 
attached  to  machine.  The  DEARBORN  Cabi¬ 
nets  are  made  of  Solid  Golden  Oak,  guaranteed 
the  most  complete  typewriter  cabinets  ever  sold 
at  the  price.  We  ship  to  responsible  parties  on 
approval,  freight  prepaid  East  of  Rocky  Mountains.  Write  for  catalog  of  DEAR¬ 
BORN  Typewriter  Cabinets.  If  you  want  a  desk,  ask  "Dearborn 

DEARBORN  DESK  CO.,  Alexander  A.  Samuel,  Gen’I  Mgr. 

801-277  Dearborn  Street  CHICAGO,  I’.  S.  A.  Formerly  of  Birmingham,  Ala. 


Style  above  without  roll  curtain 
to  paper  cabinet  $12.00 


This  is  our  large  roll  top  cabinet.  Copy 
holder  furnished Price  $27.00 


“Friend  Beach  Abroad.’ 


EE !  but  I  am  a  long 


way  from  home.  As  I 
write  we  (you  will  ob¬ 
serve  that  I  now  use 
the  word  “we”  occa¬ 
sionally)  are  about 
1,900  miles  out  on  the 
ocean  and  in  the  lan¬ 


guage  of  “Beany”  in 
his  stories  in  the  Sat¬ 
urday  Evening  Post, 
the  day  is  “brite  and 
fare.” 

We  (mind  you,  I  use  the  word  “we”  ad¬ 
visedly  and  only  when  my  better  half  is 
around),  sailed  from  New  York  Wednes¬ 
day  morning,  June  14,  at  10  o’clock,  on  the 
R.  M.  S.  (I  believe  that  means  “Royal  Mail 
Steamer”)  “Majestic”  amid  such  pleasant 
surroundings  as  cab  drivers,  mounted  po¬ 
lice,  one  emergency  ambulance,  weeping 
friends  (who  weren’t  weeping  for  us)  and 
a  host  of  good  fellows  who  wanted  to  sell 
me  a  steamer  chair.  We  finally  escaped 
with  our  lives  and  the  clothing  we  were 
fortunate  enough  to  have  on. 

A  pilot  accompanied  us  from  New  York 
to  Sandy  Hook,  where  we  dropped  him  and 
his  belongings  (which  weren't  many)  into 
the  pilot  boat,  whereupon  he  hurriedly 
hiked  himself  back  to  his  native  land.  I 
haven’t  yet  been  able  to  understand  why 
pilots  were  born,  but  I  suppose  it  is  all 
right.  Perhaps,  like  the  rest  of  us,  they 
are  surrounded  by  families  and  friends, 
maybe  they  draw  princely  salaries  and  per¬ 
haps  are  the  recipients  of  kingly  increments 
of  which  I  know  not,  but  excuse  me !  I’d 
rather  accumulate  a  million  simoleons  in 
my  own  modest,  careful,  quiet  way. 

“Going  abroad”  is  a  fierce  game, — that  is, 
if  you  include  the  appetite  which  you  ac¬ 
cumulate  and  take  along  with  you.  I’ve 
already  eaten  so  much  I  am  ashamed  to 


look  the  steward  in  the  face,  but  I  over¬ 
heard  him  remark  yesterday  that  he  would 
get  even  if  he  had  to  ground  the  ship  for 
a  few  days  and  let  the  provisions  run  low 


and  as  he  is  said  to  be  a  man  of  his  word 
I  can  see  all  kinds  of  trouble  and  lots  of 
it  in  store  for  me  in  the  very  near  future. 

By  the  way,  were  you  ever  called  to  your 
meals  by  the  “tinkle”  of  a  bugle?  That’s 
what  they  use  on  board  this  ship  and  I’ve 
grown  to  love  a  bugle.  Our  bugle  “bugles” 
at  8  a.  m.  to  call  us  to  breakfast,  at  1  p. 
m.  to  announce  lunch  and  again  at  7  p.  m. 
to  hurry  us  down  to  dinner.  And  the  way 
we  scramble  to  answer  the  calls  would  put 
“Mule  Maud”  to  shame.  The  sound  of 
that  bugle  is  sweeter  to  the  ear  than  the 
tinkle  of  the  ice  in  any  old  pitcher  the 
“morning  after”  and  when  I  am  finally 
domiciled  in  my  own  dome  I  am  going  to 
have  my  house  full  of  bugles  if  I  never  lay 
up  a  cent. 

On  your  maiden  voyage  you  are  liable 
to  bump  against  several  things  the  details 
of  which,  while  new,  might  be  omitted  from 
the  letters  you  write  to  the  loved  ones  at 
home.  First  of  all  if  the  weather  is  stormy 
you — but  never  mind.  Shortly  after  sailing 
I  (not  “we”)  started  out  on  a  lone  tour 
of  inspection  of  the  boat, — not  that  I  felt 
the  need  of  anything  in  particular  but  hav¬ 
ing  given  up  my  tickets  and  nearly  every¬ 
thing  else  I  brought  with  me,  I  thought  a 
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WILL  PAY  BIG  DIVIDENDS 


Your  entire  force  will  do  more  and  better  work  if  they 
are  provided  with  comfortable  fit-the- 
back  chairs.  No  employe  can  be  ex¬ 
pected  to  do  good  work  with  poor  tools, 
neither  can  they  produce  the  best  results  if 
compelled  to  sit  in  a  cramped 
position.  An  easy  chair  is  of 
just  as  great  importance  as 
good  ventilation  in  your  office. 

A  McCloud  Adjustable  Spring 
Back  Chair  is  always  easy;  it  is 
provided  with  an  adjustable  back 
that  fits.  The  back  can  be  instantly 
adjusted,  forward  or  backward,  by 
merely  touching  a  lever,  and  it  can 
be  raised  or  lowered  at  will,  bring¬ 
ing  the  support  just 
where  you  want  it. 

The  tension  of  the 
spring  can  be  regu¬ 
lated  as  you  like. 

No  matter  how  you 
sit,  it  fits. 


No.  225.  Tilting:  wood  seat,  supple¬ 
mentary  spring:  back  upholstered  in 
leather.  The  most  comfortable  chair 
ever  made.  Price  $14.50. 


McGLOUD 
ADJUSTABLE 
SPRING 
BACK  CHAIRS 


Shown  on  this  page  are  three 
of  our  best  and  most  popular 
models.  They  cost  just  a 
little  more  than  some  others, 
but  they  will  outwear  two  of 
the  ordinary  kind.  Every  chair 
is  guaranteed;  nothing  but  the 
best  material  and  workman¬ 
ship  throughout;  light,  but  strong  enough  to  hold  a  team 
of  horses.  Made  in  all  woods,  any  finish  desired,  and 
more  than  thirty  styles  to  select  from. 


No.  126.  Antique  or  Golden  Oak, 
imitation  Mahog-any  or  other  woods. 
Best  leather  cushion  and  pad.  Seat 
when  down,  32  inches  from  floor  with 
5-inch  raise.  Price  $10.00. 


There’s 


TIllIE  CMAIIIX  (00)»  MAKCJVILU.O 

ttuuu#  ^  ^  MtCtOVP. 


a  Size  and  Style  for  Every  Back  _ 

_  ,  .  ^  No.  9.  Here  is  our  latest  pro- 

Let  us  make  an  estimate  on  duct;  a  Mission  Chair  in  weath- 

furnishing  these  chairs  for  your 
entire  office,  or,  if  you  want  to 

see  one  first,  we  will  ship  the  chair  you  select  to  any  re¬ 
sponsible  business  house,  freight  prepaid  to  any  point  in 
the  U.  S.,  east  of  the  Dakotas.  If  you  don’t  say  its  the 
best  chair  you  ever  saw.  return  it  to  us  at  our  expense. 

SEND  FOR  CATALOGUE  A.  IT’S  FREE. 

THE  DAVIS  CHAIR  COMPANY 

MARYSVILLE,  OHIO 


Back  Resters/.%Office 
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“tour”  would  do  me  good.  The  first  man 
I  encountered  wore  a  “lid”  with  a  real 

pretty  emblem  on  the  front  and  a  blue 

coat  with  at  least  a  million  imitation  brass 
buttons  running  and  chasing  themselves  up 
and  down  the  front.  I  concluded  it  would 
be  safe  to  confide  in  him,  so  in  the  quiet 
and  inoffensive  manner,  for  which  I  am 
noted,  I  timidly  approached  and  asked  him 
if  he  would  kindly  direct  me  to  the 

dr — awing  room. 

He  did. 

And  s’help  me  if  that  dr — awing  room 
wasn’t  the  limit  of  anything  I  ever  dr — ew 
to.  Unlike  the  ordinary  dr — awing  room 
no  ladies  were  present,  but  instead  it  was 
filled  with  gentlemen  sitting  at  small  round 
tables  and  behaving  very  queerly  indeed. 
None  of  them  seemed  to  know  what  was 
wanted,  for  about  every  three  minutes  a 
man  with  a  white  apron  would  come  around 
and  ask  “what’ll  you  have,  gentlemen?” 
Then  each  would  reply,  “I’ll  take  the  same.” 
When  I  thought  no  one  was  looking  I 
winked  at  the  man  with  the  white  apron 
and  said  “the  same”  and  about  five  min¬ 
utes  later  another  man  with  brass  buttons 
came  and  asked  if  I  would  not  sing  so  loud 
as  I  was  disturbing  the  sick  passengers  on 
the  deck  below. 

While  I  think  of  it,  never  take  a  trip  of 
this  kind  without  first  taking  a  three- 
months’  home  study  course  in  physical 
training  and  a  three  years’  course  in  “How 
to  understand  English  money.”  The  first 
named  you  will  not  especially  need,  but  the 
second  named  you  especially  will.  Shortly 
after  leaving  Sandy  Hook  I  hunted  up  the 
tonsorial  artist  (that  sounds  good,  doesn’t 
it?)  and  whispered  in  his  willing  ear  that 
I  would  like  to  have  my  two-days’  growth 
of  whiskers  manicured.  He  was  “on”  and 
in  due  course  of  time  the  job  was  finished. 
I  was  already  apprehensive  as  to  the  amount 
I  should  pay  him  and  owing  to  my  loving 
and  peaceful  disposition  I  didn’t  want  to 
do  anything  which  would  create  trouble.  I 
consequently  handed  him  a  two-dollar  bill 
and  tried  to  escape  but  it  wouldn’t  work. 
He  caught  me  by  the  coat  and  intimidated 
me  into  taking  one  half-crown  (slightly 
worn),  two  2-shilling  pieces  (each  in  fair 
condition),  six  6-pence  pieces  (doubtful 
value),  twelve  1-pence  pieces  and  a  hand¬ 


ful  of  ha-pennies  (which  only  the  good 
Lord  knows  what  I  will  do  with.  I  don’t.) 

But  the  great  joke  came  when  I  sent  my 
wife  off  on  a  “tour.”  You  know  (or  if 
you  don’t  it  will  be  forcibly  impressed  upon 
you  one  of  these  days)  that  when  you  are 
first  married  the  prop¬ 
er  thing  for  you  to  do 
is  to  fill  your  wife’s 
purse  with  money  (just 
as  though  you  had  lots 
of  it)  and  tell  her  to  go 
out  and  spend  it.  But 
in  my  case  I  took  a  dif¬ 
ferent  tack  and  sailed 
close  to  the  wind.  On 
our  trip  to  New  York  I 
bought  and  paid  for  all  the  soda  water  my¬ 
self  and  waited  until  we  boarded  ship  before 
making  my  grand-stand  play.  When  we  had 
gotten  so  far  from  New  York  that  I  felt 
certain  we  wouldn’t  turn  back  I  grandilo¬ 
quently  handed  my  better  half  a  ten  spot 
and  told  her  to  go  and  spend  it  all.  Now 
it  is  a  curious  but  pleasing  fact  that  on  a 
ship  of  this  kind  the  only  thing  a  woman 
can  buy  is  postage  stamps  and  the  supply 
of  them  is  limited,  and  I  knew  it  when  I 
gave  my  wife  the  ten.  But  I’ll  be  internal¬ 


ly,  externally  and  eternally  blowed  if  at  the 
end  of  an  hour  she  didn’t  come  back  with 
£2  6s  9d,  one  new  U.  S.  postage  stamp 
(which  we  can’t 
use)  and  a  gam¬ 
bling  ticket  on  to¬ 
morrow’s  sailing 
of  the  boat.  (If 
that  ticket  wins 
I’ll  be  glad  I  got 
married. 

But  we  are  hav¬ 
ing  a  delightful 
trip  and  in  a  sense 
will  be  sorry  when 
we  have  to  leave 
the  boat.  We  are  due  to  arrive  in 
Queenstown  Tuesday,  the  21st;  Liverpool, 
Wednesday  morning,  and  London,  Wednes¬ 
day  evening.  After  I  have  been  in  London 
for  a  few  days,  made  a  duty  call  on  the 
king,  located  the  postoffice  and  feel  at  home 
generally.  I’ll  write  again. 

Very  sincerely, 
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SAVE  middlemen’s  profits,  and 
'dress  better.  Have  your  garments 
"made  by  local  tailor.  You  save  consid¬ 
erable  in  cost  whether  you  wear  tailored 
or  ready-made  clothes  (ordinarily  there  are 
5  profits  between  mfr.  and  retailer.  By  our 
plan  you  get  better  cloth,  latest  designs  in 
fabric,  largest  assortment  to  select  from.  ' 
Cloth  for  Single  Suit  at  Wholesale  Price.  Plain, 
Gray  and  Fancy  Worsteds, Tweeds, Thlbets,  Cheviots, 
Serges,  etc.  Samples  sent  Free.  Costs  no  more  to  make  up  good 
cloth  than  shoddy.  You  can  be  best  dresser  in  town  and  yet  pay  less 
for  clothes  than  now.  Our  cloths  guaranteed  all  wool,  fast  colors.  For 
Men's  and  Boys’  Suits,  Overcoats;  Women’s  Costumes,  Jackets, 
Skirts;  Children’s  Cloaks,  etc.  Write  for  FREE  BOOK.  Address 
Boston  Woolen  mils  Co.,  Dept.  F.,  68  Friinklin  St.,  Boston,  Hlass. 

Ambitious  Young  Men 

seeking  to  develop  a  good  agency  should  write  us  for 
terms.  All  you  are  required  to  do  is  to  hustle  and  pay 
strict  attention  to  business.  We  will  send  you  complete 
outfit  on  receipt  of  your  communication  enclosing  proper 
reference.  No  capital  required. 

BOSTON  WOOLEN  MILLS  CO. 

68  Franklin  St.  Boston.  Mass. 


YOU  SAVE  $7.00 

on  this  $10.00 
LOOSE  LEAF  LEDGER 

In.  order  to  introduce  the  Park  Patent  Improved 
Safety  Binder,  we  will  send  you  our  complete  out¬ 
fit  of  two  Binders,  bound  in  Russia  and  Corduroy; 
two  indexes  with  real  leather  tabs,  gold  printed ; 
and  250  first  grade,  non-tearing  Ledger  Leaves, 
guaranteed  to  register  as  to  ruling  as  well  as  to  bind- 
in^the  whole  complete  for  $10.00. 

This  outfit  cannot  be  purchased  anywhere  else 
for  less  than  $17.00,  or  more.  We  make  and  send  direct 
from  our  factory  anything  you  require  In  loose  leaf  sup- 
piles  for  LESS  HONEY  than  any  other  house  In  America. 

OUR  FREE  BOOK  "Loose  Loaf  Logic" 

tells  you  why  the  Park  Loose  Leaf  System  saves  so 
much  time,  money  and  labor:  also  12  reasons  why 
the  Park  Binder  is  better  and  lasts  longer  than  any 
other.  Also  proof  that  we  can  save  you  money 
on  your  supplies.  Write  for  it.  It’s  free. 

PARK  MFQ.  CO.,  44  Sabin  St.,  Providence,  R.  I. 


Paper  oid 

(TRADE  MARK) 

Wallets  are  Very  Durable 
They  Wear  Like  Leather 

While  they  cost  a  little  more  at  first  than 
the  ordinary  manilla  envelopes,  the  extra 
cost  is  made  up  many  times  by  the  “fit¬ 
ness”  of  our  goods  for  the  purposes  they 
are  designed  for,  and  the  extra  long  wear 
they  give  you — all  sizes — and  to  hold 
much  or  little  as  you  wish.  Send  for 
samples  and  price  list. 

ALVAH  BUSHNELL  COMPANY 

4  N.  13th  Street,  Philadelphia.  Pa. 


SELL  GOODS  BY  MAIL— THE  COMING  BUSINESS 
method.  Start  now;  stop  working  for  others.  Big 
profits.  Money  comes  with  orders.  Our  plan  for  start¬ 
ing  beginners  is  a  “sure  winner.”  Particulars  for  stamp. 
Franklin-Howard  B.  Company,  Kansas  City,  Mo. 


HOT  WEATHER 


DOES  NOT 
AFFECT  THE 


VENUS 

(Copying) 

PENCIL 

Even  in  summer  it  writes  smoother 
and  wears  longer  than  any  other 
pencil  made. 


COPIES  BETTER  THAN  INK 


65  Cents  Per  Dozen  Postpaid 
If  Not  at  Dealers 


ASSORTED  SA  MPLES  ( INCL  UDING 
VENUS)  SENT  POSTPAID  FOR  lOc. 
25c.,  50c. 

AMERICAN  LEAD  PENCIL  CO. 

61  East  Washington  Square,  New  York 

21  Farringdon  Ave.,  London,  E.  C. 


Your  Health  Depends 


Upon  the  purity  of  your  drinking  water.  No 
chance  for  contamination  with  the  USEEIT  Water 
Cooler,  even  if  impure  ice  is  used. 

Note  advantages. 

Direct  connection  from 
bottle  to  faucet  by  coil  of 
pure  block  tin. 

Note — This  Cooler  is  cov¬ 
ered  by  broad  basic  patents 
and  we  will  prosecute  vigor¬ 
ously  all  infringements. 


30  DAYS’  FREE  TRIAL. 


We  will  send  one  complete 
No.  4  Cooler  with  2  gallon 
bottle  to  any 
business  man 
and  after  30 
days’  trial  re¬ 
turn  to  us  if 
not  perfectly 
satisfied,  or 
keep  the 
Cooler  and 
remit  us  $6. 

This  liberal 
offer  shows 
our  c  o  n  f  i  - 
dence  in  the  Cooler. 

We  also  make  a  $12.00  Cooler  for  5  gallon  bottle. 
Catalogue  Free. 


THE  CONSUMERS  COMPANY 

3506  Butler  St.,  CHICAGO 


RESPONSIBLE  AGENTS  WANTED 


The  Business  Doctor. 


The  fame  of  Prof.  Adonis  Dawking  had 
unfortunately  reached  the  ears  of  The 
Principal  and  the  latter  had  hastened 
to  become  personally  acquainted  with  him. 
Short  of  stature  and  slight  of  build,  the 
noted  business  doctor  shone  resplendent  m 
hair  and  jewelery.  He  was  essentially  a 
man  of  small  things.  He  wrote  a  small 
hand,  spoke  in  a  small  voice,  made  small 
notes,  and  paid  particular  attention  to  mat¬ 
ters  of  very  small  importance.  He  was 
hazy  on  the  subject  of  depreciation  but  was 
quick  to  perceive  how  many  times  a  clerk 
put  his  pen  behind  his  ear  while  reaching 
for  the  ruler. 

The  employes  of  the  Up-to-date  Manu¬ 
facturing  Company  generally  looked  askance 

at  the  professor,  and 
indulged  in  remarks 
^  as  to  the  progressive¬ 
ness  and  otherwise 
general  cussedness  of 
The  Principal  that 
were  only  suitable  to 
the  rigors  of  a  Siberian 
climate.  However, 
Thp  Princioal  was  not 


aware  of  this  condition  and  the  professor 
didn’t  care,  so  the  business  of  making  new 
office  rules,  clipping  off  things  and  men 
considered  unnecessary,  and  determining 
that  no  small  corner  had  been  left  undis¬ 
turbed  by  the  earthquake,  went  merrily  for¬ 


ward. 

The  professor  is  the  author  of  those 
standard  office  rules  which  may  be  found 
prominently  displayed  over  the  desks  in  al¬ 
most  any  up-to-date  business  office. 

They  starUout  with  a  dissertation  on 
the  relation  of  office  rule's  to  divine  and 
common  law  and  the  absolute  necessity  for 
taking  steps  to  preserve  the  business  (what¬ 
ever  it  may  be)  from  ruin  by  extending  a 
firm,  uncompromising,  and  unconciliatory 
finger  of  admonition  and  prohibition  in  sea¬ 


son  and  out  of  season.  They  then  proceed 
as  follows : 

Place  all  rulers,  rubber  stamps,  paper  fasteners, 
pins,  mucilage,  pens,  pencils,  erasers,  reference 
files,  etc.,  on  the  desk  at  your  left,  so  that  you 
may  take  them  up  with  your  left  hand.  Never 
use  your  right  hand  for  minor  operations  of  this 
nature. 

Learn  to  write  with  the  left  hand  so  that  you 
may  be  able  to  make  memoranda  with  it  while 
posting  or  doing  other  regular  work  with  the 
right  hand. 

Cultivate  a  dual  nature  so  that  with  one  eye 
you  can  foot  one  column  and  with  the  other  eye 
foot  another  column  at  the  same  time;  or  take 
advantage  of  your  dual  nature  to  run  up  a  column 
with  one  eye  and  run  down  the  column  with  the 
other  eye,  thus  providing  a  complete  and  instan¬ 
taneous  check  on  your  addition. 

Don’t  waste  the  time  of  your  employer  by 
sharpening  pencils  during  business  _  hours — 
sharpen  a  dozen  at  a  time  at  home  and  bring  them 
to  the  office  ready  for  use. 

Always  remember  that  you  are  employed  to 
make  money  for  your  employer  and  that  time  is 
money.  Therefore,  come  to  the  office  15  minutes 
earlier  each  morning  than  the  morning  preceding, 
and  leave  the  office  15  minutes  later  each  evening 
than  the  evening  preceding.  By  strictly  follow¬ 
ing  this  rule  your  employer  will  have  no  cause  for 
complaint,  so  far  as  tardiness  or  watching  the 
clock  is  concerned. 

Be  energetic  and  enthusiastic  in  your  employ¬ 
er’s  behalf.  Do  more  and  better  work  every  five 
minutes  of  the  day  than  you  did  during  the  pre¬ 
ceding  five  minutes.  By  strictly  following  this 
rule  your  employer  will  probably  consider  you  in 
line  for  promotion. 

Study  all  the  best  works  on  the  art  of  logical 
expression.  This  will  help  you  to  avoid  irrelevant 
subjects  and  to  eliminate  useless  arguments  when 
discussing  business  matters. 

Study  metrical  poetry,  harmony,  mechanical 
drawing  and  architecture.  They  will  enable  you 
to  appreciate  the  symmetry  of  system  in  relation 
to  business  methods  as  taught  by  Prof.  Adonis 
Dawking,  of  New  York,  N.  Y. 

Keep  your  eyes  constantly  fixed  upon  your 
work  and  never  look  in  any  other  direction.  This 
induces  the  habit  of  concentration  and  is  pleasant 
for  your  manager  or  employer  to  contemplate. 

Outside  of  office  hours  keep  your  mind  free 
from  disturbing  or  distracting  influences,  and 
sleep  soundly  on  the  right  side  without  dreaming, 
so  that  you  may  present  yourself  to  your  em¬ 
ployer  in  the  morning  with  mind  and  body  re¬ 
freshed,  and  capable  of  your  best  exertions. 

There  are  other  editions  of  these  rules, 
but  this  is  the  copy  The  Principal  gravely 
read  and  re-read  after  a  discussion  with 
the  professor  as  to  the  amount  of  time  to 
be  saved  within  a  year  by  the  use  of  soft 
pens  instead  of  hard  ones.  It  appeared  that 
through  the  extraordinary  perversity  so 
common  to  the  human  race,  everyone  em¬ 
ployed  in  the  office  preferred  hard  pens — 
the  harder  the  better.  The  professor  de- 
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THE  KEY  TO 
SUCCESS 

is  my  correspondence 
course  in 

IMemory 
Training 


No  one  is 
greater  intellec¬ 
tually  than  his 
memory.  Write  to¬ 
day  for  free,  wonder 
fulSy  interesting,  illus.32-p 
book  “How  to  Remember 
mim  SCHOOL  of  memory  Hall  CHICAGO 


MEir^scsom 

PAIRS  FOR 

^OST-RAID 


Ask  any  good  dealer  how  much  he  gets  for  fast  black  •eamless, 
IUI«  thread  half-hose  and  he  will  tell  you  35c.  By  buying  direct 
from  us  you  save  nearly  half.  Our  famous  “Longwear”  stockings 
are  true  to  their  name:  they  outwear  any  other  35c  stocking. 
The  best  lisle  thread,  fine  texture,  warranted  fast  black,  special 
ribbed  top  to  prevent  them  stretehins  and  coming  down.  Abso- 
solutely  seamless,  perfect  fitting,  with  no  hard  ridges  to  hurt  the 
feet.  A  35c  sock  for  20c.  Simply  send  $1.00  to-day,  stating  size, 
lor  5  pairs  by  mail  postpaid. 


Money  back  if  you  want  it. 


A.  0.  GOOLD  &  CO.,  960  Washington  Ave.,  Portland,  MCo 


PENMANSHIP 

Adequately  taught  by  mail.  Leans  to  write  a  good  business 
hand;  it  may  be  the  basis  of  your  success  in  life.  First  coufs® 
of  instruction,  a  copy  of  Palmer's  Penmanship  Budget,  also 
a  ftf.J  year's  subscnption  to  the  beautiful  montMy,  Th® 
Western  Penman,  all  now  for  $3.00.  A  handsome 
diploma  when  course  is  completed.  We  are  making  more 
good  business  penmen  than  all  other  agencies  in  America 
combined.  Over  100,000  pupils  enrolled.  Catalog  free, 

S'ALMER  SCHOOL,  (Esi  1881)  Box  86,  CEDAR  RAPIDS,  iOWA 


WE  ARE  SELLIING 


Battery  Fan  Motors, 
Battery  Table  Lamps, 
Telephones  complete, 
Electric  Door  Bells, 


$1.25  to  $10.50 
8.00  to  10.00 
2.50  to  11.25 
75e,  $1.00,  $1.25,  $1.50 


Carriage  and  Bicycle  Lights,  2.00  to 
Lanterns  and  Pocket  Flash  Lights,  16e  to 
$8.00  Medical  Batteries, 

Telegraph  Outfits, 

Battery  Motors, 

Necktie  and  Cap  Lights, 

Dynamos  and  Motors, 

''Catalog  free,  free,  free 

Ohio  Electrlo  WorkSo 


1.75  to 
75e  to 
75e  to 
$900.00  to 

Fortune  for  Agents. 
Slevolends,  Ohio 


5.00 

8.00 

8.95 

2.50 

12.00 

5.00 

1.00 


THE  TOVCH 


o 

Q  O 

I.  /// 


WILL  YOU  GIVE  AN  HOUR 


a  day  for  the  next  ten  weeks  to  a  study 
of  our  course  in  touch  typewriting?  In 
that  time, 

THE  TULLOSS  SCHOOL 

will  teach  you  the  fastest  system  in  the 
world,  give  you  an  accuracy  that  is  perfect, 
and  make  you  able  to  read  your  notes  and 
write  on  the  machine  at  the  same  time. 
Expert  operators  all  over  the  country  are 
my  graduates.  I  can  make  you  just  as 
successful.  No  matter  what  your  speed 
now,  I  will  guarantee  to  increase  it  40  to 
60% ,  or  refund  your  money.  My  free  book, 

250  WORDS  PER  MINUTE 

is  interesting  reading  for  any  operator. 
It  tells  all  about  the  wonderfully  rapid 
Tulloss  Touch  System,  and  how  you  can 
become  faster  than  the  fastest  writer  you 
know.  It  is  FREE.  Send  for  it  to-day. 

THE  TULLOSS  SCHOOL  OF  TOUCH  TYPEWRITING 

DEPT.  114-K.  SPRINGFIELD,  OHIO 


12  IZ  IP  IT'  OIP  ¥2  learn  by  mail  to 

become  experts  in 

HIGHER  ACCOUNTING 

Practical  Accounting,  Theory  of  Accounts.  Auditing  and  Commercial  Law 

Our  course  covers  all  these— or  you  can  take  anyone  of  them  separately.  Our  teachers  are  experts— life-long 
students  and  practical  men.  Our  courses  are  thorough  and  complete;  our  fees  moderate  and  we  absolutely 

GUARANTEE  SATISFACTION 

We  teach  also  Business  Practice— Book-keeping  and  Commercial  Law.  Write  for  our  new  prospectus— 
and  say  which  branch  interests  you  most. 

Employers:— When  in  need  of  a  good  practical  thorough  book-keeper  or  accountant,  please  write  us. 
We  can  save  you  time  and  trouble,  our  service  is  free. 

UNIVERSAL  BUSINESS  INSTITUTE,  Incorporated 

Department  M.  27  East  22nd  Street 


NEW  YORK 
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dared  that  no  one  could  possibly  write  fast 
with  a  hard  pen  and  that  the  use  of  hard 
pens  induced  degenerate  writing.  There¬ 
fore  The  Principal,  exercising  his  preroga¬ 
tive,  issued  the  following  order: 

“The  employes  of  the  Up-to-date  Manu¬ 
facturing  Company  are  directed  to  use  Es- 
terbrook’s  No.  442’s  from  this  date.” 

The  Chief  Accountant  protested  that  he 
couldn’t  get  up  his  caligraphic  marvels  in 

the  way  of  statistical 
statements  with  Es- 
terbrook’s  No.  442’s. 
The  Book-keeper  as¬ 
serted  that  he.  couldn’t 
make  neat  postings 
in  the  ledgers  with 
No.  442’s.  The  Cost 
Accountant  complain¬ 
ed  that  !he  couldn’t 
write  the  small  fig¬ 
ures  necessary  on  the 
cost  sheets  with  No.  442’s.  There  was  revo¬ 
lution  in  the  air. 

The  Principal  consulted  with  the  pro¬ 
fessor  and  the  professor  submitted  the 
following  ultimatum,  which  was  promptly 
promulgated : 

“A  business  is  simply  a  small  edition  of 
a  state  in  which  the  laws,  or  rules,  must  be 
founded  on  the  greatest  good  to  the  great¬ 
est  number.  Therefore,  get  in  line  or  re¬ 
sign.” 

So  the  Chief  Accountant  resigned.  He 
said  that  when  the  office  rules  were  formu¬ 
lated  for  the  good  of  the  greatest  number 
instead  of  to  increase  the  efficiency  of  the 
individual  unit  he  could  find  more  con¬ 
genial  employment  elsewhere.  The  Book¬ 
keeper  put  on  his  hat  and  coat  and  said 
he  guessed  he  might  as  well  take  a  vaca¬ 
tion  while  the  weather  was  good.  The 
Cost  Clerk  said  he  had  just  learned  of  a 
promising  opening  in  the  antipodes  and 
thought  he  would  run  over  there  to  see 
what  it  was  like.  The  whole  structure  of 
Noon  Hour  Talks  was  threatened  with  de¬ 
molition  when  The  Factory  Superintendent 
was  called  to  The  Principal’s  office  and  re¬ 
mained  there  in  consultation  for  about  half 
an  hour.  After  the  consultation  had  ter¬ 
minated  The  Principal  sent  word  to  all  con¬ 
cerned  that  the  Noon  Hour  Talks  would  be 
continued  as  usual  and  that  on  this  occasion 
he  particularly  desired  the  presence  of  all 
who  were  accustomed  to  participate  in 


them.  When  they  were  assembled  The 
Principal  arose  with  an  unusual  twinkle  in 
his  eye. 

“Gentlemen,”  said  he,  “it  w'as  not  my  in¬ 
tention  to  try  your  patience  to  the  point  of 
exasperation.  You  know  that  I  am  always 
on  the  lookout  for  new  and  bright  ideas, 
and  suggestions  for  improved  methods,  as 
I  think  we  can  all  profit  by  them.  I  have 
allowed  Prof.  Adonis  Dawking  to  have  his 
own  way  in  developing  and  demonstrating 
his  own  ideas  as  to  how  our  general  busi¬ 
ness  methods  might  be  perfected,  but  al¬ 
ways  with  the  intention  that  after  his  de¬ 
parture  we  would  simply  adopt  such  changes 
as  were  approved  after  proper  considera¬ 
tion. 

“For  the  reason  that  the  professor’s  rec¬ 
ommendations  have  been  so  generally  of  an 
insignificant  and  irritating  nature,  I  gather 
that  our  present  system  must  be  fairly 
satisfactory,  needing  very  little  modifica¬ 
tion. 

“I  am  free  to  confess  that  I  agree  with 
The  Chief  Accountant  that  the  efficiency  of 
the  individual  unit  is  of  far  more  import¬ 
ance  than  the  general  good  of  the  greatest 
number.  In  warfare  it  used  to  be  believed 
that  the  best  results  were  obtained  by  hurl¬ 
ing  at  the  enemy  masses  of  men  who 
marchedj^  deployed,  loaded,  fired  and  charg¬ 
ed  at  the  word  of  command  like  so  many 
automatons.  Now  we  read  that  in  the 
Russo-Japanese  conflict,  when  a  certain  in- 
trenchment  has  to  be  carried  the  Japanese 
regiments  are  divided  into  companies,  and 
the  companies  into  squads,,  arid  each  man 
of  each  squad  is  assigned,  a  certain  point  of 
the  intrenchment  which  he  must  endeavof 
to  reach;  then  each  man  is  told  to  ‘get 
there  the  best  way  you  can — use  your  own 
judgment,  but  get  there.’ 

“The  intelligence  and  resourcefulness  of 
the  man  acting  on  his  individual  judgment 
is  a  positive  militant  power  containing  in¬ 
finite  possibilities  of  progress  and  success. 
We  cannot  expect  to  receive  good  value 
from  those  who  work  in  chains.” 

There  was  an  evident  expression  of  re¬ 
lief  as  The  Principal  concluded  his  address, 
and  a  faint  attempt  at  applause. 

There  being  an  apparent  general  condi¬ 
tion  of  mental  excitement,  it  was  thought 
best  at  this  meeting  not  to  take  up  any 
subjects  for  discussion,  but  The  Principal 
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DAIDn  COIVIBINATION 
DHinU  TIME  STAMP, 
EMPLOYEE’S  RECORDER 
AND  JOB  TICKET  TIMER 

SIMPLE 

PORTABLE 

DURABLE 

ACCURATE 

Invaluable  for 
timing  letters,  or¬ 
ders,  telegrams, 
job  tickets,  em¬ 
ployees,  etc. 

Baird  Time  Slump — guaranteed 

BAIRD  TIME  STAMP  $25.00 

Detachable  Guide  for  use  in 
Printing  Employee’s  Time 
Cards  and  Job  Tickets,  extra  $1.00 

SENT  ON  IS  DAYS  TRIAL 

D  A  I  B  MANUFACTURING  COMPANY 

Michigan  Street,  Chicago 


FOUNTAIN  PENS 


ACCOMPLISH  THAT  PERFECTION 
SO  MUCH  DESIRED  BY  ALL 

USERS  OF  PENS 

>  — .  . .  ~  . 

~  N 

I^GRiZE  M  Company 

PATENTEES*  MANUFACTURERS 

PHILADELPHIA,- PA. 

^  _  ^ 
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SH AVEZY 


AN  EASY  WAY  OF  SAYING  “AN  EASY  SHAVE” 

IT’S  JUST  AS  EASY  TO  GET  IT  AS  TO  SAY  IT 
IF  YOU  USE  A  SH  AVEZY  RAZOR  GUARD 

No  more  cuts — No  more  tender  skin — No  more  roughness 


The  Only  One  in  the  World  which  Actually  Does  the  Work 


CENTS 

POST 

PAID 


CENTS 

POST 

PAID 


Fits  any  razor — put  on  or  taken  off  in  one  second.  Adjustable  to  a  thousandth 
part  of  an  inch.  Use  it  right-hand  or  left-hand  as  you  choose.  No  change  in 
stropping  or  honing.  No  change  of  razors.  The  only  guard  in  the  world  which 
permits  a  sliding  cut.  Try  it  once  and  you  would  not  take  five  dollars  for  it. 


Absolutely  guaranteed.  Your  money  back  if  you  want  it. 


C.  D.  BURTON  Box  816  DETROIT,  MICH. 
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announced  that  at  the  next  session  some  of 
the  subjects  to  he  brought  forward  would  he 

The  Treatment  of  Discarded  Machinery. 

Retail  Instalment  Accounts. 

The  Property  Account  of  a  Real  Estate  Corpor¬ 
ation. 

The  Use  of  Ditto  Marks  on  Books  of  Account. 

♦  *  * 

Friend  Beach  told  me  a  pretty  good  story 
just  before  leaving  for  Europe.  With  his 
international  reputation  he  frequently  has 
uncommon  experiences  and  this  was  one  of 
them.  It  appears  from  what  he  told  me 
that  he  got  his  creeds  mixed,  and  it  is 
hard  to  tell  what  particular  pantheology  he 
most  affects. 

However,  the  man  was  due  to  appear 
and  duly  appeared.  Originally  he  was  an 
Egyptian,  and  was  chained  to  a  galley  at 
the  battle  of  Pharsala.  At  the  most  critical  % 
period  of  the  battle  Pompey  fell  over¬ 
board,  and  our  hero  broke  his  chain,  jumped 
after  him,  clutched  him  by  the  collar,  and 
gloriously  rescued  him  from  a  watery  grave. 
With  the  well-known  Roman  rectitude,  our 
hero  was  rewarded  by  being  made  a  Roman 
citizen  on  the  one  hand,  and  condemned  to 
death  for  attempting  to  escape  from  the  gal¬ 
leys  on  the  other  hand. 

The  matter  came  up  before  Isis  and 
Osiris,  and  in  order  to  equalize  matters  they 
agreed  that  our  hero  should  be  re-embodied 
thereafter  whenever  he  attained  his  43rd 
year.  He  invaded  Rome  with  Attila  (which 
must  have  been  some  satisfaction,  consider¬ 
ing  his  grievance)  ;  he  marched  through 
Europe  at  the  heels  of  Peter  the  Hermit ; 
he  was  sentenced  to  the  Erench  galleys  for 
life  on  account  of  some  crime  somebody 
else  had  committed ;  he  retreated  from 
Moscow  with  Napoleon;  he  carried  the 
“pour”  from  the  furnace  to  the  molders  in 
a  Detroit  foundry  during  the  summer 
months;  and  at  last  his  soul  revolted.  He 
said  he  wanted  an  easier  job  even  if  he  had 
to  go  to  the  Babas  of  the  Himalayas  to  get 
it.  So,  whoever  it  was  that  kept  in  touch 
with  the  situation  assented  to  his  request 
and  said  the  next  time  he  was  re-embodied 
he  should  have  a  real  soft  snap — he  should 
be  a  book-keeper. 

The  43rd  year  came  along  in  due  course 
but  there  was  no  re-embodiment.  Our  hero 
complained  bitterly  to  the  authorities,  and 
they  told  him  the  job  was  not  available 
for  the  moment.  He  passed  his  44th  birth¬ 
day  and  still  there  was  no  re-embodiment. 
He  complained  again  with  increased  bit¬ 


terness,  only  to  be  met  with  the  same 
evasive  and  unsatisfactory  responses.  So, 
knowing  Friend 
Beach’s  reputation 
as  the  foremost 
book-keeper  on  the 
face  of  the  earth, 
our  hero  laid  the 
case  before  him  and 
asked  him  to  act  as 
a  kind  of  attorney 
instructed  to  see  that 
he  should  have  his  rights  and  be  properly 
disembodied  and  re-embodied  as  per  the 
terms  and  conditions,  etc.,  etc. 

“Now,”  says  Friend  Beach  to  me,  “what 
would  you  do?” 


THE  WINNERS. 

Our  prize  “coupon”  contest  has  ended. 
We  offered  fifty  prizes,  ranging  from  a 
trans-continental  trip  or  a  magnificent  piano 
to  a  book.  Here  are  the  fifty  winners : 

1.  L.  H.  Nash,  Ft.  Wayne,  Ind. 

2.  R.  S.  Hopkins,  Kalamazoo,  Mich. 

3.  W.  R.  Bump,  Middlebury,  Vt. 

4.  O.  W.  Obarr,  Loleta,  Cal. 

5.  H.  C.  Shaw,  Galeton,  Pa. 

6.  A.  B.  Clarkson,  Austin,  Texas. 

7.  J.  R.  Smith,  Muncy,  Pa. 

8.  F.  L.  Shaw,  Portland,  Me. 

9.  Ross  Lovelace,  Durant,  Ind.  Ter. 

10.  J.  E.  Schoemehl,  Terre  Haute,  Ind. 

11.  Louis  Redden,  Battle  Creek,  Mich. 

12.  B.  F.  Owens,  Dunmore,  Pa. 

13.  D.  J.  Backoff,  Newark,  N.  J. 

14.  E.  H.  Harper,  Joliet,  Ill. 

15.  Lillian  Garber,  Newark,  Ohio. 

16.  B.  E.  Richardson,  Indianapolis,  Ind. 

17.  C.  B.  Cook,  Hartford,  Conn. 

18.  G.  A.  Mitiguy,  Burlington,  Vt. 

19.  E.  J.  Bunn,  Brooklyn,  N.  Y. 

20.  J.  M.  Williams,  Ft.  Wayne,  Ihd.  : 

21.  W.  F.  Schoffman,  St.  James,  Minn. 

22.  B.  R.  Whorter,  Kansas  City,  Mo. 

23.  J.  G.  Gouldem,  Sioux  City,  la. 

24.  E.  E.  Saurestre,  Lincoln,  Neb. 

25.  F.  H.  Sherman,  S.  Weymouth,  Mass. 

26.  H.  T.  Ritchie,  Cincinnati,  Ohio. 

27.  H.  C.  Arnold,  Chattanooga,  Tenn. 

28.  J.  E.  Coopey,  Portland,  Me. 

29.  Maude  Spencer,  Indianapolis,  Ind. 

30.  H.  I.  Clark. 

31.  W.  L.  Boyer,  St.  Louis,  Mo. 

32.  D.  Eronson,  Escanaba,  Mich. 

33.  C.  J.  Seidersticker,  Sioux  City,  la. 

34.  W.  H.  Pearsol,  Kunkletown,  Pa. 

35.  A.  Lachance,  Quebec,  Que. 

36.  H.  L.  Duquette,  Chicago,  Ill. 

37.  V.  Rayford,  Henderson,  Texas. 

38.  D.  W.  King,  Brownwood,  Texas. 

39.  W.  J.  Callihan,  Allegheny,  Pa. 

40.  W.  H.  Shough,  Westboro,  Mo. 

41.  F.  A.  Dodge,  Spencer,  Mass. 

42.  Emile  Van  Overbake,  Louisville,  Ky. 

43.  A.  A.  Morrison. 

44.  W.  W.  McMichael,  Sherman,  Texas. 

45.  N.  W.  Hamilton,  Tullahoma,  Tenn. 

46.  W.  C.  Craumer,  Towson,  Md. 

47.  A.  J.  Belfry,  Buffalo,  N.  Y. 

48.  H.  F.  Reid,  City. 

49.  H.  Lightermoet,  Philadelphia,  Pa. 

50.  A.  H.  Aston,  Rochester,  N.  Y. 
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THIS  BOOK  IS  FREE 


One  Thousand  Copies  will 
Be  Given  Away  to  Those 
Who  Apply  First. 


It  Tells  About  a  System  of 
Handling  Figures  With 
Lightning  Rapidity. 


metic  for  you.  You  can  learn 
at  your  own  home  with  little  ef¬ 
fort  and  without  loss  of  time. 
If  you  are  an  office  man,  the  re¬ 
sult  will  be  seen  in  your  pay  en¬ 
velope.  The  man  who  figures  ac¬ 
curately  and  rapidly  can  do  three 
times  as  much  work  as  the  one 
who  uses  ordinary  methods.  At 
present,  to  introduce  the  subject 
of  Rapid  Calculation,  this  book 
is  given  away  absolutely  free.  A 
postal  card  will  bring  it  to  your 
very  door.  Unless  you  know  all 
about  figures  that  you  want  to 
know,  unless  you  arc  accurate  in 
every  calculation,  you  cannot  af¬ 
ford  to  be  without  this  informa¬ 
tion.  It  costs  you  nothing  to 
write;  it  may  cost  you  a  good 
position  or  a  valuable  promotion 
to  neglect  this  opportunity.  Ad¬ 
dress  Commercial  Correspondence 
Schools,  45  Z  ComT  B’l’d’g,  Roch¬ 
ester,  N.  Y. 


HIS  BOOK  tells  about  mar¬ 
velous  methods  of  shorten¬ 
ing  calculations;  methods 


T 


that  simplify  the  most 
difficult  business  problems  and 
sometimes  make  it  possible  to  do 
the  work  of  an  hour  in  the  space 
of  a  minute.  It  is  from  the  pen 
of  a  man  who  has  devoted  his 
life  to  the  subject  of  rapid  and 
accurate  calculations.  He  is  known 
throughout  the  United  States  as 
the  foremost  calculator  of  the 
day.  Every  man  should  calculate 
quickly  and  with  ease.  Every 
business  man  must  calculate,  and 
often  a  certain  calculation  must 
be  made  mentally  and  instantly  if 
you  would  take  care  of  your  own 
interests.  By  our  improved  meth¬ 
ods  you  see  results  without  effort. 
You  multiply,  add,  subtract  and 
divide  fractions  or  whole  numbers 
with  marvelous  ease.  The  meth¬ 
ods  introduced  by  this  book  will 
revolutionize  figuring  and  arith- 


The  Business  Man  and  His 

Stenogfrapher 


should  read  these  business  Booklets.  Every  page  is  full  of  clear 
common-sense  business  experience.  Not  lectures  or  sermons,  but 
just  plain  business  talks  by  plain  business  men.  They  are  paper 
covered  and  not  pretentious  as  books  go, — but  they’re  chock  full 
of  meat,  and  they  cost  25  cents  each. 


THE  ART  OF  BUSINESS  GETTING 
THE  OFnCE  MANAGER 
THE  FACTORY  MANAGER 
HINTS  TO  STENOGRAPHERS 


Se7tt  Postpaid  on  Receipt  of  Price, 


The  Book=Keeper  Publishing  Company,  Ltd. 


DETROIT,  IVI  I  O  H  I  a  A  rv 


Send  a  dollar  to  renew  your  subscription  for  a  year  and  get  all  four  free 


Competitors  must  sign  their  articles  and  give  address — not  necessarily  for  publication  but  as  an 
evidence  of  good  faith. 

Competitors  are  requested  to  send  their  photographs,  carefully  marked.  All  forms  should  be  drawn 
on  separate  sheets  and  carefully  numbered.  Write  on  one  side  of  the  paper  only.  Address  everything, 
Competition  Editor. 

We  are  in  the  market  at  all  times  for  articles  containing  the  practical  facts  and  figures  of  the 
work  of  every  department  of  a  business,  great  or  small.  We  want  the  working  details — how  the  work 
is  carried  on. 

Forms  are  absolutely  necessary — our  own  artists  will  prepare  the  drawings — rough  pencil  sketches 
are  all  that  is  necessary.  The  actual  forms  as  used — properly  filled  out,  are  preferable. 

When  possible,  send  photos  of  the  plant  or  office,  inside  and  out,  or  typical  scenes  in  and  about 
the  business.  Wrap  all  photographs  carefully,  as  we  are  not  responsible  for  Mss.  or  photos  lost  or 
injured  in  the  mail.  Always  enclose  postage  for  return  in  case  we  find  them  unavailable.  Forms  and 
tables  should  always  be  drawn  on  separate  sheets,  and  in  no  case  attached  to  the  manuscript. 

Address  everything  to  The  Editor. 


Voucher  Competition 


No.  I. 

BY  AMBROSE  R.  CLARK. 

Herewith  I  submit  three  exhibits  at¬ 
tached  hereto  in  competition  for  the 
prize  offered  by  your  good  paper  for 
the  best  system  for  handling  “Accounts 
Payable”  under  condition  mention  for  The 
Simplon  Manufacturing  Company  as  ex¬ 
plained  at  length  in  your  June  number,  I 
invite  your  attention  to  the  following  ex¬ 
planatory  matter,  viz. : 

Exhibit  “A” — Form  of  voucher  for  payment  ot 
salaries  in  full  or  on  account. 
For  the  payment  of  bills  on  ac¬ 
count. 

“  “B” — Form  of  voucher  for  the  payment 

of  bills  in  full  by  first  payment. 
“  “C” — Form  for  voucher  record  for  hand¬ 

ling  all  accounts  payable — fac¬ 
tory  and  office  pay  rolls,  etc. 

Referring  to  exhibit  “A”  you  will  note 
that  this  form  of  voucher  can  be  used  for 
the  payment  of  salaries  and  for  the  pay¬ 
ment  of  bills  on  account,  providing  for 
entry  of  past  payments  and  showing  bal¬ 
ance  due,  if  any.  I  have  introduced  this 
form  frequently  with  success.  The  back  of 
this  voucher  allows'  for  the  proper  distri¬ 
bution  of  the  salaries  or  cost  of  material 
purchased  to  their  respective  departments, 
the  total  footing  of  the  voucher  represent¬ 
ing  the  amount  of  the  check  to  be  drawn  in 
payment  thereof. 

You  will  notice  exhibit  “B,”  this  form  of 


voucher  has  no  ruling  on  the  front  or  face 
side.  This  form  is  introduced  for  the  pay¬ 
ment  of  bills  in  full  by  pasting  each  bill 
to  this  form  and  applying  on  the  face  of 
the  bill  in  same  convenient  place  the  audi¬ 
tors’  stamp.  These  blank  spaces  in  the 
auditor’s  stamp  are  to  bear  the  initials  and 
date  of  the  parties  in  whose  department 
the  bill  belongs  and  is  chargeable,  thus  the 
bill  comes  back  to  the  cashier  or  book¬ 
keeper  ready  for  payment  with  the  proper 
authority. 

In  exhibit  “C,”  which  I  have  hastily 
drawn  is  shown  the  form  of  voucher  rec¬ 
ord  for  handling  all  accounts  payable,  pay 
rolls,  etc.,  and  showing  at  the  same  time 
the  method  for  keeping  track  of  payments 
on  account  as  well  as  those  made  during 
each  current  month  and  the  balance  re¬ 
maining  unpaid  on  the  voucher  record  at 
the  end  of  each  month  of  the  year. 

In  the  information  set  forth  in  your 
article,  I  notice  that  the  manufacturing 
company  has  opened  an  account  on  their 
books,  “Audited  Vouchers  Payable,” 
meaning  I  suppose  the  total  amount  of 
their  accounts  payable.  It  is  much  simpler 
to  the  average  book-keeper  if  such  an  ac¬ 
count  be  termed  simply  “Accounts  Pay¬ 
able.” 

In  further  explanation  of  this  exhibit 
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The  Fulton’s 
New  Discovery 

Tiitonted,  niirrh,  1904 

A  NON-BLURRING  STAMP  PAD 

Consistinjf  of  a  block  of  dye  wood  chemically 
treated,  inked  by  a  patented  process.  It  has  a 
flat  unyielding  surface  which  regulates  the  flow 
of  ink  under  all  atmospheric  conditions,  and  is 
guaranteed  never  to  blurr.  It  is  always  as  you 
like  it.  Just  right  at  the  right  time.  Sample  pad 
for  25c.  We  also  manufacture  rubber  type,  busi¬ 
ness,  office  and  toy  printing  outfits.  Sign  makers, 
daters,  numbers,  etc.,  of  every  description.  Cat¬ 
alogue  free. 

THE  FULTON  RUBBER  HPE,  INK  &  PAD  MFC.  CO., 

455  BROADWAY,  NEW  YORK 


Paperoid 

^(TRADE  MARK) 

Wears  Like  Leather 

Paperoid  Wallets  are  made  for  the 
care  of  valuable  papers — For  filing — For 
mailing.  We  make  them  flat  to  take 
place  of  envelopes.  All  of  the  larger 
regular  sizes.  We  make  them  expand¬ 
ing  to  hold  much  or  little  as  desired. 

Tell  us  the  sizes  you  need  and  send 
for  samples  and  price  list. 

ALVAH  BUSHNELL  COMPANY 

4  North  13th  St.  Philadelphia,  Pa. 


No  other  business  yields  the  profits  that  are  made  every  year 
in  the  real  estate  business. 

You  can  learn  the  business,  its  principles  and  practices,  thor¬ 
oughly  and  technically,  in  a  few  weeks’  time,  without  it  interfer¬ 
ing  with  your  present  employment.  Wo  leach  you  the  real 
estate  business. 

You  can  make  more  money  in  the  real  estate  business  in  less 
time  than  you  can  in  any  other  because  it  is  the  biggest  and 
best  business  in  the  world.  It  is  a  profession  and  the  business 
of  a  gentleman. 

Other  special  features  of  our  method  are:  We  furnish  you 
lists  and  descriptions  of  exceptional  offerings  of  all  kinds  of 
property  situated  in  all  parts  of  the  United  States  and  Canada; 
we  list  your  property;  we  furnish  you  our  “Real  Estate  Journal” 
of  business  opportunities,  investments,  etc.  W«  give  you  In* 
siructlon  In  general  brokerage  and  Insurance. 

Notice  for  yourself  in  the  newspapers  and  magazines  the  tre¬ 
mendous  growth  of  the  real  estate  business— railroads  selling 
land  grants;  the  government  opening  new  homestead  territories; 
timber  concessions  being  sold;  factories  going  up  in  small  towns; 
new  subdivisions,  etc. 

Summer  is  a  splendid  time  for  you  to  commence  this  course. 
You  will  then  be  graduated  by  Autumn  when  real  estate  will 
be  booming. 

Real  estate  firms  in  the  cities  pay  large  salaries  to  competent 
men,  and  if  you  do  not  desire  to  go  in  business  for  yourself  we 
will  list  your  name,  free  of  charge  for  one  year,  with  one  of 
the  iargest  placing  bureaus,  and  you  will  have  the  privilege  of 
applying  to  this  bureau  for  a  situation  in  the  city. 

Write  for  our  free  booklet.  It  will  interest  you. 

H.  W.  CROSS  &  COMPANY 

Suite  W,  997  Tacoma  Building,  Chicago 


Pmonal 


Send  ten  cents  (stamps  or  silver)  and 
I  will  mail  you,  free  of  charge,  a  sam¬ 
ple  of  my  new 

PERSONAL 
EXPENSE  BOOK 


A  handsome  and  handy  vest  pocket 
book,  arranged  to  enable  you  to  keep  a 
carefulrecordof  your  personal  expenses 
every  day  in  the  year  without  trouble 
to  yourself.  Give  this  book  a  trial 
and  you  will  never  be  without  them. 


E.  H.  BEACH  I  Publisher 

DETROIT,  -  MICHIGAN 


Seals  Envelopes — Sticks  Stamps 

Beautiful  Nickel  ’Finish.  No 
water  running  over  your  desk. 

50  cents  prepaid  or  write  for 
descriptive  book. 

FRANK  P.  HUNT 

32  Union  Square  New  York  City 
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“C”  I  wish  to  state  that  it  is  my  rule  to 
insist  that  all  bills  as  soon  as  entered  upon 
the  voucher  record  should  be  numbered 
and  if  not  intended  for  immediate  payment 
same  can  be  filed  away  in  numerical  order 
until  such  times  as  payment  is  desired.  In 
cases  where  accounts  or  bills  are  settled  at 
different  times  throughout  the  year  I  rec¬ 
ommend  the  use  of  voucher  as  explained  in 
exhibit  “A.”  In  all  cases,  however,  when¬ 
ever  bills  come  in  for  payment  they  should 
be  promptly  pasted  to  a  voucher  and  stamp¬ 
ed  and  when  ready  entered  on  the  voucher 
record,  giving  number  to  each  bill. 

It  will  be  noted  that  the  first  item  which 
appears  in  exhibit  “C”  was  a  nurchase  from 
Haywood  &  Co.,  amounting  to  $5,100.  This 
bill  was  chargeable  to  five  different  oper¬ 
ating  accounts  and  it  was  settled  for  dur¬ 
ing  the  year,  the  last  payment  being  in  No¬ 
vember.  The  number  of  this  audit  was 
1201.  This  bill,  after  proper  authority  for 
payment  had  been  secured,  was  filed  away 
under  the  January  business.  In  February 
it  was  decided  to  make  a  payment  of  $1,100 
on  account  and  the  book-keener  is  instruct¬ 
ed  to  draw  a  voucher  and  check  for  this 
amount.  As  the  bill  is  already  on  file,  he 
numbers  his  first  voucher  as  a  payment  on 
account  as  No.  1201A  following  with  B  for 
second  payment,  C  for  third  payment  and 
so  on,  always  keeping  the  same  number  for 
that  particular  bill  or  account  and  when 
vouchers  are  returned  properly  receipted 
are  filed  in  numerical  order,  which  would 
bring  all  the  receipts  covering  payments 
upon  any  particular  bill  or  account  all  in 
the  same  file  and  easily  accessible  for  ref¬ 
erence. 

I  recommend  when  preparing  a  voucher 
record  book  of  this  size  for  any  particular 


business  that  from  fifty  to  one  hundred  ad¬ 
ditional  pages  be  inserted  and  ruled  for 
ledger  accounts,  allowing  from  two  to  four 
accounts  to  the  page  and  each  page  bear¬ 
ing  a  number.  It  is  usually  the  custom  to 
have  the  ledger  sheets  bound  in  the  back 
of  the  book  in  order  to  facilitate  posting. 

It  has  been  my  experience  that  a  prop¬ 
erly  constructed  voucher  record  and  ledger 
combined  is  one  of  the  greatest  time  savers 
any  comnany,  firm  or  individual  can  possi¬ 
bly  adopt.  The  posting  and  journalizing  of 
totals  does  away  with  the  handling  of  bills 
more  than  once  and  when  more  information 
is  desired  than  the  ledeer  account  shows,  a 
properly  kept  voucher  record  is  the  very 
best  means  to  secure  it. 

In  running  a  voucher  record  similar  to 
exhibit  “C”  the  total  of  the  Amount  col¬ 
umn  is  posted  to  the  credit  side  of  “Audited 
Vouchers  Payable”  or  “Accounts  Payable,” 
as  the  case  may  be,  and  the  various  other 
totals  representing  cost  of  operating  each 
department  may  be  charged  to  that  depart¬ 
ment  through  the  ledger  account.  The 
payments  made  during  the  current  or  fol¬ 
lowing  months  will  appear  on  the  voucher 
record  in  “Cash  Payments”  at  the  right 
hand  side  of  the  pasre  and  the  totals  of  these 
columns  will  represent,  1st,  the  amount  ap¬ 
plied  towards  “Accounts  Payable,”  and 
2nd,  being  the  footing  directly  under  the 
first,  will  represent  the  balance  ’■'^et  remain¬ 
ing  unpaid.  Should  the  balance  go  over 
the  year  it  may  be  carried  forward  in  a  sep¬ 
arate  column. 

With  this  method  of  handling  the  ac¬ 
counts  only  two  books  are  required,  name¬ 
ly,  a  specialF  ruled  voucher  record  and 
ledger  combined  and  a  three-column  cash 
book.  Proper  classification  of  receiving  and 
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WHY  WORK 

Yourself  to 
Death 


hunting  information  about  the  manner 
of  making  odd  entries 


THE  JOURNAL  DICTIONARY  and 
BOOK-KEEPERS’  PROOF  BOOK 

contains  over  800  transactions  indexed 
and  explained  in  a  very  simple  man¬ 
ner.  Perhaps  some  transaction  comes 
up  in  your  work  and  being  a  little  odd 
you  hesitate  as  to  method  to  use.  This 
book  is  a  dictionary  of  book-keeping. 
Retails  for  $2.00,  special  price  to  intro¬ 
duce  it,  $1.00.  Orders  coming,  send 
yours  now  and  save  $1.00.  The  illus¬ 
trations  are  good  and  the  books  print¬ 
ed  in  neat  style.  Address, 

W.  D.  BROWNING,  Pub. 


Box  136.  Sta.  B.  CLEVELAND.  OHIO 


Flat=OpcningDctachablc=Lcaf  Ledger 

Id.  Note  the  simplicity  of  construction, 
containing,  as  it  does,  the  fewest 
parts  of  any  ledger  binder  in  exist 
ence.  It  has  no  springs,  ratchets, 
gears,  loose  pieces  or  other  cumber¬ 
some  meclianism  to  get  out  of  order. 
Two  traveling  lugs  and  a  power  screw 
— the  only  wearing  parts— make  this 
binder  cai)able  of  lifting  1000  pounds. 
€L  Also  note  tlic  square  back,  preserv¬ 
ing  absolute  rigidity  while  working 
upon  same  and  not  rolling  or  rock¬ 
ing  with  every  varying  pressure  of 
hand  or  arm 

d.  This  Binder, ourimproved  Trial-Bal¬ 
ance  Book  and  the  Famous  Backus 
Bond  Hinge  Flat-Opening  Ledger 
Sheets  are  fully  described  in  our  cat¬ 
alog  F.  which  is  free  for  the  asking. 

The  Richmond  &  Backus  Company 

Detroit.  Michigan 

Established  1842 

York  Office: 
346  Broadway 

Boston 

Agency: 
Dunn  &  Co. 
170  Summer  St. 


ONLY  $2.00  PER  100 


s « 


The 

COMMON 

SENSE” 

Travelers’ 

Expense 

Books. 


The  Cheapest  and 
Best  Books  in. 
the  market. 

Traveling  Menj 
Book-keepers, 
Business  Men 

all  like  them. 


PRICES Weekly  Common  Sense  Expense 
Books,  per  100,  $2;  Monthly  Common  Sens* 
Expense  Books,  per  100,  $4. 

^  Samples  free  upon  application, 

E.  H.  Beach,  Pub.,  Detroit,  Mich. 


Lf: 


DIRECT  FROM  THE  FACTORY 


THIS  DESKsliipped  anywhere 
in  the  United  States  OQ  nn 
upon  receipt  ofVw.UU 
Examine  Carefully  and  if  found 
to  be  A1  in  every  respect,  pay  the 
balance  |12.00  and  the  freight, 
and  you  will  have  the  greatest 
desk  value  ever  offered.  This 
desk  is  made  of  selected  Oak 
tltroughout.  It  is  48  inches  long 
and  is  finished  golden.  Has  pen 
racks,  extension  slides,  book 
stalls,  etc.  All  drawers  lock  by 
closing  curtain.  Nothing  to 
equal  it  has  ever  been  offered 
heretofore  for  less  than  f25.00  to  |30  00.  Write  for  Desk  Catalogue 
CENTRAL  MANTLE  CO.,  1222  Olive  St.,  ST.  LOUIS,  MO. 


LEPAGE’S  PHOTO  PASTE 

IN  JARS  AND  TUBES. 

For  photo  or  general  use.  Dries 
quickly — never  discolors  print.  Very 
strong  —  comers  will  not  curl.  Largest 
bottle  now  sold  tor  6c.  ( by  mail,  10c.)  In 
bulk  for  large  users,  carton  work,  etc. 

LEPAGE’S  MUCILAGE 

a  oz.  size  retails  5c. ;  by  mail,  10c. 

D  PACE’S  CLUE-1  oz.,  lOc.;  by 
mail.  12c..,  bot.ortube.  RUSSIA  CEMENT 
CO.,  ms  Essex  Avenue.  Gloucester,  Mass, 


LEARN  TELE6RAPHYr‘r.  ACCOUNTING 

$50  to  $100  per  month  salary  assured  our  graduates  under 
bond.  You  don’t  pay  us  until  you  have  a  position.  Largest 
system  of  telegraph  schools  in  America.  Endorsed  by 
all  railway  officials.  Operators  always  in  demand. 
Ladies  also  admitted.  Write  for  catalogue. 

MORSE  SCHOOL  OF  TELEGRAPHY 

Cincinnati,  O.  Buffalo,  N.  Y.  Atlanta,  Ga. 

Texarkana,  Tex.  San  Francisco,  Cal.  La  Crosse,  Wis. 
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Exhibit  C. 


disbursing  cash  is  a  most  important  item 
in  arriving  at  desired  results,  and  this  is  a 
matter  which  should  have  the  careful  at¬ 
tention  of  every  book-keeper. 

I  shall  be  glad  to  answer  any  further 
questions  at  any  time  regarding  the  method 
outlined  above  for  the  handling  of  the  ac¬ 
counts  and  business  of  The  Simplon  Man¬ 
ufacturing  Company. 


No.  II. 

BY  CHAS.  E.  HATHAWAY, 

Had  the  book-keeper  of  the  Simplon 
Manufacturing  Company,  in  drawing 
up  the  form  for  his  voucher  record, 
made  provision  for  the  “Particulars  of  Set¬ 
tlement”  of  each  voucher  as  paid,  he  would 
not  have  found  his  vouchers  payable  list  in 
the  muddle  it  appears  to  be  in.  After  post¬ 
ing  his  cash  and  deductions  against  each 
voucher  as  paid,  it  is  a  very  simple  process 
at  the  end  of  the  month  to  list  the  unpaid 
items  as  well  as  those  on  which  payments 
on  account  have  been  made.  Total  of 
course  will  check  balance  as  shown  by  con¬ 


trolling  account  in  ledger.  When  all  the 
vouchers  on  a  page  in  the  record  have  been 
paid  put  a  check  mark  in  the  upper  left- 
hand  corner  of  the  page,  and  then  all  the 
outstanding  vouchers  are  easily  located 
without  scrutinizing  every  page  in  detail. 

Their  book-keeper’s  plan  of  closing  out 
unpaid  vouchers  into  a  new  account  cver> 
month  is  an  unnecessary  duplication  of 
work  with  nothing  gained,  besides  filling 
up  the  ledger  with  a  lot  of  accounts  of  no 
particular  value.  The  total  vouchers  pay¬ 
able  should  be  shown  in  one  controlling 
account  “Audited  Vouchers  Payable”  re¬ 
gardless  of  date. 

A  form  for  voucher  record  substantially 
as  shown  below  will  reveal  at  once  unpaid 
vouchers  of  any  month. 

If  the  unpaid  vouchers  extend  back  over 
a  number  of  months  the  amount  unpaid 
can  be  extracted  from  the  voucher  record, 
each  month  separately,  and  if  a  statement 
of  vouchers  payable  is  made  monthly  in 
detail  as  shown  in  form  herewith,  the  treas¬ 
urer  has  before  him  a  complete  list  and  age 
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AND 


75  to  600 

Names  and  addresses  in  a  wall 
space  of  only  8x16  inches 


Handy— Quick— Neat 

Price  Lists— Name  Lists — Telephone 
Lists— Paint  or  Cloth  Samples 


Any  Old  List 

Always  where  you  want  it,  when  you  want  it. 
Easily  changed  or  corrected.  Made  of  steel 
or  aluminum.  Black  or  oxydized  copper  finish. 


$1.50  to  $7.00 

According  to  Capacity 

Order  from  your  dealer  or  from 

MAIL  ORDER  MANUFACTURING  CO. 

90  Illinois  St..  CHICAGO 


THE 


Mechanical  Accountant 


SAVES  TIME  AND  LABOR 

If  you  or  your  clerks  are  using  a  “blind”  com¬ 
puting  machine,  50%  of  your  time  is  being  lost  in 
proving  and  checking  the  work.  The  Mechanical 
Accountant,  the  visible  results  computing  ma¬ 
chine  is  the  only  computing  machine  that  performs 
self-proving  addition.  The  upper  set  of  dials 
automatically  registers  each  item  as  it  is  used. 


A  Man  From  Maine 

I  was  born  on  a  Maine  farm.  I  have  made  some  great 
successes  in  business.  My  greatest  through  Co-operation. 


..III.  li.  0,1.  iiolicBi.,  uuu  very  proiiiaoie  uusiness,  earnea  ana 
paid  them  through  BELFAST  NATIONAL  BANK,  $5,000  In 
Cash  dividends  in  the  first  six  months,  $25,000  In  cash 
dividends  within  the  next  year,  and  in  18  months  I  paid 
them  in  round  numbers  $330,000.00  CASH. 

EVERY  $1.  EARNED  $220.00. 

This  is  HISTORY.  Reads  like  a  fairy 
tale  but  it  is  TRUE.  I  made  poor 
people  rich.  They  helped  me  earn 
the  riches. 

You  must  believe  this  statement  is 
TRUE,  for,  if  I  were  lying,  I  wouldn’t 
tell  you  the  place  where  I  earned  the 
money,  and  the  BANK  where  it  was  paid. 

I  now  have  a  new  business  or  the 
same  kind,  only  my  field  is  the  World. 
The  dividends  must  be  large. 

I  already  have  7,000  stockholders 
in  the  U.  S.,  Canada,  England,  Cuba. 
Mexico,  Sandwich  Islands,  Gibraltar, 
etc.  I  want  a  few  more.  The  shares 
are  going  fast.  You  can  invest  $1.  or 
$IOO  monthly  payments,  if  you  wish. 
It  will  be  safe  and  we  will  make  it  grow. 
This  is  no  get-rich-quick  scheme.  I  place 
30  years  of  untarnished  business  record 
behind  that  statement.  I  only  ask  you 
to  INVESTIGATE.  You  shall  have  all  the 
Proof  you  want.  Send  your  address  on  a 
postal  card.  I  will  send  a  24-page  book, 
•  A  GUIDE  TO  FULL  POCKETS,”  FREE. 


E.  F.  Hanson, 

Ex-Mayor 
of  Belfast,  Maine 

Don’t  wait  if  you  want  something  better  than  you  have  goL 
E.  E.  Hanson,  Y-94  Wendell  St.,  Chicago,  HL 


You  can  have  the 
Wellington  delivered  at  your 
home  for  $60.00— $1.00  down  and 
$1.00  per  week 


VISIBLE  TYPEWRITER 


is  the  full  equal  of  any  machine  on  the  market.  It  has 

a  universal  key-  . .  from  one  writing. 

board,  with  28  .  ^  E  a  s  i  1  y  adjusted 

Keys  and  84  and  cleaned, 

characters.  The  Weighs  only  15 

alignment  and  pounds  with 

spacing  are  per-  carrying  case, 

feet.  In  manifold-  Send  us  $1.00 

1  ing  surpasses  all  g  ^j.gj 

I  others-12  carbons  ment  and 

name  of  three  reputable  business  men  as  reference; 
and  the  typewriter  will  be  shipped  to  your  home, 
anywhere  in  the  United  States  as  early  as  possible. 

Dept.  84. 

LIT  BROS.,  Market,  8fh  and  7th  St.,  PHILADELPHIA.  PA. 


41.00  Sends 

ATYPEWRITER 


Your 

Home 


Write  for  free  trial  offer  and  circular  “  D.” 

MECHANICAL  ACCOUNTANT  COMPANY 

12-18  Warren  St.,  Providence,  R.  I. 


Black-Head  Remeigr 


>3Y  SMAIL  t 

25  CENTS  I 

Vile  Rex  Co.,  Saglnav.  Mkii.  [ 
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of  all  accounts  unpaid,  and  in  making  pay¬ 
ments  the  accounts  overdue  can  be  given 
preference  if  desired. 

This  will  simplify  matters  greatly  to  the 
benefit  of  all  parties  interested,  president, 
treasurer,  and  book-keeper,  and  I  think  will 
be  found  a  very  satisfactory  solution  of  the 
problem. 

Note :  The  above  is  intended  to  show 
the  form  for  a  voucher  record  and  how  un¬ 


paid  vouchers  may  be  accounted  for.  The 
nature  of  the  business  will  determine  the 
character  of  the  ledger  accounts.  The  above 
are  selected  merely  to  illustrate  the  distri¬ 
bution  of  a  voucher  and  are  ledger  accounts 
found  in  nearly  all  manufacturing  plants. 
Departmental  expense  I  should  handle 
through  the  cost  ledgers,  crediting  ledger 
accounts  as  above.  This  saves  a  large  and 
cumbersome  voucher  record  and  concen- 
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For  Vest  Pocket 


Unimatic  Price  Book 

Over  1,000,000  in  Use 

This  is  certainly  an  indication  of  the  superiority 
of  the  UNIMATIC  and  its  remarkable  adaptability 
for  many  uses.  Dollar  for  dollar  it  contains 
better  workmanship  and  material  than  any  other. 

The  UNIMATIC  is  bound  in  flexible  covers  of  genuine 
Black  Seal  Grain  Leather. 

Sheets  lie  perfectly  flat  from  edge  to  edge^  forming  an 
even,  smooth  writing  surface.  Rings  may  be  instantly 
opened  for  insertion  on  removal  of  sheets,  by  operating 
metallic  slide.  When  closed  the  rings  form  a  perfect 
circle  over  which  the  sheets  turn  as  easily 
and  freely  as  in  a  bound  volume. 

The  UNIMATIC  is  indexed  either  alpha¬ 
betically,  numerically  or  by  the  month — any 
subject  may  be  referred  to  instantly.  It  is 
ruled  as  follows:  Quadrille,  unruled,  dollars 
and  cents,  faint  lines,  double  entry  ledger 
and  four  column  price  book. 

The  UNIMATIC  is  Guaranteed  to  be  Perfect 
in  Construction,  Material  and  Workmanship 

Send  us  a  sample  order.  If  not  satisfactory  it  may 
be  returned  at  our  expense. 


List  of  Stock  Sizes— Net  Prices 


Larger  Size.  Open  and  dosed 
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WRITE  FOR  32  PAGE  CATALOGUE 

Sieber  ^  Trussell  Mfg. 

4004  Laclede  Avenue,  St.  Louis 

LARGEST  EXCLUSIVE  LOOSE-LEAF  MANUFACTURERS 


Co. 


IN  THE  WORLD 
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trates  all  departmental  expense  in  one 
place. 

No.  III. 

BY  G.  HENDERSON. 

The  attached  form  of  voucher  record 
will,  I  think,  fully  cover  the  difficul¬ 
ties  complained  of  in  the  explanation 
of  the  troubles  of  the  Simplon  Manufactur¬ 
ing  Company. 

First,  prepare  a  loose  leaf  form  of  vouch¬ 
er  record.  Then,  as  each  page  of  entries  is 
completed  by  full  payment  being  made,  the 
page  may  be  removed,  only  those  pages 
containing  unpaid  accounts  remaining  in  the 
binder.  This  is  a  very  convenient  plan  be¬ 
cause  many  pages  may  be  completed,  while 
back  pages  may  remain  uncompleted,  so 
that  only  those  pages  containing  unpaid  ac¬ 
counts  will  have  to  be  dealt  with. 

Bring  forward  unpaid  monthly  balances 
in  the  monthly  columns  provided  for  them. 

At  the  end  of  each  month  foot  “Accounts 
Payable”  and  “Amount  Paid”  columns  for 
the  month  and  enter  unpaid  balances  in  the 


month  to  >^hich  they  belong.  As  these 
amounts  are  paid,  enter  the  credits  in  the 
columns  provided  for  -the  month  in  which 
the  balance  is  brought  forward;  also  enter 
the  page  number,  showing  where  the  orig¬ 
inal  entry  was  made. 

This  provides  an  exhibit  each  month  of 
how  much  remains  unpaid  and  for  how 
long  it  has  remained  unpaid. 

A  cross  footing  of  unpaid  balances  plus 
the  difference  between  “Accounts  Payable” 
and  “Amount  Paid”  columns  should  agree 
with  the  balance  of  Accounts,  or  Vouchers, 
Payable  account. 


Standard  Competitions  for  August. 

We  are  desirous  of  obtaining  a  compre¬ 
hensive  article  on  “Accounting  Methods 
and  Systems  in  Connection  With  the  Pack¬ 
ing  Industry,”  covering  records  of  plants 
and  equipment,  the  purchasing  of  cattle, 
slaughter  house,  refrigerator  appliances, 
distribution  to  customers  and  other  items 
of  interest. 

Articles  submitted  must  be  illustrated  by 
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Are  You 
Getting  All  You 
Can  Earn? 


Does  your  pay-envelope  show  a  just  return 
for  the  amount  of  labor  you  perform  ?  A 
hard  working  young  book-keeper  in  Seattle, 

drawing  $12  a  week  decided  his  didn’t — took  our  word 
for  it  that  he  could  earn  more  money  in  his  own  profes¬ 
sion  with  less  labor.  To-day  he  is  a  successful  Public 
Accountant  making  $2,600  a  year. 


“YOIR  BOOK  IS  THE  KEY  OF  MY  SUCCESS” 

I  was  head  book-keeper  for  a  large  whole¬ 
sale  house  in  this  city.  I  had  had  a  varied 
experience  in  Europe  and  America  and 
thought  myself  qualified  for  all  kinds  of 
work.  I  invested  four  dollars  in  a  copy  of 
Keister's  Corporation  Accounting  and  Au¬ 
diting  and  after  examining  it  concluded 
there  was  much  for  me  to  learn,  and  I  at 
once  made  up  my  mind  to  prepare  myself 
to  practice  Public  Accounting.  It  took  me 
about  a  year  to  complete  my  study  of  this 
work  in  connection  with  my  other  duties. 
I  then  worked  nights  on  outside  jobs  until 
I  was  obliged  to  give  my  whole  time  to 
professionil  work.  I  have  been  appointed 
auditor  for  two  corporations  within  the  past 
three  weeks.  My  expert  investigations  of 
various  kinds  seem  to  please  my  clients  as 
I  am  regularly  re-engaged  by  the  same 
parties.  Your  book  is  the  key  of  my  success. 

GUSTAVE  JACOBSSON, 

932  Reed  Place,  Chicago,  Ill. 


A  Chicago  man,  an 
expert  book-keeper,  or¬ 
dered  “Keister’s”  out  of 
curiosity.  From  an  in¬ 
terested  reader  he  be¬ 
came  an  earnest  student. 
The  knowledge  gained 
from  this  book  has  made 
him  one  of  our  great  cor¬ 
poration  auditors  with  an 
income  of  $15,000.00  a 
year. 


"KEISTER’S”  HADE  HIM  A  SUCCESSFUL 
PUBLIC  ACCOUNTANT 

That  I  am  a  successful  Public  Ac¬ 
countant  to-day  instead  of  an  ordinary 
book-keeper  at  low  wages  is  due  to 
the  knowledge  gained  from  a  careful 
study  of  Keister’s  Corporation  Ac¬ 
counting  and  Auditing.  It  is  the  high¬ 
est  American  authority  on  accounts 
and  finance — in  fact  there  is  no  other 
work  to  be  compared  with  it.  Any 
book-keeper  of  ordinary  intelligence 
catt,  by  mastering  this  work,  lift 
himself  out  of  the  old  rut  and  greatly 
increase  his  salary. 

C.  M.  WILLIAMS, 

Seattle,  Wa=h. 


KEISTER’S  CORPORATION  ACCOUNTING  AND  AUDITING 

can  do  as  much  for  you.  A  little  booklet  that  tells  how— that  tells  of  the  twenty-four 
hundred  problems  in  higher  accounting  “KEISTER’S”  deals  with,  the  knowledge  of 
which  will  double  and  triple  your  salary— is  yours  for  your  address  on  a  postal. 


"Keister’s”  is  the  only 
book  of  its  kind  recom¬ 
mended  by  The  Ameri¬ 
can  Library  Association. 


THE  BURROWS  BROTHERS  CO. 

CLEVELAND,  OHIO 


The  New  York  University’s 
School  of  Commerce,  Ac¬ 
counts  and  Finance  recom¬ 
mends  “  Keister’s.” 
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examples  of  forms  used.  These  forms  need 
not  be  elaborately  drawn  as  they  will  be 
re-drawn  in  our  standard  size  and  style  by 
our  special  artist. 

Articles  submitted  may  be  accompanied 
by  photograph  and  biographical  sketch  of 
the  author,  together  with  photographs  in 
connection  with  the  plant  that  will  convey 
to  the  readers  of  The  Business  Man's 
Magazine  a  fair  idea  of  its  magnitude  and 
general  plan. 

For  the  best  article  submitted  we  offer 
a  prize  of 

FIFTY  DOLLARS. 

This  prize  will  be  awarded  on  the  basis 
of  the  accounting  merit  of  the  article  sub¬ 
mitted. 

All  articles  sent  in  will  become  the  prop¬ 
erty  of  The  Book-Keeper  Publishing  Co., 
Ltd.,  to  be  used  for  publication,  if  desired, 
in  which  case  additional  prizes  will  be 
awarded  the  authors  of  acceptable  papers. 

In  addition  to  the  above,  we  will  give 
two  prizes  of  $10  and  $5,  respectively,  for 
the  two  best  articles  descriptive  of  good 
book-keeping  and  cost  systems  for  the  fol¬ 
lowing  lines  of  business : 

Artificial  Stone  manufacturing. 

Automobile  manufacturing. 

Biscuit  or  Cracker  manufacturing. 

Boot  and  Shoe  manufacturing. 

Bridge  builders. 

Broom  manufacturing. 

Bronze  Powder  manufacturing. 

Carriage  and  Wagon  manufacturing. 

Carpet  manufacturing. 

Chemical  Works. 

Cold  Storage  business. 

Cordage  manufacturing. 

Distillery. 

Electric  Motor  manufacturing. 

Electrotype  Foundry. 

Fish  and  Oyster  (wholesale  and  retail). 

Flour  Mill. 

Furniture  (retail). 

Export  Agency  Business. 

Harness  and  Saddles  manuf^icturing. 

Hay  and  Grain  (wholesale  and  retail). 

Hats  and  Caps  manufacturing. 

Ink  and  Mucilage  manufacturing. 

Incandescent  Lamp  manufacturing. 

Jewelry  manufacturing. 

Life  Insurance. 

Leather  manufacturing. 


Lime  manufacturing. 

Linoleum  manufacturing. 

Mail-Order  Business. 

Neckwear  manufacturing. 

Nursery  (florists). 

Packing  Business. 

Paper  manufacturing. 

Paper  Box  manufacturing. 

Patent  Medicine  manufacturing. 
Photo  Supplies  manufacturing. 

Piano  and  Organ  manufacturing. 
Pottery  manufacturing. 

Produce  (wholesale). 

Silk  manufacturing. 

Soap  manufacturing. 

Surgical  Instruments  manufacturing. 
Valves  and  Hydrants  manufacturing. 
Wall  Paper  (wholesale  and  retail). 
Whips  manufacturing. 

Woolen  Mills. 


PRIZE  AWARD. 

Cost  Accounting  Methods  in  the  Bitu¬ 
minous  Coal  Mine  Industry. 

HE  prize  of  $50  for  the  best  article 
submitted,  covering  the  treatment  of 
development  of  mine,  construction  of 
plant  and  equipment,  treatment  of  depre¬ 
ciation,  complete  records  of  mining  of  the 
coal  and  its  distribution,  has  been  award¬ 
ed  to  Mr.  Ralph  D.  Pomeroy,  for  many 
years  head  book-keeper  with  the  Sweet 
Water  Coal  Mining  Co.,  Rock  Springs, 
Wyo.,  and  now  auditor  v/ith  the  Pleasant 
Valley  Coal  Co.,  Salt  Lake  City,  Utah.  Mr. 
Pomeroy’s  article  is  accompanied  by  88 
illustrations  of  forms  and  numerous  pho¬ 
tographs. 

We  expect  to  publ’  .h  this  article  in  the 
September  and  October  numbers  of  The 
Business  Man’s  Magazine. 


Exhibit  B  of  A.  R.  Clark’s  Article, 
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^  I  ^The  Typewriter  Oil^ 

^  girl  '  ^ 


Ask  a  typewriter  girl — ask  any  typewriter  girl— ask  your  typewriter  girl, 
what  is  the  best  oil  for  her  machine.  If  she  has  ever  tried  “3-in-One”  she  is 
using  it  or  wants  to.  If  she  hasn’t  tried  “3-in-One”  have  her  do  it — today. 

“3-IN-ONE”  LUBRICATES 

the  gum  and  grease.  Cleans  the  type  faces,  avoiding  the  use  of  benzine.  Prevents 
rust  on  every  metai  part.  The  machine  wili  work  more  easily^  more  smoothly 
and  last  longer.  And  the  stenographer  can  turnout  more  work  and  better  work. 

Write  at  oncefor  a  sample  bottle  and  try  this  typewriter  preserver 
at  our  expense.  Our  new  24-page  “3-in-One”  Oil  Book  is 
most  interesting.  It’s  free  too. 
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G.  W.  COLE  CO.,  1  00  Washington  Life  Buiiding,  New  York  City 


ClEANSfPoustKS 

pRtVENTSRUST 

TYi 


TAUUNt 


The  most  serviceable  Envelopes  and  Wallets 
for  filing  papers  are  made  of 


Pap 


(TRADE  MARK) 

They  Wear  Like  Leather 

We  make  Paperoid  wallets  in  all  regular 
sizes.  We  make  them  flat  like  envelopes 
— vTith  wide  flap.  We  make  them  to  ex¬ 
pand  much  or  little. 

Kindly  tell  us  your  requirements  and 
send  for  samples  and  price  list. 

ALVAH  BUSHNELL  CO.,  4  N.  ISth  St.,  Philadelphia,  Pa. 


CAN  MUSIC  BE  TAUGHT 


We  make  you  judge  and  jury.  Weteaci 
by  mail  only,  beginners  or  advanced 
pupils  to  play  any  instrument  by  note. 

_  Nothing  to  pay  until  you  have  had  two 

weeks’  trial.  If  these  lessons  do  not  convince  you  that  you  will  suc¬ 
ceed,  then  they  are  free.  Do  not  write  unless  you  want  to  learn  and 
are  in  earnest.  Mention  whether  a  beginner  or  advanced  pupil.  Send 
2-cent  stamp  and  iret  the  trial  lesson,  Booklet  and  testimonials.  Est. 
7  years.  T.  S,  SCHOOL  OK  MUSIC,  Box  19K,  19  Union  Sq.,  New  York. 


ImUoI 


GINSENG 


Send  for  it.  Address, 


SEEDS  AND  ROOTS.  Prices 
low.  50  cent  book  on  Culture 
and  Profits  of  Ginseng  FREE. 
D.  BRANDT,  Box  507,  Bremen,  Ohio 


“O.  K.” 

Paper  Fasteners 


Prom  the  man  who  makes  them. 

In  this  dajr  and  age,  a  large  majority  of 
all  business  is  done  on  paper.  The  method 
of  Ebtening  business  papers  together  each 
day  assumes  greater  importance. 

There  are  paper  fasteners  which  fasten  for  a 
while  and  unfasten  when  you  don’t  want  them 
to,  others  which  fasteni and  will  not  come  unfast¬ 
ened  when  you  do  wantthem  to, but  the  "O.  K.’’ 
Paper  Fastener  is  the  only  paper  fastener,  which, 
when  it  is  attached,  stays  atttached,  yet  detach¬ 
able  without  injury  to  the  paper  or  the  fastener, 
and  is  easy  to  apply  and  easy  to  remove. 

The  piercing  point  of  the  “O.  K.”  Paper  Fastener 
actually  goes  thn  iigh  every  sheet  of  paper  and 
thus  the  middle  sheets  cannot  casually  fall  out 
or  be  pulled  out.  They  are  always  ready  for 
use  and  require  no  machine  for  putting  them 
on  or  taken  them  off,  and  they  alway  work. 

“O.  K.”  Paper  Fasteners  are  handsome  in 
appearance,  and  are  O.  K.  in  every  sense  of 
the  word  and  yon  will  gladly  O.  K.  all  I  say 
for  them  after  having  used  them  a  few  days 
in  your  office.  With  the  . belief  that  the  best 
is  none  too  good.  I  solicit  your  patronage. 

JAMES  V.  WASHBURNE 

Manufacturer 

225  E.  Genesee  St.,  Syracuse,  N.Y. 

For  sale  by  all  stationers  or  sent  direct 
by  the  manufuctarer. 


SJ I 


SATISFACTORY  CARBON  PAPERS 
TYPEWRITER  RIBBONS 

Extended  experience  and  careful 
chemical  research  first  gave  birth  to 
the  excellence  of  our  Carbon  Papers 
and  Typewriter  Ribbons.  Years  of  test  by 
discriminating  users  have  proved  this  ex¬ 
cellence  to  be  of  unusual  degree. 

A  request  for  samples  accompanied  by 
the  name  of  your  dealer  will  be  honored 
at  once.  Write. 

MILLER-BRYANT- PIERCE 
COMPANY 

Department  4  Aurora,  Ills. 
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SLL  records  for  the  quick  delivery  of 
transcript  of  large  conventions  or 
meetings  of  that  character  received 
a  severe  jolt  at  Milwaukee  during  the 
Fourteenth  Biennial  Head  Camp,  Modern 
Woodmen  of  America,  June  20,  21,  22  and 
23,  when  the  full  shorthand  report  was 
deliveredf^  neatly  bound  in  heavy  board 
covers,  in.  one  and  one-third  seconds  after 
the  adjournment  of  that  convention.  This 
record  is  the  more  remarkable  in  that  the 
adjournment  came  after  a  six  hours’  ses¬ 
sion,  while  the  Head  Camp  had  been  in 
convention  fifteen  hours  during  the  day. 

The  former  record  in  matters  of  this 
kind  was  made  at  Kansas  City,  Mo.,  when 
the  full  report  of  the  three  days’  Demo¬ 
cratic  National  Convention  of  1900  was  de¬ 
livered  eight  seconds  after  the  adjourn¬ 
ment.  At  that  time  old  shorthand  men, 
who  had  been  through  meetings  of  that 
kind,  questioned  the  possibliity  of  such 
work,  and  only  the  certificate  of  the  chair¬ 
man  and  secretary  of  that  body  dispelled 
the  doubts  that  such  a  thing  was  done. 
What  old  reporters  will  think  of  this  work 
will  be  hard  to  imagine. 

Not  only  did  the  report  include  the  full 
verbatim  proceedings  of  the  four-day  con¬ 
vention,  but  in  it  was  contained  the  short¬ 
hand  report  of  the  convention  of  the  Lo¬ 
cal  Camp  Clerks’  Association  and  the  re¬ 
ligious  services  held  in  Milwaukee  the 
Sunday  preceding  the  opening  of  the  Head 
Camp.  The  full  report  handed  to  the  Head 
Consul  therefore  contained  nearly  1,500 
pages  of  typewriting.  Of  this  great 
amount  of  work  fifteen  copies  were  made. 

The  official  reporter  for  the  Head  Camp 
was  Robert  F.  Rose,  of  Chicago,  and  as¬ 
sisting  him  were  Joseph  M.  Carney,  W.  R. 
Ersfeld,  S.  A.  VanPetten,  Charles  R.  Cow¬ 
ell,  George  L.  Gray  and  Albert  W.  Ma- 
hone,  all  expert  shorthand  writers  and 
typewriter  operators. 

When  the  record  was  broken  at  Kansas 

* 

City  in  1900,  fourteen  shorthand  writers 


and  typewriters  were  used.  Mr.  Rose  was 
then  the  official  reporter  of  the  National 
convention.  As  will  be  seen  from  the 
above,  the  new  record  was  made  with  just 
one-half  the  force  with  which  the  former 
feat  was  accomplished.  . 

It  should  be  known  that  the  Modern 
Woodmen  of  America  is  the  largest  fra¬ 
ternal  organization  in  the  world,  and  its 
membership  numbers  more  than  three 
quarters  of  a  million  people,  scattered 
throughout  the  United  States.  Hereto¬ 
fore  the  Head  Camp  has  been  held  every 
two  years,  and  the  representation  is  based 
on  one  delegate  for  every  thousand  mem¬ 
bers.  Consequently  more  than  750  dele¬ 
gates  and  alternates  were  on  the  floor  of 
the  Head  Camp,  and  as  the  discussions  em¬ 
braced  all  matters  of  interest  to  that  or¬ 
ganization,  such  as  the  question  of  rates, 
prohibited  occupations,  etc.,  the  proceed¬ 
ings  were  of  a  character  much  harder  to 
report  than  those  of  a  political  convention. 
All  these  things  go  to  make  the  results  of 
this  report  the  more  wonderful. 

It  was  only  during  the  last  day  that  the 
practically  instantaneous  method  of  turning 
out  the  copy  was  adopted.  When  Mr. 
Rose  received  the  officialship,  he  promised 
the  head  officers  to  break  the  record  estab¬ 
lished  at  the  Kansas  City  Convention,  and 
on  that  day  the  effort  was  made.  The  con¬ 
vention  convened  at  9  o’clock  that  morn¬ 
ing,  and  at  the  noon  adjournment  came  the 
first  attempt  in  order  to  get  a  line  on  what 
could  be  accomplished  when  the  final  test 
came.  This,  perhaps,  was  the  first  time 
that  any  shorthand  men  reporting  a  con¬ 
vention  worked  under  a  split  second  stop 
watch,  but  after  the  gavel  fell  the  morn¬ 
ing’s  session  was  in  typewriting  in  three 
and  four-fifths  seconds.  This  record  was 
announced  to  the  delegates  when  the  after¬ 
noon  session  convened  and  was  received 
with  cheers. 

The  night  session  was  called  to  order  at 
8  o’clock  the  evening  of  June  23,  and  from 
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International  Correspondence  Schools, 

Box  1076,  SCRANTON,  PA. 

Please  explain,  without  further  obligation  on  my  part 
how  I  can  qualify  for  a  larger  salary  In  the  posi¬ 
tion  before  which  1  have  marked  X 


Bookkeeper 

Telephone  Engineer 

Stenographer 

Elcc.  Lighting  Supt. 

AdTcrtiseoient  Writer 

Meehan.  Engineer 

Show  Card  Writer 

Surveyor 

Window  Trimmer 

Stationary  Engineer 

Ilechan.  Draoghtsman 

Civil  Engineer 

Ornamental  Designer 

Biiildinir  Contractor 

Illustrator 

Architee’l  Draughtsman 

Civil  Service 

Architect 

Chemist 

Structural  Engineer 

Textile  MlllSupt. 

Bridge  Engineer 

Electrician 

Foreman  Plumber 

£Iec.  Engineer 

Mining  Engineer 

Name_ 


Street  and  No._ 
City _ 


-State . 


Tools  of  Fortune 

Every  man  is  the  architect  of  his  own  fortune,  the  only  tools  re= 
quired  to  ^^ke  the  plans  being  a  pencil  and  a  knife.  A  pencil  to 
indicate  the  CHOICE  OF  A  CAREER  on  the  famous  I.C.S.  coupon; 
a  knite  with  which  the  coupon  may  be  cut  out  for  mailing. 

Go  where  you  will,  you  find  in  high  positions  men  who  have  risen 
from  the  ranks  solely  by  the  help  of  the  I.C.S. ;  men  who  were  earn= 
mg  but  a  dollar  a  day;  men  with  wives  and  children  depending  upon 
them;  men  with  no  education,  but  the  ability  to  read  and  write. 

Go  where  you  will,  you  find  these  men  to=day  as  Foremen,  Super¬ 
intendents,  Managers,  Engineers,  Contractors,  Owners.  Their 
success  reads  like  romance ;  and  yet  it  is  all  readily  understood  once 
you  know  how  EASY  the  I.  C.  S.  makes  the  way. 

Work  at  what  you  may,  live  where  you  will,  choose  what  occupa- 

tion  you  like,  the  I.  C.  S.  can  qualify  you  for  it,  by  mail,  in  your 
nare  fimp  If  mcfa  nr»fVn*i-i/<  fill  _ j  —  - -i  ^ 


spare  time.  It  costs  nothing  to  fill  in,  cut  out  and  mail  the  coupon, 
asking  how  You  can  qualify  for  the  position  before  which  you  mark  X. 


Mr.  Rose  and  the  Six  Expert  Stenographers  Who  Assisted  Him. 
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CIRCULAR  LETTERS - 


Correct  imitation  of  the  work  of  any  typewriter,  filled  in  with  my  special  ribbons 
cannot  be  detected.  A  ribbon  free  with  every  job.  I  can  save  you  money,  because  my 
life  work  is  imitation  typewritten  letters  and  nothing  else.  My  free  samples  and  low 
prices  convince.  JOHN  ROGAN,  Circular  Letter  Specialist,  395  E.  Main  St.,  Rochester,  N.  Y. 


IMPROVE 
YOUR  FACE 

My  book,  “MAKING  FACES,”  is 
an  instructive  and  illustrated  book¬ 
let,  showing  how  by  a  few  simple  ex¬ 
ercises  one  can  in  a  short  time  make 
the  face  beautiful  and  wonderfully 
expressive.  A  practical  new  method 
for  removing  hollow  cheeks,  wrin¬ 
kles,  hatchet  chins,  care-worn  looks,  etc.  Amusing 
as  well  as  instructive.  Nothing  like  it  ever  offered 
the  public  before.  Postpaid  to  any  address  for  25c. 


MY  SPECIAL  OFFER: 

I  will  send  my  complete  series  of  boobs,  The 
Chest,  Making  Faces,  Development  of  the  Neck 
Mnscles,  How  to  Beautify  the  Eyes,  and  my  Chart 
Course,  reguiar  price  .¥1.25,  on  receipt  of  $1.00 


Address  PROF.  ANTHONY  BARKER 

School  of  Physical  Culture 

1164  O  BROADWAY _ NEW  YORK  CITY 


It  Does  Away  With  Trial  Balances 


E  WILL  prove  to  your  satisfaction  that  our  Ledger 
Balance  Proof  is  THOROUGHLY  PRACTICAL, 
requires  no  extra  books,  change  of  system  or  ledgers,  and 
relieves  you  entirely  of  all  trial  balances  of  Personal  accounts. 

Something  entirely  nevj  which  we  guarantee 
It  will  pay  yo%i  to  write  us  /or  information 

«&  HAIVI,  Chattanooga,  Tenn. 


PATFWTS  tJiat  PROTECT 

“  ^  A  72-p.  Book  Mailed  Free 

S.  &  A.  B.  LACEY,  Patent  Att')$„Wasiiingtdfi«  lOc 


OF  INTEREST 
TO  INVESTORS 


A  magazine  of  real  value  to 
those  who  wish  to  get  larg¬ 
est  returns  for  money  safely 
invested.  It  is  free.  Write 
for  copy.  ::  ::  ::  :: 


ANDREW  L.  BUSH 

20  PHIENIX  BLDQ..  SPRINGFIELD,  MASS. 


YOU  lOc 

The  Duryea  “Grip  Clip”  fits  any  Pen¬ 
cil  or  Fountain  Pen  and  catches  on 
edge  of  Pocket  or  Garment. 

6  Pencils  with  Clips  50o. 
Sample  “  “  “  lOc. 

Agents  Wanted.  Big  Money. 

DURYEA  CO. 

108  Fulton  St.  New  York  City 

M  frs.  of  Gold  Fountain  Pens 
with  Safety  Clips  at  $  1 .00 


IflRII  A0VERTISIN6 

THE  WESTERN  MONTHLY,  “An  Advertiser’s  Mag- 
asme.”^  Largest  circulation  of  any  advertising  journal  in 
the  world.  Three  months  trial  subscription  10c.  ♦Address, 
Monthly,  805  Grand  Ave,  Kan.  City,  Mo. 


ALWAYS  A  PERFECT  TISSUE  COPY 

If  you  use  OUR  ASBESTOS  COPYING  BATH 
for  Copying  Press  Cloths 

Quick,  Clean  and  Convenient.  Good  for  All  Tissue  Copies.  Avoid 
Substitutes.  Sold  by  leading  stationers.  Write  us  for  free  circular. 

THE  CLEVELAND  COPYING  BATH  CO.,  Cleveland,  Ohio 
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that  time  until  2  o’clock  the  next  morning 
the  convention  lasted  without  intermission. 
More  business  was  done  by  the  delegates 
during  that  last  session  than  had  been  per¬ 
formed  throughout  the  entire  proceedings 
theretofore.  The  report  of  the  Law  Com¬ 
mittee  was  taken  up  and  provoked  much 
discussion.  After  that  business  was  con¬ 
cluded  there  came  the  installation  of  the 
officers,  and  the  Head  Consul  (the  presid¬ 
ing  officer  of  the  body)  was  handed  the 
proceedings,  typewritten  and  bound,  at 
that  time.  The  installation  of  the  new  of¬ 
ficers  was  just  completed  when  the  verba¬ 
tim  report  of  that  was  handed  to  the  Head 
Clerk,  and  perhaps  for  the  first  time  in  the 
history  of  any  convention,  the  shorthand 
reporters  were  given  a  vote  of  thanks  by 
the  body. 

“Neighbors,”  called  out  Head  Clerk 
Hawes,  ‘T  desire  to  call  your  attention  to 
the  fact  that  I  hold  in  my  hand  the  com¬ 
plete  typewritten  proceedings  of  this  con- 
vention— the  verbatim  report  prepared  at 
this  time— and  also  the  stenographic  report 
of  the  convention  of  the  Local  Camp 
Clerks’  Association,  all  transcribed,  mak¬ 
ing  a  full  report  of  the  six  days’  work  of 
the  two  conventions,  and  containing  near¬ 
ly  1,500  pages  of  typewriting.  Now, 
Neighbors,  I  desire  to  have  the  thanks  of 
this  Head  Camp  extended  to  Neighbor 
Robert  F.  Rose,  the  official  reporter,  and 
his  corps  of  boys,  S.  A.  VanPetten,  J.  M. 
Carney,  C.  R.  Cowell,  A.  W.  Mahone,  W. 
R.  Ersfeld  and  G.  L.  Gray.  I  make  that  in 
*  the  form  of  a  motion.” 

And  the  motion  carried  by  a  unanimous 
vote,  amid  cheering  and  applause. 

Then  came  the  motion  to  adjourn,  and 
when  that  was  carried  the  full  report, 
neatly  bound,  was  delivered  to  the  Head 
Consul  in  the  miraculously  short  time 
above  mentioned.  Immediately  afterwards 
the  head  officers  of  the  society  presented 
Mr.  Rose  with  the  following  certificate: 

“This  is  to  certify  that  the  Fourteenth  Biennial 
Head  Camp,  Modern  Woodmen  r.f  America,  con¬ 
vened  at  Milwaukee,  Wis.,  Tuesday,  June  20th, 
1905,  at  9:30  o’clock  a.  m.;  that  sessions  of  said 
Head  Camp  were  held  on  Tuesday,  Wednesday, 
Thursday  and  Friday,  June  20,  21,  22  and  23; 
that  the  last  session  remained  in  convention  until 
1:57  o’clock  a.  m.,  Saturday,  June  24;  that  the 
full  shorthand  report,  in  typewriting,  was  de¬ 
livered  to  the  Head  Consul  by  the  official  stenog¬ 
rapher,  Robert  F.  Rose,  one  and  three-fifths  sec¬ 
onds  after  the  adjournment  of  the  said_  Head 
Camp;  that  the  shorthand  reporters  of  said  offi¬ 
cial  staff  were  Robert  F.  Rose,  official;  S.  A. 


VanPetten,  J.  M.  Carney,  C.  R.  Cowell,  W.  R. 
Ersfeld,  G.  L.  Gray  and  Albert  W.  Mahone. 

Signed  at  Milwaukee,  Wisconsin,  this  24th 
day  of  June,  1905. 

^  A.  R.  TALBOT. 

Attest :  Head  Consul. 

C.  W.  HAWES,  Head  Clerk. 


In  an  article  of  this  kind,  it  might  be 
well  to  set  forth  the  manner  in  which  the 
convention  was  reported.  It  was  due  to 
the  perfect  organization  of  the  shorthand 
men,  and  the  ability  of  every  shorthand  re¬ 
porter,  that  such  a  feat  was  possible.  The 
system  of  handling  the  fifteen  copies  made, 
the  method  of  timing  the  relays,  the  per¬ 
fect  system  for  getting  the  names  of  the 
delegates  speaking — all  these  things  con¬ 
tributed  to  this  record  breaking  result. 

Before  leaving  Chicago,  a  schedule  was 
prepared  for  each  day’s  proceedings,  and 
below  will  be  shown  the  way  in  which  this 
was  gotten  up.  This  was  placed  in  a  con¬ 
spicuous  place  in  the  tvpewriting  room,  and 
each  reporter  was  compelled  to  adhere 
strictly  to  this  schedule : 


SCHEDULE  FOR  THE  USE  OF  REPORTERS  OF  THE  HEAD 
CAMP,  MODERN  WOODMEN, 

Milwaukee,  Wis.,  June  20,  1905. 

On  coming  to  the  typewriting  room,  write  your 
name  under  the  name  of  the  last  reporter  and 
opposite  the  letter  below,  taking  as  your  take  the 
letter  opposite  your  name.  Use  that  letter  on 
EACH  SHEET  of  your  transcript,  with  the  next 
consecutive  numeral.  At  the  bottom  of  last 
page  of  your  take,  write  in  typewriting  the  let¬ 
ter  of  the  next  following  take  as  follows: 
letter  (insert  your  letter) ;  letter  (insert) 


follows.” 
A . 

.AA  ... 

....AAA  ... 

....AAAA  . 

B  . 

.BB  ... 

.  . .  .BBB  . .  . 

_ BBBB  . 

C  . 

.CC  ... 

....CCC  ... 

....CCCC  . 

D . 

E  . 

.DD  . .  . 

.  .  .  .DDD  .  .  . 

_ DDDD  . 

.EE  .  .  . 

.  .  .  .EEE  .  .  . 

_ EEEE  . 

F  . 

.FF  ... 

_ FFF  ... 

_ FFFF  . 

G  . 

.GG  ... 

....GGG  ... 

....GGGG  . 

H 

I 

J 

K 

L 

M 

N 

O 

P 


•  HH  ... 

..II  ... 

•  JJ  ••• 

.KK  . KICK 


,HHH 
.  .Ill 
JJJ 


,HHHH 
. .1111  . 
•  JJJJ  . 

.KKKK 


.LL 

.MM 

.NN 
.OO 
■  PP 


.LLL  . LLLL  . 

,MMM . MMMM 

.NNN . NNNN  , 

.000  . oooo  . 

,  .ppp  . pppp  . 


Q  ... 

....QQ  ... 

. QQQ  ••• 

....QQQQ  . 

R  . . . 

.  .  .  .RR  .  . . 

_ RRR  ... 

_ RRRR  . 

S  . . . 

....SS  .. 

. sss  ... 

....ssss  . 

T  .  .  . 

_ TT  ... 

. TTT  . . . 

_ TTTT  . 

U  .  . 

.  ...uu  .. 

....UUU  .. 

.  ...UUUU 

V  . . . 

....vv  .. 

. VVV  ... 

....VVVV 

w  . . 

. . .  ww  . . 

...WWW  .. 

...WWWW 

X  . . . 

....XX  ... 

....XXX  ... 

....XXXX 

Y  . . . 

. YY  .. 

. YYY  ... 

. YYYY 

Z  . . . 

. ZZ  .. 

. ZZZ  ... 

. ZZZZ  . 

End 

copy 


At  the  beginning  of  the  session,  Mr.  Van¬ 
Petten  reported  the  proceedings  for  two 
minutes.  He  was  relieved  by  Mr.  Ersfeld. 
Going  to  the  typewriter  room,  he  marked 
his  name  opposite  the  first  letter  (A)  and 
dictated  his  two  minutes’  report  to  Mr.  Ma¬ 
hone,  he  taking  it  on  the  typewriter.  The 
first  page  (and  in  this  instance  there  was 
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C 


V 


Get  the  "Quick 
as  a  Wink" 


Cork  Puller 


Anyone  can  use  it.  One  size  pulls 
^rge  or  small  corks  with  perfect  ease. 

superior  to  best  cork  screw  ever 
made.  Prevents  tearing  corks  to  pieces, 
breaking  knives,  pushing  corks  back  in 
bottles  or  jerking  and  spilling  contents. 
Worth  the  price  a  thousand  times. 
Postpaid  only  25  Cents.  Agents  Wanted. 

C.  E.  LOCKE  9IFG.  CO.,  23  Haple  St.,  Kensctt,  Iowa 


P  A  T  F  MTC  Promptly  Secured. 

"  ~  "  ^  Highest  references  from 

prrmment  manufacturers.  Write  for  Inventor’s  Hand  Book 

Si^eoherd  &.  Parker,  992  G  St.,  Wash.,  D.  C. 


THE  DETROIT  COIN  WRAPP,ER 


Millions  are  used  annually  by 
large  handlers  of  coin,  such 
as  Banks,  Trust  Companies, 
Railroads  and  Street  Railway 
Companies,  etc.  Made  to 
hold  all  silver  coins,  nickels, 
pennies,  etc.,  in  amounts 
from  25  cents  up  to  $20.00 
Samples,  price  list  and  des¬ 
criptive  circular  free.  Write 
the  Detroit  Coin  Wrapper  Co., 
18  John  R  St.,  Detroit,  nieh. 


UNIVERSAL  PACKAGE  TIE 


DISPLACES  the  RUBBER  BAND. 

quickest  And  most  secure  wAy  of  tyln^ 
up  Valuable  Documents,  Notes,  Deeds,  Insur¬ 
ance  Papers,  etc.,  when  putting  away  for  safety 
or  convenience.  Considering  their  utility  and 
durability  they  are  cheaper  than  perishable 
rabber  bands  or  tape.  Three  lengths  and  colors. 
Sta^oners  keep  them ,  or  wrUe  us.  Sample  doz.  S«-f  n. 


Ipf  - 

rlexa  uarlers 

perfectly,  hug  the  limb  comfortably  without 
^iodlng,  never  let  go  of  the  hose,  never  tear  them, 
uAft  longestf  look  neatest — are  best  garters. 

Siold^by  all  dealers.  Insist  on  Flexo,  and  if  the  dealer 
hasn’t  them,  send  us  his  name  and  25c.  and  we  will  see 
that  you  are  supplied.  Flexo  Garters  in  fine  heavy 
ribbed  silk  elastic — Price,  50c. 

A.  STEIN  &  CO.,  J14  Franklin  Square,  Chicago. 


Do  you  want 
an  engraved 
letterhead  ? 

Something-  different  from 
what  you  ordinarily  see  ? 
A  desig-n  that  has  plenty  of 
snap  yet  in  which  orig-inality 
is  not  overdone  ? 

If  that’s  your  idea— Write 
to  Hoskins,  Philadelphia. 


Do  you  want 
a  catalogue 
printed  ? 

Or  have  you  in  prospect 
any  other  job  of  printing  on 
which  intellig-ent  handling^, 
high-class  mechanical  execu¬ 
tion  and  promptness  count? 

If  so,  by  all  means — Write 
to  Hoskins. 

rHE  Hoskifis  Printing  and  Engraving 
Shop  believes  in  the  better  sort  of 
—  work;  and  it  has  the  broad-guage 
equipment  which  insures  the  production  of 
such  work  at  moderate  cost. 

Wm.  H.  Hoskins  Co. 

Printing,  Engraving,  Stationery 
and  Office  Furniture 


905  Chestnut  St. 


Philadelphia 


358 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


but  one  page)  was  marked  at  the  top 
1,”  and  at  the  bottom  of  the  page  the 


typewriter  wrote  (End  letter  A;  letter  B 
copy  follows.”  Mr.  Ersfeld,  who  relieved 
Mr.  VanPetten,  was  in  turn  relieved  by 
Mr.  Cowell  at  the  conclusion  of  a  two 
minutes’  take.  On  coming  to  the  typewrit¬ 
er  room  he  wrote  his  name  opposite  the 
letter  next  below  Mr.  VanPetten  s  name, 
which,  in  this  case,  would  be  “B.”  He  dic¬ 
tated  his  take  to  a  typewriter,  and  at  the 
beginning  of  the  page  wrote  B-1.  If 
there  was  more  than  one  page  to  his 
take  the  second  page  would  be  num¬ 
bered  “B-2”,  and  at  the  bottom  of  the 
transcript  of  his  take  would  be  written 
“End  letter  B;  letter  C  copy  follows.”  At 
the  conclusion  of  Mr.  Cowell’s  two  minutes 
take,  he  was  relieved  by  Mr.  Carney,  and 
by  following  the  directions  printed  on  the 
schedule  IVIr.  Cowell  would  number  his 
transcript  with  the  letter  “C.”  By  the  time 
that  Mr.  Carney  had  written  shorthand  two 
minutes,  Mr.  VanPetW  would  be  written 
up  and  would  relieve  Mr.  Carney.  In  this 
way  they  proceeded  until  the  letters  of 
the  alphabet  were  exhausted,  and  then  the 
double  letters  would  be  used,  “AA”  follow¬ 
ing  “Z”  and  “AAA”  following  “ZZ,”  etc. 
By  following  this  method  there  wag  no 
confusion  and  it  was  possible  for  three 
typewriters  to  be  working  at  once  without 
mixing  the  transcript.  The  last  day’s  ses¬ 
sion  was  of  such  length  that  the  reporters 
went  through  the  alphabet  six  times,  the 
last  take  being  numbered  “ZZZZZZ-1.” 
That  meant  156  takes  in  the  last  session. 

The  paper  used  was  very  thin  “flimsy” 
tissue,  and  as  a  page  would  come  off  the 
machine,  the  man  handling  copy  would  pull 
the  carbons  and  proceed  to  distribute  the 
various  copies  to  the  people  entitled  to 
them.  On  the  wall  were  placed  fifteen 
hooks,  each  labelled  with  the  name  of  the 
party  entitled  to  the  transcript.  As  the 
man  handling  copy  received  the  fifteen 
copies,  he  would  walk  from  hook  to  hook, 
and  hang  on  each  hook  one  copy.  This 
kept  the  copies  in  their  proper  order  and 
insured  a  complete  report  for  each  party. 

The  method  of  getting  the  names  of  the 
speakers  was  somewhat  unique.  The  name 
of  no  speaker  during  the  discussion  was 
written  in  the  shorthand  book.  Beside 
the  shorthand  reporter  was  stationed  a 
page,  who  had  a  block  of  paper,  each  sheet 
numbered  in  its  consecutive  order.  As  a 


delegate  would  rise  to  speak,  the  short¬ 
hand  writer  simply  wrote  in  his  book  the 
number  on  the  top  sheet  of  the  pad,  and 
the  page  went  to  the  delegate  and  got  his. 
full  name,  his  state  and  camp  number. 
This  he  would  hand  to  the  shorthand 
writer,  and  by  comparing  the  number  in 
his  book  with  that  on  the  sheet,  he  would 
find  the  full  name  of  each  delegate. 

The  convention  was  held  in  the  David¬ 
son  theater,  and  the  typewriters  were  sta¬ 
tioned  immediately  behind  the  flies  on  the 
stage.  As  the  last  session  drew  toward  the 
close,  the  two-minute  takes  were  brought 
down  to  less  than  twenty  seconds,  and  an¬ 
other  man  to  handle  only  the  official  copy 
was  pressed  into  service.  The  paper  was 
punched,  and  the  binder  used  contained 
spindles  on  which  the  copy  could  be  placed. 
As  fast  as  these  copies  came  from  the 
typewriters,  the  original  was  bound.  At 
the  very  last  a  typewriting  machine  was 
placed  within  four  feet  of  the  presiding  of¬ 
ficer’s  table,  and  Joseph  M.  Carney,  one  of 
the  fastest  typewriters  in  the  country,  pro¬ 
ceeded  to  take  the  last  motion  (that  to  ad¬ 
journ)  direct  on  the  typewriter.  Before  it 
had  been  carried  it  was  out  of  the  machine, 
placed  on  the  binder,  the  cover  fastened  on 
with  thumb  screws,  and  as  the  Head  Consul 
declared  the  convention  adjourned,  it  was 
shown  on  the  record  in  long  hand,  and 
when  the  gavel  fell  the  report,  bound  and 
ready  for  delivery,  was  in  the  hands  of  the 
official  reporter,  who  handed  it  to  the  Head 
Consul.  Two  newspapermen  and  the  pri¬ 
vate  secretary  of  the  Head  Clerk  held  stop 
watches  and  these  showed  that  the  record 
had  been  broken  in  a  way  that  defies  any¬ 
thing  of  the  kind  in  the  future. 


* 


In  work  of  this  character,  the  best  short¬ 
hand  writers  are  absolutely  necessary.  Had 
there  been  the  least  hesitation  on  the  part 
of  one  of  the  reporters  in  reading  his  notes, 
the  entire  system  would  have  been  blocked, 
and  it  would  have  been  impossible  for  the 
reporters,  to  recover  the  lost  time.  Abso¬ 
lute  accuracy  was  necessary  and  to  the  boys 
performing  the  work  the  credit  is  due.  At 
one  time,  it  was  necessarv  to  make  each 
shorthand  writer  transcribe  his  own  notes, 
so  great  was  the  rate  of  speed  with  which 
the  law  committee’s  report  was  acted  upon. 
Then  six  typewriters  were  going  at  the 
same  time  transcribing  the  various  relays. 
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THE  WEBSTER  PENCIL  SHARPENER 

No  Business  Office  Should  Be  Without  One 

Is  very  Co7?ipact  and  Durable.  Saves  Timer  atid  Worry. 
Will  do  the  Best  Work  and  is  Most 
Sij7iply  Constructed. 

SENT  ON  ONE  MONTH’S  TRIAL  IF  REQUESTED 

Price  Complete,  S3. 00 

There  are  a  number  of  pencil  sharpeners  on  /  / 
the  market,  but  we  claim  superiority  over  all  /  / 
other  makes  because  our  sharpener  does  //  pjii 
better  work,  makes  no  dirt,  and  the  price  of  the  //  Out 
sharpening  disk,  the  only  wearing  part,  is  /v/  Mail 
less  than  one-third  the  cost  of  similar  parts  s. Webster 

in  other  machines.  .  „oo 

.-yV  332  Congress  St. 

Among  the  special  points  of  advan-  Boston,  Mass, 

tage  is  the  fact  that  all  the  dust  and  sharpenings  are  caught  in  a  dust  SjIC  a  Webster 

chamber  which  can  be  detached  and  emptied  without  soiling  the  fingers,  /C/  is  understood  we  can  re- 

,  .  .  .  , ,  .  •  rr-.!  ,  •  -1  •  1  •  1  <■  1  I  turn  this  in  30  days  if  we  desire 

and  in  an  instant  s  time.  The  sharpening  disk  is  made  of  the  best 

tool  steel,  hardened  by  a  special  process  of  our  own,  and  will  //  Name . 

sharpen  more  pencils  without  dulling  than  any  other  pencil  /^street  and  No 
sharpener  made.  When  this  cutter  is  worn  out  it  can  be  /  / 

replaced  at  small  cost  and  in  an  instant’s  time.  /  /  City  and  State . 


Try  Just  One  Set 


of  Mendenhall  Typewriter  Cushions.  AVe  know  the  value  of  these  cush¬ 
ions,  you  don’t.  It  would  be  unwise  lor  you  to  buy  a  set  for  each  of 
your  many  Typewriters  before  you  knew  the  value  to  a  certainty. 

All  we  ask  is  that  you  try  one  set.  Make  a  practical  test  of  their 
value.  Let  that  test  determine  whether  or  not  j-ou  use  Mendenhall 
Typewriter  Cushions.  If  you  do  not  think  them  worth  the  price,  return 
them  and  we  will  refund  the  purchase  price  in  full,  but  if  they  meet 
your  approval,  let  us  supply  all  your  machines, 

Mendenhall 
Typewriter  Cushions 

will  not  only  reduce  the  noise  to  a  minimum  but  they  will  also  double 
the  life  of  your  machines.  The  reason  for  this  is  easily  explained 
and  quickly  proven. 

A  typewriter  standing  on  a  hard,  unyielding  desk  surface  is  jarred 
and  jolted  every  time  a  key  is  struck,  such  jar  small  in  itself  but  in 
the  total  loosens  and  wears  the  delicate  working  parts,  quickly 
destroying  the  alignment  and  perfect  operation. 


<I0jTflAT/<oi5E!|f;?, 

yr  ijcndenhall  TVpEwmrm 


Mendenhall  lYPtwunTR  CusraoNS 

DEADM77irJY0/3E 


Mendenhall  Typewriter  Cushions  deaden  and  remove  this  jar  and  vibration. 
They  give  an  elasticity  to  key  operation  not  to  be  obtained  in  any  other  way, 
thus  preventing  sore  and  bruised  finger  tips. 

The  peculiar  construction  of  these  cushions  distributes  the  vibration  of  the  ma¬ 
chine  over  a  much  larger  surface  than  the  ordinary  felt  pads  which  go  under  the 
machine  and  on  which  only  the  felt  under  the  feet  of  the  typewriter  receives  the 
jar.  The  balance  of  the  felt  collects  dust  and  paper,  erasures,  and  frequently 
wrinkles  up  interfering  with  the  operation  of  the  keys. 

These  are  our  claims  for  Mendenhall 
Typewriter  Cushions 

We  offer  you  an  opportunity  to  prove  or 
disapprove  these  claims  without  the  small¬ 
est  cost  Just  fill  out  the  attached  coupon 
and  mail  with  sixty-cents  in  coin  or  stamps. 

We  will  send  you  one  set  of  cushions  which 
may  be  returned  if  unsatisfactory.  It  is  not 
this  one  set  that  will  pay  us,  it  is  the  many. 


..^^METAL  DISC, distributing  the  vibration  over 
3  the  TELT  PAD  v^ich  deadens  the  noise. 


Write  for  Circular. 

F.  S.  Webster  Company 

332  Congress  St.,  Boston,  Mass. 


FILL  OUT  AND  MAIL 

F.  b.  V/EBSTER  Company, 

332  Congress  St.,  Boston,  Mass. 
Please  send  a  set  of  Mendenhall  Cush¬ 
ions  for . Typewriter 

(State  make  of  machine) 

Price  prepaid  60c.  Can  be  returned  in 
ten  days  if  unsatisfactory . 

Name . 

Street  and  No . 

City  and  State . 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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(Eamt  in  S^trntt 


Son’t  Fail  to  Arr^pt  ll|ia  ICaBt  Wavh  of  HInutlalion 


N  Friday  and  Saturday,  August  11th  and  12th,  members 
of  The  National  Association  of  Accountants  and  Book- 
Keepers  and  of  The  International  Accountants’  Society 
will  meet  in  joint  convention  at  Detroit.  This  is  but 
one  of  a  series  of  annual  meetings  of  the  former  organization 
but  it  is  the  first  time  that  both  organizations  have  met  together. 
At  this  meeting  the  name  of  the  former  will  probably  be  changed 
to  '‘The  National  Association  of  Office  Men,”  as  more  fully 
covering  its  aims  and  its  membership.  The  purposes  of  the  two 
associations  are  so  akin  to  each  other  that  this  joint  convention 
cannot  but  be  productive  of  gratifying  results.  Membership  in 
the  first  named  association  may  be  held  by  any  office  man  of 
good  standing  and  not  only  is  every  office  man  urged  to  join, 
but  also  urged  to  be  present  at  this  meeting.  If  not  now  a  mem¬ 
ber  send  an  application  for  membership  to  Secretary  Thorne  at 
once,  or  come  to  the  convention  and  become  a  member  at  that 
time.  Vacation  season  is  upon  us  and  on  the  two  days  appointed 
(August  11th  and  12th),  the  time  will  be  divided  between  busi¬ 
ness  and  pleasure.  A  cordial  invitation  is  extended  also  to  the 
wives,  sweethearts  and  daughters  of  visiting  members.  Ample 
provision  is  made  for  both  their  comfort  and  entertainment  as 
those  v/ho  have  had  the  pleasure  of  attendance  at  former  meet¬ 
ings  can  testify.  The  first  day’s  meeting  will  be  held  at  Detroit. 
The  second  day  includes  a  trip  to  that  most  beautiful  and  his¬ 
toric  spot,  Put-in-Bay.  A  special  steamer  has  been  secured  to 
take  visiting  members  for  a  most  enjoyable  trip  down  the  De¬ 
troit  River  and  through  Lake  Erie  to  the  island  above  men¬ 
tioned  where  dinner  will  be  served  at  the  magnificent  Hotel 
Victory.  The  return  trip  to  Detroit  will  be  made  in  time  to 
permit  those  who  wish  to  do  so  to  start  upon  their  homeward 
journey  the  same  night,  but  it  is  well  to  plan  to  remain  over 
Sunday  if  possible  in  order  to  include  a  trip  to  some  of  the 
resorts  within  easy  reach.  Some  of  the  most  beautiful  summer 
resorts  of  the  world  are  to  be  found  within  a  few  miles  of  De¬ 
troit.  Upon  coming  to  Detroit,  come  at  once  to  the  office  of 
the  Association,  61  Fort  Street  West,  where  visitors  will  be  wel¬ 
comed,  registered  and  given  full  details  of  the  program.  Bear 
the  date  in  mind  and  be  with  us  if  possible. 
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PATENTS 

VALUABLE  BOOK  ON  PATENTS  FREE 

Tells  how  to  secure  them  at  low  cost.  ^  How  to  Sell  a 
Patent,  and  What  to  Invent  for  profit.  Gives  Mechanical 
Movements  invaluable  to  inventors.  Full  of  Money-Making 
Patent  Information.  Inventors  Guide  Bookmailed  FREE  1 

O’MEARA  &  BROCK,  Patent  Attorneys 

918  r  St.,  WMhlnKton,  D.  C.  N.  Y.  Office,  290  Broadway,  N.  Y.  City 


YOU  MUST  NOT  MISS  THIS 

Millions  are  being  made  in  the  Real  Estate  Business.  The 
cleanest,  quickest  money  maker.  Get  ‘  Realty  Science”  for 
$1  .00  and  learn  at  once.  Thousands  of  copies  already  sold. 
Get  in  line.  Realty  Science  Publishing  Company 
32  Imperial  Power  Building,  Pittsburg,  Pa. 


GINSENG 


culture  is  the  “only  way”  to 
make  big  money  on  little  capi¬ 
tal.  One  acre  is  worth  $40,000, 
Pays  800  percent  profit  in  4  years 
and  yields  more  revenue  than 
a  100  acre  farm.  Five  years’  experience,  sales  now  exceed  $12,500. 
I  show  you  how  and  pilot  you  to  success.  Write  to-day  for  my  co¬ 
operative  plan.  T.  H.  SUTTON,  950  Sherwood  ive.,  Louisville,  Ky. 


WANTED 


Book-keepers,  Office  men  or  any 
one  interested,  to  act  as  our 
agent.  Terms,  sample  card  of 


pens  mailed  for  6c  postage. 


The  D.  C.  Aaron  Pen  Co.,  Columbus,  Ohio 


PATENTS 


Jos  leaflet  on 


HUBERT  E.  PECK,  629  F 
St.,  N.  W.,  Washington,  D.  C. 

Consulting  Expert  in  Patent  Causes 
—  ■  1^  U.  S.  and  Foreign  Patents.  Send 

••  REJECTED  PATENT  APPLICATIONS.” 


adical  Cure, 
sent  on  Free 
YOU  PAY 

WHEN  SATISFIED.  We  take  all  the  risk. 

B.  BUCHSTEIN  CO.,  608  e,  1st  Av.  S.,  Minneapolis 


RUPTURED? 


Our  I 
Truss 

Trial. 


“SAVE  MONEY  EVERY  DAY” 


Each  unnecessary  stamp 
you  use  wastes  money. 

Use  one  cent  too  little 
and  perhaps  your  package 
won’t  arrive. 

You  can’t  afford  to  guess. 

The  PELOUZE  POSTAL 
SCALES  point  to  the  num¬ 
ber  of  cents  required  the 
moment  the  letter  or  pack¬ 
age  is  placed  on  scale. 


Nutioniil 
I'liion  .  . 

Oulumbiiin  . 
Star  .  .  . 
Crescent  , 


4 

2 

1 

1 


lbs. 

lbs.  2.50 
lbs.  2.00 
lb.  1.50 
lb.  l.UO 


You  don’t  have  to  figure 
— the  scale  does  it  for  you. 


Every  PELOUZE  SCALE 

is  guaranteed  accurate  and 
will  stay  that  way. 

That’s  one  reason  why 
they  received  the 

Highest  Award 

at  the  World’s  Fair,  St. 
Louis. 

Accept  no  substitute. 


Send  for  Catalog  "P." 


Hail  St  Express  10  Ills.  $5.00 


For  sale  everywhere  by 
Leading  Dealers. 


Cummereial  .  12  lbs.  3.75 
r.  S.  .  .  .  4  lbs.  2.50 

Victor  .  .  lbs.  1.75 


PELOUZE  SCALE  &  M’F’G  CO.,  CHICAGO 


TRY  ONE  FOR  TEN  DAYS 


FREE 


Ask  her  how  much  time  it  saves  her  and  how  much  easier  it  makes 
her  work.  Let  her  decision  govern  your  purchase.  Try  one  on 
this  plan.  You  need  not  spend  a  penny — we  even  prepay  express 
charges.  Write  for  circulars. 

Machine  clamp  or  movable  base  supplied  at  slight  extra  expense. 


Automatic  Stand  Company 


62  Wabash  Avenue  CHICAGO,  ILL 


tf! 


The 


One 


and 


Increase  Your  Stenographer’s 
Efficiency 

most  expert  stenographer  equipped  with  a  high-class  typewriter  is  placed  at 
disadvantage  when  required  to  transcribe  notes  from  a  book  inconveniently  located, 
is  compelled  to  assume  an  awkward  position.  Her  work  quickly  becomes  hard 
and  before  the  day  is  over  sheislagging  alongat  half  speed — comparatively. 

The  “Automatic*'  Note  Book  Holder 

will  increase  your  stenographer’s  efficiency  25%.  Will  save  her 
ten  minutes  out  of  every  hour  she  works.  Renders  her  work  ligher, 
and  less  irksome.  Will  constantly  bring  her  copy  book  to  a  point 
directly  before  her  eyes,  giving  her  such  a  full,  clear  view  of  the 
notes  as  to  insure  correct  transcribing.  Can  be  in¬ 
stantly  raised,  lowered  or  extended  to  suit  light 
conditions.  No  eye  strain.  No  sick  headaches,  with 
resulting  indisposition. 

Rests  on  firm  base,  rendering  the  extended  arm  free 
from  vibration.  Remains  solid  in  any  position  to 
which  it  is  adjusted.  Consumes  no  valuable  desk 
room.  Out  of  the  way  when  not  in  use.  Let  your 
stenographer 


Letters  intended  for  publication  in  this  department  mttst  be 
signed  in  full  by  the  ^writer's  name,  not  necessarily  for  publica¬ 
tion  but  as  an  evidence  of  good  faith.  Letters  of  more  than  ^00 
■words  will  not  be  Published  unless  of  unusual  interest  and 
import  to  a  stifficient  7iumber  of  our  readers  to  warrant  the: 
space.  Address  all  communication?,  to  the  editor. 


Accounting  an  Exact  Science. 

BY  A.  J.  NUGENT. 

An  editorial  in  The  Business  Man's 
Magazine  for  April,  referring  to  the 
above  named  subject,  contains  the 
following  sentence,  to-wit :  “The  wonderful 
progress  being  made  b>  American  accoun¬ 
tants  encourages  one  to  believe  that  it  is 
only  a  matter  of  a  few  years  until  the  crys¬ 
tallization  of  opinion  will  result  in  the 
placing  of  accountancy  on  the  same  plane 
with  the  Exact  Sciences.” 

If  such  a  consummation  is  nearing  an  ap- 
poach  to  realization,  it  will  be  in  accord 
with  the  natural  sequence  of  events,  for  in 
human  progress  “every  science  is  evolved 
out  of  its  corresponding  art.”  So  far  as 
relates  to  the  art  or  practice  of  accountancy, 
there  is  no  scarcity  of  “up-to-date”  text 
books ;  and  book-keeping  is  taught  as  con¬ 
ducted  in  the  “very  best  business  houses.” 
Nevertheless  manifestations  are  becom¬ 
ing  quite  obvious  that  the  very  basic  prin¬ 
ciples  of  business  transactions  need  the 
light  of  science — indeed,  :t  will  in  the  near 
future  be  needed  by  the  very  “up-to-date” 
accountants. 

In  the  September  number  there  appeared 
a  communication  from  Mr.  H.  P.  Ashplant 
written  in  the  spirit  of  desire  for  clearer 
vision,  seeking  the  source  of  net  profits. 
That  the  true  significance  of  Mr.  Ashplant’s 
query  does  not  seem  to  be  understood  is 
evidenced  by  the  number  of  replies  pub¬ 
lished,  giving  a  definition  of  net  profits 
rather  than  attempting  a  thoughtful  solu¬ 
tion  of  the  question. 

In  my  letter  in  the  January  (1905)  num¬ 
ber  of  this  magazine  (page  139)  I  had  en¬ 
deavored  to  show  that  tne  source  of  net 
profit  consists  in  the  excess  of  service 
value  given  over  service  value  received.  I 
have  now  before  me  Mr.  Ashplant’s  second 
letter  to  this  magazine  (January  issue)  re¬ 
iterating  his  request.  In  his  second  letter 
Mr.  Ashplant  states  in  part :  “The  question, 
‘Where  do  net  profits  come  from?’  is  to  me 


a  problem  in  accounting  quite  as  desirable 
to  clearly  comprehend  as  in  the  problem 
‘What  does  this  product  cost?’  and  it 
springs  from  a  practical  examination  of 
the  accounts  of  a  very  large  firm  doing 
business  on  a  national  scale,  ‘  and  with  a 
large  foreign  trade.” 

In  my  letter  “to  the  editor”  I  had  en¬ 
deavored  to  show  that  in  all  business  trans¬ 
actions  there  is  an  equality  of  exchange ; 
that  when  merchandise  is  sold  above  cost, 
or  its  face  value,  the  excess  or  profit  rep¬ 
resents  a  service  either  in  labor,  mental  or 
physical,  or  in  the  use  of  capital.  This 
assumption  is  based  upon  the  idea  that  the 
foundation  of  all  wealth — that  is,  the  prim¬ 
ary  cause — is  labor.  This  proposition,  it 
seems  to  me,  answers  the  question  of  Mr. 
Ashplant,  to-wit :  “Where  can  net  profits 
come  from?” 

It  has  been  and  is,  a  subject  of  wonder 
to  the  writer  why  the  creator  of  wealth 
(labor)  is  so  little  understood.  If  book¬ 
keeping 'is  to  be  taught  as  a  science,  there 
must  be  some  law  governing  the  exchange 
of  values  in  business  transactions ;  and 
such  law  must  be  absolute  and  invariable. 
Mr.  Ashplant  seems  evidently  conscious 
that  there  is  some  such  law,  for  in  his 
second  letter  he  pungently  states,  to-wit : 
“And  here  again  the  up-to-date  accountant 
departs  from  the  behind-the-times  book¬ 
keeper  who  does  not  discern  the  different 
values  passing  under  his  notice.” 

The  writer  of  this  article  has  experienced 
great  benefit  as  an  accountant  by  the  intro¬ 
duction  or  recognition  of  the  labor  factor 
in  accountancy.  Its  benefits  in  partnership 
adjustments  can  scarcely  be  overestimated, 
that  is  to  say,  there  are  three  parts  of  the 
ledger  to  be  considered — two  parts  being 
given  to  find  the  third.  Such  parts  consist 
of  the  original  investment,  the  present 
worth  and  the  net  gain  or  loss.  The 
simplicity  of  the  adjustments  are  based 
upon  the  assumption  that  the  difference 
between  the  original  investment  and  the 
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PEN  CARBON 

WHITFIELD’S 


PAPER  COMPARISON 

COMPETITORS 


I  WV- 


CxXZkrtA- 


<h.  Ly 


\iSUw.  — 

The  dividing  line  separates  the  genuine  from  the  counterleit.  The 
photo  shows  a  reproduction  of  the  duplicate  copy  of  a  manifold 
letter  written  with  a  steel  pen.  Note  the  clear  clean  impression  on 
the  left  of  the  dividing  line — its  Whitfield's.  That  on  the  right  is  a 
competitors.  We  will  send  a  sample  to  demonstrate  what  good 
carbon  paper  is  for  pen;  pencil  and  typewriter.  Agents  wanted  in 
territory  not  already  covered.  WIlITFIELl)  CAItiiOK  PAPEH 
WOUKS,  I ‘2:1  Mherly  Street,  New  'Vork. 


GINSENG 


125,000  made  from  half  acre.  Easily 
grown  in  garden  or  farm;  roots  and 
seeds  for  sale.  Send  4c  for  postage 
and  get  booklet  A.  H.  telling  all  about  it.  McDOWELL 
GINSENG  GARDEN.  Joplin.  Mo. 

NEVER. LOSE  KEY  TAG 

Unusually  novel  and  practical.  Only  key  tag  which  makes  It 

-  easy  for  the  finder  to  return  lost 

keys  without  cost  or  Inconven¬ 
ience.  Two  parts  hinged  to¬ 
gether.  Name,  address  and  post- 
l  age  on  Inside.  Finder  simply 
reverses  and  drops  In  nearest 

-  _  - -  —  _  mail  box.  Avoids  necessity  o* 

offering  reward  for  return.  German  Silver,  handsomely  made 
cents  postpaid.  Agents  wanted 

Co  B.  LOCKE  MFQo  CO.,  23  Spiuce  SL,  Kensett,  low* 


mail  box  ORl^ 
u— IPOJT  OFFICE 

postage.  5  AD0RE55 

IN5IDE. 


auTorsTO 


Scarf  Pin  Fastener— everybody  wants  one,  Reliable  and 
quickly  adjusted.  Scarf  pin  slips  through  hole  in 
threaded  rod  and  a  twist  of  the  round  cap  grips  it  tight¬ 
ly  on  pin  (see  illustration).  Positively  prevents  pm 
from  working  up  and  looking  untidy.  The  omy  abso- 
lute  protection  against  loss  or  theft  of  valuable  scarf 
pins.  Most  useful  thing  ever  invented.  10c.  prepaid  to 
any  address.  Money  back  if  not  satisfied.  Agents  want¬ 
ed.  References,  Austin  State  Bank. 

Sterling:  Supply  Co.,  5806  Erie  St. ,  Chicago. 


ADVERTISER’S 
REFERENCE  BOOKS 

OF  AUTHORITATIVE  INFORMATION 

Every  man  regularly  or  occasionally  engaged  in  the  preparation  of 
advertising  matter  has  felt  the  need  of  authoritative  reference  books 
on  the  LXifc.  of  the  subject.  These  books  fully  meet 

Each  is  a  complete  treatise  of  its  subject,  all  the  necessary  data 
being  carefully  tabulated  for  easy  reference. 

PRINTING  TECHNICS 

Illustrattd  Chapters  on:  Determining  Specifications.  Preparing 
the  Dummy,  Laying  out  Paper,  Sizes  of  Type,  Margins,  etc.  Illu¬ 
mination,  Paper,  its  qualities  and  ^f^es' 

Dies  showing  printing  qualities  of  each  grade;  Tables  of  all  ^zes, 
Lst,  etc.;  How  to  Figure  Stock;  about  Ink  and  its  selection;  Bind- 
toS  Ordering  Printing;  Cost  Tables,  etc.,  etc.  $1.00  per  copy, 
postpaid. 


ENGRAVING 


Profusely  illustrated  with  specimens  all  kinds  of  engravings,  easily 
understood  chapters  explaining  the  nature  and  methods  of  making 
each  kind,  cost,  kinds  of  copy  and  howto  prepare  it  for  best  results, 
specimens  different  screen  half-tones,  etc.  Very  complete  and  va  - 
uable  information.  Price  75c  a  copy,  postpaid. 

PROOF-READING 

Explicit  instructions  on  preparing  copy  for  printer,  getting  and 
correcting  proofs;  very  complete  explanatory  tables  of  proof-marks 
and  corrected  proof-sheets;  technical  terms,  tables  to  instantly 
determine  space  required  for  certain  copy  and  complete  rules 
governing  punctuation.  L 

All  three  boohs  at  one  time  to  one  address,  postpaid,  $2.00 

ADVERTISERS’  TYPE  MEASURE 

A  unique  and  practical  help— measuring  Pica  Ems,  Points,  Agate 
Lines^  Nonpareil  Lines,  Brevier  Lines  and  Inches— also  a  simple 
explanation^ of  type  technics  and  table  showing  number  of  words  to 
square  inch  in  given  sizes  of  type.  Postpaid  for  2oc.  Remit  in 
currency  or  money  order  to 

WILLARD  PRESS,  BROOKLYN,  N.Y. 


DAY’S  Whito  Paste 

Pure  white;  can’t  soil  anything.  Never 
sours  or  moulds.  Made  to  stick  and  dots= 
Largest  Jar  and  Best  Paste  for 

Office,  Library 

and  Photos 

On  your  Desk  at  the  Office  and 
at  Home— a  daily  helper.  Brush 
and  Paste  always  soft,  in  our 
improved  jar  and  water-well. 

Day’s  iar^ejar  at  Stationers, 

Cu-culars  rree. 

DIAMOND  PASTE  CD.,  81  Hamilton  St.,  Albany,  N.Yo 


ENNEN'S 


BORATED 

TALCUM 


KeTief 

j^ICKLY  HEAT* 
CHAFING,  and 
SUNBURN, 

"A  little  higher  in  price,  perhaps,  than  worthless  sabsil- 
'stitates,  but  a  reason  for  it.  ”  Removes  all  odor  of  perspi¬ 
ration.  Delightful  after  Shaving.  Sold  everywhere,  or  mailed 
on  receipt  of  25c.  Get  Mennen’s  (the  original).  Sample  Free. 
GERHARD  MENNEN  CO.,  Newark,  N.  T. 


AND  ALL  afflictions- 

OF  THE  SKIN. 


Makes 
fie  nails 
leautiful 
round  & 
smooth 


BEST  EVER  MADE 
A  perfect  manicure 
Quick,  easy, 
simple  and 
strong. 

The  Original, 

made  in  German 
silver,  25c. 

Klip’-Klip  Jr.,  nickeled,  15c.  At  deal¬ 
ers  or  mailed.  Accept  no  substitute. 

As  heretofore,  made  only  by 

ki^ip-klip  company. 

Send  4C.  in  stamps  tor  book,  595  Clinton  Ave.  S., 
“How  to  Care  for  the  Hands.”  Rochester,  N.  Y. 


Send  for  this 

IPrinf  your  own  cards,  circulars,  (&Co  IPress 
*5,  Small  newspaper  press  91 80  Money 
saver.  Print  for  others,  b!g  profits.  Type¬ 
setting  easy,  printed  rules  sent.  Write  t® 
makers  for  catolog,  presses,  type  paper,  &Co 
•ffias  !?R*§8  can  ffiEEiasSf,  cohHo 


MYSPECIALOFFER 


During  the  month  of  August 
I  will  send  to  the  readers  of 
The  Business  Man’s  Maga¬ 
zine,  one  box  (50)  of  my 
Little  Dandy  Cigars,  express 
CIGARS  charges  prepaid  for  $1.75  (regular  price  $2.50), 
This  cigar  is  hand-made  by  skilled  workmen  and  is 
guaranteed  to  give  entire  satisfaction  Offer  expues 
Aug.  31,  1905.  HYLAND  HUGHES,  P.  0.  Box  248,  Millville,  N.  J. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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present  worth  must  necessarily  be  occa¬ 
sioned  by  either  net  service  received,  or 
net  service  given. 

It  is  not  the  purpose  of  this  article  to 
enter  into  any  elucidation  of  principles, 
but  to  lend  encouragement  to  the  editor 
for  his  efforts  to  call  attention  to  the  ad¬ 
vancement  toward  the  goal  of  the  “exact 
science”  of  accounts.  According  to  the 
order  of  progress,  such  a  consummation  is 
inevitable ;  for  the  highest  art  of  every 
kind  is  based  upon  science;  that  without 
science,  there  can  be  neither  perfect  pro¬ 
duction,  nor  full  appreciation. 


To  THE  Editor: — The  undersigned  has 
read  with  rising  indignation  \villiam  Black- 
lock’s  “Creed  of  Power”  in  the  May  issue 
of  The  Business  Man’s  Magazine.  Mr. 
Blacklock  “heartily”  subscribes  to  the  say¬ 
ing  “It  was  a  great  day  for  fools  when 
modesty  was  made  a  virtue.” 

In  reply  I  have  to  say  that  modesty  was 
never  “made”  a  virtue. 

It  antedates  the  creation. 

Modesty  has  always  been  and  wnl  always 
be  one  of  the  highest  if  not  the  highest  of 
human  virtues. 

Practically  every  man  whose  name  has 
become  immortal  achieved  lasting  fame  and 
the  reverence  of  his  fellow  men  through 
self-abnegation  rather  than  self-glory. 

In  the  humbler  walks  of  life,  I  note  that 
the  cream  of  the  ice  crop  is  not  usually  cut 
by  the  hot  air  artist  who  wears  a  red  vest, 
a  checker-board  suit  and  whose  doctrine  is 
the  continual  howl,  “Behold  me  ye  cheap 
skates  !  I  am  the  real  thing !” 

Observation  extending  over  a  period  ot 
30  years  convinces  me  that  the  man  who 
neither  overrates  himself  nor  underrates 
his  adversaries — who  is  modest  in  dress, 
language  and  deportment,  is  invariably  the 
one  who  wins  in  the  long  run.  Mr.  Black- 
lock  says  “I  make  no  apologies  for  egotism." 

None  is  necessary— far  less  would  any  be 
accepted. 

And  meaning  no  disrespect  to  Mr.  Black- 
lock,  I  will  say  that  his  creed  is  the  creed 
of  every  vicious  thing,  hoodlum  and  tyrant 
from  Sam  Parks  down  to  “Putt”  Sandals. 

When  a  man’s  bump  of  self-esteem  be¬ 
comes  so  enlarged  that  he  sneers  at  modesty 
and  at  the  “small  colorless  people”  who  are 
given  more  to  quiet  deeds  than  loud  words. 
I’m  led  to  believe  that  he’s  either  a  tin  horn 


gambler  or  a  political  grafter  out  for  “the 
stuff.” 

Self  praise  is  the  surest  sign  of  mediocrity 
and  incompetence.  Every  long-haired  freak 
who  sells  medicine  from  a  buggy  calls  him¬ 
self  “doctor”  or  “professor.” 

The  same  is  true  of  every  third  rate  music 
teacher,  “painless”  dentist,  chiropodist  and 
horse  doctor — few  of  whom  ever  saw  the 
inside  of  college  walls  and  whose  qualifica¬ 
tions  may  be  summed  up  in  two  words — 
brazen  impudence. 

To  the  truly  gifted — the  pastmasters  of 
achievement  blatant  boasting  is  quite  as 
distasteful  as  unnecessary.  The  thorough¬ 
bred  needs  no  tag  to  differentiate  him  from 
the  plug.  Blood  will  tell  in  horses;  deeds 
in  men. 

Edward  Bok  says  it’s  a  safe  assertion 
that  no  real  gentleman  ever  boasted  of  the 
fact  per  se  and  it’s  a  safe  gamble  that  only 
small  fry  and  charlatans  (or  “pikers”  to 
borrow  a  phrase  from  George  Ade),  ever 
try  to  “butt  in”  to  the  “lime  light”  and  fool 
the  ignorant  by  singing  songs  of  self- 
praise. 

“Pride  goeth  before  a  fall.”  The  egotist 
is  never  taken  at  his  face  value  but  the 
modest  man  is  never  at  a  discount. 

If  there  be  a  business,  industrial  or  rail¬ 
road  corporation  in  the  land  which  encour¬ 
ages  or  even  tolerates  the  disease  of  “swell 
head,”  I  have  yet  to  hear  of  the  fact.  Away 
from  the  poker  table  the  game  of  “bluff” 
won’t  work. 

J.  Charlton  Smith. 


Extracts  From  a  Business  Man’s  Memo¬ 
randum  Book. 

January  4th,  Advertising  for  Young  Lady 


Stenographer  . $  1.50 

January  9th,  Violets  for  New  Stenographer  .60 
January  13th,  Week’s  Salary,  Stenographer  10.00 
January  16th,  Roses  for  the  Stenographer..  2.00 
January  20th  Miss  Remington’s  Salary....  15.00 
January  20th,  Candy  for  Wife  and 

Children  over  Sunday .  ,60 

January  22d,  Box  Bon-Bons  for  Miss  Remj^ 

ington  . . . r  4.00 

January  24th,  Roses  for  Miss  Remington...  3.00 
January  25th,  More  Roses  for  Miss  Rem¬ 
ington  .  6.00 

January  26th,  Lunch  with  Miss  Remington.  3.75 
January  27th,  Salary  Miss  Remington  in¬ 
creased  to  .  20.00 

January  27th,  Theater  and  Supper  with 

Miss  Remington  .  19.75 

January  30th,  Diamond  Ringr  for 

Wifey  . • .  225.00 

January  30th,  Silk  Dress  for  Wife’s 

Mother  .  50.00 

January  30th,  Advertising  for  Young 
3Ian  Stenographer  .  1.30 
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ORANGEINE 

(POWDERS) 

1895  Ten  Years’  Test  1905 


Now  Assures 
Continued  Well  Being 

To  Old,  Young,  Rich,  Poor — 
Relief  from  Pain,  Correction 
of  Ailment,  Betterment  of  Reg¬ 
ulation,  Nutrition,  Better  Blood — 
more  of  it.  Hosts  of  bright  people 
prove  that  Orangeine  Powders 
promptly  dispel,  by  reaching  the 
cause. 

Headache,  Neuralgia,  Colds,  Dyspepsia, 
Indigestion,  (even  stubborn  cases). 
Brain  Fag,  Nervousness,  “Out  of 
Sorts  Condition,**  Offset  Fatigue, 

Chill,  Exposure,  Excess. 

Saves  Hours  and  Days  of 
IVorry,  Pain  and  Illness. 


We  offer  every  business  man  a 
free  box  of  our  clips.  Made  of 
metal  coated  with  strong  adhesive. 
The  Gardner  Metal  Sticker 
Clips  are  very  convenient  for  at¬ 
taching  papers.  Instantly  applied. 
They  lie  flat.  No  edges  or  points  to 
cut,  catch  or  mutilate.  Send  6c  for 
mailing  or  not  as  you  choose.  The 
Gardner  Company,  Box  26, Osage, la. 


|AA  DAnU  TAlifyC  Highest  Wages,  Attrac- 

DvUni  lUWWAO  tlve  Business  openings. 
For  full  Information  write  Geo.  B.  Smith  Agency,  Somerset,  Mich. 


The 


The  famous  Calculating  Machine.  Enthusiastically  endorsed  the 
world  over.  Rapid,  accurate,  simple,  durable. 

“$100.00  would  not  take  it  from  me.  It  Is  all  you  claim.” — B.  A. 
Carver,  Troy  Center,  Wis.  "I  do  not  think  the  $375.00  machine 
can  be  compared  with  your  $5.00  machine.” — R.  G.  Malhiot, 
Avoca,  La.  "Have  found  it  entirely  equal  to  any  of  the  high-priced 
calculating  machines.” — W.  J.  Hirni,  Visalia,  Cal. 

Two  models:  oxidized  copper  finish,  $5  00;  oxidized  silver  finish, 
$10.00,  prepaid  in  U.  S.  Write  for  Free  Booklet  and  Special  Offer. 
Agents  wanted. 


C  E.  LOCKE  M*PQ  CO.,  23  Wainut  suKensetLIowai 


Modern 
Business  Necessity 


%  Paid  on 

Time  Deposits 


Amounts  received  from  $50  to  $5,000.  Draws  interest 
from  date  received.  Interest  paid  each  July  and  January. 
Monthly  Saving  Stock  is  Issued  from  50  cents  to  $200.  6%  paid 
if  withdrawn  before  80  months.  8^^  paid  i  f  carried  for  80  months. 
Organized  1892.  Never  had  a  loss  or  failed  to  meet  an  obliga¬ 
tion.  References:  First  Nat’l  Bank  or  Mercantile  Agencies. 
Write  for  literature.  JEFFERSON  COPNTY  KVILUING  A  LOAN 
ASSOCIATION,  200  N  2tst.  Street,  BIRMINGHAM,  ALABAMA 


Learn  the  Truth 


Do  you  know  . 

that  the  main  cause  of  unhappi¬ 
ness,  ill-health,  sickly  children 
and  divorce  is  admitted  by  physi¬ 
cians  and  shown  by  court  records 
to  be  ignorance  of  the  laws  of  self 
and  sex? 


Sexology 


^  .  ,  Illustrated 

Coniains  in  one  volume — 

Knowledge  a  Young  Man  Should  Have. 
Knowledge  a  Young  Husband  Should  Have. 
Knowledge  a  Father  Should  Have. 

Knowledge  a  Father  Should  Impart  to  His  Son. 
Medical  Knowledge  a  Husband  Should  Have. 
Knowledge  a  Young  Woman  Should  Have. 

Knowledge  a  Young  Wife  Should  Have. 

Knowledge  a  Mother  Should  Have. 

Knowledge  a  Mother  Should  Impart  to  Her  Daughter. 
Medical  Knowledge  a  Wife  Should  Have. 

By  William  H.  Walling,  A.  M.,  M.  D. 

Rich  Cloth  Binding,  Full  Gold  Stamp,  Illustrated,  $2.00 

Write  for  “Other  People's  Opinions”  and  Table  of  Contents. 

PU  RIT  AN  PUB  J  0  „  Dept.  L,  PHILADELPHIA 


Hay  Fever 
Sufferers 


“Stay  at  home— Go  anywhere.’ 

If  you  use  Orangeine  as  directed 
before  and  during  “expected’’  attack. 
Past  six  seasons,  countless  cases  show 

Relief  in  All  Cases 
Gradual  Cure  in  Most  Cases 
Increased  Vitality  and  Health 

Sold  in  10c,  2Sc,  SOc  &  $1.00  Packages 
All  Druggists  or  mailed. 
Orangeine  Chemical  Co.,  Chicago,  Ill. 

If  asked  we  are  glad  to  send  free  one 
1^  25c  trial  package;  full  information— 

“Helpful  Human  Experience”— 

Full  description  of 
composition. 


ORANGEINE 


(POWDERS) 


“Saves  Many  a  Day” 


366 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


HOIt  TO  HASE  KOI  HHfflT 


IN  NATURES 
OWN  WAY 


There  is  no  longer  anj'  excuse  for  any  man  or  woman  to  look  SHORT  or 
STUNTED. 

BY  THE  CARTILAGE  SYSTEM  YOU  CAN  ADD  FROM  2  to  5  INCHES  to 
your  height,  in  a  NATURAL  WAY,  safely,  quickly,  permanently  and  privately  in 
your  own  home. 

It  involves  NO  drugs,  or  medical  treatment,  NO  electricity  or  operation,  NO  hard 
work  or  unpleasant  features,  NO  loss  of  time  and  almost  NO  expense. 

And  while  it  is  increasing  your  height,  it  will  also  give  yon  BETTER  HEALTH, 
greater  energy,  more  nerve  force,  as  well  as  BROADEN  YOUR  SHOULDERS  and 
improve  the  proportions  of  YOUR  WHOLE  FIGURE. 

Haoa  So  Df/vnf  Ask  your  doctor  to  turn  the  X  Rays  on  the  body  of  some  friend. 
Here  Is  rrOOI  Ask  him  to  point  out  the  23  vertebra  sections  of  tlie  back¬ 
bone,  and  notice  the  23  CUSHIONS  of  cartilage  between  each  of  these. 

You  will  find  about  19  INCHES  of  this  cartilage  between  the  head  and  the  feet, 
and  the  doctor  will  tell  you  that  it  is  ELASTIC  and  FIBROUS  LIKE  MUSCLE. 

Now,  by  the  Cartilage  system,  this  Cartilage  is  increased  in  thickness  by  exercise, 
JUST  AS  MUSCLES  ARE  INCREASED  by  exercise,  only  by  the  Cartilage  system 
the  exercising  of  the  cartilage  is  automatic,  with  no  hard  work  and  as  easy  as  rocking 
in  a  rocker.  You  can  increase  the  muscles  in  size  75  PER  CENT.  You  need  increase 
the  Cartilage  in  tliickness  ONLY  15  PER  CENT,  to  add  2^  inches  to  your  height,  a 
very  common  occurence.  „ 

WOULDN’T  YOU  LIKE  THAT  ADDED.  2^  INCHES.  OR  MORE,  or  even 
half  of  it?  You  don’t  know  what  A  DIFFERENCE  it  would  make  in  your  appearance. 

It  would  enable  you  to  see  well  in  a  crowd,  in  churcli  or  at  tlie  theatre;  to  walk 
without  embarassment  with  a  taller  person,  to  dance  better  and  give  you  all  the 
advantages  of  being  well  built. 

more  proof  free— In  order  that  all  short  persons  may  obtain  the  increased 
height  desired,  we  have  printed  a  book  which  gives  SCIENTIFIC  PROOF,  of  how  it 
is  done  and  FULL  INFORMATION  how  you  can  add  from  two  to  five  inches  to 
your  height  in  this  simple,  safe  and  easy  way.  This  bo"k,  together  with  ENDORSE¬ 
MENTS  from  physicians  and  surgeons,  gymnasium  and  military  directors,  schools 
and  colleges,  also  our  GUARANTEE  CONTRACT  binding  all  our  claims  with  a 
forfeit  of  f  1,000.00  to  anyone  will  be  sent  FREE  OF  CHARGE  to  any  short  person 
who  asks  for  it. 

Write  for  it  to-day  even  if  you  are  skeptical.  If  you  are  too  short,  you  cannot 
afford  not  to  ask  for  this  free  book.  It  explains  all.  Simply  address  vour  letter  to 
MR.  K.  LEO  MINGES,  the  inventor,  or  THE  CARTILAGE  CO.,  45  Z  Unity  Bldg., 
Rochester,  N.  Y. 

P.  S.— The  only  reason  that  there  are  not  scores  of  people  advertising  this  siinple 
method,  is  that  the  Cartilage  System  is  protected  by  the  Patent  Office  of  the  United 
States  Government,  and  everv  other  country  .n  the  world. 


WHICH  WILL  YOU  TAKE? 


BUSINESS  ECONOMY 

High  Grade  Business  Problems 
for  High  Grade  Business  Men. 
Course  I.  Executive  Problems 
for  Presidents,  Vice-Presi¬ 
dents,  Secretaries,  Treas¬ 
urers,  Managers  and  De¬ 
partment  Heads.  Lectures 
by  25  prominent  New  York 
business  specialists  and 
business  men.  COURSE  II. 

Modern  Office  Methods  for 
Office  Managers,  Book¬ 
keepers  and  clerks.  Lec- 
tures,  demonstrations. 

Model  office,  card  &  filing 
systems,  special  forms, etc. 

RETAIL  BUSINESS 
MANAGEMENT 

For  Retail  Merchants 
in  all  lines  of  business. 

Modern  equipment  meth¬ 
ods,  arrangement  and 
records.  Detection  ofleaks 
and  prevention.  Under  the  supervision 
of  a  system  specialist  of  wide  experience. 

REAL  ESTATE 

For  Real  Estate  Brokers,  Investors, 
Operators  and  others.  COURSE  1.  Real 
Estate  Problems.  COURSE  II.  Real 
Estate  Law.  COURSE  III.  Office  Prac¬ 
tice.  Valuable  to  those  interested  in  the 
buying,  selling  and  management  of  Real 
Estate.  Over  200  students  the  past  season. 


INVESTMENTS 

For  Investors,  Bankers,  Brokers 
and  others.  A  wide-awake  course 
for  wide-awake  men  1  Under  the 
supervision  of  one  of  New 
York’s  leading  investment 
experts.  Progressive  yet 
conservative.  Not  specu¬ 
lation.  The  wisdom  of 
wise  investing. 

INSURANCE 

For  the  Insured,  Agents 
Brokers  and  all  interested 
in  insurance.  COURSE  1. 
Life  Insurance.  COURSE 
II.  Fire,  Casualty,  Liabi¬ 
lity  and  Credit  Insurance. 
Course  III.  Actuarial 
Preparation.  Under  one 
of  New  York’s  leading 
independent  insurance 
specialists.  Impartial  and  practical.  A 
subject  of  vital  importance. 

AUTOMOBILE  SCHOOL 

Complete  courses  for  owners,  pro¬ 
spective  owners  and  chauffeurs.  A  de¬ 
monstrated  success.  Over  350  students. 
Our  own  garage  and  machines.  Ex¬ 
pert  operators  and  instructors. 


INTELLIGENT  INQUIRY  IS  THE  PUBLIC’S  GREAT  SAFEGUARD 

65  Other  Subjects.  Complete  Courses  in  Business,  Commerce  and  Finance.  Enrollment  1904-5  over  1600  Students. 

Practical.  Operated  on  the  "Know  How’’  plan.  Expert  Management.  Modern  in  Every  Particular. 


Thoroughly 


We  invite  inspection! 
Not  a  Correspondence 
School. 


WEST  SIDE,  Y.  M.  C.  A. 

West  57th  Street,  New  York  City 


Circulars  sent  Free 
on  request. 
Send  a  Postal  Now. 


How  shall  we  Know 
Good  Copy? 


Good  copy  can  be  known  only  by  the  Goods  it 
is  actually to  Sell, — Mr.  Advertiser  ! 
’Don’t  care  how  “Bright,”  how  “Catchy,” 
nor  how  “Attractive”  the  copy  is,  or  is  not. 

What  we  want  to  know  is  how  much  Goods 
will  it  Sell,  per  dollar  of  cost,  through  Retailers, 
or  by  Mail? 

Selling-Power  is  the  only  quality  we  recog¬ 
nize  as  Good,  in  Advertising. 

No  mere  “Keeping  the  Name  before  the  Peo¬ 
ple”  will  satisfy  our  standards. 

No  mere  “Trade  Stimulus”  nor  “General 
Influence  on  Sales”  will  we  recognize  as  real 
Advertising  worth  what  it  costs. 

No  evasion  of  the  Grand  Issue — Salesmanship 
— is  permitted  nor  attempted  in  the  Lord  & 
Thomas  Advertising  Agency. 

The  Ad-smith  whose  copy  won’t  actually  and 
positively  Sell  Goods  enough  to  pay  for  the  Space 
it  fills,  with  a  handsome  profit  on  it  to  the  Man 
who  pays  the  Bills,  is  working  for  some  other 
Agency. 

But  “how  can  we  know  copy  which  will  pos¬ 
itively  sell  goods  before  it  is  published  at  the  Ad¬ 
vertiser’s  expense?” — you  ask. 

H:  *  * 

Well,  this  is  how  we  know  it,  Mr.  Advertiser- 
About  one-fourth  of  the  Advertising  we  place 
annually  is  Mail  Order  Advertising,  for  about  86 
different  clients. 

Every  single  insertion  of  each  Mail  Order  Ad¬ 
vertisement  has  been  keyed  separately,  in  each 
publication.  We  thus  know  precisely  how  much 
each  Inquiry  for  goods  Costs,  from  each  different 
piece  of  Copy,  in  each  Medium. 

This  information  we  record  accurately  in  our 
“Record  of  Results.” 

Then,  we  compare  the  Cost  of  Selling  each 
line  of  Mail  Order  goods  through  the  different 
kinds  of  copy  used,  and  we  find  a  wonderful  con¬ 
sistency  in  the  figures.  _  _  ^ 

■  A  kind  of  Copy  which  produces  Inquiries  at 
low  Cost  for  one  proposition,  we  find  produces 
Inquiries  for  another  entirely  different  proposition 
in  the  same  ratio  of  low  cost. 

And  the  kind  of  Copy  which  Costs  three  times 
as  much  per  Inquiry,  in  the  same  publication,  for 
one  proposition  will,  we  find,  cost  practically  in 
the  same  high  ratio  on  all  other  propositions. 


The  compilation  of  this  data,  covering  a 
period  of  years,  on  a  large  variety  of  Mail  Order 
accounts,  has  given  us  a  reliable  means  of  know- 
ing  just  what  kind  of  copy  Sells  the  most  goods 
for  a  given  investment  in  space. 

It  also  affords  us  a  reliable  ifidex  to  the  rela¬ 
tive  Earning-Power  of  different  publications, 
using  the  same  kind  of  Copy,  at  the  same  period 
of  the  year. 

But,  Lord  &  Thomas  investigation  through 
this  “Record  of  Results”  has  gone  farther  than 
testing  out  Mail  Order  Copy. 

Because,  when  the  qualities,  in  Copy,  that 
produced  consistently  large  Results  in  Mail  Order 
Advertising  had  been  located  and  isolated,  these 
same  qualities  were  then  applied  to  Copy  for 
General  Advertising  of  Goods  to  be  sold  through 
Retailers. 

Our  “Record  of  Results”  thus  shows  that  the 
something  which  made  a  given  kind  of  Copy  sell 
goods  at  lowest  cost  by  mail  also  made  it  sell 
goods  at  lowest  cost  through  Retailers . 

These  qualities  were  Reason- Why  and  Cbw- 
saturated  into  the  Copy,  and  presented 
in  certain  thought-forms  that  strike  the  most 
responsive  chord  with  average  Readers  of  Adver¬ 
tisements. 

The  combination  of  these  qualities,  evolved 
through  our  “Record  of  Results,”  is  a  formula 
as  exclusive  with  Lord  &  Thomas  as  the  formula 
of  the  famous  Liqueur  Chartreuse  is  with  the 
Monks  who  control  its  secret. 

This  kind  of  Copy  we  call  “Lord  &  Thomas’ 
Salesmanship-on-paper.” 

The  relative  Selling- Power  of  each  piece  of 
this  copy  we  can  judge  in  advance,  by  comparing 
it  with  Results  obtained  previously  through  kin¬ 
dred  kind  of  Copy,  used  for  equivalent  Propo¬ 
sitions,  as  registered  and  compared  in  our  ‘  ‘Record 
of  Results.” 

What  this  “Record  of  Results”  means  to 
Advertising  can  be  only  vaguely  suggested  in  this 
article.  But  the  subject  is  fully  and  clearly  covered 
in  our  “Book  of  Advertising  Tests”  which  will  be 
published  June  20th. 

Its  price  is  $5.00  per  copy  to  all  but  General 
Advertisers  and  Mail  Order  Advertisers. 

Any  of  those  two  latter  classes  may  have  07ie 
copy,  free  of  charge,  if  a  request  for  it  reaches  us 
promptly  before  the  limited  edition  is  fully  pledged 


Lord  &  Thomas 

Established  1873 

Largest  Advertising  Agency  in  America 

NEW  YORK 


CHICAGO 
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^  ANOTHER  ^ 
MONTH  GONE  ! 


PRUDENTIAL 


can  help  you  build  that  wall.  It  is  no  idle  catch  phrase  that 
has  inseparably  linked  the  Prudential  name  with  the  rock  of 
Gibraltar.  It  has  the  strength  of  Gibraltar,  and  you  may 
L  well  use  its  resources,  its  solidity,  its  liberal  terms  of  insur-  i 
m  ance  to  safeguard  the  financial  welfare  of  your  family.  M 


THE  PRUDENTIAL 


INSURANCE  COMPANY  OF  AMERICA 

Incorporated  as  a  Stock  Company  by  tbe  State  ot  Hew  Jersey 

JOHN  F.  DRYDEN  Home  Office 

President  NEWARK,  N.  J. 


A  SPECIAL  DEPARTMENT 

is  maintained  by  The  Prudentiai  for  furnishing  infor- 

^  mation  by  maii  to  persons  investigating  and  con- 

templating  Life  Insurance.  We  will  be  pleased 

to  send  particulars  of  any  policy  you  may 

’  wish  if  you  will  inform  us  as  to  the 

any  amount  you  desire  to  invest  each 

shall  X. 

,  Participating  Endowment 

iculars  of  XfoN Prudential 
t  Policies.  t***  two- fold  object 

of  protecting  your  family 
X.  ^^ond  providing  a 
. guaranteed  and  profit- 

^X  Investment 

. Age....  X  X 


Amount 


Name 


Address 


Occupation 


yourself. 


THE  SLICKEST 
PEN 

EVER  MADE 


For  15  Cents,  We 

DIVORCE  YOU 


Send  us  the  15c.  for  30  styles  of 


IMITATED  EVERYWHERE 
EQUALLED  NOWHERE 


FROM  THAT  UNSATISFACTORY 
PEN  YOU  HAVE  BEEN  MARRIED 
TO  SO  MANY  YEARS. 


You  will  receive  the  pens  promptly,  mounted 
on  a  Souvenir  Sample  Card. 


The  Best  Penmen  in  the  World  tell  us  that  we 
make  the  Best  Pens  ever  made. 

Of  course  we  do— people  have  been  telling  us  so 
for  the  last  30  years. 

Are  you  married  to  an  inferior  quality  pen? 


CLUCINUM 

PENS 


MANUFACTURED  ONLY  BY 


The  Turner  &  Harrison  Pen  Manufacturing  Co., 

FALCON  PEN  WORKS  R.  Malpass,  Treasurer  PHILADELPHIA,  PA. 

All  Canadian  Inquiries  Addressed  to 

The  R,  J.  Lovell  Company,  Sole  Canadian  Agents 


56  and  58  Yonge  Street,  TORONTO,  ONT. 


BEWARE  OF 
IMITATIONS 


ACCEPT  NO 
SUBSTITUTE 


Our  Business  Systems  Department 

^You  do  not  have  to  adapt  your  system  to  the 
\ll  Burroughs,  the  machine  adapts  itself  to  your 

system;  however,  good  systems  are  better  with  the  BURROUGHS. 
Completely  economical  systems  are  not  possible  without  it. 

You  may  not  see  how  you  can  use  the  machine. 

Let  us  show  you.  -in-  o 

During  the  past  year  we  have  organized  a  Bupness  bystems  Depart- 

to  educate  our  present  users  and  the  business  world  at  large,^  in 

the  money-saving  work  of  the  BURROUGHS  Adding  and  Listing 

Machine.  r  i  i  .  •  i 

Some  of  the  cleverest  and  most  successful  business  men  m  the  country 

have  helped  us  in  devising  the  forms,  systems  and  short  cuts,  made  possible 

by  the  Burroughs. 

These  are  here  for  your  benefit. 

System  is  the  order  of  the  day,  j  l  * 

But  there  is  a  wide  difference  in  systems— so  many  you  read  about,  m 

practice  become  profitless  red  tape. 

The  profitable  kind  are  hard  to  get. 
Burroughs  y^e  systems  we  will  show  you  are  the 

Adding  Machine  Co.,  kind  in  everyday  use  in  some  of  the  most 

Detroit,  Mich.  successful  houses  ui  the  country. 

It  will  cost  you  nothing  to  find  out  how 
Please  suggest  how  we  can  use  a  a  machine  Can  relieve  Y OU  of  the  drud- 
BURROUGHS  Adding  and  Listing  geiy,  the  worry  of  handling  the  details  of 

Machine  in  the  work  of .  yOUr  accounting  WOrk. 

We  will  gladly  map  out  a  suggestion  on 
,  .  how  to  make  profit- 

■"  ®  able  use  of  the  UXrUIM  ^ 

which  we  now  handle  by  BURROUGHS,  and  ' 

.  furnish  you  with 

It  is  understood  this  request  some  suggestions  aS  tO 

places  us  under  no  obligation  of  forms,  and  effective 

any  kind  whatsoever.  wayS  of  handling 

Name .  your  detail. 

Sheet  Out  the  Form  Today 

City  Burroughs  Adding  Machine  Co. 

State  .  Formerly  American  Arithmometer  Co.,  of  St.  Louis, 

Detroit,  Michigan,  U.  S.  A. 


•05 


E-HFIF!  A  CH.  irniXOR 


CONVENTION  NUMBER 


6rave$’  Primed  index 

MADE  BY 

HALL  &  McCHESNEY 

Graves’ 

Double^ndexed  Diary 

MADE  BY 

HALL  &  McCHESNEY 

Raymond’s 

Labor  Saving  trial  Balance 

*  MADE  BY 

HALL  &  McCHESNEY 

Office  Specialties 

•  ‘  -f- 

MADE  BY  X- 

HALL  &  McCHESNEY 

A 

FULL  DESCRIPTIVE  CIRCULARS  ON  APPLI¬ 
CATION.  THE  BENEFIT  OF  A  QUARTER - 

CENTURY’S  EXPERIENCE  IN  THESE 
LINES  IS  YOURS  FOR  THE  ASKING 


1 

OFFICE  AND  FACTORY  IN  Foreign  Representative 

SYRACUSE,  N.  Y.  0  a.  F.  AMMON,  5  Cross  St., 

Reputation  Worid’wide  Manchester,  England 
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Simplex: 


PRICE  BOOK 


i 


■'* 

t 

'c 


'A 


Ct.  Remember  that  this  eagle  is’  our 
trade-mark.  We  make  every  variety 
of  blank  books  and  are  the  largest 
manufacturers  in  the  country. 


mOST  persons  know  a  thing  or  two  if  they  could  only 
remember  them.  The  only  way  to  be  certain  of 
your  facts  and  figures  is  to  put  them  down  on  paper. 
The  cleverest  device  ever  invented  for  such  jottings  is 

The  National  Simplex  Price  Boole 

It  is  light,  compact  and  inexpensive.  Bound  in  black  cow¬ 
hide  seal,  fully  flexible,  leather  lined  and  flat  opening-.  There 
is  nothing  to  get  out  of  order,  and  they  will  stand  long  and 
constant  usage.  Obtainable  in  14  sizes,  with  plain,  record 
or  price  book  rulings.  Send  for  circulars. 

CL  A  slight  pull  on  one  ring  draws  all 
back,  locking  them  open.  They  can  be 
snapped  together  by  pressing  any  ring. 

NATIONAL 
BLANK  BOOK 
COMPANY  ^ 

HOLYOKE,  MASS. 

FREE — Send  us  the  name  of  your  local 
stationer  and  receive  six  issues  of  our 
bright  little  publication,  The  National. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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The  Increased 
Advertising  Call 
For  Good  W riters 

There  exists  today  in  the  United  States 
a  greater  demand  than  ever  before  for  brainy 
young  men  and  women  who  have  been  train¬ 
ed  to  draw  trade  by  modern  advertising. 
Salaries  $1,200.00  up. 


The  only  real  school  of  advertising  is  the  school 
of  experience. 

Mere  theoretical  instruction  as  commonly  im¬ 
parted  by  others  barely  furnishes  an  index  of  the 
essentials,  wdiereas  the  Powell  System  delves  right 
into  both  analysis  and  practice. 

It  is  this  actual,  practical  ad  writing  that  makes 
my  students  capable  of  filling  good  positions  or 
conducting  their  own  offices. 

Probably  no  other  course  of  instruction  in  any 
line  has  received  such  hearty  support  and  enthusi¬ 
astic  commendation  as  has  the  Powell  System. 

Probably  no  other  course  in  any  line  has 
achieved  a  tenth  in  income-earning  results  for 
its  graduates. 

Look  into  the  achievements  of  my  former  stud¬ 
ents  and  the  reasons  for  their  successes  will  be 
very  plain. 

The  other  day  I  invited  a  gentleman,  who  has 
been  engaged  to  lecture  to  Y.  M.  C.  A.  classes  on 
the  importance  of  better  and  more  thorough  ad¬ 
vertising,  to  call  and  let  me  show  him  the  plan 
and  scope  of  the  Powell  System. 

And  this  was  his  subsequent  statement  in  sub¬ 
stance;  “It  is  real,  practical  instruction.” 

I  showed  him  my  new  text-book  on  advertising, 
“Powell’s  Practical  Advertiser,”  which  cost  me 
nearly  $5,000.00  before  the  first  edition  was  issued. 

Less  than  an  hour  convinced  him  that  this  great 
work  is  in  itself  a  thorough  education  of  the  right 
kind  in  advertising  writing  and  management,  and 
that  it  is  about  fifty  times  as  valuable  as  other 
so-called  correspondence  “courses”  in  advertising. 

And  I  want  the  point  made  doubly  clear  that 
everything  that  can  be  properly  taught  in  books 
will  be  found  in  my  text  works  furnished  students 
free,  instead  of  being  made  up  into  alleged  les¬ 
sons  for  frittering  away  the  pupil's  time  and  mere¬ 
ly  keeping  square  with  the  postal  authorities. 

The  lecturer  was  next  shown  the  actual  corres¬ 
pondence  lessons  and  the  resulting  work  of  stud¬ 
ents  and  his  admiration  for  the  Powell  System 
was  about  complete. 


I  really  have  the  only  true  System  of  developing  ad 
writers  and  managers,  and  to  bring  it  to  its  well-nigh 
perfect  state  has  cost  me  many,  many  thousands  of  dol¬ 
lars  and  long  years  of  the  closest  sort  of  attention  to 
the  individual  needs  of  each  student.  ^  _ 

A  great  deal  of  loose  advertising  has  been  indulged  in 
by  certain  schools  regarding  the  cock-sure  princely  sala¬ 
ries  immediately  awaiting  all  their  students.  This  is  mis¬ 
leading  and  untrue.  _  ^  ,  r 

The  field  is  expanding  daily,  and  it  is  true  that  from 
$25  a  week  up  can  be  earned  by  those  who  quality,  but 
nothing  short  of  a  common  school  education  and  a  good 
set  of  brains  should  undertake  the  work. 

From  the  very  beginning  years  ago,  I  have  declined 
to  knowingly  enroll  those  whose  limited  educations  give 
no  hope  of  return. 

But  I  constantly  urge  brainy  young  men  and  women 
to  take  up  this  great  work  because  the  business  world  is 
eagerly  looking  for  them.  There  is  no  vocation  like 
advertising  for  reasonably  quick  returns,  and  no  method 
of  training  like  the  Powell  System. 

My  two  free  books — Prospectus  and  “Net  Results  — - 
tell  about  possibilities  and  what  qualities  are  expected 
of  the  student  who  seeks  to  double  his  or  her  salary. 
They  also  show  the  business  man  how  he  can  increase 
his  business. 

For  free  copies  by  mail  address  me. 


GEORGE  H.  POWELL 

1559  TEMPLE  COURT,  NEW  YORK 


Arthur  T.  Cole 
Firm  of  Cole-Osborne  Co. 
Whitman.  Mass. 


“ALL  THE  WORK  HE 
WANTS.” 

“We  wish  to  thank  you  for 
the  able  instruction  and  help¬ 
ful  criticisms  which  you  have 
extended  to  us  throughout 
your  course  of  Advertising 
Instruction. 

“Since  finishing  we  have 
been  enabled  to  establish  a 
monthly  advertising  sheet  be¬ 
sides  doing  outside  adver¬ 
tising  work,  the  success  of 
which  we  ascribe  to  the  in¬ 
struction  which  we  received 
from  your  course. 

“Perhaps  you  will  be  in¬ 
terested  to  know  that  we  are 
doing  very  well — all  the 
work  we  want.  The  ‘PowelF 
System  has  started  us  on 
the  road  to  success,  and  we 
stand  ready  to  say  a  good 
word  for  it  whenever  we 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers, 
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The  B-V  Screw  Lock  Binder 

Stands  Alone  Indestructibility 


The  Screw  and  Lever  principle  controlling  this  binder  is  the 
n  •  c  When  locked  the  leaves  are  held  under  even  pressure,  absolutely  fast,  ^.nd  it 
mechanics  alignment.  Four  metal  hinges  connect  each  cover  with 

'tirba^raddi^  lo  the  wearing  qualities  of  the  binder.  The  sinrpUcUy  and  strength  of  .ts 

"“^^^‘^Bindefs  bSu  i’^the 

u80’s™s^^l  in  dailtn''se'rnrrelVrXrhed" ^  Thf rcrenlock' Ledger  courtr?ompari50n. 

Baker- Vawter  Company 

Originators  of  the  Loose  Leaf  System 

350  Broadway,  New  YorK  Tribune  Budding,  Chicago 
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Office  Supplies. 

Carter’s  Ink  .  525 

Consolidated  Safety 


Cook,  H.  C.  Co . 

Detroit  Coin  Wrapper 


Diamond  Paste  Co . 

Fulton  Rubber  Type, 


Ing  &  Pad  Mfg  Co...  553 

Hawkes-Jackson  Co _  513 

Hoskins,  Wm.  H.  Co...  551 


Hunt,  Frank  P .  521 

Iliff  &  Co.,  Jno.  W .  551 

Keller  Ink  Co.,  The 

Robert  .  491 

KImpton,  Ed.,  Inc .  374 
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Mail  Order  Mfg.  Co....  511 

Niagara  Clip  Co .  519 

Numan,  C.  H . 

Rosenthal  Co.,  The....  499 

Rozelle  Mfg.  Co .  543 

Russia  Cement  Co .  553 

Smith,  Chas.  C . 475 

Universal  Package  Tie 

Device  Co .  ^33 

Washburne  James  V...  555 
Webster  Co.,  F.  S .  503 


539 

533 

380 

533 

384 

543 


380 

380 


Paper. 

Weston  Co.,  Byron... 
Whitaker  Paper  Co. 

Pens  and  Pencils. 

American  Lead  Pencil 

Co . 

Blair’s  Fountain  Pen 


Co. 
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Cosmopolitan  Pub.  Co..  377 

Goodwin,  J.  H .  513 

Handy  Publishing  Co.. 

Investor’s  Review  . 

Profitable  Advertising.. 
Realty  Science  Pub. 

Co . 

Ridgway-Thayer  Co... 
Ronald  Press  Co.,  The 

Sweetland,  C.  A . .  394 

System  Co.,  The.  ... 390-395 

Soule,  Geo .  551 

Western  Monthly .  541 

Williard  Press .  394 

Stamps,  Seals  and  Stencils. 

Acme  Stamp  Works...  543 
Dixie  Seal  &  Stamp  Co.  557 

Stationery  and  Printing. 

American  Embossing 


Dixon  Crucible  Co., 

Joseph  .  507 

Glogan  &  Co .  533 

Kegrize  Pen  Co .  515 

Koh-l-Norr  .  559 

Owl  Supply  Co .  386 

Spencerian  Pen  Co .  557 

Swain  Mfg.  Co .  527 

Turner  &  Harrison.... 

3rd  Cover 

Winter,  Louis  . 523 

Publishers. 

American  Industries...  393 
Burrows  Bros.  Co.,  The  497 
Bush,  Andrew  L .  545 


Co. 
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American  Printing  Co..  555 
Electro  Gravure  En¬ 
graving  Co .  564 

Halliday,  J.  W" .  537 

Merit  Press  .  555 

Oval  &  Raster . 493 

Press  Co.,  The .  557 

U.  S.  Souvenir  Post 
Card  Co . 537-557 

Toilet  Requisites. 

Gillett  Sales  Co .  479 

Klip-Klip  Co .  553 

Mennen  Co.,  Gerhard.  ..  565 
Morton  . 


Rex.  Co . 

Sherman  &  Co .  501 

Typewriters. 

Commercial  Typewriter 
. .  565 

Hammond  Typewriter 

Co . 565 

Smith  Premier  ........  566 

Typewriter  Emporium.  565 
Underwood  Typewriter 
. .  566 

Wellington  Typewriter 
Co.  (Lit  Bros.) .  523 

Typewriter  Supplies. 

Clark  &  Zugalla .  389 

Cole,  G.  W.  Co .  517 

Cleveland  Copying 

Bath  Co .  535 

Little,  A.  P .  379 

Neutric  Chemical  Co...  539 
Non-Smut  Carbon  Mfg. 

Co .  513 

Rogan,  John  .  539 

Whitfield  Carbon  Paper 
Works  .  533 

Wearing  Apparel. 

Corliss,  Coon  &  Co.... 
Exchange  Clothing  Co.. 

Goold  &  Co.,  A.  O . 

Norris  Co . 

O’Sullivan  Rubber  Co.. 
Pioneer  Suspender  Co.. 

Stein  &  Co.,  A . 

Shaw  Stocking  Co . 


505 

533 

539 

557 

481 

527 

515 

493 


Work 

an 

Hour 

a 

Day 


IF 


you  work  an  hour  a  day  for  us  you  get  we 
paid  for  it.  Two  hours  will  pay  you  more. 

«  i  We  want  an  agent  in  every  town  in  the  United 

- 


„  States  and  Canada.  No  investment  on  your 

part  except  a  few  moments  of  your  time.  Work  can 
be  done  evenings,  afternoons  or  any  time  when  a  few 
spare  moments  are  available. 

Write  for  particulars  to  Dept.  Ao 

The  Book-Keeper  Publishing  Co,.  Limited 

Detroit,  Micho 


THE  LITTLEJOHN  PENCIL  SHARPENER 

THE  BEST  AMERICA  PRODICES  AND  PERFECTION  ITSELF 

The  LITTLEJOHN  SHARPENER  will  and  no  other  pencil  sharp¬ 
ener  made  can  sharpen  your  pencil  without  breaking  the 
Graduate  the  finest  of  pencil  point.  It  will  sharpen  a  black  or  colored 
crayon  pencil.  Will  not  waste  the  pencil,  and  refuses  to  cut  when  point 
is  complete.  It  can  be  adjusted  to  any  position,  and  screwed  to  bracket 
to  fasten  on  wall  or  partition.  Occupies  less  space  than  any  other. 
Will  accept  and  sharpen  pencils,  graduating  in  sizes  from  a  Dixon  s 

Stenographer  to  their  sketching  pencil  341-342.  _  .  _ 

By  inserting  and  fastening  the  pencil  in  position  simply  turn  the  crank 
and  the  LITTLEJOHN  will  do  the  rest  to  your  perfect  satisfaction. 

TO  ANY  PART 
OF  THE  WORLD 


SAMPLE 
BY  MAIL 


$2.50  EACH 

WRITE  FOR  QUANTITATIVE  PRICE 

EDWARD  KIMPTON,  Inc.  Sole  Agents,  60  John  St..  NEW  YORK 


Patented 
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^//oToo^barHS 

MAPS. 

I 

SgSfi 


riiui 

pay  roll  binder  ’ 

bill  &  CHARGE  BINDER 
minute  book 

SIGNATURE  BOOK 

ledger 
CASH  BOOK^ 

JOURNAL 
CATALOG  COVERS 

all  KINDS 


Every  User  of  the 

Tengwall  File 

Is  his  own  Loose  Leaf 
Manufacturer 


Patented  June  2nd,  1891 

A  ll  infringers  will  be 


Light  Punch— Style  “A” 


The  Tengwall  File  with  the  Tengwall  Desk  Punch  offers  all  of  the  advantages 
which  any  Loose  Leaf  System  affords  and  may  be  used  for  a  greater  number  of  prac¬ 
tical  purposes  with  a  greater  economy  of  time,  money  and  annoyance  than  any  other 
'  office  device. 

CE.  The  Tengwall  File  is  furnish¬ 
ed  with  hinged  or  divided  back. 
Curved  metal  prongs,  one  pair  on 
each  side,  hold  the  sheets  as  firmly 
as  in  a  bound  book  and  in  perfect 
alignment.  The  pressing  of  a 
thumb  spring  opens  the  file,  mak¬ 
ing  it  possible  to  insert  new  leaves 
instantly  or  remove  old  ones  with¬ 
out  disarranging  the  others.  Close 
the  file,  it  locks  automatically, 

C,  The  Tengwall  File  is  the  hand¬ 
iest  file  for  reference.  There  is  no 
dead  matter  to  finger  over.  The 
contents  may  be  classified  numer¬ 
ically,  alphabetically,  or  by  any 
other  method  desired. 

€,  Tengwall  Files  are  made  in 
ten  sizes,  carried  in  stock  for 
prompt  delivery.  Special  sizes  fur¬ 
nished  on  short  notice. 

Tengwall  Desk  Punches  are  sup¬ 
plied  with  proper  guage  to  fit  prongs 
of  files.^  Light  Punch  Style  A,  nick¬ 
eled,  with  base  of  polished  veneer 
B...,  ....  wood.  Punches  1  to  6  sheets  in  one 

ui  1.  c  ,  operation.  Heavy  Punch  Style  B, 

neat  and  durable,  based  of  hard  wood.  Over  half  a  million  Tengwall  Files  now  in 

use  in  the  U.  S.  and  Canada.  Sold  by  Leading  Stationers  everywhere  or  through  the  Manufacturers. 


TENGWALL  FILE  AND  LEDGER  CO. 

Ravenswood  Station,  CHICAQO,  ILL. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Arthur  P.  Servo»^ 

Amsterdam,  N.  Y. 

I  am  very  much 
pleased  with  the 

Course  in  Systematiz¬ 
ing.  Your  lessons  re¬ 
quire  one  to  study 
their  own  business, 
and  methods  of  trans¬ 
acting  business, 

Your  lessons  have 
been  very  helpful  to 
me  as  I  am  learning, 
through  your  instruc¬ 
tion,  how  to  look 
after  the  details  of  a 
business.  I  do  not 
believe  there  is  a 
business  which  could 
not  be  improved  by 
following  the  sugges¬ 
tions  in  your  instruc¬ 
tion  booklets. 

C.  H.  Thorp. 

Alexandria,  Ohio 

I  think  the  System¬ 
atizing  Course  is  very 
valuable  to  anyone 
interested  in  business. 
Besides  the  facts 
learned,  it  gets  one 
interested  in  being 
systematic,  and 
shows  the  “  reason 
why”  for  everything 
it  teaches. 

H.  E.  K'Burg. 

M2r.  Business  Systems 
Dept.  Burroughs  Adding 
Machine  Co. 

Detroit.  Mich 

I  consider  the  course 
a  very  practical  one 
and  am  sure  that 
when  business  men 
realize  the  advantages 
of  such  a  course  of 
study,  you  will  meet 
with  great  success.  If 
I  could  have  had  the 
benefit  of  your  prac¬ 
tical  course  of  instruc¬ 
tion  when  I  first 
started  to  learn  sys¬ 
tematizing.  I  could 
have  reached  my 
present  position  sev¬ 
eral  years  earlier. 


H.  E.  Ruehr, 

Gen’l  Merchandise 
New  Washington.  Pa. 

I  want  to  assure  you 
that  I  appreciate  your 
course  very  much.  It 
is  proving  itself  to  be 
indispensable  to  my 
future  success.  I  am 
determined  to  com¬ 
plete  it,  and  I  thank 
you  very  much  for 
your  explanations. 


Young  Man,  Study 

Systematizing 

and  earn  this  Certificate  of  Efficiency.  You 
can  get  it  by  completing  our  Individual  -H-orne 
Study  Course  in  Systematizing.  The  course  will 
teach  you  how  to  apply  the  principles  of  correct 
business  system  to  every  department  of  the  bus¬ 
iness-  how  to  discover  and  stop  the  little  leaks 
through  -  which  the  profits  are  lost;  how  to 
become  a  successful  buyer;  how  to  plan  the 
best  sales  system  for  your  house  ;  how  to  care 
for  all  of  the  details.  The  certificate  means 
that  you  have  mastered  the  Scte?ice  of  Business 
— that  you  have  learned  how  to  handle  the 
work  of  the  man  above  you  that  you  are 
capable  of  filling  a  better  position. 

Our  method  of  instruction  is  practical ;  it  is  personal 

*o  YOU.  The  instruction  books  teach  you  to  analyze  the  requi^ments 
every  department  of  any  business,  and  how  to  meet  them.  You  are 
asked  to^  demonstrate  your  knowledge  by  applying 
taught  to  your  own  business.  Your  answers  are  personally  le- 
viewed  by  the  examiners  —  they  point  out  the  defects  and  ug 
ge7 improvements  in  your  systems.  The  result  is  a  system, 
perfectly  fitted  to  your  business,  worked  out  with  the  aid  of 
System  Experts  of  long  experience. 

Cut  out  the  coupon  —  send  it  to  us  to-day- 
learn  how  you  can  prepare  for  advancement. 

International  Accountants’ 

Society,  Inc. 

49  W.  Fort  St.  Detroit,  Mich. 


W,  R.  Taylor. 

Sec.-Treas. 

Truitt-Silvery  Hat  Co. 

Atlanta,  Ga. 

If  the  remaining 
lessons  are  as  inter¬ 
esting  and  full  of 
"matter  for  thought” 
as  this  one,  there’s 
no  doubt  of  my  get¬ 
ting  my  "money’s 
worth.”  While  1  have 
read  your  first  In¬ 
struction  Booklet 
carefully  several 
times,  I  think  it  is  a 
book  to  be  read  sev¬ 
eral  times  more  be¬ 
fore  all  the  facts 
therein  can  be  fully 
grasped  and  become 
uninteresting.  I  shall 
keep  it  before  me 
throughout  the  course 
and  hope  to  profit  by 
same. 

H.  C.  Hungerford, 

Poquonock.  Conn. 

I  think  it  is  an  ex¬ 
cellent,  as  well  as  in¬ 
teresting  course  for 
either  young  or  old 
ambitious  men,  wish¬ 
ing  to  learn  new  and 
easy  methods  for  con¬ 
ducting  the  business. 
The  knowledge 
gained  from  this 
course  could  certainly 
be  used  t9  advantage 
in  any  line  of  busi- 
ness. 

Of  course  it  takes 
time  and  a  lot  of  hard 
study,  but  I  don’t 
think  any  student 
would  regret  this  in 
the  end. 


and 


BM  95 


Tell  me  how 
your  course  in  sys¬ 
tematizing  will  bene¬ 
fit  me. 


Occupation.... 

Name . 

Address . 

. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Every  year  the  periodical  field  is  signalized 
by  some  magazine  taking  prominence  by  leaps  and 

bounds— This  Year  It  is  cosmopolitan  i 

300,000  August  copies  “sold  out”  in  eight 
days— 325,000  for  September,  first  edition 

10  cents  a  copy 

1789  Broadway,  New  York 
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CL.  The  true  test  of  a  system  is  its  efficiency  in  actual  operation.  By  this  test  The 
Improved  Balance  System  of  Cost  Accounting  is  found  simple-effective-economical. 
If  you  want  to  know  how  to  adapt  such  a  system  to  your  factory,  send  us  the  coupon. 


K.K.  WMJTE.JR.F^ES'r. 


F,  J.  HOAG.  V,  PwES'T 


J  R.  HAReeCH  StcyT^fAS. 


POR  eUTTtR  LAffD.SAUSAGC.JfUY.JAM.rRUrr  eUTTtRS. 
DRIED  AHO  OESSICATEO  FRUITS.CONrCCTlOHERY.HOREV.TEA. 
COPftE.SPICES.BAKJIIG  ROWOEH  ARO  SOOA.ORUGGJSTS 
SUNORlES.SALT.CMEMtCALS  AND  PAIHTTOBACCO.PRESCRVES 
•  -  VEAST,  PURE  fOODS.CTC  ETC. 

SPECIAL  CANS 


July  ,C ,  IPO 5 . 


i  *'5.  ' 


J.  B.  Griffith,  '• 

■  International  .Accountant ' s ■  See. , 

;  .  ■  Detroit,  Ili’chigan., 

■Dear  Sir:-  '  ^ '■  '  ■■ 


-V  .  ■■  ^  ‘  -  t,  .  ■  -  -  ■  ■ 

■  -  '  '  '  It,  hac  ■been'  some'. eight  moiiths:  now  .since  yoxi  install- 

ed  for  UE  your  efficient  Improved  Balance  Systen  of  CO'St .Accounting. 
Since-'  itc  injit'allatlon,  thic'-  ayteii!,  has.  teen  wonting'  so'  sKeothly,.''t'^':t'- ' 

.and  "beautiful ly  that  I  feci  constrained  to  tell  you. 'about  it t'S' .  ’ '  ■  tj 


..  When  a.  r.ianufactx.irer  cones  to  the  conclusion  that  ,  . - 
a  one  '.sort  %f  a  systep.  is  .needbd  ,•  ;tho  di*cad  of  cessation- of  business’ 
'tbaymgll, .  disiniptioji  of  -  old  rsetho'ds',  'also  the  ,  fear '  of  getting  in  too  ; 
nuclv  sy 55 toia, .  generally ’  delays  this;,  tiost  important  step.  G'enerally.' ' 
spoa.tihg  ho  ha55  good' caiisc  , for  his.dresd  and  fear.  ■■  .  .  ■ 


.  A-t  our  reqxiest  you  and  Mr.  .Thorne  cane  here,  took  - 
..■-cvA-  up^  very  little-  of  my  tine  or  that  of  the  hc.ads  of  the  dopartnents.,  ' 

'  ■  subi~Kltted'-a..nd  -  put  i’l  actual  operation  your'  simple  .  balance,-  sy-ston  -  “ 

.of  .cost53  which  so  nicely ..Interfittod  ','/ith  O'ar  former  methods  that 
the.  chahge  was' hai'dly  perC£)ptible',-  o.xcept  to  the  laggard  or  Uro ,  ■ 
the-' extravagant  onp.  -I 

■  ...r.  .  Thi.s..  systen  . has  bro’oght  to  the  center ;  every  radiuti 

"'■V  -df  detfiil,  bringing  o’ut  in’ bold. 'relief. -ill  dcfect.s  and  slicTv'ing"' 
inimedlately  the  remedy  there-ror.  .  .  . 

.The,  moat  satisfactory '  part  of  'the  wh.ole.plan  is;  .tha 
'HO  are  not  -  over-systematized,'  as  .sc  fr'equcmtly  happens..  •'iVe,  have 
n,pt  over-burdened  our  fi'ies  with  upole53s  'dfrta,--sve  hav5>,- endrrgVr  to  ■  ■.:-' 
give  us.  all  nece:;'..sary  information  and  no, more.  .ci  ^ 


To  the  man  who  bears  the,  brunt  o,f  the  '  fray  your 
-system  means  that  he  shn'il  go  home  every  night  c.are  frec^  a'>'’d:  5”ith 
the.  absolute  knowledge  that  everything  Is  right,  rather  than  -.to;: 
bear  his  'burden  -for  twenty-fo5.ir  hotxrs  in  the  day.  . 

For  his  own  be’-ief it '  I  wish  that  every  business  .hah-' 
would,  get,  an  ink'ling  of  y.our  systsim.,  'for ,  the,  benefits.  accxa.i,ing  .■  -^n;- 
tc  him  would  then  -become  self  aT^pa-f'enti  -  ■  '  '  ■'  ■  . 

HKW=B  :  ■-:'>  . .  ■ 

/  Tours  very  trixly, 


..  .  '.M 


THE  INTERNATIONAL  ACCOUNTANTS’  SOCIETY,  Inc.,  49  West  Fort  St.,  Detroit,  Michigan 

Gentlemen: — Without  obligating  myself  I  would  like  to  know  about  your  System  of  Cost  Accounting 

Name . Position . 

Employed  by . Business . 

Street . Town . State . 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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waeE  tthey  mse  any  of  the  LITTLE  BrandSo  It  Si 
IbetteiP  to  get  results  than  to  get  fired — "most  any 
Stenographer  will  admit  thato  Some  Stenographers  say 
©tar  Ribbons  and  our  Carbon  paper  help  them  keep  Jobs 


COBWEB 

SATIN 

FINISH 

GOLD 

SEAL 


CARBON 


COPIES 
CLEAR 
DOESN’T 
BLUR 
DON’T  FADE 


Cheap  material  does  Just  what  Its  name  IndicateSo  "^ust 
as  good  as  LITTLE’S"”  means  that  they  are  not  “just  as  good,” 

You  don't  hear  us  saying  “just  as  good,”  We  don’t  have  t© 

°°  SECRETS*"  for  Stenograpiiers  SENT  FREE 

A.  P.  LITTLE 

NEW  YORK— 261  Broadway  CHICAGO— 100  Jackson  Blvd. 

PHILADELPHIA— 105  S.  EleTcnth  St.  PITTSBURG— 420  Fifth  Av®, 

LONDON^  ENG.-28  Batinshall  St.  TORONTO-4S  Adelaide  St.  B, 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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USE 


WESTON’S 

LEDGER 

PAPER 


MADE  BY 

BYRON  WESTON  COMPANY 

DALTON,  MASS. 


ONLY  $2.00  PER  100 

The 

“COMMON 
SENSE” 
Travelers’ 
Expense 
Books. 

The  Cheapest  and 
Best  Books  in 
the  market. 

Traveling  Men, 
Book  -  keepers, 
Business  Men 

all  like  them. 

PRICES Weekly  Common  Sense  Expense 
Books,  per  100,  $3 ;  Monthly  Common  Sens* 
Expense  Books,  per  100,  $4. 

Samples  free  upon  application, 

E.  H.  Beach,  Pub.,  Detroit,  Mich. 


INTERNATIONAL  EDITION 

PROFITABLE 

ADVERTISING 

The  November  number  of  Profit¬ 
able  Advertising  will  be  an 
International  Edition,  devoting  a  large 
amount  of  space  to  a  consideration  of 
the  progress  of  the  art  of  publicity  in 
Great  Britain,  France,  Germany,  and 
the  United  States,  and  to  a  discussion 
of  the  opportunities  presented  by  those 
countries  from  the  manufacturer’s 
standpoint. 

The  publication  of  the  International 
Edition  will  be  the  most  notable  enter¬ 
prise  in  the  history  of  advertising 
journalism. 

It  will  also  be  exceptionally  valuable 
to  the  American  manufacturer  who 
desires  to  extend  his  trade  in  foreign 
lands,  and  to  the  foreign  manufacturer 
who  wishes  to  invade  the  American 
market,  treating  of  the  conditions  that 
exist,  the  obstacles  to  be  overcome, 
and  the  methods  to  be  pursued. 

The  articles  will  be  contributed  by 
men  of  large  experience  both  at  home 
and  abroad— men  who  have  studied  the 
situation  in  their  respective  fields  of 
work,  and  who  are  thoroughly  qualified 
to  handle  the  subject  in  an  authorita¬ 
tive  and  eminently  practical  manner. 

Price,  25  cents  a  copy.  Orders  for 
copies  should  reach  us  early,  as  the 
edition  will  be  quickly  exhausted. 

As  an  advertising  medium  the 
International  Edition  will  be 
especially  profitable  for  those 
who  desire  to  reach  the  world’s 
largest  users  of  all  kinds  of 

Advertising  Space 
Agency  Service 
Business  Systems 
Advertising  Devices 
Engraving,  Printing,  etc. 

A  booklet  containing  further  par¬ 
ticulars  regarding  the  International 
Edition  will  be  sent  free  on  request. 


PROFITABLE  ADVERTISING 

140  Boylston  St.,  Boston,  Mass. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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THIS  BOOK  IS 
FREE  TO  YOU 

THOUGH  IT'S  PRICE  IS 

$1.00 


IT  contains  160  pages  (5x7  in.)  of  the 
concentrated  business  experience  of 
a  hundred  successful  business  men. 
Read  it  and  it  will  save  you  ten  dollars 
worth  of  time  for  it  contains  scores  of 
short  methods  and  easy  ways  of  doing 
the  things  you  are  spending  most  of  your 
time  upon  every  day.  The  men  who 
originated  these  short  cuts  get  $25.00  to 
$50.00  a  day — their  experience  here  costs 
you  nothing — not  a  penny. 


HOW  TO  GET  IT  FOR  NOTHING 

— ORDER  A  YEAR’S  SUBSCRIPTION  TO — 

The  Business  Man’s  Maga¬ 
zine  and  The  Book-Keeper 

It  will  cost  you  One  Dollar  (and  it  alone  will  be  the  best  in¬ 
vestment  you  ever  made)  and  you  will  get  “Business  Short 
Cuts/’  bound  in  Art  Boards,  postpaid,  absolutely  free.* 

THIS  IS  TWO  DOLLARS  FOR  ONE 

The  Business  Man’s  Magazine  and  The  Book-Keeper  is  a  business  magazine,  full  of 
solid  meat  for  the  book-keeper,  cashier,  proprietor,  superintendent,  stenographer, 
office  boy  or  clerk.  You  have  only  to  glance  at  the  copy  where  this  appears  to  be 
sure  of  that.  Sign  the  coupon  and  mail  it  to-day  with  one  dollar.  Do  not  delay  as 
the  edition  of  these  books  is  limited  and  you  will  regret  it  if  you  do  not  accept 
this  chance  to  get  a  free  copy. 


To  The  Book-Keeper  Publishing  Co.,  Ltd.,  Detroit,  Mich. 

I  enclose  $1.00,  enter  my  name  as  a  subscriber  to  The  Business  Man’s  Magazine  and  The 
Book-Keeper  tor  the  current  year,  and  send  me  Absolutely  Free,  and  postpaid  one  copy 
“Business  Short  Cuts.” 

Name . 

Address . 

Town . State . 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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And  Let  Us 
Show  You  ? 


Will  You  Invest  a 
2c.  Stamp 


Hard'Worked,  Under-paid  Clerks  and  Book-keepers,  Do  You 
Want  a  Better  Position—More  Money—Better  Prospects? 

Mail  This  Coupon  To=-day==Fill  It  Out  Fully 

The  International  Accountants’  Society,  Inc. 

Detroit,  Michigan 

You  may  “show  me.”  The  information  here  given  is  confidential  and  is  not  to  be  com¬ 
municated  to  anyone.  Send  me  your  information,  If  I  am  not  interested  I’ll  say  so— but  I 
put  myself  under  no  obligation  whatever.  This  is  to  be  thoroughly  understood. 

Name  - - - — - — - - - - - 

Address - - - — - - " 

Town  and  State - — - - - - 

I  am  at  present  a - — - - - - 

_ _ _ I  would  like  to  get  a 

better  salary  as  a  - - - — - - - - - , 


Please  mention  The  Business  Man's  Magazine  when  writing  to  advertisers. 
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STANDARD  OUTFITS  SHIPPED  ON  APPROVAL 


THE  RAZALL  LOOSE  LEAF  SYSTEM 

HAS  MANY  FEATURES  OF  VALUE  BOTH  TO  EMPLOYER  AND 
EMPLOYE  — IT  IS  WORTH  A  CAREFUL  INVESTIGATION. 

You  will  find  it  saves  time  and  money  to  build  your  account  system 
with  the  Razall  Loose  Leaf  System.  No  dead  wood  to  clog,  no 
time  lost  searching  for  scattered  accounts.  Every  moment  counts 
for  something  when  using  a  Razall.  The  work  is  done  in  half  the 
time  at  half  the  expense  required  by  the  old  methods.  Bills  and 
statements  out  on  time  with  no  extra  work. 


;.75 


For  the  Razall  Soecial  Complete  Outfit, 
consisting  of  Ledger,  Transfer  Ledger,  two 
Index  Sets  and  500  Best  Quality  Leaves. 


Ask  for  our  Booklet  Systematic  Accounting  sent  free  for  the  asking.  It  will  tell  you 
how  easily  our  system  can  be  adapted  to  your  business.  Ask  for  edition  “  C.” 


THB  H 

40S— 407  East  W'ater*  St., 


a.  MPQ.  CO. 

IVIilwaLikee,  Wisconsin. 


Canadian  Manufacturer,  CHAS.  F.  DAWSON,  1813-1815  Notre-Dame  St.,  Montreal,  Can. 


EUREKA 


ADDING 

MACHINE 

CARRIAGE 


Patented  May  10, 1901,  No.  759,289 


Price 


.00 


F.O.B. Detroit,  Mich. 


For  Adding  Machines 
or  Typewriters — The 

Operators  Comfort; 
The  Machines  Protec¬ 
tion. 

Can  be  wheeled  to  any 
place  or  position. 

The  wheels  are  rubber 
tired,  hence  there  is  no 
jar  to  disturb  the  intri 
cate  mechanism  of  the 
machine. 

THE  FRAME  WORK 
is  copper  oxidized  and 
the  table  quarter-saw 
ed  oak  nicely  polished 


Will  be  sent  on  thirty  days 
trial — to  be  returned  at  our 
expense  if  not  entirely  satis¬ 
factory. 


ADDRESS  ALL  CORRESPONDENCE  TO 


Eureka  Adding  Machine  Carriage  Co., 


DURAND,  MICHIGAN 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Price  ^152 


MR.  LAWSON^S  FIGHT  AGAINST  CORRUPTION 

in  high  finance  has  become  a  National  question.N  This  volume  contains 
Mr.  Lawson’s  epoch-making  story  up  to  and  including  « The  Crime  of 
Amalgamated.”  It  has  stirred  the  country  as  nothing  has  done  since  the  pub¬ 
lication  of  “Uncle  Tom’s  Cabin.”  At  all  Bookstores.  Ready  September  15th.' 

ORDER  YOUR  BOOK  NOW 

THE  RIDGWAY-THAYER  COMPANY,  Publishers 
UNION  SQUARE,  NUW  YORK  CITY 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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EVERY  BOOK-KEEPER 

SHOULD  POSSESS 


The  Complete  Accounting  i 

Library  | 

Do  not  pass  this  by  because  of  the  expense,  as  the  Library  can  be  secured  any  time  on  our 

EASY  PURCHASE  PLAN 


The  selection  of  text  books  included  in  the  library,  covers  the  whole  field  of  up-to-date  account¬ 
ing-,  leading  from  the  first  principles  of  book-keeping' to  the  most  advanced  work  They 
coyer  modern  corporation  and  stock  company  accounting,  commercial  law,  and  the  latest 
information  on  the  subject  of  cost  records  in  manufacturing,  a  subject  with  which  all  book  keepers 
are  now  required  to  be  acquainted  in  order  that  losses  may  be  promptly  detected. 


LIST  OF  BOOKS: 

zation,  Comparative  and  Departmental  Rec¬ 
ords,  Columnar  Account  Books,  etc.,  etc. 

Time  Record  and  Pay-Roll  Systems.. .$  .50 

Numerous  illustrations  of  Time  and  Pay-Roll 
Books  and  Card  Systems. 


Vp-to>Date 

Accounting  and  Book-keeping 

Thorne’s  20th  Century  Book-keeping 
and  Business  Practice . $3.00 

The  latest,  best  and  most  practical  text-book 
published  on  the  subject. 

Soule’s  New  Science  and  practice,  of 
Accounts .  4.00 

Expert  Book-keeping .  3.00 

Short  Methods,  Proving  -Work,  Locating 
Errors,  Opening  and  Closing  Books,  Partner¬ 
ship  Adjustments,  Special  Systems,  etc.,  etc. 

Business  Short  Cuts .  1.00 

Short  Cuts  and  Pointers  for  everybody. 

Corporation  Accounting 

Keister’s  Corporation  Accounting  and 
Auditing . 4.00 

Corporation  Stock  Books,  Formation  of  Corpo¬ 
rations  and  Trusts,  Consolidations,  Bond 
Issues,  Sinking  and  Reserve  Funds,  Corpora¬ 
tion  Law,  Difficult  Entries,  etc.,  etc. 


Pointers  for  Stockholders . 50 

The  Credit  Man .  2.00 


The  only  publication  on  the  subject  of  the 
Credit  Man’s  duties  and  opportunities. 

Special  Business  Systems 

Accounting  Systems  for  the  Wholesale 


Grocery  and  Hardware  Businesses. ..  .50 

Accounting  for  Department  Stores . 50 

Accounting  for  the  Retail  Business . 50 

The  Voucher  System . 50 


All  profusely  Illustrated.  Include  Sectional!- 


Cost  Accounting 

Hall’s  Manufacturing  Cost .  2.00 

An  exposition  of  the  general  principles  of  cost 
accounting  and  how  they  may  be  adapted  to 
the  requirements  of  different  industries. 

Business  Mathematics 

Soule’s  Philosophic  Practical  Mathe¬ 


matics .  5.00 

Contains  solutions  of  thousands  of  business 
problems  extending  over  the  whole  field  of 
commercial  experience. 

Averaging  Accounts . 50 


The  book-keeper  will  be  glad  to  have  this 
book  in  his  library  when  called  on  for  com¬ 
plicated  equations. 

Checking  or  Proof  Systems 

The  Detroit  Book-keeper’s  Balance 

System . 50 

How  to  do  Without  a  Trial  Balance . 50 

All  kinds  of  methods  of  proving  work  on  ac¬ 
count  books  are  explained  and  illustrated  in 
these  two  text  books. 

Auditing 


Duties  and  Procedure  of  Auditors . 50 

A  valuable  treatise  on  the  work  required  of 
accountants  in  cases  of  Amalgamation  or  Con¬ 
solidation  of  Corporations. 

Science  and  Practice  of  Auditing .  1.00 


Total  Value,  $30,00 

«  To  approved  purchasers  we  will  furnish  this  complete 
OPcCldi  v^IICxS  *  Accounting  Library  for  Only  $24  00.  payable  $2.00 
■■  '  ■  _  down  and  $2.00  monthly  until  full  amount  of  purchase 

has  been  paid.  The  Library  will  be  forwarded  (express  prepaid  within  the  limits  of  U.  S.  and 
Canada)  immediately  on  receipt  of  first  payment.  Should  any  purchaser  already  possess  one  or 
more  of  the  above  listed  text  books  he  may  deduct  from  amount  of  contract  80  per  cent,  of  list 
price  of  such  books. 


The  Book-Keeper  Publishing  Co,,  Ltd. 

Book-Keeper  Building,  DETROIT,  MICHIGAN 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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S  O  IVI  ET  H  I  rv  G  IVEW 


OWL  PENHOLDERS 

7S  cents  a  gross 

The  inventor  has  succeeded  in  producing  a  penholder  that 
•will  hold  the  pen  firmly  and  yet  be  sold  at  a  very  low  price. 

The  mechanism  of  the  “Owl  Penholder”  is  simplicity  itself. 
That  which  in  others  is  the  wooden  portion,  in  the  “Owl”  is 
preferably  a  compressed  paper  cylinder  (to  secure  lightness 
among  other  things),  tapering  to  the  popular  shape.  In  the 
lower  end  is  inserted  a  piece  of  thin  metal  rolled  into  spiral 
form.  By  a  turn  or  two  of  the  hand' the  pen  is  made  to  engage 
with  this  spiral  and  is  most  securely  fastened.  Reverse  the 
movement  and  it  is  as  easily  released.  All  the  principles  of 
the  “Owl  Penholder”  are  thoroughly  covered  and  secured 
by  United  States  Letters  Patent  No.  590,183. 

The  “Owl  Penholder”  possesses  this  paramount  advantage 
over  all  others:  It  is  absolutely  unshakeable.  With  the 
“Owl”  no  “wobbling”  is  possible.  The  penholding  tip  works 
on  an  entirely  new  principle  as  applied  to  penholders.  In 
addition  to  the  above  cardinal  point  of  superiority,  several 
other  important  ones  quickly  reveal  themselves  to  the  user. 

To  sum  up  the  exclusive  virtues  of  the  “Owl”  : 

First— It  is  the  only  Penholder  that  ho/ds  the  fen  with 
absolute  Jirmness.  It  cannot  slip  out  of  place. 

Second— It  is  the  only  Penholder  that  will  take  any  sized  pen. 

Third— It  is  the  only  Penholder  that  will  always  clear  the 
pen  without  the  use  of  pliers. 

Fourth— Its  penholding  tip  is  simple,  practical,  unique. 

Fifth — It  is  the  cheapest. 

Sixth— It  is  the  best. 

75  cents  a  gross— postage  tSc.  i  samples  free  by  mail  Be. 

OWL,  SUPPLY  COIVIPAINY 

Agents  Wanted.  Boston,  IVIass. 


GOVERNMENT  SERVICE 

under  civil  service  rules  offers  a 
solution  of  the  problem  of  secur¬ 
ing  pleasant  employment  at  an 
attractive  salary.  The  Book  .  . 

HOW  TO  PREPARE  FOR  CIVIL 
SERVICE  EXAMINATIONS 

will  tell  you  how  to  secure  such  a 
position.  It  tells  you  what  you 
must  know  and  contains  all  of  the 
rules  with  questions  and  answers 
in  recent  examinations.  All  branch¬ 
es  of  the  service  fuhy  covered. 

Handsome  cloth  binding— 55^ 
pa'res — price  i  istpaid  $2.00.  In= 
eluding  a  year’s  subscription  to 

“The  Business  Man’s  Magazi...”  $2.65 

The  Book-Keeper  Publishing  Co.,  Ltd. 

DETROIT.  MIC  ICAN 


I  i  IIIBI  BOOKS  in  PUBLISD 

Hebrew  Yarns — 

100  pages,  Hid . 25c 

Irish  Yarns— 

100  pages,  Hid . 2Sc 

Travelers*  Yarns— 

112  pages.  Hid . 2Sc 

SPECIAL  OFFER  to  the  readers 
of  this  magazine — all  three  for  60 
cents,  postpaid.  SatUfaetlon  guar¬ 
anteed  or  money  back. 

^  The  Book-Keeper  Publishing  Co.,  Ltd. 

li  DETROIT  %%  MICHIGAN 


ARITHMOMETER  PAPER 

FOR  USE 
I  N  A  L  L 

ADDING  MACHINES 

Plain  or  Ruled 


PER  100 

Rolls  2  5-16  in.  wide,  $8.00 
Rolls  3  15-16  in.  wide,  11.00 


PACKED  IN  CASES0F50  and  100  ROLLS 


Freight  prepaid  east 
of  the  Mississippi  River 

THE  WHITAKER  PAPER  GO. 

CINCINNATi,  OHIO 


The  stock  on  which  this  jiuilication 
is  jirinted  is  furnished  by  us 


BAIRD 

TIMESTAMP 

FOR  ONLY 

|. 00  EXTRA 

WE  FURNISH 
A 

DETACHABLE 
GUIDE 

FOR  USE  IN 
PRINTING 
EMPLOYEES’ 
TIME  CARDS 
AND 

JOB  TICKETS 


USEFUL  FOR 
SHOP  COST 
SYSTEMS 


BAIRD  TIME-STAMP 

SENT  ON  IS  DAYS’  TRIAL 


Invaluable  in  Offices.,  Banks,  Hotels,  Factories, 
Hospitals,  etc.,  for  Timing  Letters, 
Orders,  Telegrams,  etc. 

Send  for  Descriptive  Booklet  NOW 


D  A  ion  MANUFACTURING  CO. 

DAlIvLI  23  MICHIGAN  ST.,  CHICAGO,  U.S.A. 
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T wo  New  Catalogues 

From  the  press  of  the 
Globe-Wernicke  Co.  are  now 
ready  for  distribution. 

No.  805  W  describes  our 
complete  line  of  filing  cab¬ 
inets  i 


ncluding  nearly  fifty 
different  patterns  in  both 
sectional  unit  and  solid  con¬ 
struction. 

No.  905  W  describes  the 
various  supplies  which  we 
also  manufacture  for  these 
cabinets  including  card  index 
cards,  guides,  veritical  file 
folders,  indexes,  transfer 
cases,  etc. 

These  two  catalogues  are 
fully  as  comprehensive  as 
any  and  more  valuable  than 
most  text  books  on  the  sub¬ 
ject  of  modern  office  equip¬ 
ment.  Copies  mailed  free 
on  request  together  with  list 


_ 

\ 

r 

of  authorized  agents.  Where 
not  represented  we  ship  goods  on  approval,  freight  paid. 

SloW^rtjickc  (^o...CINCINNATI 


BRANCHES: 


NEW  YORK 


BOSTON 


CHICAGO 
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A  Wxtli  A 


JTTIHAT  makes  the  difference  between  the  struggling 
C  A  I  merchant  on  a  back  street  and  the  successful  man 
with  the  modern  store  and  the  rush  of  customers? 
Luck!  Not  a  bit  of  it.  It  was  brains.  Whose  brains?  His 
own.  He  either  staid  in  his  shell  and  poked  along  as  he 
was,  or  else  he  came  out  and  grasped  his  opportunities  as 
they  came  along.  You  can  wager  that  the  successful  man 
did  not  waste  his  time  in  complaint.  He  had  no  time  to 
kick — too  busy  making  things  hum. 

Look  into  Mr.  Unsuccessful’s  store — take  a  look  at  his 
desk.  What’s  on  it?  Dust — and  old  bills — and  pieces  of 
paper — and  fly-blown  samples — and  dust — and  more  dust. 
Where  is  Mr.  Unsuccessful?  Out  in  front  telling  some  one 
how  “rotten”  business  is.  Telling  his  troubles  to  some  one 
— some  one  who  has  troubles  of  his  own.  Big  business  for 
him  to  be  in.  He  won’t  succeed.  He  does  not  deserve  to. 
It  would  be  a  shame  if  he  should — but  he  won’t.  If  our 
agent  should  solicit  him  to  become  a  reader  of  “The  Busi¬ 
ness  Man’s  Magazine”  he  would  say:  “What’s  the  use.  I 
can’t  get  any  good  out  of  it.”  He’s  right.  He  can’t.  But 
Mr.  Successful  can. 

Mr.  Successful  uses  his  brains — all  he  has.  And  then 
he  uses  other’s  brains — everywhere  he  can  find  them.  He’s 
after  good  ideas — not  for  the  mere  sake  of  reading  about 
them  or  for  purposes  of  entertainment  but  for  USE.  When 
he  gets  his  copy  of  “The  Business  Man’s  Magazine”  he 
reads  it — advertisements  and  all.  When  he  gets  a  notice 
that  his  subscription  has  run  out  he  renews  it.  Mr.  Unsuc¬ 
cessful  doesn’t.  He  writes:  “I  have  no  time  to  read  it. 
He  won’t  TAKE  time.  So  he  puts  his  half-hearted  unsuc¬ 
cessful  efforts  against  the  man  who  uses  all  his  brains  and 
as  much  more  as  he  can  get  hold  of.  The  result  is — he  goes 
“down  and  out” — fails — and  goes  and  gets  a  job  at  Suc¬ 
cessful’s.  Ten-a-week.  And  he’s  lucky  to  get  that.  You 
can  pick  out  the  moral  yourself. 


“THE  BUSINESS  MAN’S  MAGAZINE” 
Costs  $1.00  the  Year. 


& 
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Our  Loss  Is _ 

Your  Gain  I 

Having  decided  to  make  a  slight  change  in  the  formula 
of  one  of  our  high  grade  Black  Carbon  Papers,  we 
are  going  to  use  our  present  stock  for  advertising  pur¬ 
poses.  While  this  stock  lasts  we  will  ship  all  charges 
prepaid,  to  any  address  in  the  United  States 


ONE  HUNDRED  SHEETS 
for  ONE  HUNDRED  CENTS 


providing  cash  accompanies  order.  The  quality  of 
paper  used  in  manufacturing  this  carbon  is  our  reg¬ 
ular  high  grade  imported  stock,  size  either  x  11 
or  8  X  13.  The  carbon  coating  is  the  same  superior 
quality  used  in  making  all  our  best  papers.  It  is 
absolutely  guaranteed  to  be  permanent  in  color, 
and  will  make  from  six  to  eight  good  clear  sharp 
clean  copies. 

You  can  not  buy  a  better  paper  than  this  no  matter  what 
price  you  pay  for  it,  and  inasmuch  as  we  ship  all  our  goods 
with  the  distinct  understanding  that  they  must  please  you  in 
every  respect,  or  be  returned  at  our  expense,  you  incur  abso¬ 
lutely  no  risk  in  dealing  with  us.  A  sample  box  of  this  paper 
will  make  you  a  permanent  customer  of  ours;  that  is  why  we 
can  afford  to  offer  it  to  you  for  a  Dollar. 

CLARK  &  ZUGALLA 

(Est.  1882)  Manufacturers  of  High  Grade  Typewriter  Supplies 

99  Gold  Street,  New  York  City 

■  ■  '  —  ■  -  ■ 
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ECHANICAL 
DRAFTSMEN 
WANTED 


In  the  want  columns 
of  daily  newspapers 
you  will  find  hun¬ 
dreds  of  book-keep¬ 
ers  advertising  for  positions. 
You  never  see  a  mechanical 
draftsman  “out  of  a  job.”  On 
the  contrary  the  Help  Wanted 
columns  are  always  full  of  posi¬ 
tions  open  for  draftsmen. 

WHY  NOT  BE  A  DRAFTSMAN? 

WHY  NOT  TAKE  UP  THIS 
VALUABLE  PROFESSION 
NOW  AND  BE  AMONG  THE 
WORKERS  WHO  ARE 

ALWAYS  IN  DEMAND? 

An  hour  a  day  given  up  to 
study  of  this  fascinating  subject 
will  place  you  in  a  position 
where  you  can  command  more 
salary  for  the  work  you  .do; 
always  find  positions  open; 
work  in  light,  pleasant  quarters, 
at  agreeable  hours. 

WRITE  TO-DAY  FOR  SPE¬ 
CIAL  OFFER  TO  READERS 
OF  SEPTEMBER  BOOK¬ 
KEEPER  AND  INFORMATION 
ABOUT  OUR  COURSE  IN 
MECHANICAL  DRAWING 

Our  200-page  Bulletin  giving 
full  information  about  the  above 
and  nearly  100  other  courses  in 
Electrical,  Mechanical,  Steam, 
Sanitary,  Locomotive,  Civil  and 
Textile  Engineering,  Architec¬ 
ture,  Ereehand  and  Prospective 
Drawing,  Telegraphy,  Tele¬ 
phone  Practice  and  College  Pre¬ 
paratory,  sent  free  on  request. 

AMERICAN 

SCHOOL  OF  CORRESPONDENCE 

AT 

Armour  Institute  of  Technology 
CHICAGO 


The  Greatest  Time  Saver 


Any  Man  Can  Buy 


Absolutely  Free  To  You  With  Your  Name  In  Gold 


This  little  box  of  cards  is  called  the  Perpetual  Reminder. 
“Worth  forty-seven  pigeon  holes,”  as  one  user  says,  and  any 
number  of  note  books.  It  will  help  you  save  your  memory 
and  keep  your  word.  Placed  on  your  desk  it  is  a  receptacle 
for  all  the  miscellaneous  matters— all  the  memoranda— now 
scattered  about  the  office.  It  is  a  complete  desk  and  pocket 
card  system.  It  has  guide  cards  by  months,  and  days,  and  a 
quantity  of  fine  heavy  linen  two  by  five  inch  record  cards.  The 
cards  are  in  an  ingenious  vellum  covered  board  box— in^n- 
ious  because  of  a  peculiar  arrangement  which  keeps  the  TO¬ 
DAY  cards  always  to  the  front  and  the  guide  cards  always  in 
sight.  On  the  front  of  the  handsome  box  is  your  name  in 
gold  letters.  The  other  fellows  in  the  office  will  soon  see  the 
great  value  of  the  Perpetual  Reminder  and  they  might 
“borrow”  it  if  it  weren’t  for  your  name  staring  them  in  the 

The  way  to  get  the  Perpetual  Re¬ 
minder  for  nothing  is  through  SYSTEM. 
System  is  essential  to  business  success. 
And  so  is  SYSTEM,  the  magazine.  It  tells 
every  month  all  the  new  business  tricks  that 
Save  time — all  the  little  office  wrinkles  that 
save  worry.  Through  SYSTEM  you  can 
learn  all  that  anyone  can  possibly  tell  you 
about  system  and  business  methods.  Two 
hundred  or  more  pages  monthly  cramful  of 
business  ideas  for  YOU,  The  regular  read¬ 
ing  of  SYSTEM  will  solve  your  business 
perplexities — but  if  it  does  not,  SYSTEM 
has  a  staff  of  experts— practical  business 
men — who  will  answer  your  questions  gladly 
cheerfully  and  promptly.  This  service  will 
cost  you  not  one  single  penny — if  you  are  a 
subscriber  to  SYSTEM.  The  price  of  SYS¬ 
TEM  is  two  dollars  a  year.  It  is  worth  a 
great  deal  more  than  that  to  any  alert  man 
with  his  eyes  on  the  main  chance. 

The  president  of  a  large  lumber  company  says: 

“It  IS  absolutely  necessary  to  us  in  the  conduct  of  our 
business  to'have  before  us  such  information  as  SYS¬ 
TEM  gives.  Our  entire  office  system  has  been  made 
up  from  suggestions  contained  in  your  publication.” 


SPECIAL  OFFER  TO  BOOK-KEEPER  READERS 


We  said  the  Perpetual  Reminder 
would  cost  you  nothing.  Here  is  the 
way:  Send  us  two  dollars  for  a  year's 
subscription  to  SYSTEM  and  we  will 
send  you,  every  cost  prepaid,  a  Perpet¬ 
ual  Reminder  with  your  name  in  gold 
on  the  front.  Write  your  name  and 
address  in  the  margin  of  this  advertise¬ 
ment;  tear  out  this  advertisement  and 
mail  to  us.  Write  plainly,  so  that 
we  will  make  no  mistake  in  setting 
your  name.  Inclose  the  rnoney  and 
we  will  enter  you  as  a  subscriber— send 
you  an  expert  consultation  certificate, 
entitling  you  to  free  advice — and  ship 
ou  the  Reminder.  Act  at  once.  We 
ave  only  a  few  of  the  Reminders  on 
hand,  and  we  believe  they  will  be 
snapped  up  in  a  hurry.  ACT.  The 
Foreign  price  of  SYSTEM  and  the 
Reminder  is  $3.00 


Regular  Departments  in 

SYSTEM 

Ruilding  a  Sales  Force 
Organizing  an  Advertising  Dept, 
Organizing  a  Factory 
Business  Correspondence 
Credits  and  Collections 
Talks  to  Salesmen 
System  in  Banking 
System  in  Shipping 
Systems  for  the  Retailer 
Real  Estate  and  Insurance 
System  in  the  Professions 
Short-Cuts  That  Save 
The  Business  man’s  Review 
Successful  Through  System 
(Biographical) 

Answered  by  Experts 


THE  SYSTEM  COMPANY 

New  York  For  Desk  7»  Chicago  London 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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‘‘Knowledge  Is  Power 


99 


It  isn’t  what  a  man  earns,  but, 
what  he  saves  that  makes  him  rich 

If  you  have  any  kind  of  a  business  it  is  necessary  that  you  employ 
up-to-date  methods  and  use  modern  appliances  in  conducting  it. 

The  old  antiquated  methods  of  ten  years  ago  won’t  do  to-day. 

System  is  necessary  in  your  business  to-day — but  too  much  system  is 
as  bad  as  none  at  all.  What  you  want  in  your  business  is  practical 
system. 

Any  intelligent  business  man  c^n 
secure  a  better  practical  business 
education  by  attending  the 

Office  Appliance  and 
Business  System  Show 

one  day,  than  he  can  secure  in  a 
business  college  in  six  months,  be¬ 
cause  he  profits  by  the  actual  ex¬ 
periences  of  the  men  who  originate 
these  methods. 

The  expert  men  in  charge  of  the 
various  exhibits  will  be  only  too 
pleased  to  explain  all  details  as  to 
how  their  devices  and  methods  will 
apply  in  your  business  and  thereby 
save  you  money. 

There  are  hundreds  of  devices  that  will  apply  in  your  business  you  never  before 
have  had  an  opportunity  to  see.  This  coming  show,  which  will  be  held  in 

Madison  Square  Garden,  New  York  City 

October  28th,  to  November  4th,  1905,  inclusive. 

will  be  the  largest  show  of  this  kind  ever  held  on  earth,  and  thousands  of  these 
new  devices  and  methods  will  be  clearly  demonstrated. 

The  admission  to  the  show  will  be  50  cents,  and  inasmuch  as  it  is  “An  Education 
In  Itself,”  you  cannot  afford  to  miss  it.  The  show  is  under  the  management  of 
Messrs.  Cochrane  &  Payne,  who  managed  the  previous  successful  shows  in 
New  York  and  Chicago. 

Mr.  Business  Man:  Don  t  fail  to  attend  this  show  and  thereby  secure  a 
practical  business  education  and  absorb  new  and 
up-to-date  ideas  as  to  how  to  conduct  your  business. 

Remember  the  Dates — October  28th  to  November  4th 

ADDRESS  ALL  COMMUNICATIONS  TO 

Office  Appliance  &  Business  System  Show  Co. 

Suite  1734-1735  Park  Row  building,  new  York  city 
Cochrane  6i  Payne,  Managers  Long  Distance  Telephone,  5939  Cortlandt 

N.  B. — We  have  no  connection  whatsoever  with  any  other  Office  Appliance  Shows  outside 
of  New  York  and  Chicago,  because  these  are  the  two  business  centres  of  the  United  States 
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Why  Not  Make  Your  Letters 
Result'Bringers  ? 


►HE  Embossed  Letter-head  will  help  very  much  to 
make  your  arguments  convincing.  Your  Business  is 
very  quickly  judged  by  the  Stationery  you  send  out, 
and  to  make  a  Success  this  Stationery  Question  should  not 
be  passed  by,  without  a  second  thought. 

Many  people  think  that  the  Embossed  Letter-head  is  a 
luxury  which  only  the  wealthy  can  afford^  but  in  reality 
the  cost  of  an  Embossed  Letter-head  is  very  little  more 
than  for  ordinary  printing. 

Fill  out  the  blank  form  at  the  corner  of  this  page.  Enclose 
with  it  the  Letterhead  that  you  are  now  using.  Mark  out  any¬ 
thing  that  you  do  not  want  and  write  in  anything  that  you  wish 
to  have  printed.  Tell  us  whether  you  want  as  good,  better,  or 
the  same  kind  of  paper. 

To  any  firm  who  writes  to  us  on  their  own  Letter-head  and 

fills  out  the  Mailing  Form  below,  _ 

we  will  be  glad  to  send  a  rough 
suggestion  for  a  Design  and  give 
prices  on  the  execution  of  the  sug¬ 
gestion.  We  are  always  very  happy 
to  submit  samples  of  our  work. 


ENGRAVED  AND 
EMBOSSED 
INVITATIONS, 
ANNOUNCEMENTS, 
BUSINESS  AND 
CALLING  CARDS 


The  American  Embossing  Co. 

Seneca  Building 

BUFFALO  NEW  YORK 


American  Embossing  Co., 

Seneca  Bldg.,  Buffalo,  New  York 

We  will  be  glad  to  consider  a  sugges¬ 


tion  for  a . we 

enclose  a  sample  of  what  we  have  been 
using,  with  changes  noted.  We  want 


. thousand  . 

printed  on . quality 

. paper.  We  want  some¬ 
thing  (as)  good  (or)  better. 


Signed, 


From . 

Business. 
Street . . . 
Town . . . . 
State . 
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PROGRESSIVE  ACCOUNTANT 

WOULD  YOU  BECOME  A  C.  P.  A.? 


PRACTICAL  BOOK-KEEPERS.  ACCOUNT¬ 
ANTS.  and  OFFICE  EXECUTIVES  are  eligible 
for  entrance  to  the  advance  SEPTEMBER  CLAS.S. 
Evening  Sessions  7:30  to  10;  two  nights  each 
week,  commencing  September  25th.  for  individual 
and  class  instruction  and  a  thorough  training  in 
EXPERT  ACCOUNTING  which  will  qualify  for  a 
passing  of  C.  P.  A.  examinations  and  practice  or 
employment  as  Public  Accountants. 

SUBJECTS 

Theory  of  Accounts.  Practical  Accounting.  Audit¬ 
ing  and  Commercial  Law  comprehending  class  dis¬ 
cussion,  quizzing,  investigations,  systematization  with 
respect  to  Mercantile.  Commercial,  Cost  and  Fac¬ 
tory,  Judicial,  Insurance,  Railway,  Municipal,  and 
Corporation  Accounting;  Standard  Forms  of  technical 
and  legal  expression  of  results,  etc. 


This  class  will  be  conducted  by  FRANK  BROA- 
KER,  C.  P.  A  ;  holder  of  the  first  certificate  granted 
in  the  United  States  (University  of  the  State  of 
New  York);  Secretary  of  the  First  Board  of  Exam¬ 
iners,  Author  of  “The  American  Accountants’  Ma¬ 
nual,”  Ex-President  The  American  Association  of 
Public  Accountants. 

Class  membership  will  be  limited  to  those  possess¬ 
ing  marked  ability  and  a  high  order  of  intelligence. 
Qualified  matriculants  may  be  assured  of  proper  in¬ 
troduction  to  leading  members  of  the  profession  at 
completion  of  Course. 


TERMS 


Registration  fee,  $25.00.  80  Lessons,  $1.50  each, 
payable  weekly,  monthly,  or  quarterly  in  advance. 

Applications  will  be  numbered  and  preference  given  in  order  of  receipt,  and  be 

accompanied  by  remittance  of  $5.00  on  account  of  registration  fee,  which  will  be 
returned  to  applicants  failing  to  qualify  for  entrance  to  class. 

REGISTRA  TION  WILL  CLOSE  ON  OR  BEFORE 

AND  LATER  APPLICATIONS  CANNOT  BE  CONSIDERED 


THE  TECHNIQUE  OF  ACCOUNTICS 


150  Nassau  Street,  New  York,  N.  Y. 


CORRESPONDENCE  COURSE 

Residents  of  other  cities  may  receive  sirnilar  instruction  by  correspondence.  Write  for  Pr^^^^^ 

Registration  fee,  $2.00,  includes  first  lesson.  Balance  of  Course,  $1.85  per  lesson,  which  can  be  taKen 

to  suit  convenience  of  subscriber.  _ 


Brains  of  48  Experts  for 

What  48  men,  every  one  an  authority,  know  about : 

HOW  TO  ADVERTISIG  HOW  TO  SYSTEMATISE 
HOW  TO  EXPORT  HOW  TO  UNSURE 

Four  remarkable  series  of  articles  are  to  be  published  in 

AMERICAN  INDUSTRIES 

Official  Organ  of  The  National  Association  of  Manufacturers 

These  four  subjects  have  never  before  been  treated  by  one  publication  in  such  an  illuminative  way. 
Every  article  in  each  series  is  of  absorbing  interest  and  of  tnoney  value. 


A  few  of  tbe  Writers  on  Exports  and  their  Subjects: 

“Why  Some  Export  Campuigns  Fall” — L.  £.  Marshall,  Hall 
Safe  Co. 

“Some  Fakirs  and  drafters  to  be  Avoided”— J.  D.  Morrison, 
Peck’s  Euyers’  Index. 

“The  Consular  Service”— George  Smart,  Iron  Trade  Review. 

“The  Necessity  for  American  Hanking  Facilities  Abroad” — W. 
L.  Moyer.  President  Shoe  and  Leather  Bank  of  N.  Y. 

“The  A-B-C  of  Export  Trade”— Six  or  more  articles  by  the 
staff  of  experts  of  the  National  Association  of  Manu¬ 
facturers. 


A  few  of  the  Writers  on  Advertising  are: 

Charles  Burdette  Morse,  Ingersoll-Rand  Drill  Co. 

Frank  li.  dale,  General  Electric  Company. 

John  A,  Walker,  Joseph  Dixon  Crucible  Co. 

O.  11,  Blackman,  Frank  Presbrey  Agency. 

These  are  among  the  Writers  on  “Systems:” 

II.  M.  C.  Vedder,  General  Audit  Co.,  of  New  York. 

A.  H.  Pogson,  Pogson,  Peloubet  &  Co.,  Systematizers  and 
Accountants. 

C.  E.  Williams,  New  York  Central  Iron  Works. 

W  B.  Snow,  B.  F.  Sturtevant  Co. 


Details  of  the  Fire  Insurance  Series  (especially  important)  a  little  later. 

addition  to  the  usual  wealth  of  matter  of  interest  to  all  manufacturers,  are  to  be  crowded  into  {he 
next  six  months  of  the  paper.  And  it  has  been  decided  to  send  American  Indnstr.es  for  that 

cents  tn  stamps  IN 

ORDER  10  GET  THE  BEGINNING  OF  1  HE  SERIES. 


NATIONAL  ASSOCIATION  OF  MANUFACTURERS,  AMERICAN  INDUSTRIES 


170  Broadway 
1  N.  Y.  CITY 
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LEARN  BY  MAIL  TO  BE  A 
CERTIFIED  PUBLIC 

ACCOUNTANT 

AND  EARN 

$25  TO  $100  A  DAY 

It  is  a  profession  not  overcrowded  and  never 
fails  to  pay  well.  If  you  will  write  us  we  will  gladly 
tell  you  of  some  of  the  opportunities  that  are 
ready  and  waiting  for  the  expert  accountant. 

Our  course  by  mail  is  the  work  of  men  who 
have  made  accounting  their  life  work.  Instruc¬ 
tion  is  complete  and  thorough.  Satisfaction 
guaranteed.  Fees  within  reach  of  all. 

We  also  teach  by  mail  Practical  Accounting. 
Theory  of  Accounts,  Auditing,  Commercial 
Law,  Book-keepings  and  Business  Practice, 
and  Business  Arithmetic. 

W rite  for  our  1905  P  ros^ectus  and  mention 
subjects  that  interest  you. 

Employers  when  in  need  of  an  Accountant  or  Book-keeper 
kindly  communicate  with  us. 

UNIVERSAL  BUSINESS  INSTITUTE,  Inc. 

Dept,  W,  27  E.  22nd  St.  NEW  YORK,  N.  Y. 


A  50  Cent  Book  For  10  Cents 

- YOU  CAN  GET  IT - 

The  A.  B.  C.  of 
Loose=Leaf  Book-keeping 

By  Chas.  A .  Sweetland 

Author  of  “The  Science  of  Loose-Leaf 
Book-keeping  and  Accounting.” 

GIVING  MANY  VALUABLE  SUGGESTIONS 
to  those  who  have  opened  or  intend  to 
to  open  a  set  of  loose-leaf  books. 

-  DO  IT  NOW  - - - 

Address 

CHAS.  A.  SWEEILANO,  Suite  5.  2516-2518  Wabash  Ave.,  CHICAGO.  ILL 


Card  Index  Supplies 


RUSH  pRDERS:-How  many  times  have  you 
wanted  index  cards  in  a  hurry  and  have  been 
compelled  to  wait  from  two  to  three  weeks  for 
same  ? 

Where  proof  is  not  required  we  can  ship  ordi¬ 
nary  jobsin  twenty-four  hours,  at  the  same  time 
you  get  the  best  of  stock  and  right  prices. 

It  wjll  be  money  in  your  pocket  to  get  our 
quotations  before  placing  any  future  orders 
in  this  line.  Supplies  for  all  cabinets. 


STANDARD  INDEX  CARD  CO.,  112  N.  7th  St.,  PHILA.,  PA. 


^Al  F  established  and 
I  OMLL  profitable  low  price- 

ed  Adding  Machine  Business,  secured  by 
patents,  contract  for  manufacture  and  list 
of  customers  included.  A  like  business 
opportunity  seldom  offered.  Address. 

BEACH,  422  Westside  Avenue,  Jersey  City,  N.  J. 


VEST-POCKET 

PERSONAL 

EXPENSE  BOOK 

25  Cents 

Provides  a  simple,  convenient 
and  compact  method  for  keep¬ 
ing  a  daily  itemized  record  of 
receipts  and  expenditures  for 
one  complete  year — also  daily 
memo  of  balance  on  hand  or 
in  bank. 

The  handiest,  most  practical,  complete 
and  money-saving  account  book  ever 
offered  the  systematic  man.  Fits  the 
vest-pocket — regulates  personal  finan¬ 
ces — keeps  you  posted  as  to  where 
the  money  goes  to. 

Sent  postpaid  to  any  address 
for  25  cents  by 


Willard  Press,  Brooklyn,  IN.  Y. 


Eir  nmi  \  bi)ok« 

should  be  a  member  of  the  I.  A.  O.  M.,  but  you  need 
*]jcessarily  be  an  accountant  to  become  a  member, 
all  office  men  are  welcome. 

THE  INTERNATIONAL  ASSOCIATION  OF  OFFICE  MEN 

IS  a  business  man’s  organization  and  it  is  a  money-saver 
to  every  business  man.  Do  you  want  to  hire  a  clerk? 
The  assoaation  will  get  the  right  man  for  you— no 
charge.  Do  you  want  to  buy  office  supplies?  The  as¬ 
sociation  will  tell  you  where  to  get  them  the  cheapest — 
no  charge.  Do  you  want  some  special  business  form 
for  your  personal  use  ?  The  association  will  supply  it 
—no  charge.  Do  you  purchase  books?  The  associa¬ 
tion  will  get  you  a  discount — no  charge.  If  you  buy 
five  dollars  worth  of  books  or  magazines  in  a  year  your 
membership  will  save  its  cost  in  the  discount  you  get. 

DO  YOU  WANT  A  SITUATION 

The  association  has  an  employment  bureau  which  is 
free  to  active  members.  Your  advertisement  for  a 
position  is  published  without  charge. 

1  JP*”  to-day,  $2.00  the  year,  including  the  official 
bulletin  Home  Study”  published  monthly. 


SECRETARY  I.  A.  0.  M.,  61  W.  Fort  St.,  Detroit,  Mich. 

I  hereby  make  application  for  membership  in 
The  International  Association  of  Office 
M en  and  subscribe  most  heartily  to  its  objects,  and 
promise  to  aid  and  assist  in  their  furtherance  to 
the  best  of  my  ability.  Find  enclosed  two  dollars, 

in  payment  of  one  year’s  dues . 

Name . 

Occupation . 

Employer . 

Street . 

City . State . 

No  application  is  acceptable  unless  the  occupation  is 
stated  in  full. 

Ask  for  employment  blank  if  you  wish  to  apply. 
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( WONDERFUl  HELP  for  BUSY  MEN 

Handler  and  more  useful  than  any 
memo,  book  or  other  card  index. 

THE 

Pocket  Card  System 


r  V. 


(I^<rKL>  Gtu.  ^ 

J,  ' 


X  X  o 

% 


/xAr 


A  fresh  card  comes  to  the 
front  every  day,  in  theelegfant 
leather  vest  pocket  case, 
which  carries  dates  for  2  or 
4  weeks  ahead.  Extra  cards 
for  things  to  be  retained. 

A  Brain  Saver 

Today’s  card  always  at  the 
front.  No  leaves  to  turn. 
Any  card  is  found  instantly  by 
its  tab.  Cards  for  the  year 
make  a  valuable  card  index 
for  desk  use. 

FORGET  NO  MORE 

This  automatic  tickler  helps 
you  to  do  things  at  the  right 
time.  Saves  time  and  money. 


AN  IDEAL  CONSTANT  REMINDER 

No  Other  Device  Answers  Its  Purpose. 

Used  by  thousands  of  wide-awake  business  men  all  over 
theU  S.  A  practical  system  for  memoranda.  Takes  care 
of  all  appointments  and  duties  automatically.  Invaluable 
to  all  who  would  be  prompt,  systematic  or  successful. 

Order  mnv  and  f&u  wiM  he  ^lad  tk&i  dtd  noi  wait  an^  longer. 


Outfits  include  one  year  from  date. 

Real  Seal  Leather  Case.  Quar.  Oak  Tray  53.00 
Russia  Leather  Case,  Plain  Oak  Tray  2.50 
Cow  Seal  Leather  Case,  Ash  Tray  2.00 

Sunday  cards,  35c,  50c.  Dated  cards,  per  year  1.00 


LARGB 

$4.00 
3.25 
2.75 
>  1.25 


Order  now  and  save  express  charges.  To  Introduce  quickly, 
we  prepay  in  the  U.  S.  In  Canada  we  deliver,  without 
delay,  express  and  duty  paid,  for  20  per  cent,  extra. 

Order  now  and  begin  to  benefit  by  its  use. 

You  Can  Accomplish  More,  with  Ease. 

Do  not  tax  your  brain  with  things  to  be  remembered.  The 
details  of  modern  business  are  too  many  to  carry  on  the 
mind  The  little  things  are  often  the  important  things. 
Get  the  memorandum  habit.  It’s  easy  with  a  Memindex. 

A  Few  among  Thousands  of  Satisfied  Purchasers 

H.  D.  Jackson,  Electrical  Engineer,  Boston  ;  It  hasprovedln  Rvery  -na.j  a  good 
thine*  I  enclose  monev-order  in  payment  for  two  more, 

QknkkaI’  Electric  Co.,  Schenecta  dy,  N.  Y.  t  “  Please  send  me  two  more  Mem- 
i  ndex  for  which  I  enclose  $5.”  Churchward.  ” 

A  Havil  AND,  Grand  Central  Station,  N.  Y.t  “It  is  quite  np  to  your  description. 
H.  S.  Harde,  Architect,  New  York:  “  W’ithout  doubt  the  best  thing  of  its  kind, 
ll  H.  Slawson,  Real  Estate,  New  York  :  “  I  find  it  very  useful  and  very  satis- 
factorv  Mv  friends  say  they  are  very  well  pleased  with  theirs. 

RyrieB^s  Toronto:  “We  are  more  than  delighted  with  it.”  (Use  about  i26) 
Exchange  bI^k,  N.  Y.:  Feb.  6  ordered  one,  Feb  20,  two,  Feb.  24,  five. 


and  2  Keys,  $1  axtra^ 

BETTER  THAN  ANY 
CALENDAR  PAD 
FOR  DESK 
USE 


^ovsred  Tray  with 

HELPS  YOU 

to  Plan  your  Work 
to  Work  your  Plan 
to  Succeed 
to  Stop  Forgetting 
to  Accomplish  more 
to  Find  your  Memos, 
to  Avoid  Trouble 

Cards  filed  awav 

MAKE  A 

Valuable  Record 
OF  one’s  activities 

YOU  NEED  IT 

A  year’s  experience 
has  proved  that  almost 
all  business  men  need  it 

Order  now  and  get  the  benefit  of  _  .  -  r,  i,  . 

our  best  introductory  offer.  IVrtte  for  Booklet. 

C.  D.  BURTON,  Box  816,  DETROIT,  MICH 
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GOOD  ENGLISH 
PAYS 

Do  you  know  that  Marshall  Field  &  Co.  pay  their  em¬ 
ployees  $1  for  every  error  in  English  one  of  them  hnds 
in  any  of  the  printed  matter  issued  by  the  house? 
Nowadays  nothing  hurts  a  man’s  prestige  with  the 
educated  like  careless  English.  Moreover,  the  best 
correspondents  are  no  longer  willing  to  write  fh^'^ 
letters  in  the  time-worn  commercial  jargon  on  halt 
intelligent  commercial  phrases.  A  good  letter,  busi¬ 
ness  or  social,  should  be  simple,  smooth,  easy, 
winning,  like  the  voice  of  a  good  salesman. 

The  man  who  will  help  you  is  Sherwin  Cody.  He  has  an  international 
reputation  as  an  expert  on  English  for  business  men, 

nrivate  lessons  into  four  handy  little  volumes  (time-s^ing  size)  seven 

‘cSete  courses.  Word  Study.  Grammar.  soVd 

ness  Letter  Writing,  Story  Writing,  Creative  Composition,  Intherto  sold 
Tnlyl^Arn  form  for  ,15^0  f25  for  each  sep-te^ -u..  J^h^ese  book^ 

help  you,  nothing  that  is 
mere  lumber.  Better  than 
a  dictionary,  because  they 
teach  a  man  to  be  his  own 
dictionary. 

Rnsiness  Managers  —  Sev¬ 
eral  large  wholesale  houses 
have  introduced  Mr.  Cody’s 
books  and  personal  criti¬ 
cism  of  English  service  to 
all  their  clerks  who  write 
letters  from  the  merest 
stenographer  to  the  most 
experienced  correspondent 
— It  pays. 

Credit  Men  —  Here  is  a 
point  for  you.  You  are  not 
too  old  to  learn  yourself, 
and  you  will  find  that  tlie 
credit  of  your  house  will 
improve  wonderfully  if  you 
see  that  every  letter  that 
goes  out  is  the  best. 

Young  Business  Men — If 
you  want  the  touch,  the 
snap,  the  tone  of  “words 
that  win”  in  the  business  world,  go  to  the  man  who  is  both  a  scholar  and 
a  master  of  straight-from-the-shoulder  business  English.  His  little  books 
should  be  your  daily  companions. 

Advertisement  Writers-You  can’t  afford  to  let  mistakes  creep  into  your 
work.  The  only  way  to  avoid  errors  is  to  have  a  good  reference  work; 

constantly  at  hand.  _  _  v.  . 

Correspondents— Don’t  write  the  time-worn  commercial 
out  of  ycmr  rut  by  getting  the  knack  of  writers  who  are  masters.  Mr.  Cody 
has  a  simple,  easy  method  in  his  “Composition  book. 

Stenogriiphers-The  only  way  to  get  a  better  salary  is  to  improve  your 
English^  Keep  Mr.  Cody’s  books  at  your  elbow  and  in  six  months  you 
will  be  worth  twice  what  you  are  now,  and  yon  will  get  it,  too. 

$5.00  for  $3.00 

This  set  of  four  books 
containing  seven  com¬ 
plete  home-study  cour¬ 
ses  costs  $3.00. 

SYSTEM,  the  mag¬ 
azine,  $2.00  per  year. 

Both— the  books  and  the 
magazine  —  will  be  sent 
prepaid,  for  $3.00  if  your 
order  is  sent  with  this  advertisement. 


System  is  essential  to  business  success. 
And  so  is  SYSTEM,  the  magazine.  It 
tells  every  month  all  the  new  busii^ss 
tricks  that  save  time— all  the  little  office 
wrinkles  that  save  worry.  Ihrougli 
SYSTEM  you  can  learn  all  that  any  one 
can  possibly  tell  you  about  system  and 
business  methods.  Ninety-six  or  more 
pages  monthly  cramful  of  business  ideas 
for  YOU.  The  regular  reading  of 
SYSTEM  will  solve  your  business  per¬ 
plexities— but  if  it  does  not.  SYS  1  EM 
has  a  staff  of  experts— practical  business 
men  who  will  answer  your  questions 
free.  Subscriptions  $2,00  per  year. 
Foreign  subscription  $3.00 — with  Cody 
books  $4.00. 


Renilar  Departments  in 
SYSTEM 

Building  a  Sales  Force 
Organizing  an  Advertising 
Department 
Organizing  a  Factory 
Business  Correspondence 
Credits  and  Collections 
Talks  to  Salesmen 
System  in  Banking 
System  in  Shipping 
Systems  for  the  Retailer 
Real  Estate  and  Insurance 
System  in  Professions 
Short-Cuts  That  Save 


THE  SYSTEM  COMPANY 


New  York  For  Desk  7,  Chicago 
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The  Men  Who  Broke  Records 


PERSONNEL  OF  REPORTERS  ENGAGED  IN  WONDERFUL  SHORTHAND  FEAT  OF  REPORT¬ 
ING  HEAD  CAMP,  MODERN  WOODMEN  OF  AMERICA,  AND  DELIVERING  FULL 
TYPEWRITTEN  TRANSCRIPT  ONE  AND  THREE-FIFTHS  SECONDS  AFTER  ADJOURNMENT 


IN  last  month  s  issue  of  this  magazine  there 
appeared  an  article  under  the  head  of  “All 
Shorthand  Records  Broken,”  which,  when  all 
the  facts  are  known  relative  to  the  men  who 
were  engaged  in  this  work,  should  be  an  inspira¬ 
tion  to  every  ambitious  shorthand  writer,  no 
matter  in  what  branch  of  shorthand  work  he 
may  be  engaged.  The  method  adopted,  by  which 
the  full  transcript  of  the  proceedings  of  the  great 
national  convention  of  the  largest  fraternal  or¬ 
ganization  in  the  world  was  delivered  to  the  pre¬ 
siding  officer  one  and  three-fifths  seconds  after 
adjournment,  was  fully  detailed  in  that  article, 
but  the  most  astonishing  features  connected  with 
that  work  were  not  given. 

Never  before  has  a  force  of  expert  shorthand 
writers,  engaged  in  the  work  of  preserving  the 
utterances  of  the  delegates  to  a  large  convention, 
been  composed  of  so  many  young  men  as  were 
the  members  of  the  staff  of  reporters  of  this 
convention.  With  the  exception  of  Official  Re¬ 
porter  Robert  F.  Rose,  none  of  the  members  of 
the  reporting  staff  had  reached  the  thirty  mark, 


while  two  of  them  had  not  yet  become  of  voting 
age ;  and  with  the  exception  of  two  of  the  re¬ 
porters,  it  was  the  first  convention  work — one  of 
the  hardest  if  not  the  most  difficult  branches  of 
shorthand  work — they  had  ever  performed.  A 
year  prior  thereto  S.  A.  Van  Petten  was  a  novice 
in  shorthand  and  could  not  write  fifty  words  per 
minute,  never  having  performed  any  practical 
work  of  any  character;  at  that  time  George  L. 
Gray  had  never  seen  a  shorthand  outline;  W.  R. 
Ersfeld  was  then  a  student  by  correspondence 
at  Cohocton,  N,  Y. ;  A.  W.  Mahone  was  the  writer 
of  an  entirely  different  system  of  shorthand  than 
that  he  used  in  reporting  the  convention,  and  re¬ 
sided  at  Baltimore,  Md.;  Charles  R.  Cowell  haa 
written  shorthand  only  as  a  commercial  stenogra¬ 
pher  and  had  not  attempted  expert  work. 

Each  member  of  the  reporting  force,  with  the 
exception  of  Mr.  Rose,  is  a  graduate  of  the  Suc¬ 
cess  Shorthand  School  of  Chicago,  while  Official 
Reporter  Rose  is  one  of  the  instructors  in  that 
school.  This,  in  short,  is  the  personnel  of  the 
force  which  made  a  record  never  before  equaled 
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in  shorthand.  Below  is  given  in  detail  the  short¬ 
hand  experience  of  each  man  who  made  up  that 
force ; 

S.  A.  Van  Petten  is  21  years  of  age  and,  as 
stated  above,  was  a  mere  novice  in  shorthand  a 
year  prior  to  this  convention.  He  first  studied  the 
Graham  system  at  Grinnell,  Iowa,  and  at  the  con¬ 
clusion  of  his  studies  in  the  commercial  school  at 
that  place  could  not  write  more  than  fifty  words 
a  minute  and  had  trouble  in  reading  his  notes 
taken  at  that  low  rate  of  speed.  June  30,  1904, 
he  enrolled  with  the  Success  Shorthand  School, 
devoting  conscientious  study  to  the  course  and  at 
the  conclusion  of  his  study  of  the  principles,  and 
before  practicing  for  speedy  could  write  140  words 
a  minute.  Five  months  after  the  date  of  his 
enrollment  he  had  practiced  to  such  an  extent  that 
he  wrote  240  words  a  minute  and  worked  on 
some  of  the  most  important  legal  cases.  In  order 
to  be  where  the  most  important  stenographic  work 
is  being  performed,  he  came  to  Chicago,  and  after 
demonstrating  his  competency  soon  gained  the 
confidence  of  the  court  reporters  of  that  city. 
Among  some  of  the  important  cases  on  whicn 
he  reported  was  the  famous  Inga  Hanson  perjury 
case,  and  he  was  one  of  the  shorthand  men  who 
reported  the  annual  convention  of  the  National 
Commercial  Teachers’  Federation  in  Chicago,  was 
detailed  on  the  campaign  speeches  of  Mayor  E. 
F.  Dunne  of  Chicago,  and  performed  other  im¬ 
portant  work.  In  January,  1905,  he  was  offered 
the  appointment  of  official  reporter  of  one  of  the 
Iowa  circuits,  worth  $2,500  a  year,  but  feeling 
that  there  was  a  better  future  in  Chicago,  he  re¬ 
solved  to  stay  in  that  city  as  a  court  reporter.  He 
is  now  in  receipt  of  a  handsome  income  from  this 
work. 

W.  R.  Ersfeld  lives  in  Cohocton,  N.  Y.,  and  is 
one  of  the  best  shorthand  writers  of  his  age  in 
the  United  States.  He  enrolled  as  a  pupil  in  the 
correspondence  course  of  the  Success  Shorthand 
School  November  16,  1903,  and  concluded  his 
study  August  22,  1904.  The  excellent  work  per¬ 
formed  by  him  proves  that  he  is  a  shorthand  re¬ 
porter  of  ability,  and  his  work  in  reporting  ban¬ 
quets,  cases  in  court  and  other  general  work  has 

been  of  the  highest  order. 

A.  W.  Mahone  was  formerly  a  writer  of  the 
McKee  New  Rapid  system  of  shorthand  and  with 
his  brother,  George  A  Mahone,  who  is  now  an 
accomplished  reporter  in  Baltimore,  enrolled  in 
the  correspondence  course  of  the  Success  Short¬ 
hand  School  December  15,  1904.  Inasmuch  as 
the  system  he  formerly  wrote  was  not  a  standard 
system  of  shorthand,  Mr  Mahone  was  compelled 
to  study  the  lessons  with  no  better  knowledge  of 
Success  shorthand  than  were  he  a  beginner.  In 


March  following  his  enrollment  he  was  writing 
faster  and  more  legible  shorthand  with  his  new 
system  than  he  had  been  after  four  years’  experi¬ 
ence  with  his  former  system.  Arriving  in  Chi¬ 
cago  at  that  time,  he  went  to  work  for  the  Board 
of  Education,  reporting  trials  before  investigat¬ 
ing  committees  of  that  body.  He  was  considered 
by  the  officials  of  this  convention  as  one  of  the 
most  valuable  reporters. 

George  L.  Gray  has  not  reached  his  majority 
and  has  studied  shorthand  less  than  one  year, 
enrolling  with  the  personal  course  of -the  Success 
Shorthand  School  in  Chicago,  September  9,  1904. 
His  work  on  the  convention  was  of  the  highest 
order  and  establishes  for  him  an  enviable  reputa¬ 
tion  in  the  profession.  September  4,  1905,  Mr. 
Gray  was  sworn  in  as  official  reporter  of  the 
Fourth  Judicial  district  of  Iowa,  with  headquar¬ 
ters  in  Sioux  City — the  youngest  official  court  re¬ 
porter  in  the  world,  being  but  eighteen  years  of 
age. 

In  January,  1904,  Charles  R.  Cowell  was  a 
commercial  stenographer  in  Chicago,  writing  the 
Graham  system  of  shorthand.  At  that  time  he 
enrolled  with  the  personal  course  of  the  Success 
Shorthand  School  and  seven  months  .thereafter 
was  doing  practical  work  in  the  courts.  He  was 
then  appointed  on  the  official  staff  of  court  re¬ 
porters  in  the  States’  Attorney’s  office  of  Cook 
county,  at  a  salary  more  than  double  that  he  had 
been  able  to  earn  prior  to  taking  up  the  study  of 
Success  shorthand.  He  afterward  resigned  this 
position  in  order  to  go  into  business  for  himself, 
and  is  now  identified  with  a  large  firm  of  court 
reporters  in  the  Unity  building,  Chicago. 

While  in  a  strict  sense  of  the  word,  Joseph  M. 
Carney  might  not  be  classed  as  a  graduate  of  the 
Success  Shorthand  School,  he  is  nevertheless  a 
writer  of  the  Success  system,  having  been  taught 
by  correspondence  by  Robert  F.  Rose,  while  re¬ 
siding  in  the  city  of  Milwaukee.  _  When  but  eigh¬ 
teen  years  of  age  he  attained  the  highest  standing 
in  the  Civil  Service  examination  at  Milwaukee, 
successfully  competing  with  stenographers  who 
had  written  shorthand  before  he  was  born.  He 
afterward  came  to  Chicago  and  opened  an  office 
in  the  Chicago  Opera  House  building,  and  later 
became  identified  with  the  firm  of  Walton,  James 
&  Ford— the  largest  court  reporting  firm  in  the 
world.  He  is  now  twenty-two  years  of  age  and 
during  the  last  two  years  has  written  as  much 
expert  shorthand  as  any  reporter  in  the  United 
States. 

The  official  reporter  of  the  convention,  Mr. 
Robert  F.  Rose,  is  one  of  the  instructors  con¬ 
nected  with  the  correspondence  department  of 
the  Success  Shorthand  School,  and  with  W.  L. 
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James,  shares  the  reputation  of  having  turned  out 
more  expert  shorthand  writers  than  any  other  in¬ 
structor  in  the  world.  He  is  a  practical  short¬ 
hand  reporter  of  twenty  years’  experience,  has 
worked  on  the  great  national  conventions,  was 
the  official  reporter  traveling  with  the  late  Pres¬ 
ident  McKinley  on  his  great  Western  tour  of 
1894,  the  official  reporter  traveling  with  Hon. 
W.  J.  Bryan  in  1896  and  1900,  and  the  official 
reporter  of  the  Democratic  National  Convention 
held  in  Kansas  City  in  1900. 

These  are  the  men  who  broke  all  previous 
shorthand  records.  They  all  write  the  Success 
Shorthand  system.  Many  of  them  received  their 
training  by  correspondence  instruction. 


which  the  quickly  learned  system  will  go  down  in  ruins, 
this  bridge  will  stand.  And  this  steel  bridge  is  as  easily 
walked  across  as  the  frail  one  whose  worthlessness  will 
be  demonstrated  at  the  first  rush  of  the  waters. 

“The  system  is  the  outgrowth  of  a  vast  amount  of 
practical  work,  thoroughly  tested  by  the  best  experts  in 
the  country  and  I  regard  it  as  absolutely  indispensable  to 
a  man  who  is  ambitious  to  reach  the  top  in  his  profes¬ 


sion. 


April  22,  1904,  Roy  W.  Banner  was  a  beginner 
in  shorthand  and  enrolled  with  the  Success  Short¬ 
hand  School.  January  9,  1905,  with  no  instruc¬ 
tion  other  than  that  received  from  this  institution, 
he  was  appointed  official  reporter  at  Decatur,  Ill., 
a  position  worth  $3,000  a  year — his  first  shorthand 


This  is  to  Certify,  that  the  Fourleehth, Biennial  Head  Camp 
Modern  Woodmen  of  America,  convened  at  Milwaukee,  Wisconsin, 
Tuesday,  June  20,  1905,  at  9:30  o'clock  a.  m. ;  that  sessions  of 
said  Head  Camp  were  held  on  Tuesday,  Wednesday,  Thursday  and 
Friday,  June  20,  21,  22  and  23;  that  the  last  session  remained 
in  convention  until  1:57  o'clock  a.  m.,,  Saturday,  June  24;  that 
the  full  shorthand  report,  in  typewriting,  was  delivered  to  the 
Head  Consul  by  the  official  stenographer,  Robert  F,  Rose,  one  and 
three-fifths  seconds  after  the  adjournment  of  said  Head  Camp; 
that  the  shorthand  reporters  of  said  official  Staff  were  Robert 
F.  Rose,  official;  S.  A.  Van  Petten,  J.  M.  Carney,  C.  R.  Cowell, 

W.  R.  Ersfeld,  G.  L.  Gray  and  Albert  W.  Mahone. 

Signed  at  Milwaukee,  Wisconsin,  this  twenty-fourth  day  of 
June,  1905. 

Head  Clerk.  Head  Consul* 


And  these  are  but  a  few  of  the  experts  who 
have  been  graduated  from  this  school.  Through¬ 
out  the  United  States,  Canada  and  Mexico  are 
shorthand  writers  of  ability,  drawing  the  princely 
salaries  paid  expert  court  reporters,  who  re¬ 
ceived  instruction  in  this  fascinating  work  from 
this  institution.  Among  them,  and  one  of  the 
best,  is  James  A.  Lord,  the  official  court  reporter 
at  Waco,  Texas,  whose  reputation  as  a  reporter 
is  second  to  none.  He  says  of  this  course : 

“SUCCESS  SHORTHAND  is  a  steel  bridge  on  which 
the  shorthand  writer  can  stand  with  confidence  in  his 
ability  to  give  satisfactory  work  to  his  employer.  Day 
after  day  in  the  course  of  routine  work,  he  may  cross 
the  bridge  almost  unconscious  of  its  strength.  But  when 
in  furious  cross-examination  or  acrimonious  debate,  the 
stream  of  words  becomes  a  raging  torrent,  filled  perhaps 
with  the  drift  of  statistics  or  technical  terms,  before 
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work.  After  a  few  weeks’  work  he  wrote  the  fol¬ 
lowing  letter; 

Just  a  few  lines  to  let  you  know  I  am  still  alive  after 
two  strenuous  and  decisive  weeks  in  court  here.  So 
far,  however,  I  have  gotten  along  nicely  with  the  work 
and  ,  I  am  informed  that  the  judge  is  pleased  with  it, 
which  I  take  special  pleasure  in  mentioning,  for  if  I 
have  accomplished  that,  it  has  been  made  possible  through 
the  thorough  and  able  instruction  which  I  received  from 
you,  and  whatever  future  success  I  may  enjoy  in  this 
work  will  be  due,  I  am  happy  to  acknowledge,  to  the 
careful  training  you  have  given  me,  for  you  left  nothing 
undone  that  pointed  to  the  advancement  of  the  pupils’ 
best  interest.  Wishing  you  the  very  best  cf  success  and 
with  very  kind  regards,  I  remain. 

Most  sincerely  yours. 

One  of  the  youngest  shorthand  writers  in  Chi¬ 
cago  is  Roy  Bolton,  employed  in  the  law  depart- 
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ment  of  the  Illinois  Central 
Railway  Company.  When  but 
fifteen  years  of  age  he  wrote 
new  matter  from  dictation  at 
the  rate  of  222  words  a  min¬ 
ute — a  practical  demonstration 
of  Success  Shorthand.  Marion 
A.  Riggs,  expert  court  reporter 
R.  w.  sANNER.  at  Cabcry,  Ill.,  a  former  Per- 

Official  Reporter,  .  i  ,  e 

Decatur.  111.  nm  writer,  took  the  course  of 

the  Success  Shorthand  School 
by  correspondence  and  is  now  a  successful  re¬ 
porter.  J.  M.  McLaughlin,  official  court  reporter 
of  the  twentieth  judicial  district  of  Iowa,  with 
headquarters  at  Burlington,  Iowa,  was  perfected 
by  this  course.  A  year  ago  George  F.  La  Bree 
was  a  commercial  stenographer.  Today  he  is  a 
member  of  the  official  court  reporting  corps  of  the 
State’s  Attorney’s  office  in  Chicago,  at  a  salary 
three  times  greater  than  that  which  he  formerly 

Are  you  a  young  man  or  wom¬ 
an  with  no  knowledge  of  short¬ 
hand?  Do  you  desire  to  pre¬ 
pare,  for  the  future?  There  is 
no  better  profession  than  that 
of  shorthand.  It  gives  you  an 
acquaintance  with  successful 
men  and  in  commercial  work 
it  is  the  best  stepping  stone  to 
business  success,  for  the  sten¬ 
ographer  obtains  a  better  in¬ 
sight  of  business  than  does  any 
other  employe.  As  a  profession,  shorthand  is  one 
of  the  best,  as  the  emoluments  are  great,  the  work 
pleasant,  fascinating  and  broadening.  In  less  than 
one  year  after  he  began  to  study  the  Success 
Shorthand  system,  George  L.  Gray  helped  to  break 
records,  and  this  with  no  previous  knowledge  of 
shorthand,  while  nine  months  after  Roy  W. 
Sanner  began  the  study,  he  was  appointed  to  a 
position  worth  $3,000  a  year.  These  are  only  a 
few  of  the  successful  graduates  who  began  the 
study  with  the  Success  Shorthand  School. 

Are  you  a  stenographer  writing  one  of  the 
standard  systems  of  shorthand?  If  so,  perfect 
yourself  for  better  work.  James  A.  Lord  wrote 
the  Benn  Pitman  system  more  than  twenty  years 
and  then  took  up  this  study.  He  is  only  one 
of  the  many  expert  shorthand  writers  whom  the 
Success  shorthand  system  has  made  more  expert. 


received. 


M.  A.  RIGGS, 
Expert  Reporter, 
Cabery,  111. 


G.  F.  LaBREE, 
State  Attorneys  Office, 
Chicago,  Ill. 


were  enabled  to  more  than 
double  their  salaries.  Was  it 
worth  while?  We  will  perfect 
the  writer  of  any  standard  sys¬ 
tem  of  shorthand,  making  the 
system  more  legible,  more  eas¬ 
ily  written,  increase  the  speed 
and  give  a  thorough  training 
in  the  most  expert  work. 

Or  are  you  writing  one  of 
the  light-line  “easily  learned” 
makeshifts?  Then,  for  your  own  good,  learn 
a  system  with  which  good  work  is  being  per¬ 
formed.  Do  not  limit  your  possibilities  by 
writing  an  inferior  system.  For  four  years  A.  W. 
Mahone  struggled  with  the  McKee  New  Rapid 
system ;  after  a  few  months’  study  of  the  Success 
shorthand  system  he  was  capable  of  performing 
work  entirely  beyond  him  with  his  old  system. 
M.  A.  Riggs  was  a  failure  with  the  Pernin  sys¬ 
tem;  with  the  Success  system  he  is  an  expert. 
These  are  only  a  few  of  the 
writers  of  “easily  learned”  sys¬ 
tems  who  have  seen  fit  to  in¬ 
crease  their  possibilities  and 
have  become  expert  writers  by 
the  aid  of  this  practical  insti¬ 
tution. 

Write  at  once  for  the  hand¬ 
some  48  page  prospectus  “Suc¬ 
cess  Shorthand  System”  sent 
free.  It  will  tell  you  how  you 
can  become  an  expert  short¬ 
hand  writer  and  earn  the  large  salaries  paid  com¬ 
petent  stenographers.  Fill  out  the  coupon  printed 
below  today,  and  send  for  full  information.  If 
you  are  now  a  shorthand  writer,  state  system  and 
experience. 


ROY  BOLTON, 
276  Washtenaw  Ave., 
Chicago,  Ill. 


Success  Shorthand  School: 

Suite  239,  79  Clark  Street,  Chicago,  Ill. 

Please  send  Success  Shorthand  System  and  copy  of 
guaranty  to 

Name  . 


Address 


Town 


If  this  old  court  reporter  is  so  pleased  with  this 
instruction,  can  you  not  derive  benefit  from  it? 
Charles  R.  Cowell  and  George  F.  La  Bree  wrote 
the  Graham  system  and,  after  a  few  months 
study  of  the  Success  shorthand  system  they 


State 


Note. — Attorneys  desiring  the  services  of  an  expert 
eporter  and  notary  for  deposition  work,  communicate 
dth  William  L.  James,  79  Clark  St.,  Chicago. 
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In  Every  Speed  Contest 

which  was  open  to  all  classes  of  machines,  operators  on  the 

Comptometer 

won  all  prizes 

offered  by  the  Chicago’s  First  Annual  Office  Appliance  and  Business  System 
Show,  Coliseum,  Chicago,  March  15th  to  22d.  All  previous  records  cut  in  two. 

MISS  ANNIE  MALONEY,  operator  at  Marshall  Field  &  Co.’s  retail,  added  correctly  500 
department  store  checks  in  4  minutes  and  55  seconds. 

MISS  MAE  BARCLAY,  operator  at  Illinois  Central  R.  R.  freight  auditor’s  office,  added 
correctly  6  columns  of  numbers,  equal  to  6  ledger  pages  in  4  minutes,  39  seconds. 

MISS  CARRIE  DE  WINE,  operator  at  the  C.  B.  &  Q.  Ry.  freight  auditor’s  office, 
performed  correctly  25  large  multiplications  in  3  minutes  and  16^4  seconds. 

MISS  H.  S.  PEMBROOKE,  operator  at  Marshall  Field  &  Co.’s  wholesale,  performed 
correctly  25  large  multiplications  in  3  minutes  and  2  seconds. 

The  Duplex  Comptometer  is  the  result  of  16  years  of  practical  experi¬ 
ence  in  the  making  of  mechanical  calculators,  and  the  highest  attainment 
in  rapid  calculation  devices.  It  adds,  multiplies,  divides  and  subtracts  in¬ 
stantly  and  noiselessly.  Has  a  light,  uniform  key  touch,  and  adds  instantly 
at  one  stroke  as  many  keys  in  separate  columns  as  the  hand  can  reach. 

Samples  of  Duplicate  Orders  in  Different  Lines  of  Business: 


Marshall  Field  &  Co.,  Chicago,  have  in  daily  use . I3i 

U.  S.  Navy  Department . 89 

Carnegie  Steel  Co.,  Pittsburg,  Pa . 

N.  Y.  C.  &  Hudson  River  R.  R.  Co.,  New  York  City . ..  ..28 

Prudential  Ins.  Co.,  Newark,  N.  J . . . '.21 

Simmons  Hdw.  Co.,  St.  Louis,  Mo . 16 


The  Comptometer  outclasses  all  other  machines  for  addition  or  multi¬ 
plication.  Send  for  Literature  and  Special  Trial  Offer, 

FELT  &  TARRANT  MFC.  CO.,  52  Illinois  St.,  CHICAGO 

Please  mention  The  Business  Mans  Magazine  when  writing  to  advertisers. 
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The  Organization  of  an  Industrial  Insurance 

Company 

By  GEORGE  F.  BARIGHT 


The  door-bell  rings,  and  the  little  wo¬ 
man  stops  in  her  work,  glances  up 
-at  the  clock,  and  observing,  “It’s  the 
Insurance  Man,”  lets  him  in — an  alert, 
keen-eyed  young  man,  who  enters  briskly, 
with  a  cheery  “Good  morning,”  and 
an  inquiry  after  the  “husband  and  the  chil¬ 
dren.”  Out  from  his  pocket  comes  a  big 
black  book,  and  as  the  little  woman  goes  to 
the  bureau  drawer  and  gets  the  few  coins 
which  represent  the  weekly  premium,  the 
agent  records  the  transaction  in  his  book. 
A  genial  man,  this  young  agent,  and  a  wel¬ 
come  visitor,  apparently,  for  the  woman 
seats  herself  for  a  few  moments  while  he 
indorses  the  receipt  for  the  payment  in 
another  little  book  which  the  woman  hands 
him.  They  talk  of  a  dozen  things — of  the 
weather,  of  her  husband’s  “new  job,”  of 
little  Johnnie’s  sickness,  of  the  claim  that 
was  paid  on  the  next  block,  so  promptly 
that  there  was  no  worry  about  the  expenses, 
about  the  possibility  of  carrying  another 
po’icy  now  that  the  head  of  the  family 
is  making  more  money — all  those  little 
things  that  make  up  the  life  of  the  house¬ 
hold;  then  the  agent  has  returned  her  book 
to  her,  replaced  his  own  in  his  pocket,  and. 


with  a  good-natured  word  or  two,  is  off 
to  his  next  call. 

This  is  the  personal  side  of  Industrial 
Life  Insurance — the  side  that  touches  the 
home — the  side  which  is  deep-rooted  in  the 
hearts  and  homes  of  the  American  working 
people.  Week  after  week  the  agent  makes 
his  regular  call  in  this  manner,  collecting 
these  premiums  in  small  amounts — five,  ten 
or  fifteen  cents  a  week,  perhaps,  at  the 
homes  of  the  policyholders,  gradually 
bringing  them  up  to  a  full  appreciation  of 
the  benefits  of  life  insurance,  familiarizing 
them  with  the  insurance  idea,  and  'encour¬ 
aging  those  habits  of  thrift  and  economy 
which  are  so  indispensable  to  progress  along 
other  lines  as  well. 

But  this  young  Industrial  agent  is  only 
the  unit  of  a  great  and  far-reaching  system 
— an  organization  composed  of  over  thirty 
thousand  workers  who  collect  from  the 
holders  of  over  fifteen  million  policies,  week 
by  week,  the  vast  sum  of  one  hundred  mil¬ 
lion  dollars  annually,  in  dimes,  nickels  and 
quarters.  This  statement  in  itself  will  give 
some  idea  of  the  size  and  widespread  influ¬ 
ence  in  the  homes  and  national  life  of  the 
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greatest  of  all  methods  of  organized  self- 
help,  Industrial  Life  Insurance. 

To  form  some  idea  of  the  magnitude  of 
this  business  which  has  been  built  up  by 
organization  and  is  maintained  by  the  ap¬ 
plication  of  system  in  all  its  branches,  we 
shall  have  to  do  what  the  real  “dyed-in-the- 
wool”  insurance  man  loves  to  do — and 
what  the  American  public,  despite  all  state¬ 
ments  to  the  contrary,  love  to  hear  if  they 
are  big  enough — quote  figures. 

In  1875  there  was  not  an  Industrial  In¬ 
surance  policy  in  force  in  this  country ;  to¬ 
day  there  are  over  fifteen  million.  Thou¬ 
sands  of  agents,  assistants  and  superintend¬ 
ents  and  other  officials  are  employed  in  col¬ 
lecting  this  vast  annual  premium  income. 
The  assets  of  the  several  companies  en¬ 
gaged  in  this  business  exceed  two  hundred 
million  dollars;  while  the  amount  at 
risk,  insured  under  the  weekly  payment 
policies,  exceeds  a  billion  of  dollars  in  in¬ 
dividual  policies,  the  amounts  of  which  av¬ 
erage  not  much  in  excess  of  $100  each. 

Yet  with  all  these  tremendous  interests 
to  deal  with,  with  a  great  army  of  field 
and  home  office  workers  to  direct,  super¬ 
vise  and  educate,  and  with  the  interest  of 
the  holders  of  fifteen  million  policies  to  look 
after,  the  organization  of  the  Industrial 
companies  is  so  perfect,  system  forms  such 
a  vital  part  of  the  business,  that  the  whole 
vast  institution  moves  on  steadily,  harmoni¬ 
ously,  irresistibly,  as  one  great  organism, 
to  one  end,  placing  the  benefits  of  Industrial 
Insurance  in  the  homes  of  the  people 
throughout  the  length  and  breadth  of  the 
land. 

The  organization  of  a  great  Industrial 
Life  Insurance  business  may  be  divided 
into  three  great  parts — Business  Getting, 
Business  Keeping,  and  Paying  Claims — 
and  the  work  in  field  and  home  office  grows 
out  of  these. 

For  the  purpose  of  getting  business  a 
great  organization  is  maintained  in  the 
field.  The  unit  is  the  Industrial  agent, 
whom  we  have  just  seen  calling  at  the 
home  of  one  of  the  policyholders  on  his 
book,  and  this  simple  little  domestic  scene 
is  repeated  a  thousand-fold — yes  more  than 
a  million  times  during  each  week,  in  mil¬ 
lions  of  homes,  by  these  very  Industrial 
agents. 

It  is  the  duty  of  the  Industrial  agent  to 
keep  in  force  the  business  that  is  on  his 


books,  by  collecting  the  weekly  premium 
which  accomplishes  this,  and  for  this  col¬ 
lection  he  is  held  strictly  accountable.  This 
must  be  so,  since  the  whole  structure  of 
Industrial  Insurance  would  fall  if  collec¬ 
tions  were  irregularly  made.  Then  it  is 
his  duty  as  well  to  increase  the  business 
in  force  on  his  books,  by  writing  new  ap¬ 
plications  every  week,  which  call  for  addi¬ 
tional  weekly  collections.  So,  if  an  agent 
succeeds  in  writing  every  week  a  few  new 
applications,  and  keeping  his  weekly  col¬ 
lections  on  those  he  has  already  written, 
the  business  in  force  on  his  books,  or  his 
“Debit,”  as  it  is  termed,  is  continually  being 
increased  and  becomes  to  him  a  source  of 
constant  and  growing  income. 

The  management  of  these  agents  falls 
directly  into  the  hands  of  an  assistant  su¬ 
perintendent,  or  “assistant,”  as  he  is  famil¬ 
iarly  called.  He  has  a  number  of  agents, 
usually  from  four  to  eight,  on  his  staff,  for 
whom  he  is  directly  responsible.  He  must 
train  these  men  in  the  details  of  the  busi¬ 
ness,  show  them  how  to  obtain  new  busi¬ 
ness,  be  ready  to  canvass  with  them  if  nec¬ 
essary,  show  them  how  to  keep  their  books, 
and  supervise  their  work  continually,  in 
order  to  keep  their  part  of  the  big  machine 
working  smoothly,  freely  and  surely. 

An  assistancy  is  a  most  important  field 
office,  as  no  organization  can  be  stronger 
than  its  units.  The  work  of  the  assistant 
in  keeping  up  the  grade  of  agency  work,  of 
keeping  his  agents  in  line  for  the  accom¬ 
plishment  of  the  ends  to  be  gained,  is  of 
vital  value;  it  is  necessary  to  the  business. 

An  agency  is  the  first  step  in  the  Indus¬ 
trial  Insurance  ladder.  An  assistancy  is 
the  second,  and  it  is  the  desire  of  most 
Industrial  agents  to  secure  this  promotion. 
Sometimes  it  is  accomplished  very  quickly, 
in  only  a  few  months  in  some  cases.  The 
companies  are  always  looking  for  good  men 
to  fill  assistancies,  and  they  are  kept  busy 
scanning  the  records  of  the  agents  to  find 
assistancy  timber.  It  is  not  always  easy  to 
find  ideal  assistants.  In  addition  to  the 
ability  of  securing  business  and  some  cler¬ 
ical  capacity,  they  must  possess  tact  and 
judgment  in  the  handling  of  men.  A  good 
assistant  can  do  more  to  build  up  a  strong 
staff  of  loyal,  earnest  workers,  and  a  poor 
one  can  do  more  to  actually  injure  the 
business,  than  can  ever  be  estimated. 

The  next  step  forward  in  the  field  organ- 
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ization  is  the  superintendency.  A  number 
of  assistants,  from  four  to  perhaps  16  or 
more,  with  their  respective  groups  of  agents, 
are  grouped  together  in  a  “District’'  under 
an  executive  head  who  is  called  the  “Super¬ 
intendent.”  This  is  the  territorial  unit — 
and  it  is  with  the  superintendent  that  the 
company  deals  most  directly  in  matters  re¬ 
specting  the  progress  of  his  district.  He 
is  the  company’s  representative  in  his  own 
particular  territory.  He  is  the  man  respon¬ 
sible  for  the  general  results  of  the  district. 
He  must  be  careful  and  wise  in  the  selec¬ 
tion  of  men,  zealous  in  the  prosecution  of 
the  company’s  business  and  able  to  main¬ 
tain  enthusiasm,  loyalty  and  discipline 
among  his  staff  workers.  It  is  not  a  sine¬ 
cure,  this  office  of  district  superintendent. 
He  must  be  energetic,  forceful,  tactful  and 
diplomatic,  for  he  has  to  deal  with  and 
assimilate  together  all  sorts  of  dispositions 
and  natures.  He  earns  his  salary,  which  is 
a  liberal  one,  and  gives  the  company,  if  he 
is  a  conscientious  man,  full  value  received. 

The  superintendent  is, 
of  course,  in  charge  of 
the  company’s  branch 
office  in  the  district 
which  is  used  as  well  as 
the  headquarters  for  all 
assistant  superintendents 
and  agents  working  in 
that  particular  field. 

There  are  in  addition  to 
these  men  a  class  called 
“Detached  Assistants,” 
who  operate  somewhat 
independently  of  the  su¬ 
perintendent  in  a  separ¬ 
ate  office,  yet  in  all  im¬ 
portant  routine  matters 
must  report  to  their  su¬ 
perintendent.  This  con¬ 
dition  arises  from  the 
fact  that  there 
may  be  and 
frequently  i  s, 
near  every  large 
town  or  city 
which  is  oper¬ 
ated  as  a  super¬ 
intendency,  an¬ 
other  and  us¬ 
ually  a  smaller 
town  which  is 
hardly  import¬ 


Actuarial  Machine. 


ant  enough  to  be  made  the  headquarters 
of  a  superintendency  at  first,  but  which  is 
large  and  important  enough  to  warrant 
opening  an  office.  So  an  assistant  su¬ 
perintendent  is  “detached”  from  the  main 
superintendency  office,  an  office  is  opened 
and  he  is  placed  in  charge  of  it,  surrounds 
himself  with  a  small  staff  of  agents  and 
the  work  goes  on,  but  at  an  expense  con¬ 
siderably  less  than  what  would  be  necessary 
if  a  superintendent  were  in  charge. 

Such  is  the  main  organization  in  the  field : 
agent,  assistant  superintendent  and  superin¬ 
tendent.  Now  let  us  turn  to  the  home 
office  organization  and  see  its  relation  to 
this  vast  business  getting  organization  in 
the  field,  with  its  30,000  men  building  up 
hundreds  of  millions  of  insurance  in  force 
under  the  Industrial  plan,  and  collecting  on 
this,  the  greatest  organized  system  of  self- 
help  in  the  world,  over  one  hundred  mil¬ 
lions  of  dollars  in  premiums  every  year. 

All  the  field  districts  or  superintendencies 
with  their  respective  organizations  of  agents 

and  assistants  are  group¬ 
ed  together  territorially 
in  what  are  known  as 
Divisions,”  which  thus 
cover  the  entire  terri¬ 
tory  operated  by  the 
company.  These  divis¬ 
ions  are  in  charge  of  a 
division  manager  who  is 
both  a  home  office  and 
field  official,  having 
charge  as  well  of  all  the 
departmental  work  in  the 
office  which  pertains  di¬ 
rectly  to  the  manage¬ 
ment  of  his  field-  work, 
and  these  details  are 
sometimes  enormous.  For 
convenience,  the  care  of 
these  details  in  the  home 
office  is  handled 
by  divisions 
which  represent 
the  same  terri¬ 
torial  arrange¬ 
ment.  This 
work  may  be 
classed  under 
two  general 
heads;  the  care 
of  the  records 
of  all  the  field 
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men,  the  amount  of  business  they  write, 
the  status  of  that  business,  the  payment  of 
all  salaries  and  commissions  and  the  gen¬ 
eral  care  of  all  office  and  administration  de¬ 
tails  in  the  field.  These  are  handled  by  what 
is  known  as  the  “Auditing  Section”  in  im¬ 
mediate  charge  of  the  division  manager  and 
his  corps  of  assistant  managers.  In  ad¬ 
dition  to  this  each  division  has  what  is 
termed  a  “Policy  Section,”  in  which  all 
the  Industrial  policies  are  received,  and,  if 
the  conditions  are  all  favorable,  are  issued, 
attending  at  the  same  time,  to  all  the  other 


however,  that  there  is  apt  to  be  a  very 
considerable  lapse  rate  in  this  business. 
For  reasons  which  are  often  beyond  the 
control  of  the  insured,  it  is  found  that  very 
often  policies  which  are  written  do  not  re¬ 
main,  in  force.  Owing  to  this  fact,  and  also 
to  the  size  of  the  Industrial  organization,  it 
makes  some  method  of  determining  an 
agent’s  value  by  his  net  results  necessary. 
The  company  therefore  only  credits  each 
week  to  the  account  of  the  agent  the  dif¬ 
ference  between  the  amount  of  new  pre¬ 
miums  which  he  places  upon  the  books  and 


Claim  Department. 


details  incident  to  the  policy  end  of  the  di¬ 
visions.  Women  are  usually  employed  for 
this  branch  of  the  work,  one  company  alone 
employing  hundreds  of  women  in  this  par¬ 
ticular  branch. 

Now  as  the  unit  in  Industrial  business  is 
the  five  cent  weekly  premium  paid  by  the 
insured  and  collected  by  the  Industrial 
agent,  who  calls  at  the  home  for  that  pur¬ 
pose,  all  business  records  relating  to  the 
agent  are  based  upon  the  amount  of  busi¬ 
ness  thus  secured,  as  represented  by  these 
weekly  premiums.  Experience  has  shown. 


the  amount  of  any  business  which  has  dis¬ 
continued.  This  is  termed  “Increase,” 
meaning  the  amount  of  weekly  increase  in 
amount  of  collectible  premiums,  or  “agent’s 
debit”  as  it  is  termed. 

The  agent’s  compensation  depends  and 
is  based  upon  this  weekly  increase  in  pre¬ 
miums  ;  and  the  compensation  and  increase 
therein  from  year  to  year  of  the  superin¬ 
tendent,  and  assistant  superintendent,  de¬ 
pend  largely  upon  this  same  factor. 

In  addition  to  this  the  incomes  of  Indus¬ 
trial  agents  are  largely  augmented  by  com- 
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missions  upon  what  is  termed  “Ordinary” 
business  which  they  write,  that  is,  the  reg¬ 
ular  old  line  life  insurance  policies  for  $500, 
$1,000,  and  over.  For  years  the  Industrial 
agents  have  been  trained  to  write  Ordinary 
lines  as  well,  until  now  the  Industrial  or¬ 
ganizations  are  among  the  greatest  Ordi¬ 
nary  life  insurance  producers  in  the  coun¬ 
try. 

The  motto  of  the  Industrial  business  is 
continually  “Increase,”  and  to  obtain  this 
increase,  week  after  week,  is  the  aim  and 
accomplishment  of  all  this  vast  organiza¬ 
tion. 


Men  who  are  continually  in  touch  with  the 
head  of  affairs  are  naturally  more  apt  to  be 
enthusiastic  about  the  conduct  of  the  bus¬ 
iness.  The  problem  is,  however,  to  main¬ 
tain  that  enthusiasm  and  spirit  in  remote 
sections,  which  ordinarily  do  not  come  di¬ 
rectly  in  contact  with  the  headquarters  of 
the  business  at  all.  To  do  this  the  differ¬ 
ent  companies  employ  a  variety  of  methods 
which  have  proven  successful  in  their  re¬ 
spective  experiences. 

One  company,  for  example,  issues  in  its 
own  printing  house,  a  weekly  newspaper 
which  goes  direct  to  every  one  of  its  more 


Typewriting  Department. 


Naturally  the  most  effective  factor  in  this 
work  is  the  income  derived  by  the  agents 
and  other  field  workers  as  a  direct  conse¬ 
quence  from  it.  But  a  variety  of  subsidiary 
methods  have  been  introduced  which  assist 
in  this. 

In  every  large  organization  one  of  the 
greatest  problems  which  confronts  the  or¬ 
ganization  managers  is  the  maintenance  of 
loyalty  and  enthusiasm  among  the  men  who 
make  up  that  organization.  Naturally  it  is 
not  difficult  to  do  this  in  sections  which 
are  close  to  the  company’s  headquarters. 


than  ten  thousand  representatives  through¬ 
out  the  field.  The  main  feature  of  this  pa¬ 
per  has  been  for  years,  and  is  a  series  of 
competitive  lists  of  agents,  assistants  and 
superintendents,  showing  their  respective 
rank  in  respect  to  the  various  items  of  bus¬ 
iness,  such  as  increase  in  premiums,  total 
percentage  of  collectible  premiums  which 
have  been  collected  to  date,  or  in  other 
features  which  are  essential,  the  lists  be¬ 
ing  compared  for  periods  of  a  month,  three 
months,  or  representing  the  total  amount 
of  accumulated  results  for  the  year,  up  to 
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date  of  publication.  The  effect  of  this  is 
very  marked  in  stimulating  an  intense  rival¬ 
ry  among  the  men  themselves.  Those  who 
are  not  represented  in  the  list  of  the  “Best 
Hundred  Agents,”  for  example,  will,  for  the 
most  part,  strive  to  secure  representation  on 
that  list,  while  those  who  have  a  place  on 
it  are  interested  in  increasing  their  relative 
rank  from  week  to  week.  That  this  may 
have  a  practical  effect  as  well,  prizes  are 
offered  from  time  to  time,  which  covfu  the 
work  in  all  three  grades  of  field  employ¬ 
ment,  that  of  the  agent,  assistant  or  super¬ 
intendent. 

In  addition  to  these  lists,  the  paper  con¬ 
tains  every  week  bright  and  newsy  items 
regarding  the  work  in  the  field  and  the  field 
workers,  and  other  bright  matter  pertinent 
to  the  business. 

% 

The  companies  supply  their  agents  with, 
full  complement  of  literature,  and  in  many 
cases  with  clever  advertising  devices,  which 
the  agent  can  by  distributing  in  the  homes 
use  to  form  useful  acquaintances  and  secure 
the  opportunity  of  discussing  the  life  insur¬ 
ance  question. 

From  time  to  time  other  methods  are 
employed,  such  as  visits  from  various  offi¬ 
cials  of  the  home  office,  gatherings  of  the 
staffs  of  several  geographical  sections,  be¬ 
side  weekly  meetings  which  are  custom¬ 
arily  held  by  the  superintendent  and  his 
staff  of  assistants  and  agents,  ordinarily  on 
Saturdays.  All  these  produce  just  what  it 
is  intended  to  produce,  an  organization  of 
vast  size,  which  is  remarkable  for  its  qual¬ 
ity  of  unity  in  purpose  and  accomplishment, 
and  its  loyal  devotion  to  the  business. 

The  workers  never  fail  to  respond  to  the 
call  for  special  services  when  this  is  asked 
of  them.  It  is  found  in  actual  practice  that 
a  most  profitable  method  of  securing  results 
in  dealing  with  this  organization,  is  to  in¬ 
augurate  at  certain  periods  what  are  known 
as  “Special  Efforts.”  In  these  special  ef¬ 
forts  the  very  best  work  of  the  largest  per¬ 
centage  of  field  workers  is  given;  and  the 
results  would  be  astonishing  to  those  un¬ 
acquainted  with  the  capacity  and  business 
producing  power  of  a  well-knit,  well-es¬ 
tablished,  thoroughly-organized  force,  such 
as  make  up  the  field  workers  in  this  busi¬ 
ness.  There  is  probably  no  business  in  the 
United  States,  with  the  possible  exception 
of  railroading,  wherein  such  a  vast  amount 
of  detail  is  involved  as  in  this  business  of 


Industrial  Life  Insurance.  Yet  so  thorough 
is  the  organization,  to  such  a  fine  point  has 
system  in  this  business  been  carried,  and  so 
complete  a  mastery  have  the  managers  of 
Industrial  Insurance  over  the  details  of  this 
business  as  a  result,  that  in  the  agency  force 
the  work  of  every  man,  his  adaptability  to 
the  business  and  his  accomplishments  in  the 
line  of  securing  business  and  keeping  it, 
and  getting  it  paid  for,  and  even  to  some 
extent  of  his  personal  characteristics,  are  all 
a  matter  of  knowledge  at  the  Home  office 
of  the  company;  and  this  in  spite  of  the 
fact  that  nearly  30,000  men  are  employed. 
Not  a  head  can  stick  up  anywhere  above  the 
rest  which  is  not  at  once  made  a  target  for 
encouragement  and  assistance,  and  the  man 
studied  and  watched  and  marked  for  pro¬ 
motion.  In  time  this  fact,  of  course,  be¬ 
came  a  matter  of  knowledge  to  the  men 
themselves,  and  when  realized  it  can  be 
readily  seen  what  an  increase  in  enthusiasm 
and  consequent  efficiency  is  brought  about. 

All  this  has  had  the  effect  of  bringing 
into  this  business  a  better  class  of  men 
than  ever  before.  Ten  years  ago  the  ranks 
of  the  Industrial  companies  were  crowded 
with  men  who  had  been  unsuccessful  in  oth¬ 
er  pursuits,  or  who  entered  the  business 
as  a  make-shift  to  wait  for  something  bet¬ 
ter  to  turn  up,  and  there  were  others  who 
regarded  the  business  in  anything  but  the 
light  of  a  steady  and  permanent  employ¬ 
ment.  But  through  effective  organization 
this  condition  has  all  been  changed.  The 
men  who  make  up  the  rank  and  file  of  the 
great  army  of  Industrial  Insurance  workers 
are,  as  a  rule,  a  class  of  bright,  enterpris¬ 
ing,  energetic  young  men,  who  see  in  this 
business  a  good  opportunity  to  establish 
themselves  in  a  business  which  provides  a 
steady  and  permanent  income  and  excellent 
opportunities  for  promotion.  The  knowl¬ 
edge  that  good  work  is  always  recognized, 
and  that  nothing  but  merit  will  have  any 
permanent  effect  upon  a  man’s  progress,  is 
largely  responsible  for  this  feeling.  There 
are  no  favorites  in  life  insurance,  and  par¬ 
ticularly  is  this  true  of  Industrial  companies. 
The  ability  to  produce  business  and  hold 
it,  and  the  capacity  to  secure  and  control 
others  who  can  do  the  same,  is  the  only  key 
to  success  known  in  the  business  of  Indus¬ 
trial  Life  Insurance  so  far  as  its  field  work 
is  concerned.  To  the  right  man  promotion 
is  rapid,  from  the  position  of  an  agent  to 
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View  of  Main  Office. 


that  of  an  assistant  superintendent,  and  the 
chief  elements  of  success  are  energy,  tact 
and  integrity.  ; 

The  home  office  organization  is  divided 
into  a  large  number  of  departments,  each 
of  which  comes  under  the  head  of  a  man¬ 
ager  and  assistant  managers,  and  in  almost 
all  cases  these  men  have  reached  their  posi¬ 
tions  by  entering  as  clerks  and  through 
promotion  as  their  experience  and  capacity 
merited  it.  It  would  be  impossible  in  this 
space  to  give  a  full  description  of  these  vari¬ 
ous  departments  and  their  relation  to  the 
great  field  work.  In  general  they  may  be 
said  to  be  divided  into  three  classes :  admin¬ 
istrative,  financial  and  actuarial  or  statis¬ 
tical. 

The  administrative  department  would  in¬ 
clude  those  departments  which  bear  upon 


the  general  administration  of  the  business 
of  the  company,  the  securing  of  new  busi¬ 
ness  and  the  handling  of  all  agency  and  field 
matters ;  decisions  upon  the  acceptability  of 
risks,  and  the  care  of  its  large  force  of 
medical  examiners  in  the  field,  writing  of 
policies,  paying  claims,  etc. 

Closely  allied  to  these  would  be  the  fin¬ 
ancial  departments,  bearing  upon  the  col¬ 
lection  and  expenditure  of  all  moneys  and 
their  investment. 

The  actuarial  or  statistical  department 
deals  with  the  broad  principles  upon  which 
the  business  is  based,  the  fixing  of  all 
rates  and  policy  conditions. 

Among  the  more  important  departments, 
all  of  which  would  come  under  one  of  these 
three  heads,  would  be  the  sunervisor’s  de¬ 
partment,  the  cashier’s  department,  the 
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book-keeper’s,  policy  issue,  claim,  purchas¬ 
ing,  editorial,  advertising,  mail  and  supply 
departments.  Some  companies  have  their 
own  printing  department,  which  takes  care 
of  their  commercial  needs  exclusively. 

Today,  with  over  fifteen  million  Industrial 
policies  in  force,  accomplished  in  less  than 
30  years,  Industrial  Insurance  stands  as  a 
great  example  of  the  vast  results  accom¬ 
plished  through  organization.  Without  a 
most  thorough  and  compact  organization 
the  proper  handling  of  such  a  vast  business 
would  be  impossible,  yet  to  such  a  fine 
point  has  system  and  organization  been 
carried  in  this  business  that  the  executives 
are  enabled  each  week  to  tell  just  where 
their  business  stands,  how  many  policies 
are  in  force  and  full  particulars  regarding 
all  the  most  essential  features  of  the  bus¬ 
iness.  Organized  in  this  way  the  business 
admits  of  practically  limitless  growth,  each’ 
step  in  advance  being  taken  on  a  solid  foun¬ 
dation,  with  every  assurance  of  success, 
and  with  almost  no  mistakes.  Errors  of 
judgment,  even,  are  minimized  to  the  last 
degree,  since  all  important  matters  are  re¬ 
viewed  by  experts  in  each  department  which 
has  any  bearing  upon  the  question  at  issue. 

The  executive  work  in  the  home  office 
is  conducted  by  a  board  of  officers  and  by 
various  committees  made  up  of  the  officers 
and  managers  of  the  various  departments, 
so  that  the  heads  of  the  business  are  in  con¬ 
stant  touch  wuth  every  department  of  the 


work,  both  in  the  office  and  throughout  the 
vast  field.  The  result  of  this  is  that  a  high- 
class  of  men  are  being  attracted  to  the 
business  which  furnishes  an  opportunity 
to  all  young  men  without  capital  to  engage 
in  a  business  which  will  give  them  steady 
employment  and  a  good  living  income,  and 
accumulate  their  experience  and  capital  as 
they  go  along.  The  growth  of  the  business 
itself  is  so  rapid  that  opportunities  for  pro¬ 
motion  are  constantly  growing,  and  the 
companies  are  always  on  the  watch  for  men 
to  fill  the  positions  thus  created.  Students 
of  system  in  business  and  organization  work 
can  very  profitably  study  the  organization 
of  the  Industrial  companies.  Here,  of 
course,  only  the  very  briefest  and  most 
casual  description  has  been  attempted;  but 
the  tremendous  size  of  this  business  and 
its  far  reaching  influence,  insuring  over 
nine  hundred  million  dollars  on  over  fif¬ 
teen  million  policies,  show  what  a  hold  this 
industrial  business  has  taken  in  the  public 
mind.  The  payments  to  policyholders  are 
enormous,  and  naturally  in  a  business  of 
this  size  the  most  thorough  organization  is 
necessary.  That  it  has  taken  years  of  pa¬ 
tient  work  to  accomplish  this  is  true ;  but 
the  work  still  goes  on.  Many  hands  aid 
and  many  bright  minds  are  brought  to  the 
task  of  solving  the  problems  which  arise. 
That  “In  unity  there  is  strength”  is  empha¬ 
sized  in  the  marvelous  success  of  the  great 
institutions  conducting  this  widespread  sys¬ 
tem  of  life  insurance  for  the  masses. 


Employes  Recreation  Park. 


IMAGINE  a  little  straw-thatched  cottage, 
in  a  peaceful  Japanese  village,  and  find 
there  a  snowy-haired  grandma,  sleepily 
murmuring  a  song  of  her  own,  and  labori¬ 
ously  spinning  the  poor-stabled  native  cot¬ 
ton,  with  an  old-styled  hand-spinner.  A 
scene  like  this  cannot  be  found  in  the  Island 
Empire  now-a-days,  but  such  was  the  only 
method  of  cotton  spinning  known  even  to 
the  homes  of  “Samurai,”  among  which  you 
will  trace  the  parents  of  Togo  and  Oyama. 

The  victorious  campaign,  which  these 
brave  sons  of  “Samurai”  are  carrying  on 
for  Japan,  has  drawn  the  keenest  atten¬ 
tion  of  the  world.  Very  few  people  of  the 
other  nations  know  of  the  sacrifice  made 
by  the  soldiers’  wives,  who  industriously 
spin  out  the  required  yarns  for  the  manu¬ 
facture  of  military  clothing.  The  manu¬ 
facture  of  cotton-yarn  by  the  Japanese  in 
spite  of  its  brief  experience  of  20  years  has 
been  commanding,  for  several  years  past, 
the  third  item  in  Japan’s  foreign  export 
and  undoubtedly  represents  her  financial 
power  in  a  marked  degree.  It  may  interest 
the  reader  to  glance  at  the  present  condi¬ 
tion  of  this  industry. 

The  Japanese  cotton  factories,  with  a 
few  exceptions,  are  generally  yarn  mills 
which  both  spin  and  weave,  the  total  num¬ 


bers  of  spindles  being  1,450,000,  and  the 
capital  invested  over  forty  million  yen. 
To  compare  the  number  of  spindles  with 
the  forty  millions  of  England,  thirty-four 
millions  of  the  European  continent,  twenty- 
two  millions  of  the  United  States  and  five 
millions  of  India,  Japan  as  a  manufacturer 
of  cotton,  is  still  in  her  childhood,  but  the 
fact  of  having,  among  her  factories,  the 
largest  concern  of  its  kind  in  the  whole 
world,  with  the  single  exception  of 
Amoskeag  of  the  United  States,  not  only 
shows  the  great  executive  ability  of  the 
islanders,  but  indicates  the  bountiful  prog¬ 
ress  of  this  industry  in  Japan,  who,  as  its 
customers,  has  four  hundred  million  of 
Chinese  population,  besides  fifty  millions 
of  her  own  and  ten  millions  of  Corea. 

Now  to  study  Japan’s  standing  in  the 
China  market,  as  compared  with  that  of 
India,  let  us  look  at  the  typical  cotton 
yarn  report,  written  and  compiled  by  Noel, 
Murray  &  Co.,  Ltd.,  of  Shanghai: 

India. — “The  strong  feeling  which  was 
shown  in  our  market,  when  we  wrote  our 
last  report,  did  not  develop  any  further, 
and  the  demand  during  the  interval  under 
review  has  hardly  been  strong  enough  to 
keep  prices  steady.  The  sales  as  reported 
only  amount  to  1,307  bales.” 
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Japanese. — “These  spinnings  are  still  in 
favor  and  find  ready  sale  on  arrival.  Some 
1,500  bales  have  changed  hands  this  week.” 

The  quotations,  extracted  from  the  same 
report  are  as  follows : 


— Lowest —  — Highest — 

Japan.  India.  Japan.  India. 

16’s .  94.00  88.00  *106.00  96.50 

20’s .  *109.00  90.00  *109.00  98.00 


*These  highest  priced  yarns  are  from  the 
Kanegafuchi  Spinning  Company  mills. 

“From  being  a  consumer  of  Indian 
yarns,”  to  quote  the  annual  report  for 
1904,  of  the  Cotton  Spinners’  Association 
of  India,  “Japan  has  not  only  turned  a 
producer,  but  a  rival  to  all  India,  in  the 
China  market,  owing  to  the  decided  failure 
of  the  Chinese  cotton  industry.”  An  Eng¬ 
lish  writer  recently  stated  that  he  doubted 
the  safety  of  allowing  English  machinery 
to  be  placed  in  the  hands  of  those  who 
had  hitherto  bought  English  goods.  All 
the  factors  necessary  to  guarantee  indus¬ 
trial  success  are  to  be  found  in  Japan;  an 
abundant  supply  of  raw  material,  cheap  la¬ 
bor,  an  assured  market  for  the  manufac¬ 
tured  product  and  men  trained  in  every 
country  of  the  globe  to  manage  our  busi¬ 
ness  enterprises. 

Japan  has  to  pay  more  wages  than  either 
India  or  China;  and  imports  large  quanti¬ 
ties  of  raw  material  from  both  of  these 
competitors.  Then  how  can  Japan  hold 
the  superior  position  in  the  China  market, 
or  by  what  means  does  she  make  up  those 
deficiencies  in  cost  of  production,  keeping 
the  factories  always  on  a  paying  basis  and 
acquire  to  the  full  extent  the  benefit  of 
the  great  boom  which  the  cotton  spinners 
are  enjoying  at  present  throughout  the 
world  ?  To  solve  the  question,  we  shall 
now  proceed  to  study  the  Kanegafuchi 
Spinning  Company,  the  forerunner  and 
leader  of  the  progressive  cotton  spinners 
in  J apan. 

This  company  was  established  at  Tokio 
in  1887,  and  overcame  all  the  obstacles 
which  confronted  its  path  under  severe  and 
trying  conditions,  and  has  amalgamated 
several  minor  mills,  during  the  past  eight 
years.  The  general  manager’s  office,  situ¬ 
ated  at  Hiogo,  is  governing  14  mills,  scat¬ 
tered  over  the  various  provinces  in  the  em¬ 
pire.  Nearly  two  hundred  and  twenty 
thousand  spindles  are  moving  day  and 
night  in  these  mills,  where  about  fifteen 
thousand  hands  are  employed,  the  salaries 


and  wages  amounting  to  over  one  and  a 
half  million  yen  a  year;  upward  of  eighty- 
one  million  pounds  of  cotton  are  consumed 
and  producing  one  hundred  and  eighty 
thousand  bales  annually,  40  per  cent  of 
which  goes  to  China. 

The  solid  foundation  upon  which  •  this 
company  is  established  was  built  up  by  able 
financial  management.  A  very  small  divi¬ 
dend  was  paid  to  the  stockholders,  the  bal¬ 
ance  of  the  profits  being  distributed  to  re¬ 
serves  for  depreciation  on  buildings  and 
machinery,  appropriations  for  general  im¬ 
provements,  and  welfare  work.  The  an¬ 
nual  expenditure  of  nearly  two  hundred 
and  fifty  thousand  yen  for  the  renewing 
and  repairing  of  its  machinery  accessories, 
will  explain  how  the  company  is  taking 
good  care  of  its  equipment,  and  a  hundred 
thousand  yen  paid  for  fire  insurance  poli¬ 
cies  speaks  eloquently  for  the  protection 
afforded  the  investors.  Effective  welfare 
work,  however,  is  the  greatest  factor  in 
the  success  of  this  company. 

The  relation  between  the  employer  and 
employes  in  Japan  is  entirely  different  from 
that  of  any  other  country.  The  generous 
way  of  “Daimio,”  or  the  old  feudal  lord, 
toward  his  “Samurai,”  still  remains  in 
Japan,  the  employers  being  so  unselfish  and 
sympathetic,  that  the  employes  cannot  be 
unloyal  or  disobedient.  Some  of  the  for¬ 
eign  visitors  to  Japan  have  described  the 
nation  as  quarrelsome  in  general.  If  this 
statement  were  true,  why  is  it  that  the 
laboring  classes  of  this  quarrelsome  na¬ 
tion  have  never  passed  through  the  experi¬ 
ence  of  a  strike,  which  in  other  countries 
almost  invariably  follows  industrial  prog¬ 
ress?  Why  have  we  not  had  the  usual 
riots  resulting  from  the  introduction  of 
new  machinery?  Are  the  working  people 
intelligent  enough  to  protest  to  their  em¬ 
ployers?  Or  have  they  no  leaders  to  carry 
out  a  plan  of  organization? 

Those  who  ask  such  questions  are  ignor¬ 
ant  of  the  true  labor  conditions  in  Japan, 
and  are  not  familiar  with  the  manner  in 
which  employes  are  treated. 

Let  us  review  the  welfare  work  of  Kane¬ 
gafuchi  Spinning  Company. 

FREE  BOARDING  SCHOOL  FOR  YOUNG  FOLKS. 

To  procure  and  control  its  own  skilled 
labor,  the  “Kanebo”  (The  Kanegafuchi  Spin¬ 
ning  Company  is  well  known  by  the  name 
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thus  abbreviated)  are  running  a  free  board¬ 
ing  school  for  young  folks  aged  13  to  16 
years.  To  these  half-timers  the  primary 
school  courses  are  taught  and  textile  and 
engineering  lectures  are  given  at  night, 
while  the  bosses  and  foremen  during  the 
day  time  endeavor  to  thoroughly  instill  a 
practical  knowledge  of  the  manner  in  which 
the  various  departments  of  the  factory  are 
conducted.  The  company  does  not  charge 
anything  for  food,  clothing  and  furnish¬ 
ings,  which  are  freely  supplied  for  a  period 
of  three  years,  when  the  course  of  train¬ 
ing  is  completed  and  the  young  people  are 
formally  employed  as  helpers.  To  en¬ 
courage  these  youngsters,  musical  bands  are 
organized  and  governed  by  military  regu¬ 
lations. 

FREE  BOARDING  SCHOOL  FOR  YOUNG  MEN. 

This  beneficial  institution  is  open  to  any 
young  man  who  can  pass  the  entrance  ex¬ 
amination  given  by  the  “Kanebo”  board 
of  education.  The  student  is  educated  with 
the  very  same  care  and  attention  as  the 
young  folks,  only  advanced  branches  being 
taught  in  place  of  the  primary  education. 
Boarding  and  other  expenses  are  paid  by 
the  company.  While  both  the  textile 
graduates,  and  those  direct  from  the  ranks 
with  the  practical  training,  have  an  equal 
chance  for  promotion,  no  preference  other 
than  skill  and  ability  to  command  is  given 
one  class  over  the  other.  The  students 
make  every  effort  to  obtain  a  thorough 
working  knowledge  of  every  phase  of  the 
business,  as  they  would  feel  the  bringing 
in  of  foreign  labor  as  a  personal  reflection 
on  their  ability  to  thoroughly  absorb  the 
instruction  given  by  the  foremen  and  de¬ 
partment  heads  of  the  business. 

PRACTICAL  TRAINING  FOR  BEGINNERS. 

Every  new  comer,  if  he  chooses,  can  at¬ 
tend  primary  textile  lectures  two  hours 
each  day  for  a  period  of  six  months.  Every 
opportunity  for  advancement  is  given  to 
those  who  prove  themselves  to  be  excel¬ 
lent  available  help.  New  girls  are  gener¬ 
ally  given  a  three  months’  training  in  the 
factory  before  they  are  paid  full  wages. 

BOARDING  SCHOOL  FOR  GIRLS. 

One  of  the  special  features  of  the  Jap¬ 
anese  factory  system  is  the  boarding  house 
for  girls  organized  and  operated  in  the  in¬ 
terest  of  the ‘employes.  The  Hiogo  mill  of 
the  “Kanebo”  has  two  well  planned  board¬ 


ing  houses  built  in  the  factory  ground, 
where  huge  pine  trees,  cherries,  peaches, 
and  other  temperate  plants  are  flourishing, 
and  the  ample  lawns  permit  of  exercise  in 
the  fresh  air.  Each  of  these  buildings  can 
accommodate  more  than  1,000  boarders  and 
the  conveniences  include  free  baths,  hair 
dressing  and  reception  rooms,  together  with 
ample  sanitary  arrangements.  Dining 
rooms  under  a  separate  roof  are  equipped 
with  clean  tables  and  chairs,  have  heating 
and  ventilating  apparatus,  and  are  decor¬ 
ated  with  numerous  vases  of  flowers  and 
tropical  plants.  The  kitchen  has  the  latest 
improved  ranges  and  a  steam  boiler  ex¬ 
clusively  for  cooking  purposes.  Over  25 
cooks  and  the  same  number  of  men  waiters 
attend  to  the  wants  of  the  workers  day 
and  night.  Once  a  week,  besides  the  regu¬ 
lar  meals,  fancy  dishes  and  delicacies  are 
included  with  the  regular  meals  and  the 
dining  rooms  are  decorated  with  lanterns, 
flags  and  flowers  for  the  entertainment 
which  follows. 

There  are  school  and  work  rooms  at  a 
secluded  corner  of  the  boarding  house,  to 
which  all  the  boarders  are  admitted  free, 
either  to  day  or  night  classes,  where  house¬ 
keeping,  dress-making,  letter  writing,  arith¬ 
metic,  grammar  and  music  are  taught. 
These  school  girls  are  also  admitted  free 
to  entertainments,  religious  meetings  and 
picnics.  Money  orders  are  transmitted  free 
of  charge  and  all  kinds  of  helps  are  offered 
by  the  several  officers,  mostly  ladies,  who 
at  the  same  time  carefully  watch  the  career 
of  each  girl  and  keep  up  the  correspond¬ 
ence  with  their  homes  so  that  the  parents 
in  the  country  can  feel  safe  in  entrusting 
their  beloved  ones  to  the  care  of  the  com¬ 
pany.  Whenever  these  parents  come  to 
see  their  daughters  at  the  boarding  house, 
they  are  cordially  received  by  the  company, 
and  can  without  any  cost  stay  as  long  as 
they  desire. 

FREE  NURSING  INSTITUTION  AND  KINDER¬ 
GARTEN. 

Every  provision  has  been  made  to  give 
the  children  every  possible  care  and  atten¬ 
tion  while  their  mothers  are  at  work. 
Physicians  and  nurses  are  constantly  in 
attendance,  and  together  with  the  excel¬ 
lent  facilities  at  hand  every  comfort  is 
given  the  little  ones  and  the  parent  need 
have  no  fear  of  their  well  being  while  at 
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work  in  the  factory.  The  company  takes 
care  of  the  children  for  a  period  of  at  least 
two  years  and  longer  if  the  parents  are  not 
in  a  position  to  give  the  children  the  care 
and  attention  they  should  have.  The  com¬ 
pany  has  been  very  successful  in  their  plans 
to  secure  only  the  very  best  physically  and 
intelligently  developed  help  to  operate  their 
industries.  The  training  which  the  chil¬ 
dren  receive  and  later  on  the  schooling 
obtained  from  the  instructors  gives  each 
individual  opportunities  far  above  those  to 
be  had  by  the  employes  in  foreign  coun¬ 
tries. 

HOSPITALS  AND  SANITARY  BOARD. 

The  success  of  our  factory  physicians, 
their  assistants,  and  the  nurses  is  to  be 
praised  in  the  same  terms  that  characterize 
the  commendations  of  our  great  medical 
staff  in  the  field.  The  physicians  and  sur¬ 
geons  at  “Kanebo”  are  supplied  with  every 
modern  instrument  for  taking  care  of  the 
sick  and  the  injured,  universal  medical 
compounds  and  drugs  being  dispensed  in 
the  pharmacal  department.  Patients  are 
transferred  to  the  well  furnished  hospital 
in  which  they  stay  until  perfectly  cured. 

Everything  that  is  in  the  least  injurious 


or  unhealthy  to  the  physical,  mental  or 
moral  progress  of  the  employe  is  tabooed 
by  the  sanitary  board  and  the  hygienic 
regulations  for  the  factory  as  well  as  the 
houses  rented  by  the  company  are  strictly 
enforced.  The  bathrooms  and  laundries 
are  provided  free  to  all  employes  of  the 
factory. 

MUTUAL  RELIEF  ASSOCIATION. 

This  organization,  designed  to  assist  the 
employes  who  are  in  need,  is  modeled  after 
the  plan  of  the  Relief  Organization  in  con¬ 
nection  with  the  Krupp  Iron  Works, 
Though  the  association  has  not  been  in 
operation  long  enough-  to  report  great  re¬ 
sults,  yet  the  employes  believe  that  much 
benefit  will  result  and  are  very  enthusiastic 
for  the  continuation  of  the  work. 

FLORICULTURE. 

The  “Kanebo”  Hiogo  mill  owns  about 
350  houses  and  50  more  new  ones  are  be¬ 
ing  built.  These  houses  are  rented  to  the 
employes  at  a  comparatively  low  rate.  The 
modified  method  of  house  beautifying  fol¬ 
lowed  by  the  employes  of  several  great 
American  institutions  has  been  lately  adopt¬ 
ed,  and  under  the  influence  of  the  company 
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officials  and  the  commit¬ 
tee  of  residents,  the 
beautifying  of  the  houses 
and  surrounding  lawns 
is  being  carried  out.  The 
scenery  is  very  pictur¬ 
esque  and  together  with 
the  additional  efforts  be¬ 
ing  made  by  the  inhabi¬ 
tants  the  result  is  a  pic¬ 
ture  of  marvelous  beau¬ 
ty- 

PRIZE  SUGGESTIONS. 

There  are  two  attrac¬ 
tive  papers  published 
fortnightly,  viz.,  “The 
Whistle  of  Kanebo”  and 
“Women’s  Friend,”  the 
former  for  the  men  and 
the  latter  for  the  women. 
The  object  of  these  pub¬ 
lications  is  the  cultiva¬ 
tion  of  a  closer  relation 
between  the  company 
and  the  employes.  In¬ 
struction  as  to  the  details 
of  manufacture  are  given 
through  the  columns  of 
these  papers  and  separ¬ 
ate  departments  are  run 
for  the  purpose  of  hav¬ 
ing  the  employes  submit 
suggestions  for  improve¬ 
ments  and  also  ask  such 
questions  pertinent  to  the 
welfare  of  the  business 
as  they  may  care  to  send 
in.  Cash  prizes  a'nd  med¬ 
als  are  freely  offered  for 
suggestions  and  com¬ 
plaints. 

GENERAL  STOREROOM. 

This  department  is  weU 
stocked  with  a  generous 
supply  of  food  stuffs, 
clothing,  dry  goods,  etc. 
Such  of  these  goods  as 
the  employes  may  desire 
to  purchase  is  sold  to 
them  at  actual  cost. 

Numerous  other  minor 
methods  of  welfare  work 
are  carried  out,  such  as 
providing  amusements 
and  recreations  of  all 
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kinds  for  the  benefit  of  the  children  and 
grown  persons, 

THE  WAR  SOCIETY. 

Soon  after  the  breaking  out  of  the  pres¬ 
ent  hostilities  with  Russia,  this  society  was 
organized  among  “Kanebo”  employes  for 
the  purpose  of  providing  funds  for  the 
maintenance  of  the  families  of  their  com¬ 
rades  who  were  in  the  field.  Every  one  of 
the  employes,  regardless  of  the  amount  of 
their  earnings,  contributed  five  to  ten  per 
cent  to  the  fund  which  was  placed  on  de¬ 
posit  with  the  company,  who  paid  interest 
at  the  rate  of  ten  per  cent,  besides  con¬ 
tributing  large  sums  directly  to  the  fund. 

Several  committees  were  elected  and  they 
are  looking  after  the  relief  of  the  families 
and  mailing  out  papers,  periodicals,  and 


other  comforts  to  the  soldiers  in  the  field. 
How  bravely  these  soldiers  thus  supported 
in  regard  to  their  home  affairs,  besides  re¬ 
ceiving  the  sufficient  pensions  from  the 
government,  could  face  the  enemy  and  sac¬ 
rifice  their  lives  for  their  country  can  easily 
be  understood. 

Third  Lieutenant  Totaro  Ono,  an  em¬ 
ploye  of  “Kanebo,”  who  fought  in  the 
decisive  battles,  near  Mukden,  under  Gen¬ 
eral  Kuroki,  recently  wrote  to  the  gen¬ 
eral  manager,  thanking  him  for  his  kind 
letter  and  for  the  hearty  compliments  re¬ 
ceived  from  the  chief  executive,  and  con¬ 
cluded  as  follows : 

“I  am  always  ready  to  meet  my  dead 
comrades,  but  if  such  be  the  God’s  will,  I 
hope  to  survive  and  devote  my  entire  fu¬ 
ture  to  my  beloved  “Kanebo.” 


Store-houses. 


The  Value  and  Recent  Development  of  Theo¬ 
retical  Training  for  the  Public  Accountant 

By  ROBERT  H.  MONTGOMERY,  C.  P.  A. 

Editor  of  the  American  Edition  of  Dicksee  s  Auditing 


The  firm  of  Lybrand,  Ross  Bros.  &  Montgomery,  Certified  Public  Accountants,  is  of  the  progressive 
sort  that  wins  recognition  through  ability  and  steady  application.  Throughout  Pennsylvania,  where  their 
clients  mostly  do  business,  they  enjoy  a  very  large  practice.  From  offices  in  the  Stephen  Girard  Building 
of  Philadelphia  the  firm  has  branched  out  to  Baltimore  and  to  New  York.  The  individual  members  of 
the  firm,  Wm.  H.  Lybrand,  T.  Edward  Ross,  Adam  A.  Ross,  Jr.,  and  Robert  H.  Montgomery,  are  all 
practitioners  of  experience,  and  men  who  have  done  much  in  furthering  the  cause  of  accountancy  in 
the  United  States. 

Mr.  Robert  H.  Montgomery,  the  author  of  this  article,  was  born  in  1872  and  in  1889  obtained  a 
position  in  the  office  of  Mr.  John  Heins,  who  was  then  president  of  the  American  Association  of  Public 
Accountants. 

Mr.  Montgomery  took  an  active  part  in  the  formation  of  the  Pennsylvania  public  accountants  in 
1897  and  was  a  delegate  to  the  organization  meeting  of  the  Federation  of  Societies  of  Public  Accountants. 
He  was  elected  secretary  of  the  Federation,  October,  1904,  and  was  placed  in  charge  of  the  amalgama¬ 
tion  of  the  Federation  with  the  American  Association  of  Public  Accountants. 


The  general  recognition  of  accountancy 
as  a  profession  has  made  greater 
strides  in  the  United  States  within 
the  last  12  months  than  during  the  entire 
previous  history  of  our  country.  Many 
proofs  of  this  advance  might  be  cited,  but 
it  is,  happily,  no  longer  necessary  to  argue 
that  the  public  accountant  is  following  a 
profession,  and  since  this  fact  has  been 
acknowledged  by  several  universities  of  the 
highest  standard  it  is  hardly  to  be  expected 
that  any  of  the  readers  of  this  article  will 
be  disposed  to  dissent. 

UNIVERSITY  RECOGNITION. 

The  whole  subject  of  accountancy,  with 
its  possibilities,  has 
been  most  exhaustively 
studied  for  several 
years  by  Dr.  James  T. 

Young,  director  of  the 
Wharton  School  of 
Finance  and  Economy 
of  the  University  of 
Pennsylvania,  and,  as 
his  school  is  recognized 
all  over  the  world  as 
being  a  model  of  its 
kind,  it  is  interesting  to 
read  what  Dr.  Young 
said  recently  in  connec¬ 
tion  with  the  introduc¬ 
tion  of  a  course  in  ac¬ 
countancy  as  a  pajt  of 
their  regular  work : 

“Accountancy  is  a 
proper  subject  for  a 
university  course  be¬ 


cause  the  subject^  required  for  the  ac¬ 
countant  can  be  systematized  and  taught 
just  as  can  the  principles  of  the  law  or  of 
mathematics  required  for  engineering  or 
those  of  medicine.  Every  calling  which 
becomes  a  profession  of  an  advanced 
character,  must  rest  on  definite,  fixed 

princi][Tles,  rather  than  upon  ‘the  rule 

of  the  thumb.’  When  these  principles  reach 
a  certain  high  point  of  development  they 
constitute  a  body  of  knowledge  or  a  science 
which  can  be  imparted  by  scientific  teach¬ 
ing  methods  more  quickly  and  to  greater 
advantage  than  by  compelling  each  indi-‘ 
vidual  to  begin  at  the  beginning  and  learn 

all  those  principles 
through  the  long  pro¬ 
cess  of  experience. 

“Furthermore,  by  in¬ 
sisting  u'pon  a  thorough 
and  well  planned 
scheme  of  university  in¬ 
struction  the  calling  re¬ 
ceives  a  more  adequate 
recognition  as  an  ad¬ 
vanced  profession.  This 
has  been  the  experience 
of  all  those  occupations 
which  are  now  termed 
‘professions,’  the  m.ost 
striking  recent  instance 
being  that  of  the  civil, 
mechanical,  electrical 
or  chemical  engineer.” 

It  is  interesting  to 
note  the  reference  to 
engineering,  for  its  re- 
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cognition  as  a  profession  has  also  been  quite 
recent;  in  fact,  engineering  evidently  has 
not  quite  come  to  its  own,  for  no  later 
than  March  26,  1905,  Professor  Burr,  head 
of  Columbia  College’s  civil  engineering  de¬ 
partment,  said : 

“I  believe  that  civil  engineering  will 
never  reach  the  truly  professional  charac¬ 
ter  which  ought  to  belong  to  it  until  the 
profession  is  based  on  a  college  training — 
until  it  is  placed  on  the  same  high  plane 
with  law  and  medicine — and  Columbia  is 
the  first  university  in  the  country  to  give 
full  expression  to  that  idea. 

“I  hope  that  it  will  not  be  many  years 
before  the  engineering  student  is  fitted  out 
with  the  same  culture  studies  which  now 
are  obligatory  for  those  who  wish  to  pur¬ 
sue  the  study  of  law  and  medicine.” 

CULTURE  ALWAYS  NECESSARY., 

Even  in  former  days  when  accountancy  was 
essentially  “practical”  and  a  knowledge  of 
its  principles  was  gained  only  by  experi¬ 
ence,  it  was  universally  admitted  that  an 
accountant’s  education  should  be  of  a  broad 
cultural  character.  The  difficulties,  how¬ 
ever,  in  the  way  of  an  ordinary  junior 
assistant  becoming  broad-minded  and  cul¬ 
tured,  when  his  whole  time  during  the  day 
and  frequently  far  into  the  night  was  occu¬ 
pied  with  routine  work,  were  almost  too 
many  to  overcome;  and  this  probably  ac¬ 
counts  for  the  comparatively  few  account¬ 
ants  of  today  who  can  be  said  to  be  in  the 
front  rank.  By  this  I  mean  those  men 
who  combine  with  their  complete  mastery 
of  the  practical  part  of  their  work  the  abil¬ 
ity  to  write  a  clear  and  concise  report,  using 
good  English  throughout ;  the  ability  to  con¬ 
sider  questions  of  account  in  their  broadest 
sense — for  instance,  an  accountant  whose 
practice  might  touch  upon  city,  state  or 
national  finances  should  be  acquainted  with 
city  government  and  public  administration; 
this  ability  to  grasp  the  scientific  principles 
of  the  various  subjects  which  arise;  and 
most  important  of  all,  the  ability  to  make 
his  influence  of  value  to  the  community, 
which  must  be  measured  not  only  by  his 
special  services  but  by  his  breadth  of  view 
and  his  standing  as  a  man. 

FUTURE  REQUIREMENTS — UNIVERSITY  DAY 
AND  NIGHT  SCHOOLS. 

We  may,  therefore,  reasonably  expect 
that  in  the  near  future  a  junior  assistant, 
whose  intention  it  is  to  make  accountancy 


his  life  profession,  will  seek  every  means  to 
avail  himself  of  the  opportunity  to  secure 
such  a  preliminary  training  as  will  furnish 
him  with  a  comprehensive  and  intelligent 
starting  point.  I  refer  to  such  a  place  as 
the  Wharton  School,  already  referred  to, 
or  the  New  York  School  of  Commerce,  Ac¬ 
counts  and  Finance,  where  for  several  years 
Professor  Johnson  has  been  carrying  on 
thoroughly  first  class  work,  or  the  recently 
organized  department  of  the  University  of 
California,  where  Professor  Hatfield  has 
introduced  an  accountancy  course  into  their 
College  of  Commerce  and  which  is  entering 
upon  an  enlarged  field  of  influence,  or,  as 
we  hope  he  will  soon  find,  a  fully  devel¬ 
oped  accountancy  course  in  any  of  the 
higher  educational  institutions  to  which  he 
may  apply. 

Of  course  there  will  remain  a  greater 
number  of  young  men  who  desire  to  study 
for  the  profession,  but  who  lack  the  means 
to  enter  day  classes.  Fortunately  the  doors 
are  not  barred  to  them,  but  they  will  have 
to  bring  to  bear  their  full  energies  to  secure 
by  night  study  all  that  they  otherwise  miss. 
It  will  probably  be  the  case  for  some  years 
that  all  accountancy  schools  will  have  night 
courses  as  is  now  the  case  in  Philadelphia 
and  New  York,  and  this  enables  a  young 
man  to  secure  employment  during  the  day; 
an  accountant’s  office  is,  of  course,  the  most 
preferable  place  for  him  to  work  and  if  he 
can  secure  a  position  with  a  reputable  firm 
his  day  experience  will  be  of  inestimable 
advantage  in  working  out  theoretical  prob¬ 
lems.  An  untrained  junior  does  not — nat¬ 
urally,  command  a  large  salary,  but  there  is 
practically  no  limit  to  the  advancement 
which  is  sure  to  follow  a  good  record. 

POSSIBILITIES  FOR  HOME  STUDY. 

If  he  cannot  attend  a  night  school  his 
next  best  plan  is  to  secure  all  of  the  stand¬ 
ard  text  books  on  the  various  subjects  and 
master  them.  The  chief  difficulty  with  this 
is  that  he  loses  the  advantage  of  coming 
into  contact  with  the  practicing  accountants 
who  lecture  in  the  various  accountancy 
schools.  As  the  profession  becomes  better 
known,  however,  and  its  influence  grows, 
the  literature  will  expand  and  in  time  will 
certainly  furnish  the  means  to  the  student 
of  securing  a  comprehensive  ground-work. 
To  claim  that  accountancy  cannot  be  ex¬ 
pressed  in,  and  its  essentials  learned  from, 
books,  is  to  admit  that  it  is  neither  a  science 
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nor  a  profession,  and  the  day  has  gone  by 
for  any  such  foolish  idea. 

THE  ACCOUNTANT  OF  THE  FUTURE. 

The  professional  accountant  of  the  future 
must  be  educated  and  developed  in  the 
broadest  possible  sense  or  he  cannot  hope 
to  succeed.  Experience  is  quite  as  neces¬ 
sary  and  just  as  valuable  as  ever,  but  it  is 
not  enough,  and  in  the  not  far  distant  future 
the  purely  “practical”  man  will  be  doomed 


to  failure  when  he  comes  into  competition 
with  men  who  have  had  in  their  junior 
days  thorough  theoretical  training  supple¬ 
mented  later  by  practical  experience. 

The  profession  of  accountancy  has  in  store 
greater  opportunities  for  the  right  sort  of 
young  men  than  ever  before,  but  with  in¬ 
creased  chances  for  success  have  come  new 
responsibilities,  the  most  important  of  which 
is  the  necessity  for  theoretical  training. 


Banking  by  Mail 

BANKING  FACILITIES  NOW  EXTENDED  TO  EVERY  COMMUNITY  REACHED  BY  POSTAL 
SERVICE,  A  DISTINCTIVELY  AMERICAN  IDEA,  THE  PRODUCT  OF  YANKEE  INGENUITY 

By  ALFRED  SIDNEY  JOHNSON,  PH.  D. 

Managing  Editor,  The  Technical  World 


TO  the  majority  of  mankind,  sadly 
enough,  money  is  “the  substance  of 
things  hoped  for,  the  evidence  of 
things  not  seen.”  One  who  has  a  well- 
filled  wallet  may  say  he  “thanks  his 
stars,”  but  he  congratulates  himself.  The 
moment  a  man  has  so  much  as  a  dollar  laid 
by  and  earning  interest,  that  moment  he 
mounts  to  “the  seats  of  the  mighty”  and 
becomes  a  capitalist — not  necessarily  of  the 
“bloomin’,  blarsted,  bloated”  variety — but 
nevertheless  a  capitalist  bona  fide,  with  the 
consciousness  of  dawning  strength  and  the 
incipient  feeling  of  security  and  healthy 
independence  that  place  the  future  within 
his  assured  grasp.  That  moment,  his  ship 
puts  her  helm  hard  down  for  the  home 
tack,  and  the  band-wagon  draws  up  at  his 
door. 

Success  in  life  is  a  delicate  and  difficult 
thing  to  define.  To  many — rightly  or 
wrongly — it  is  synonymous  with  the  ac¬ 
cumulation  of  wealth,  the  standard  of 
achievement  and  the  end  of  all  ambition 
worthy  of  human  endeavor.  But  whatever 
may  be  our  delineation  of  this  subtle  and 
somewhat  fickle  goddess,  the  possession  of 
a  substantial  bank  account  is,  for  most  per¬ 
sons — for  all,  in  fact,  who  are  not  degen¬ 
erates — a  most  laudable  object  of  ambition. 
It  has  a  psychological  value  all  apart  from 
its  conventional,  commercial  value.  It  is 
veritably  the  key  to  power — not  alone 
through  what  it  buys,  but  through  what  it 
does — unlocking  those  secret  sources  of 
strength  that  transform  the  delinquent  into 
the  alert,  the  vacillating  into  the  confident, 


kindling  the  embers  of  hope,  and  giving  the 
race  to  the  slow,  the  battle  to  the  weak. 

Thus  we  may  have  some  idea  of  the 
beneficent  service  now  rendered  by  certain 
banking  houses — notably  in  Pittsburg,  Pa., 
and  Cleveland,  O. — which  have  worked  out 
a  system  that  enables  anyone  to  do  his  or 
her  banking  by  mail.  Under  this  system, 
any  person,  no  matter  where  located,  may 
open  a  bank  account,  even  though  he  or  she 
has  only  one  dollar  available  as  a  starter — 
and  many  a  “fat”  deposit  today  has  had  an 
original  nucleus  no  larger  than  that.  And 
he  may  open  not  only  a  savings  account, 
but  a  checking  account,  too,  if  desired — a 
privilege  not  ordinarily  granted  by  banks 
without  charging  a  monthly  fee  when  de¬ 
posits  fall  below  their  originally  required 
minimum. 

The  machinery  of  this  system  is  vast  and 
far-reaching,  but  so  simple  that  a  child  can 
work  it.  It  includes  the  great  network  of 
railway  and  steamship  lines  that  ramify 
to  every  nook  and  cranny  of  the  civilized 
world;  and  in  it  are  enlisted  as  chief  mes¬ 
sengers  the  vast  and  perfectly  organized 
army  of  the  postal  service.  A  simple  writ¬ 
ten  request  will  bring  a  deposit  blank,  with 
instructions.  The  return  of  this  blank,  to¬ 
gether  with  one’s  first  deposit  by  postoffice 
or  express  money  order.  New  York  draft, 
check  drawn  on  local  bank,  or  by  regis¬ 
tered  mail  or  express,  will  bring  a  pass 
■  book  showing  amount  deposited.  In  this 
book — which  will  be  “written  up”  at  inter¬ 
vals  as  requested — record  can  be  kept  of  all 
subsequent  deposits  and  withdrawals,  these 
being  conducted  also  through  the  mails. 
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This  application  of  the  mail  idea  to  the 
banking  business  is  but  additional  evidence 
of  the  increasing  extent  to  which  the  com¬ 
mercial  and  industrial  activities  of  the  age 
are  becoming  interlaced.  It  is  the  natural 
outgrowth  of  the  mail-order  habit,  which  in 
recent  years  has  developed  business  of  enor¬ 
mous  proportions,  stimulated  by  all  those 
facilities  of  transportation  and  communi¬ 
cation — the  railroad,  telegraph,  etc. — 
which  eliminate  both  space  and  time.  To¬ 
day  the  suburban  or  rural  dweller  is  inde¬ 
pendent  of  local  markets  for  the  comforts 
or  necessaries  of  life,  being  in  ready  touch 
with  sources  of  supply  at  all  the  great  trad¬ 
ing  centers.  A  mail  order  does  his  busi¬ 
ness,  if  need  be. 

And  in  the  same  way,  the  facilities  of  the 
banking  world  are  now  brought  to  his  very 
door.  Instead  of  hoarding  money  in  a 
stocking,  or  hiding  it  under  a  mattress,  or 
in  a  hole  under  the  corner  of  the  well-box 
or  chicken-house,  until  it  reaches  a  consid¬ 
erable  sum  or  is  burned  or  stolen,  he  can 
mail  it  to  his  bank  at  such  times  and  in 
such  amounts  as  are  convenient.  By  so 
doing,  he  puts  it  instantly  at  work  for  him, 
and  thus  takes  what  is  avowedly  one  of  the 
most  effective  steps  toward  the  rapid  ac¬ 
cumulation  of  wealth — the  enlistment  of 
other  forces  toward  one’s  own  ends.  More¬ 
over,  under  this  system,  he  can,  if  he  so 
desire,  keep  his  financial  resources  a  per¬ 
petual  secret  from  that  prying  curiosity  and 
gossip  which  would  be  conspicuous  if  more 
generally  absent  from  small  communities. 

The  savings  of  a  people  are  a  pretty  good 
criterion  of  their  prosperity  and  thrift.  In 
this  respect  the  United  States  leads  every 
other  nation.  Here,  one  in  every  ten  of  the 
entire  population  has  a  savings  account,  av¬ 
eraging  in  amount  $419,  which  is  much 
higher  than  the  average  found  in  any  other 
country.  Canada  stands  second,  with  $289 
for  every  depositor;  while  Hungary  makes 
a  close  third,  with  $251.  The  total  amount 
on  deposit  in  savings  banks  in  the  Ignited 
States,  exceeds  $3,060,000,000,  or  an  aver¬ 
age  of  nearly  $40  for  every  man,  woman, 
and  child.  Year  by  year  an  increasing  pro¬ 
portion  of  this  vast  savings-bank  business 
is  being  transacted  through  the  mails,  and 
millions  are  already  on  deposit  in  institu¬ 
tions  which  the  depositors  have  never  vis¬ 
ited  or  even  seen. 

What  this  enormous  sum  means,  of  faith¬ 
ful  industry  and  heroic  self-denial,  one  can 


but  dimly  appreciate.  Could  we  but  tell 
the  tale,  what  a  tangled  web  of  p.athos  and 
romance  would  be  found  woven  around  the 
pittances  that  in  many  cases  go  to  make  up 
the  mighty  aggregate — the  earnings  of  . 
sweat,  the  outpourings  of  unselfishness,  the 
rakings  of  avarice  and  greed,  the  gifts  of 
admiration  and  love,  the  tainted  proceeds  of 
crime,  the  rewards  of  honest  effort  and 
steadfast  devotion!  Not  long  ago,  a  letter 
containing  $25  was  received,  with  instruc¬ 
tions  from  a  proud  young  father  in  Michi¬ 
gan  to  open  an  account  for  his  first-born 
baby  son.  “The  boy’ll  need  it  some  of  these 
days,”  he  wrote,  “and  we  may  as  well  begin 
to  save  for  him  right  off.”  A  few  months 
later  a  tear-spotted  letter  reached  the  bank, 
asking  withdrawal  of  the  money,  as  the  lit¬ 
tle  fellow  had  been  taken  away  from  his 
parents’  care.  A  working  woman  in  New 
York  opened  an  account  for  her  little 
daughter,  saying,  “She’ll  be  marrying  by 
and  by,  and  ought  to  have  something  to 
start  life  on.”  Another  woman,  from  Illi¬ 
nois,  deposited  five  dollars,  with  explicit 
instructions  not  to  let  her  “old  man”  know 
about  it,  as  “he’d  be  after  spending  every 
cent  of  it  for  drink.”  A  farmer  in  Iowa,  on 
opening  an  account,  wrote :  “We  have  a 
good  bank  here,  but  everybody  in  the  town¬ 
ship  knows  how  much  everybody  else  has 
on  deposit.  They  think  they  know  how 
much  I’ve  got,  but  I’ll  fool  them.” 

And  so  the  record  runs,  a  medley  of 
humor  and  throbbing  pathos,  a  picture  of 
the  living,  pulsating  drama  of  real  life  I 

It  is  in  such  resources  as  are  thus  laid 
up  that  the  real  material  strength  of  a 
nation  lies.  It  was  the  savings  of  the 
French  peasantry  that  enabled  France  to 
pay  off  with  unparalleled  alacrity  her  vast 
debt  imposed  as  a  result  of  the  disastrous 
war  with  Germany,  and  to  recover  quickly 
from  the  upheaval  that  accompanied  the 
passing  of  the  empire.  And  in  the  same 
way,  the  real  sinews  of  strength  of  our  own 
country  will  be  found  to  lie,  not  in  its  army 
or  navy,  but  in  the  individually  small  hold¬ 
ings  that  represent  the  products  of  the  brain 
and  brawn,  the  self-denial  and  thrift,  of 
the  great  wage-earning  army  of  the  middle 
classes.  No  man  is  doing  his  duty  to  his 
country  as  a  patriotic  citizen,  who  does  not 
save  something  and  invest  it.  A  small  bank 
account  is  better  evidence  of  good  citizen¬ 
ship  than  a  campaign  button  or  a  certifi- 
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cate  of  membership  in  a  club  of  political 
tinkers. 

The  depositors  in  the  institutions  which 
do  banking  by  mail,  come  from  every  walk 
in  life  and  almost  every  country  in  the 
world.  Cowboys  and  ranchmen  from  the 
west,  army  and  naval  officers  and  men  in 
the  scattered  outposts  of  our  island  posses 
sions,  mill  operatives  from  New”  England, 
lumbermen  from  the  north  woods,  wage- 
earners  of  all  classes,  farmers  and  business 
men — all  alike  are  prompted  by  the  desire 
to  place  a  portion  of  their  income  or  sur¬ 
plus  funds  where  it  will  earn  something 
against  a  time  of  need.  Four  per  cent  in¬ 
terest,  compounded  half-yearly,  is  the  rate 
paid  by  these  eastern  institutions.  The  av¬ 
erage  rate  paid  on  savings  deposits  in  other 
parts  of  the  country,  is  three  to  three  and 
one-half  per  cent.  The  higher  rate  paid  in 
Pittsburg,  Cleveland,  and  one  or  two  other 
eastern  cities,  is  possible  only  because  these 
places  are  the  centers  of  great  manufactur¬ 
ing  districts,  where  money  is  turned  over 
rapidly  and  on  a  large  scale,  and  where 
there  are  unusual  opportunities  of  safe  and 
profitable  investment.  Funds  can  here  be 
kept  actively  employed  at  good  rates;  and  a 
guarantee  of  four  per  cent  on  deposits  is 
not  only  well  within  the  margin  of  safety, 
but  leaves  ample  earnings  to  pay  dividends 
and  add  to  surplus. 

Where  the  banking-by-mail  idea  origin¬ 
ated,  is  not  exactly  known.  It  is  a  dis¬ 


tinctively  American  idea,  the  product  of 
that  fertile  Yankee  ingenuity  which  has 
been  proverbial  and  persistent  since  the 
days  when  the  Connecticut  peddlers  an¬ 
nually  set  out  to  supply  the  world’s  de¬ 
mands  for  the  products  of  the  Isles  of 
Spice — which  uses  the  air  from  above 
ground  to  dig  coal  under  ground,  and  then 
uses  coal  to  run  the  engine  that  drives  the 
air  to  do  it.  It  is  the  financial  counterpart 
of  the  pneumatic  tool,  the  adjustable  incan¬ 
descent  light,  and  other  ingenious  appliances 
that  lessen  the  burden  of  adjusting  the  con¬ 
ditions  under  which  a  task  can  be  advan¬ 
tageously  attacked.  It  is  the  fitting  com¬ 
plement  to  the  “Seed  Corn  Special,”  which 
brings  to  the  farmer  the  scientific  labora¬ 
tory  and  lecture  room;  and  to  the  corre¬ 
spondence  school,  which  brings  the  uni¬ 
versity  or  technical  institution  home  to  the 
student-. 

Money  is  in  many  respects  the  queerest 
thing  in  the  world.  Though  the  creature 
of  human-  convention,  it  is — in  volume,  in 
value,  and  even  in  distribution — entirely  be¬ 
yond  human  mastery,  being  governed  by 
forces  that  are  as  elusive  of  human  control 
as  are  the  meteors  that  fly  between  the 
stars.  “Riches  have  wings”  is  an  old  say¬ 
ing;  and  under  the  banking-by-mail  system, 
they  certainly  have;  but  in  this  case  the 
wings  are  of  the  clipped  and  beneficent 
kind  that  insure  a  return  of  investment  with 
honestly  accumulated  earnings. 


The  Traveling  Salesman 

By  H.  L.  hall 


WHETHER  the  tendency  of  modern 
business  is  toward  the  elimination  of 
the  jobber  or  not  there  seems  to  be 
little  reason  to  believe  that  the  drummer 
will  go.  He  has  been  a  tremendous  factor 
in  building  up  trade ;  he  is  a  tremendous 
factor  today;  he  will  remain  a  great  factor 
for  many  years  to  come — but  he  has 
changed,  is  changing  and  will  change.  Mod¬ 
ern  trade  trends  toward  the  elimination  of 
the  individual — and  the  individual  objects, 
naturally.  Sometimes  it  does  him  little 
good  but  the  vast  majority  of  our  retail 
stores  and  a  very  .respectable  proportion  of 
our  wholesale  houses  are  still  run  by  indi¬ 
viduals  or  at  least  by  corporations  of  such 


size  that  the  individual  element  is  still  much 
in  evidence.  These  individual  units  still 
insist  upon  being  considered  as  such  and 
they  are  in  a  position  to  make  their  de¬ 
mands  felt.  We  need  not  fear  the  com¬ 
plete  eclipse  of  the  individual  unit  just  yet. 
Here  is  the  drummer’s  strongest  hold.  No 
matter  how  big  or  how  impersonal  the 
concern  he  represents  may  be,  he  still  deals 
with  his  customer  as  man  to  man.  He 
represents  the  concern.  To  all  intents  and 
purposes  he  is  the  concern — at  least,  in  the 
mind  of  the  buyer.  Thus  he  constitutes  a 
link  between  the  “house”  and  the  customer 
which  it  would  be  hard  to  break — and  if 
the  link  were  broken,  the  “house”  would 
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find  that  it  had  its  own  troubles  in  draw¬ 
ing  the  trade  along  with  it.  The  link  would 
be  very  likely  to  hook  the  trade  to  the 
drawing  power  of  some  other  house.  Many 
a  manufacturer  has  never  paused  to  con¬ 
sider  this.  Most  buyers  never  stopped  to 
analyze  the  feeling. 

Just  think  it  over  a  moment  and  you 
will  see  that  this  love  for  an  individuality 
of  his  own  is  strongly  planted  in  the  buy¬ 
er’s  make-up.  He  wants  to  be  somebody.- 
Entirely  aside  from  his  identity  as  buyer 
or  partner  he  wants  to  be  recognized  as 
“Mr.  Jones.”  The  drummer  gives  him  this 
recognition* and  gives  it  in  such  a  way  that 
it  seem  to  be  the  “house”  which  gives  it. 
If  all  this  is  to  be  admitted  it  will  at  once 
be  seen  that  the  traveling  salesman  has  a 
value  and  a  big  value  entirely  apart  from 
the  amount  of  goods  he  sells.  Of.  course 
he  must  sell  goods.  That  is  his  prime 
function,  but  it  is  quite  conceivable  that  he 
might  be  worth  his  salary  and  expenses  if 
he  did  not  sell  a  dollar’s  worth,  merely  on 
account  of  his  ability  to  keep  the  trade  in 
line.  There  are  some  lines  of  trade  where 
the  total  sales  are  made  by  the  traveling 
salesman  during  his  trips.  If  he  does  not 
sell  them  they  remain  unsold.  There  are 
other  lines,  however,  where  this  is  not  the 
case :  Lines  where  the  salesman  takes  but 
one  order  in  five  which  the  house  receives. 
This  does  not  mean  that  he  is  less  im¬ 
portant  in  this  line  than  in  the  former  but 
almost  the  reverse  for  he  is  entitled  to 
credit  for  the  sales  he  does  not  make  just 
as  much  as  for  those  he  does  make— so 
long  as  the  house  gets  the  orders.  This  is 
so  well  recognized  that  the  salesman  in 
many  lines  is  credited  with  all  orders  re¬ 
ceived  from  his  territory  no  matter  what 
seems  to  be  the  immediate  cause  of  their 
receipt. 

Does  the  buyer  visit  the  house  to  make 
purchases?  It’s  ten  to  one  that  he  men¬ 
tions  the  salesman  who  visits  him  in  his 
regular  trips,  and  it’s  twenty  to  one  that 
the  mention  will  be  a  friendly  and  appre¬ 
ciative  one.  It  would  be  a  pretty  thick¬ 
headed  sales  manager  who  would  fail  to 
see  the  significance  of  this  or  who  would 
try  to  urge  that  the  salesman  had  no  hand 
in  influencing  that  particular  order.  Who 
is  relied  upon  to  make  it  a  personal  mat¬ 
ter  when  some  disagreement  arises  and  to 


fix  it  up  so  that  no  hard  feelings  are  left 
in  the  mind  of  the  buyer?  Why,  the  sales¬ 
man,  of  course.  At  the  same  time  he  is 
expected  to  see  to  it  that  the  whole  thing 
is  settled  in  such  fashion  that  the  house 
does  not  get  the  worst  of  it.  How  many 
dollars’  worth  of  future  business  depend 
upon  his  tact,  honesty  and  ability  in  this 
particular?  A  goodly  amount  you  may  be 
sure — yet  it  leaves  no  immediate  impress 
upon  the  sales  record.  There  are  some 
buyers  who  are  so  jealous  of  their  personal 
recognition  that  they  strenuously  object  to 
receiving  a  letter  which  has  been  signed 
with  a  fac-simile  rubber  stamp.  Time  was 
when  this  same  man  objected  to  a  type¬ 
written  letter  but  he  has  been  educated  out 
of  that  notion.  It  would  be  pretty  hard  to 
hold  this  fellow’s  trade  without  your  sales¬ 
man’s  aid.  It  might  be  done — but  it  is 
doubtful  at  best. 

The  salesman’s  value  as  a  personal  factor 
is  so  well  recognized  that  there  is  at  least 
one  concern  in  the  country  whose  manag¬ 
ers  do  not  care  a  whoop  whether  the  trav¬ 
eling  representative  sells  anything  or  not. 
This  concern’s  men  won’t  refuse  an  order 
— nor  will  they  ask  for  one.  It  is  not  to 
be  supposed  that  they  are  out  on  a  visiting 
trip  alone.  Not  much.  They  are  sent  out 
to  “keep  the  trade  in  line” — to  prevent  any¬ 
one  from  poaching  on  their  preserves — to 
suggest  ways  of  moving  greater  quantities 
of  the  commodity  they  handle.  In  other 
words,  they  are  out  to  promote  trade — not 
to  take  orders  alone.  It  is  a  pretty  poor 
excuse  for  a  buyer  who  is  not  glad  to  see 
one  of  these  men  whenever  he  comes  around. 
As  a  matter  of  fact  it  is  a  pretty  poor 
excuse  for  a  buyer  who  is  not  glad  to  see 
any  salesman  every  time  he  comes  around. 
He  knows  more  about  his  own  line  of 
goods  than  the  buyer  does — if  he  don’t  he 
won’t  repeat  his  call  very  often,  for  he  will 
get  “off  the  road.”  If  he  has  superior 
knowledge  along  a  special  line  the  buyer 
will  be  able  to  learn  something  from  him, 
and  if  he  is  not  willing  to  learn  he  will 
soon  lose  his  job.  He  deserves  to  lose  it 
and  he  will.  Traveling  salesmen  of  a  cer¬ 
tain  sort  may  disappear.  Very  probably 
they  will.  This  sort  will  be  little  regretted, 
but  the  traveling  salesman  of  the  right 
sort  will  be  with  us  a  long  time  to  come. 
Long  may  he  wave. 


HAT  can  I  do  for  you?” 
inquired  John  Garrison, 
owner  and  operator  of 
the  Independent  Coal 
Mines,  glancing  from  his 
desk  to  the  young  man 
who  unannounced  had 
entered  his  office.  “I  am 
a  very  busy  man  this 
morning.” 

The  young  man  moved 
a  chair  close  to  Garrison’s 
desk,  sat  down,  adjusted  a  pair  of  rimless 
nose  glasses,  and  eyed  him  keenly. 

“You  sent  for  me,”  he  replied. 

“Who  in  the  Dickens  are  you?” 

“Gilbert,  Paul  Gilbert.” 

“Oh !  You  are  Gilbert,  the  secret  service 
agent.  I  was  expecting  to  see  an  older 
man.  I  am  glad  to  see  you,  Mr.  Gilbert, 
very  glad,  indeed,”  and  his  frank  expres¬ 
sion  and  the  warm  grasp  of  his  hand  con¬ 
vinced  Gilbert  that  he  was  sincere. 

“Then  I  take  it  that  the  coal  trust  is 
pushing  you  hard.  Men  are  generally  in 
a  tight  place  when  they  send  for  me,”  said 
Gilbert. 

“Yes,  they  have  me  in  a  tight  place. 
They  have  told  me  that  they  will  run  me 
out  of  business  or  break  me.  They  may 
break  me — I  am  beginning  to  fear  they 
will — but  I  swear  they’ll  never  run  me 
out  while  I’ve  got  a  cent  left  to  fight 
with,”  replied  Garrison  excitedly.  “There 
have  been  times  when  I  would  have  sold 
out  to  them  for  a  fair  price,  but  that  time 
has  passed.  It’s  a  fight  to  a  finish  now !” 

“That’s  the  proper  spirit,  Mr.  Garrison,” 
said  Gilbert  quietly,  “but  you  are  talking 
too  loud.  The  manager  of  the  trust  in 
Pittsburg  may  hear  you.  It’s  only  50  miles 
and  we  have  wireless  telephony  now,  you 
know.” 

“He  already  knows  as  much  about  my 
business  as  I  do,”  answered  Garrison  more 
calmly.  “He  finds  out  where  I  send  quo¬ 


tations  and  underbids  me.  He  finds  out 
when  my  contracts  expire  and  prevents  my 
renewing  them.  He  knows  m3'  exact  out¬ 
put,  and  my  profit  and  loss  on  every 
transaction.  Every  move  of  mine  is  an¬ 
ticipated  and  obstacles  put  in  my  way.  So 
difficult  is  it  for  me  to  get  and  hold  cus- 
•tomers  that  the  cost  of  my  sales  depart¬ 
ment  eats  up  all  the  profits.  If  I  don’t  get 
a  check  on  them  somewhere,  it’s  only  a 
question  of  time  until  I  go  to  the  wall.  I 
must  find  out  how  they  learn  my  carefully 
guarded  trade  secrets.  It  is  for  that  pur¬ 
pose  I  want  to  engage  your  services.  I’ll 
have  to  fight  the  devil  in  his  own  way.” 

“Indeed  ?”  queried  Gilbe-t. 

“I  did  not  refer  to  you,’  replied  Garri¬ 
son  with  a  laugh. 

“If  you  will  tell  me  the  exact  steps  that 
have  been  taken  in  the  fight,”  said  Gilbert, 
“I  shall  know  where  to  begin  work.  It 
is  perhaps  unnecessary  to  remind  you  that 
you  must  trust  me  implicitly.” 

When  they  parted  two  hours  later  Gilbert 
knew  the  situation  thoroughly.  He  went 
directly  to  Pittsburg,  the  headquarters  of 
the  bituminous  coal  trust. 

The  next  day  Garrison  had  a  stroke  of 
luck.  The  United  Steel  and  Manufactur¬ 
ing  Company  of  Pittsburg  opened  negotia¬ 
tions  with  him  for  their  supply  of  coal. 
They  had  previously  obtained  all  their  coal 
from  the  trust.  They  now  desired  to  make 
a  five  years’  contract  with  Garrison  for  a 
weekly  supply  that  was  about  the  average 
output  of  his  mines.  They  offered  a  price 
that  would  be  exceedingly  profitable  to 
Garrison ;  for  if  he  secured  the  contract 
he  could  do  away  with  his  expensive  sales 
department,  and  defy  the  trust  for  at  least 
five  years. 

The  only  feature  in  the  contract  that  he 
did  not  like  was  the  excessive  penalty 
imposed  on  him  for  failure  to  deliver 
weekly  the  amount  specified.  That  pen¬ 
alty  would  mean  ruin  if  for  any  reason  he 
could  not  deliver  the  coal.  The  U.  S.  & 
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M.  Co.  would  not  yield  one  jot  on  that 
point.  “They  are  afraid,”  thought  Garri¬ 
son,  “that  if  I  fail  them,  the  trust  will  re¬ 
fuse  to  sell  them  coal  at  any  price.” 

He  could  see  nothing,  however,  that 
could  prevent  him  from  supplying  the  re¬ 
quired  amount.  He  owned  the  coal  land 
and  could  mine  that  much  with  his  present 
equipment.  He  could  keep  a  sufficient 
quantity  in  reserve  to  tide  him  over  any 
short  delay  caused  by  a  break  in  the  ma¬ 
chinery  or  other  accidents.  His  profits 
would  be  large  enough  to  prevent  any 
threatened  strike  by  granting  an  increase 
to  his  miners.  He  decided  to  accept  the 
terms  and  close  the  contract. 

He  wired  Gilbert :  “Unnecessary  to  pro¬ 
ceed  further.  Come  here  at  once.” 

In  two  hours  he  received  this  reply : 
“Don’t  close  contract  with  U.  S.  &  M.  Co. 
Keep  up  negotiations.  Important  develop¬ 
ments  here.  Cannot  leave  now.  Under 
no  circumstances  close  the  contract. 

^‘^Gilbert.” 

“The  Dickens !”  exclaimed  Garrison. 
“How  does  he  know  anything  about  this 
contract?  The  United  Steel  and  Manu¬ 
facturing  Company  seemed  to  desire  se¬ 
crecy  even  more  than  I.  Not  a  man  in  my 
office  knows  about  it.  I  thought  this  was 
one  transaction  that  even  the  trust  would 
know  nothing  of  until  it  is  closed.” 

Then  it  occurred  to  him  that  if  he  de¬ 
layed,  the  trust  probably  would  learn  of  it. 
Perhaps  they  knew  of  it  already.  What  if 
they  had  bribed  Gilbert  to  block  the  deal? 
Why  should  he  be  guided  by  Gilbert?  As¬ 
suming  that  Gilbert  was  honest  in  his  in¬ 
tentions,  he  evidently  did  not  know  all  the 
facts  in  the  case ;  or  else  he  was  using 
very  poor  judgment. 

The  United  Steel  and  Matnufacturing 
Company  were  pressing  him  for  a  final 
decision. 

The  morning  after  his  conference  with 
Garrison,  Gilbert  in  his  private  office  on 
the  fifteenth  floor  of  a  skyscraper  on  Smith- 
field  St.,  Pittsburg,  received  the  reports  of 
two  of  his  assistants.  They  had  been  de¬ 
tailed  the  evening  before  to  get  certain 
definite  information  in  regard  to  the  organi¬ 
zation  and  the  working  system  of  the  coal 
trust.  Gilbert’s  offices  were  ostensibly  those 
of  an  expert  accountant  and  business  sys¬ 
tematizes  That,  in  fact,  had  been  his  occupa¬ 
tion  until  he  had  become  a  commercial 
secret  service  agent  on  account  of  his 


peculiar  talents  and  accurate  knowledge  of 
men  and  the  methods  of  business  organi¬ 
zation.  In  this  line  of  work  he  found  a 
wide  field  for  action,  and,  after  he  demon¬ 
strated  his  ability,  a  great  demand  for  his 
skill.  For  system  and  justice  he  had  an 
admiration  amounting  almost  to  reverence. 
It  was  his  delight  to  pit  his  skill  and  in¬ 
telligence  against  that  of  greedy  and  dis¬ 
honest  managers  and  operators  of  business 
organizations,  and  force  them  to  abandon 
unjust  practices. 

It  was  with  keen  pleasure  that  he  now 
set  about  learning  the  method  by  which 
the  newly  formed  coal  trust  was  trying 
to  drive  out  all  competitors  in  general  and 
Garrison  in  particular.  It  was  clear  that 
they  hoped  to  monopolize  the  bituminous 
coal  industry  of  western  Pennsylvania. 

In  company  with  one  of  his  assistants, 
Gilbert  called  at  nine  o’clock  on  J.  C. 
Bishop,  the  manager  of  the  trust.  His  as¬ 
sistant  carried  a  tin  case,  somewhat  like  a 
typewriter  case  but  larger,  and  four  iron 
legs  to  support  it.  Bishop  was  intrenched 
in  a  private  office  and  as  inaccessible  as 
the  Czar  of  Russia.  Knowing  this  Gilbert 
brought  a  letter  of  introduction  from  J.  J. 
Smith  of  New  York,  the  president  of  the 
Board  of  Directors  of  the  coal  trust.  That 
this  letter  had  been  prepared  in  Gilbert’s 
office  was  not  apparent  on  its  face.  The 
signature  had  been  so  cleverly  forged  that 
it  deceived  the  men  who  were  most  familiar 
with  the  genuine. 

“Mr.  Bishop,”  said  Gilbert,  pointing  to 
the  case  which  his  assistant  placed  in  the 
corner  of  the  office,  “I  have  there  an  in¬ 
vention  that  will  do  the  work  of  15  book¬ 
keepers.  It  will - ” 

“Look  here,  young  man,”  interrupted 
Bishop,  “I  have  no  time  to  talk  to  agents. 
Take  that  thing  out  and  explain  it  to  my 
chief  clerk.” 

“I  am  not  trying  to  sell  this  machine, 
Mr.  Bishop,”  replied  Gilbert.  “Mr.  Smith, 
your  president,  wants  you  to  look  into  this 
with  him  with  the  view  of  manufacturing 
it.  Mr.  Smith  himself  will  be  here  this 
afternoon.  I  want  to  leave  it  until  he 
comes.” 

“You  say  that  Mr.  Smith  is  coming  to¬ 
day?”  inquired  Bishop. 

“I  have  an  appointment  with  him  here 
at  five  o’clock,”  replied  Gilbert. 

“It  is  strange  that  he  has  not  wired 
me.  I  have  my  hands  full,  too.  I’ve 
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Thrust  the  Agreement  in  His  Pocket. 
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no  time  to  monkey  with  crazy  inventions.” 

“Well,  he’s  coming,”  replied  Gilbert  in 
no  wise  rebuffed.  “It  is  his  desire,  too, 
that  no  one  gets  to  examine  my  invention 
until  he  has  looked  into  it.  Will  you  see 
that  it  is  not  disturbed?” 

“No  one  will  touch  it.” 

“Then  good  day,  Mr.  Bishop,”  and 
Gilbert  and  his  assistant  left  the  office. 

Promptly  at  five  o’clock  Gilbert  again 
called.  Mr.  Smith  had  not  arrived.  Gilbert 
was  greatly  surprised.  He  could  not  un¬ 
derstand  the  president’s  failure  to  keep  his 
appointment.  Probably  they  would  hear 
from  him  later.  He  did  not  want  to  take 
any  of  Mr.  Bishop’s  time  he  said,  so  he 
carried  his  machine  away  until  such  time 
as  Mr.  Smith  should  designate  for  him  to 
return  it. 

When  Gilbert  reached  his  own  office  he 
placed  his  machine  very  carefully  on  the 
floor,  threw  off  his  coat,  and  adjusted  his 
nose  glasses. 

“Now  Billy,”  he  said  to  his  assistant, 
“lock  the  door  and  we  shall  see  if  your 
guess  that  there  would  be  something  doing 
in  Bishop’s  office  today  was  correct.” 

“I  didn’t  set  Bishop’s  office  boy  up  to 
dinner  last  night  for  nothing,”  replied 
Billy  with  a  grin. 

“My  machine  is  still  running  and  makes 
absolutely  no  sound !”  exclaimed  Gilbert, 
removing  the  case  which  covered  it.  “The 
record  cylinders  have  fallen  into  place  with¬ 
out  a  hitch.  We’ve  got  a  record  of  every 
word  spoken  in  Bishop’s  office  today.” 

One  by  one  Billy  transferred  the  cylin¬ 
ders  from  the  recording  machine  to  a 
phonograph. 

Gilbert  leaning  back  in  a  comfortable 
chair  with  his  feet  propped  up  on  his  desk, 
and  a  cigar  in  his  mouth,  listened  intently 
to  every  sound  reproduced. 

There  were  interviews  with  the  heads  of 
various  departments,  then  a  series  of  let¬ 
ters  dictated,  and  a  conversation  with  a 
manufacturer  in  regard  to  a  big  contract; 
but  this  was  of  no  interest  to  Gilbert.  The 
peculiar  sound  of  the  phonograph  became 
monotonous.  He  closed  his  eyes  and  was 
falling  into  a  doze  when  suddenly  he  sat 
bolt  upright,  every  faculty  alert,  his  whole 
attention  concentrated  on  the  machine. 
Bishop  was  talking  to  the  president  of  the 
United  Steel  and  Manufacturing  Co.,  and 
the  president  of  the  P.  V.  &  L.  R.  R.  Co. 
Garrison’s  name  was  mentioned.  They  dis¬ 


cussed  the  details  of  an  agreement.  The 
U.  S.  &  M.  Co.  was  trying  to  close  a  con¬ 
tract  with  Garrison  binding  him  to  deliver 
a  certain  amount  of  coal  weekly  and  im¬ 
posing  a  ruinous  penalty  for  his  failure  to 
do  so.  The  P.  V.  &  L.  R,  R.  Co.,  which 
controlled  the  lines  over  which  Garrison 
must  ship  his  coal,  would  prevent  him  from 
getting  enough  cars,  sidetrack  the  cars  he 
did  get,  and  by  any  other  means  that  might 
be  necessary  make  it  impossible  for  him 
to  deliver  the  coal.  The  purpose  of  this 
arrangement  was  to  force  Garrison  out  of 
business  and  give  the  coal  trust  a  monopoly. 
For  their  part  in  the  work  according  to  the 
agreement  the  P.  V.  &  L.  R.  R.  Co.  was  to 
get  all  the  freight  business  of  the  coal 
trust.  The  U.  S.  &  M.  Co.  was  to  get  a 
rebate  on  the  price  they  paid  Garrison  for 
any  coal  that  he  did  succeed  in  delivering, 
and  when  he  was  put  out  of  business  their 
coal  was  to  be  supplied  by  the  trust  at  a 
very  low  figure  for  a  number  of  years.  The 
terms  of  this  agreement  were,  put  in  writ¬ 
ing  and  three  conspirators  signed  it.  The 
written  agreement  was  left  in  Bishop’s  care 
until  the  U.  S.  &  M.  Co.  secured  the  signed 
contract  from  Garrison. 

Scarcely  had  the  phonograph  told  the 
story  of  the  plot  when  Gilbert  received 
Garrison’s  telegram  instructing  him  to  pro¬ 
ceed  no  further  with  his  investigations. 

“He  is  walking  right  into  the  trap,” 
thought  Gilbert,  “but  he  has  not  signed  the 
contract  yet.  He  must  not  call  the  thing 
off  at  once,  but  keep  up  negotiations.” 

He  then  wired  Garrison  the  warning  not 
to  sign  the  contract. 

The  next  morning  as  Gilbert  was  leav¬ 
ing  his  office  he  was  called  to  the  telephone. 
Garrison  wanted  to  speak  to  him. 

“I  have  signed  the  contract,  Mr.  Gilbert.” 
said  Garrison.  “It  was  too  good  a  thing 
to  let  go.  I  thought - ” 

“What?”  shouted  Gilbert.  “Didn’t  you 
get  my  telegram?” 

“Yes;  but  I  thought  you  didn’t  know - ” 

“You’re  a  fool.  Garrison,  a  big  fool.  It’s 
a  wonder  the  trust  hasn’t  gobbled  you  up 
long  ago,”  replied  Gilbert  angrily. 

“Sir,”  came  the  indignant  reply,  “you 
wouldn’t  talk  like  that  in  my  presence. 
What  do  you  mean?” 

“The  coal  trust  wrote  that  contract  for 
the  U.  S.  &  M.  Co.,  and - ” 

“How’s  that?” 
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“ - the  P.  V.  &  L.  R.  R.  Co.  are  going 

to  prevent  you  from  delivering  the  coal.” 

“My  God,  man,  I’m  ruined !” 

“Not  if  you  have  sense  enough  to  follow 
my  directions.  Come  to  my  office  tomor¬ 
row  morning  at  10  o’clock.  In  the  mean¬ 
time  continue  your  preparations  to  supply 
coal  on  the  contract.  The  trust  people 
must  not  learn  that  you  know  that  they 
have  trapped  you.  Good  bye,”  and  Gilbert 
rang  off. 

“Well,  this  is  getting  interesting,”  he 
thought.  “Garrison  does  not  really  deserve 
to  be  pulled  out  of  this;  but  it  will  be 
worth  while  to  knock  in  the  head  the  plans 
of  those  respectable 
gentlemen  who  flat¬ 
ter  themselves  that 
they  can  trifle  with 
the  laws  of  justice 
as  easily  as  with  the 
laws  of  their  ser¬ 
vants,  the  legisla¬ 
tors.  We  shall  see 
if  they  can.  But 
Garrison  was  right; 
we  shall  have  to 
fight  the  devil  in  his 
own  way.” 

Gilbert  gathered 
from  some  words 
reproduced  by  the 
phonograph  that 
Bishop’s  chief  clerk 
had  been  authorized 
to  employ  an  addi¬ 
tional  book-keeper 
and  he  determined 
to  get  the  job;  for 
a  man  on  the  inside 
has  an  obvious  ad¬ 
vantage  over  a  man 

on  the  outside  when  it  comes  to  getting 
carefully  guarded  secrets. 

His  letter  of  introduction  from  President 
Smith  came  again  into  service ;  but  this 
time  he  presented  it  to  the  chief  clerk  who 
ushered  him  at  once  into  the  presence  of 
Mr.  Bishop.  The  manager’s  office  opened 
into  the  main  office.  Gilbert  feared  that 
Bishop  might  have  received  communica¬ 
tions  from  President  Smith  tending  to 
weaken  confidence  in  his  veracity.  When 
the  chief  clerk  left  them,  however  he  boldly 
asked  if  President  Smith  had  sent  word 
yet  when  he  was  coming  to  examine  his 
invention.  Learning  that  the  president  had 
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not  announced  the  time  of  his  coming  and 
that  it  was  Mr.  Bishop’s  desire  that  he  never 
would  come  for  that  purpose,  and  his 
earnest  wish  never  to  hear  of  or  see  the 
invention  again,  Gilbert,  after  venturing  to 
express  the  belief  that  he  would  become 
intensely  interested  in  it  and  his  certain 
conviction  that  he  would  again  hear  of  it, 
went  out  into  the  main  office. 

Gilbert’s  pleasant  smile  when  he  came 
out  led  the  chief  clerk  to  believe  that  he 
had  had  a  very  satisfactory  interview  with 
Mr.  Bishop.- 

“I  applied  to  Mr.  Bishop  for  a  job  as 
an  accountant,”  said  Gilbert.  “He  requested 

me  to  say  to  you 
that  if  you  have  not 
yet  put  a  man  in 
that  new  position, 
to  give  me  a  trial.” 

“No.  I  have  not 
filled  the  place,”  re¬ 
plied  the  chief  clerk. 

“Then  I’m  in 
luck,”  said  Gilbert. 
“If  you  will  outline 
my  work,  I  shall  try 
to  get  my  hand  in 
today.” 

Gilbert  was  pleas¬ 
ed  to  note  that  when 
seated  at  his  desk 
assigned  him  he 
faced  the  door  of 
Bishop’s  office.  The 
man  whom  the  chief 
clerk  assigned  to 
show  Gilbert  h  i  s 
duties,  concluded 
that  he  was  the 
most  inquisitive  fel¬ 
low  he  had  ever 
met.  His  desire  to  become  acquainted  with 
the  details  of  his  work  was  not  so  marked  as 
his  eagerness  to  acquire  a  general  knowledge 
of  the  office  system  and  personnel.  His 
persistence  in  seeking  information  in  re¬ 
gard  to  the  manner  and  place  in  which  the 
records  of  the  manager’s  office  were  filed, 
provoked  his  preceptor  to  inquire  sarcastic¬ 
ally  if  he  had  any  designs  on  the  manager’s 
job. 

Gilbert,  however,  was  not  so  absorbed 
either  in  his  duties  or  his  inquiries  as  to 
fail  to  scrutinize  every  person  who  entered 
or  came  out  of  the  manager’s  office.  Soon 
after  his  instructor  left  him  to  work  out 
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his  own  salvation,  Bishop  came  out  hat 
in  hand  and  descended  in  the  elevator.  As 
he  passed  through  the  office,  Gilbert  real¬ 
ized  that  it  was  an  opportune  time  to  put 
the  lower  drawer  of  his  desk  in  order,  but 
no  sooner  was  Bishop  out  of  sight  than 
he  lost  his  suddenly  acquired  interest  in 
the  job. 

In  just  five  minutes  by  his  watch,  he 
went  into  the  telephone  booth  and  called 

up  Bishop’s  private  secretary  who  was  still 

% 

in  the  manager’s  office. 

“This  is  the  Duquesne  Hotel,”  he  said 
to  the  secretary.  “Mr.  Bishop  has  stopped 
in  here  and  he  wants  you  to  come  at  once 
and  take  some  dictation.” 

Receiving  assurances  that  the  secretary 
would  go  immediately  to  the  hotel,  Gilbert 
went  back  to  his  desk.  A  moment  later 
he  had  the  satisfaction  of  seeing  him  come 
out  and  enter  the  elevator. 

“Now  I  shall  have  at  least  15  minutes,” 
thought  Gilbert,  as  he  jvalked  boldly  into 
the  manager’s  office  and  closed  the  door. 
After  pausing  a  momej|fci;to  see  if  he  was 
followed,  he  went  rajpdly  through  the 
drawers  and  pigeon  holFT  of  the  manager’s 
desk.  Then  he  turned  his  attention  to  an 
open  safe  in  the  corner.  In  a  moment, 
he  uttered  an  exclamation  of  satisfaction. 
He  had  found  the  written  agreement  signed 
by  the  three  conspirators. 

He  thrust  it  in  his  pocket.  Arising 
from  his  stooping  posture,  he  stood  face 
to  face  with  the  chief  clerk. 

“What  are  you  doing  in  that  safe?”  in¬ 
quired  the  chief  clerk  sternly. 

“Nothing.  You  didn’t  see  me  do  any¬ 
thing,  did  you?”  replied  Gilbert,  with  a 
forced  laugh,  parrying  for  time  in  which 
to  frame  a  plausible  explanation. 

“No?”  said  the  chief  clerk  coldly. 

“Don’t  get  sarcastic,”  said  Gilbert,  with 
a  wave  of  his  hand.  “I  came  in  after 
this” — reaching  in  his  pocket  where  he  had 
put  the  agreement,  but  bringing  out  in¬ 
stead  his  forged  letter  of  introduction  from 
President  Smith — “you  have  read  it.  I 
left  it  here  with  Mr.  Bishop,  but  it  oc¬ 
curred  to  me  a  moment  ago  that  I  would 
want  it  tonight  to  present  to  a  personal 
friend  of  President  Smith’s — perhaps  you 
know  that  I  am  the  president’s  nephew — 
so  I  came  in  here  to  get  it.  I  thought  that 
Mr.  Bishop  was  here,  but  when  I  found 
him  out,  and  the  safe  door  open — I  saw 
him  put  it  in  there — I  took  it.  And,”  he 


continued  indignantly,  “I  don’t  like  being 
jacked  up  as  if  I  were  a  thief.  You  see 
the  cash  drawer  is  locked.  I  didn’t  get 
the  money.” 

The  chief  clerk  apologized,  begged  him 
to  consider  that  he  was  prompted  by  a 
sense  of  duty,  and  forced  him  to  admit 
that  his  actions  were  suspicious. 

Accepting  the  apology  with  an  air  of  a 
man  who  can  afford  to  be  magnanimous, 
Gilbert  went  back  to  his  desk  and  took 
up  his  work. 

A  few  minutes  later  Mr.  Bishop’s  sec¬ 
retary  returned  and  hastened  into  the  pri¬ 
vate  office.  He  came  out  immediately  and 
held  a  whispered  consultation  with  the 
chief  clerk.  They  both  re-entered  the  pri¬ 
vate  office. 

Gilbert  seized  his  hat  and  made  a  hasty 
exit.  As  he  went  out  the  street  door  he 
met  Bishop  coming  in.  A  half  block  away 
he  found  his  cab  which  was  waiting  for  him 
and  was  driven  rapidly  to  his  offices  on 
Smithfield  street. 

The  next  morning  in  company  with  Gar- 
.  rison,  Gilbert  called  on  the  president  of 
the  P.  V.  &  L.  R.  R.  Co.  Briefly  Garrison 
stated  their  business.  They  desired  him 
to  sign  a  contract.  They  had  it  written 
out  in  full.  The  president  adjusted  his 
glasses  and  settled  back  in  his  chair  to 
read  it.  Gilbert  watched  his  face  closely. 
The  terms  of  the  contract  bound  the  rail¬ 
road  company  to  deliver  Garrison’s  coal  to 
the  U.  S.  &  M.  Co.  at  the  same  price  that 
the  trust  was  to  get  as  stated  in  the  writ¬ 
ten  agreement.  It  also  imposed  a  penalty 
for  any  delay  or  failure  to  deliver  the  coal 
of  the  exact  amount  that  Garrison  was 
bound  to  pay  by  his  contract.  When  the 
president  came  to  this  part  of  the  contract 
he  flashed  a  look  of  inquiry  at  Garrison. 
Did  he  know  the  terms  of  the  secret  agree¬ 
ment  or  was  it  a  mere  coincidence?  When 
he  finished  reading  the  contract,  the  presi¬ 
dent  with  a  great  show  of  indignation  in¬ 
formed  the  gentlemen  that  before  he  would 
sign  it  he  would  see  them  consigned  to  a 
region  where  they  would  need  no  coal. 

“I’ll  bet  you  sign  in  five  minutes,”  said 
Gilbert,  looking  at  him  steadily. 

“You’re  a  fool,”  replied  the  president, 
meeting  his  gaze  without  flinching. 

“If  you  sign  it,  Mr.  Garrison  can  carry 
out  his  very  profitable  contract  with  the 
U.  S.  &  M.  Co.,  and  be  in  a  position  to 
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defy  the  coal  trust,”  suggested  Gilbert 
with  a  smile. 

“I  am  not  interested  in  Mr.  Garrison’s 
contracts.  If  he  has  made  a  good  one, 
that  is  no  reason  why  I  should  make  a 
bad  one,”  said  the  president. 

“But  I  take  it  from  this,”  said  Gilbert 
holding  up  the  written  agreement  which  he 
had  taken  from  Bishop’s  safe  so  that  the 
president  could  see  the  three  signatures, 
“that  you  are  interested  in  it.” 

The  president  sprang  to  his  feet. 

“How  did  you  get  that?”  he  demanded. 

“Never  mind  how  I  got  it,”  said  Gilbert 
rising  and  looking  him  squarely  in  the 
eye.  “Will  you  sign  this  contract  or  shall 
we  enter  suit  against  you  and  the  others 
for  conspiracy?  You  have  two  minutes 
more  in  which  to  act.” 


The  president  noted  the  resolute,  ag¬ 
gressive  stamp  of  Gilbert’s  features.  He 
cursed  his  folly  for  having  been  induced 
against  his  own  judgment  to  have  the 
terms  of  the  agreement  put  in  writing  and 
signed.  Gilbert  held  his  watch  in  his  hand. 
He  glanced  from  it  to  the  president  in¬ 
quiringly.  The  president  took  up  the  con¬ 
tract,  hesitated  a  moment,  and  then  sign¬ 
ed  it. 

“So  long  as  you  keep  the  terms  of  this 
contract,”  said  Gilbert,  putting  it  in  his 
pocket,  “the  written  proof  of  your  con¬ 
spiracy  will  be  safe  in  my  keeping.  But 
break  either  the  spirit  or  the  letter  of  the 
contract  and — but  I  know  you  won’t,  Mr. 
President,  of  course  not,”  and  Gilbert  and 
Garrison  bowed  themselves  out. 


The  Power  of  Advertising 

By  A  VICTIM 


The  big  department  stores — some  of 
them — illustrate  very  clearly  that  ad¬ 
vertising  has  a  wonderful  power. 
They  force  you  to  patronize  them  in  spite 
of  methods  which  would  ruin  a  concern 
which  did  not  know  how  to  wield  this 
powerful  lever. 

The  faults  of  the  big  stores  are  many. 
They  hire  very  poor  clerks  it  seems  for  the 
salespeople  almost  as  good  as  tell  you  that 
they  do  not  care  whether  you  buy  or  not — 
if  you  don’t  like  their  style  you  can  go 
elsewhere.  Of  course,  the  management 
would  promptly  attend  to  any  given  case 
of  incivility  reported  to  it — but  you  and  I 
are  much  too  busy  to  waste  our  time  in 
reporting  it.  It  would  seem  that  the  man¬ 
agement  ought  to  find  these  things  out  for 
itself.  But  it  does  not  seem  to.  I  alwavs 
waste  five  dollars’  worth  of  time  every  time 
I  buy  five  cents’  worth  in  a  big  store.  Yet 
I  do  buy  there  at  times.  Why  do  I  do  it? 
Because  they  advertise.  They  advertise 
something  in  a  way  which  causes  me  to  re¬ 
member  that  I  want  it.  Or  else  they  make 
me  believe  I  want  it,  which  is  worse — and 
I  go  there  to  buy  it. 

Every  time  I  go  I  swear  I  won’t  go 
again.  Just  one  illustration  of  what  I 
mean ; 


•  W-T - ’s  Broadway  Store  advertised  some 

special  bargain — something  I  wanted  or  im¬ 
agined  I  did — and  I  went  to  buy.  It 
chanced  that  my  needs  must  be  supplied  at 
two  different  counters  about  twenty  feet 
apart.  I  suggested  that  the  first  clerk  take 
my  purchase  to  the  other  counter  and  have 
them  wrapped  together.  Oh,  no !  It  was 
too  much  trouble.  I  could  do  one  of  two 
things ;  make  two  separate  purchases  and 
get  two  separate  parcels,  or  have  my_  goods 
from  each  counter  go  to  the  “accommoda¬ 
tion”  desk.  “Accommodation”  sounded  all 
right,  so  I  chose  this  alternative.  It  proved 
that  accommodation  was  the  right  word. 
The  only  trouble  was  that  I  was  not  the 
one  accommodated. 

I  went  to  the  desk.  I  was  not  the  only 
one — 'there  were  many  others.  After  I  had 
received  my  dues  in  the  shape  of  imperti¬ 
nence  from  the  young  woman  in  charge  I 
succeeded  in  paying  my  bill.  Extra  time 
'  nsumed,  twenty  minutes.  My  time,  mind 
you.  And  yet  people  go  there  just  because 
they  know  how  to  advertise.  If  stores  like 
this  succeed  it  would  seem  that  decent 
service  plus  advertising  ought  to  build  up 
an  enormous  success. 


United  States  Battleship  Oregon,  Which  Made  the  Phenomenal  Run  From  the  Far  Eastern  Station 
Around  Cape  Horn,  in  Order  to  Participate  in  the  Battle  of  Santiago. 


Accounting  Methods  on  Board  of  United 

,  States  Men-of-War 


TO  make  this  article  on  accounting 
methods  on  board  ships  of  the  navy 
clear  to  the  readers  of  this  magazine 
a  few  explanations  are  necessary  as  an  in¬ 
troduction. 

By  an  act  of  Congress,  dated  March  2, 
1889,  the  Bureau  of  Supplies  and  Accounts 
was  directed  to  cause  property  accounts 
to  be  kept  of  all  supplies  pertaining  to  the 
naval  establishment  and  to  report  annually 
to  Congress  the  money  value  of  the  sup¬ 
plies  on  hand  at  the  various  stations  and 
ships  at  the  beginning  of  the  fiscal  year. 


the  dispositions  thereof,  and  of  the  pur¬ 
chases  and  expenditures  of  supplies  for 
the  year,  and  the  balances  remaining  on 
hand  at  the  end  thereof. 

In  accordance  with  the  above  mentioned 
act,  a  comprehensive,  central  system  of 
accounts,  covering  all  the  financial  affairs 
of  the  naval  establishment  is  maintained  in 
Washington,  D.  C,  under  the  direction  of 
the  Paymaster  General  of  the  Navy. 

The  general  account  embraces : 

(a)  Naval  Establishment;  including  all  money, 

real  estate,  ships,  and  other  property  of 
the  naval  establishment. 

(b)  Money  account. 
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The  ledger  accounts  embrace  the  follow¬ 
ing  accounts  and  their  divisions: 

(c)  Account  Ships;  under  the  following  titles: 

A.  Hull  and  permanent  fittings. 

B.  Equipage. 

C.  Cost  of  ships  while  in  commission. 

D  Repairs  to  ships. 

P.  Repairs  to  equipage. 

(d)  Account  Shore  Stations;  under  the  fol¬ 

lowing  titles: 

E.  Real  state,  chattels. 

F.  Machinery  plant. 

G.  General  maintenance. 

(e)  Account  Contingent  Sundries;  under  the 

following  titles: 

H.  Personnel  unassigned. 

I.  Special  duty. 

K.  Cost  and  geodetic  survey. 

L.  Lighthouse  establishment. 

M.  Fish  commission. 

N.  Models  and  experiments. 

O.  Naval  militia. 

V.  Miscellaneous. 

W.  Deterioration  and  waste. 

(f)  Account  Supplies  comprise  the  following: 

X.  Supplies  in  store. 

Y.  Supplies  afloat. 

Z.  Conversion  account  (corresponding 

to  manufacturing  account). 

This  article  will  treat  of  Titles  B  and  Y 
only,  that  is  Equipage  and  Supplies  Afloat; 
the  other  accounts  referred  to  above  being 
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kept  by  general  store-keepers  at  navy  yards 
and  naval  stations  and  in  the  Bureau  of 
Supplies  and  Accounts  at  Washington, 
D.  C. 

TITLE  B. 

Title  B,  or  Equipage,  shows  expendi¬ 
tures  upon  ships  not  charged  under  Title 
A,  but  necessary  for  making  them  man¬ 
ageable,  habitable  and  serviceable  as  men- 
of-war. 
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The  objects  of  charge  under  this  title 
shall  be  subjects  of  invoice  to  and  from 
general  store-keepers  and  are  comprised 
under  the  following  general  heads : 

Battery,  primary. 

Battery,  secondary. 

Mounts,  gun. 

Equipments,  gun. 

Magazine  outfits. 

Sails. 

Awnings. 

Covers;  mast,  boat,  sail,  gun. 

Running  rigging. 

Chests. 

Casks. 

Tubs. 

Buckets. 

Boats  and  their  equipment. 

Sails  for  boats. 

Buoys,  life. 

Electric  motors  and  fans,  portable. 

Generating  sets  of  less  than  4  k.  w.  capacity. 
Spare  and  duplicate  parts  pertaining  to  generat¬ 
ing  sets  of  less  than  4  k.  w.  capacity. 

Hawsers  and  towlines. 

Small  arms  and  their  equipment. 

Tools. 

Typewriters. 

Anchors,  chains,  etc. 

Mess  outfits. 

Galley  and  standing  fixtures. 

Range  and  fixtures. 

Furniture. 

Curtain  fixtures. 

Instruments. 

Lamps,  lanterns. 

Drill  cartridges. 

Breakers  and  stands. 

Tanks,  portable. 

Spars  for  boats. 

Blocks,  transferable. 

Engine  and  fire  room  tools. 

All  other  non-perishable  articles  put  on  board 
except  such  as  are  for  issue  for  repairs  to  main¬ 
tain  articles  of  “Equipage.” 

TITLE  Y  OR  SUPPLIES  AFLOAT. 

This  title  shows  all  supplies  placed  on 
board  (except  articles  of  equipage,  which 
are  carried  under  Title  B  as  already  stat¬ 
ed).  Balance  sheets  (as  gotten  up  at  pres¬ 
ent,  see  Form  12)  embrace  articles  under 
both  titles  combined  and  in  the  same  col¬ 
umns,  but  invoices  include  only  articles 
under  one  title  and  must  be  inscribed  ac¬ 
cordingly. 

Title  Y  includes  the  following  items: 

Ammunition. 

Bags,  clothes. 

Baskets,  coal. 

Beeswax. 

Bolts,  nuts,  rivets,  etc. 

Bricks,  bath  and  fire. 

Brooms. 

Brushes. 

Bunting,  muslin  and  cotton. 

Candles. 

Canvas. 

Cement. 

Chalk. 

Chalk  lines. 

Chimneys,  lamp. 

Cleats. 

Cloth. 

Clothing. 

Coal  and  other  fuel. 

Cotton,  spun. 

Cork,  ground. 

Electric  brushes. 

Electric  bulb  lights. 

Emery  cloth,  paper,  powder. 
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Form  V. 


Files. 

Fire  clay. 

Fishing  hooks,  leads,  lines. 

Gaskets,  rubber,  etc. 

Glass. 

Glue. 

Grenades  and  other  fire  extinguishers. 
Hammocks. 

Hooks,  hinges,  rings,  thimbles  and  other  such 
articles  of  hardware. 

Horsehair. 

Keys,  spare  and  blank. 

Leather. 

Lenses. 

Lime. 

Lumber. 

Lye. 

Mats,  door. 

Matches. 

Metals. 

Nails,  spikes  and  tacks. 

Needles  and  thread. 

Oakum. 

Oils. 

Packing. 

Paints,  chemicals. 

Pipe  and  pipe  fittings. 

Pitch  and  resin. 

Plugs. 

Polishing  paste  and  cleaning  powder. 

Powder. 

Provisions. 

Rockets,  staves,  and  blue  lights. 

Rope,  etc. 

Rubber. 

Sand. 

Sandpaper. 

Shackle,  pins  and  keys. 

Screws. 

Signals,  Very. 

Small  stores. 

Soap. 

Sounding  tubes,  deep  sea. 

Sponges. 


Stationery. 

Swabs. 

Tallow  and  grease. 

Tubes,  sounding. 

Targets,  wood,  canvas  and  paper. 

Toggles. 

Twine. 

Varnishes,  driers,  alcohol,  etc. 

Waste. 

Water. 

Wicking. 

Wire. 

Wire  gauze. 

Wedges,  wooden  and  steel. 

Whiting. 

Yarn. 

Non-perishable  articles,  such  as  spare  parts,  that 
are  carried  in  limited  stock,  for  repairs  to  articles 
which,  when  expended  for  use,  become  part  of  an 
article  already  carried  under  “Equipage.” 

There  are  on  board  ship  the  following 
departments :  Equipment,  engineer,  navi¬ 
gation,  ordnance  and  pay.  With  the  ex¬ 
ception  of  the  pay  department  the  same- 
books  are  kept  in  all  of  them  and  most  of 
the  forms  used  in  one  are  also  in  use  in 
the  others,  with  the  exception  that  the 
headings  differ,  as  for  instance:  Steam 
Engineering,  or  Equipment,  etc. 

This  article  does  not,  therefore,  pertain 
to  the  pay  department,  but  is  applicable  to 
all  others  on  board  ship. 

The  various  books  kept  in  these  depart¬ 
ments  are  the  following: 

1.  Allowance  book. 
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2.  Bill  book  or  record  of  receipts. 

3.  Classification  ledger  or  book. 

4.  Great  ledger. 

5.  Expenditure  book. 

The  allowance  book  is  issued  by  the  vari¬ 
ous  bureaus  in  Washington  to  the  respective 
departments  on  board  ship ;  it  shows  under 
Title  Y  and  Title  B  the  quantity  of  ma¬ 
terial  allowed  at  date  of  commissioning  and 
during  the  following  three  years.  A  speci¬ 
men  page  of  the  book  is  shown  in  Form  1. 

The  bill  book  is  a  record  of  all  receipts 
of  articles  on  board,  under  both  Titles  Y 
and  B.  The  invoices  are  entered  thereon 
as  soon ,  as  articles  are  received  from  the 
general  store-keep^er,  ship  or  station.  It 
can  be  compared  with  the  purchase  book 
in  use'  in  mercantile  houses.  A  specimen 


are  entered  from  the  invoice  into  the  classi¬ 
fication  book  under  their  respective  classes 
and  subdivisions  of  classes  and  of  course 
under  the  proper  title. 

GREAT  LEDGER. 

In  Form  5  will  be  seen  the  great  ledger 
in  use  in  the  United  States  Navy.  It  will 
be  seen  that  there  is  neither  a  column  pro¬ 
vided  for  a  folio,  showing  from  what  book 
the  entry  is  noted  (as  previously  mentioned 
all  entries  are  made  direct  from  the  invoice 
into  the  bill  book,  class  book  and  great 
ledger,  hence  that  column  is  not  necessary), 
nor  has  it  a  column  for  a  balance  Dr.  This 
latter  would  be  very  useful,  however;  at 
present  when  striking  off  a  balance  at  the 
end  of  the  quarter  said  balance  is  noted  in 
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STORE  INVOICE  OF  ARTICLES  |  \  by  the  General  U.  S.  Navy  Yard 

to  the  U.  S . -on . 190..,  Account . .  Bureau  of _ 
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Total 

Received . .  190..,  the  above  mentioned  articles. 

Shipment  No .  Signature . 


Date 


190.. 


Form  VI. 
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U.  S.  N. 


page  is  -shown  in  Form  2.  The  words 
“equipment,”  “engineering,”  etc.,  are  not 
printed  in  the  book  at  the  heading  but 
have  here  been  indicated  to  make  the  sub¬ 
ject  clear.  A  glance  at  the  form  will  ex¬ 
plain  its  use. 

The  classification  book  is  a  “go-between” 
the  bill  book  and  the  great  ledger.  A 
specimen  page  of  .this  book  in  use  is  shown 
in  Form  4.  If  kept  very  carefully  posted 
it  will  be  a  complete  check  against  the 
great  ledger :  both  must  show  the  same 
balance  at  the  end  of  the  quarter  upon 
making  out  the  balance  sheet. 

Titles  B  and  Y  are  divided  into  classes 
and  each  class  comprises  a  greater  or 
smaller  number  of  accounts,  according  to 
the  number  of  articles  carried  in  the  class. 
When  articles  are  received  on  board  they 


pencil  anywhere,  each  yeoman  (clerk)  hav¬ 
ing  his  own  way  of  noting  it  in  the  ac¬ 
counts.  The  accounts  in  the  great  ledger 
on  board  ship  never  show  a  credit  balance. 

In  some  ships  an  up-to-date  yeoman 
keeps  a  separate  set  of  books  for  Title  B 
and  one  for  Title  Y.  This  is  much  safer 
in  preventing  errors  likely  to  occur  than  to 
have  both  titles  in  the  same  set  of  books. 

The  ledger  is  not  provided  with  an  in¬ 
dex.  This  is  of  course  a  great  shortcom¬ 
ing  in  my  opinion.  I  use  tags  on  my  led¬ 
gers  for  each  class ;  now  inasmuch  as  each 
class  contains  a  greater  or  smaller  num¬ 
ber  of  accounts  I  find  it  pretty  onerous  to 
find  the  desired  account,  especially  when 
work  is  pressing. 

EXPENDITURE  BOOK. 

A  sketch  of  the  expenditure'  book  is 
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shown  in  Form  3.  Its  use  is  self  explana¬ 
tory. 

In  this  connection  it  is  submitted  that 
the  bill  book  can  be  compared  with  a  pur¬ 
chase  book  and  the  expenditure  book  with 
a  sales  book. 

Other  forms  in  use  in  the  different  de¬ 
partments  on  board  men-of-war  (except¬ 
ing  pay  department)  to  carry  on  their  busi¬ 
ness  with  the  general  store-keeper,  navy 
yards  and  naval  stations,  with  other  ves¬ 
sels  of  the  service  and  the  Paymaster  Gen¬ 
eral  of  the  Navy,  will  be  explained  here¬ 
after. 

STORE  INVOICE. 

This  invoice  (Form  6)  is  the  only  de¬ 
tailed  list  furnished  of  the  articles  named 


construction  in  private  yard,  3 ;  shipments 
to  general  store-keepers — articles  intended 
for  general  issue,  2;  articles  for  a  specified 
ship  in  commission,  or  for  a  ship  fitting  out 
at  a  navy  yard,  4. 

The  store  invoices  received  from  the  gen¬ 
eral  store-keeper  are  forwarded  with  the 
quarterly  balance  sheet  to  the  Paymaster 
General  of  the  Navy  as  vouchers. 

SUMMARY  OF  STORE  INVOICES. 

This  summary  is  compiled  by  the  general 
store-keeper  at  the  end  of  each  month,  and 
fraction  of  month,  if  a  ship  is  about  to  leave 
the  navy  yard.  It  states  the  value  of  the 
stores  issued  under  each  class  to  each  title 
during  the  month,  or  fraction  of  month, 
being  for  each  class  and  title  the  aggregate 


Account  (.4  for  ex.) 

SUMMARY  OF  STORE  INVOICES  (TO  SHIPS) 

(in  duplicate) 


Covering  equipage  and  supplies  issued  to  the  Steam  Engineering  Department,  U.  S.  S.  Chicago,  by  the 
General  Storekeeper,  U.  S.  Navy  Yard,  Boston,  during  the  month  ending  March  31,  1905, 


Store  Invoice  Numbers  * 

Classes 

TITLE  B 

Class  Totals 

TITLE  Y 

Class  Totals 

Class  1 . 

Class  2 . 

Class  3 . 

Total  Amount 


Received  articles  to  the  value  above  stated. 

Signature . 

Rank . U.  S.  N. 

Head  of  Department 

NOTE.— There  are  32  classes  in  each  title,  each  class  being  divided  again  into  a  certain  number  of  accounts;  this  number  of 
accounts  in  each  class  varies,  of  course,  according  to  the  number  of  articles  carried  in  each  class. 

Form  VII. 


thereon,  and  the  necessary  entries  in  the 
class  ledgers,  bill  books  and  great  ledgers 
must  be  made  from  this  invoice.  This  in¬ 
voice  is  made  out  by  the  general  store¬ 
keeper  and  sent  to  the  ship. 

Articles  need  not  be  grouped  by  classes, 
but  may  be  enumerated  in  the  order  de¬ 
livered. 

The  invoice  is  receipted  by  the  person 
who  actually  receives  the  articles. 

All  packages  shipped  must  be  marked, 
and  reference  to  such  marks  made  in  the 
invoice. 

The  number  of  copies  of  invoices  to  be 
prepared  in  each  instance  are  as  follows : 

To  a  ship  in  commission  at  a  navy  yard, 
2;  shipments  to  a  ship  in  commission  not 
a  navy  yard,  2 ;  shipments  to  ship  under 


of  the  value  of  all  articles  under  such  class 
and  title  embraced  in  all  store  invoices 
from  the  time  covered  by  the  summary. 
For  shipments  to  a  ship  in  commission  at 
a  navy  yard  the  summary  accompanies  the 
store  invoices  covering  each  shipment.  For 
shipments  to  a  private  shipyard  the  sum¬ 
mary  is  forwarded  by  the  general  store¬ 
keeper  only  upon  the  ship  being  placed  in 
commission  (this  applies  to  ships  of  the 
United  States  navy  building  in  private 
yards),  to  the  proper  department  officers 
on  board  such  ship;  it  covers  all  the  store 
invoices  previously  sent  to  the  officer  on 
duty  at  the  shipyard  in  connection  with  the 
building  of  the  ship  and  delivered  by  him 
to  the  ship’s  officers  in  charge  of  the  vari¬ 
ous  departments.  One  copy,  receipted  by 
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the  officer  receiving  it,  is  in  each  instance 
returned  to  the  general  store-keeper  who 
furnished  the  supplies.  Separate  summaries 
are  made  for  each  department  and  each  ac¬ 
count.  The  balance  sheet  of  the  general 
store-keeper  issuing  the  stores  and  those  of 
the  officers  receiving  them  must  be  accom¬ 
panied  by  a  receipted  copy  of  the  summary 
as  the  voucher  for  the  expenditure  or  re¬ 
ceipt  of  the  stores. 

Upon  the  receipt  of  a  summary  from 
the  general  store-keeper  the  yeoman  (nam^ 
used  on  board  ship  for  clerk)  compares  the 
amounts  thereon  with  those  of  the  store 
invoices  to  ascertain  its  accuracy.  The 
usual  form  of  this  summary  is  herewith 
shown  in  Form  7. 

EXPENDITURE  VOUCHER — TRANSFER  VOUCHER. 

In  the  equipment,  engineer,  navigation 


and  quantity  issued  and  to  whom.  As  cer¬ 
tain  articles  are  issued  very  often  during 
the  week  it  would  not  be  very  practicable 
to  enter  such  quantities  each  time 'tin  the 
expenditure,  classification  and  ledger  books; 
in  doing  so  the  pages  would  fill  up  very 
rapidly.  The  best  method  to  keep  track  of 
the  articles  issued  and  in  order  to  facilitate 
matters  very  much  when  making  out  the 
balance  sheet,  is  to  make  a  summary  at  the 
end  of  each  week  on  a  loose  sheet  of  the 
quantities  of  all  articles  issued  during  the 
week  and  arrange  such  articles  according 
to  classes;  at  the  end  of  the  month  make 
a  recapitulation  of  the  month’s  issues  and 
repeat  the  same  operation  for  the  two  com¬ 
ing  months;  the  expenditure  voucher  which 
is  to  be  signed  by  the  commanding  officer 
can  then  be  made  out  in  a  few  minutes  so 


No .  EXPENDITURE 


U.  S. 


Invoice  of  (equipment  navigation  or  steam  engineering  stores)  (delivered  by . U.S.  N., 

transferred  (Name  and  rank)  ’ 


(Ship  or  yard) 


•  to. 


(Name  and  rank) 


.U.  S.  N.,  for .  viz. : 

(Specify  Department) 


Quantities 

Unit 

Price 

Extension 
of  items 

Aggregate  of 
Classes 

Amount . 

Approved: 


(Signature) 


(Ship  or  yard) 


Received. 


.  U.  S.... 

. U.  S.  N.  . 190. 

190..,  from . .  U.  S.  N.,  the  above  mentioned  articles. 

Signature.. . 

Rank . 


Form  VIII. 


and  ordnance  departments  at  the  end  of 
each  quarter  a  duplicate  for  expenditures 
“for  use,”  covering  such  supplies  as  may 
have  been  consumed  in  each  department,  is 
prepared,  signed  and  submitted  to  the  com¬ 
manding  officer  for  approval.  The  com¬ 
manding  officer’s  approval  is  the  authorit> 
for  expending  the  supplies.  One  copy  is 
to  accompany  the  balance  sheet  at  the  end 
of  the  quarter  and  the  other  copy  remains 
on  board  as  a  reference  in  connection  with 
the  copy  of  the  balance  sheet  rendered. 

In  this  connection  it  must  be  stated  that 
the  officer  in  charge  of  the  department 
submits  to  the  commanding  officer  for  his 
approval  the  weekly  and  monthly  reports 
of  expenditures.  These  reports  are  en¬ 
tered  on  memorandum  books,  showing  date 


to  speak.  This  necessitates  but  one  entry 
on  the  great  ledger  each  quarter,  to  such- 
accounts  as  have  been  affected  by  issues  of 
stores. 

The  above  pertains  only  to  articles  car¬ 
ried  under  Title  Y. 

Articles  carried  on  the  books  under  Title 
B  cannot  be  expended,  except  by  transfer 
from  one  department  to  another  or  from 
a  ship  to  a  navy  yard  or  naval  station,  or 
upon  an  approved  survey  of  condemned  ma¬ 
terial. 

When  articles  are  transferred  to  another 
ship  or  to  a  yard,  expenditure  invoices  in 
duplicate  are  made  out.  Articles  trans¬ 
ferred  to  a  general  store-keeper  upon  a 
ship  being  placed  out  of  commission  must 
be  properly  tagged  with  .the  name  of  the 
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ship  before  being  turned  into  store  and 
must  be  accompanied  by  duplicate  transfer 
invoice,  one  of  which  is  signed  by  the  gen¬ 
eral  store-keeper  and  returned  to  the  ship ; 
the  other  is  retained  by  the  general  store¬ 
keeper  to  be  checked  off  with  the  articles 
thus  turned  in.  The  copy  returned  to  the 
ship  is  then  forwarded  with  the  final  bal¬ 
ance  sheet  as  a  voucher. 

ship's  requisitions. 

Requisitions  after  being  duly  signed  by 
the  head  of  the  department,  approved  by 
the  commanding  officer  and  approved  by 
the  commandant  or  senior  officer  are  to  be 
forwarded  direct  to  the  general  store¬ 
keeper  if  the  articles  required  are  not  in 


allowance  they  are  drawn;  for  each  item 
the  quantity  on  hand,  and  if  the  articles 
are  not  in  store  the  estimated  cost  thereof, 
showing  the  unit  as  well  as  total  cost. 
They  indicate  such  articles  as  are  required 
to  replace  others  condemned  by  survey  as 
unfit  for  repair,  giving  date  and  number  of 
survey  and  also  the  date  of  its  approval ; 
they  show  also  articles  required  to  replace 
those  transferred  from  the  ship  by  authority 
other  than  “approved  survey”  and  shall  also 
indicate  the  authority.  The  date  by  which 
‘the  delivery  is  required  is  stated.  In  case 
articles  “in  excess”  or  not  in  store  are 
called  for  the  requisitions  are  to  contain 
such  descriptions,  Specifications,  or  sketches. 


SHIP’S  REQUISITION  FOR  SUPPLIES  IN  STORE 


U.  S.  S .  Navy  Yard .  . 190. .. 

Sir  The  following  articles  \  allowance,  in  store  at  this  Navy  Yard,  are  required  for 

f  111  C  A  C  d  & 

use  in  the .  Department  of  this  ship,  by . 190... 

Respectfully,  . U.  S.  N., 

Head  of  Department 

Period  of  allowance  covered  (July  1  to  December  31,  190... 
by  this  requisition  from  ^January  1  to  June  30,  190... 


Item 

QUANTITY 

ESTIMATED  COST 

Remarks 

No 

Unit 

On  hand 

Required 

ARTICLES 

Unit  Price 

Total  Cost 

To  the  General  Storekeeper,  U.  S.  Navy  Yard, . 

Approved  : 

. U.  S.  N.,  Commanding. 

(Name  and  rank) 

The  necessity  for  the  articles  being  clearly  evident,  this  requisition  is  approved  : 

(Name)  (Rank) 


Commandant. 


Form  IX. 


Chief  of  Bureau 


excess  of  allowance.  When,  however,  in 
excess  of  allowance,  they  are  to  be  for¬ 
warded  to  the  bureau  concerned  through 
the  commandant,  or  senior  officer  present, 
for  approval  or  disapproval. 

Requisitions  requiring  the  bureau’s  ap¬ 
proval  are  to  be  made  out  in  quadruplicate ; 
those  that  do  not  are  to  be  made  in  tripli¬ 
cate  only. 

Requisitions  must  be  certified  to  by  the 
officer  making  them  that  are  “not  in  ex¬ 
cess”  of  allowance  or  that  they  are  “in  ex¬ 
cess”  as  the  case  may  be.  They  only  em¬ 
brace  articles  required  under  one  appro¬ 
priation.  They  must  also  set  forth  the  fol¬ 
lowing  information  as  per  sketch :  the 
period  for  which  allowed  and  against  which 


as  will  enable  those  concerned  to  under¬ 
stand  readily  what  is  required.  Items  are 
to  be  numbered  consecutively  in  the  left 
hand  margin,  without  regard  to  classes. 

Requisitions  for  Equipage,  Title  B,  must 
be  so  headed  and  articles  arranged  in  classes 
according  to  the  classification  book  (or 
commonly  called  class  book). 

Requisitions  for  supplies  are  to  be  head¬ 
ed :  “Supplies,  Title  Y,”  and  articles  ar¬ 
ranged  according  to  classes. 

The  fiscal  year  in  the  navy  begins  on 
July  1st  of  each  year  and  requisitions  for 
supplies.  Title  Y,  “not  in  excess”  of  allow¬ 
ance,  are  made  but  twice  a  year,  each 
requisition  to  cover  the  full  allowance  of 
supplies  for  the  succeeding  half  fiscal  year. 
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unless  it  be  that  any  items  or  parts  of 
items  are  not  needed,  when  such  may  be 
omitted  and  are  considered  as  abandoned. 
When  a  new  ship  is  placed  in  commission 
she  is  considered  as  being  entitled  to  the 
six  months’  allowance  for  the  period  in 
which  she  is  commissioned;  in  case  she  is 
commissioned,  however,  toward  the  end  of 
a  half-yearly  period,  each  bureau  usually 
prescribes  a  certain  percentage  of  the  full 
allowance  of  the  supplies  to  be  given  the 


second  half  fiscal  year.  Articles  that  are 
likely  not  to  be  needed  during  the  second 
half  fiscal  year  are  to  be  eliminated  from 
the  second  requisition  as  already  explained. 

Articles  in  excess  and  those  not  in  ex¬ 
cess  are  to  be  noted  on  separate  requisi¬ 
tions  to  avoid  confusion. 

Requisitions  for  articles  in  store  are  to 
be  noted  on  the  proper  form  and  articles 
not  in  store-  are  called  for  on  a  different 
form,  the  ruling  of  both  being  alike,  but 


SHIP’S  REQUISITION  FOR  SUPPLIES  NOT  IN  STORE 


No . 

Quadruplicate  (..) 


u.  s.  s.. 


Navy  Yard, 


Sir  : — The  following  articles  | 


. 190... 

not  in  excess  r  n  ,  .  .  ,  , ,  • 

in  excess  allowance,  not  in  store  at  this  navy  yard,  and  which 

can  be  manufactured  in  the  yard  within  the  required  time,  are  required  for  use  in  the . 

.  Department  of  this  ship  by . 190... 

Respectfully,  . .  ..U.S.  N., 

Period  of  allowance  covered  (  July  1  to  December  1,  190.. . 

i  January  1,  190.. .  to  June  30,  190.. . 


Head  of  Department 


by  this  requisition  from 


Item 

QUANTITY 

ESTIMATED  COST 

No. 

Unit 

On  hand 

Required 

ARTICLES 

Unit  Price 

* 

Total  Cost 

Remarks 

.Approved  and  forwarded;  . 

Approved  and  forwarded;  . 

Navy  Department,  Bureau  of 

Approved  and  forwarded  to  the  Paymaster  General. 

The  public  exigency  requires  immediate  delivery  of  the  above  articles. 


U.  S.  N..  Commanding. 
U.  S.  N.,  Commandant. 

. 190... 


_  Chief  of  Bureau 

Navy  Department— Bureau  of  Supplies  and  Accounts 


. 190... 

The  public  exigency  requiring  the  immediate  delivery  of  the  above  articles,  it  is  ordered,  that  they  be 
procured  by  open  purchase,  after  public  competition,  by  the  Pay-Officer  of  the  ship. 


Form  X. 


Paymaster  General  U.  S.  N. 


ship  for  the  current  half  year  in  which  she 
is  commissioned. 

Requisitions  for  articles  not  in  excess  of 
allowance  must  be  submitted  not  more  than 
two  months  before  the  beginning  of  the 
half  year  for  which  they  are  due,  and  not 
later  than  three  months  after  the  beginning 
of  said  period. 

When  a  ship  sails  from  a  home  port  to 
remain  on  prolonged  duty  away  from  the 
United  States  she  may  be  allowed  the  full 
year’s  supply;  the  requisitions  to  be  made 
out  as  already  set  forth,  that  is  one  for  the 
first  half  fiscal  year  and  another  for  the 


there  are  some  minor  points  on  the  lattei 
that  are  not  on  the  first  one.  A  specimen 
is  shown  below. 

Requisitions  for  articles  in  excess  of  al¬ 
lowance  call  for  any  articles  not  allowed  by 
the  bureau  concerned,  or  not  allowed  in 
kind  or  desired  quantity. 

All  requisitions  for  supplies  other  than 
the  semi-annual  ones  are  considered  as  be¬ 
ing  in  excess,  excepting  such  articles  under 
Title  B  required  to  replace  those  condemned 
by  an  approved  survey,  and  which  lasted 
for  the  period  for  wJiich  they  were  sup¬ 
plied  (these  periods  are  shown  in  the  al- 
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lowance  list  of  the  various  bureaus.)  Sup¬ 
plies  marked  in  the  allowance  book  “as  re¬ 
quired”  and  for  which  no  fixed  quantity  is 
prescribed  may  be  had  upon  requisitions 
“not  in  excess.” 

Transfers  of  supplies  from  one  depart¬ 
ment  of  a  ship  to  another  are  made  on  “in 
excess”  requisition  forms  when  such  trans¬ 
fers  are  made  on  other  than  the  semi-an¬ 
nual  requisitions  referred  to  above. 


the  third  copy  and  forwards  same  to  the 
bureau  concerned.  The  second  copy  is 
held  on  board  until  the  end  of  the  quarter 
when  it  accompanies  the  balance  sheet  as  a 
voucher. 

Such  requisitions  as  have  to  be  forward¬ 
ed  to  the  bureau  for  approval  have  also  to 
be  approved  by  the  Paymaster  General, 
who  then  returns  all  requisitions  to  the 
commandant;  he  in  turn  sends  them  to  the 


Requisition  No 
Triplicate . 


OPEN  PURCHASE 


For  ships  on  a  foreign  sta¬ 
tion  in  presence  of  flagship 
or  senior  officer  present. 


U.  S.  S 


(Name) 


(Place)  . 190... 


There  are  required,  for  immediate  use  in  the  .  Department  of  this  ship,  the  following 

articles,  which  I  certify  are  not  in  store  : 

Bureau .  Appropriation . 


Quantity 

ARTICLE 

Estimated  Cost 

REMARKS 

• 

(State  here  the  necessity  for  the  immediate  delivery  of  the  articles  required) 


To . Paymaster 


,  U.S.  N. 


....  U.  S.  N., 

Head  of  Department 


It  appearing  that  the  above-enumerated  articles  are  not  in  store,  and  that  they  are  needed  for  imme¬ 
diate  use  as  herein  stated,  this  requisition  is  approved  and  forwarded. 


U.S.  N., 

Commanding 


It  appearing  that  the  above  enumerated  articles  are  not  in  store,  that  they  are  needed  for  immediate 

use  as  stated  in  this  requisition,  and  that  such  necessity  constitutes  a  public  exigency.  Pay . (master, 

director,  etc.)  U.  S.  N.,  will  therefore,  under  the  direction  of  his  commanding  officer,  purchase  the  supplies, 
after  competition,  in  open  market. 

.  (name) 

. (rank)  U.  S.  N., 

Senior  officer  present  or  Commander  in  Chiel 


Forwarded  and  Pay . .  U.  S.  N., 

accordance  with  U.  S.  Navy  Regulations. 


will  immediately  purchase  the  above  enumerated  articles  in 
.  (name) 


(rank) 


Commanding  U.  S.  S 

Form  XI. 


Requisitions  must  be  numbered  as  can  be 
seen  by  the  forms ;  a  separate  series  for 
each  department  of  the  ship  commences 
with  the  beginning  of  the  fiscal  year. 

The  requisitions  as  shown  on  the  forms 
go  through  the  official  channels  to  the  gen¬ 
eral  store-keeper ;  he  retains  the  first  copy 
and  returns  the  second  and  third  ones  to 
the  ship.  The  commanding  officer  then  ac¬ 
knowledges  the  receipt  of  the  articles  on 


general  store-keeper  who  retains  one  copy 
and  returns  two  copies  to  the  ship.  Forms 
9  and  10. 

OPEN  PURCHASE  REQUISITION. 

The  requisition  and  certificate  that  the 
articles  are  not  in  store  are  prepared  and 
signed  by  the  head  of  department  requir¬ 
ing  the  articles,  and  addressed  to  the  fleet 
paymaster  if  there  be  one ;  otherwise  to  the 
pay  officer  of  the  ship  for  which  the  sup- 
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plies  are  required.  If  approved,  the  captain 
shall  forward  the  requisition  to  the  coni- 
mander-in-chief  or  senior  officer  present, 
who,  if  the  articles  cannot  be  spared  from 
the  flag  or  other  ships  present,  and  the 
requisition  be  approved,  directs  -the  pur¬ 
chase  of  the  supplies  by  the  pay  officer  to 
whom  the  requisition  is  addressed  under 
the  direction  of  the  captain  of  the  ship  to 
which  such  pay  officer  is  attached. 

This  requisition  is  made  out  in  triplicate; 


the  first  two  copies  are  retained  by  the  pay 
officer  who  forwards  the  triplicate  first 
of  the  requisition  to  the  triplicate  first  of 
the  public  bill  and  transmits  same  to  the 
auditor  for  the  Navy  Department  with  his 
quarterly  returns.  The  third  copy  is  re¬ 
turned  to  the  captain  of  the  ship  for  which 
the  supplies  are  purchased,  immediately 
upon  approval,  when  purchases  are  made 
by  the  fleet  paymaster  for  another  ship. 
Form  10. 


PART  I 


This  system  is  especially  adapted  for 
bituminous  coal  mining  companies,  op¬ 
erating  several  mines  at  different 
points,  where  no  general  books  are  kept; 
however,  where  but  one  mine  is  operated, 
all  of  the  general  accounting  could  be  done 
at  point  of  operations. 

The  forms  submitted  cover  almost  every 
variety  of  transaction  in  a  mining  business 
of  this  kind.  These  forms  are  mostly  self- 
explanatory;  and  considering  the  numer¬ 
ous  elements  concerned,  having  to  do  not 
only  with  the  actual  mining  and  distribut¬ 
ing  of  coal,  but  the  housing  and  providing 
of  the  miners,  the  care  of  the  live  stock, 
plant,  etc.,  the  amount  of  detail  involved 
does  not  appear  capable  of  much  diminu¬ 
tion.  It  is  our  opinion,  however,  that  the 
greatest  value  in  this  article  will  be  found 
in  the  numerous  illustrations  of  different 


records,  so  that  accountants  interested  in 
mining  records  will  be  able  to  study  these 
forms  and  modify  or  consolidate  them  in 
the  way  best  satisfying  their  particular  re¬ 
quirements. 

RECORDS  USED  AT  MINE  OFFICE,  AND  REPORTS 
MADE  AND  SENT  TO  AUDITOR. 


EMPLOYES  RECORDS. 

As  a  general  rule,  the  outside  company 
day  men  are  in  charge  of  an  outside  fore¬ 
man,  while  the  inside  company  day  men 
are  in  charge  of  an  inside  foreman.  Each 
foreman  is  provided  with  a  time  book,  and 
considering  the  general  class  of  labor  we 
suppose  this  is  the  best  plan  of  recording 
same.  The  foremen  furnish  daily  reports 
of  labor  performed  to  the  pay  roll  clerk 
who  posts  same  to  the  Pay  Roll  ledger, 
illustrated  in  Form  1. 


Mr.  Ralph  D.  Pomeroy,  the  author  of  this  article,  was  born  in  Salt  Lake  City,  Utah,  January  27th, 
1872.  After  having  completed  a  common  school  education,  he  took  a  very  thorough  course  at  the  Salt 
Lake  City  Business  College.  For  four  years  he  was  book-keeper  for  the  Utah  Steam  Laundry  Co.,  at 
Salt  Lake  City,  which  he  left  to  take  an  auxiliary  clerkship  with  the  Sweetwater  Coal  Mining  Co.,  at 
Rock  Springs,  Wyo.,  where  he  soon  worked  up  to  head  book-keeper,  and  after  holding  this  position  for 
over  four  years,  and  experiencing  many  changes  in  accounting  systems,  he  left  to  accept  a  position  in 
the  auditor’s  office  of  the  Pleasant  Valley  Coal  Co.,  at  Salt  Lake  City,  Utah,  which  position  he  still 
holds. 

While  at  Rock  Springs,  Mr.  Pomeroy  invented  a  very  valuable  labor-saving  device  for  the 
typewriter,  for  which  he  was  paid  a  good  price  by  the  manufacturers  of  the  Remington  typewriter. 
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Each  miner  has  a 
clieck  number  which 
is  given  to  him  by  the 
office  clerk. 

Before  settlement 
of  pay  roll  is  made  a 
tabulated  copy  is 
made  out  monthly 
and  sent  to  the  audi¬ 
tor’s  office.  This  tab¬ 
ulated  copy  is  certi¬ 
fied  by  the  general 
mine  foreman,  and 
either  the  outside  or 
inside  foreman,  as  the 
case  may  be.  It  is 
O.  K.’d  by  the  auditor 
and  the  general  su¬ 
perintendent,  and  ap¬ 
proved  by  the  general 
manager.  It  may  be  well  to  know  that  in 
some  states  laws  have  been  passed,  re¬ 
quiring  the  payment  of  employes  by  the 
month. 

The  pay  roll  ledger  balances  will,  of 
course,  agree  with  the  tabulated  pay  rolls 
which  indicate  amounts  overdrawn.  Form 
2  is  a  tabulated  system  of  pay  roll  de¬ 
ductions  which  is  forwarded  to  the  audi¬ 
tor’s  office  together  with  the  certified  pay 
roll. 

A  man  quitting  or  discharged  is  furnished 
with  discharge  slip  which  he  presents  to 
the  office,  and  is  paid  by  a  time  check, 
signed  by  the  mine  superintendent.  When 
an  employe  is  paid  by  time  check,  it  should 
be  entered  at  once,  on  the  pay  roll  ledger. 
Form  1,  in  red,  opposite  balance  due,  thus : 
T/C  No.  1423,  6/24/04. 

The  author,  after  using  many  kinds  of 
pay  roll  ledgers,  and  records  for  keeping 
account  of  miners’  earnings  and  expenses, 
and  having  checked  and  balanced  pay  rolls 
both  at  the  mine  office  and  at  the  auditor’s 
office,  has  made  up  pay  roll  ledger.  Form 
1,  and  tabulated  statement  for  auditor, 
which  have  given  better  satisfaction  both 
to  the  auditor’s  office  and  at  the  mine  of¬ 
fice,  than  anything  he  has  ever  used  or 
seen  used.  Here  are  a  few  of  the  advan¬ 
tages  of  these  forms  over  others.  In  issu¬ 
ing  coupons,  one  does  not  have  to  go  first 
to  a  tonnage  book,  then  a  box-car  book, 
and  a  time  book  for  credits,  then  a  rent 
book,  board  book,  collection  book  and  cou¬ 
pon  ledger  for  debits  before  being  able  to 
arrive  at  correct  amount  due  when  a  man 


wishes  a  coupon  book. 
The  distribution  of 
time  of  company  day 
men  being  shown  in 
detail,  on  pay  roll  led¬ 
ger,  Form  1,  one  does 
not  have  to  enter  this 
time  twice  as  is  the 
case  with  some  sys¬ 
tems.  As  coupons  are 
posted  to  a  column 
for  this  purpose  only, 
one  does  not  have  to 
look  for  a  day  or  two 
for  a  trial  balance,  as 
is  often  the  case  with 
old  style  coupon  and 
sundry  debtor  ledgers. 

If  one  is  out  on  to¬ 
tal  amount  of  pay  roll 
after  making  up  the  tabulated  abstract,  it 
is  very  easy  to  locate  difference  as  every 
class  of  work  is  not  shown  extended  into 
the  same  money  column,  as  is  the  case  with 
nearly  every  roll.  At  the  auditor’s  office 
in  checking  the  rolls,  one  does  not  have  to 
multiply  each  miner’s  earnings,  such  as 
coal,  etc.,  as  with  many  of  the  other  rolls, 
but  has  to  simply  foot  and  verify  totals. 
This  item  alone  is  several  days’  time  saved, 
where  pay  rolls  from  five  or  six  mines  are 
received  by  auditor’s  office  each  month. 

The  records  of  the  various  kinds  of  la¬ 
bor  performed  are  kept  as  follows: 

Weighman  enters  weights  of  pit  cars  on 
tonnage  bulletin.  Form  3,  which  is*  placed 
near  the  coupon  window,  on  the  evening 
after  each  day’s  run  in  order  that  each 
miner  may  see  it.  Each  morning,  the  pre¬ 
vious  day’s  bulletin  is  posted  to  pay  roll 
ledger,  total  of  bulletin  being  entered  on 
sheet  No.  1  of  pay  roll  ledger  which  is 
used  as  a  balance  account. 

The  numbers  represent  the  miners’ 
checks,  each  sheet  containing  420. 

Record  of  yardage.  Form  4,  is  made  out 
by  mine  foreman,  mine  superintendent,  or 
mine  engineer,  who  measures  the  amount  of 
yards  driven  by  each  miner  and  turns  same 
in  at  office  on  last  day  of  each  month.  (In 
issuing  coupons  to  miners  working  on  yard¬ 
age,  mine  foreman  advises  chief  clerk  on 
the  first  day  of  each  month  of  miners  work¬ 
ing  on  yardage,  at  what  rate,  and  average 
number  of  tons  to  each  yard  driven;  by 
doing  this,  the  amount  of  credit  for  yard¬ 
age  can  be  readily  arrived  at.) 
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Distribution  of  pay  rolls  is  made  to  the 
following  general  ledger  accounts  divided 
between  coal  expense  and  coke  expense. 

COAL  EXPENSE  ACCOUNTS. 

Expense  of  Mining. 

Hauling. 

Loading. 

Repair  to  Cars. 

Repair  to  Tracks. 

Electric  Light. 

Entry  Driving. 

Rooms  and  Rolls. 

Ventilation. 

Drainage  and  Watering  Mine. 

Timber  and  Props. 

Dead  Work. 

Repairing  Building  and  Chutes. 

Repairs,  Machinery. 

Superintendents  and  Clerks. 

Engineering. 

General  Expenses. 


the  following  capital  charges,  viz:  Tram¬ 
ways,  chutes  and  trestles ;  cars  and  tracks ; 
power  and  machinery;  buildings;  coke 
ovens ;  lands. 

A  regular  schedule  is  kept,  showing  the 
various  operations  to  be  charged  under 
these  dififerent  headings,  and  as  this  sche¬ 
dule  is  undoubtedly  of  considerable  inter¬ 
est,  we  append  the  particulars : 

COAL  EXPENSES. 

1  EXPENSE  OF  MINING. 

Hand  Mining. 

Contract  Machine  Mining. 

Day  Work  Machine  Mining. 

Drilling,  Shooting  and  Loading. 

Loading  Company  Coal. 


Locomotive  with  Trip  of  Loads  Partly  Inside  Mouth  of  Mine. 


Incidentals. 

Total  Expenses  Mine  No. 

Total  Expenses  Mine  No. 

COKE  EXPENSE  ACCOUNTS. 

Superintendents  and  Clerks. 

Crushing  and  Elevating. 

Charging  Ovens. 

Burning  and  Drawing. 

Loading  Coke. 

Loading  Cinders. 

Firing  Cold  Ovens. 

Repairs  to  Coke  Ovens. 

Repairs  to  Buildings. 

Coke  Experiments. 

Incidentals. 

Total  Coke  Expenses. 

Further  distribution  is  made  to  material 
and  supplies;  rents;  coal  sales;  board  and 
B.  house  expense;  personal  accounts  and 


Proportion  Power  House  Expense. 
Ladders  and  Tool  Boxes. 

Running  Man  Trip. 

Sharpening  Tools. 

Powder  Man. 

Check  Man. 

Wire  Man. 

Shot  Inspectors. 

Wood  Pulp. 

Earth  Tamping. 

Tamping  and  Powder  Boxes. 

2  HAULING. 

Proportion  Power  House  Expense. 
Drivers. 

Outside  Hoistmen. 

Underground  Hoistmen. 
Locomotive  Men. 

Rope  Runners. 

Couplers  and  Spraggers. 

Roller  Men  and  Greasers. 
Proportion  Stable  Expense. 
Harness  Repairs  and  Shoeing. 
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Clearing  up  Wrecks. 

Repairs  Haulage  Signals. 

Cleaning  Haulage  Tracks. 

Oil  and  Waste. 

Roller  Repairs  and  Renewals. 

Repairing  Haulage  Entries. 

Loss  of  Animals. 

3  LOADING. 

Outside  Foreman’s  Salary. 

Weighmen  and  Topmen. 

Pushers  and  Dumpers. 

Couplers  and  Spraggers. 

Proportion  Power  House  Expense. 
Running  Chute  Engine. 

Loading  by  Day  Labor. 

Loading  by  Contract. 

Running  and  Repairing  Box  Car  Loader. 
Car  Handlers. 

Attendance  Elevators,  Screens,  etc. 

Cost  Dummy  Doors. 

Unloading  Dust  and  Yard  Waste. 
Cleaning  Yard  Tracks. 

Damage  to  R.  R.  Cars  and  Tracks. 


Yardage  in  Straight  Rock. 

Allowance  for  Boney  Coal  or  Rock. 
Allowance  for  Rolls. 

Allowance  for  Water. 

8  ROOMS  AND  ROLLS. 

Rooms  Turned. 

Allowance  for  Rolls  in  Rooms. 
Allowance  for  Brushing  Roof. 
Allowance  for  Boney  Coal  or  Rock. 
Allowance  for  Water. 

9  VENTILATION. 

Proportion  Power  House  Expense. 
Gas  Inspectors. 

Fan  Expenses  and  Engineer. 

Building  and  Repairing  Stoppings. 
Brattice  Cloth  and  Bratticing. 
Building  and  Repairing  Mine  Doors. 
Trappers. 

Cleaning  Air  Ways. 

Repairing  Air  Ways. 

10  DRAINAGE  AND  WATERING  MINE. 

Proportion  Power  House  Expense. 


Locomotive  with  Loaded  Trip  Showing  Mouth  of  Mine,  Fan  and  Boiler  House. 


4  REPAIRS  TO  CARS. 

Repairing  Wrecked  Cars. 

Repairing  Worn  Out  Cars. 

Replacing  Lost  Cars. 

Replacing  Wheels  and  Axles. 

5  REPAIRS  TO  TRACKS. 

Hoist  and  Locomotive  Tracks. 
Ordinary  Entry  and  Room  Tracks. 
Taking  up  Old  Rails  and  Ties. 

New  Ties  Used. 

Track  Spikes,  Bolts  and  Fish  Plates. 
New  Rails  Used. 

6  ELECTRIC  LIGHT. 

Proportion  Power  House  Expense. 
Repairs  Interior  Wiring. 

Replaeing  Lamps  Outside. 

Replacing  Lamps  in  Mines. 

7  ENTRY  DRIVING. 

Yardage  in  Straight  Coal. 

*  Yardage  in  Coal  and  Rock. 


Outside  Pumps  and  Pumpmen. 
Inside  Pumps  and  Pumpmen. 

Water  Men  and  Supplies. 

Ditches  and  Sumps. 

11  TIMBER  AND  PROPS. 

Driving  Entries  and  Rooms. 
Retimbering  and  Robbing  Rooms. 
Repairing  Haulage  Entries. 
Repairing  Air  and  Traveling  Ways. 
Unloading  and  Piling. 

Hauling  and  Sawing. 

Loading  and  Delivering. 

Drawing  Props. 

12  DEAD  WORK. 

Retimbering  Rooms. 

Regrading  and  Brushing  Entries. 
Prospecting  Faults. 

Loading  and  Hauling  Rock.  ■ 
Dumping  and  Stowing  Rock. 
Underground  Inspection. 

Watchman. 
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Repairing  Company  Tools. 

13  REPAIRS  TO  BUILDINGS  AND  CHUTES. 

Main  Chute  and  Trestle. 

Crusher,  Elevator  and  Screen  Building. 
Power  and  Boiler  Plouses. 

Engine  House. 

Barn  and  Corral  Buildings. 

Boarding  Houses.  * 

Blacksmith  and  Machine  Shops. 

Other  Mine  Buildings. 

R.  R.  Tracks  and  Mine  Scales. 

14  REPAIRS  MACHINERY. 

Boilers  and  Connections. 


Steam  Lines. 

Stationary  Steam  Engines. 
Steam  Hoisting  Engines. 
Electric  Hoisting  Engines. 

Air  Compressors. 

Electric  Generators. 

Electric  Locomotives. 
Miscellaneous  Electric  Motors. 
Outside  Pumps. 

Underground  Pumps. 

Outside  Water  Lines. 
Underground  Water  Lines. 
Outside  Air  Lines. 
Underground  Air  Lines. 
Outside  Electric  Power  Lines. 


Pocky  Mountaim  Coal  &  CotetCo. 
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Main  Entry,  Ready  for  a  Good  Day’s  Run. 


Underground  Electric  Power  Lines. 

Fans  and  Fan  Engines. 

Proportion  Crushers,  Elevators,  etc. 
Tipples  and  Screens. 

Renewal  Wire  Ropes. 

Mining  Machines. 

Machinery  Inspection. 

15  SUPERINTENDENTS  AND  CLERKS. 

Proportion  Gen.  and  Mine  Supt’s  Salaries. 
Mine  Foreman. 

Mine  Clerks. 

Janitor  Service. 

Office  Fixtures. 

16  ENGINEERING. 

Mine  Surveyors  and  Assistants. 

Office  Supplies. 

Outside  Expenses. 

17  GENERAL  EXPENSES. 

Proportion  Stationery  and  Printing. 

18  INCIDENTALS. 

Miscellaneous  Teaming. 

Pay  Day  Expenses. 

Express  on  Money. 

Free  Coal. 

COKE  EXPENSES. 

40  COAL  USED. 

....  Tons  at 

41  SUPERINTENDENTS  AND  CLERKS. 

Proportion  Gen.  and  Mine  Supt’s  Salaries. 
Coke  Oven  Foreman. 

Proportion  Office  Clerks. 

Proportion  Office  Supplies. 

42  ENGINEERING. 

Same  as  Account  No.  16. 

43  CHARGING  OVENS. 

Proportion  Power  House  Expense. 
Handling  Coal  at  Bins. 


Cleaning  at  Bins  and  Scales. 
Weighing  Charges. 

Running  Larry  Cars. 

Repairing  Larry  Cars  and  Tracks. 
Repairing  Motor  and  Power  Lines. 
Repairing  Scales. 

44  BURNING  AND  DRAWING. 

Coke  Pullers. 

•  Plastering  Oven  Doors. 

Proportion  Power  House  Expense. 
Proportion  Pumping  Expense. 
Repairs  Oven  Water  Line. 

Repairs  Tools. 

Charging  Hole  Covers. 

Watchmen. 

45  LOADING  COKE. 

Loading  R.  R.  Cars. 

Cleaning  R.  R.  Tracks. 

Damage  to  R.  R.  Cars  and  Tracks. 
Expense  and  Repairs  Tools. 
Watchmen. 

Foreman’s  Wages  (Proportion  of). 

46  LOADING  CINDERS. 

Loading  and  Unloading  R.  R.  Cars. 
Hauling  Away  in  Wagons. 

Cleaning  Docks. 

Expense  and  Repairs  Tools. 
Proportion  Stable  Expense. 
Foreman’s  Wages  (Proportion  of). 

47  FIRING  COLD  OVENS. 

Wood  Used. 

Coal  Used. 

Charging,  Burning  and  Drawing. 
Disposing  of  Cinders. 

48  REPAIRS  TO  COKE  OVENS. 

Brick  and  Fire  Clay. 

Stone,  Lime,  etc. 

Cast  Iron  Door  Frames. 

Repacking  Oven.s. 

Repairs  Dock  Walls. 
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49  REPAIRS  TO  BUILDING. 

Slack  Bins. 

Store  and  Tool  House. 

Scale  House. 

Trestles  and  Bridges. 

50  COKE  EXPERIMENTS. 

Preparing  and  Coking  Coal. 

Transportation  on  Samples. 

Cost  of  Analysis. 

INCIDENTALS. 

Pay  Day  Expenses. 

DISPOSITION  MADE  OF  REPORTS  MADE  UP  AT 
MINE  OFFICE  AND  SENT  TO  AUDITOR’S 
OFFICE^  AND  REPORTS  AND  STATE¬ 
MENTS  MADE  BY  AUDITOR. 

Daily  shipping  report,  Form  15,  is  re¬ 
capitulated  each  day  and  corrections  made 
in  weights,  charges,  etc.,  on  journal  of 
corrections.  Form  21.  Debits  in  difference 
column  are  shown  in  black,  credits  in  red. 
Daily  reports  of  coal  mined  and  shipped 
and  operations  in  coke  are  posted  to  sum¬ 
maries  as  per  Forms  22  and  23,  from  which 
data  is  taken  for  cost  sheets,  average  report 
of  operations,  etc.,  described  later. 

Coupons  issued  are  charged  by  the  Paci¬ 


fic  Store  Company,  by  journal  entry,  to  In¬ 
dividuals’  and  Companies’  Coupon  account 
and  credited  to  Coupon  account.  When 
amount  of  collections  for  coupons  on  mine 
roll  is  paid  to  store  treasurer,  he  reports 
same  to  auditor  and  an  abstract  journal  en¬ 
try  is  made  debiting  Treasury  and  credit¬ 
ing  Individuals’  and  Companies’  Coupon 
account. 

For  entries  made  from  “Statement  of 
Pay  Roll,  Deductions,”  Form  2,  journal 
entries  are  made  as  per  the  following  jour¬ 
nal  voucher : 

JOURNAL  VOUCHER. 


Personal  Accounts  (Pay  Roll 

Stoppages)  . $6.50 

To  Sundries: 

Coal  Sales  .  $  2.00 

Rents  .  3.00 

Boarding  House  Receipts .  1.50 

Company  Deductions  on  April  Pay 
Roll. 

Pay  Roll  .  22.00 

To  Pay  Roll  Overdrafts .  22.00 

For  amount  of  overdrafts  collected 
on  April  rolls. 

Pay  Roll: 

To  Sundries  .  39.80 

« 


Record  oJYnrdn^ecit  Mine  No  MonTl^oJ  MO 

Pbee 

No 

INcir\e 

bivivoi) 

Feet 

YARbS 

Rote 

l^erYnrd 

RerKcirKs 

Roon\s 

Entries 

• 

• 

L 

Form  IV. 
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Unclaimed  Wages  .  .80 

Treasurer  .  39.00 

For  amount  of  April  Pay  Roll  prt. 


NOT  TRANSFERABLE 

Sign  in  ink  PERSONALLY  and  present  to  Paymaster  on  PAY  DAY. 


Statement  for  Month . .190. 

Boll  N'o . Jfame  Tfo... . 


IN  ACCOUNT  WITH 

ROCKY  MOUNTAIN  COAL  ®  COKE  CO. 


at. . . . . . MUies. 


earning: 

Lii.finr  _ Daus.  & 

»•  La.st  Month 

. . 

“  TTouts,  &  . . . . 

“  Tri,ps,  <fa . . . 

"  _ Ovens,  @ _  _ 

T)rtnin.(f  "Rn.f.rij.  „  . Yards.  . 

- . 

tt  it  t*  ^ 

5 . 

J  . 

Tuvn.in.d  F?nmy),s .  . . . ^ 

“  . . '•'i* - - - » . . . 

Min’d . .Cars. . Tons,  ^ . 

'•  “  “  a 

Total  Earnings,  -  -  * 

EXPENSES. 

Hospital, . .  . 

^  . 

Pnit*flp.v  A*  rin.i'Hi  V 

Enel.,  ,  .  I  ,,,, 

Ground  Rent, . . 

Mat’l  ' 

nou.pnnji,  ■ 

Balance  due, 

Ov/ur  [ittLidau - i - 

7  ~y: — 

Received . . 190...'..,  of.  the  ROCHmT. 

COAL  S  COLIC  COl  the  balance  due  as  shown  by  this  state¬ 
ment,  being  in  full  for  all  demands  for  work  done  during 

regular  and  irregular  hours  in  month  of. . . 

Witness.. . . . . . . . . 

Form  V. 


Receipts  on  File. 

APPROVED  FOR  RECORD: 

Auditor. 

CORRECT : 

Chief  Clerk. 

($1.50  for  material  not  taken  up  here, 
charged  to  individuals,  is  taken  up  on  ma¬ 
terial  and  supplies  report,  at  mine,  and 
charged  to  individuals  and  companies.  See 
statement  of  Material  and  Supplies  ac¬ 
count.) 

If  entire  amount  of  roll  is  not  paid  by 
paymaster  on  pay  day,  an  entry  is  made 
by  auditor.  (See  journal  voucher.)  If 
such  employe  calls  for  his  wages  at  mine 
office,  after  pay  day,  mine  superintendent 
or  chief  clerk  pays  same  in  cash,  taking 
his  receipted  statement  and  remitting  same 
to  treasurer  as  cash  (see  Form  5).  Treas¬ 
urer  advises  auditor,  who  makes  an  abstract 
journal  entry  debiting  unclaimed  wages  and 
crediting  treasurer.  (Treasurer’s  report  to 
auditor  of  receipts  and  disbursements  is 
made  monthly.) 

Distribution  of  pay  rolls,  is  charged  to 
total  mine  expense,  etc.,  on  abstract  of 
vouchers,  etc..  Form  24,  and  is  credited  to 
pay  roll  account. 

Statement  of  rents  received  is  checked 
with  previous  month’s  report  to  ascertain 
if  all  houses  are  accounted  for,  and  amounts 
collected  are  checked  with  bills  collectible 
against  mine  superintendent  for  cash  col¬ 
lections  and  with  total  amount  charged 
by  bills  collectible  and  credited  to  rents 
on  abstract  on  bills  collectible. 

Monthly  material  and  supplies  report, 
Form  13,  is  credited  to  Material  and-  Sup¬ 
plies  account,  and  mine  expenses,  etc.,  each 
sub-account  is  charged,  and  from  this  book 
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ROCKY  MOUNTAIN  COAL  AND  COKE  CO. 


Report  of  Boarding  House  Expenditures  and  Earnings  at 


Mine 


190... 


EXPENDITURES 


Mdse,  on  hand  from  last  mo. 
Purchases: 

Oroceries 

Meat 

Cooking  Utensils 
Fixtures  and  Repairs 


Less  Mdse,  on  hand 
Labor: 

Manager 
-  Cooks 
Waiters 
Janitors 
■  Laundry 

Coal  @ 


per  ton 


Total  Expenditures 
Gain 


AMOUNT 

EARNINGS 


AMOUNT 


Pay  Roll  Deductions 

Less  amount  collected  for  pre¬ 
vious  month 

Bill  Collectible  No. 

(  (  (  (  4  4 

44  44  44 

Less  amount  collected  for  pre¬ 
vious  month 

Uncollected  Board  Accounts 
Balance  1st  of  month 
Charged  this  month 

Less  amount  collected  this  mo. 
Balance  uncollected 


Meals  furnished  officials  and 
credited  to  boarding  house 
account 

Total  Earnings 
Loss 


No.  of  meals  served  and  collected  for,  .  Cost  per  meal, 

“  “  “  not  collected  for,  .  Amount  realized  for  each  meal  served, 

“  “  “  “  not  paid  for, _ . 

Total  meals  served, 

Correct:  Correct: 

Boarding  House  Manager, 

Form  VII. 


Mine  Suptx 


the  material  is  taken  for  the  cost  sheets, 
Forms  30  and  31.  Labor  for  cost  sheets  is 
taken  from  distribution  of  pay  rolls, 
Form  22. 

Statement  of  local  coal  sales  is  checked 
with  output  report,  Form  12.  Pay  roll  de¬ 
ductions  and  bills  collectible  against  mine 
S-iiperintendent  for  cash  coal  sales. 

Statement  of  direct  debits  and  credits  to 


individuals  and  companies  as  to  pay  roll 
is  checked  with  charges  to  individuals  and 
companies  on  distribution  of  pay  roll,  and 
as  to  material  and  supplies  is  checked  with 
amount  charged  to  individuals  and  com¬ 
panies  from  material  and  supplies  report, 
Form  13  (see  statement  of  Material  and 
Supplies,  Form  25)  ;  as  to  pay  roll,  deduc¬ 
tions  is  checked  with  direct  charges  on 


RECORD  OF  RENTS  COLLECTED  AT . _ MINE 

-  ;• 


Owner. _ — - _ -House  No. 


1 

MONTH 

190 - 

LESSEE 

CHECK 

NO. 

RENT  THIS 

MONTH 

HCW  COLLECTED 

REMARKS 

PAY  ROLL 

CASH 

Bill 

Collectible 

January 

February 

f 

March; 

■ 

0 

, 

April 

May  f  1. 

June 

• 

July 

- 

' 

August 

September 

October 

November 

Form  VIII. 
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bacls  of  statement  of 
pay  roll  deductions, 
Form  2. 

Report  of  coal  mined, 
I'orm  9,  is  checked 
with  shipments,  as 
shown  by  shipping  re¬ 
ports,  Form  15. 

Statements  of  ex¬ 
penditures  foi  additions 
to  plant,  Form  19,  is 
checked  with  various 
charges  on  abstract, 
from  vouchers,  etc., 
and  from  this  report, 
statement  of  amount 
expended  on  capital  ac¬ 
counts,  Form  26  i^ 
made,  and  both  of  these 
reports  are  filed  on 
Shannon  files,  which 
form  a  complete  record 
of  capital  expenditures. 

Report  of  boarding 
house  expenditures  and 
receipts.  Form  7,  is 
checked  with  charges 
from  vouchers,  cash 
book  receipts,  etc. 

Purchasing  agent 
buys  all  supplies  and 
uses  requisitions  in  trip¬ 
licate;  original  and  dup¬ 
licate  invoices  are  sent 
by  purchasing  agent  to 
mine  office,  where  they 
are  O.  K.’d,  and  dis¬ 
tribution  shown.  Form 
27,  and  original  return¬ 
ed  to  purchasing  agent 
who  sends  same  to 
auditor’s  office  for 
voucher. 

Vouchers  are  entered 
in  voucher  abstract, 
and  each  invoice  is  en¬ 
tered  separately  in 
record  of  invoices,  each 
concern  bought  from 
having  a  separate  sheet. 
This  record  is  intended 
to  do  away  with  the 
liability  of  making  dup¬ 
licate  payments  of  in¬ 
voices  and  for  keeping 
an  accurate  account 
with  firms  from  whom 


Underground  Toilers, 


supplies  are  purchased. 

All  bills  collectible, 
(except  statements  of 
coal  sold  and  charged 
to  individuals  and  com¬ 
panies  on  coal  sales 
book)  are  entered  in 
abstract  of  bills  collec¬ 
tible  and  at  tbe  end  of 
each  month  an  abstract 
journal  entry  is  made, 
debiting  and  crediting 
proper  accounts,  (total 
charge  only  to  individ¬ 
uals  and  companies, 
bills  collectible  account, 
is  posted  to  general 
ledger,  bills  collectible, 
individual  ledger,  con¬ 
taining  record  of  in- 
d  i  V  i  d  u  a  1  s  billed 
against).  No  entry  is 
made  on  the  above 
mentioned  abstract 
journal  entry,  of  ma¬ 
terial  and  supplies  cred¬ 
its,  these  amounts  be¬ 
ing  charged  to  individ¬ 
uals  and  companies’ 
bills  collectible  account, 
from  statement  of  ma¬ 
terial  and  supplies. 
Form  25,  after  having 

checked  totals  with 

amount  credited  on 

bills  collectible  ab¬ 
stract. 

Estimated  earnings 
are  taken  from  ship¬ 
ping  reports  and  re¬ 
corded  on  Form  28, 
daily,  from  which  they 
are  transferred  to  week 
ly  estimated  coal  and 
coke,  tonnage  and  earn¬ 
ings  statements. 

Vouchers,  passed  by 
auditor,  which  are 

charged  to  material 

and  supplies  account, 
but  not  sent  to  mine 
superintendent  for  ap¬ 
proval,  being  handled 
by  advising  mine  sup¬ 
erintendent  to  take  up 
such  amounts,  etc. 

Form  29  represents 
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ROCKY  MOUNTAIN  COAL  AND  COKE  CO. 


Daily  Report  of  Operations . Mine  No . 190... 


MEN  EMPLOYED 

Inside 

Outside 

Total 

Miscellaneous 

No. 

Miners 

Drivers 

Trappers  and  Couplers 

Hoist  and  Ropemen 

Other  Day-men 

Machinists  and  Pipemen 
Pumpmen 

Engineers  and  Firemen 
Crushermen 

Dumpers  and  Pushers 

Couplers 

Coal  Loaders 

Other  Day-men 

Construction  Work : 

Total 

4 

Animals  in  Mine 
“  Outside 

“  Not  Working 

“  on  Construction  Work 

Shots  Fired 
“  Missed 

Mine  Cars  Dumped  (Coal) 

“  “  “  (Rock) 

Trips  .made  by  Hoist 

U  U  kk 

((  (( 

(t  u  ii 

tt  ((  (( 

U  u  i( 

Coal  mined,  shipped  and  on  hand  not  billed  out 

 m 


KIND  OF  COAL 

Mined 

Shipped 

On  HaiKi 

Cars 

Tons 

Coal 

Box 

Cars 

Tons 

Cars 

Tons 

Commercial  Lump 

Railway  “ 

Run  of  Mine 

Stove 

Nut 

Pea 

Slack 

Dust 

Dust  wasted 

Coal  to  Boilers  (kind) 

Coal  to  Coke  Ovens 

Local  Sales  (kind) 

Railway  Engines  (kind) 

Company  Mine  Buildings 

Rock  and  Waste 

Total 

1 

Mine  Worked 

Hours 

Min. 

R.  R.  Cars  Weights 

Tons 

“  Idle 

t  k 

“  Account, 

Pit  Car 

k  k 

k  k 

((  ii 

<k 

kk  kk 

Gain  on 

kk 

k  k 

“  Delayed 

U  ki 

kk 

kk 

kk  kk 

k  k  k  k 

Loss  on 

k  k 

k  k 

i  k  i  k 

kk 

kk  kk 

» 

Form  X. 
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Statement  of  operations  for  month,  this  in¬ 
formation  being  taken  from  cost  sheets, 
abstract  of  vouchers,  etc. 

Old  scrap  iron  sold  at  mines  is  credited 
to  special  renewal  fund. 

Totals  of  abstract  only  are  posted  to  gen¬ 
eral  ledger.  Recapitulation  of  each  month’s 
charges  and  credits  on  abstract*  of  vquchers, 
etc.,  is  made  on  last  sheet  of  abstract  of 
voucher  book,  debits  shown  in  black  and 
credits  in  red. 

Royalty  paid  to  other  companies  if  such 
there  be  for  coal  taken  from  workings 
on  their  lands,  would  be  charged  to  mine 
expenses. 

Taxes  and  insurance  is  charged  out  each 
month  proportionately  by  auditor. 

Total  amount  of  vouchers  at  the  end 
of  each  month  is  credited  to  vouchers,  and 
when  paid  by  treasurer,  vouchers  are 
charged  and  treasurer  is  credited. 

Owing  to  the  large  number  of  forms 
with  which  this  article  is  illustrated,  we 
have  been  compelled  to  defer  the  publi¬ 
cation  of  a  number  of  them  until  the  second 
instalment  of  the  article,  which  will  appear 
in  the  October  number. 

Statement  of  rents  received  is  made  up 
monthly  and  sent  to  auditor’s  office  with 
pay  rolls.  Bills  collectible  are  made  against 
individuals  to  cover  rent  due  for  current 
month,  and  not  collected  on  pay  roll  or  by 
cash  from  tenants  not  employed  by  coal 
company,  in  order  that  rents  may  be  cred¬ 
ited  in  auditor’s  office  in  month  earnings 
accrue. 

The  balance  in  the  overdrawn  column  of 
pay  roll  ledger,^  Form  1,  at  the  end  of  each 
month  is  carried  forward  to  next  month’s 
pay  roll  ledger,  to  “Balance  overdrawn  last 
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ROCKV"  MOUNTAIN  COAL  AND  COKE  CO. 


REPORT  OF  COAL  MINED  AND  DISTRIBUTION 

. Mine  No . .  Month  of . 190... 


MINED 


Balance  on  hand  from  last  month, 
Mined  by  Miners,  Pay  Roll, 

“  Company  Day  Men, 

“  Plus  Percentage'Deducted, 
Less  Loss  on  Weights, 

*•  Dust  Wasted, 

Total, 


DISTRIBUTION 


Shipments, 

(i 

•  4 

Lump 

Run  of  Mine 

Nut 

Slack  or  Screenings 

Local  Scales.  Coll,  on  Pay  Roll, 

4  ^  4  (  4  4 

Lump 

“  “  Cash, 

44  4(  (( 

Lump 

Free  Coal 

Rio  Grande  Western  Ry.  Engines, 

Lump 

Run  of  Mine 

Coal  to  Boilers, 

“  Boarding  House, 

“  Store  and  Office  Building, 

“  Various  Mine  Buildings, 

Dust 

Lump 

i  4 

(  t 

Coal  to  Coke  Ovens, 

lbs.  @  per  ton,  $ 

Slack 

Left  on  side  track, 

44  (( 

44 

44  (4 

“  in  bins. 

Lump 

Run  of  Mine 

Nut 

Slack  or  Screenings 
Slack 

Total, 


Total  Products 
Pounds 

• 

• 

Total.to  Acc’t  for 
Pounds 


Coke  made 


Pounds 


Coke  on  hand  from  previous  month 


Total  to  Ship... 
Amount  to  Ship 


Balance  on  hand 


Coke  Screenings  Shipped 


Form  XIL 


ROCKY  MOUNTAIN  COAL  AND  COKE  CO. 


COAL  DEPARTMENT 

Weight  of  Coal  Mined . 190... 


CONSIGNEE 

Car 

Initial 

Car 

Number 

Marked 

Weight 

Capacity 

Gross 

Tare 

Net 

• 

Form  XIV. 
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Form  XV. 


month.”  The  overdrawn  accounts,  with 
reason  for  same,  is  reported  to  auditor  at 
the  end  of  each  month.  ,  Pay  roll  ledger 
overdrafts  must  represent  nothing  but  com¬ 
pany  deductions,  for  instance,  if  an  employe 
has  earned  $10  and  by  charging  him  $2 
rent  will  overdraw  his  account  $1  after  all 
other  deductions  are  made,  it  is  correct  to 
show  the  overdraft,  for  by  so  doing,  rents 
are  credited  at  auditor’s  office  in  month 
earnings  accrue,  without  necessitating  the 
making  of  a  bill  collectible  for  the  balance 
of  $1  rent  not  charged  on  pay  roll  ledger, 
but  overdrafts  must  never  be  shown  on  em¬ 
ployes’  accounts  in  order  to  pay  insurance 
or  sundry  individuals  for  board,  etc. 

After  the  pay  roll  is  made  up  and  sent 


to  auditor’s  office,  statements,  as  per  Form 
5,  are  made  out  and  issued  to  all  employes 
as  soon  as  possible  after  the  first  of  each 
month ;  who  present  them  to  paymaster  on 
pay  day,  receipted,  and  receive  their  pay  in 
cash. 

Form  6  is  for  keeping  record  of  meals 
served  at  the  Comj^ny  Boarding  House. 
Employes  boarding  ^^t  company  boarding 
house  are  furnished '^ith  an  order  on  the 
boarding  house  manager,  advising  him  that 

the  bearer,  check  No.  - ,  is  entitled  to 

board  and  room  unti$  further  notice.  On 
the  issue  of  this  c^er  the  employe  is 
charged  with  board  in  full  until  same  is  re¬ 
turned  to  the  office.  These  orders  are  made 


ROCKY  MOUNTAIN  COAL  AND  COKE  CO. 


Report  of  Hay,  Grain  and  Animals  Fed  at . Mine . 190... 


Lbs. 

Lbs. 


Oats  Fed,  average  number  pounds  fed  per  dav  per  animal. 
Corn  “  “  “  “  “  ‘‘ 


Lbs. 

Lbs. 


Hay  “Lucern” 
Hay  “Wild” 


Fed,  average  number  pounds  fed  per  day  per  animal, 

ti  H  ((  it 


Lbs.  Oats  on  hand  on  last  of  month. 
Lbs.  Corn  “  “  “ 

Lbs. 

Lbs.  Hay,  “L,”  “  “ 

Lbs.  Hay,  “W,” 

Average  number  of  animals  fed  per  day, 

“  “  “  working  in  mine  per  day, 

“  “  “  “  outside 

“  “  “  not  working  “ 

Number  of  animals  killed,  (give  cause), 

“  “  injured, (  “  t, 

died.  (  “  '), 

“  “  in  barn, 

“  “  turned  out  to  pasture. 

Cost  per  day  per  animal.  Grain, 

“  "  “  Hay, 

Labor  and  Medicine, 

Total, 


Lbs.  Oats  Sold, 

Lbs.  “ 

Lbs.  Hay  Sold,  “Lucern,” 
Lbs.  “  “Wild,” 


Correct : 


Form  XVI. 
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in  duplicate,  the  carbon  copy  remaining  in 
the  order  book. 

Report  of  boarding  house  expenditures 
and  earnings,  Form  7,  is  made  out  in  trip¬ 
licate,  original  copy  to  auditor’s  office, 
duplicate  copy  to  general  manager’s  office, 
and  triplicate  to  boarding  house  manager. 

Coupons  redeemed  by  Pacific  Store  Co., 
the  company  store,  are  sent  to  auditor’s 
office  daily  together  with  a  report  giving 
particulars  of  same  and  accompanied  by  a 
remittance. 

A  daily  report  of  store  sales  is  also  made 
up  in  triplicate  and  sent  to  the  auditor’s 
office  and  to  the  general  manager  of  the 
store.  This  daily  report  is  distributed — 
cash,  coupon  and  credit  sales — and  is  cer¬ 
tified  by  the  store  manager. 

A  monthly  report  on  coupon  stock  report 
is  also  made  to  the  auditor,  showing  the 
balance  on  hand  from  previous  year,  amount 
received,  amount  sold  and  balance  on  hand 
at  close  of  period,  giving  commencing  and 
closing  numbers. 

As  coupons  are  issued  they  are  entered 
in  a  special  journal,  giving  the  house  No., 
mine  check  No.,  coupon  No.  and  amount. 
The  employes  receipt  for  these  coupons  on 
the  journal,  and  the  amount  is  thereafter 
posted  to  the  pay  roll  ledger.  Form  1. 

Record  of  houses  rented  is  kept  in  loose 
leaf  book,  Form  8.  Amount  of  each  man’s 
rent,  and  amount  for  doctor,  may  be  posted 
to  Form  1  at  beginning  qf  month,  and  if 
any  employe  quits  work  before  end  of 
month  amount  for  rent  can  be  changed. 

A  daily  nationality  report  is  made  to  the 
auditor,  the  information  being  obtained  by 
making  notation  on  the  pay  roll  ledger. 
Form  1,  of  the  nationality  of  each  man  as 


he  is  employed.  This  is  found  to  be  very 
desirable  information. 

'  MINING  RECORDS. 

Record  of  coal  mined  and  shipped  is  kept 
per  Form  9.  At  the  end  of  each  day’s  run, 
daily  report.  Form  10,  is  made  in  triplicate, 
original  copy  is  sent  to  auditor,  duplicate 
copy  to  general  manager.  Daily  report  of 
coke  operations.  Form  11,  is  made  in  trip¬ 
licate,  original  copy  is  sent  to  auditor’s 
office  and  duplicate  to  general  manager’s 
office,  triplicate  remaining  on  file  in  mine 
office. 

Report  of  coal  mined  and  distribution  of 
same  is  sent  monthly  to  auditor’s  office,  as 
per  Form  12. 

MATERIAL  AND  SUPPLIES  RECORD. 

Report  of  all  material  and  supplies  used 
in  operations.  Form  13,  is  made  up  monthly 
by  material  and  supplies  clerk,  from  requisi¬ 
tions  and  sent  to  auditor’s  office.  Material 
and  supplies  sold  to  employes  is  collected 
on  pay  rolls,  chief  clerk  filling  out  order  in 
duplicate,  which  employe  wishing  material 
presents  to  material  clerk,  who  reports  to 
office  amount  to  charge  for  such  material 
sold. 

Requisition  for  material  is  made  up  by 
material  clerk  in  triplicate.  The  material 
clerk  keeps  a  loose  leaf  material  price  book 
from  which  he  gets  prices  in  charging  out 
material  used,  and  he  also  uses  a  card  sys¬ 
tem  for  keeping  track  of  material  to  be 
ordered  each  month.  For  instance,  if  he 
finds  he  is  getting  short  on  horseshoes,  he 
makes  note  to  this  effect,  under  “H”  on 
card  for  horseshoes,  making  note  of  amount 
and  numbers  wanted,  and  before  making 
requisition  to  purchasing  agent  each  month, 
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he  goes  through  this  card  index  for  ma¬ 
terial  wanted.  A  loose  leaf  material  and 
supply  stock  ledger  is  carried,  showing  re¬ 
ceipts,  deliveries  and  for  what  purpose  used. 
Material  clerk  enters  amounts  of  all  in¬ 
voices  received,  opening  one  account  for  all 
kinds  and  sizes  of  machine  bolts,  and  one 
account  for  all  kinds  and  sizes  of  carriage 
bolts,  and  one  account  for  each  of  the 
various  classes  of  material,  such  as  hay, 
grain,  harness  repairs,  props,  ties,  brattice 
cloth,  oil,  etc.,  and  after  making  up  material 
and  supply  report,  enters  same  on  credit 
side  of  stock  ledger  from  duplicate  copies, 
under  each  different  class  of  material,  so 
that  at  the  end  of  each  fiscal  year,  he 
knows  about  how  much  material  of  each 
class  the  inventory  should  disclose,  as  being 
on  hand. 

Coal  used  at  power  house  is  charged  at 
commercial  value  from  material  and  supply 
report  to  proportion  of  power  house  ex¬ 
pense  under  various  mine  expense  accounts. 


etc.,  according  to  benefit  received  by  each 
account,  and  statement  made  as  shown 
below : 


Please  charge  Material  and  Supplies  account 


with  the  following  coal, 

Coal  to  boilers . 

Coal  to  store  and  office. 

Coal  to  employes . 

Coal  to  boarding  house.. 
Coal  to  hospital . 


month  of  - ,  1905: 

537  tons  at  $0.75  $402.75 

2  tons  at  1.25  2.50 

2  tons  at  1.25  2.50 

18  tons  at  1.25  22.50 

6  tons  at  1.25  7.50 


Total .  $437.75 

Same  being  charged  out  as  follows: 

PROPORTION  POWER  HOUSE  EXPENSE. 

Hauling  .  $140.96 

Loading  .  36.25 

Electric  Lights  .  32.22 

Ventilation  .  48.33 

Drainage  and  Watering .  80.55 

Rents  . ■. .  66.10 

Incidentals  .  10.84 

B.  &  B.  H.  Expenditures .  22.50 


Total .  $437.75 


This  is  sent  to  auditor’s  office  where 
Material  and  Supplies  account  is  charged 
and  earnings  credited  with  amount  of  such 
coal,  alter  checking  figures  with  distribution 
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of  product  and  amounts  charged  out  from 
Material  and  Supplies  report. 

SHIPPING  RECORDS. 

Railroad  cars  loaded  are  entered  on  track 
sheet,  Form  14,  by  weighman,  and  sent  to 
office  to  be  billed  out  on  regular  bill  of 
lading,  shipping  coal  to  consignees  on  orders 
received  from  the  general  sales  agent’s  office 
in  their  order  as  received. 

Daily  shipping  report.  Form  15,  is  made 
in  duplicate,  original  going  to  auditor  and 
duplicate  to  general  sales  agent.  All  coal 
shown  in  advance  charges  column  is 
charged  to  railroad  company,  and  open  ac¬ 
counts  charged  to  consignees  in  auditor’s 
office.  Earnings  is  credited  with  total  as 
shown  by  shipping  report  at  the  end  of 
each  month,  by  abstract  journal  entry. 

Slack  shipped  to  coke  bins  for  making 
coke  is  charged  at  end  of  each  month  by 
auditor-  to  Material  and  Supplies  account 
and  credited  to  earnings ;  and  amount  of 
slack  actually  used  during  each  month  for 
making  coke  is  charged  at  mine  office  to 
account  No . ,  Coal  Used,  from  Mater¬ 

ial  and  Supplies  report. 

Coal  or  coke  shipments  by  mine  office 
to  prepaid  railroad  points  are  covered  by 
draft  made  on  treasurer  for  freight  charges. 

Coal  and  coke  on  hand,  the  last  day  of 
each  month,  is  charged  to  unconsigned  coal 
or  coke,  and  earnings  credited  at  estimated 
value,  and  when  such  coal  or  coke  is 
shipped,  unconsigned  coal  is  credited. 

LIVE  STOCK  RECORDS. 

“Report  of  Hay,  Grain  and  Animals  Fed,” 
Form  11,  is  made  out  monthly  in  duplicate, 
original  copy  being  sent  to  general  man¬ 
ager’s  office  and  duplicate  to  auditor’s  office. 

“Report  of  Animals  Killed  and  Sold,” 
Form  12,  is  made  out  monthly  and  sent  to 
auditor.  Animals  purchased  are  shown  on 
debit  side  of  this  report,  and  animals  killed 
or  sold,  on  credit  side. 

“Monthly  Report  of  Horses  and  Mules,” 
Form  18,  is  sent  to  general  manager’s 
office. 

EXPENDITURE  RECORDS. 

“Statement  of  expenditures  for  additions 
to  plant,  improvements,  etc.”  Form  19,  cov¬ 
ering  all  improvements  to  be  charged  to 
capital  accounts,  have  to  be  authorized  by 


the  general  manager  and  approved  by  pres¬ 
ident.  Appropriation  blanks  are  issued, 
covering  total  estimated  costs  of  contem¬ 
plated  improvements,  and  requisition  may 
be  made  to  cover  entire  amount  of  appro¬ 
priation  or  a  certain  amount  thereof. 

“Requisition  for  Extraordinary  Expen¬ 
ses,”  Form  20,  is  used  for  all  extraordinary 
expenses,  total  cost  of  which  will  exceed 
$100,  such  requisitions  covering  amounts 
charged  to  Mine  Expenses,  is  handled 
through  Detailed  Report  of  Operating  Ex¬ 
penses  shown,  on  another  page.  The  ad¬ 
vantage  of  showing  extraordinary  expenses 
on  this  report,  separate  from  ordinary  ex¬ 
penses  is  that  one  month’s  cost  sheet  shows 
an  increase  in  cost  of  coal,  or  coke,  per  ton 
over  previous  months.  The  reason  for  same 
may  be  seen  at  a  glance,  where  if  all  ex¬ 
traordinary  expenses  were  sandwiched  in 
with  ordinary  expenses,  it  sometimes  takes 
considerable  time  and  trouble  explaining 
the  cause  for  such  increase. 

SUNDRY  RECORDS. 

Statement  of  local  coal  sales  is  made  up 
monthly  and  sent  to  the  auditor’s  office; 
also  statement  of  direct  debits  and  credits 
to  individuals  and  companies,  the  former 
generally  relating  to  some  kind  of  mater¬ 
ial  and  supplies  sold  locally. 

Cash  books  are  kept  in  duplicate,  the  per¬ 
forated  sheets  being  torn  out  and  forwarded 
to  the  auditor’s  office  at  regular  periods,  this 
plan  obviating  the  necessity  of  making 
either  a  weekly  or  monthly  transcript  of 
the  cash  book  for  the  information  of  the 
auditor. 

The  headings  for  the  cash  book  are,  on 
the  cash  receipt  side:  Sundries;  material 
and  supplies ;  local  coal  sales ; — and  on  the 
cash  disbursement  side,  one  column  headed 
“Remitted  to  Treasurer.” 

Where  more  than  one  mine  is  owned  by 
a  mining  corporation  it  is  necessary  to  have 
a  proper  record  of  transfers ;  these  are  made 
in  triplicate,  the  original  copy  being  sent  to 
the  auditor’s  office,  duplicate  and  triplicate 
copies  forwarded  to  the  mine  against  which 
the  charges  are  made.  After  being  checked 
as  to  correctness  the  duplicate  transfer  let¬ 
ter  is  accepted  and  remitted  to  the  auditor’s 
office. 


The  Editor  of  The  Business  Man’s  Magazine  is  in  nowise  responsible  for  any  statements  contained  in 

this  article. 


The  strife  and  agitation  that  the  laboring 
classes  have  been  indulging  in  has  at 
times  imperiled  the  integrity  of  the 
people,  but  the  innate  stability  of  our  admin¬ 
istrations  have  held  these  menacing  tur¬ 
moils  in  check.  The  agitations  of  ignor¬ 
ance  and  stupidity — if  not  criminal  intent — 
have  at  times  assumed  portentous  aspects, 
but  the  co-operation  of  employers  and  the 
resolve  to  meet  force  with  cunning  and 
foresight,  has  rendered  impotent  the  frothy 
vaporings  of  ill-balanced  leaders. 

There  is  a  system  which  can  adjust  the 
most  stubborn  of  labor  disputes,  which 
eliminates  all  the  usual  violence,  suffering 
and  needless  expenditure,  and  which  goes 
one  step  further,  by  invariably  bringing  the 
employer  and  employe  out  of  the  trouble 
with  clean  hands.  To  the  people  who  have 
often  marveled  at  these  reconciliations  a 
description  of  the  successful  secret  service 
system  which  has  been  employed  for  such 
purposes  by  many  of  the  large  corporations 
within  the  last  few  years,  will  be  of  interest. 

In  Detroit  The  Edward  Smith  Company 
has  its  headquarters.  Its  business  is  pe¬ 
culiar.  It  has  completely  wiped  out  some 
of  the  strongest  labor  unions  in  the  coun¬ 
try;  it  has  re-organized  the  mechanical  de¬ 
partments  of  great  corporations  in  a  won¬ 
derfully  effective  manner  and  unearthed 
frauds  in  the  management  where  they  were 
never  imagined  to  exist;  and  all  with  a 
finesse  and  precision  that  was  startling  to 
the  guilty  parties.  A  few  unknown  men  of 
average  intelligence,  properly  used,  have 
been  the  only  weapons  necessary  to  accom¬ 
plish  this. 

The  operatives  are  handled  in  the  follow¬ 
ing  unique  way : 

First  in  placing  a  special  agent  in  a  shop, 
that  agent  seeks  employment  in  the  same 
manner  as  does  the  ordinary  man.  Second, 
this  agent  is  a  skilled  mechanic  in  the  work 


he  is  to  be  placed  at.  Third,  if  the  shop  is 
unionized  he  is  a  member  of  the  union,  and, 
as  such,  attends  all  their  meetings.  Fourth, 
he  is  a  good  correspondent,  and  reports 
weekly  or  semi-weekly  all  the  items  of  in¬ 
terest  that  he  sees. 

Thus  agitators  are  reported  to  the  com¬ 
pany  and  to  the  proprietors  and  quietly 
dropped,  undesirabre  help  dismissed,  incom¬ 
petent  officials  forced  to  resign  and  erring 
ones  put  under  discipline.  There  is  no  limit 
placed  on  the  extent  of  the  agent’s  criti¬ 
cisms  ;  all  the  glaring  details  of  the  condi¬ 
tions  are  placed  before  the  management  in 
the  plain,  cold  truth,  devoid  of  frills  or  deli¬ 
cate  treatment.  The  special  agents  are  men 
of  peculiar  mechanical  genius,  wide  experi¬ 
ence  and  steady  habits ;  and  they  work  un¬ 
der  contracts,  which,  though  rigid,  spur 
them  on  to  do  their  utmost. 

The  force  of  this  system,  when  employed 
in  breaking  up  a  tenacious  labor  struggle, 
is  well  illustrated  by  the  rapid  fire  work 
it  accomplished  for  the  Southern  Railway 
in  May,  1901.  At  that  time  the  Intej-na- 
tional  .1  association  of  Machinists  made  a 
bold  attempt  to  throttle  the  railroads  of  the 
country,  by  endeavoring  to  force  them  to 
concessions  including  the  nine  hour  day  and 
other  equally  unjust  demands. 

Many  of  the  railroad  companies  and  com¬ 
mercial  institutions  were  easily  intimidated 
and  signed  the  agreement.  When  a  com¬ 
mittee  of  ten  representatives  from  the  sev¬ 
eral  shops  of  the  Southern  Railway  waited 
on  its  third  vice  president,  Mr.  F.  S.  Gan¬ 
non,  at  the  Washington  headquarters,  they 
bumped  up  against  a  different  reception. 

Mr.  Gannon  is  a  great  railroad  econo¬ 
mist.  Though  a  man  of  few  words  he  was 
easily  approached,  and  endowed  with  ex¬ 
ceptional  intuition,  reinforced  by  broad  ex¬ 
perience,  and  has  a  way  of  comnrehending 
and  deciding  momentous  transactions  on 
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the  instant.  Since  his  connection  with  the 
Southern  Railway,  the  expenses  of  the  road 
had  been  kept  down  to  a  cost  for  engine 
repairs  of  5^2  cents  per  running  mile,  which 
is  figured  from  the  travelings  of  the  loco¬ 
motives  of  the  road;  and  below  this  figure 
he  intended  to  keep  it,  whatever  the  exi¬ 
gency. 

This  was  the  first  and  only  meeting  that 
the  committee  had  with  the  officials  of  the 
company.  The  men  had  no  real  grievances 
and,  on  the  contrary,  expressed  satisfaction 
with  shop  arrangements,  the  rules  of  the 


mittee  took  this  action  by  direction  of  the 
president  of  the  association,  Jam.LS  O’Con- 
nel,  who  was  in  Toronto,  Ontario,  at  the 
time.  Had  the  committee  kept  its  promise 
to  go  back  home  and  explain  matters  to 
their  people  and  arrange  for  another  meet¬ 
ing,  it  is  not  likely  the  strike  would  have 
occurred. 

Mr.  Gannon  immediately  accepted  the 
gage  of  battle.  He  immediately  wired  to 
Detroit  for  the  assistance  of  The  Edward 
Smith  Company.  The  company  at  once 
dispatched  its  agents  to  the  scene  of  im¬ 
pending  trouble,  with  instructions  to  join 
the  ranks  of  the  strikers,  to  find  out  what 
was  planned  and  to  size  up  the  leaders  and 
the  situation. 

While  the  Seaboard  and  other  roads  were 
giving  in  to  their  men,  the  Southern  still 


A  Committee  of  Twelve  Waited  on  the  Third  Vice-President. 


company,  and  all  conditions  but  the  ten 
hour  day.  They  stated  that  they  had  been 
instructed  by  the  association  to  come  and 
demand  a  nine  hour  day.  After  a  four 
hours’  conference  they  left  with  the  under¬ 
standing  that  the  committee  would  explain 
the  conditions  from  the  company’s  stand¬ 
point,  the  reasons  why  the  nine  hour  day 
could  not  be  adopted;  and,  if  necessary,  ar¬ 
range  to  have  another  meeting  with  the 
company  at  any  point  on  the  system  that 
they  might  select.  Instead  of  waiting  to 
explain  matters  to  the  shop  men  of  the 
system,  the  committee  wired  from  Wash¬ 
ington  the  same  afternoon  ordering  a  strike. 
Thus  the  road  was  plunged  into  a  strike 
without  notice  and  within  20  hours  of  the 
time  the  committee  called  on  the  third 
vice  president.  It  is  understood  the  corn- 


fought  on.  The  agitators  started  depreda¬ 
tions  against  life  and  property. 

The  first  attempt  was  made  in  Tennessee. 
Several  of  the  strikers  were  sent  into  the 
shops  as  “scabs ;”  and,  once  in,  commenced 
to  mutilate  the  engines  by  the  use  of  acids 
and  loose  bolts  and  other  means.  They 
were  quickly  apprehended  and  stern  south¬ 
ern  justice  imposed  on  each  a  sentence  of 
several  years  in  the  penitentiary.  This  ob¬ 
ject  lesson  put  a  stop  to  the  law-breakers 
in  that  state. 

In  Columbia,  South  Carolina,  a  plot  was 
formed  by  the  agitators  to  blow  up  por¬ 
tions  of  the  shops,  where  the  greatest  dam¬ 
age  could  be  wrought.  Two  desperate  men 
from  the  interior  of  the  state  were  secured 
to  execute  the  plot.  As  these  tools  of  the 
conspirators  approached  the  works  under 
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cover  of  darkness,  prepared  to  execute  their 
dirty  work,  a  masked  man  suddenly  con¬ 
fronted  them  and  covered  the  two  despera¬ 
dos  with  his  six  shooters,  relieved  them  of 
their  weapons  and  dynamite  and  hastily 
marched  the  pair  over  to  the  freight  yards. 
Here,  on  threat  of  Judge  Lynch,  they  were 
ordered  to  leave  town  by  a  freight  train 
then  pulling  out  of  the  yards. 

In  the  city  that  night,  crowds  of  strikers 
lounged  around  expectantly,  waiting  to  hear 
the  detonations  of  the  explosions  and  to 
see  the  sky  lit  up  with  the  flames  of  the 
burning  shops.  The  man  who  had  pre¬ 
vented  the  consummation  of  their  evil  de¬ 


signs  was  there  too,  apparently  as  fretful 
as  they.  As  the  hours  slowly  passed,  and 
daybreak  was  at  hand,  the  conspirators  be¬ 
came  frightened  at  the  miscarriage  of  their 
plot,  and  slunk  to  cover.  Failure  had  never 
been  thought  of  because  their  conspiracy 
had  been  so  carefully  planned  and  guarded. 
At  the  ensuing  secret  meeting,  a  heated 
discussion  took  place  as  to  the  cause  of 
their  failure.  The  “masked  man”  who  had 
averted  the  catastrophe,  advanced  the  theory 
that  perhaps  the  dynamiters  had  sold  the 
men  out  for  a  consideration.  At  this  sug¬ 
gestion  the  wrath  of  the  men  was  aroused 
and  the  committee  voted,  that  if  this  were 
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true,  these  men  should  be  put  out  of  the  characters  were  refused  employment  for  all 
way.  A  diligent  search  was  made  for  the  time. 

two,  but  all  efforts  to  locate  them  proved  To  break  up  this  big  strike,  which  ex- 


futile. 

Another  plan  was  then  formed  that  dem¬ 
onstrated  the  desperateness  of  the  situation. 
This  was  to  assassinate  certain  officials  of 
the  road  who  jeopardized  the  strikers’ 
cause.  The  cowards  who  were  commis¬ 
sioned  to  execute  this  work  were  one  night 
quickly  seized  by  the  police  as  they  lay  in 
wait  for  their  men. 

After  these  outrageous  attempts  had  been 
frustrated  dismay  seized  the  ranks  of  the 
strikers.  They  felt  discouraged  at  these 
baffling  failures  and  suspiciously  regarded 
all  as  traitors  in  their  ranks.  Promised 
union  benefits  had  failed  to  arrive,  too ;  and 
worse  than  that,  to  cap  the  climax,  the 
grand  president  of  the  loc^  had  refused 
to  furnish  them  with  furS^r  funds.  At 
this  stage  of  dissatisfactioif^^ie  secret  ser¬ 
vice  agent  seized  his  oppor^^ty.  bold¬ 
ly  denounced  the  men  ir^Warge  of  the 
strike,  and  in  an  outpouri^f^f  vindictive¬ 
ness  raked  up  all  their  grievances,  and  con¬ 
cluded  by  imploring  the  men  to  tear  up 
their  worthless  union  cards  and  throw  them 
away.  The  men  were  so  deeply  impressed 
by  his  appeal  that  they  followed  his  advice. 
Then  back  to  the  shops  they  flocked,  hum¬ 
bled  and  anxious  to  resume  their  work 
that  they  might  again  enjoy  the  wages  so 
necessary  to  replenish  their  wants  and  those 
of  their  suffering  families. 

When  the  news  flashed  over  the  wires 
of  how  the  local  of  Columbia  had  given  up 
the  struggle,  strikers  over  the  entire  sys¬ 
tem  broke  in  disorder  and  stampeded  back 
to  their  shops,  pleading  for  forgiveness  and 


tended  over  6,741  miles  of  railroad,  just 
three  Edward  Smith  agents  were  used  and 
they  stopped  it  in  a  little  over  a  month. 

The  Union  Pacific,  with  its  3,020  miles 
of  railroad,  fought  the  strikers  of  the  boil¬ 
ermakers’  and  machinists’  unions  for  almost 
a  year,  aided  by  a  small  army  of  Pinker¬ 
ton  detectives,  and  then  finally  had  to  con¬ 
cede  to  the  demands  of  their  emnloyes  to 
gain  peace.  Three  men  were  killed  during 
this  strike  and  the  loss  the  Union  Pacific 
sustained  ran  into  the  millions. 

In  the  seventh  annual  report  of  the  South¬ 
ern  Railway  Company,  year  ending  June 
30,  1901,  Third  Vice-President  Gannon  in¬ 
cludes  these  remarks : 

Early  in  March  of  the  present  year,  it  was 
noticed  that  strenuous  efforts  were  being  put 
forth  by  the  organizers  of  the  International  Asso¬ 
ciation  of  Machinists,  to  thoroughly  unionize  the 
machinists  in  the  employ  of  the  company. 

A  careful  review  of  the  situation  was  made  on 
other  railroads  throughout  the  south.  Anticipat¬ 
ing  the  motive  of  the  higher  officials  of  the  Ma¬ 
chinists’  Association,  the  matter  was  watched 
closely  with  a  view  to  averting,  if  possible,  any 
ill-advised  actions  on  the  part  of  the  company’s 
employes. 

However,  despite  the  efforts  of  the  company  to 
caution  its  employes  against  such  ill  advice,  a 
general  strike  of  machinists  was  made  effective 
as  of  May  27  at  Charlestown,  S.  C.,  and  as  of 
May  30,  at  the  remaining  shops,  except  at  Alex¬ 
andria  and  Lawrenceville,  Va. 

No  delays  whatever  to  traffic  have  resulted  from 
the  strike.  The  rolling  equipment  was  in  par¬ 
ticularly  good  condition  when  the  strike  was  in¬ 
augurated  and  running  repairs  have  been  fully 
maintained. 

Respectfully  submitted, 

(Signed.)  FRANK  S.  GANNON, 

Third  Vice  Pres,  and  Gen.  Mngr. 


begging  to  be  returned  to  their  jobs.  Suf¬ 
fice  it  to  say  that  they  were  taken  back,  all 
but  the  agitators,  and  these  troublesome 


Then  Back  to  the  Works  They  Flocked. 


Factory  Management 

A  COLLECTION  OF  FACTS  CONNECTED  WITH  PURCHASING,  RECEIVING, 
SHIPPING,  SALES,  COST,  EMPLOYMENT,  AND  PAY-ROLL  DEPARTMENTS 

By  CHAS.  B.  cook 

IN  SIX  CHAPTERS— CHAPTER  I 


SELDOM  does  one  read  in  the  maga¬ 
zines  which  are  published  in  the  in¬ 
terests  of  factory  accounting  and 
systematizing  in  its  many  branches,  an  arti¬ 
cle  dealing  with  and  explaining  the  details 
of  what  is  actually  transpiring  in  systema¬ 
tizing  and  organizing  the  work  of  a  large 
manufacturing  plant.  By  the  above  I  mean 
the  description  of  what  is  considered  the 
most  important  duties  of  the  different  heads 
of  the  departments. 

In  writing  these  articles  the  writer  has 
taken  upon  himself  the  task  of  trying  to 
describe  and  lucidly  illustrate  the  many  im¬ 
portant  points  connected  with*  factory  man¬ 
agement,  with  which  he  has  been  in  some 
way  or  other  associated,  giving  the  details 
of  the  subordinate  duties  which  were  con¬ 
sidered  necessary  to  advance  on  the  road 
to  modern  and  progressful  practices.  The 
managers  and  superintendents  of  all  fac¬ 
tories,  we  know,  have  their  hands  full  in 
solving  the  many  problems  connected  with 
their  arduous  duties. 

The  concern  with  which  the  writer  is  at 
present  connected  is  classed  as  an  up-to- 
date  and  progressive  one  in  the  manufac¬ 
turing  world,  and  their  efforts  toward 
ideal  organization  and  administration  have 
been  commented  upon  very  favorably  by 
accountants  and  representatives  of  large 
factories  who  have  visited  the  factory,  and 
who  were  traveling  in  the  interests  of  their 
respective  companies,  with  the  object  of 
securing  information  and  valuable  data  of 
modern  systems  and  advanced  practices 
towards  ideal  conditions.  It  is  perhaps 
needless  to  state  that  the  company  is  con¬ 
tinuing,  as  far  as  it  is  able,  its  march 
onward  toward  thorough  proficiency  in  all 
its  branches. 

The  writer  holds  a  responsible  position 
with  this  company,  and  his  work  with  this 
and  other  companies,  and  that  of  his  fel¬ 
low-workers,  will  be  related  in  these  arti¬ 


cles.  He  trusts  same  will  be  an  aid  to  the 
many  energetic,  ambitious  and  progressive 
young  men  who  now  hold  responsible  posi¬ 
tions  with  their  companies,  and  are  anx¬ 
ious  to  know  what  efforts  to  put  forth  in 
their  various  duties  that  will  tend  to  make 
them  invaluable  to  those  in  command. 

The  principal  duties  of  the  office  man¬ 
ager,  purchasing  agent,  cost  accountant, 
stock-keeper,  foreman,  etc.,  are  as  clearly 
defined  as  possible,  the  important  work 
being  explained  without  going  into  details 
too  fully,  but  outlining  as  much  as  possible 
what  each  in  his  particular  work  was  ex¬ 
pected  to  do  by  the  management,  and  what 
the  management  thought  was  essential  to 
bring  about  desired  results. 

The  most  important  requisite,  and  one 
that  is  absolutely  necessary  in  all  depart¬ 
ments  of  the  factory,  and  which  is  prac¬ 
ticed  where  the  writer  is  now  employed,  is 
the  marked  feature  of  unity  displayed  be¬ 
tween  employes  and  officials.  Great  credit 
is  thus  reflected  on  the  management,  prov¬ 
ing  their  ability  to  pick  men,  and  in  their 
selection  of  subordinates  securing  those  in 
whom  they  were  able  to  create,  with  others, 
combinations  of  talent  that  worked  well 
together. 

The  writer  has  yet  to  hear  of  a  concern 
where  such  a  congenial  atmosphere  seemed 
to  permeate  the  entire  organization,  this 
feeling  being  conveyed  one  to  another  when 
important  problems  were  to  be  solved.  The 
management  showed  good  policy  when  it 
clearly  defined  to  each  subordinate  their 
duties  in  detail  as  far  as  possible.  The 
slightest  feeling  of  jealousy  was  immedi¬ 
ately  challenged  by  them,  and  corrected ; 
they  made  confidants  of  each  subordinate 
and  by  their  efforts  unity  was  made  pre¬ 
dominant.  One  of  the  reasons  for  the  de¬ 
velopment  of  this  splendid  feature  was 
thejr  personal  appeals  to  our  better  judg¬ 
ment,  another  was  the  mentioning  to  us  of 
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a  good  word  that  had  been  spoken  of  us 
by  a  fellow  subordinate. 

All  business  men  who  read  this  article, 
no  doubt,  know  that  petty  annoyances  will 
occur  in  every  business,  and  to  eliminate 
this  condition  is  next  to  impossible,  yet  it 
would  prove  to  many  officials  who  would 
strive  and  work  to  decrease  these  petty 
annoyances  in  every  possible  way,  a  great 
factor  towards  a  congenial  atmosphere, 
with  best  results  in  the  work  of  the  subor¬ 
dinates.  It  tends  to  preserve  many  pleasant 


memories  that  might  have  been  otherwise. 
We  were  shown  that  such  trivial  incon¬ 
veniences  were  necessary  to  develop  and 
broaden  us  into  valuable  material  by  meet¬ 
ing  and  treating  with  them  in  the  right 
way,  this  resulting  as  a  stimulant  to  all 
concerned,  and  helping  to  eradicate  the 
possibilities  of  such  happenings  in  the  fu¬ 
ture. 

The  general  manager  of  a  factory,  we  all 
realize,  should  be  at  all  times  in  a  position 
to  use  his  talent  to  the  greatest  advantage. 
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and  to  know  immediately  when  wanted,  all 
the  statistics  of  the  many  prevailing  condi¬ 
tions  of  all  branches  of  the  factory.  There¬ 
fore,  the  chief  aim  of  all  was  the  mastery  ' 
of  every  detail  connected  with  our  respec¬ 
tive  positions,  the  devising  of  ways  and 
means  that  would  help  to  bring  every  part 
of  the  factory  to  a  high  state  of  efficiency, 
systems  to  cover  all  necessary  detail  giv¬ 
ing  each  department’s  record,  and  to  make 
the  working  of  the  system  so  concise  and 
clear  to  the  employes  that  all  branches  of 
the  factory  would  vie  with  each  other  to 
give  satisfactory  and  accurate  records. 

The  general  manager’s  duties  should 
be  of  such  a  character  as,  the  final  decid¬ 
ing  of  all  important  questions  connected 
with  the  many  problems  that  will  arise 
daily.  The  problems  were  usually  of  a 
nature  that  called  for  executive  ability  of 
a  high  order  and  we,  therefore,  felt  that 
our  responsibilities  were  of  such  a  nature 
that  we  must  settle  all  minor  problems, 
reporting  our  decisions  to  the  manager  in 
a  clear  and  concise  statement.  All  prob¬ 
lems  submitted  by  us  to  the  manager  car¬ 
ried  with  them  the  necessary  statistics  and 
information  which  allowed  him  to  grasp 
the  details  almost  immediately,  and  it  was 
our  earnest  desire  to  have  his  decisions 
reflect  back  favorably  to  us,  due  to  our 
efforts  in  concentrating  the  particulars  of 
the  problem  in  hand. 

The  writer  does  not  think  it  advisable 
to  classify  the  duties  of  each  branch  of  the 
factory,  factory  office,  and  sales  division 
separate,  as  it  is  apt  to  conflict  with  the 
many  conditions  of  different  manufactories. 
Suffice  it  that  the  duties  are  explained 
thoroughly,  and  the  classing  of  the  work 
to  the  separate  branches  is  left  to  the  option 
of  those  in  authority  who  may  read  this. 
Nevertheless,  it  is  the  writer’s  intention  to 
classify  the  duties  as  near  as  possible  with¬ 
out  confusing  the  reader  as  to  where  and 
what  division  certain  work  belongs,  because, 
as  previously  stated,  conditions  will  govern 
the  adoption  of  certain  reports  as  shown 
in  this  series  of  articles. 

The  writer  will  now  strive  to  give  the 
reader  a  comprehensive  account  of  some 
of  the  most  important  routine  considered 
necessary  towards  thorough  organization. 

OFFICE. 

We  will  commence  with- the  opening  and 
sorting  of  mail  as,  without  doubt,  this  is 


one  of  the  most  important  duties.  The 
office  manager  has  this  in  charge,  and  upon 
opening  same  would  arrange  the  corres¬ 
pondence  ready  for  the  departments  affected 
by  the  receipt  of  same,  and  have  the  cor¬ 
respondence  sent  to  them.  All  important 
matters  were  submitted  to  the  manager  by 


WEEKLY  DISSECTION  OF  PAY  ROLL. 

For  Month  of . 


ACCOe  NTS. 

SUB-ACCOUNTS. 

8th. 

Etc, 

Factc  ry 

Expense. 

Foreman 

Indirect 

Supt.’s  Help 
Watchmen 

Elevator 

Receiving 

Packing 

Shipping 

Part  Inspection 

Office 

Experimental 

Porters 

Stock  Rooms 

Repair  and  Refit 
Draughting 

Factory  Clerks 

Total 

Maintenance, 
Buildings  and 
Fixtures. 

Carpenters’  Maint. 
Carpenters’  Upkeeps 
Plumbers 

Electrical  Equip. 
Grounds 

Gas  House 

General  Repairs 

Total 

Maintenance, 

Machinery 

AND  Tools. 

Tool  Upkeep 

Tool  Maint. 
Millwright  Work 
Draughting 

Power  Labor 

Gen.  Tool  Repairs 
Machy.  Upkeeps 
Machy.  Maint. 

Total 

Percentage  of  Indirect 

Labor  Against  Production 
and  Construction. 

Total  Indirect 
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Construction, 

Machinery 

AND  Tools. 

Draughting  Tools 
Experimental 

Tools 

Stock  Tools 

Macky.  Installation 
Machy.  Const. 

Total 

Construction, 
Buildings  and 
Fixtures. 

Carpenters 

Plumbers 

Electrical  Equip. 

Gen.  Construction 
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Total  Construction 
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Total  Production 
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the  heads  of  the  various  departments  for 
his  decision,  which  was  in  many  instances 
governed  by  the  explanations  given  him 
by  those  who  were  thoroughly  conversant 
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03 
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04 

Finished  Parts . 
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40 
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70 

Tools  . 
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93 
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81 

60 

Miscellaneous  . 

-  8,128  23 
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with  the  subjects  under  discussion.  In  a 
general  way  the  mail  of  lesser  importance 
was  reported,  thus  keeping  the  manager 
in  touch  with  the  general  conditions  preva¬ 
lent  throughout  the  different  branches  of 
the  company. 

The  mail  taken  care  of  by  the  office 
manager  included  such  items  as  requisitions 
for  the  product  made  by  the  factory,  refer¬ 
ences  to  deliveries,  costs  connected  with 
the  product,  products  of  a  special  nature, 
advertising,  shipments,  accounts  payable, 
accounts  receivable,  branch  reports  of  sales, 
branch  expenses,  etc.  The  office  manager 
would  turn  over  to  his  subordinates  such 
mail  as  affected  their  particular  duties,  he 
answering  the  most  important  himself, 
unless  already  taken  care  of  by  the  general 
manager.  All  answers  to  correspondence 
were  typewritten  in  duplicate,  the  originals 
being  mailed  and  the  duplicate  retained 
and  attached  to  the  original  letter  calling 
for  a  reply. 

Now  let  us  take  into  consideration  the 
classification  as  specified  above  and  show 
the  disposition  made,  not  giving  too  many 
particulars,  but  just  enough  to  give  the 
reader  knowledge  of  what  the  requirements 
were.  The  first  we  find  to  be  “Requisition 
for  our  Product.”  These  were  entered  in 
triplicate  form,  the  original  retained  at  the 
office,  the  duplicate  sent  to  the  shipping  de¬ 
partment,  and  the  triplicate  to  the  stock- 
room. 

Form  0-1  is  used  to  record  all  orders 
received  from  outside  parties.  Made  out 
in  triplicate  form.  Original  office,  dupli¬ 
cate  shipping  room,  triplicate  stockroom. 

The  illustrated  form  shows  the  original 
order  sheet  made  out  by  the  factory.  The 
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Heart 


A  Diamond  heightens  a  Woman's  Charms.  A  Diamond 
increases  a  man’s  prestige.  A  Diamond  is  a  Life  Gift.  A  Dia¬ 
mond  Lasts  Forever.  A  Diamond  wins  a  Heart.  A  Diamond  Increases 
in  Value  Every  Year.  A  Diamond  brings  Pleasure,  Prestige  and  Profit. 

Vnii  Tan  FviitninA  fha  fiiomnn/l  The  Loftls  System  of  Diamonds  on  Credit  won  the  Gold  Medal, 
I  Uu  C'dll  EAalllinc  ine  UlaillOnU  Highest  Award  at  the  St.  Louis  Exposition.  You — a  buyer  at  any 
distance— write  to  us  for  our  Catalog.  At  your  leisure  and  convenience,  In  the  privacy  of  your  own  home 
you  can  select  the  Diamond,  Watch  or  Jewelry  of  your  special  fancy.  On  communicating  with  us,  we  sencl 
the  article  on  approval  to  your  home,  place  of  business  or  express  ofQce  as  preferred,  so  you  can  examine 
It  thoroughly.  You  are  free  to  buy  or  not,  just  as  you  please.  Your  account  will  be  welcomed.  We  deliver 
our  goods  anywhere  In  the  United  States.  We  pay  all  charges.  We  take  all  risks. 

Catalog  I  Write  Today.  Don't  delay.  Write  at  once. 


Write  for  the  Lo/tis 


THa  Onlv  Catalog  Is  worth  Its  weight  In  gold  to  the  careful  Diamond  Investor.  It  Is 

I  lie  LMllj  oaic  UUIUC  the  one  safe  guide  to  the  easy  acquirement  of  a  Diamond  as  a  money  making 
Investment.  In  the  slxty-slx  pages  will  be  found  1000  Illustrations  of  the  finest  Diamonds,  Highest  Grade 
Watches  and  Jewelry  In  every  conceivable  artistic  form  at  credit  prices  lower  than  others  charge  for  spof 
cash.  Write  for  our  Splendid  Catalog  today  and  we  will  mail  It  to  you  prepaid.  To  all  applicants  we  also 
mall  a  copy  of  our  superb  Souvenir  Diamond  Booklet.  Write  Today. 

An  Hnnpcf  PAr«nn’c  frAHit  HnnH  with  lie  We  ask  you  to  open  a  confidential  account  with  us. 
Au  llUncol  r  erSUn  S  L'icOIT  UOOU  Wlin  us  SaveaDlamond.  Diamonds  pay  better  than  Savings 
Banks.  Diamonds  are  predicted  to  Increase  In  value  twenty  per  cent  during  the  coming  twelve  months. 
The  best  way  to  save  money  is  to  buy  a  Diamond  the  Loftls  way.  You  have  the  security  In  your  own 
possession.  Every  transaction  with  us  Is  on  honor,  confidential,  prompt  and  satisfactory.  One-fifth  the 
price  to  be  paid  on  delivery— you  retain  the  article— pay  balance  In  eight  equal  monthly  amounts— sending 
cash  direct  to  us.  Save  a  Diamond.  You  will  not  miss  the  small  monthly  payments  from  your  income. 
Our  goods  are  the  finest — our  prices  the  lowest — our  terms  the  easiest. 

If  You  Pay  Us  Cash  for  Your  Diamond 

return  the  Diamond  any  time  within  one  year,  and  we  will  pay  you  all  you 
paid  for  It  less  ten  per  cent.  You  can  thus  wear  a  850.00  Diamond  Ring  or 
Stud  for  one  year— you  return  It  to  us— get  your  845— which  Is  less  than  ten 
cents  per  week  for  one  year.  Every  Diamond  we  sell  may  be  exchanged  at 
full  price  for  a  larger  stone  at  any  time  In  the  future.  Write  Today. 

Hiif  I  ifflA  aaI  ?nfA  We  furnish  every  person,  whether  they  are  a 
UUr  LllUc  Olccl  Odlc  customer  or  not,  one  of  the  Loftls  Steel  Safes  for 
home  savings.  Put  the  little  sate  on  your  desk,  bureau,  bench  or  table  and 
every  day  drop  into  it  the  stray  ^.ennles,  nickels  and  dimes  that  are  frittered 
away  without  notice.  Do  this  for  a  few  days  and  you  will  have  thefirst  payment 
ready  for  a  Diamond.  We  will  deliver  the  Diamond  at  once,  while  you  keep  the 
little  safe  at  work  saving  the  small  amounts  necessary  to  meet  the  monthly  pay¬ 
ments  as  they  mature.  Write  for  the  Loft  is  Catalog.  Write  Today.  Sixty-six  pages. 

.We  Give  You  Our  Guarantee  Certificate  Dlamon?yoTbuy  tSed'S®* 

member  of  our  firm.  Write  for  the  Loftis  Catalog.  Write  Today.  Sixty-six  pages. 

The  Old  Kellable  Original  Diamond  on  Credit  Uouse 
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duplicate  (shipping  department)  is  signed 
by  the  shipper  and  packer,  showing  date 
received  for  shipping  and  date  shipped.  The 
triplicate  (stockroom)  shows  signature  of 
stock  clerk,  date  of  receipt  of  order,  date 
sent  to  shipping  room,  and  folio  of  stock 
book  for  credit,  each  form  below  the  dark 
line  being  different. 

Then  (in  detail)  was  recorded  on  a 
special  card  the  quantity  of  each  kind  of 
goods  ordered,  each  card  representing  one 
of  the  many  articles  made  by  the  factory, 
the  card  showing  date  of  order  and  quan¬ 
tity,  there  being  12  columns  on  each  card 
(one  column  for  each  month  in  the  year). 
On  the  back  of  this  card  were  the  ship¬ 
ments  of  each  month.  At  a  glance  the 
manager  could  see  the  tendency  of  the 
market,  and  his  instructions  to  the  factory 
(increasing  or  decreasing  the  product)  were 
based  on  these  cards. 

References  to  Deliveries — The  assistant 
to  the  office  manager  would  issue  an  in¬ 


vestigation  card  to  the  departments  affected, 
who  would  report  their  findings,  this  enab¬ 
ling  him  to  reply  to  those  wishing  informa¬ 
tion  on  the  subject. 

Products  of  a  Special  Nature — An  inves¬ 
tigation  slip  was  sent  to  the  cost  depart¬ 
ment  by  the  office.  This  department  im¬ 
mediately  instituted  inquiries  relative  to 
the  subject  in  hand,  and  upon  obtaining 
the  data,  reported  same  to  the  office  man¬ 
ager,  or  his  assistant  who  had  the  matter 
in  hand,  who  answered  all  correspondence 
connected  with  the  subject. 

The  other  items  were  taken  care  of  by 
those  delegated  for  such  work  and  are  too 
well  known  to  need  explanation. 

Let  us  now  take  up  the  pay  roll. 

Labor — The  office  manager  or  assistant 
would  submit  a  weekly  report  of  the  pay 
roll  to  the  manager  and  superintendent, 
giving  the  dissections  of  same,  data  being 
obtained  from  the  cost  department;  this 
report  embodying  the  entire  monthly  pay 


Form  0.  7. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOKKEEPER 


467 


For  Vest  Pocket 


Unimatic  Price  Book 

r 

Over  1,000,000  in  Use 

This  is  certainly  an  indication  of  the  superiority 
of  the  UNIMATIC  and  its  remarkable  adaptability 
for  many  uses.  Dollar  for  dollar  it  contains 
better  workmanship  and  material  than  any  other. 

The  UNIMATIC  is  bound  in  flexible  covers  of  genuine 
Black  Seal  Grain  Leather. 

Sheets  lie  perfectly  flat  from  edge  to  edge^  forming  an 
even,  smooth  writing  surface.  Rings  may  be  instantly 
opened  for  insertion  on  removal  of  sheets,  by  operating 
metallic  slide.  When  closed  the  rings  form  a  perfect 
circle  over  which  the  sheets  turn  as  easily 
and  freely  as  in  a  bound  volume. 

The  UNIMATIC  is  indexed  either  alpha¬ 
betically,  numerically  or  by  the  month — any 
subject  may  be  referred  to  instantly.  It  is 
ruled  as  follows:  Quadrille,  unruled,  dollars 
and  cents,  faint  lines,  double  entry  ledger 
and  four  column  price  book. 

The  UNIMATIC  is  Guaranteed  to  be  Perfect 
in  Construction,  Material  and  Workmanship 

Send  us  a  sample  order.  If  not  satisfactory  it  may 
be  returned  at  our  expense. 


List  of  Stock  Sizes — Net  Prices 


Larger  Size.  Open  and  Closed 

WRITE  FOR 


Number 

Binding 

Edge 

Size 

of  Sheet 

Capacity 

inches 

of  Cover 
leaves 

Covers 

linen 

Index 

Sheets 

Complete 

212 

2 

2  X 

4 

54 

50 

$0.65 

$0.20 

$0.10 

$0.85 

2412 

2^x 

M/z 

54 

50 

.65 

.20 

.10 

.95 

312 

3 

3  X 

5 

54 

50 

.75 

.20 

.10 

1.05 

4412 

Wz 

4>^x 

2*^ 

54 

50 

.65 

.20 

.10 

.95 

512 

5 

5  X 

3 

54 

50 

.75 

.20 

.10 

1.05 

612 

6 

6  X 

354 

54 

50 

.85 

.20 

.15 

1.20 

532 

55^ 

5J4x 

3 

54 

125 

1.25 

.20 

.25 

1.70 

552 

5*^ 

5^x 

3 

1 

250 

1.60 

.20 

.50 

2.30 

632 

m 

6J^x 

334 

54 

125 

1.25 

.20 

.30 

1.75 

652 

6^8 

6^8X 

1 

250 

1.60 

.20 

.60 

2.40 

ll‘d2 

7% 

7%x 

4/8 

54 

125 

1.45 

.25 

.40 

2.10 

7752 

7% 

7%x 

454 

1 

250 

1.80 

.25 

.80 

2.85 

732 

7% 

7%x 

5 

54 

125 

1.60 

.25 

.40 

2.25 

752 

7% 

7%x 

5 

1 

250 

1.90 

.25 

.80 

2.95 

832 

8% 

8J^x 

6 

5^ 

125 

1.90 

.35 

.45 

2.70 

852 

m 

8%x 

6 

1 

250 

2.35 

.35 

.90 

3.60 

1132 

11 

11  X 

854 

54 

125 

2  75 

.45 

.70 

3.90 

1152 

11 

11  X 

854 

1 

250 

3.25 

.45 

1.40 

5.10 

32  PAGE  CATALOGUE 


Sieber  &  Trussell  Mfg.  Co. 

4004  Laclede  Avenue,  St.  Louis 

LARGEST  EXCLUSIVE  LOOSE-LEAF  MANUFACTURERS  IN  THE  WORLD 


468 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


Cei)erol 

Oj|icc 

Extras 

"O 

o 

z 

)s: 

o 

H 

<ri 

MopdflY 

Tlicsdci'/ 

Wccl!)Cic)(:y 

T!j])rsc)tiy 

rndciy 

bcito  relay 

.  O 
— 

f—  ^ 

“  o 
u 

a 

4- 

oe 

\-jC 

kD 

■STOCK 

■fc 

P 

-D 

O 

.  1. 
a 

ii) 

o 

jO- 

'-On 

4- 

u 

P 

“D 

£ 

•a 

Ck/ 

o 

vT) 

Product" 

-o 

XU 

XU 

4- 

P 

“O 

o 

u 

CL 

w 

XU 

XL. 

XTN 

tO 

4- 

P 

“D 

O 

u 

a 

xu 

xu 

Product 

-t> 

rv 

XU 

(1rbir)4)tor) 

Ibrooze 

2 

120 

b 

6 

10 

10 

lb 

10 

20 

6 

12 

7 

5b 

2k. 

102 

Corr\|3len. 

bhec. 

5 

heservioi* 

- J 

Jc\\^<\r) 

h 

- - 

El  n\erv 

— I  -j— 

7 

Form  0.  8. 


roll  in  weekly  columns,  and  showing  such 
accounts  as  Factory  Expense,  Maintenance 
of  Buildings  and  Fixtures,  Maintenance  of 
Machinery  and  Tools,  Construction  of 
Buildings  and  Fixtures,  Construction  of 
Machinery  and  Tools,  Production,  and 
Special  Sales  Account. 

Factory  Expense  covered  such  items  as 
foreman,  sub-foreman,  superintendent’s 
help,  factory  clerks,  office,  teaming,  receiv¬ 
ing,  shipping,  packing,  employment  depart¬ 
ment,  purchasing  department,  time-keep¬ 
ers,  cost  department,  draughting,  experi¬ 
mental,  stockrooms,  inspection,  stock  trac¬ 
ers,  indirect  producing,  dining  room,  watch¬ 
men,  porters,  etc. 

Maintenance  of  Buildings  and  Fixtures 
covered  such  items  as  carpenters,  elec¬ 
tricians,  plumbers,  grounds,  etc.  (Up-keeps 
and  maintenance.) 

Maintenance,  Machinery  and  Tools  in¬ 
cluded  toolroom,  general  up-keeps,  mill¬ 
wrights,  power,  labor.  (General  mainte¬ 
nance.) 

Construction,  Buildings  and  Fixtures  in¬ 
cluded  all  such  items  as  additions  to  equip¬ 
ment,  plumbers,  carpenters,  electrical, 
general. 

Construction,  Machinery  and  Tools  in¬ 
cluded  new  tools,  machinery,  etc. 

Production  account  covered  all  such 
items  connected  with  the  regular  produc¬ 
tion  of  the  factory.  (This  can  be  divided 
so  as  to  give  the  charges  of  all  products 
of  the  different  classes.) 

Special  Sales  account.  All  items  that 
differed  from  the  regular  production,  and 
ordered  by  outside  parties. 

The  Pay  Roll  Report  was  made  out  in 
special  monthly  form,  showing  weekly 


charges  against  the  different  accounts,  as 
per  illustration.  Form  0-3. 

At  the  end  of  the  month  the  charges 
were  totaled  and  transferred  to  a  yearly 
statement  drawn  up  so  as  to  show  all 
monthly  amounts,  thus  giving  comparisons 
that  were  of  great  help  to  the  superin¬ 
tendent. 

The  percentage  of  each  account  to  the 
Production  account  was  given  every  three 
months  on  this  report.  The  Production 
Labor  account  of  each  department  was 
used  as  a  basis  for  all  direct  and  indirect 
expense  connected  with  the  department. 

Invoices — A  monthly  report  of  all  in¬ 
voices  for  the  month  was  sent  to  the  man¬ 
ager’s  and  superintendent’s  offices;  this  after 
the  purchasing  department  had  O.  K.’d  each 
invoice,  and  the  charges  made  to  the  differ¬ 
ent  accounts  in  the  invoice  book  by  the 
cost  department.  This  report  covered  the 
value  of  goods  received,  and  speci.hed  all 
accounts  and  the  total  monthly  charge  to 
eachi  These  accounts  represented  such 
items  as 

Stock — Covering  raw  material,  finished 
parts,  machinery  and  tool  supplies,  furni¬ 
ture  and  fuel  supplies  (electricians,  plum¬ 
bers  and  carpenters),  tool  expense  supplies, 
factory  supplies,  experimental  supplies, 
short  lived  tools,  etc. 

Factory  Expense — Covering  factory  sta¬ 
tionery,  indirect  producing  freight  and 
cartage,  office  supplies,  factory  supplies, 
tool  expense,  general  expense,  fuel,  lubri¬ 
cations,  rent,  insurance,  water. 

Additions  to  Equipment— Covering  new 
machinery,  tools,  furniture,  and  fixtures. 

A  detailed  report  was  also  made  up  show¬ 
ing  the  classes  of  goods  bought  with  values 
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A  Scientific  Method  of 

Growing 

Hair 


The  Evans  Vacuum  Cap 
provides  the  scientific 
means  of  applying  to  the 
scalp  the  common  sense 
principles  of  physical  cul¬ 
ture.  Baldness  and  fall¬ 
ing  hair  are  caused  by  the 
lack  of  proper  nourish¬ 
ment  of  the  hair  roots. 
This  lack  of  nourishment 
is  due  to  the  absence  of 
blood  in  the  scalp — an 
abnormal  condition.  It 
is  the  blood  which  con¬ 
veys  nourishment  to  the 


hair  roots  as  well 
as  to  every  other 
part  of  the  body.  If 
you  want  the  hair  to 
grow  on  the  scalp  the 
blood  must  be  made 
to  circulate  there.  It 


is  exercise  which  makes  the  blood  circulate.  Lack  of  exercise 
makes  it  stagnant.  The  Evans  Vacuum  method  provides  the  exer¬ 
cise  which  makes  the  blood  circulate  IN  THE  SCALP.  It  gently 
draws  the  rich  blood  to  the  scalp  and  feeds  the  shrunken  hair  roots. 
This  causes  the  hair  to  grow. 


TEST  IT  WITHOUT  EXPENSE 


You  can  tell  whether  it  is  possible  to  cultivate  a  growth  of  hair  on  your  head  by  ten 
minutes’  use  of  the  Evans  Vacuum  Cap.  We  will  send  you  the  Cap  with  which  to 
make  the  experiment  WITHOUT  ANY  EXPENSE  TO  YOU.  If  the  Evans  Vacu¬ 
um  Cap  gives  the  scalp  a  healthy  glow,  the  normal  condition  of  the  scalp  can  be  re¬ 
stored.  A  three  or  four  minutes’  use  of  the  cap  each  morning  and  evening  there¬ 
after  will  produce  a  natural  growth  of  hair.  If,  however,  the  scalp  remains  white 
and  lifeless  after  applying  the  vacuum,  there  is  no  use  in  trying  further— the  hair 
will  not  grow. 


THE  BANK  GUARANTEE 


We  will  send  you,  by  prepaid  express,  an  Evans  Vacuum  Cap,  and  will  allow  you  ample  time  to 
prove  its  virtue.  All  we  ask  of  you  is  to  deposit  the  price  of  the  Cap  in  the  Jefferson  Bank  of  St. 
Louis,  where  it  will  remain  duringthe  trial  period,  SUBJECT  TO  YOUR  OWN  ORDER.  If  you 
do  not  cultivate  a  sufficient  growth  of  hair  to  convince  you  that  the  method  is  effective,  simply 
notify  the  bank  and  THEY  WILL  RETURN  YOUR  DEPOSIT  IN  FULL.  We  have  no 
agents,  and  no  one  is  authorized  to  sell,  offer  for  sale  or  receive  money  for  an  Evans  Vacuum 
Cap.  All  Caps  are  sold  under  the  bank’s  guarantee,  and  all  money  is  sent  direct  to  the  bank. 


A  sixteen-page  illustrated  book  will  be  sent  you  free^  on  request. 


Evans  Vacuum  Cap  Co.,  947  Fullerton  Bldg.,  St.  Louis 
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of  same,  such  as  brass  rod,  screw  stock, 
sheet  steel,  tool  steel,  machine  steel,  oils, 
waste,  drills,  taps,  chucks,  emery  wheels, 
solder,  copper,  packing  cases,  stationery, 
etc.,  these  being  taken  from  the  invoices 
direct.  These  amounts  were  transferred  to 
a  yearly  statement  with  monthly  compari¬ 
sons,  and  was  a  good  check  for  the  super¬ 
intendent  in  his  investigations. 

Shipments — A  daily  report  on  a  monthly 
form  was  made  to  the  manager  and  super¬ 
intendent  covering  shipment  of  machines 
and  showing  the  many  varieties  of  machines 
shipped  (see  Form  0-8).  At  the  end  of 
each  month  the  total  cost  of  the  shipments 
was  transferred  to  a  yearly  statement  for 
comparison.  There  were  also  two  Parts 
Shipped  Reports  made  out,  one  for  the 
superintendent  and  one  for  the  head  stock 
tracer,  giving  the  quantity  of  each  part 
shipped  during  the  month.  This  report 
was  used  when  estimating  the  amount  of 
parts  required  over  the  regular  production, 
to  take  care  of  parts  wanted  on  outside 


orders  for  repairs  to  machines  made  and 
sold  by  the  factory,  and  was  taken  from 
card.  Form  0-7. 

The  product  of  machines  was  recorded 
daily  on  a  special  monthly  form,  thus  giv¬ 
ing  valuable  information  to  the  manager 
and  superintendent,  as  it  was  possible  at  all 
times  to  know  exactly  the  quantity  of  the 
different  models  on  hand.  (See  Form  0-8.) 
All  instructions  regarding  the  required 
quantity  of  certain  classes  of  machines  to 
be  produced  emanated  from  the  manager’s 
office  to  the  superintendent. 

The  series  of  articles  after  this  intro¬ 
ductory  one,  will  be  system  from  start  to 
Stock-Keeping,  Factory  Transfers,  Job 
finish;  several  systems  covering  the  same 
point  under  different  conditions  will  be 
described  in  the  following  important  items: 
Cards,  Part  Numbering,  Receiving  Sheets 
or  Cards,  etc.  The  articles  will  be  ex¬ 
plained  in  a  simple  and  direct  way.  Actual 
facts  under  hard  study  has  brought  these 
articles  to  the  public. 
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M  Inch  Size,  Paper  Faced  One  Inch  Size,  Plain  Leather 

A  •  I  guarantee  every  tag  to  be  not  only  perfect  in  material  and  construction,  but 
.  *.  **  .^^  •  to  PAY  for  itself  in  the  time  saved  by  its  use.  On  ledgers  they  save  one- 

half  time  in  posting.  For  general  purposes  the  saving  averages  twenty  per  cent.  I  prepay  transportation 
and  will  send  tags  Cc  any  responsible  person  or  firm  on  trial,  to  be  returned  if  not  found  profitable. 

The  following  are  a  few  of  the  establish., 
ments  which  order  Paper  Paced  Tags  in  lots 
of  1.000  or  more  ? 


1/4  Inch  Size,  Paper  Faced 


Two  I  nch  Size,  Paper  Faced 


Simmons  Hardware  Company,  St.  Louis 
General  Klectric  Company,  Schenectady 
Eastman  Kodak  Company,  Rochester 
DeBeers  Mining  Syndicate.  South  Africa 
Westinghouse  Electric  &  Mfg.  Co.,  Pittsburg 
United  States  Navy  Department 

Fill  out  the  coupon,  mail  it  with  your  letterhead  and 
receive  my  catalog  and  price  list  showing  how  YOU 
can  save  time  and  labor.  Sample  tag  for  5  cents. 

Dept.  A.  CHAS.  C.  SMITH,  Mfr. 

EXETER.  NEBRASKA 


Cut  off  Here  and  mail  TO-DAY— Don't  Delay 

Dept.  A,  Chas.  C.  Smith,  Exeter,  Nebraska. 


Please  send  your  catalog  and  price  list  free 
for  sample  tag. 


Enclosed  is  ,*>  cents 
(9-6) 


Name  . . . . 

Street... 

City . 

Business. 


•  State. 


Am  Interested 
In  Indexing.... 


When  my  Adjustable  Index  Tags  were  first  placed  on  the 
market  I  advertised  “Blank  Tags  to  Write  on.”  Like  all  my  ad¬ 
justable  tags  they  were  made  with  spring  steel  clips  enclosed  in 
silk-stitched  buff  leather  tabs,  but  with  the  projecting  portion  left 
blank.  Book-keepers  at  once  appreciated  the  convenience  of  hav¬ 
ing  on  hand  indexes  which  they  could  letter  with  pen  as  desired, 
and  the  “Blank”  tags  immediately  became  popular. 


This  Cut  Shows  how  Tags  are 
Put  on  Leaves 


In  1898,  in  response  to  a  request  from  the  United  Gas  Improvement  Co.,  of  Philadelphia, 
for  tags_  which  could  be  written  on  with  pencil  and  erased,  I  sent  them  the  “Blank”  tags  with 
addition  of  a  facing  of  Buff  Scotch  Linen  Ledger  Paper  on  each  side  over  the  leather. 
Ihe  ledger  paper  facings  not  only  proved  far  superior  to  celluloid  or  silicate  for  erasing  but 
were  found  to  be  the  most  desirable  surfaces  for  writing  permanent  inscriptions,  and  although 
Mudely  used  as  erasable  tags  they  are  now  more  extensively  used  for  permanent  inscriptions 
I  carry  in  stock  over  1,000  different  kinds  of  printed  tags,  including  alphabets  months  days' 
numbers,  accounts,  cities,  states,  etc.  and  print  to  order  a  great  many  tags  with  soecial 
inscriptions  but  the  sales  of  the  Paper  Faced  tags  exceed  the  com¬ 
bined  sales  of  all  others.  Gummed  paper  stickers  for  renewing  the 
facings  are  furnished  for  10c  per  100.  Both  “Plain  Leather”  and 
“Paper  Faced”  tags  are  made  in  the  six  sizes  shown  here,  also 
special  sizes. 


in 


%  Size,  Paper  Faced 


14  X  Size,  Paper  Faced 


Indexes  which  you  can  put  on,  take 
off,  or  move  to  suit  your  requirements 

Tags  to  Write  on 
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of  a  show  of  helping  out  the  hurricane  fin¬ 
ish  that  will  put  the  plan  in  operation  of 
its  own  force.  What  do  you  all  think 
about  it?” 


Another  Talk  to  the  Retailer. 

BY  H.  L.  HALL. 

STRONG  emphasis  must  be  placed  upon 
the  necessity  of  prompt  delivery. 
People  who  order  goods  from  you,  or¬ 
der  them  because  they  want  them.  It  is 
all  right  for  you  to  complain  of  your  cus¬ 
tomer  who  orders  at  the  last  minute  but 
make  your  complaint  under  your 
breath.  Don’t  let  the  customer  hear  it.  She 
may  take  her  money  elsewhere.  You  are  in 
business  to  make  money  and  you  must  do 
business  just  the  way  your  customers  de¬ 
sire — not  the  way  you  like  to  do  it.  We 
won’t  argue  about  the  extra  cost  of  de¬ 
livery,  of  course  it  is  an  extra  expense,  but 
it  is  the  custom  and  custom  is  stronger  than 
law.  If  you  have  in  your  neighborhood  two 
or  three  merchants  in  non-competing  lines 
it  may  be  possible  for  you  to  establish  a 
co-operative  delivery,  each  assuming  a  share 
of  the  expense  and  thus  reducing  by  a  con¬ 
siderable  amount  the  expense  to  each  indi¬ 
vidual.  At  a  cost  of  about  $50  per  month 
to  each  of  five  merchants  an  automobile 
delivery  can  be  established  and  maintained 
which  will  cover  your  territory  much  more 
thoroughly  than  wagons  and  horses  could 
do.  Better  service  in  the  way  of  delivery  is 
worth  while  and  in  addition  there  is  adver¬ 
tising  value  in  a  modern  wa"  of  doing 
things  such  as  this  will  be.  There  is  a  sat¬ 
isfaction  to  the  purchaser,  in  having  an 
auto  stop  at  the  door  and  a  neatly  attired, 
possibly  uniformed,  attendant  step  out  to 
make  a  delivery  or  take  an  order. 

Too  many  merchants  have  allowed  their 
deliveries  to  be  made  by  careless,  dirty, 
slovenly  and  impolite  employes.  This  hurts 
your  business.  Perhaps  you  never  noticed 
it  but  it  does  just  the  same. 

Never  mind  the  cost.  Get  good  men  to 
make  your  deliveries.  It  will  be  a  good 
investment.  He  represents  you.  Let  it  be 
an  adequate  representation.. 

We  will  suppose  that  you  have  reformed, 
if  reform  was  necessary ;  That  your  store 
is  neat,  your  clerks  attentive  and  anxious 
to  please,  your  prices  right,  and  your  deliv¬ 
eries  prompt.  What  next?  Let  your  cus¬ 
tomers  and  your  prospective  customers  hear 


about  it.  Talk  about  it.  Guarantee  it.  Ad¬ 
vertise  it,  personally  and  by  the  use  of 
printers’  ink.  Lose  no  possible  opportunity. 
Now  comes  the  question;  where  and  how? 

Advertising  a  retail  store  means  simply  a 
statement  of  facts,  made  to  people  who  may 
be  influenced  by  these  facts,  to  buy  goods  of 
the  advertiser.  People  of  a  certain  sort  or 
of  many  sorts  ought  to  trade  with  you. 
There  are  reasons  why  they  should.  Hunt 
up  these  people  and  tell  them  these  things. 
That  is  advertising.  As  to  the  “where” — 
that  is  easy.  You  naturally  draw  your  trade 
from  a  neighborhood,  a  section,  a  town  or 
a  country.  The  people  in  that  locality,  they 
are  the  ones  you  want  to  reach.  In  a  small 
community  much  may  be  done  by  means 
of  personal  interviews  and  this  must  not 
be  neglected.  An  occasional  visit  to  your 
customers,  especially  to  those  whose  trade 


A  SPOON  SHAKER 
Straight  from  Coffeedom. 

Coffee  can  marshal  a  good  squadron 
of  enemies  and  some  very  hard  ones  to 
overcome.  A  lady  in  Florida  writes: 

“I  have  always  been  very  fond  of  good 
coffee,  and  for  years  drank  it  at  least 
three  times  a  day.  At  last,  however,  I 
found  that  it  was  injuring  me. 

‘T  became  bilious,  subject  to  frequent 
and  violent  headaches,  and  so  very  ner¬ 
vous,  that  I  could  not  lift  a  spoon  to  my 
mouth  without  spilling  a  part  of  its  con¬ 
tents  ;  my  heart  got  ‘rickety’  and  beat  so 
fast  and  so  hard  that  I  could  scarcely 
breathe,  while  my  skin  got  thick  and  dingy, 
with  yellow  blotches  on  my  face,  caused 
by  the  condition  of  my  liver  and  blood.  I  . 
made  up  my  mind  that  all  these  afflictions 
came  from  the  coffee,  and  I  determined  to 
experiment  and  see. 

“So  I  quit  coffee  and  got  a  package  of 
Postnm  which  furnished  my  hot  morning 
beverage.  After  a  little  time  I  was  re¬ 
warded  by  a  complete  restoration  of  my 
health  in  every  respect.  I  do  not  suffer 
from  biliousness  any  more,  my  headaches 
have  disappeared,  my  nerves  are  as  steady 
as  could  be  desired,  my  heart  beats  regu¬ 
larly  and  my  complexion  has  cleared  up 
beautifully — the  blotches  have  been  wipea 
out  and  it  is  such  a  pleasure  to  be  well 
again.”  Name  given  by  Postum  Co.,  Bat¬ 
tle  Creek,  Mich. 

There’s  a  reason. 
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McCLOUD 
ADJUSTABLE 
SPRING 
BACK  CHAIRS 


Shown  on  this  page  are  three 
of  our  best  and  most  popular 
models.  They  cost  just  a 
little  more  than  some  others, 
but  they  will  outwear  two  of 
the  ordinary  kind.  Every  chair 
is  guaranteed;  nothing  but  the 
best  material  and  workman¬ 
ship  throughout;  light,  but  strong  enough  to  hold  a  team 
of  horses.  Made  in  all  woods,  any  finish  desired,  and 
more  than  thirty  styles  to  select  from. 

There’s  a  Size^and  Style  for  Every  Back 


No.  126.  Antique  or  Golden  Oak, 
imitation  Mahograny  or  other  woods. 
Best  leatlier  cushion  and  pad.  Seat 
when  down,  32  inches  from  floor  with 
5-inch  raise.  Price  $10.00. 


T  .  1  No.  9.  Here  is  our  latest  pro- 

bet  US  make  an  estimate  on  duct;  a  Mission  Chair  in  weatli- 
furnishing  these  chairs  for  your  ered  oak  finish,  a  beauty  in 
entire  office,  or,  if  you  want  to  Pr.ce$8.00. 

see  one  first,  we  will  ship  the  chair  you  select  to  any  re¬ 
sponsible  business  house,  freight  prepaid  to  any  point  in 
the  U.  S.,  east  of  the  Dakotas.  If  you  don’t  say  its  the 
best  chair  you  ever  saw.  return  it  to  us  at  our  expense. 

SEND  FOR  CATALOGUE  A.  IT’S  FREE. 

THE  DAVIS  CHAIR  COMPANY 


WILL  PAY  BIG  DIVIDENDS 


Your  entire  force  will  do  more  and  better  work  if  they 
are  provided  with  comfortable  fit-the- 
back  chairs.  No  employe  can  be  ex¬ 
pected  to  do  good  work  with  poor  tools, 
neither  can  they  produce  the  best  results  if 
compelled  to  sit  in  a  cramped 
position.  An  easy  chair  is  of 
just  as  great  importance  as 
good  ventilation  in  your  office. 

A  McCloud  Adjustable  Spring 
Back  Chair  is  always  easy;  it  is 
provided  with  an  adjustable  back 
that  fits.  The  back  can  be  instantly 
adjusted,  forward  or  backward,  by 
merely  touching  a  lever,  and  it  can 
be  raised  or  lowered  at  will,  bring¬ 
ing  the  support  just 
where  you  want  it. 

The  tension  of  the 
spring  can  be  regu¬ 
lated  as  you  like. 

No  matter  how  you 
sit,  it  fits. 


75/}e... 


No.  225.  Tilting  wood  seat,  supple¬ 
mentary  spring  back  upholstered  in 
leather.  The  most  comfortable  chair 
ever  made.  Price  $14.50. 


Back  Resters.?u''.Office 


TOE  DAVB.y  CraADR  OO- KAia5VllU.0l 

S  N  Mtciovpi.  Mciu 


M  AR  YSVI  LLE,  OHIO 
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with  you  seems  to  be  falling  ofif,  will  do  no 
harm  and  may  do  much  good  but  this  is 
limited  in  many  ways,  principally  by  the 
time  it  will  take.  You  can  use  fence  signs 
and  sign-boards  on  trees  also,  but  it  is  very 
grave  question  whether  the  mere  stating  of 
your  name  aiT.d  business  will  do  much  good. 
“Reason-why”  advertising  is  the  real  thing. 
Advertising  consists  of  three  parts :  Matter, 
style  and  distribution.  By  matter  I  mean, 
what  you  say ;  style  means,  how  it  is  said ; 
distribution  is  where  you  say  it.  This  last 
will  always  modify  the  two  others  to  some 
extent  at  least  so  we  will  consider  it  a  mo¬ 
ment.  The  retail  merchant’s  distribution  of 
advertising  falls  naturally  into  two  classes ; 
Circulars  and  space  advertising.  By  the 
latter  I  mean  all  such  advertising  which  is 
to  be  inserted  with,  or  among,  others  in 
some  medium  published  ostensibly  at  least 
for  some  other  purpose  than  to  carry  ad¬ 
vertising.  This  class,  then,  includes  news¬ 
paper  space,  programs,  etc.  Your  first  aim 
is  to  have  your  advertising  read.  Unless 
it  is  read  vou  will  get  no  returns  from  it  no 
matter  how  good  it  may  be.  Be  careful 
then  to  place  it  where  it  will  be  seen,  not 
in  some  out-of-the-way  corner  where  no 
one  will  find  it. 

To  do  this,  prepare  your  copy  and  place 
your  orders  for  space  early.  If  you  don’t 
do  this  Jones  will— -and  by  so  doing  get  the 
cream  of  the  space,  leaving  you  the  skim- 
milk.  Next,  be  sure  that  your  conspicuous 
advertisement  is  one  you  will  not  be  asham¬ 
ed  of.  To  use  some  old  stock  cut,  or  wood- 
cut,  which  your  printer  chances  to  have  on 
hand  is  an  insult  to  the  intelligence  of  your 
customers  both  present  and  prospective. 

Would  you  put  behind  your  counter  a 
salesman  or  saleswoman  who  did  not  dress 
neatly,  or  who  stuttered  so  it  was  hard  to 
understand  their  words?  Most  assuredly 
not.  Then  don’t  do  it  in  your  advertising. 
Dress  your  ads  neatly  and  see  that  they 
speak  plainly.  A  picture  in  an  ad  is  a  part 
of  a  good  ad — but  only  if  it  really  has  some¬ 
thing  to  do  with  what  your  ad  talks  about. 
You  would  not  print  a  picture  of  a  churn, 
or  a  preserving  kettle,  in  a  dress-goods  ad. 
Then  why  put  a  picture  of  a  stupendous 
grin,  or  a  handsome  girl,  in  an  ad  which 
has  nothing  to  do  with  laughing-gas  or  a 
female  seminary.  If  your  proposition  will 
stand  illustrating,  illustrate  it,  but  use  some¬ 
thing  in  the  way  of  cuts  which  will  talk 


just  as  plainly  as  type — and  which  will 
say  something  worth  while.  It  seems  as 
though  there  should  be  need  of  a  warning 
against  the  obvious  in  your  advertising,  but 
a  glance  at  any  newspaper  will  tell  you  that 
there  is.  “Jones  the  Grocer  sells  Groceries.” 
Of  course  he  does — what  would  he  sell? 
Here  is  a  one-inch  ad,  word  for  word,  taken 
from  the  Cleveland  Leader,  dated  May  21st. 

“Suits  to  Order — fit  and  workmanship 
guaranteed — S.  Landsman,  Vienna  Ladies 
Tailor  143  Euclid  Ave.”  Would  that  ad 
sell  goods?  Ought  it  to  sell  goods?  Would 


WRONG  SORT 

Perhaps  Plain  Old  Meat,  Potatoes  and 
Bread  may  Be  Against  You  for  a  Time. 

A  change  to  the  right  kind  of  food  can 
lift  one  from  a  sick  bed.  A  lady  in  Wel- 
den.  Ill.,  says  : 

“Last  Spring  I  became  bed-fast  with 
severe  stomach  trouble  accompanied  by 
sick  headache.  I  got  worse  and  worse 
until  I  became  so  low  I  could  scarcely  re¬ 
tain  any  food  at  all,  although  I  tried  every 
kind.  I  had  become  completely  discour¬ 
aged,  had  given  up  all  hope  and  thought  I 
was  doomed  to  starve  to  death,  till  one 
day  my  husband  trying  to  find  something 
I  could  retain  brought  home  some  Grape- 
Nuts. 

“To  my  surprise  the  food  agreed  with 
me,  digested  perfectly  and  without  distress. 
I  began  to  gain  strength  at  once,  my  flesh 
(which  had  been  flabby)  grew  firmer,  my 
health  improved  in  every  way  and  every 
day,  and  in  a  very  few  weeks  I  gained  20 
pounds  in  weight.  I  liked  Grape-Nuts  so 
well  that  for  4  months  I  ate  no  other  food, 
and  always  felt  as  well  satisfied  after  eat¬ 
ing  as  if  I  had  sat  down  to  a  fine  ban¬ 
quet. 

“I  had  no  return  of  the  miserable  sick 
stomach  nor  of  the  headaches,  that  I  used 
to  have  when  I  ate  other  food.  I  am  now 
a  well  woman,  doing  all  my  own  work 
again,  and  feej  that  life  is  worth  living. 

“Grape-Nuts  food  has  been  a  god-send  to 
my  family;  it  surely  saved  my  life  and  my 
two  little  boys  have  thriven  on  it  wonder¬ 
fully.”  Name  given  by  Postum  Co.,  Bat¬ 
tle  Creek,  Mich. 

There’s  a  reason. 

Get  the  little  book,  “The  Road  to  Well- 
ville,”  in  each  pkg. 


-s 


ALWAYS  HYGIENIC 


Gillette 


NO  STROPPING.  NO  HONING. 


JU ST  because  your  old-time  razor  makes  shaving'  a  nightmare,  or  because  you  have 
the  barber  habit,  do  not  feel  incredulous  when  you  see  things  and  hear  things  — 
from  strangers  and  from  friends— that  seem  “too  good”  to  believe  about  the 
Gillette  Safety  Razor.  While  you  are  thinking  it  over,  in  just  one  brief  minute’s  time, 
there  are  hundreds  of  thousands  of  shaving  men  like  yourself  using  a  Gillette  and 
experiencing  that  delightful  sensation  of  being  quickly,  safely  and  comfortably  shaved. 

For  a  comparison  :  The  old-time  razor,  forged  blade  always  requiring  stropping  — 
honing,  or  the  barber  habit,  both  unsatisfactory  —  annoying,  both  expensive. 

The  Gillette  way  —  triple  silver-plated  razor  made  like  a  watch,  12  thin,  flexible, 
highly  tempered  and  keen  double-edged  blades  —  each  blade  with  two  edges  that 
require  no  honing  and  no  stropping. 

Each  blade  will  shave  you  from  20  to  40  times  and  every  shave  will  bring 
you  comfort  and  pleasure. 

You  practically  have 

400  Shaves  Without  Stropping 

at  less  than  1  cent  a  shave.  Over  200,000  now  in  use.  Every  one 
sold  makes  a  friend  for  life. 

$5.00  complete  in  an  attractive,  compact,  velvet-lined  case. 

ASK  YOUR  DEALER  for  the  Gillette  Safety  Razor.  Accept  no 
substitute.  He  can  procure  it  for  you.  Write  for  our  interesting 
booklet,  which  explains  our  thirty-day  free  trial  offer.  Most 
dealers  make  this  offer  ;  if  yours  does  not,  we  will. 

GILLETTE  SALES  COMPANY 

1116  Times  Bldg.,  42d  St.  and  Broadway,  New  York 
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it  get  an  order  from  you?  I  don’t  know 
how  much  the  tailor  paid  for  that  ad.  It 
does  not  much  matter.  Whatever  he  paid 
was  too  much  for  it  was  wasted  money. 
Here’s  another:  “Fred  W.  Wellington  & 
Co. — Coal — general  office  4  Main  St.  yard 
SOUTH  BRIDGE  ST.  COR  HAM¬ 
MOND.”  The  yard  address  is  actually  in 
capitals.  This  is  from  the  Worcester 
(Mass.)  Gazette. 

Possibly  this  firm  sells  lots  of  coal,  but 
it’s  pretty  clear  that  this  advertising  did 
not  do  it.  Ads  like  this  remind  me  of  the 
story  of  the  old  lady  who  was  proudly  ex¬ 
hibiting  a  violin — ^the  handiwork  of  her 
son.  “My  son,”  said  the  old  lady,  “made 
this  fiddle — all  out  of  his  own  head” — and 
then  added,  “and  he’s  got  wood  enough  left 
for  another.” 

'  Both  your  pictures  and  your  type  should 
say  something — and  something  worth  while, 
something  which  will  sell  goods,  and  say  it 
in  a  way  which  will  command  attention  and 
respect.  Someone  may  argue  that  a  little 
space  does  not  give  room  to  say  much. 
Well,  it  doesn’t — but  if  it  don’t  give  room 
enough  to  say  something  why  should  you 
waste  money  in  buying  it?  Either  keep 
your  money  in  your  pocket  or  else  get  some¬ 
thing  for  it.  Tell  your  story  or  keep  still. 
You  cannot  talk  to  your  customers  in  a 
series  of  continued-in-our-next  ads.  If  they 
get  it  at  all  they  must  get  a  whole  pill  at  a 
dose.  When  you  come  to  a  consideration 
of  circulars  or  handbills  the  same  argument 
holds  good.  If  the  space  is  worth  anything 
get  the  worth  out  of  it.  If  it  isn’t  why  cir¬ 
culate  it  at  all?  You  have  more  room,  it  is 
true,  but  that  is  no  excuse  for  wasting  it. 

The  process  of  getting  up  a  circular  or 
hand-bill  is  just  the  same  as  doing  any 
other  sort  of  advertising.  Where  will  it  go 
when  sent  out?  What  do  I  want  to  say  to 
those  to  whom  it  will  go?  How  shall  I  say 
it?  There  is  no  hard-and-fast  rule  for  get¬ 
ting  up  advertising  which  will  fit  all  cases 
but  there  is  one  rule  which  will  always  ap¬ 
ply:  Be  honest.  What  would  yoii  say  to 
your  customer  if  you  had  him  by  the  but¬ 
ton-hole?  What  arguments  would  you  use? 
You  know  pretty  well  what  you  would  say — 
don’t  you?  Well;  that’s  just  what  you 
must  say  in  your  advertising.  Is  your  store 
service  the  best  in  town?  That’s  a  good 


point.  Base  an  ad  on  that.  Can  you  take 
an  order  later  and  deliver  it  earlier  than 
the  other  fellow?  Another  good  point. 
Have  you  a  special  bargain  just  now?  Ad¬ 
vertise  that.  In  doing  this  you  will  be  say¬ 
ing  something  which  should  bring  results. 
Bargains  must  necessarily  mean  something 
sold  at  a  lower  price  than  usual.  At  least 
it  must  seem  that  the  price  is  lower.  Con¬ 
sequently  it  is  of  no  use  to  quote  prices 
on  articles  of  which  the  price  is  not  gen¬ 
erally  known — in  other  words,  staple  ar¬ 
ticles.  This  means  cut  prices  and  if  you  are 
going  to  cut  prices  for  the  sake  of  adver¬ 
tising,  cut  good  and  deep.  Cut  enough  so 
that  anyone  can  see  the  gash.  You  will 
be  spending  money  to  bring  people  to  your 
store.  Then  it  will  be  up  to  you  to  sell 
them  some  article  or  articles  on  which  you 
can  get  your  money  back. 


Newspaper  Advertising. 

BY  JARDINE  WALLACE. 

SWELL-KNOWN  fact  it  is,  that  the 
more  intricate  a  piece  of  work  is  the 
more  care  must  be  taken  in  doing 
that  work  to  protect  against  mistakes,  and, 
of  all  book-keeping  (with  the  exception  of 
railroad  accounts)  that  of  the  advertising 
department  of  a'  newspaper  is  the  hardest. 
'  The  chief  troubles  arise,  mainly,  from 
the  following  causes:  Position,  required  by 
the  advertiser;  days  of  the  week,  required 
by  the  advertiser;  copy  of  advertisement, 
required  by  the  advertiser. 

I  say,  “Required  by  the  advertiser,”  this 
is  true,  but  it  must  not  be  forgotten  that 
these  requirements  have  been  accepted  by 
the  newspapers,  and  are  as  much  a  part 
of  the  contract  as  the  rate  per  inch.  It, 
therefore,  is  necessary  for  the  publisher  to 
see  to  it,  that  his  part  of  the  contract  is 
carried  out  to  perfection,  by  so  doing  he 
avoids  all  those  nasty  deductions,  which 
are  a  constant  source  of  irritation  to  the 
publisher,  as  well  as  the  advertiser. 

In  every  newspaper  office,  the  advertising 
manager  should  have  before  him  a  table, 
made  up  from  his  contracts,  showing  what 
ads  are  to  be  printed  the  following  day. 
(See  exhibit  No.  1.) 

A  copy  of  this  list  should  also  be  handed 
to  the  foreman  of  the  pressroom,  and  if  he 
faithfully  carries  out  the  instructions  given. 
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There  are  a  thousand  reasons  why  me  world  should  wear  rubber  heels. 
Economy  and  comfort  are  considerations  that  appeal  to  the  average  man ;  and 
for  the  man  and  for  the  woman  who  have  regard  to  life’s  comfort  there  is 
nothing  on  earth  so  conducive  to  ease  as  Heels  of  New  Rubber.  The  house¬ 
keeper  who  wears  them  feels  rested  at  the  end  of  the  day;  the  business 
man  shod  with  new  rubber  has  strength  and  energy  to  put  into  his  work. 
You  want  to  be  happy: — O’Sullivan’s  Heels  of  New  Rubber  will  help  you 
and  bring  relief  to  your  tired  nerves.  The  heel  with  that  name  will 
lighten  your  life’s  day’s  labor  as  nothing  else  will.  Try  it;  but  don’t 
take  substitutes: — Insist  upon  getting  O’Sullivan’s.  50  cents  attached. 
If  a  dealer  can’t  supply,  send  35  cents  and  diagram  of  heel  to  the  makers 

O’SULLIVAN  RUBBER  CO.  -  -  Lowell.  Mass. 
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it  then  becomes  quite  an  easy  matter  to 
send  a  bill  to  the  advertiser,  which  will 
be  paid  in  full.  I  lay  particular  stress  upon 
the  foregoing  as  the  seat  of  nearly  all  the 
trouble. 

Another  point,  which  ought  to  be  covered 
by  the  advertising  manager,  is  the  billing, 
and  to  know  whether  all  ads  have  been 
billed.  This  is  a  very  easy  matter,  and 
it  becomes  a  double  check  on  his  work. 

In  the  first  place  it  is  a  check  on  his 
book-keeper,  and,  secondly,  on  his  printer. 

If  the  advertising  manager  will  adopt  a 
system  such  as  outlined  in  exhibit  No.  2, 
he  will  know  whether  all  ads  have  been 
billed,  and  it  is  a  great  satisfaction  to  him 
to  know,  that  if  he  does  a  business  of 
$100,000  a  year,  that  he  has  collected  a 
similar  amount. 

There  are  a  large  number  of  news¬ 
papers,  both  large  and  small,  where,  if 


such  a  system  were  in  force,  they  would 
find  that  they  were  better  off  at  the  end 
of  the  year  by  very  considerable  sums. 

This  means  work,  a  great  deal  of  work, 
for  there  are  thousands  of  ads  printed 
every  month  in  a  paper,  but  where  there 
are  so  many  it  is  the  more  necessary  to 
use  a  little  care,  and  spend  a  little  money 
in  order  that  no  slips  occur. 

How  easy  it  is  to  make  such  a  mistake 
as  250  1  S.  C.  instead  of  250  1  D.  C,  and 
yet  such  a  slip  might  pay  the  expense  of 
a  clerk  for  a  month  to  keep  those  tally 
sheets  in  order  day  by  day. 

There  is  no  newspaper,  however  small, 
that  cannot  afford  to  watch  the  advertis¬ 
ing  account  more  carefully,  and  I  am  sure 
that  even  the  smallest  paper  would  find 
that  a  little  system,  given  to  the  details 
of  their  management,  would  repay  them  a 
hundredfold. 
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YOUNO  M.VX,  bandy  %vlth  tools,  to  tnabd- bte*, 
self  jrenoriilfy  useful  aroun«l  Imrclwa?*;  gtof*; 
mus^^taic,  aye  .^reference,  salary  csv^<;t0tX^J4-t- 

.  IM,  .  =4’.  „..■■■ 

‘  AFPHENl'fCi^8tVon^"j'0«»g”~maa  to^ea^  ma- 
cbinlst’s  trade.  Must  be  bright,  active;  and  not 
afraid  of  hard  work.  Nominal  wages  to  start. 
Blanchard  Mfg.  Oo..  $59  Smith  8t.  ,  ^• 


0 


SHIPPING  CHERK-Manufacturing  establish¬ 
ment  requires  shipping  clerk.  Mttst  be  sh-udy, 
temperate  and  wUllna  to  work  hard.  Saiai^  small 
to  b^i  n.  L.  <fe  Co. ,  91t>  Green  St.  . 

SALESMAN  WANTED-I>eparti^iat8mrewarm 
salesman  for  men’s  furntshtng  department. 
Must  l)e  of  neat  appearance  and  good  ^dre^. 
Wages  fS  a  week.  A  pply  Su  pt.  ofBtse,  Monday,  A. 
M.  The  Boston  Store.  .  , 


YOUNG  MAN,  under  30,  to  make  himself  gener¬ 
ally  useful  about  large  wholesale  dry  goods  hOiuse. 
■WhgesflS.  Appi^IO.A-  M.  Monday,  946  Market  lit?' 


YOUNG  MAN  for  grocei-y,. store, 


ave. 


YpUTG. 
rork. 


good. 


nnitiiig  ahd  aritbini-tu*; 


Get 

Small 

Pay 


A  man  receives  a  small  .alary  because  he  lacks  training  for  a  special 
line  of  work;  because  he  depends  for  his  occupation  upon  the  want 
columns  of  the  daily  newspapers,  or  upon  some  other  equally  hap¬ 
hazard  method,  instead  of  striving  for  a  position  of  promise  and  profit. 

The  International  Correspondence  Schools  were  created  14  years  ago, 
and  to-day  have  an  equipment  valued  at  $5,000,000  the  sole  purpose  of  which 
is  to  qunlify  handicapped  men  for  the  better  positiojis  of  life.  The  I.  C.  S. 
makes  no  distinction  between  clerk  and  mechanic — whether  a  man’s  income 
is  small,  his  work  confining,  or  his  education  limited.  If  he  can  read  and  write, 
and  has  the  ambition  to  succeed,  the  1.  C.  S.  can  qualify  him  by  mail,  in  his 
spare  time,  for  a  higher  salary  in  his  present  work  or  in  a  new  occupation. 

Thousands  have  succeeded.  You  are  no  different  from  others.  Your 
income  is  no  smaller,  you  are  no  older — no  younger — no  further  away — 
no  more  helpless.  You.,  too.,  can  succeed! 

It  costs  nothing — to  ask  HOW.  Look  over  the  list  of  positions 
given  below,  mark  the  one  that  appeals  to  you,  then 

Cut  out  the  Coupon, 
mail  it  to  us  and  leant 


How 
To  Get 
More 
Salary 


International  Correspondence  Schools, 

*  BoxlOreSCRANTON,  PA. 

Please  explain,  without  further  obligation  on  my  part, 
how  I  can  quality  for  a  larger  salary  in  the  posi¬ 
tion  before  wliich  I  have  marked  X 


Bookkeeper 

TelephoneEngineer 

Stenoirraplier 

Elec.  Lishtlnie  Supt- 

Advertisement  Writer 

Meehan.  Engineer 

Show  Card  Writer 

Surveyor 

Window  Triinnier 

StatloiiaryEneineer 

Meehan.  Draughtsman 
Urnamental  Designer 
Illustrator 

Civil  Engineer 
Buildinir  Contractor 
Arehltee’I  Draughtsman 

Civil  Service 

Architect 

Chemist 

Structural  Engineer 

Textile  Mill  Supt. 

Bridire  Encl»eor 

Electrician 

Foreman  Plumber 

Elec.  Eiiifineer 

Mlnliie  Engineer 

Name_ 


Street  and  No._ 


City. 


..State. 


rhe  Accountant  in  Court 


THIS  IMPORTANT  ARTICLE  DEALS  WITH  THE  PREPARATION  AND  PRES¬ 
ENTATION  OF  ACCOUNTS  IN  LITIGATION,  AND  THE  LEGAL  INTRICACIES 
THE  ACCOUNTANT  IS  LIABLE  TO  MEET  DURING  THE  HEARING 


By  F.  H.  MacPHERSON,  F.  C.  A. 

First  Vice-President,  Institute  of  Chartered  Accountants,  of  Ontario 


Taking  these  in  the  order  named,  I  touch 
upon  each  briefly : 

(A)  To  investigate  and  report  upon  ac¬ 
counts  of  executors  or  trustees  on  behalf 
of  the  judge  of  the  surrogate  or  probate 
court  or  of  the  executors  or  the  legatees  of 
the  estate. 

Dealing  with  the  matter  of  accounts  in 
the  surrogate  or  probate  court  in  connec¬ 
tion  with  estates,  which  examination  may 
be  made  on  behalf  of  the  judge,  the  execu¬ 
tors  or  the  legatees,  it  is  necessary  to  have 
the  original,  or  a  copy  of  the  inventory  as 
originally  filed  with  the  clerk  of  the  probate 
court.  The  estate  I  have  in  mind  is  one 
which,  under  the  terms  of  the  vfill,  remains 
in  the  hands  of  the  executors  for  15  years, 
or  until  the  youngest  child  comes  of  age. 
Certain  parcels  of  the  corpus  to  be  sold  and 
reinvested.  The  business  is  commercial  in 
character.  After  paying  all  expenses  the 
net  profits  are  to  be  distributed  among  cer¬ 
tain  of  the  heirs  each  six  months. 

A  six  column  schedule  should  be  pre¬ 
pared  showing  in  the  first  column  the  de¬ 
tails  of  the  inventory  (divided  as  to  realty 
and  personalty)  as  entered  for  probate. 

Column  two  in  this  statement  should 
show,  in  the  same  form,  the  assets  as  en¬ 
tered  upon  the  books  of  the  executor. 

Errors  frequently  occur  in  this  respect, 
and  items  which  appear  in  the  inventory 
may  not  have  found  a  place  in  the  books 
of  the  executor.  A  more  frequent  occur¬ 
rence  is  to  find  assets  of  the  estate,  which 
were  not  included  in  the  probate  inventory, 
at  the  date  of  filing,  but  which  have  been 
entered,  after  discovery,  in  the  books  of 
the  executor  to  the  credit  of  the  estate. 

Column  three  should  give  the  accretions 
to  capital  subsequent  to  date  of  probate, 
these  being  the  items  omitted  from  the  in¬ 
ventory  mentioned  above. 

Column  four  provides  for  diminutions  in 
capital  which  may  be  charged  by  the  execu- 


THE  employment  of  chartered  or  expert 
accountants  in  the  examination  of 
books,  accounts  and  documents,  the 
results  of  their  investigations  to  be  used  in 
actions  at  law,  either  civil  or  criminal,  is 
becoming  more  and  more  common.  The 
variety  of  work  and  the  circumstances  sur¬ 
rounding  the  service  are  so  numerous,  that 
it  would  be  impossible,  in  one  brief  paper, 
to  discuss  them  in  detail.  The  subject  is 
one  also  upon  which  but  little  has  been 
written  heretofore,  at  least  it  has  not  been 
my  good  fortune  to  come  across  the  arti¬ 
cles,  if  such  have  been  written  in  the  past. 
The  subject  is  one,  too,  which  it  is  not 
possible  to  do  more  than  speak  of  in  a 
general  way,  each  particular  case  requiring 
its  own  particular  treatment. 

The  principal  appointments  which  fall  to 
the  lot  of  the  practising  accountant  may 
however  be  shortly  touched  upon,  and  these 
are : 

(A)  To  investigate  and  report  upon  ac¬ 
counts  of  executors  or  trustees  on  behalf 
of  the  judge  of  the  surrogate  or  probate 
court,  or  of  the  executors  or  the  legatees 
of  the  estate. 

(B)  To  prepare  accounts  for  the  judge 
or  local  master  in  connection  with  refer¬ 
ences,  or  the  taking  of  accounts  before 
him,  which  are  in  litigation. 

(C)  To  investigate  the  accounts  and 
prepare  the  material  for-  the  prosecution  of 
an  action,  your  client  being  the  plaintiff, 
or  if  the  defendant,  the  preparation  of  ma¬ 
terial  to  be  used  in  rebuttal. 

(D)  To  assist  the  trial  lawyer  in  the 
examination  or  cross-examination  of  wit¬ 
nesses  upon  an  accounting  to  the  end  that 
the  case  of  your  client  may  be  properly 
presented  before  the  court. 

(E)  To  prepare  statements  and  memo¬ 
randum  for  the  use  of  counsel  on  argument, 
based  upon  the  evidence  submitted  in  the 
case. 
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The  Mann  Ledger 

HVTE;RCHAINGE:ABUe  UEAVBS 


FULLY 

COVERED 

BY 

PATENTS 


CAN  BE 
FITTED  WITH 
YALE 
LOCKS. 


THE  MANN  LEDGER  CLOSED  ^ 

The  Memn  Ledger  System  is  absolutely  PERPETUAL,  and  where  it  is  used  it  is  never 
necessary  to  allot  large  or  small  space  to  various  sized  accounts.  Once  you  have  opened  your 
Mann  Ledger  System  you  will  never  have  to  rewrite  your  current  data  upon  a  new  record. 

The  advantages  effected  by  the  Mann  Ledger  System  when  you  change  to  it  from  bound 
records  are  many,  but  foremost  is  the  fact  that  any  arrangement  of  accounts  is  made  possible,  and  a 
re-arrangement  is  possible  when  conditions  change,  without  rewriting. 

The  Mann  Ledger  System  is  the  most  economical  because  it  saves  not  only  the  time  of  your 
bookkeeper  and  yourself,  but  everyone  who  hcis  to  seek  information  from  your  bookkeeper.  Its 
practicability  is  evidenced  by  its  adaptability  to  the  requirements  of  any  business.  It  Is  simple 
because  logical  and  easily  understood  by  all  concerned. 

Many  improvements  have  been  made  in  the  rulings  of  ledger  leaves,  and  we  are  always  pleased 
to  submit  samples  of  the  most  up-to-date  forms. 

Bankers  and  business  men  who  have  been  deterred  from  using  Loose  Leaf  records  from  fear 
that  leaves  would  be  manipulated,  are  now  enabled  to  Install  a  Mann  Ledger  fitted  with  a  YALE 
(Paracentric)  LOCK,  rendering  it  absolutely  proof  against  manipulation. 

Our  outfits  surpass  all  others.  Our  binders  have  no  equals.  For  our  leaves  we  use  special 
ledger  paper  and  treat  it  by  our  “  Deprima  ”  process  to  give  a  positive  flat-opening  record.  Our 
current  holders  form  a  splendid  auxiliary  to  the  outfit. 

SEND  FOR  ILLUSTRATED  BOOKLET. 

■WILLIAM  MANN  COMPANY 

BLANK  BOOK  MAKERS,  STATIONERS  PRINTERS,  LITHOGRAPHERS 

MANUFACTURERS  OF  COPYING  BOOKS  AND  PAPERS  AND  LOOSE  LEAF  DEVICES 
New  York  House  :  59-61  Maiden  Lane  529  MARKET  ST.,  PHILADELPHIA 
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tor  against  the  corpus.  These  may  arise 
either  from  the  inclusion  in  the  probate 
inventory  of  assets  which  are  not  properly 
entered  as  such,  assets  entered  in  probate 
upon  which  it  is  found  impossible  to  real¬ 
ize,  and  assets  which  upon  realization 
showed  a  whole  or  partial  loss.  All  these 
should  be  passed  upon  by  the  surrogate  or 
probate  judge,  confirming  the  act  of  the 
executor  in  charging  the  same  against  the 
corpus,  in  other  words,  reducing  the  capi¬ 
tal  of  the  estate. 

Column  five  will  show  the  receipts  by 
the  executor  in  the  conversion  of  the  cor¬ 
pus,  where,  under  terms  of  the  will,  the 
executor  has  the  power  to  convert  the 
estate,  or  certain  portions  of  it,  into  cash, 
the  proceeds  to  be  reinvested  or  used  in 
payment  of  the  legacies. 


Column  six  shows  the  details  and  value 
of  the  original  estate  and  subsequent  accre¬ 
tions  remaining  in  the  hands  of  the  execu¬ 
tor.  It  is  of  the  utmost  importance  that 
the  original  capital  which  remains,  shoula 
from  time  to  time,  be  shown  separate  and 
distinct,  in  order  that  diminutions  or  loss 
in  realization  on  the  property  which  came 
into  the  executor’s  hands,  may  be  made  a 
charge  against  capital  and  not  against 
profits.  For  this  reason  it  is  improper  and 
unwise  to  merge  bills  or  accounts  receiv¬ 
able,  or  any  other  assets  which  are  entered 
in  the  original  capital,  with  subsequent 
transactions  with  the  same  individuals  or  on 
the  same  account. 

The  further  schedules  required  will  be 
(B)  Revenue  and  Expenditure  accounts 
for  the  period  under  review  with  state- 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


487 


A  Whole  Year’s  Shaves 
Every  Day  for  One  Dollar 


This  is  the  average  result  obtained  from  the  use  of  the 

MORTON 


SAFETY  RAZOP 


It  is  at  once  the  latest  and  very  highest  development  of  safety  razor  evolution. 
The  handle  consists  of  only  one  solid,  substantial  piece,  hence  it  is  the  simplest 

one  possible  to  devise.  It  has  no  screws,  clasps,  hinges  or  other  movable  parts 

to  trouble  you.  Each  outfit  contains 

Twelve  Double-Edgied  Blades  of  Wafer  Steel 

tempered  so  hard  they  will  cut  glass.  Every  one  of  these  blades  will  give  you  20  to 
40  of  the  most  comfortable,  velvety  shaves  imaginable  without  further  attention  or 
bother.  Just  lather  and  shave. 

No  Honing  or  Stropping 

of  these  blades  is  ne^^ssary.  (New  blades 
$1.00  per  dozen,  200  to  600  shaves.)  A  dozen 
will  last  you  a  year.  No  skill  is  required  to 
use  it.  The  MORTOn  is  an  absolute  safe  “safety” 
and  it  is  impossible  to  cut  yourself  with  it.  Packed  in  a  handsome  velvet  lined  case. 

Costs  ootbifiP  to  tf*v  it  MORTON  thirty  days  and  if  for  any  reason  you  want 

IW  I*  y  your  money  back,  just  return  the  razor  and  we  will  return  your 

money  without  question.  We  express  charges  both  ways.  VVe  authorize  all  dealers  to  make  this  offer.  If 
jrours  doesn’t  handle  the  write  us  for  our  interesting  booklet,  but  be  sure  he  doesn’t  induce  you  to  try 

‘some  other”  kind.  There  is  no  other  razor  “just  as  good.” 

1127  Tacoma  Building,  Chicago,  Ill.,  V.  S.  A. 


Actual 

Size 


Triple 

Silver 

Plated 


JOIN*US  AND  MAKE 

$300™$500AMONTn 


inihe  REALESTATE 


No  Business,  Trade  or  Profession  in  the  World 
Today  Offers  Better  Opportunities 

to  honest,  ambitious  men  without  capital.  Practical  co¬ 
operation  has  opened  the  doors  everywhere  to  profits 
never  before  dreamed  of.  I  founded  the 
first  co-operative  realty  company  and  origi¬ 
nated  the  method  of  teaching  the  real  es¬ 
tate,  general  brokerage  and  insurance  busi¬ 
ness  thoroughly  by  mail.  I  have  had  life¬ 
long  successful  experience  in  this  line  and 
have  helped  hundreds  of  inexperienced  men 
to  immediate  and  permanent  success. 

I  WILL  TEACH  YOU  BY  MAIL; 

appoint  you  Special  llepresentative  of 
my  Company,  the  largest  and  strongest 
in  the  country;  furnish  you  large  list 
of  choice,  salable  properties  and  in¬ 
vestments;  start  you  in  business  for 
yourself;  help  you  secure  customers; 
afford  you  the  constant  advice  and  co¬ 
operation  of  our  powerful  organization 
and  assist  you  to  earn  a  large,  steady 
income.  This  is  your  opportunity  to 
become  your  own  master  and  achieve 
an  independent  fortune  in  an  honor¬ 
able,  pleasant  business  of  your  own.  Write 
for  Free  Booklet  and  full  particulars.  Do  it 
today.  Address  EDWIN  R.  MAttOEN,  Pres¬ 


ident,  National  Co-Operative 
Athenaeum  Bldg.,  Chicago. 


Kealty  Co.,  422 


BUSINESS. 


REAL  ESTATE  WANTED. 

We  can  sell  your  property,  no  matter  where 
located.  We  have  over  600  active,  competent, 
trained,  expert  real  estate  men  in  our  immense 
organization,  each  constantly  advertising  and 
searching  for  prospective  purchasers. 
If  you  want  to  make  a  quick,  cash  sale  or 
exchange,  send  full  particulars  at  once. 
Address  WILLIAM  W.  FRY,  Treasurer, 
National  Co-Operative  Kealty  Co., 
422  Athenaeum  Bldg.,  Chicago. 

Property  For  Sale. 

All  kinds  and  descriptions,  all 
prices  and  terms,  in  all  parts  of 
the  American  Continent,  Special 
Bargains  in  farms,  homes  and 
business  opportunities.  No  mat¬ 
ter  what  you  want,  or  where  you 
want  it.  write  us  at  once.  Address 
JOHN  BAUDER,  Vice-President, 
National  Co-Operative  Kealty  Co., 
422  Athenaeum  Bldg.,  Chicago. 

Legitimate  Propositions 

of  every  description  promoted 
and  financed.  Gilt-Edged  Bond 
Issues  purchased  outright  or  sold 
on  (commission.  Address  D.  T. 
THOMPSON,  Secretary,  National 
Co-Operative  Realty  Co.,  422 
Athenaeum  Bldg.,  Chicago. 
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ments  showing  payments  to  beneficiaries 
during  the  same  period. 

(C)  Accretions  to  Capital  as  tetom- 
mended  by  the  auditor,  with  amended  capi¬ 
tal  account. 

In  this  connection  it  may  be  that  the  ex¬ 
amination  by  the  accountant  will  reveal  the 
fact  that  assets  have  been  entered  at  much 
below  their  true  value,  and  more  particu¬ 
larly  is  this  the  case  where  the  estate  has 
amongst  its  assets  stocks  and  bonds  of 
financial  or  industrial  corporations.  This 
will  be  done  for  the  purpose  of  escaping  the 
payment  of  succession  duties  (inheri¬ 
tance  tax).  In  Michigan  this  tax  is 
known  as  the  “inheritance  tax,”  while 
in  other  states  and  in  the  provinces 
of  Ontario  and  Quebec  (Canada)  it  is 
known  as  “succession  duties.”  By  way  of 
illustrating  this  point  practically,  I  recall  an 
estate  with  which  I  had  recently  to  do,  in 
which  stock  investments  in  a  number  of 
industrial  corporations  had  been  entered  at 
a  uniform  valuation  of  25c  on  the  dollar. 
In  considerably  less  than  one  year  after  pro¬ 
bate,  a  dividend  in  one  of  the  companies 
was  paid  at  the  rate  of  20  per  cent  on  the 
par  value  of  the  stock;  and  the  stock  itselt 
could  not  have  been  purchased  for  less  than 
50  per  cent  premium  on  its  par  value.  At 
the  very  date  of  probate  there  stood  upon 
the  books  of  the  industrial  corporation  men¬ 
tioned,  undivided  profits  equivalent  to  35 
per  cent  of  the  paid  up  capital  stock.  My 
first  duty  was  to  recommend  the  increase 
of  the  corpus  up  to  the  par  value  of  the 
stock  and  to  include  also  as  a  portion  of 
the  corpus  the  estate’s  interest  in  the  undi¬ 
vided  profits  (the  estate  having  a  control¬ 
ling  interest)  which  appeared  upon  the 
books  of  the  company  in  question. 

Schedule  (D)  provides  a  statement  of 
assets  and  liabilities  in  abstract  and  detail. 

Many  and  varied  are  the  schemes  re¬ 
sorted  to  for  the  purpose  of  evading  pay¬ 
ment  of  succession  duties  (inheritance  tax.) 
The  attention  of  the  proper  authorities  hav¬ 
ing  been  called  to  the  matter,  succession 
duties  amounting  to  over  $2,000  were  sub¬ 
sequently  collected.  In  view  of  the  discus¬ 
sion  now  going  on  regarding  additional  as¬ 
sistance  in  the  collection  of  succession  du¬ 
ties,  in  the  Province  of  Ontario,  I  have 
made  the  suggestion  that  the  appoint¬ 
ment  be  given  to  a  public  accountant, 
and  that  the  -Succession  Duties  Act  be  so 
amended  as  to  provide  for  the  examination 


of  the  books  and  accounts  of  estates  thought 
to  be  subject  to  such  succession  duties.  In 
the  estate  which  I  have  in  mind  the  addi¬ 
tions  made  to  the  corpus  by  my  report,  and 
which  would  be  available  for  further  suc¬ 
cession  duties,  exceeded  $40,000.  My  re¬ 
port,  being  made  on  behalf  of  the  court, 
was,  upon  its  submission  to  the  judge,  con¬ 
firmed  in  every  particular. 

(B)  To  prepare  accounts  for  the  judge 
or  local  master  in  connection  with  refer¬ 
ences,  or  the  taking  of  accounts  before  him, 
which  are  in  litigation. 

Actions  in  court  involving  accounts  are 
now-a-days  almost  invariably  referred  to 
the  local  master  or  other  subordinate  of¬ 
ficer  of  the  court  for  adjustment,  the  trial 
judge  having  first  decided  the  points  of  law 
which  may  have  been  involved.  The  parties 
interested  then  appear  before  the  officer 
named  by  the  court,  when  the  accounts  arc 
passed  upon  item  by  item.  Those  which,  in 
the  judgment  of  the  master  or  referee 
seem  fair  and  proper,  are  allowed ;  while 
others  not  within  this  class,  in  the  judg¬ 
ment  of  the  referee,  are  either  reduced  in 
amount  or  disallowed.  After  the  several 
items  have  been  gone  over  and  allowed  or 
disallowed,  the  services  of  an  accountant 
are  then  usually  called  into  requisition,  it 
frequently  happening  that  the  accounts  and 
computations  connected  therewith  are  of 
such  a  complicated  nature  as  to  be  outside 
the  duty  or  knowledge  of  the  court  officer, 
or  of  anyone  else  not  well  versed  in  ac¬ 
counts  and  the  governing  principles  con¬ 
nected  therewith. 

It  is,  as  I  have  said,  difficult  to  give  a 
concrete  example  of  accounts  such  as  are 
likely  to  come  up,  but  I  have  in  mind  a 
case  which  may  give  some  idea  of  the  in¬ 
tricacies  with  which  the  accountant  is  liable 
to  meet,  and  with  which  I  had  to  do  re¬ 
cently. 

The  defendant  in  this  case  had  been  as¬ 
sisting  a  paving  contractor  to  considerable 
sums  of  money  ($120,000  in  all)  by  way  of 
indorsed  paper  and  advances,  upon  which 
the  plaintiff  was  to  pay  interest,  and  as 
well  to  pay  the  defendant  six  per  cent  upon 
the  amount  of  the  loans  by  way  of  com¬ 
mission.  The  plaintiff  assigned  his  rights 
under  certain  civic  contracts  to  the  defend¬ 
ant  as  security,  out  of  which  the  defendant 
was  to  recoup  himself.  The  first  intention 
was,  that  the  moneys  should  be  obtained 
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from  the  bank  upon  indorsed  paper.  The 
defendant  paid  the  interest  and  charged  it 
to  the  plaintiff  in  an  open  account.  Later 
the  bank  declined  to  carry  the  loans  longer 
and  the  defendant  paid  the  notes  and  him¬ 
self  carried  the  paper  thereafter.  The  con¬ 
tracts  not  being  sufficient  to  cover  the  ad¬ 
vances,  the  defendant  later  took  mortgages 
upon  the  plaintiff’s  property,  which  at  ma¬ 
turity  were  foreclosed,  the  property  being 
bought  in  by  the  defendant  at  nominal  fig¬ 
ures.  The  plaintiff  was  given  credit  in  his 
account  by  the  defendant  with  the  sums  at 
which  the  properties  were  purchased  at  the 
foreclosure  sale,  which  left  a  large  balance 
still  due  from  the  plaintiff  according  to  the 
accounts  of  the  defendant.  The  plaintiff 
sued  for  an  accounting  and  for  the  return 
of  his  property  (conservatively  valued  at 
from  $15,000  to  $20,000  more  than  it  was 
sold  for)  upon  payment  by  him  of  the 
amount  found  to  be  properly  due  the  de¬ 
fendant. 

Under  the  several  agreements  made  from 
time  to  time,  the  rates  of  interest  varied, 
some  transactions  carrying  six  per  cent, 
others  seven  per  cent  and  others  eight  per 
cent.  The  mortgage  transactions  at  vari¬ 
ous  points  had  to  be  eliminated  from  the 
accounts ;  and  later  had  again  to  be  merged 
with  the  same  accounts.  At  certain  stages 
of  the  accounting,  varying  sums  were  be¬ 
ing  carried  at  the  same  time  in  the  same 
accounts  at  three  different  rates  of  inter¬ 
est, 

(C)  To  investigate  the  accounts  and 
prepare  the  material  for  the  prosecution  of 
an  action,  your  client  being  the  plaintiff,  or 
if  defendant,  the  material  required  in  re¬ 
buttal. 

In  the  first  instance  the  examination  of 
the  accounts  of  your  client  will  be,  chiefly, 
for  the  purpose  of  obtaining  a  thoroughly 
detailed  and  exhaustive  knowledge  of  the 
matters  connected  with  all  the  transactions, 
which  are  likely  to  be  required  in  the  prose¬ 
cution  of  the  case  before  the  court.  No 
definite  line  of  action  can  be  laid  down  as 
to  the  procedure  which  may  be  necessary; 
every  case  is  subject  to  its  own  peculiar 
conditions,  and  the  form  which  the  analysis 
of  the  accounts  will  require  depends  upon 
the  nature  of  the  claim,  and  of  the  defense 
which  may  be  made.  As  to  the  latter  (be¬ 
yond  the  statement  of  defense)  the  ac¬ 
countant  is  generally  in  the  dark  until  the 


action  comes  on  for  trial,  unless  the  rules 
of  the  court  be  such,  as  will  e.iable  him  to 
obtain  previous  access  to  the  books  and 
accounts  of  the  defendants  to  the  action. 

With  the  information  which  may  be  ob¬ 
tained  from  the  statement  of  defense,  or 
defendant’s  bill  of  particulars,  the  ac-. 
countant  (in  conjunction  with  the  lawyer) 
is  enabled  ordinarily  to  form  a  fairly  good 
idea  of  the  line  of  defense,  and  consequently 
of  the  material  which  it  will  be  necessary 
(so  far  as  it  can  be  obtained  from  his 
client’s  books  and  accounts)  to  prepare.  It 
will  frequently  happen  that  the  bulk  of  the 
material  which  may  be  required  to  prove 
the  case,  may  have  to  come  from  the  books 
and  accounts  of  the  opposite  side.  If  pos¬ 
sible  to  get  these  previous  to  the  trial,  he 
may  be  able  to  get  his  case  well  in  hand  in 
advance;  generally,  however,  obstacles  are 
put  in  the  way,  and  the  attorney  and  ac¬ 
countant  must  rely  upon  their  ingenuity  and 
such  material  as  they  may  get  from  their 
own  books  and  documents  to  guide  them. 
Here  a  thorough  knowledge  of  accounts  in 
all  their  bearings,  and  a  general  knowledge 
of  banking,  finance  and  trade,  and  the  cus 
toms  generally  governing  these,  will  prove 
of  immense  value.  The  accountant  whose 
knowledge  does  not  extend  beyond  the 
realm  of  debit  and  credit  in  accounts,  no 
matter  how  perfect  in  these,  will  be  of  but 
little  benefit  to  his  client  in  litigation.  1 
make  this  point  for  the  purpose  of  impress¬ 
ing  upon  the  minds  of  the  younger  mem 
bers  of  the  profession,  the  necessity  of  em¬ 
bracing  in  their  curriculum  and  reading 
something  more  than  a  mere  knowledge  of 
accounts.  The  wider  experience  is  neces¬ 
sary  to  any  of  us  who  are,  or  who  may  be, 
ambitious  to  get  outside  the  sphere  of  rou¬ 
tine  work,  which  becomes,  after  a  time, 
more  or  less  perfunctory.  None  of  us  can 
attain  perfection,  but  each  of  us  can  make 
the  most  of  our  opportunities,  and  no  day 
should  pass  over  our  heads,  that  we  have 
not  laid  away  in  the  storehouse  of  knowl¬ 
edge,  some  new  thing,  to  be  taken  out  at 
a  later  day,  and  put  to  practical  use.  “Learn¬ 
ing  something  every  day.”  Let  this  be  our 
motto. 

The  accountant  who  would  make  a  suc¬ 
cess  of  court  work,  and  I  think  this  will 
more  and  more  become  a  special  sphere, 
should  have  such  a  knowledge  of  the  law, 
and  of  the  rules  of  evidence,  as  will  enable 
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him  to  decide  pretty  well,  the  material 
which  must  be  got  into  the  evidence,  in 
order  that  his  client’s  case  may  appear  fully 
and  properly  upon  the  record. 

It  may  be  said  that  the  attorney  ana 
counsel  in  charge  of  the  case  should  be  the 
best  judge  of  this.  To  this  I  say  yes  and 
no.  The  solicitor  will  ordinarily  know  how 
to  get  the  evidence  in,  but  the  accountant 
must  be  able  to  advise  as  to  the  facts  which 
it  is  necessary  should  be  brought  out  to 
make  the  evidence  complete.  A  judicious 
combination  of  “solicitor  and  accountant” 
in  this  connection  will  do  much  to  insure 
success  to  the  client. 

(D)  To  assist  the  trial  lawyer  in  the 
examination  or  cross-examination  of  wit¬ 
nesses  upon  an  accounting  to  the  end  that 
the  case  of  your  client  may  be  properly 
presented  before  the  court. 

As  illustrative  of  this  let  me  refer  again 
to  a  personal  experience.  In  an  action  for 
the  recovery  of  a  coinsiderable  sum  of 
money  from  a  bank,  large  sums  were  pass¬ 
ing  and  repassing  very  frequently  between 
the  plaintiff  (in  whose  interests  I  was  act¬ 
ing)  and  the  defendant.  It  was  necessary 
in  order  to  prove  our  case  that  we  should 
show  that  wherever  any  moneys  came  to 
the  plaintiff,  that  an  equal  amount  had  been 
returned  to  the  defendant,  connecting  these 
transactions  as  far  as  possible;  or  that  the 
defendant  had  received  payment  in  other 
directions,  for  the  sums  which  they  were 
seeking  to  charge  against  the  plaintiff.  I 
was  fortunate  in  obtaining  access  to  the 
books  of  the  defendant  for  a  few  hours, 
and  in  most  instances  with  the  knowledge 
thus  gained,  we  were  able  to  get  the  ma¬ 
terial  from  the  adverse  witness,  wherewith 
to  prove  our  contention,  and  get  our  case 
upon  the  records.  In  two  or  three  cases, 
however,  the  transactions  were  so  compli¬ 
cated  that  in  my  judgment,  a  complete 
analysis  of  the  whole  business  of  the  day 
became  important.  The  attorney  could  not 
quite  see  the  necessity  for  lumbering  up 
'  the  record  with  a  good  deal  of  the  material 
which  I  had  prepared  the  questions  to 
bring  out.  We  had  already  had  the  witness 
on  the  stand  four  days.  I  urged  its  im¬ 
portance  and  got  in  the  material  wanted. 
Subsequently,  I  prepared  memorandum  for 
the  use  of  counsel  upon  argument,  and  in 
doing  this,  analyzed  the  evidence  which 
had  been  got  upon  the  record  in  such  a  way 


as  to  completely  satisfy  the  court  that  the 
item  ($10,000)  sought  to  be  charged  against 
the  plaintiff,  could  not  be  so  charged.  Il¬ 
lustrative  of  the  evidence  which  it  was 
urged  should  be  brought  out  I  reproduce 
that  section  of  the  list  of  questions  pre¬ 
pared  for  the  use  of  the  attorney  in  the 
examination  of  the  witness,  the  assistant 
cashier  of  the  defendant  bank,  and  the  ans¬ 
wers  received  thereto : 

Q.  On  July  28th,  1900,  you  charge  the 
plaintiff  with  a  New  York  draft,  $20,000. 
Turn  to  your  New  York  credits  of  that  date 
and  say  if  this  amount  is  included? 

A.  No. 

Q.  The  29th  was  Sunday? 

A.  Yes. 

Q.  Turn  to  your  New  York  credit  slip 
of  July  30th.  Do  you  find  a  credit  of  $20,- 
000  upon  that  date? 

A.  Yes. 

Q.  What  is  the  number  of  the  New 
York  draft  credited  on  the  30th? 

A.  15123. 

Q.  What  is  the  number  of  the  New 
York  draft  issued  on  the  28th? 

A.  15123. 

Q.  So  that  it  would  appear  that  the 
draft  of  $20,000  issued  on  the  28th  was  not 
credited  to  your  New  York  correspondents 
till  the  30th? 

A.  That  is  so. 

Q.  Do  you  find  this  item  of  $20,000  up 
on  the  debit  side  of  the  teller’s  cash  on  the 
30th? 

A.  Yes. 

Q.  Now,  do  you  find  that  this  sum  has 
been  charged  to  the  account  of  any  cus¬ 
tomer  in  the  bank  upon  that  day? 

A.  No. 

Q.  What  was  the  cash  balance  at  the 
opening  of  business  on  that  day? 

A.  $38,936. 

Q.  What  were  the  receipts  for  the  day, 
exclusive  of  the  $20,000? 

A.  $18,700. 

Q.  The  total  receipts  would  then  be 
$38,700? 

A.  Yes. 

Q.  Adding  this  to  the  opening  balance, 
the  total  debits  for  the  day  would  be  what? 

A.  $77,663. 

Q.  What  were  the  total  credits  for  the 
same  day? 

A.  $44,613. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


493 


•7-  —  . 

. t 


tmf  rhtg  rie>  CHJfHl/rti 
Off  a  irtfl!  ittfttr  m  i/.  rmt  m  hfff  Stffmi  fut  r 

4 


LOST 


JA)ST  —  All  opportiiiiity  now 
and  then  to  get  an  lion<“st 
equivalent  for  your  money 
because  you  did  not  ask  for 
warranteil  half- 
hose —  and  were  sold  one  of 
the  many  substitute  brands. 
Next  time  insist  upon  having 
cIAom^^  and  look  for  the 
trade-mark  on  the  toe. 

AH  good  dealers  sell 
this  famous  brand. 

If  yours  does  not,  we  will  fill 
your  order  direct. 

Here  are  three  new  fall  styles 
Men’s  Half-hose.  Medium  light 
weight  cotton — no  seams  —  soft 
to  the  feet  —  pleasing  to  the  eye. 
Very  dressy.  Absolutely  Fast 
Hygienic  Colors. 

Style  S**!.  Black  Outside  and 
Sanitary  White  Inside — effecting 
y, .  a  very  pleasing  Oxford  Mixture. 

I  Style  5*’I2.  Navy  Blue  Out¬ 
side  and  Cardinal  Inside —  effect¬ 
ing  a  very  pleasing  Blue  and  Cardinal  Blend. 
Style  5^14*  Black  Outside  and  Cardinal  Inside  —  effecting  a  very  pleasing  Black 
and  Cardinal  Blend.  Price,  25  cents  per  pair  —  6  pairs,  $1.50. 

Transportation  charges  prepaid  to  any  part  of  the  U.  S.  upon  receipt  of  price. 

Send  to-day  for  our  Beautiful  Catalogue 

Latest  and  most  popular  styles  in  men’s  hosiery.  Send  for  it,  and 
we  will  keep  you  posted  on  the  latest  effects,  as  we  are  constantly 
adding  new  styles  to  our  already  large  assortment. 

SHAW  STOCKING  COMPANY  lo  Shaw  Street,  Lowell,  Mass. 


No  other  process  equals  lithography  for  the 
production  of*  a  tasteful,  handsome,  im¬ 
pressive 

Letter  Head 


Money  spent  for  high  class  stationery  is  a 
well-paying  investment. 

We  are  specialists  in  the  making  of  fine 
BUSINESS  STATIONERY. 

Our  Booklet  is  Yours  for  the  Asking. 

OVAL  &  KOSTER,  Lithographers, 

^34  W„  Court  Street,  Indianapolis,  Ind. 


404 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


Q.  What  was  the  balance  at  the  close  of 
business  on  the  30th? 

A.  $33,049. 

Q.  The  balance  at  the  close  of  business 
is  therefore  $5,914  less  than  the  balance  at 
the  opening  of  business. 

A.  It  so  appears. 

Q.  If  the  item  of  $20,000  which  was 

charged  in  the  cash  were  not  offset  b> 
some  other  amount  there  would  have  been 
an  increase  in  the  cash  balance  to  a  cor¬ 
responding  extent  would  there  not? 

A.  Yes.  . 

Q.  Instead  the  balance  is  reduced  by 

$6,000  in  round  numbers? 

A.  Yes. 

Q.  Would  this  mean  that  $26,000  of  the 
fluctuation  in  the  cash  would  require  to  be 
accounted  for  in  some  other  way? 

A.  Yes. 

Q.  Examine  the  teller’s  cash  and  state 
what  other  transactions  in  large  amountb 
went  through  the  business  on  that  day. 

A.  I  find  that  Bills  Discounted  are  in¬ 
creased  by  an  item  of  $10,000. 

Q.  Had  this  transaction  anything  to  do 
with  the  suit  in  question? 

A.  No. 

Q.  What  became  of  this  loan? 

A.  It  was  credited  to  the  discounting 
firm’s  account  in  the  customer’s  ledger. 

Q.  Any  other  transactions  of  large 
amounts? 

A.  A  check  for  the  proceeds  of  this  dis¬ 
count  is  charged  to  the  same  customer’s 
account. 

Q.  In  what  form  was  the  payment 
made? 

A.  The  amount  was  charged  to  the  cus- 
t  mer’s  account  and  a  New  York  draft 
given  therefor. 

Q.  This  would  account  for  $10,000  of 
the  difference? 

A.  I  presume  so. 

Q.  What  other  items  of  large  amount? 

A.  I  find  $6,000  in  currency  was  ship¬ 
ped  to  one  of  the  bank’s  outside  corre¬ 
spondents  on  that  date. 

Q.  This  would  further  reduce  the  cash 
balance  by  that  amount? 

A.  Yes. 

Q.  What  other  transaction  of  large 
amount  do  you  find  that  date? 

A.  Loans  Discounted  are  increased  by 
another  item  of  $10,000. 


Q.  What  became  of  the  proceeds  of 
this  loan? 

A.  I  cannot  find  that  it  was  credited  to 
any  account. 

Q.  To  whom  was  the  loan  made? 

A.  The  loan  was  made  for  $10,000  upon 
a  note  of  the  H.  T.  Co.,  indorsed  by 
D.  C.  T - . 

Q.  This  sum  appears  upon  the  credit 
side  of  your  cash  book  as  a  charge  to 
Loans  Discounted? 

A.  Yes. 

Q.  And  no  account  has  been  credited 
with  the  proceeds  of  the  loan? 

A.  Not  that  I  can  find. 

Q.  The  charging  to  Loans  Discounted 
of  this  sum  would  have  left  $10,000  avail¬ 
able  in  the  cash  to  be  used  for  some  pur¬ 
pose,  would  it  not? 

A.  Yes,  unless  it  were  used  to  cover  up 
an  overdraft. 

Q.  Well,  it  amounts  to  the  same  thing, 
does  it  not? 

A.  •  Yes,  I  suppose  so. 

Q.  You  are  not  prepared  to  say  then 
that  this  $10,000  was  not  used  by  the 
cashier  in  part  payment  of  the  $20,000  draft 
with  which  he  charges  himself  on  that 
day? 

A.  It  may  have  been. 

Q.  When  this  $10,000  note  became  due 
how  was  it  met? 

A.  It  was  included  in  a  sum  of  $71,000 
which  was  afterwards  collected  by  the  bank 
out  o*f  the  sale  of  the  steamer  “H”  upon 
which  the  bank  held  a  lien. 

Q.  So  that  the  bank  has  received  lull 
satisfaction  for  this  loan  of  $10,000? 

A.  Yes. 

From  the  above  it  will  be  seen  that  with¬ 
out  the  assistance  of  the  accountant  in  pre¬ 
paring  the  questions  wherewith  to  bring 
out  the  evidence  required,  it  might  have 
been  difficult,  if  not  impossible,  to  have 
succeeded  in  showing  that  the  $10,000  item 
referred  to,  which  was  apparently  foreign 
to  the  matter  in  issue,  could  properly  be 
used  as  a  partial  offset  to  the  $20,000 
charged  against  the  plaintiff,  the  person  is¬ 
suing  the  note  having  received  the  benefit 
of  the  $20,000  draft  previously  issued. 

(E)  To  prepare  statements  and  memo¬ 
randa  for  use  of  counsel  on  argument,  bas¬ 
ed  upon  evidence  submitted  in  the  case. 

Following  the  work  referred  to,  i.  e.,  as¬ 
sisting  in  the  examination  of  witnesses. 
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Would  Talk  Witk  You 
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ILL  you  give  it  an  interview?  It  can  talk 
for  itself.  It  will  show  you  for  itself 
how  it  will  save  you  time,  money,  labor  and 
worry.  Just  say  the  word  and  let  us 
deliver  to  you  a 


STANDARD 

Adding  Macliine 


We  don’t  ask  you  to  obligate  yourself  in  any  way 
or  to  make  any  kind  of  an  agreement — just  take  the 
machine  and  try  it  long  enough  to  figure  out  for  your¬ 
self  how  much  time  and  money  it  will  save  right  in  your 
own  office.  And  when  you  can  figure  out  its  value  to 
you  in  cold  cash,  then  decide  and  say  Yes”  No”— 
that’s  all. 

The  Standard  Adding  Machine  will  pay  you  big 
dividends  in  every  department  of  your  business  that  re¬ 
quires  Adding  and  ^  ^  You  can  use 

it  anywhere  and  for  Jp  1  any  purpose  where 

figures  are  to  be  added.  It  works  just 

as  well  from  checks,  slips  or  cards,  as  where  the  figures 
are  in  a  column.  It  does  the  “machine  work,  ”  the  non¬ 
productive  mental  drudgery  of  the  office  by  machinery, 
and  with  absolute,  unerring  accuracy.  It  does  it  in  •§• 
to  1— 0  the  time  that  you  could  do  it,  and  prints  a  faith¬ 
ful  ecord  of  all  it  does. 

The  simple  key-board  is  the  secret  of  its  economy. 
Less  keys — less  parts — less  cost.  Only  $185  for  the 
Standard — less  than  HALF  the  price  of  the  old- 
style  Adding  and  Listing  machine. 

TIME  IS  MONEY,  and  there  is  no  time  like  the  present  to  I H 
KNOW  how  you  can  save  it.  It’s  to  your  interest  to  fill  out  1 1 
and  send  this  coupon  today— this  minute— before  you  forget.  1 1 

Xke  Standard  Adding  Mackine  Co.  II 


Buys  this  50  inch  Genuine 


MACEY  DESK 

No.  270’ 


Exactly  as  illustrated  through  I 
dealers  or  direct  from  factory, 
freight  paid  east  of  Montana.  Wyom-  1 
ing,  Colorado  and  New  Mexico.  To 
points  in  and  west  of  these  states  add 
15  per  cent  Sent  “on  approval”  to 
be  returned  at  our  expense  if  not  the  ' 
best  all  oak  roll-top  desk  of  equal  I 
size  ever  sold  at  the  price.  1 

Catalogue  No.  Z>2205  I 

Describing  complete  line  of  Macey  M 

Desks  mailed  free  on  request,  60  || 

[  pages,  showing  Office,  Typewriter  M 
I  and  Home  Desks. 

^  We  also  make  the  famous  Macey  Sec- 

tional  Bookcases  and  Office  Appli-  ppa 
1^^  ances.  Catalogues  on  request. 


RETAIL  STORES: 

NEW  YORK.  343  Broadway 
CHICAGO,  152  Wabash 
k  BOSTON,  49  Franklin 
^  PHILADELPHIA  A 
14  N.  13th  St. 
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comes  the  preparation  of  statements  anu 
memoranda  for  use  of  counsel  on  argu¬ 
ment.  Here,  too,  the  accountant  with  an 
analytical  mind  can  do  good  service  for  his 
client  in  preparing  the  argument  for  coun¬ 
sel,  based  upon  evidence  submitted  in  the 
case.  I  perhaps  cannot  do  better  to  illus¬ 
trate  this  point  and  give  some  idea  of  the 
form,  than  by  producing  a  portion  of  the 
argument  prepared  upon  the  evidence  just 
reproduced. 

“On  July  28th,  paragraph  29,  of  the  de¬ 
fendant’s  Bill  of  Particulars,  a  draft  (ex. 
28)  drawn  to  the  order  of  F.  N.  Bank  on 
the  P.  N.  Bank  of  New  York,  No.  92100, 
for  $20,000  is  charged  by  the  defendants 
against  the  plaintiffs.  An  examination  of 
the  accounts  of  the  defendant’s  bank  upon 
that  date  shows  that  the  transaction  did 
not  enter  into  the  business  of  the  28th,  but 
that  it  was  charged  in  the  teller’s  cash  of 
the  30th  of  July,  The  cash  balance  in  the 
defendant’s  bank  at  the  beginning  of  busi¬ 
ness  on  the  30th  of  July  was  $38,936.  The 
total  receipts,  exclusive  of  New  York  draft 
(ex.  28)  above  referred  to  were  $18,700. 
Including  (ex.  28)  $20,000  they  were  $38,- 
700.  Adding  this  amount  to  the  opening 
balance,  the  total  debits  for  the  day  are 
$77,663.  The  total  credits  are  $44,631,  leav¬ 
ing  a  balance  of  $33,049.  A  reduction  as 
between  the  opening  and  closing  balance,  is 
thus  shown  of  $5,914  or  in  round  numbers 
$6,000.  In  view  of  the  fact  that  the  charg¬ 
ing  to  cash  of  the  $20,000  (ex.  28)  should 
have  increased  the  cash  balance  by  that 
amount,  andv  whereas  it  instead  shows  a 
net  reduction  of  about  $6,000,  or  a  total 
reduction  of  $26,000  in  round  numbers,  a 
further  analysis  of  the  business  of  the  day 
becomes  necessary. 

“From  the  evidence  of  E.  H.  (page  72) 
it  is  shown  that  a  loan  of  $10,000  was  made 
to  a  local  concern  on  that  date,  the  pro¬ 
ceeds  of  which  went  to  the  credit  of  he 
firm’s  account  in  the  customer’s  ledger,  and 
on  the  same  date  this  account  was  checked 
against  for  the  exact  amount  of  the  pro¬ 
ceeds  of  said  discount,  being  approximately 
$10,000,  A  shipment  of  currency  of  $6,000 
was  also  made  to  the  defendant  bank’s  out¬ 
side  correspondent  on  the  same  date.  These 
two  items  thus  account  for  $16,000  of  the 
$26,000,  leaving  $10,000  of  a  reduction  in 
the  balance  still  to  be  accounted  for.  In 
other  words,  that  the  $20,000  charged  in  the 


cash,  and  for  which  the  plaintiffs  are  asked 
to  account,  has  been  provided  for  to  the  ex¬ 
tent  of  $10,000  in  the  course  of  the  business 
of  the  day.  It  has  been  brought  out  in  the 
evidence  (page  75)  that  upon  this  same 
day  a  loan  of  $10,000  upon  a  note  of  the 
H.  T.  Co.  (No.  2664),  indorsed  by  D.  C. 
T.,  was  made  by  the  defendant  bank,  and 
this  sum  appears  upon  the  credit  side  of 
the  cash  book  as  a  charge  to  loans  dis¬ 
counted.  No  account  has  been  credited 
with  the  proceeds  of  the  loan,  and  the  plain¬ 
tiffs  submit  that  the  credit  thus  brought 
was  used  and  was  intended  to  be  used  for 
the  express  purpose  of  providing  in  part  for 
the  purchase  of  the  $20,000  draft  (ex.  28) 
with  which  the  defendants  seek  to  charge 
the  plaintiffs.  A  recapitulation  of  the  debits 
($229,200)  and  credits  ($193,200)  up  to 
this  point  will  prove  to  the  satisfaction  ot 
the  court  that  the  plaintiffs  were  entitled  to 
receive  the  money  in  question  by  reason  of 
the  fact  that  funds  belonging  to  the  plain¬ 
tiffs  to  a  greater  amount  than  the  $10,000 
mentioned,  had  previously  passed  into  the 
possession  of  the  defendants. 

“Further,  that  the  defendants  have  al¬ 
ready  received  full  payment  and  settlement 
of  the  sum  advanced  by  them  upon  security 
of  the  note  in  question,  it  having  been 
shown  that  this  particular  note  was  included 
with  and  became  a  part  of  the  $71,800  which 
was  subsequently  collected  in  full  by  the 
defendants  upon  the  sale  of  Steamer  ‘H.’  ” 

The  accountant  will  find  it  frequently 
necessary  to  trace  certain  transactions  hav¬ 
ing  a  bearing  upon  the  points  at  issue  pos¬ 
sibly  throughout  the  whole  course  of  the 
books  of  other  concerns,  and  in  this  work 
there  is  room  for  a  considerable  display  of 
ability. 

In  which  department  of  court  proceed¬ 
ings  can  the  accountant  work  with  the  best 
results?  By  services  rendered  in  assisting 
the  attorney  in  bringing  out  evidence  and 
getting  it  upon  record  in  good  shape;  or 
by  going  into  the  witness  box.  My  own 
experience  is  that  the  former  is  by  long 
odds  the  most  satisfactory.  There  is  in 
the  minds  of  some  judges  and  of  most 
juries,  a  prejudice  against  expert  testimony 
of  any  sort,  either  in  accountancy,  medical 
or  mechanical.  I  quote  from  the  recent 
ruling  of  a  United  States  circuit  court 
judge,  who  speaking  of  expert  testimony 
said  “Whatever  evidence  may  be  admitted 
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Are  You 
Getting  All  You 
Can  Earn? 


Does  your  pay-envelope  show  a  just  return 
for  the  amount  of  labor  you  perform  ?  A 
hard  working  young  book-keeper  in  Seattle, 


"YOUR  BOOK  IS  THE  KEY  OF  MY  SUCCESS" 

I  was  head  book-keeper  for  a  large  whole¬ 
sale  house  in  this  city.  I  had  had  a  varied 
experience  in  Europe  and  America  and 
thought  myself  qualified  for  all  kinds  of 
work.  I  invested  four  dollars  in  a  copy  of 
Keister's  Corporation  Accounting  and  Au¬ 
diting  and  after  examining  it  concluded 
there  was  much  for  me  to  learn,  and  I  at 
once  made  up  my  mind  to  prepare  myself 
to  practice  Public  Accounting.  It  took  me 
about  a  year  to  complete  my  study  of  this 
work  in  connection  with  my  other  duties. 
I  then  worked  nights  on  outside  jobs  until 
I  was  obliged  to  give  my  whole  time  to 
profession  il  work.  I  have  been  appointed 
auditor  for  two  corporations  within  the  past 
three  weeks.  My  expert  investigations  of 
various  kinds  seem  to  please  my  clients  as 
I  am  regularly  re-engaged  by  the  same 
parties.  Your  book  is  the  key  of  my  success. 

GUSTAVE  JACOBSSON, 

932  Reed  Place,  Chicago,  Ill. 


drawing  $12  a  week  decided  his  didn’t— took  our  word 
for  it  that  he  could  earn  more  money  in  his  own  profes¬ 
sion  with  less  labor.  To-day  he  is  a  successful  Public 
Accountant  making  $2,500  a  year. 

A  Chicago  man,  an 
expert  book-keeper,  or¬ 
dered  “Keister’s”  out  of 
curiosity.  From  an  in¬ 
terested  reader  he  be¬ 
came  an  earnest  student. 

The  knowledge  gained 
from  this  book  has  made 
him  one  of  our  great  cor¬ 
poration  auditors  with  an 
income  of  $15,000.00  a 
year. 


"KEISTER’S”  MADE  HIM  A  SUCCESSFUL 
PUBLIC  ACCOUNTANT 

That  I  am  a  successful  Public r Ac¬ 
countant  to-day  instead  of  an  ordinary 
book-keeper  at  low  wages  is  due  to  j 
the  knowledge  gained  from  a  careful ' 
study  of  Keister’s  Corporation  Ac¬ 
counting  and  Auditing.  It  is  the  high¬ 
est  American  authority  on  accounts 
and  finance — in  fact  there  is  no  other 
work  to  be  compared  with  it.  yiny 
book-keeper  of  ordinary  intelligence 
can,  by  mastering  this  -work,  lift 
himself  out  of  the  old  rut  and  greatly 
increase  his  salary. 

C.  M.  WILLJAMS, 

Seattle,  Wa‘h. 


KEISTER’S  CORPORATION  ACCOUNTING  AND  AUDITING 

can  do  as  much  for  you.  A  little  booklet  that  tells  how — that  tells  of  the  twenty-four 
hundred  problems  in  higher  accounting  “KEISTER’S”  deals  with,  the  knowledge  of 
which  will  double  and  triple  your  salary— is  yours  for  your  address  on  a  postal. 


“Keister's”  is  the  only 
book  of  its  kind  recom¬ 
mended  by  The  Ameri¬ 
can  Library  Association. 


THE  BURROWS  BROTHERS  CO. 

CLEVELAND,  OHIO 


The  New  York  University's 
School  of  Commerce,  Ac¬ 
counts  and  Finance  recom¬ 
mends  Keister's.” 
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to  go  to  the  jury  upon  this  charge  in  re¬ 
gard  to  the  statement  of  experts,  I  am 
bound  to  tell  the  jury  that  this  testimony 
should  be  received  with  caution,  the  same 
as  the  court  is  justified  in  cautioning  the 
jury  as  to  the  degree  of  reliance  to  be 
placed  upon  the  testimony  of  an  accom 
plice  in  a  criminal  case  or  upon  the  testi¬ 
mony  of  a  young  child.  It  is  to  be  re¬ 
ceived  with  caution.'' 

The  remarks  above  had  reference  to  the 
admission  of  testimony  of  an  expert  ac 
countant.  The  judge  gave  expression  to 
these  words  before  he  had  any  knowledge 
of  the  nature  of  the  testimony  he  was  rul¬ 
ing  out.  The  statement  may  therefore  be 
taken  as  an  expression  of  his  sentiments 
generally  as  to  expert  testimony.  It  may 
be  taken  as  a  general  proposition  that 
where  evidence  of  any  other  character  is 
obtainable,  the  putting  into  the  witness  box 
of  the  expert  is  not  desirable,  if,  instead, 
the  information  can  be  obtained  by  the  ex¬ 
amination  of  opposing  witnesses,  and  from 
evidence  obtained  from  the  books  in  the 
hands  of  the  adverse  witness. 

It  is  not  unusual,  that  in  the  course  ol 
tl>6  examination  made  by  the  accountant 
previous  to  the  trial  of  an  action,  that  he 
may  become  possessed  of  information 


Look  Out  for  This 

Shyster  collection  agencies  are 
one  of  the  banes  of  the  credit  world 
and  the  average  credit  man,  espe¬ 
cially  the  credit  man  with  a  small  con¬ 
cern,  is  generally  over  anxious  to  obtain 
some  help  in  the  collecting  of  his  ac¬ 
counts,  and  if  he  can  see  his  way  clear 
to  have  the  entire  collection  work  done 
for  him  by  some  agency  at  a  trifling 
cost,  he  is  willing  to  sign  almost  any 
kind  of  a  contract.  The  following  con¬ 
tract  has  been  forwarded  us  by  one 
of  our  readers  with  the  requeest  that 
we  call  it  to  the  attention  of  our  credit 
men  readers.  We  are  heartily  in  favor 
of  the  collection  agency  just  as  we  arc 
in  favor  of  using  legal  lines  under  cer¬ 
tain  specific  conditions.  There  arc  two 


which  in  the  judgment  of  attorney  or  coun¬ 
sel  would  prove  prejudicial  to  the  interests 
of  the  client,  material  which  would  be 
carefully  excluded  by  the  attorney  upon 
direct  examination,  if  the  expert  did  take 
the  stand,  but  which  might  readily  be  drawn 
out  to  the  detriment  of  his  client,  upon 
cross-examination  by  the  opposing  attorney. 

The  accountant  should  be  possessed  of 
that  good  judgment  which  would  enable 
him  to  present  for  the  consideration  of  the 
attorneys  and  counsel,  the  salient  points 
which  are  developed  by  his  examination  of 
the  accounts  whether  these  be  favorable  or 
unfavorable  to  his  client.  If  favorable,  the 
points  can  be  clearly  brought  out  in  evi¬ 
dence;  if  unfavorable,  and  such  as  are 
likely  to  develop  weakness  when  used  by 
the  opposite  side^  the  attorneys  should  have 
previous  knowledge  of  the  existence  of 
these  detrimental  facts,  so  as  to  be  in  a 
position,  if  possible  at  all,  to  offer  evidence 
in  rebuttal.  The  accountant  should  be  able 
to  separate  the  wheat  from  the  chaff.  This 
is  especially  necessary  for  the  reason  that 
the  average  legal  mind,  not  being  trained 
in  the  details  of  accounts,  would  be  apt  to 
be  confused  were  a  mass  of  minutiae  relat¬ 
ing  to  the  matters  under  review  presented 
to  his  notice. 


Collection  Contract 

or  three  things  that  will  be  well  for  a 
credit  man  to  paste  up  in  front  of  him 
on  his  desk.  Never  have  anything  to  do 
with  a  collection  agency  that  asks  a 
membership  fee.  Never  have  anything 
to  do  with  a  collection  agency  that  re¬ 
quires  you  to  send  it  a  specified  amount 
of  business.  Never  have  anything  to 
do  with  a  collection  agency  that  requires 
you  ,  to  send  a  specified  amount  with 
each  claim,  whether  it  collects  it  or  not, 
and  before  you  sign  with  any  agency 
find  out  if  it  is  good  for  what  fit  prom¬ 
ises  to  do,  for  it  is  nothing  in  your  bank 
account  when  you  hand  a  delinquent 
debtor’s  account  to  a  collection  agency 
who,  in  turn,  has  to  be  sued  to  get  the 
money  out  of  it. 
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BUSINESS  SUCCESS  UEMANUS 

SYSTEMATIC  and 
INTELLIGENT  METHODS 

HEALTH  AND  STRENGTH  DEMAND 
SYSTEMATIC  AND  SCIENTIFIC  EXERCISE 


TO  OBTAIN  SUCCESS  IN  BUSINESS,  and  health  and 
vigor  of  mind  and  body  you  must  apply  these  principles. 
Are  you  doing  it? 

You  can  easily  find  perfected  business  systems. 
There  is  but  one  Perfect  System  of  Physical  Culture— THE 

PERFECT  SYSTEM. 

It  is  the  Business  Man’s  System— giving  maximum  results  in  the 
minimum  of  time.  It  is  scientific,  yet  simple,  exercise  based  upon 
Nature’s  Laws,  requiring  but  ten  minutes  night  and  morning  in  the 
bedroom;  involves  but  fifteen  movements  which  reach  and  develop 
every  muscle  and  function  of  the  body.  Besides  giving  sound  health  it 
enables  attainment  and  keeping  any  standard  muscular  development. 

Principles  are  embodied  which  absolutely  prevent  "muscle-bound” 
effects  produced  by  other  systems. 

Used  and  highly  indorsed  by  best  physicians  and  men  of  promi- 
nence  in  business  and  the  professions.  An  eminent  physician  writes: 
“For  a  person  of  sedentary  habits— one  of  those  individuals  who  uses 
his  brain  at  the  expense  of  his  body— I  cannot  too  highly  indorse 
and  recommend  THE  PERFECT  SYSTEM.” 

Individual  consideration  given  each  case — proper  exercise,  food 
bathing,  breathing,  etc.,  prescribed. 

After  considerable  research  and  expense  a  handsome  book  on  Health 
and  Strength,  containing  invaluable  information,  has  been  prepared. 
It  is  Free.  A  postal  card  with  your  name  and  address  will  bring  it. 
Don’t  put  off  writing  for  this  book,  but  Do  It  Now. 

A  National  Institution  with  a  National  Purpose. 

National  Physical  Culture  Institute 

SUITE  100 

MANHATTAN  BUILDING  WASHINGTON,  D.  C. 


PERFECTION  IN  ERASERS 


INK— Blaisdell’s  No.  1400— PENCIL 

/ 


Ct,  After  Experiments  by  our  Expert  Chemists — Extending  over  a  period  of  more 
than  three  years,  we  have  succeeded  in  producing  the  finest  rubber  for  erasing  ink 
and  pencil  that  has  ever  been  placed  upon  the  market.  Blaisdell’s  No.  1400  is  made 
of  a  combination  of  the  highest  grade  materials  purchasable  and  it  cannot  fail  to  give 
entire  satisfaction  to  the  most  discriminating  book-keeper,  accountant  or  business 
man.  Send  us  50  cents  in  stamps  for  one  full  sample  dozen. 

THE  ROSENTHAL  CO.,  346  Broadway,  NEW  YORK 

Sole  Agents  Blaisdell  Paper  Pencil  Company 


Hints  and  Helps  to  Book-keepers 

A  FEW  EXTRACTS  FROM  A  VERY  USEFUL  BOOK  IN  REGARD  TO  METHODS 
OF  LOCATING  ERRORS  OF  ADDITION  OR  POSTING  UNDER  VARIOUS  SYSTEMS 

Copyright  1905,  by  GEORGE  A.  HOWE 


Perhaps  you  are  short  some  odd 
amount,  and  are  about  ready  to  give 
up.  You  use  a  loose  leaf  ledger  for 
daily  balances,  and  take  out  all  your  closed 
accounts  when  making  up  your  monthly 
trial  balance.  But  are  you  sure  all  those 
accounts  were  closed  that  you  took  out? 
ERRORS  IN  LOOSE  LEAF  LEDGERS. 

Perhaps  some  account  was  closed  down 
at  the  bottom  of  the  page,  and  then  opened 
up  later  on  the  other  side  of  the  sheet.  You 
get  out 'your  pile  of  closed  accounts  and  go 
over  them  from  back  to  front  this  time,  in 
order  to  avoid  passing  over  such  an  account 
again.  Sure  enough,  you  find  that  is  just 
what  did  happen.  And  you  congratulate 
yourself  doubly,  because  you  worked  it  out 
intelligently  as  well  as  mechanically. 

When  taking  off  a  balance  from  loose 
leaf  ledgers,  if  a  leaf  is  full  and  the  daily 
balance  carried  forward  on  to  a  fresh  leaf 
without  closing  the  account,  unless  you 
take  out  the  old  leaf,  you  are  liable  to  gei 
the  balance  of  the  same  account  in  twice. 

Many  errors  occur,  especially  in  posting, 
from  twisting  the  figures  of  numbers,  i.  e., 
writing  one  number  for  another  that  con 
tains  the  same  figures,  but  is  a  different 
amount.  Such  errors  as  these  give  you  a 
difference  which  is  divisible  by  9.  There¬ 
fore,  if  you  have  .a  difference  which  is  di¬ 
visible  by  9,  see  if  it  may  not  have  been 
caused  by  shifting  the  figures  of  some  num¬ 
ber,  as,  for  instance,  writing  30  for  3,  or 
20  for  200,  or  45  for  54,  etc. 

.  .ir  -  - 

IRANSPOSmONS,  ETC. 

If  your  difference  consists  of  two  figures 
(like  $27.00,  or  54  cents)  the  sum  of  the 
figures  being  9,  and  not  ending  in  0,  you 
may  have  written  units  for  tens  (as  $3.00 
for  $30.00).  To  find  what  amount  to  look 
for  that  could  make  that  difference,  add  1 
to  the  first  figure  of  your  difference  and 
annex  a  cipher.  For  example :  Supposing 
you  were  short  $27.00.  Adding  1  to  the 


first  figure  (2)  you  get  3;  annexing  0  gives 
you  30.  You  would  check  the  $30.00  item:> 
on  the  credit  side  to  see  if  one  was  writ¬ 
ten  $3.00,  and  the  $3.00  items  on  the  debit 
side  to  see  if  you  wrote  one  $30.00. 

If  your  difference  is  a  whole  number 
(like  $180.00)  consisting  of  3  figures,  end¬ 
ing  in  0,  and  the  sum  of  the  figures  is  9, 
the  error  causing  it  may  be  the  same  kind 
as  in  the  foregoing;  and  you  should  go  to 
work  to  find  it  in  the  same  way.  Being 
short  $180.00,  add  1  to  the  first  figure  (1) 
and  you  get  2;  annex  0  and  you  have  20. 
You  have  perhaps  written  a  $200.00  credit 
$20.00,  or  a  $20.00  debit  $200.00. 

Note  also:  A  difference  of  an  amount 
like  this  may  also  be  caused  by  a  transpo¬ 
sition  of  figures,  (like  $970  for  $790.) 

If  you  are  short  a  whole  number  com¬ 
posed  of  three  figures,  not  ending  in  0,  the 
sum  of  whose  figures  equals  9,  (like 
$261.00)  you  may  have  misplaced  a  decimal 
point  one  place.  To  find  out  what  to  look 
for,  put  down  the  first  figure  of  your  dif¬ 
ference,  and  after  it  place  the  difference  be¬ 
tween  the  last  figure  of  your  difference 
and  10.  Thus,  if  your  difference  is  261,  put 
down  2,  which  is  the  first  figure  of  your 
difference,  and  after  it  place  9,  which  is 
obtained  by  subtracting  1  (your  last 
figure)  from  10.  That  gives  you  the  num¬ 
ber  29;  and  you  have  probably  written  a 
$290.00  credit  item  $29.00  or  a  $29.00  debit 
$290.00.  You  should  check  the  $290.00 
credits  and  the  $29.00  debits. 

Some  other  numbers  governed  by  this 
rule  are  612,  702,  315  and  405. 

If  you  are  short  a  whole  number  of  three 
figures,  not  ending  in  0,  the  sum  of  whose 
figures  equals  18  (like  873),  you  may  have 
made  the  same  kind  of  error  as  the  fore¬ 
going,  namely :  misplaced  the  decimal  point 
one  place.  To  find  out  what  to  look  for, 
add  1  to  the  first  figure  of  your  difference, 
and  annex  the  difference  between  the  last 
figure  of  your  difference  and  10. 
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24  RAZORS 

ON  TRIAL  FOR  A 
PENNY  POSTAL 


Send  tis  your  name,  occupation,  home  and 
business  addresses,  and  ive  will  send  you, 
CHARGES  PAID,  on  seven  days'  FREE 
TRIAL,  a  STERLING  '■'■Safety"  with 
24,  or  an  "Old  Style"  with  12  of  the 
smoothest,  keenest,  sharpest  blades  ever 
made — a  full  year's  supply  of  Razors,  ad¬ 
justed  for  your  particular  reqttiremenis. 
No  honing.  No  stropping. 

If  remitta7tce  is  made  promptly  at  the  end 
of  the  trial  week,  we  will  keep  the  blades 
sharp  and  keen  as  long  as  they  last.  Mail 
12  dull  blades  at  a  time,  with  10  cents  to 
cover  postage,  ajid  we  will  return  them  in 
perfect  order,  free  of  charge. 

Either  style  works  just  as ‘rapidly  and 
simply  as  does  a  repeating  rifle.  The  blades 
slip  in  and  out  of  the  frame  just  as  quickly 
and  easily  as  you  would  slip  a  pencil  in  your 
pocket.  There  is  no  delicate  mechanism  to 
adjust,  no  parts  to  put  together..  The 
STERLING  is  instantly  ready — a  touch 
of  the  finger  and  thumb  does  the  work. 

When  you  buy  a  razor,  buy  quality. 
Quality  with  us  means  employing  the 
highest  type  of  razor-making  skill.  It 
means  using  the  best  materials  the  market 
affords.  It  means  getting  as  far  as  pos¬ 
sible  away  from  the  machine  made  blade. 
It  means  grinding  each  blade  in  oil,  hand¬ 
honing  in  oil  and  hand -stropping.  It 
means  testing  and  re-testing  every  part  of 
e/ery  blade  to  make  sure  that  the  cutting 
elge  is  as  perfect  and  lasting  as  an  edge 
can  be  made.  It  means  furnishing  you  as 
nearly  as  possible  with  a  razor  tempered, 
set  and  adjusted  to  your  particular  needs. 

S  ich  a  razor  is  the  STERLING,  the  newest 
shaving  marvel— the  only  razor  with  wafer 
blades  that  can  be  resharpened  at  will. 

That  is  why  we  know  the  STERLING 
will  shave  you  cleaner,  easier,  and  quicker 
than  any  other  razor,  whether  your  skin  is 
tender  or  tough,  your  beard  wiry  or  fine, 
regular  or  irregular. 


Don't  take  our  word  for  it,  but  try  a  set 
free  for  a  week.  Then,  if  you  are  satisfied, 
yon  can  pay  ns  $5  on  terms  to  suit. 

If  dissatisfied,  simply  return  the  set 
promptly  at  our  expense. 

Tlie  STERLING  is  made  in  two  styles 
— “safety,”  witli  twenty-four  blades, 
or  “  old  style,”  witli  twelve  blades. 
When  you  write  state  which  style 
you  prefer  and  whether  to  cut  close 
or  medium. 

SHERIYTAN  &  COIIPANY 

l!«x  1UU3,  41  P;irk  Ilow,  Now  tork 


We  have  vaca'ncies  for  responsible  agents 


r  ^ 


Perfect 

Your  Numerical  Systems 

Every  business  can  profitably  use 
numerical  systems  in  connection  with 
checks, _  bills,  bonds,  prescriptions, 
order  slips,  cost  tickets,  etc.  To  effect 
economy,  insure  entries  and  prevent 
confusions  the  numbers  must  be  legi¬ 
ble  and  absolutely  accurate.  The  way 
to  cover  all  these  points  is  to  use  a 

Bates  Automatic 
Hand  Numbering  Machine 

The  office  boy  can  work  it  as  easily  as 
a  skilled  clerk.  The  operator  merely 
depresses  the  knob.  The  machine 
does  the  rest — inks  the  steel  type, 
makes  the  impression,  moves  ahead 
one  number  Prints  direct  from  the 
type,  not  through  a  gummy  ribbon. 

Is  the  only  numbering  machine  with  a 
dial  adjustment,  enabling  you  to  print 
consecutive  numbers,  duplicate,  or 
repeat  the  same  number  indefinitely, 
at  your  pleasure.  Write  for  book¬ 
let  5,  stating  the  nature  of  your 
business,  and  we  will  tell  you  how 
you  can  save  time  and  money  with  a 
BATES  NUMBERING  MACHINE. 


Bates  y 

l\  Factory 

Mfg.  j 

1  Orange 

COi 

X  N.J. 

NEW 
YORK 
31  Union  Sq. 


CHICAGO 
304  Wabash  Avenue 
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Some  numbers  governed  by  this  rule  are 
189,  279  and  738. 

If  you  are  short  a  fractional  amount 
(like  $57.42),  the  sum  of  whose  figures 
equals  18,  and  the  sum  of  the  second  and 
last  figure  being  9,  you  have  probably  writ¬ 
ten  cents  for  dollars,  or  vice  versa.  (By 
the  second  and  last  figures  I  mean  second 
and  last  in. the  order  in  which  you  write 
the  number.)  To  find  what  to  look  for, 
simply  add  1  to  the  dollars  of  your  dif¬ 
ference. 

You  may  have  written  $100.58  for  $158.00. 
That  would  give  you  a  difference  of  $57.42 
just  as  easily  as  writing  58  cents  for  $58.00. 

Take  another  example :  $39.60,  the 

amount  ending  in  a  cipher.  The  method  is 

the  same.  3  plus  9  plus  6  plus  0  equals 
18;  and  9  plus  0  equals  9.  Add  1  to  39 

and  you  get  40.  $40.00  minus  40  cents 

equals  $39.60 ;  and  also  $140.00  minus 
$100.40  equals  $39.60. 

If  you  are  “over”  instead  of  “short”  in 
the  above  cases,  go  to  work  to  find  the 
offending  item  in  the  same  way,  only  re¬ 
verse  your  checking  process.  It  will  be 
the  larger  amount  written  for  the  smallei 
on  the  credit  side,  and  the  lesser  amount 
written  for  the  larger  on  the  debit  side. 

I  pay  more  attention  to  shortages  than 
to  surpluses,  for  they  seem  to  be  more  fre¬ 
quent.  In  book-keeping,  as  in  almost  all 
other  places,  man  seems  prone  to  be  short 
of  cash. 

To  find  what  the  numbers  are,  whose 
figures  transposed,  could  cause  your  dif¬ 
ference,  proceed  as  follows : 

Put  down  the  arbitrary  9,  and  after  ii 
place  the  middle  figure  of  your  difference, 
less  1,  and  add  a  cipher  to  the  result.  Thai 
will  give  you  the  number  whose  figures 
transposed  would  give  your  difference. 
Then  subtract  the  110  from  that  result,  and 
you  have  another  number  which,  by  trans¬ 
position  of  figures,  could  cause  your  dif¬ 
ference,  and  so  on  down  to  the  amount  oi 
your  difference.  Just  cut  out  the  cipher  at 
the  start,  and  make  up  for  it  by  tacking  on  a 
cip4ier  all  through  the  rest  of  the  process. 

But  your  difference  may  be  one  which 
you  cannot  find  “all  in  a  heap.”  There 
may  be  a  number  of  errors  that  cause  it. 
For  instance,  you  may  be  short  $57.42.  You 
do  not 'find  that  you  have  posted  $28.7i 
(one-half  of  your  difference)  as  a  debit 
when  it  should  have  been  a  credit;  nor 
have  you  written  58  cents  for  $58.00,  nor 


$100.58  for  $158.00.  Well,  then,  try  to 
make  your  difference  “even  money ;”  try 
to  get  it  down  to  $57.00  or  up  to  $58.00. 
Perhaps  you  have  posted  a  credit  of  $1.71 
as  a  debit.  If  you  could  find  such  an  error, 
you  see  after  correcting  it  your  difference 
would  be  $3.42  ($1.71  times  2)  less,  and 
you  would  have  left  to  find  $54.00.  There¬ 
fore,  you  check  up  all  the  credit  items  con¬ 
taining  71  cents. 

Or  again,  42  cents  lacks  58  cents  of  be¬ 
ing  an  even  dollar,  and  one-half  of  58 
equals  29;  perhaps  you  posted  a  debit  item 
29  cents  as  a  credit.  In  that  case,  you 
would  find  yourself  58  cents  further  off, 
but  you  would  have  a  whole  number 
($58.00)  instead  of  a  fraction  ($57.42)  to 
find.  Therefore,  you  check  up  all  the  29- 
cent  items. 

And  again,  one-half  of  42  cents  equals  21 
cents ;  perhaps  you  have  posted  21  cents  on 
the  wrong  side, 'or  $1.21  or  $2.21,  etc.  And 
you  see  that  transferring  21  cents  from  the 
debit  to  the  credit  side  would  help  you  42 
cents  and  leave  you  even  dollars. 

Of  course,  if  you  were  “over”  $57.42, 
you  would  simply  reverse  the  process, 
checking  up  to  see  if  a  29-cent  credit  had 
been  posted  as  a  debit,  or  a  71-cent  debit 
had  been  posted  as  a  credit,  or  a  21-cent  ^ 
debit  had  been  posted  to  the  credit  side. 

You  understand,  of  course,  in  the  above 
that  any  items,  no  matter  how  great  the 
number  of  the  dollars  part,  terminating  in 
those  cents,  would  eliminate  the  cents  in 
your  difference.  For  instance,  being  short 
$57.42,  you  find  $100.29  posted  as  a  credit 
when  it  should  have  been  a  debit.  Cor¬ 
recting  this,  it  increases  your  difference 
$200.58,  but  gives  you  a  total  difference  of 
8258.00,  a  more  satisfactory  sum  to  hunt 
for  than  the  smaller  one. 

Frequently  you  have  a  difference  to  which 
you  cannot  apply  any  rules.  It  just  seems 
an  odd  amount  that  doesn’t  mean  anything 
in  particular.  Well,  if  you  have  looked  . 
over  your  list  of  items  and  feel  sure  that 
everything  is  posted,  and  that  all  $65.00 
items  on  both  sides  are  posted  correctly, 
and  there  is  no  item  of  $32.50  on  the  wrong 
side,  then  the  chances  are  there  are  two 
errors  causing  your  difference.  Try  then 
to  make  your  difference  an  amount  divisible 
by  2.  Check  all  items  ending  with  50 
cents,  and  then  take  all  items  of  odd  dol¬ 
lars,  like  $3.00,  $5.00,  $15.00,  etc.  In  this 
way,  it  can  usually  be  worked  out. 
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THE  WEBSTER  PENCIL  SHARPENER 

No  Business  Office  Should  Be  Without  One 

Is  very  Compact  and  Durable.  Saves  Time  and  Worry, 
Will  do  the  Best  Work  and  is  Most 
Simply  Constructed. 

SENT  ON  ONE  MONTH’S  TRIAL  IF  REQUESTED 

Price  Complete,  $3.00 

There  are  a  number  of  pencil  sharpeners  on  /  / 

the  market,  but  we  claim  superiority  over  all  /  / 

other  makes  because  our  sharpener  does  / /  y\\\ 

better  work,  makes  no  dirt,  and  the  price  of  the  /’/  Out 

sharpening  disk,  the  only  wearing  part,  is  /Cy  and  Mail 

less  than  one-third  the  cost  of  similar  parts  s. Webster 

t  in  other  machines.  ^  Company 

.  ,  ...  ,  ,  332  Congress  St, 

Among  the  special  points  of  advan-  Boston,  Mass. 

tage  is  the  fact  that  all  the  dust  and  sharpenings  are  caught  in  a  dust  piease  send  a  Webster 

chamber  which  can  be  detached  and  emptied  without  soiling  the  fingers,  -  vx  understood  we  can  re- 

and  in  an  instant’s  time.  The  sharpening  diskis  made  of  the  best  da>s  if  we  desire 

tool  steel,  hardened  by  a  special  process  of  our  own,  and  will  / /  Name . 

sharpen  more  pencils  without  dulling  than  any  other  pencil  //'street  and  No 

sharpener  made.  When  this  cutter  is  worn  out  it  can  be  / / 

replaced  at  small  cost  and  in  an  instant’s  time.  / /  City  and  State . 

/  / 


Try  Just  One  Set 

of  Mendenhall  Typewriter  Cushions.  We  know  the  value  of  these  cush¬ 
ions,  you  don’t.  It  would  be  unwise  lor  you  to  buy  a  set  for  each  of 
your  many  Typewriters  beh're  you  knew  the  value  to  a  certainty. 

All  we  ask  is  that  you  try  one  set.  Make  a  practical  test  of  their 
value.  Let  that_  test  determine  whether  or  not  you  use  Mendenhall 
Typewriter  Cushions.  If  you  do  not  think  them  worth  the  price,  return 
them  and  we  will  refund  the  purchase  price  in  full,  but  if  they  meet 
your  approval,  let  us  supply  all  your  machines, 

Mendenhall 
Typewriter  Cushions 

will  not  only  reduce  the  noise  to  a  minimum  but  they  will  also  double 
the  life  of  your  machines.  The  reason  for  this  is  easily  explained 
and  quickly  proven. 

A  typewriter  standing  on  a  hard,  unyielding  desk  surface  is  jarred 
and  jolted  every  time  a  key  is  struck,  such  jar  small  in  itself  but  in 
the  total  loosens  and  wears  the  delicate  working  parts,  quickly 
destroying  the  alignment  and  perfect  operation. 

Mendeniiall  Typewriter  CusraoNS 

DEADM  77trJYo/3£ 


<T0PTdATAoiSE!“;» 

Jr  ijendenhall  TVpew^ih 


y^=MnAL  DISC. distributing  the  vibration  over 
G  the  FELT  PAD  vfhich  deadens  the  noise. 


Mendenhall  Typewriter  Cushions  deaden  and  remove  this  jar  and  vibration. 
They  give  an  elasticity  to  key  operation  not  lo  be  obtained  in  any  other  way, 
thus  preventing  sore  and  bruised  finger  tips. 

The  peculiar  construction  of  these  cushions  distributes  the  vibration  of  the  ma¬ 
chine  over  a  much  larger  surface  than  the  ordinary  felt  pads  which  go  under  the 
machine  and  on  which  only  the  felt  under  the  feet  of  the  typewriter  receives  the 
jar.  The  balance  of  the  felt  collects  dust  and  paper,  erasures,  and  frequently 
wrinkles  up  interfering  with  the  operation  of  the  keys. 

These  are  our  claims  for  Mendenhall 
T'ypewriter  Cushions 

We  offer  you  an  opportunity  to  prove  or 
disapprove  these  claims  without  the  siijall- 
est  cost  Just  fill  out  the  attached  coupon 
and  mail  with  sixty-cents  in  coin  or  stamps. 

We  will  send  you  one  set  of  cushions  which 
may  be  returned  if  unsatisfactory.  It  is  not 
this  one  set  that  will  pay  us,  it  is  the  many. 

Write  for  Circular. 

F.  S.  Webster  Company 

332  Congress  St.,  Boston,  Mass. 


FILL  OUT  AND  MAIL 

F.  s.  Webster  Company, 

3S2  Congress  Si.,  Boston,  Mass. 
Please  send  a  set  of  Mendenhall  Cush¬ 
ions  for . Typewriter 

(State  make  of  machine) 

Price  prepaid  60c.  Can  be  returned  in 
ten  days  if  unsatisfactory. 

Name . . 

Street  and  No . 

City  and  State . 


Competitors  must  sign  their  articles  and  give  address — not  necessarily  for  publication  hut  as  an 
evidence  of  good  faith. 

Competitors  are  requested  to  send  their  photographs,  carefully  marked.  All  forms  should  be  drawn 
on  separate  sheets  and  carefully  numbered.  Write  on  one  side  of  the  paper  only.  Address  everything. 
Competition  Editor. 

We  are  in  the  market  at  all  times  for  articles  containing  the  practical  facts  and  figures  of  the 
work  of  every  department  of  a  business,  great  or  small.  We  want  the  working  details — how  the  work 
is  carried  on. 

Forms  are  absolutely  necessary — our  own  artists  will  prepare  the  drawings — rough  pencil  sketches 
are  all  that  is  necessary.  The  actual  forms  as  used — properly  filled  out,  are  preferable. 

When  possible,  send  photos  of  the  plant  or  office,  inside  and  out,  or  typical  scenes  in  and  about 
the  business.  Wrap  all  photographs  carefully,  as  we  are  not  responsible  for  Mss.  or  photos  lost  or 
injured  in  the  mail.  Always  enclose  postage  for  return  in  case  we  find  them  unavailable.  Forms  and 
tables  should  always  be  drawn  on  separate  sheets,  and  in  no  case  attached  to  the  manuscript. 

Address  everything  to  The  Editor. 


Smith,  Jones  &  Brown '  Controversy 

PRIZE  AWARD 


WE  published,  in  the  July  number,  let¬ 
ters  from  Messrs.  Smith  and  Brown, 
in  answer  to  the  contributions  en¬ 
deavoring  to  straighten  out  the  wrangle  be¬ 
tween  the  partners,  and  as  a  result  the 
Prize  Competition  Editors  were  deluged 
with  papers  from  the  original  contributors, 
as  well  as  scores  of  solut’ons  from  parties 
whose  interest  was  aroused  on  account  of 
the  first  solutions  not  being  entirely  satis¬ 
factory  to  the  partners. 

A  large  majority  of  the  competitors  stat¬ 
ed  that  Jones  should  pay  $62.50  for  a  de¬ 
linquency  of  $5,000  in  his  capital  account, 
and  that  Brown  must  contribute  $312.50  for 
his  failure  to  pay  in  the  $10,000  necessary 
to  bring  his  capital  account  up  to  the  re¬ 
quired  figure.  The  paper  of  Mr.  J.  G. 
Darling,  published  in  the  July  number,  is 
an  excellent  illustration  of  the  contention  of 
those  solving  the  problem  along  the  line.> 
just  mentioned. 

There  are  two  methods  of  arriving  at  this 
result,  one  charging  Jones  with  $250,  and 
Brown  with  $500,  and  crediting  the  total  to 
interest  account.  Interest  account  is  closed 
by  crediting  Smith  with  $375,  Jones  $187.50 
and  Brown  with  $187.50,  leaving  a  defici¬ 
ency  in  Jones’  and  Brown’s  capital  accounts. 


and  a  surplus  of  $375  in  Smith’s  capital  ac 
count. 

The  second  plan  suggested  is  to  use  $85,- 
000  as  a  basis  on  which  to  figure  the  in¬ 
terest  payable.  Smith’s  contribution  under 
this  plan  would  be  $42,500,  which  would 
give  him  a  credit  of  $7,500  excess  capital 
on  which  he  would  be  entitled  to  interest 
at  five  per  cent  or  $375.  Jones’  liability 
under  this  arrangement  would  be  $21,250, 
but  on  account  of  his  having  paid  in  only 
$20,000,  he  must  stand  charged  with  five 
per  cent  on  $1,250  or  $62.50.  Brown’s  lia¬ 
bility  is  also  $21,250,  and  his  failure  to  con¬ 
tribute  more  than  $15,000  would  necessitate 
his  paying  five  per  cent  on  $6,250,  or 
$312.50.  The  transaction  under  the  second 
plan  would  not  pass  through  the  revenue 
account,  interest  adjustment  being  made 
between  the  partnership  accounts. 

A  number  of  contributors  held  out  the 
following  settlement  as  a  panacea  for  the 
internal  trouble  threatening  a  peaceful  set¬ 
tlement  of  the  interest  adjustment:  Charge 
Jones  with  $250,  and  divide  it  between 
Smith  and  Brown  in  proportion  that  the 
capital  each  of  these  gentlemen  paid  h. 
bears  to  the  total  capital  contribution  of 
Smith  and  Brown.  The  same  postmortem 
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TATUM 

Loose  Leaf  Books 


TO  FIT  ANY  SHEET 
FOR  ANY  LEDGER 


STYLE  F  LEDGER  TRANSFER 


THE  HIGHEST 
POSSIBLE  GRADE  OF 
WORKMANSHIP 
AND  MATERIAL 

PROMPT  SHIPMENT 

OF  ORDERS 

FOR  SPECIAL  SIZES 


The  Locking  Device  of  a  Loose  Leaf  Book 
is  its  Vitai  Point 


Our  style  F  lockingmechanism 
is  a  combination  of  yoke  and 
screw,  positive  and  powerful  at 
all  times.  This  is  a  weak  point 
in  other  makes  in  which  no 
allowance  is  made  for  wear. 

In  appearance  and  in  dura¬ 
bility  guaranteed  superior  to  any 
book  made. 

We  prefer  to  have  you  order 
through  your  stationer^  if  he 
will  not  supply  you,  write  to 


Sam’l  C.  Tatum  Co. 

CINCINNATI,  OHIO 


Mark  Your  Collars 

every  time  they  go  to  the 
laundry.  You  will  find 
that  Corliss-Coon  Collars 
outwear  others. 

And  here’s  why— 

They  are  always  full  4- 
ply  strength  with  heavy 
interlining  cut  away  at  the 
end  of  the  folding  line  so 
they  will  fold  more  times 
without  breaking. 

Turned  in  edges  are 
bound  with  our  “overcast 
stitch”  to  prevent  inside 
raveling;  and  the  “gutter 
seam”  in  standing  styles 
prevents  saw  edges. 


Ask  the  best  dealers  for  Corliss- 
Coon  Collars.  They  have  them 
or  can  gret  any  style  you  desire 
in  our  make.  If  you  are  not  wilHngrly 
supplied,  send  your  order  to  us  with 
retail  price,  (2  for  25c),  stating:  style 
and  size  desired.  Quarter  Sizes. 

Write  for  the  book,  "Better  Col¬ 
lars.”  It  shows  the  styles  and  tells 
why  better  collars. 

Corliss,  Coon  St  Co. 

IT  C  street,  Troy,  N.  Y. 
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was  to  be  held  by  Smith  and  Jones  on  the 
$500  that  was  to  be  charged  to  Brown.  The 
net  result  of  this  operation  is  that  Smith 
gets  a  credit  of  $549.44,  and  Jones  and 
Brown  a  debit  of  $107.14,  and  $442.30  re¬ 
spectively. 

Another  solution  along  the  same  lines 
suggests  that  Smith  and  Brown  should  ap¬ 
propriate  the  $250  charged  to  Jones  at  the 
ratio  of  2  to  1,  and  that  Smith  and  Jones 
take  credit  for  the  $500  charged  to  Brown, 
using  the  same  ratio  of  2  to  1.  Smith’s 
credit  would  be  $500,  and  Jones  charged 
with  $83.33,  and  Brown  $416.67. 

An  excellent  suggestion  received  was 
that  Jones  and  Brown  give  their  notes  to 
the  firm  for  $5,000  and  $10,000  respectively, 
with  interest  at  five  per  cent,  claiming  that 
this  plan  would  do  away  with  all  discussion, 
and  that  by  indorsing  the  notes,  the  com¬ 
pany  could  discount  them  should  there  arise 
the  necessity  for  obtaining  additional  funds. 
This  is  a  good  idea,  and  would  have  been 
accepted  had  not  the  requirements  of  the 
problem  demanded  that  the  settlement  be 
made  along  other  lines. 

The  legal  phase  of  the  problem  is  ably 
discussed  by  several  of  the  contributors, 
and  we  regret  that  the  limited  space  does 
not  admit  of  reproducing  all  of  the  meri¬ 
torious  contributions. 

We  heartily  agree  with  several  opinions 
expressed  that  Smith  should  have  objected 
within  a  reasonable  time  to  the  failure  of 
his  partners  to  pay  in  their  proper  share  of 
the  capital,  and  that  by  his  neglect  to  avail 
himself  of  the  protection  afforded  by  the 
terms  of  the  agreement,  he  gave  his  tacit 
consent  to  the  laches  of  his  partners.  This 
disposes  of  the  arguments  that  Jones  and 
Brown  are  not  entitled  to  share  in  the 
profits  of  the  company  in  accordance  with 
the  partnership  agreement. 

From  an  accounting  point  of  view,  the 
problem  is  capable  of  an  analysis  more 
thorough  than  any  as  yet  received.  We 
hardly  think  it  proper  to  put  the  interest 
through  the  trading  accounts,  but  prefer 
the  opening  of  an  Interest  Adjustment  ac¬ 
count  and  make  the  entries  to  and  from 
that  account  in  preference  to  making  the 
entries  directly  between  the  partners’  ac¬ 
counts. 

An  additional  solution  would  be  to  make 
•  a  journal  entry  ; 


Jones’  Personal  Aceount . $250.00 

Brown’s  Personal  Account .  500.00 

To  Interest  Adjustment  Account . $750.00 

Being  five  per  cent  on  deficiency  in  the  respect¬ 
ive  capital  accounts. 

Interest  Adjustment  Account . $750.00 

To  Smith’s  Personal  Account . $441.18 

To  Jones’  Personal  Account .  176.47 

To  Brown’s  Personal  Account .  132.35 


Being  a  distribution  of  the  interest  on  deficien¬ 
cies  in  the  capital  accounts  of  Jones  and  Brown 
on  the  basis  of  the  proportion  the  actual  contri¬ 
butions  be^r  to  the  whole  amount  of  actual  paid 
in  capital  $85,000.  Ratio:  Smith  10-17,  Jones 
4-17  and  Brown  3-17. 

The  result  of  these  entries  is  that  Smith’s 
personal  account  will  stand  credited  with 
$441.18  and  Jones’  and  Brown’s  personal 
accounts  will  be  debited  with  $73.53  anu 
$367.65,  respectively. 

A  more  equitable  solution,  and  one  which  ^ 
should  satisfy  all  the  partners  is  as  fol¬ 
lows  : 


Jones,  Personal  Account . $250.00 

Brown,  Personal  Account .  500.00 

To  Interest  Adjustment  Account . $750.00 

Interest  Adjustment  Account . $750.00 

To  Smith,  Personal  Account . .$375.00 

To  Jones,  Personal  Account . $250.00 

To  Brown,  Personal  Account .  125.00 


Argument :  Smith  is  entitled  to  one-half 
of  the  Interest  Adjustment  account  in  view 
of  the  partnership  agreement.  Jones  and 
Brown  must  divide  the  balance  of  the  In¬ 
terest  Adjustment  account  on  the  basis  in 
which  they  contributed  to  this  account  or¬ 
iginally,  viz. :  Jones  two  times  as  much 
as  Brown. 

Result :  Smith’s  investment  and  persona* 
account  aggregates  $50,375.  Jones’  net 
credit  is  $19,875,  and  Brown’s  $14,750. 
Jones  pays  $125  for  a  delinquency  of  $5,- 
000  and  Brown  contributes  $250  for  his 
failure  to  meet  $10,000  of  his  subscription. 
The  proportionate  cost  to  Jones  and  Brown 
is  equitable,  which  was  the  purpose  of  the 
Smith,  Jones  &  Brown  competition. 

AWARD. 

In  view  of  the  exceptional  merit  of  the 
contributions  received  we  have  decided  to 
divide  the  prizes  of  $10  between  the  fol¬ 
lowing  four  parties : 

J.  G.  Darling,  Atlanta,  Ga. 

A.  J.  Conen,  Louisville,  Ky. 

L.  U.  Crawford,  Kansas  City,  Mo. 

J.  M.  Brown,  Grove  City,  Pa. 

Mr.  Conen’s  paper  is  published  in  this 
number,  and  we  hope  to  present  the  paper 
of  Mr.  Crawford  at  the  first  opportunity. 

The  contributions  of 

W.  S.  Pangborn,  Brooklyn,,  N.  Y. 

F.  N.  Burr,  Ansonia,  Conn. 

R.  S.  Swett,  Bowling  Green,  O. 

A.  A.  Tillett,  Logansport,  Ind. 
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A  Great  Help  for  Busy  Men 

Used  and  recommended  by  Bankers,  Law¬ 
yers,  Doctors,  Merchants,  Manufacturers, 
Insurance  Men,  Architects,  Engineers,  Con¬ 
tractors,  Educators,  Ministers,  Salesmen, 
etc.,  all  over  the  world. 

No  Other  Device  Answers  Its  Purpose 

MmindeiC-, 

THE  POCKET  CARD  SYSTEM 

A  fresh  card  comes  to  the  front  every  day, 
in  the  elegant  leather  vest-pocket  case 
■which  carries  dates  for  2  or  4  weeks  ahead. 
Extra  cards  for  things  to  be  retained. 

A  Brain  Savar — To-day’s  cards  always 
at  the  front.  No  leaves  to  turn.  Any  card  is 
found  instantly  by  its  tab.  Cards  for  the  year 
make  a  valuable  card-index  for  desk  use. 

Forget  No  More — This  automatic  tick¬ 
ler  helps  you  to  do  things  at  the  right  time. 
Saves  time,  money,  opportunity. 

Prices  Include  cards  for  one  year  from  purchase.  SMALL 

Genuine  Morocco  case,  quartered  oak  tray,  and  cards  •  $3.00 
Cow-seal  leather  case,  chestnut  tray,  and  cards  ■  •  •  2.00 

Express  prepaid  on  Future  years 

receipt  of  price.  10c  Sundays  .35 

exchange_  on  local  ™  Better  than  any 

Calendar 
Pad  fot 

HELPS  YOU 

Plan  your  Work 
Work  your  Plan 
Succeed 

Stop  Forgetting 
Accomplish  More 

You  Need  It 

Two  years’  experience 
has  proved  that  almost  all 
business  men  need  it. 

GET  IT  NOW 

HOWARD  L.WlLSON,Mfr. 

59  Mill  Street,  Rochester,  N.  Y.  Outfits  $1.50  to  $6.00 
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checks.  In  Canada 
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SPEED 

GETS  THERE 


SPEEDY  TYPEWRITERS 
EARN  BIG  SALARIES! 


GET  SPEED! 

AND  THE 


of  40  to  50  per  cent  in  YOUR  speed  have  any  effect 
on  your  salary?  Of  course  it  would.  With  a  speed 
of  120  words  a  minute  you  could  take  your  dictation  on 
the  machine  direct — and  that  would  double  your  capa¬ 
city.  For  such  an  operator  there  are  hundreds  of 

Eositions  at  GOOD  salaries.  Hundreds  of  students 
ave  attained  a  greater  speed  than  this  by  the  Tulloss 
Touch  System,  and  you  can  do  the  same.  PlI  gua¬ 
rantee  to  teach  you  the  system  in  ten  weeks  and  in¬ 
crease  your  speed  40%  if  you’ll  devote  an  hour  a  day 
to  faithful  study.  Free  Booklet  ”  2.50  Words  per  Min¬ 
ute”  explains  my  plan  in  detail.  Write  for  it  to-day. 

Tnlloss  School  of  Touch  Typewriting 

Dept.  L114,  Springfield,  Ohio. 


Would  An  Increase 


6-26 

Office  Workers 


Not  one  office  worker 
in  50  knows  the  right 
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Dixon's  Pencil  Guide 
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possess  exceptional  mer:t  and  we  have 
awarded  these  gentlemen  a  copy  of  “The 
Credit  Man  and  His  Work.” 


Smith,  Jones  &  Brown  Controversy. 

BY  MR.  ALEX.  J.  CONEN,  LOUISVILLE,  KY. 

Have  read  with  interest  the  contribu¬ 
tions  in  your  July  issue  to  the  Smith, 
Jones  &  Brown  controversy,  and  beg 
to  submit  the  following  reply  to  some  of  the 
contentions  made  in  these  contributions : 

The  terms  of  the  partnership  agreement 
as  given  in  your  May  issue,  and  confirmed 
by  Mr.  Smith  in  his  letter  published  in  July 
issue,  after  stating  the  respective  amounts 
of  capital  subscribed  by  the  different  part¬ 
ners,  provide  that  Smith  is  to  receive  one- 
half  of  the  net  profits  of  the  business,  Jones 
and  Brown  each  to  receive  one-quarter  oi 
the  net  profits,  and  interest  at  the  rate  of 
five  per  cent  per  annum  upon  excess  capi¬ 
tal,  if  any.  Mr.  Smith  in  his  present  letter 
further  states  that  this  provision  in  regard 
to  excess  capital  was  inserted,  because  it 
was  anticipated  that  some  of  the  partners 
might  not  contribute  their  full  subscription, 
and  it  was  the  intention  that  interest  should 
be  paid  at  the  rate  of  five  per  cent  per  an¬ 
num  upon  such  portion  of  the  capital  as 
^was  not  forthcoming.  Now  that  the  exact 
conditions  that  were  anticipated  have  arisen, 
and  although  the  clause  respecting  interest 
was  by  Mr.  Smith’s  own  admission  inserted 
to  cover  these  conditions,  it  hardly  seems 
consistent  in  Mr.  Smith  to  plead  “equity” 
when  he  is  endeavoring  to  evade  the  pro¬ 
visions  of  the  contract  upon  a  technicality — 
because  his  attorney  informs  him  the  word¬ 
ing  of  the  partnership  agreement  was  faulty. 
Equity  would  consider  the  intention  and 
not  the  strict  letter  of  the  agreement. 

For  reasons  set  forth  at  length  in  a  pre¬ 
vious  article,  I  contend  that  from,  an  ac¬ 
counting  standpoint  the  settlements  pro¬ 
posed  by  Jones  and  Brown  (which  virtu¬ 
ally  amount  to  the  same  thing  as  far  as  re¬ 
sults  are  concerned)  are  correct.  Mr.  Smith 
claims  that  Jones  and  Brown  have  no  right 
to  participate  in  the  revenue  derived  as  in¬ 
terest  upon  their  deficit  in  capital,  but  he 
certainly  overlooks  the  fact  that  each  of 
them  are  sufferers  by  the  deficiency  in  capi¬ 
tal  as  well  as  he  is.  If  the  profits  of  the 
business  would  have  been  greater  because 
of  the  full  capital  being  paid  in,  he  would 
have  benefited  to  the  extent  of  only  one- 


half  of  the  increased  profit.  Awhile  Jones 
and  Brown  would  each  have  received 
one-quarter  of  this  additional  revenue.  The 
interest  paid  in  by  Jones  and  Brown  vir¬ 
tually  represents  the  earnings  of  $15,000  or 
the  capital,  and  they  are  as  much  entitled 
to  participate  in  these  earnings  as  in  those 
derived  from  any  other  source. 

I  must  dissent  from  the  views  of  Mr. 
Darling  (who  upholds  Mr.  Smith’s  conten¬ 
tion  in  this  matter)  particularly  in  the  face 
of  Mr.  Smith’s  admission  that  the  clause 
of  the  partnership  agreement  relative  to 
excess  interest  was  inserted  in  anticipation 
of  some  of  the  capital  not  being  paid  in. 
Mr.  Darling  contends  that  Mr.  Smith,  be¬ 
ing  the  only  one  who  has  lived  up  to  his 
contract,  can  “almost  dictate  his  terms.”  In 
submitting  this  proposition  to  your  readers, 
it  was  requested  that  solutions  should  state 
“which  partner  is  right  in  his  contention, 
w’th  reasons”  from  which  it  is  to  be  sup¬ 
posed  that  an  adjustment  “right”  from  an 
accounting  view-point  was  desired.  If 
“might  makes  right”  then  Mr.  Darling’s 
view  might  be  upheld,  but  even  this  is 
doubtful.  The  partnership  agreement  dis¬ 
tinctly  stipulates  the  share  of  the  profits 
each  partner  is  to  receive,  and  while  two  of 
the  partners  did  not  pay  in  the  full  amount 
of  capital  subscribed  by  them,  it  is  ques¬ 
tionable  whether  a  court  would  authorize  a 
different  division  of  the  profits  than  that 
provided  in  the  original  agreement,  even 
though  the  agreement  had  not  contained 
the  provision  in  regard  to  interest  upon 
“excess  capital.”  When  Mr.  Smith  had 
paid  in  the  full  amount  of  capital  subscribed 
by  him,  and  the  other  partners  had  failed 
to  pay  their  full  subscription,  then  was  the 
time  for  Mr.  Smith  to  insist  upon  the 
others  paying  in  their  full  quota,  or  annull¬ 
ing  the  partnership.  But  by  allowing  the 
business  to  run  on  and  be  operated  for  a 
year  upon  the  capital  as  paid  in,  Mr.  Smith 
waived  any  rights  he  might  have  had  to 
annul  the  partnership  because  of  the  de¬ 
ficiencies  of  Jones  and  Brown,  and  must 
abide  by  the  provisions  of  the  original 
agreement  relative  to  division  of  the  profits. 

Mr.  Darling  also  assumes  that  the  earn¬ 
ings  would  have  been  increased  by  10  or  15 
per  cent  upon  this  $15,000  capital,  had  it 
been  paid  in.  This  is  questionable,  there 
being  nothing  to  indicate  that  there  was  an 
insufficiency  of  capital  for  the  operation  of 
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that  Daus’  "Tip-Top”  Dupli¬ 
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deposit,  on  10  days’  trial,  if  you  mention  'Fhe  Business 
Man  s  Magazine.  No  mechanism  to  get  out  of  order,  no 
washing,  no  press,  no  printer’s  ink.  The  product  of  23  years’ 
experience  in  Duplicators.  Price  for  complete  apparatus,  cap 
size,  (prints  8^  in.  by  13  in.)  $7.50,  subject  ec  HO 
to  the  trade  discount  of  33 per  cent.,  or  «PO»UU  llCl 


FELIX  A.  C.  DAUS  DUPLICATOR  CO.,  Daus  Building,  Ill  John  Street,  NEW  YORK 


THE 

Mechanical  Accountant 


SAVES  TIME  AND  LABOR 

If  you  or  your  clerks  are  using  a  “blind”  com¬ 
puting  machine,  50%  of  your  time  is  being  lost  in 
proving  and  checking  the  work.  The  Mechanical 
Accountant,  the  visible  results  computing  ma¬ 
chine  is  the  only  computing  machine  that  performs 
self-proving  addition.  The  upper  set  of  dials 
automatically  registers  each  item  as  it  is  used. 

Write  for  free  trial  offer  and  circular  “  D.” 

MECHANICAL  ACCOUNTANT  COMPANY 

12-18  Warren  St.,  Providence,  R.  I. 


BAIRD 


COMBINATION 
TIME  STAMP, 
EMPLOYEE’S  RECORDER 
AND  JOB  TICKET  TIMER 


Baird  Time  Stamp — guaranteed 


SIMPLE 

PORTABLE 

DURABLE 

ACCURATE 

Invaluable  for 
timing  letters,  or¬ 
ders,  telegrams, 
job  tickets,  em¬ 
ployees,  etc. 


BAIRD  TIME  STAMP  $25.00 


Detachable  Guide  for  use  in 
Printing  Employee’s  Time 
Cardsand  Job  Tickets,  extra 


$1.00 


SENT  ON  15  DAYS  TRIAL 


D  AIDn  manufacturinccompany 

Michigan  Street,  Chicago 


YOU  CAN  DOUBLE  YOUR  INCOME  PRINTING  AT  HOME 


Many  are  making  more  out  of  their  evenings  than  their  days.  There’s  a  big 
market  for  small  pieces  of  printing — and  big  money  jn  it  for  the  printer.  No 
experience  required.  We  teach  you  how  to  print  letter-heads,  cost  tickets, 
card  systems,  weeklies,  etc.,  on  the  Model  Press,  then  criticize  your  work 
free.  Letters  like_  the  following  prove  that  men  are  making  big  money, 
without  capital,  printing  at  home  with  a  Model  Press. 

“The  Model  Press  is  the  very  best  investment  ever  made.  I  make  more 
some  weeks  after  supper  with  it.  than  at  my  regular  occupation.” 

OTHNIEL  G.  STACKHOUSE,  Camden,  N.  J. 

Not  a  toy.  The  leader  for  30  years.  Simple,  durable.  Pennsylvania  Railroad 
uses!}.  Your  office  boy  or  clerk  can  do  your  office  printing  with  a  Model  Press. 
“Our  books  show  that  we  have  done  700. 00  worth  of  printing  on  our 
Model  Press,  and  have  paid  out  for  actual  repairs  less  than  $5.00.” 

RRAZ-LETON  &  PUTNEY.  Fairmont.  Neb. 

You  can  do  nothing  better  for  children  than  give  them  a  Model  Press.  They  can  make  money, 
learn  business  and  find  more  pleasure  at  home  than  in  the  street. 

“Three  hours  after  the  arrival  of  the  Model  Press  my  11-year-old  boy  had  printed  500  postal  cards  as 
neatly  as  anyone  could  do  it.  The  press  work  occupied  50  minutes.  O.  A.  HOUGHTON,  Elmira.  N.Y. 

Cost  from  $5.00  up.  Soon  pays  for  itself.  Send  to-day  for  booklet  “How  to  Make  Money  Printing 
at  Home.”  MODEL  PRINTING  PRESS  CO.,  102  N.  10th  St.,  Philadelphia,  Pa. 
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the  business  during  the  year.  Had  this 
capital  been  needed,  the  firm  could  no 
doubt  have  borrowed  it,  and  aside  from  the 
interest,  the  profits  would  have  suffered  no 
diminution  below  what  they  would  have 
been  had  all  the  partners  paid  in  the  amount 
of  their  original  subscription.  By  specify¬ 
ing  a  rate  of  five  per  cent  for  excess  capi¬ 
tal,  it  is  virtually  admitted  that  the  money 
is  worth  no  more  than  this  to  the  firm,  as 
it  would  certainly  be  willing  to  pay  the 
partners  the  same  rate  of  interest  as  it 
would  to  a  bank  or  other  outsider.  If 
therefore  the  firm  can  borrow  from  the 
bank  at  five  per  cent,  and  in  case  it  needs 
the  $15,000  for  transaction  of  its  business, 
it  can  use  the  $750  interest  paid  by  Jones, 
and  Brown  to  the  firm  (not  to  Smith  as 
he  contends)  and  pay  it  to  the  bank  and 
the  firm  will  be  in  exactly  the  same  con¬ 
dition  as  far  as  Smith’s  profit  is  concerned 
as  if  the  other  partners  had  paid  in  their 
full  capital. 

Mr.  Darling  states  that  “The  propositions 
of  Jones  and  Brown  are  manifestly  unfair, 
as  Jones  pays  only  $62.50  for  being  short 
$5,000  and  Brown  $312.50  for  being  short 
$10,000,”  and  Mr.  Brown  in  his  letter  makes 
a  remark  to  similar  effect,  although  this  is 
the  very  settlement  (and  I  contend,  the 
correct  one)  proposed  by  Brown.  This 
statement,  however,  is  not  borne  out  by  the 
facts.  Mr.  Jones  pays  because  of  his  short¬ 
age  $250,  upon  which  he  receives  credit  of 
one-fourth  from  interest  account,  making 
the  net  cost  to  him  of  his  deficiency  $187.50, 
and  because  he  gets  one-fourth  of  the  in¬ 
terest  ($500)  paid  the  firm  by  Brown,  $125, 
this  does  not  affect  the  cost  to  Jones  of 
his  own  deficiency,  because  had  he  (Jones) 
paid  in  his  full  capital,  he  would  have  re¬ 
ceived  this  $125  from  Brown’s  interest  just 
the  same.  Likewise  the  cost  to  Brown  on 
account  of  his  deficiency  is  $500,  less  the 
credit  of  one-fourth  from  interest  account, 
making  net  cost  to  him  of  his  deficiency 
$375,  or  just  double  the  cost  to  Jones,  which 
is  as  it  should  be.  Brown’s  deficiency  being 
just  double  that  of  Jones. 

In  conclusion,  to  further  illustrate  the 
correctness  of  Brown’s  contention  that  the 
interest  for  deficiency  of  capital  should  be 
paid  to  the  firm  and  not  to  Smith,  suppose 
a  corporation  had  been  formed  instead  of 
a  partnership — then  the  opening  entries 
would  have  been  as  follows: 


Subscription  . $100,000.00 

To  Capital  Stock . $100,000.00 

0 

Sundries  to  Subscription . $100,000.00 

Smith  . $50,000.00 

Jones  .  25,000.00 

Brown  .  25,000.00 

Cash  . $85,000.00 

To  Smith  . $50,000.00 

To  Jones .  20,000.00 

To  Brown .  15,000.00 

Posting  these  entries,  the  ledger  would 
show  a  debit  balance  against  Jones  of  $5,- 
000  and  against  Brown  of  $10,000,  they  ow¬ 
ing  the  company  these  amounts,  and  ^f  any 
interest  is  to  be  paid  upon  this  indebted¬ 
ness,  it  would  be  paid  to  the  company  and 
not  to  any  of  the  individual  stockholders, 
which  latter  is  virtually  what  Smith’s  con¬ 
tention  amounts  to. 

Voucher  Competition. 

PRIZE  AWARD. 

EVIEWING  the  articles  in  the  Vouch¬ 
er  Competition,  we  have  found  it  im¬ 
possible  to  award  the  prize  to  any 
one  of  the  several  contestants,  but  have 
selected  the  article  by  Mr.  G.  Henderson, 
published  in  our  August  number,  and  the 
one  by  Mr.  W.  M.  Texter,  published  in 
this  issue,  as  the  two  best  solutions  sub¬ 
mitted  and  have  divided  the  prize  of  $10 
equally  between  these  two  gentlemen. 

The  reasons  influencing  our  award  to 
Mr.  Henderson  are  that  by  carrying  for¬ 
ward  unpaid  balances  in  the  monthly  col¬ 
umn,  he  is  able  to  show  at  all  times  the 
exact  amount  of  unpaid  vouchers  due  in 
any  particular  month.  The  page  numbers 
referring  to  the  original  entry  make  it  pos¬ 
sible  to  quickly  ascertain  the  names  of  the 
parties  to  whom  the  vouchers  are  payable. 

However,  if  the  management  calls  for  this 
information  it  will  be  necessary  for  them  • 
to  refer  to  the  voucher  record  itself  which 
may  involve  reference  to  several  widely 
separated  pages  in  order  to  find  the  original 
entries  of  vouchers  payable  in  a  certain 
month. 

The  chief  reason  influencing  us  in  favor 
of  Mr.  Texter  is,  that  with  his  method  of 
filing,  ■  he  is  enabled  to  place  before  the 
management  at  stated  intervals,  all  vouch¬ 
ers  requiring  attention,  without  subjecting 
them  to  the  trouble  of  referring  to  the 
records  of  vouchers  which  have  been  set 
forward  for  payment  at  a  later  date.  By 
keeping  unpaid  vouchers,  for  the  payment 
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NERVOUS  DISORDERS 


The  nerves  need  a  constant  supply  of 
phosphates  to  keep  them  steady  and 
strong.  A  deficiency  of  the  phosphate's 
causes  a  lowering  of  nervous  tone,  indi¬ 
cated  by  exhaustion,  restlessness,  head¬ 
ache  or  insomnia. 


Handy— Quick— Neat 

Price  Lists— Name  Lists — Telephone 
Lists — Paint  or  Cloth  Samples 

Any  Old  List 

Always  where  you  want  it,  when  you  want  it. 
j  Easily  changed  or  corrected.  Made  of  steel 
I  jr  aluminum.  Black  or  oxydized  copper  finish. 


$1.50  to  $7.00 

According  to  Capacity 


Order  from  your  dealer  or  from 

MAIL  ORDER  MANUFACTURING  CO. 

90  Illinois  St..  CHICAGO 


Horsford’s 
Acid  Phosphate 

(IVon- Alcoholic.) 

furnishes  the  phosphates  in  a  pure  and 
abundant  form.  It  supplies  the  nerve  | 
cells  with  health-giving  life  force,  repairs 
waste,  restores  the  strength  and  induces 
restful  sleep  Avithout  the  use  of  danger¬ 
ous  drugs.  An  Ideal  Tonic  in  Nervous 
Diseases. 

If  your  druggist  can’t  supply  you  we  will  send  a 
trial  size  bottle,  prepaid,  on  receipt  of  25  cents. 

Rumford  Chemical  Works,  Providence,  R.  I.  I 


BOOK-BINDERS 

DO  YOUR  OWN  BINDING 
WE  FURNISH  YOU  OUR 

LOOSE  LEAF  METALS 

Our  goods  are  patented.  We  sell  Loose  Leaf 
Metals  direct  to  the  binding  trade  only.  . 

We  carry  a  complete  line  of  stock  Loose  Leaf 
Metals  for  immediate  shipment. 

Special  Loose  Leaf  Metals 

made  and  shipped  in  24  hours.  You  can  compete 
with  any  Loose  Leaf  manufacturer  in  the  world 
with  price  and  quality.  Have  your  own  monoply 
in  the  Loose  Leaf  business. 

UUl'NU  HACK  LEDGER  METALS. 

FLAT  BACK  LEDGER  METALS. 

“C”  CLAMP  TRANSFER  METALS. 

LOOSE  SHEET  ORDER  SPRINGS. 

ORDER  BLANK  METALS. 

“II.  G.”  RING  BOOK  METALS. 

PRICE  ROOK  METALS. 

NEWS  PAPER  FILES,  ETC.,  ETC. 


CATALOGUE  No.  3“ MAILED  FREE 


W.  J.  SCHULTZ,  Dept.  B,  Cincinnati,  0. 


PERMANENT  PENCIL 
WRITING  POSSIBLE 

WITH  THE 

VENUS 

INDELIBLE  COPYING 
No.  165 

PENCIL 

Its  lead  is  stronger.  Writes 
smoother  and  wears  longer 
than  any  other  ever  made. 

Makes  a  better  press  copy 
than  ink. 

At  Dealers  or  65  Cents 
Per  Dozen,  Postpaid 

Assorted  samples  {me lading  Venus) 
sent  postpaid  for  10c.,  25c.,  50c. 


AMERICAN  LEAD  PENCIL  CO., 

61  E.  Washington  Square,  NEW  YORK 

21  Farringdon  Ave.,  London,  E.  C. 
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of  which  a  definite  date  has  not  been  set, 
in  the  file  with  current  vouchers,  Mr.  Tex- 
ter’s  method  assures  that  these  voucher.. 
will  at  least  be  brought  to  the  attenf’on 
of  the  management  on  the  regular  payment 
days.  In  presenting  the  vouchers  requir¬ 
ing  attention  on  a  certain  date,  it  is  the 
work  of  but  a  moment  to  sort  these  by 
months  so  that  the  management  can  quickly 
ascertain  just  what  vouchers  have  been 
brought  forward  from  a  given  month. 
While  'the  vouchers  themselves  are  pre¬ 
sented  to  the  management  at  the  propei 
time,  Mr.  Texter  fails  to  show  the  total 
amount  of  each  month’s  past  due  vouchers 
which  is  the  only  apparent  defect  in  his 
system. 

We  consider  that  the  ideal  solution  of 
the  problem  is  to  be  found  by  combining 
the  ideas  of  Mr.  Henderson  and  Mr.  Tex¬ 
ter.  We  would  recommend  combining  with 
the  voucher  register  the  distribution  of  un¬ 
paid  vouchers  as  shown  by  the  form  pre¬ 
sented  by  Mr.  Henderson,  We  would  theii 
file  unpaid  vouchers  as  suggested  by  Mr. 
Texter,  and  in  presenting  them  to  the  man¬ 
agement  we  would  arrange  them  according 
to  the  months  in  which  they  were  due. 
Then  by  referring  to  the  distribution  record, 
we  could  tell  at  a  glance  the  amount  of 
January  unpaid  vouchers  and  from  the 
vouchers  themselves  could  be  gained  full 
information  about  each  individual  account. 
If  a  voucher  were  payable  in  January  and 
the  management  decided  to  pay  it  in  March, 
wie  fivould  transfer  the  amount  to  the  March 
column  and  no  longer  treat  it  as  a  January 
voucher.  We  could  then  balance  the  unpaid 
January  vouchers  column  with  the  amounts 
of  the  vouchers  themselves  which  we  find 
in  our  voucher  file.  This  method  would 
exhibit  all  of  the  required  statistics  and  the 
filing  system  would  insure  attention  to  the 
vouchers  at  the  proper  time.  -• 


Standard  Competitions  for  August. 

We  are  desirous  of  obtaining  a  corhpre- 
hensive  article  on  “Accounting  Methods 
and  Systems  in  Connection  With  the  Pack¬ 
ing  Industry,”  covering  records  of  plants 
and  equipment,  the  purchasing  of  cattle, 
slaughter  house,  refrigerator  appliances, 
distribution  to  customers  and  other  item^ 
of  interest. 

Articles  submitted  must  be  illustrated  by 
examples  of  forms  used.  These  forms  need 


not  be  elaborately  drawn  as  they  will  be 
re-drawn  in  our  standard  size  and  style  by 
our  special  artist. 

Articles  submitted  may  be  accompanied 
by  photograph  and  biographical  sketch  of 
the  author,  together  with  photographs  in 
connection  with  the  plant  that  will  convey 
to  the  readers  of  The  Business  Man’s 
Magazine  a  fair  idea  of  its  magnitude  and 
general  plan. 

For  the  best  article  submitted  we  offer 
a  prize  of 

FIFTY  DOLLARS. 

This  prize  will  be  awarded  on  the  basis 
of  the  accounting  merit  of  the  article  sub¬ 
mitted. 

All  articles  sent  in  will  become  the  prop¬ 
erty  of  The  Book-Keeper  Publishing  Co., 
Ltd.,  to  be  used  for  publication,  if  desired, 
in  which  case  additional  prizes  ,will  be 
awarded  the  authors  of  acceptable  papers. 

In  addition  to  the  above,  we  will  give 
two  prizes  of  $10  and  $5,  respectively,  for 
the  two  best  articles  descriptive  of  good 
book-keeping  and  cost  systems  for  the  fol¬ 
lowing  lines  of  business : 

Aerated  Water  manufacturing. 

Artificial  Stone  manufacturing. 

Automobile  manufacturing. 

Biscuit  or  Cracker  manufacturing. 

Boot  and  Shoe  manufacturing. 

Bridge  builders. 

Broom  manufacturing. 

Bronze  Powder  manufacturing. 

Carriage  and  Wagon  manufacturing. 

Carpet  manufacturing. 

Chemical  Works, 

Cold  Storage  business. 

Cordage  manufacturing. 

Distillery. 

Electric  Motor  manufacturing. 

Electrotype  Eoundry. 

Eish  and  Oyster  (wholesale  and  retail). 

Elour  Mill. 

Furniture  (retail). 

Export  Agency  Business. 

Harness  and  Saddles  manufacturing. 

Hay  and  Grain  (wholesale  and  retail). 

Hats  and  Caps  manufacturing. 

Ink  and  Mucilage  manufacturing. 

Incandescent  Lamp  manufacturing. 

Jewelry  manufacturing. 

Life  Insurance. 

Leather  manufacturing. 

Lime  manufacturing.  ; 
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THE  CALCUMETER 


THE  STANDARD 
DESK  ADDING  MACHINE 


The  use  of  this  machine  for  provinij  your  mental  addition  will  not 
only  save  all  errors  and  brain  labor  but  will  make  your  service  as  a  wa^e 
earner  doubly  valuable.  It  is  the  only  durable  adding  machine  that  can  be 
in  direct  connection  with  and  as  a  guide  upon  the  figures  to  be  added.  Thousands 
in  use.  Speed  quickly  acquired.  Guaranteed  for^^  years.  Costs  from  $10.00  to  $30.00 
according  to  capacity.  Small  monthly  payments  accer)ted.  Sent  on  trial  to  responsible 
persons.  English  Model— automatically  adds  pence  into  shillings  into  pounds — £.  5. 

SEND  FOR  CATALOGUE  NO.  3 


HERBERT  NORTH  MORSE,  30  Green  Bldg.,  TRENTON,  N.  J. 


N^=  S  M  UT^ 

CARBON  PAPER 

MADE  OF  GELATINIZED  INK 
IS  ALL  THE  NAME  IMPLIES 


Non-Smut  supplies 
are  Trade-Getters  and 
Trade-Keepers. 

Exclusive  territory 
given  experienced 
salesmen  with  estab¬ 
lished  trade. 


N0N=SMUT  CARBON  MTO.  CO. 

900  Granite  Building 

ROCHESTER,  N.  Y.,  U.  S.  A. 


SOLIDHED  THUMB  TACKS 

A  Hammerless  Tack 

Can  be  pushed  in  by  the  thumb  and  may 
be  easily  removed  with  the  fingers 

U  sed  for  fastening  pictures, drapery, etc. 

Celluloid  Assorted  Colors 20  cts.doz. 
Brass  -  -  lOcts.doz. 

Screen  Numbers  -  per  100 

Send  for  catalogue 

HAWKES-JACKSON  COMPANY 

MAKERS 

82  Duane  Street  New  York 
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Wake  Up,  Old  Man,  Wake  Up 


Be  a  Book-keeper—Be  a  FIRST-CLASS 
Book-keeper 

You  Will  Never  Fall  Asleep  Over  Your  Work 


or  be  troubled  over  long-  columns  of  figures,  if  you  will  purchase  and  master 
the  contents  of  “Goodwin’s  Improved  Hook-keeping  iind  Husiness  illunuiil,” 
This  book  is  not  a  luxury  but  a  necessity — particularly  to  the  progressive. 
It  leads  directly  to  money-muking  and  money-saving.  You  can  learn  from  it 
within  six  week’s  home  study  how  to  open,  keep,  and  close  ANY  set  of  double 
entry  books,  in  the  most  modern,  ‘  up-to-date”  manner;  change  from  single 
to  double  entry;  locate  errors  in  trial  balances;  prove  postings;  improve  sys¬ 
tems;  audit  accounts;  average  accounts;  compute  interest;  teach  book-keep¬ 
ing;  earn  money  as  an  expert;  save  one-third  labor;  make  ‘‘balance  sheets;” 
render  comparative  statements;  keep  books  for  or  manage  a  Slock  Oompany 
V./-.XTTTV  J  . ot  M HU ufHct u v I u g  Conccr u,  aud  m otc— M HCII  m orc.  Price  (postpaid),  $3.00. 

MONri.Y  KIiFUNDED,  “and  no  questions  asked,”  if  you  cannot  learn  ALL  within  six  weeks  or  if  you  do  not 
consider  the  book  worth  ten  times  wliat  you  pay  for  it  1  Could  you  ask  for  anything  fairer?  Send  for  descriptive 
pamphlet,  or  for  THE  BOOK.  j  3  s.  v 


J.  H.  GOODWIN.  Room  375,  1215  BROADWAY,  NEW  YORK 
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Linoleum  manufacturing. 

Mail-Order  Business. 

Neckwear  manufacturing. 

Nursery  (florists). 

Paper  manufacturing. 

Paper  Box  manufacturing. 

Patent  Medicine  manufacturing. 

Photo  Supplies  manufacturing. 

Piano  and  Organ  manufacturing. 
Pottery  manufacturing. 

Produce  (wholesale). 

Silk  manufacturing. 

Soap  manufacturing. 

Surgical  Instruments  manufacturing. 
Valves  and  Hydrants  manufacturing. 
Wall  Paper  (wholesale  and  retail). 
Whips  manufacturing. 

Woolen  Mills. 


Authorized  Capital  vs.  Actual  Capital. 

Special  Competition  Suggested  by 
Mr.  J.  F.  Ruark. 

UCH  has  been  written  of  late  upon 
the  subject  of  Capital  Stock  account, 
with  no  seeming  definite  result,  and 
I  would  be  pleased  to  read  the  expressions 
of  other  brethren  of  the  accounting  fra¬ 
ternity  regarding  how  they  think  this  ac¬ 
count  should  be  handled  in  respect  to  the 
authorized  capital  stock  and  the  amount  of 
stock  actually  sold  and  paid  for. 

If  your  cash  account  shows  a  balance  of 
$1,000,  and,  upon  counting  the  moneys  in 
hand,  you  only  find  $500,  you  will  investi¬ 
gate  the  discrepancy  and  ascertain  the  rea¬ 
son  therefor.  But  if  capital  stock  account 
shows  a  credit  of  $100,000,  the  amount  of 
authorized  stock,  and  only  $25,000  or  $50,000 
of  the  stock  has  been  subscribed  and  paid 
for,  with  the  probability  that  the  remainder 
will  never  be  disposed  of,  or  at  least  never 
sell  at  par  value,  you  simply  pass  over  the 
transaction  as  being  perfectly  equitable. 

In  some  businesses,  such  as  mining  com¬ 
panies,  where  the  marketing  of  the  com¬ 
pany’s  stock  is  the  most  important  part  of 
the  company’s  business,  as  happens  in  many 
instances  where  the  stock  is  watered,  such 
manipulation  of  capital  stock  account  may 
be.  permissible.  But  because  capital  stock 
account  happens  to  be  a  liability  which  is 
really  not  a  liability,  it  is  no  reason  that 
this  account  should  bear  a  credit  which  is 
not  bona  fide.  To  illustrate:  If  John  Jones 
pays  you  $100  you  will  not  credit  him  with 


$500  simply  because  you  hope  at  some  time 
to  receive  a  further  payment  from  friend 
Jones  of  $400.  You  might  credit  him  with 
$500  if  you  received  along  with  the  $100 
cash,  his  promissory  note  or  other  collateral 
for  $400.  Just  so  with  capital  stock:  A 
corporation  is  authorized  to  issue  $100,000 
stock.  It  sells  $25,000  of  this  stock,  and 
carries  an  asset  called  treasury  stock  for 
$75,000,  in  order  to  inflate  capital  stock 
account  to  the  amount  of  authorization.  On 
the  balance  sheet  no  further  explanation  is 
made — simply  treasury  stock  $75,000;  and 
it  continues  to  make  statements  after  this 
manner  for  a  number  of  years. 

Does  the  corporation  pay  tax  on  its 
authorized  capital  or  on  its  actual  paid-in 
capital?  The  public  sees  the  statement  of 
the  corporation  and  thinks  because  its 
capitalization  is  large,  its  actual  resources 
are  correspondingly  large.  Is  this  a  fair 
way  of  presenting  statistics  to  the  public, 
or  to  those  interested,  especially  in  cases 
where  the  igitorant  public  are  probable  pur¬ 
chasers  of  small  or  large  lots  of  its  stock? 

Do  the  statements  made  public  by  the 
average  bank  give  clear,  lucid  exhibits  of 
their  condition?  The  modern  bank  state¬ 
ments,  which  the  law  requires  they  shall 
publish  at  certain  intervals,  make  three  or 
four  words  cover  a  sum  something  like 
from  $1,000,000  to  $10,000,000.  The  word 
“reserves”  covers  another  enormous  sum. 
“Buildings  and  property”  aids  the  asset  side 
materially.  “Due  from  banks  and  so  forth”  , 
together  with  “Discounts  and  loans”  drop 
gently  on  the  ear,  and  the  investor  goes  to 
his  nightly  repose  with  untroubled  mind. 
We  have  long  since  noted  that  advertising 
space  is  too  high  priced  for  the  banks  to 
include  satisfactory  explanations  opposite 
each  item !  Each  person  interested  in  the 
affairs  of  the  bank  must  needs  wend  his 
way  to  the  banking  house  and  examine  the 
records  for  himself!  v.; 

My  idea  as  to  handling  the  item  of  cap¬ 
ital  stock  account  is  as  indicated: 

Cr.  Capital  Stock  account. $100,000 

Less  stock  unsold....  50,000  $50,000,. 

($50,000  represents  the  amount  of  stock 
which  has  actually  been  sold  and  paid  for; 
the  stock  on  hand,  and  unsold,  does  not 
enter  into  our  accounts  in  any  way.) 

If  some  of  the  stock  had  been  sold  at  a 
discount,  it  would  not  be  fair  to  charge 
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DESKS 


Our  New  ‘‘400”  Series 


No.  400  (Hke  cut)  has  deep  drawers  arranged 
with  VERTICAL  FILINC,  EQUIPMENT. 
writing  ted  not  broken  by  typewriter,  which 
disappears  in  a  dust-proofcompartment.  GUNN 
DESKS  are  made  in  250  different  patterns,  in  all 
woods  and  finishes,  fitted  with  our  time  saving 
DROP-FRONT  pigeon  hole  box.  If  you  desire 

an  up-to-date  desk  ot  any  description  and  best 
possible  value  for  your  money  get  a  Gunn.  Our 
roforenc»-‘‘Tha  Uaor-Tho  Man  with  tha  Gunn. 

Soldby  all  leading  dealers  or  shipped  direct  from  the 
Send  for  catalog  of  desk  and  booklet  in  colors  of  Gunn  Sectional  Sys- 
tem— mailed  free.  Awarded  Gold  Medal,  IVorld's  Fair,  St.  Louis. 

GUNN  FURNITURE  COMPANY,  Grand  Rapids,  MIcIb. 


Makers  of 
Gunn  Sec¬ 
tional  Book 
Cases. 


BALANCED 
GRAVITY 

FOUMTAIM  PENS 

ACCOMPLISH  THAT  PERFECTION 
SO  MUCH  DESIRED  BY  ALL 
USERS  OF  PENS 


I^GRizE  M  Company 

PATENTEES  X  MANUFACTURERS 

PHILADELPHIA,- PA. 


THE  BUILDING  OWNED  AND  OCCUPIED 
BY  THE  BANK 


ESTABLISH  ED 
I  868 


C.  During  the  past  nine  months  our  deposits 
have  increased  over  four  and  a  half  million 
dollars,  evidencing  the  confidence  of  the 
people  in  this  large,  safe  bank. 

O.  Send  to-day  for  our  free  booklet  K,  ex¬ 
plaining  how  you  can  open  an  account  with 
ONE  DOLLAR  or  more  safely  and  con¬ 
veniently  by  mall. 

ASSETS  OVER 

FORTY  MILLION  DOLLARS 


Th^CITIZENS 

SAVINGS  &  TRUST  CO. 


CLEVELAND,  OHIO 


WMf  MEN'S  ^  ^ 

rleKQ  Qarlers 

perfectly,  hug:  the  limb  comfortably  without 
bundling:,  never  let  go  of  the  hose,  never  tear  them, 
last  longest,  look  neatest— -are  best  garters. 

Sold  by  all  dealers.  Insist  on  Flexo,  and  if  the  dealer 
hasn’t  them,  send  us  his  name  and  25c.  and  we  will  see 
that  you  are  supplied.  Flexo  Garters  in  fine  heavy 
ribbed  silk  elastic— Price,  50c. 

A.  STEIN  &  CO.f  J14  Franklin  Square,  Chicago. 


BY 


MAIL 


lr/@) 
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this  amount  of  discount  to  current  revenue 
account,  so  I  would  record  that  part  of  the 
transaction  in  this  manner: 

Dr.  Discount  on  stock  sold,  $10,000. 

This  item  represents  the  amount  deducted 

from  the  par  value  of  .  shares  of 

stock  sold,  and  a  portion  of  this  item  will  be 
written  off  each  year  as  the  Board  of  Di¬ 
rectors  see  fit  until  entirely  stricken  from 
our  books. 

Where  the  subscription  to  the  stock  is 
payable  subject  to  call,  the  manner  in  which 
the  balance  sheet  should  be  made  up  would 
be  along  the  following  lines : 


Capital  stock  . $200,000.00 

Less  3,000  shares  treasury  stock .  30,000.00 


Subscribed  capital  . $170,000.00 

Less  capital  in  arrears . $  500.00 

Less  unpaid  subscriptions...  2,875.00 

-  3,375.00 

Liability  to  stockholders . $166,625.00 

The  item  of  $500,  capital  in  arrears,  rep¬ 
resents  the  amount  due  from  subscribers 
on  calls  made  prior  to  the  correct  one. 

*  *  * 

First  prize,  $6.00,  will  be  paid  to  the 
author  of  the  best  paper  on  this  subject. 

Second  prize  of  $4.00  is  offered  to  the 
second  best  paper  received. 


A  Question  of  Receipts 

By  a.  E.  EDGAR 


By  an  examination  of  the  form  inclosed, 
you  will  find  that  it  is  a  combination 
blank  check  and  bill.  The  consum¬ 
ers,  John  Doe  &  Co.,  receive  the  bill  made 
out  by  the  Union  Electri:  Light  and  Power 
Co.  in  the  same  manner  as  in  present  use. 
They  fill  in  the  check  portion  and  return  it 
in  payment  of  the  account.  The  Electric 
Co.  then  stamp  it  paid  (if  they  wish)  as 
before  and  detach  the  stub.  On  the  back  of 
the  “check  bill”  there  should  be  printed 
something  to  this  effect:  “Received  the 
amount  on  the  reverse  side  of  this  sheet  in 
full  settlement  of  the  account  also  noted 

there .  Sec’y-”  This,  when 

properly  signed,  receipts  the  bill  and  in¬ 


dorses  the  check.  It  is  then  deposited,  and 
in  the  course  of  time  is  returned  to  the 
drawer  of  the  check,  by  the  bank,  with 
his  other  vouchers  and  checks.  In  this  way 
the  matter  might  be  much  simplified. 

.  A.  This  blank  to  contain  instructions 
for  filling  out  form,  similar  to  the  follow¬ 
ing:  “Consumers  who  wish  to  pay  their 
monthly  accounts  by  check  will  confer  a 
favor  on  the  company  by  doing  so  on  this 
form.  By  filling  in  the  name  of  bank, 
amount  to  be  paid,  and  signing  same,  a 
check  is  made  payable  to  our  order.  This 
we  will  receipt  on  the  back,  and  when  paid 
by  the  bank,  will  be  returned  at  end  of 
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Typewriter  Oil- 


Ask  a  typewriter  girl — ask  any  typewriter  girl— ask  your  typewriter  girl, 
what  is  the  best  oil  for  her  machine.  If  she  has  ever  tried  “3-in-One”  she  is 
using  it  or  wants  to.  If  she  hasn’t  tried  “3-in-One”  have  her  do  it — today 

“3-IN-ONE”  LUBRICATES 

the  gum  and  grease.  Cleans  the  type  faces, avoidingtheuseof  benzine.  Prevents 
rust  on  every  metal  part.  The  machine  will  work  more  easily^  more  smoothly 
and  last  longer.  And  the  stenographer  can  turnout  more  work  and  better  work. 

Write  at  once  for  a  sample  bottle  and  try  this  typewriter  preserver 
at  our  expense.  Our  new  24-page  “3-in-One”  Oil  Book  is 
most  interesting.  It’s  free  too. 


G.  W.  COLE  CO.,^  1 33  Washington  Life  Building,  New  York  City 


REMUNERATIVE  EMPLOYMENT 

DESIRED 

AWARD  TO  AGENT  FOR  PKOCl  UING  IIONORARLE  POSITION 

Commision  to  be  paid  only  as  salary  is  received.  Ob¬ 
ligation  to  cease  07ie  year  from  date  of  first  sup- 
Posably  permanent  position. 

O.  In  consideration  of  a  salary  amounting  to$l, 300 
per  annum.  10%  of  first  year’s  salaryj  of  bona- 
fide  permanent  position,  (that  is  to  say;  indefinite 
period  after  good  written  testimony'of  satisfaction 
with  first  year’s  work.) 

C.  In  consideration  of  a  salary  of  less  than  $1,300 
per  annum;  5%  of  first  $800  and  10%  of  the  amount 
in  excess  of  $800. 

CE.  5%  only  of  amount  received  for  temporary 
work;  Employer  to  pay  fare  both  ways. 

G.  Ti  me  of  employment  not  to  exceed  seven  hours  I 
a  day  Mondays  to  Fridays  or  half  that  Saturdays; 
(say  9  till  12:30—1:30  till  5  and  9  till  12:30.)  This  time 
not  to  includes  Sundays,  holidays  nor  thirteen 
business  days  vacation  during  the  year, 

O.  Eighteen  years’  experience  as  entry-clerk, 
shipping-clerk,  book-keeper,  cashier  and  statis¬ 
tician.  Willing  to  go  to  or  near  any  large  city  of 
the  United  States,  for  work  that  I  can  conscient¬ 
iously  believe  beneficial,  not  deleterious  to  my 
fellqvv-creatures  and  for  which  I  can  believe  my  cap¬ 
abilities  adapted.  Preferably  for  an  organization 
engaged  in  humanitarian  efforts  toward  the  uplift¬ 
ing  of  the  people  and  if  called  from  New  York 
would  prefer  a  milder  climate. 
d  No  canvassing  to  sell  goods,  but  not  averse  to 
employment  differing  in  nature  from  above. 

O.  Native  born  of  New  England  parentage. 
Thirty-eight  years  of  age.  Unmarried.  Have 
absolutely  no  vices. 

G,  Copies  of  letters  of  recommendation  received 
covering  that  period,  will  be  furnished  if  desired, 
which  may  be  verified  when  business  negotiation 
reaches  the  stage  where  it  is  needful.  They  test¬ 
ify  in  regard  to  faithfulness,  accuracy,  ability,  in¬ 
tegrity  and  gentlemanly  habits. -W.  S.  B.,  Book- 
Keeper  Building,  Detroit,  Michigan,  U.  S.  A. 


Your  Health  Depends 


Upon  the  purity  of  your  drinking  water.  No 
chance  for  contamination  with  the  USEEIT  Water 
Cooler,  even  if  impure  ice  is  used. 

Note  advantages. 

Direct  connection  from 
bottle  to  faucet  by  coil  of 
pure  block  tin. 

Note — This  Cooler  is  cov¬ 
ered  by  broad  basic  patents 
and  we  will  prosecute  vigor¬ 
ously  all  infringements. 

30  DAYS’  FREE  TRIAL. 

We  will  send  one  complete 
NOi  4  Cooler  with  2  gallon 
bottle  to  any 
business  man 
and  after  30 
days’  trial  re¬ 
turn  to  us  if 
not  perfectly 
satisfied,  or 
keep  the 
Cooler  and 
remit  us  $6. 

This  liberal 
offer  shows 
our  c  0  n  f  i  - 
dence  in  the  Cooler. 

We  also  make  a  $12.00  Cooler  for  5  gallon  bottle. 
Catalogue  Free. 


THE  CONSUMERS  COMPANY 

3506  Butler  St.,  CHICAGO 

RESPONSIBLE  AGENTS  WANTED 


One  for  Black  Ink 


The  New  Bottom  Reyal  Pair 

Your  attention  is  respectfully  called  to  the  NEW  ROYAL 
as  shown  herewith.  It  has  all  the  latest  improvements, 
including  the  tight-fitting  collars.  The  bottom  part  of 
reservoir  is  three  times  the  weight  ofthe  top  part  of  the  ink- 
stand,  making  it  next  to  impossible  for  the  inkstand  to 
upset. 

INKSTAND  TROUBLES 

It  is  well  known  that  in  ordinary  inkwells  the  loss  by 
evaporation  is  very  great.  It  is  also  known  that  evapora¬ 
tion  causes  inks  to  thicken  and  become  full  of  sediment. 
Such  inks  will  rapidly  incrust  a  pen  and  end  its  useful¬ 
ness.  It  was  to  avoid  these  troubles  that  the  Royal  Ink- 
stand  was  designed.  Requires  refilling  and  recleaning 
only  twice  a  year.  The  Triple  Bottom  Royal  Pair  con¬ 
sists  of  one  inkwell  for  black  ink  and  one  for  red,  size  3 
Inches  in  diameter  sent  to  any  address  for  $1.00;  single 
inkstand  60  cents  prepaid.  Two-cent  stamps  preferred. 


One  for  Red  Ink 


C.  H.  NUMAN,  Sole  Manufacturer,  -  104  Fulton  Street,  New  York 


E.  H.  BEACH,  Editor. 


The  Practice  of  Public  Accounting. 

OME  of  the  public  accountants  prac¬ 
ticing  in  this  country  have  succeeded 
in  obtaining  legislative  authority  for 
the  exclusive  use  of  the  title  of  “Certified 
Public  Accountant.”  Some  certified  public 
accountants  appear  now  to  be  under  the 
impression  it  would  be  beneficial  to  the  com¬ 
mercial  community  of  the  United  States 
that  a  monopoly  of  the  business  of  account- - 
ing  should  be  conferred  upon  them,  and 
that  none  but  certified  public  accountants 
should  be  permitted  to  serve  business  men 
in  the  examination  of  books  of  account, 
preparing  statements  of  business  conditions, 
or  recommending  improvements  in  the  way 
of  increasing  the  efficiency  of  office  account¬ 
ing  methods. 

The  general  argument  used  in  support  of 
this  proposition  is  that  no  one  is  allowed 
to  practice  the  profession  of  a  veterinary 
surgeon,  or  the  trade  of  a  horseshoer, 
without  having  first  received  a  license  from 
the  state  to  do  so,  and  that  similar  restric¬ 
tions  should  be  enforced  in  connection  with 
the  profession  of  accounting. 

In  Great  Britain,  the  Institute  of  Char¬ 
tered  Accountants  has  been  fighting  for 
similar  privileges,  but  always  to  suffer  in¬ 
glorious  defeat  whenever  the  battle  has 
been  fairly  jouied.  As  an  example,  we  may 
quote  the  case  of  the  “Central  Association 
of  Accountants,  Ltd.,”  recently  organized 
in  London,  England.  The  Institute  of 
Chartered  Accountants  in  England  and 
Wales  applied  to  the  court  for  an  injunc¬ 
tion  for  the  purnose  of  restraining  the  de¬ 
fendants  from  using  the  name  “Central 
Association  Accountants,  Ltd.,”  alleging 
that  this  title  was  calculated  to  deceive  per¬ 
sons  outside  of  the  profession  into  believ¬ 
ing  that  the  said  association  was  “the  lead¬ 
ing  association  of  accountants.”  In  refus¬ 
ing  the  injunction,  the  judge  said  that  it 
was  impossible  for  the  plaintiffs  to  contend 


that  they  had  acquired  any  monopoly  in 
the  name  “accountants,”  or  in  the  power  of 
granting  certificates.  They  could  not  elim¬ 
inate  rivals  from  the  field  and  those  rivals 
were  entitled  to  associate  themselves  with 
the  name  of  the  profession. 

We  think  this  judgment  is  remarkable 
for  its  good  sense  and  equity. 

Shyster  Employment  Agencies. 

HE  Chicago  Trihime,  in  a  recent  num¬ 
ber,  gave  considerable  information 
as  to  the  operation  of  fraudulent  em¬ 
ployment  agencies. 

First  of  all  are  the  advertisements  con¬ 
taining  exaggerated  promises  of  positions 
and  pay  to  the  unsophisticated  seeker  for 
employment.  These  fictitious  advertise¬ 
ments  are  in  one  way  or  another  inserted 
among  legitimate  “want”  ads,  and  the 
Tribune  relates  the  exertions  made  by  its 
advertising  manager  to  prevent  the  inser¬ 
tion  of  these  advertisements  in  this  way. 

Whenever  an  advertisement  is  received 
containing  particularly  seductive  wording, 
or  an  offer  of  apparently  extravagant  salary, 
it  is  thrown  out,  but  it  is,  of  course,  impos¬ 
sible  to  detect  those  ads  where  addresses 
are  given  which  are  listed  in  the  city  direc¬ 
tory  under  other  business  headings. 

Some  of  the  practices  of  the  employment 
agencies  of  the  shark  type  are  suggested 
in  the  experience  of  a  young  stenographer 
applying  for  a  place  under  a  blind  advertise¬ 
ment.  “She  paid  the  $2  fee  for  the  position 
of  stenographer  and  typewriter  in  an  office. 
The  office  was  there.  The  employer  was 
there  in  legitimate  business.  But  when  she 
had  worked  a  week  for  her  employer,  she 
was  paid  $6,  and  her  manifest  surprise  at 
being  dismissed  surprised  the  business  man. 
The  result  was  the  showing  that  the  man 
had  only  the  week’s  work  for  the  employe — 
a  fact  which  the  agency  had  carefully  con¬ 
cealed,  while  the  fact  remained  that  the 
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Twinlock  Loose  Leaf  Book 


COMPACT,  SIMPLE  AND  DURABLE 
A  MINIATURE 

LOOSE  LEAP  LEDGER  WITH  LOCK 


OPEN  FOR  REMOVING  SHEETS 


Used  for  Prices,  Costs,  Minutes,  Stock  Lists,  Pocket  Ledgers,  Catalogue 
Covers,  Binders  for  Photographs,  etc. 

d  The  only  Pocket  Loose  Leaf  Book  that  will  expand  allowing  for  an  increase 
in  the  number  of  sheets.  Expansion  about  60%. 

d  Carried  in  stock  in  ten  sizes  with  six  forms  of  ruling  for  each. 


SliND  FOR  CATALOGUE  DESCRIBING  OUR  COMPLETE  LINE 

OF  LOOSE  LEAF  DEVICES 

AGENTS  IN  ALL  PRINCIPAL  CITIES 


The  Twinlock  Co.  308  Walnut  St.  Cincinnati,  0.,  U.S.A. 


The  Best  Paper  Clip  IMade 


The  “Clnch’» 

The  simplest 
and  cheapest 
clip  made. 

Packed  250  in 
each  box. 
Sample  box 
10c.  postpaid. 
1,000  for  only  3Sc. 


(Smaller  than  No.  2) 

Made  of  either  brass  or 
steel.  Holds  papers  up 
to  a  quarter  inch  thick. 
Sample  box  (100)  15c. 
postpaid.  $1.35  per  1000 


Is  made  of  the  best  steel 
spring  wire  and  will  se¬ 
curely  hold  together  large 
quantities  of  papers  as  well 
as  the  thinest  sheets  with¬ 
out  mutilation.  Packed 
100  in  a  box.  Sample 
box  20c.  postpaid.  $1.50 
per  1,000. 


The  newest  paper  clip  out. 
The  handiest  time  saver — 
made  to  grip  large  quantities 
of  papers.  Put  up  in  boxes 
of  100  for  desk  use.  Price 
25c.  postpaid. 

$2.00  for  1,000. 


-  Send  for  our  Catalog  of  Office  Specialties - 

NIAGARA  CLIP  CO.,  37  Park  St.,  NEW  YORK 
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girl  had  paid  $2  for  the  privilege  of  work¬ 
ing  six  days  for  $6.” 

Another  of  the  employment  agencies’ 
standard  tricks  is  the  insertion  of  a  prom¬ 
ising  advertisement  under  cover,  and  when 
the  applicant  appears  he  finds  there  is  no 
such  place  on  the  lists.  When  he  has  ap¬ 
pealed  to  the  state’s  inspector,  it  is  fre¬ 
quently  all  sufficient  for  that  official  to 
indorse  on  the  back  of  the  card,  “Return  fee 
to  bearer,”  and  the  money  is  paid  back. 

“But  this  by  no  means  squares  the  appli¬ 
cant’s  account.  Ordinarily,  he  has  spent 
carfares  and  nervous  energies  in  the  quest 
for  work.  He*  gets  back  the  money  of 
which  he  has  been  defrauded  in  fees,  but 
his  nickels,  of  which  he  may  have  had  such 
sharp  need,  are  gone.  He  is  worn  and  dis¬ 
couraged,  especially  through  the  holding 
out  of  high  promises  in  the  advertisement. 
At  the  best,  seeking  a  position  when  one  is 
out  of  work,  tends  to  depression  and  fore¬ 
bodings.  To  be  made  the  victim  of  sharks 
bent  upon  taking  some  of  his  last  dollars, 
becomes  an  intolerable  circumstance.” 

In  some  cases,  employers  decline  to  con¬ 
sider  the  application  of  any  person  bear¬ 
ing  introductions  from  employment  agen¬ 
cies.  This  seems  rather  an  unnecessary 
hardship  to  be  borne  by  those  searching 
for  employment,  as  they  would  naturally 
exhaust  all  avenues  from  which  the  desired 
position  might  be  obtained,  and  are  not  to 
blame  for  the  rapacity,  of  agency  shysters. 

By  prominently  calling  attention  to  the 
methods  of  these  people,  it  is  to  be  hoped 
that  it  will  serve  as  a  warning  to  those  in 
need  of  it. 

Do  It  Now. 

NUMBER  of  years  ago  a  hustling 
sales  manager  for  a  large  manufac¬ 
turing  concern,  struck  upon  a  three- 
word  motto  which  was  so  apt,  so  expres¬ 
sive,  that  it  was  copied  everywhere.  This 
motto  was;  “Do  It  Now.” 

Here,  is  a  whole  sermon  in  three  words. 
“Do  it  now”  is  a  foundation  stone  of  suc¬ 
cess  if  not  the  key-stone;  the  enemy  of  in¬ 
decision  and  procrastination,  the  watch¬ 
word  of  energy  and  efficiency. 

Indecision  is  the  drag  upon  achievement. 
Pick  out  the  man  who  picks  up  a  piece  of 
work,  looks  it  over,  considers  it,  and  then 
puts  it  by  until  a  more  convenient  season. 
You  can  easily  find  such  a  man,  but  you 


will  have  a  task  to  find  such  a  man  who  is 
more  than  just  moderately  successful  if, 
indeed,  he  is  not  a  failure. 

“Do  it  now”  is  the  motto  of  the  man  who 
does  things — 'the  man  who  makes  things 
hum — the  man  who  gets  business  and 
makes  money  where  the  other  fellow 
starves.  When  he  picks  up  a  piece  of  work 
something  is  going  to  happen — and  pretty 
quickly  too.  He  need  not  act  hastily  or 
rashly — in  fact,  he  does  not — but  what  he 
starts,  he  goes  through  with  because  he 
does  not  start  until  the  proper  time  comes. 
He  makes  no  false  motions.  He  wastes  no 
energy  in  false  starts. 

“Do  it  now”  is  a  good  motto  to  hang 
on  the  desk  of  every  employe  in  your  office 
— and  on  your  own. 


A  Telephone  Inquiry. 

The  Merchants’  Association  of  New  York 
City  in  April,  1904,  appointed  a  committee 
to  investigate  the  matter  of  city  telephone 
service  with  a  view  to  determining  whether 
or  not  existing  rates  were  unjust.  As  the 
result  of  a  seemingly  searching  inquiry, 
the  conclusion  seems  to  have  been  reached 
that  the  system  and  its  operation  is  as 
nearly  perfect  in  New  York  as  it  can  well 
be.  The  committee  seems  also  to  have  de¬ 
cided  that  competition  is  undesirable,  and 
that  present  rates  are  eminently  fair  to  the 
telephone  user.  All  these  conclusions  are 
represented  at  length  in  an  expensively 
printed  and  illustrated  report  which  -is  now 
in  circulation.  Why  the  report  is  circulated 
and  at  whose  expense  is  not  apparent. 

The  small  user  in  New  York  seemingly 
pays  about  ten  cents  each  for  such  telephone 
calls  as  originate  in  his  office. 


The  Mail-Order  Problem. 

Is  mail-order  selling  to  be  the  “ruination” 
of  the  agent,  the  jobber  and  the  retailer? 
It  cannot  be  denied  that  there  are  enormous 
quantities  of  goods  sold  by  mail.  It  can¬ 
not  be  denied  that  the  mail-order  business 
is  increasing.  In  the  beginning  the  trade 
was  confined  to  small  offerings,  but  now 
almost  every  known  commodity  is  offered 
by  mail.  You  can  buy  a  buggy  or  a  house 
and  lot  thus  if  you  wish — and  many  people 
do. 

Millions  of  dollars’  worth  of  merchandise 
are  sold  by  mail  annually  by  one  concern 
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HINT’S  STAMP 
and  ENVELOPE 
MOISTENER 


Always  Ready 
For  Use. 


Seals  Envelopes — Sticks  Stamps 

Beautiful  Nickel  Finish.  No 
water  running  over  your  desk. 

50  cents  prepaid  or  write  for 
descriptive  book. 

FRANK  P.  HUNT 

32  Union  Square  New  York  City 


^rlc«  $25.0t 


Adds  nine  columns  of  figures  at  a 
time,  carrying  all  totals  automatic-  , 
ally.  As  each  figure  is  registered 
theanswer  instantly  appears  before 
you.  Capacity  $9,9^.999.99. 

No  hook  or  fever  to  operate.  It 
[accurate  and  durable.  It  does  not 
work  by  springs  or  levers  as  most 
[adding  machines  do,  but  by  a  gear 
L  movement  that  must  always  be  accur° 
j/ate.  All  parts  are  made  of  tool  steel 
or  hard  brass  and  interchange¬ 
able.  The  Rapid  Computerwill  do  every 
mathematical  problem  that  can  be 
done  on  any  machine  ever  made.  It 
will  do  work  quicker  than  any  other 
machine,  because  it  is  more  simple 
and  easier  of  operation.  We  will 
send  you  a  machine  with  all  charges 
prepaid  and  give  two  weeks  free 
trial.  Write  for  catalogue. 


The  Rapid  Computer  Co. 
$41  Andrus  Bldg.  MismseapelJR,,  Jftisffli 


You  Can 


you  can  increase  the  force  of 
your  sales  force  50% — 

you  can  multiply  your  own 
selling  ability  100  % — 

you  can  build  up  your  business 

100%— 

you  can  make  3  times  as  much 
money — 

3  times  as  easy 

by  the 

Sheldon  Course 
in  Salesmanship 

^  All  that  Blackstone  is  to  the  law  Shel¬ 
don’s  Correspondence  Course  is  to  the 
selling  end  of  a  business. 

^  W^e  say  that,  but  we  are  not  alone  when 
we  say  it — thousands  of  students  who 
have  put  it  to  the  proof  say  it  with  us — the 
men  who  have  gone  through  the  course, 
studied  it.  and  turned  it  into  dollars— tAey 
say  it. 

^  The  men  who  have  made  money  by  it 
and  improved  their  positions  through  it — 
they  say  that  Sheldon’s  Correspondence 
Course  in  Salesmanship  made  their  rise 
possible. 

^  Hundreds  of  men  who  are  today  in  con¬ 
trol  of  big  organizations  were  underlings, 
kept  down  and  back  until  Sheldon’s  Course 
opened  the  way. 

^  Let  us  send  you  the  booklet  that  tells 
you  about  this  great  study — this  science 
of  salesmanship,  the  principles  and  studies 
which  underly  it  and  upon  which  commer¬ 
cial  success  is  founded. 

^  You  owe  it  to  yourself,  to  your  business, 
and  to  your  men  (upon  whom  your  busi¬ 
ness  depends)  to  give  yourself  and  them 
the  help  which  Sheldon’s  Course  alone  can 
give. 

It  is  a  duty  upon  you ;  the  duty  of  suc¬ 
cess  ;  the  obligation  of  it. 

^  “Sheldon’s  Salesmen”  are  the  hardest 
men  of  all  to  compete  with.  They  have 
their  salesmanship  reduced  to  a  science. 
They  know  how  to  anticipate,  how  to  judge, 
how  to  approach,  how  to  demonstrate. 

q  You  are  interested  in  this  sort  of  thing, 
and  you  will  be  still  more  interested  when 
you  have  looked  further  into  the  question. 

q  We  have  some  very  valuable  booklets 
that  are  full  of  meat,  telling  all  about  this 
Science  of  Salesmanship.  You  want  them 
— we  will  mail  them  to  you  on  request. 


The  Sheldon  School 

(1544)  The  Republic,  Chicago 
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alone.  Was  this  trade  taken  away  from 
the  jobber  and  the  retailer  or  was  it  new 
trade?  If  the  mail-order  merchant  made 
two  orders  grow  where  only  one  order  grew 
before  no  one  has  any  cause  for  complaint. 
But,  did  he?  Loud  complaint  is  heard  from 
the  retail  dealer  regarding  the  inroads  made 
upon  his  trade.  Are  his  complaints  justified 
or  not?  If  they  are  justified,  is  there  a 
way  to  bring  about  better  conditions  ? 
Among  our  readers  we  have  over  twenty 
thousand  retail  merchants.  Thev  are  the 
ones  who  can  intelligently  answer  these 
questions.  We  would  like  to  have  an  ex¬ 
pression  of  opinion  on  the  subject  as  it  is 
an  important  one. 

Frenzied  Kiting. 

H.  ROBERTSON  &  CO.,  a  firm,  the 
,  senior  member  of  which  is  a  director 
of  the  Cardigan  Knitting  Co.,  in¬ 
dorsed  a  note  amounting  to  $50,000  for  the 
accommodation  of  the  latter. 

This  note  was  discounted  in  New  York 
City  by  the  Cardigan  Knitting  Co. 

When  the  note  became  due,  the  Cardigan 
Knitting  Co.  were  unable  to  meet  it,  bui 
they  gave  J.  H.  Robertson  &  Co.  their 
check  for  the  amount.  J.  H.  Robertson  & 
Co.,  knowing  that  the  check  could  not  be 
collected,  obtained  a  draft  on  New  York  in 
exchange  for  same,  sending  the  draft  to 
New  York  to  take  up  the  note.  They  de¬ 
posited  to  the  credit  of  the  Cardigan  Knit¬ 
ting  Co.,  their  check  payable  to  the  Cardigan 
Knitting  Co.,  for  $50,000,  so  that  the  latterL 
check  would  be  made  good. 

As  this  check  for  $50,000  would  overdraw 
the  bank  account  of  J.  H.  Robertson  &  Co., 
they  put  in  on  their  part  a  demand  note  for 
$50,000,  getting  credit  for  same,  obtaining 
the  demand  note  from  the  Cardigan  Knit¬ 
ting  Co. 

The  question  asked  of  us  is — What  are 
the  entries  proper  to  record  this  transac¬ 
tion  on  the  books  of  either  or  both  parties, 
and  how  was  the  final  adjustment  accom¬ 
plished  ? 

An  Annual  or  a  Perpetual  Inventory? 

HE  importance  of  an  annual  inventory 
was  urged  in  an  address  recently  de¬ 
livered  before  an  association  of  retail 
hardware  men.  The  speaker  said :  “How 
shall  a  merchant  determine  his  profits? 
This  can  only  be  done  by  a  careful  inven¬ 
tory  each  and  every  year.” 


Why  an  annual  inventory?  Why  not  a 
perpetual  inventory  and  balance  sheets 
which  will  exhibit  the  true  condition  of  the 
business  month. by  month? 

We  dare  say  that  the  jobbers  and  manu¬ 
facturers  from  whom  these  merchants  pur¬ 
chase  their  stocks  maintain  perpetual  inven¬ 
tories  and  ascertain  their  profits  each  and 
every  month.  Why  then  should  the  re¬ 
tailer  be  satisfied  to  wait  until  the  end  of 
the  year  to  determine  whether  his  business 
shows  a  profit  or  a  loss? 

Modern  accounting  methods  have  made 
it  possible  to  exhibit  the  condition  of  the 
business  of  the  retailer  from  day  to  day, 
with  the  same  exactness  as  in  the  case  of 
manufacturing  or  financial  concerns.  Such 
an  exhibit  is  of  special  importance  to  the 
retailer  who  is  often  obliged  to  do  business 
on  a  small  margin  of  profit.  If  a  depart¬ 
ment  or  a  certain  line  of  goods  is  being 
handled  at  a  loss  the  merchant  should  know 
it  without  waiting  until  the  end  of  the  year. 
It  is  not  enough  that  he  should  know  the 
amount  of  his  total  profits,  but  he  should 
know  where  he  has  made  money  and  where 
he  has  suffered  a  loss.  This  he  cannot 
know  without  a  perpetual  inventory  and 
a  correct  accounting  system. 


What  Does  It  Teach? 

WONDERFULLY  fine  comment  up¬ 
on  the  honesty  and  faithfulness  of 
an  employe  is  to  state  that  he  has 
been  for  many  years  in  the  same  em¬ 
ploy.  No  such  record  could  be  made 
save  by  a  man  who  had  the  quality  of 
faithfulness  well  developed.  What, 
though,  does  it  say  for  his  progressiveness? 
Can  a  man  remain  20  years,  15  years,  or 
even  10  years  at  the  same  work  without  an 
impairment  of  his  efficiency,  or  without 
some  suspicion  as  to  his  ability  to  go 
higher?  If  he  has  no  ability  to  get  higher 
in  the  service,  could  not  a  bigger  and 
broader  man  do  much  better  in  the  same 
place?  This  inquiry  is  suggested  to  our 
mind  by  a  report  taken  from  the  pages  of 
Among  Ourselves,  a  handsome  little  month¬ 
ly  pamphlet  published  by  Montgomery 
Ward  Co.,  of  Chicago. 

This  report  gives  the  names  of  20  people 
who  have  been  in  the  same  positions  13 
years  or  more.  Several  of  them  over  20 
years. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


523 


fj  No  Need 
L  k 

CtASSESM 


TbeaIdeal  SIGHT  Restorer 

Is  Your  Sight  Failing  ? 


All  refractive  errors,  muscular  trouble  and  chronic 
diseases  of  the  Eye  successfully  treated  by  scientific 
MASSAGE. 

**I  am  in  my  seventy-nintli  year,  and  have  the  Sight  Restorer  and 
yourselves  to  thank  for  renewed  eye-sight.**  (Testimonial  1T7) 

**I  wish  I  could  impress  every  one  afflicted  so  they  would  give 
the  Restorer  a  trial.**  (Testimonial  244) 

English,  German  or  Spanish  pamphlet  mailed  free.  Address 
THE  IDEAL  COMPANY,  239  Broadway,  New  York. 


KLIO 


HOLDER 


InksControlled 
Fountain  Pen 

USES  ErVERY  KIND  OF  PEN— ANY  KIND  OF  INK. 

You  do  not  discard  your  favorite  steel  pen  in  the  Klio.  New  or  different  pen  is  adjusted  instantly.  Carries  in  any 
.  position.  Leaking  or  flooding  impossible.  Does  not  clog.  Thumb  pressure  forces  ink  into  the  pen  m  quantity  as 
needed  without  interrupting  the  writing.  Foreign  matter  goes  along  with  it.  Unused  ink  sucked  back  into  the 
holder  preventing  waste  and  sweating.  Always  reliable.  Never  out  of  order.  No  more  pen  repairs.  No  more 
soiled  fingers  and  linen.  The  fountain  pen  you  have  been  looking  for.  The  one  you  need. 

Guaranteed  For  Five  Years»“»lYill  Last  a  Lifetime. 

Send  for  this  pen  at  once  and  end  your  fountain  pen  troubles  and  experiments.  Returnable  in  ten  days  and  money 
promptly  refunded  if  not  entirely  satisfactory.  Send  us  your  favorite  pen 


1 


If 


and  we 


cut  down  nozzle  to  suit. 


K  LIO 


Small  size  SI. 00;  Medium  81.50;  Large  82.00.  Write  for  full  descriptive  circular. 

LOUIS  WINTER,  Center  Ave.,  B,  READING,  PA. 


We  will  deliver  a  Wellington  Typewriter  to  your  home 
for  $60.00 — $1.00  down  and  $1.00  per  week.  You  can  pay  the  in¬ 
stallments  with  its  earnings,  from  the  start,  thus  making  the  typewriter  pay  for  itself. 

THE  WELLINGTON  NO.  2  VISIBLE  TYPEWRITER 

is  the  full  equal  of  any  machine  made.  Universal  Keyboard — 28  keys  84  characters.  Alignment  and  spacing  perfect.  The 
greatest  of  all  manifolders — 12  carbons  from  one  writing.  Most  easily  adjusted  and  cleaned.  Weighs  only  15  pounds  with 
carrying  case.  Send  us  $1.00  as  first  payment  and  the  names  of  three  reputable  business  men  as  reference,  and  the  type¬ 
writer  will  be  shipped  to  your  home,  anywhere  in  the  United  States,  without  delay. 

LIT  BROTHERS,  Dept.  87,  Market,  Sth  and  7th  Sts.,  PM  ILADELPM  lA.  PA. 


^1.00  Brings 

A  Typewriter 

To  Your  Hoiwc 


Every  stenographer,  no  matter  of  what 
experience,  should  cultivate  neatness  in 
typewriting.  No  page  of  typewriting 
should  be  allowed  to  contain  one  letter 
struck  over  another  and  all  erasures  should 
be  avoided  as  much  as  possible.  Not  only 
is  this  true  with  the  commercial  stenogra¬ 
pher,  but  it  applies  with  equal  force  to  the 
expert  court  reporter,  for  the  neatness  of 
his  transcript  has  much  to  do  with  the 
opinion  of  his  employer  as  to  the  accuracy 
of  his  work.  One  of  the  oldest  court  re¬ 
porters  in  Chicago,  in  giving  advice  of  this 
kind  to  a  young  reporter,  recited  the  fact 
that  in  the  early  days  of  his  reportorial 
career,  he  was  so  particular  with  his  work 
that  if  a  page  of  his  transcript  contamea 
but  one  mistake  which  could  not  be  cor¬ 
rected  without  an  unsightly  erasure,  he  re¬ 
copied  it  in  order  to  have  it  absolutely  cor¬ 
rect.  He  was  careful  to  keep  his  type¬ 
writer  in  good  condition,  cleaning  out  the 
keys  each  day,  and  never  using  a  ribbon 
which  had  been  shredded  to  any  extent.  He 
bought  the  best  paper,  had  his  manuscript 
covers  neatly  printed,  and  when  a  tran¬ 
script  was  finally  bound,  he  could  look  at 
it  with  pride. 

“In  those  days,”  he  said,  “I  was  not  a 
fast  shorthand  writer  and  when  in  court, 
writing  against  an  old  reporter,  I  was  much 
alarmed  that  a  comparison  of  my  work 
would  not  result  to  my  benefit.  The  aver¬ 
age  reporter,  however,  was  not  nearly  so 
particular  lin  regard  to  the  appearance  of 
his  typewritten  transcript.  When  my 
work  would  be  delivered  to  the  attorney, 
he  would  admire  its  neatness  and  say,  ‘Look 
at  that  work !  That  fellow  is  a  fine  re¬ 
porter.’  As  a  result,  my  shorthand  ability 
was  judged  by  the  appearance  of  my  tran¬ 
script  and  I  was  employed  in  preference  to 
shorthand  writers  who  were  much  more 
capable.  That  plan  I  still  follow  and  if  my 
typewriter  operators  turn  out  a  page  of 


transcript  with  poor  work  on  it,  that  page 
goes  back  to  them  to  be  copied  again.” 

This  has  been  the  secret  of  the  succeso 
of  many  stenographers.  In  commercial 
work,  the  one  who  turns  out  a  poorly  exe¬ 
cuted  letter  on  the  machine  receives  little 
commendation,  while  the  pains-taking 
stenographer  holds  his  position  and  re 
ceives  advancement. 

4:  jjc  ^  jfc  5)5  5|< 

To  what  extent  the  stenographer  should 
revise  the  dictation  of  an  employer  has  al¬ 
ways  been  a  question.  That  grammatical 
errors  should  be  corrected,  there  is  no 
doubt.  Of  course,  this  depends  a  great 
deal  on  the  employer,  for  while  many  of 
them  will  allow  the  stenographer  to  take 
liberties  with  their  dictation,  as  many  more 
resent  it.  A  short  time  ago  a  young  stenog¬ 
rapher  wrote  the  word  “that”  in  a  letter, 
when  “who”  should  obviously  have  been 
used.  The  fact  that  his  employer  had  dic¬ 
tated  “that”  was  no  excuse  for  allowing  a 
grammatical  error  to  go  uncorrected  and 
he  deservedly  received  a  rebuke  from  his 
employer.  There  was  no  excuse  for  this 
oversight  and  that  shorthand  writer  will 
probably  correct  grammatical  errors  in  the 
future. 

The  most  exasperating  employer  is  the 
one  who  expects  his  stenographer  to  write 
his  letters  as  they  should  be  written,  re¬ 
gardless  of  the  matter  dictated.  The  presi¬ 
dent  of  one  of  the  leading  tobacco  firms  in 
Chicago  has  great  trouble  finding  a  stenog¬ 
rapher  to  suit  him.  The  absolutely  ver¬ 
batim  stenographer  stands  but  little  show 
with  him.  He  will  dictate  a  letter  which, 
if  transcribed  as  dictated,  would  write  up 
eight  pages.  He  expects  the  stenographer, 
however,  to  boil  this  down  to  less  than  two 
pages  and  have  it  express  all  that  he  had 
taken  four  times  that  amount  of  space  to 
tell  the  same  story  in. 

The  court  reporter  has  the  same  troubles, 
only,  perhaps  on  a  larger  scale.  In  conven- 
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thousands  of  Ijus- 
iness  men  are 
using 

CARTERS 

'W'RITING 
FLUID 


Why 


Ijoys  they 


•were  ‘taui 
tlie  best 
can  buy 


money 


1  here  are  more  business  positions  open  for  competent  men  than 
available  men  to  fill  them.  The  percentage  of  Ilapgoods  subscribers 
placed  in  satisfactory  positions  is  larger  than  the  percentage  of  listed 
positions  filled. 


MR.  EMPLOYER 

The  above  is  a  bard,  cold  statement  proven 
daily  in  the  business  world. 

Perhaps  you  have  been  looking  over  your 
business  and  asking,  “  Where  can  I  find  the 
right  man  for  that  (particular)  place?  ” 

You  are  too  busy  to  search  for  this  man — 
you  cannot  afford  to  trust  it  to  anyone  who  is 
not  trained  in  man  hunting. 

You  are  disgusted  with  the  men  obtained 
through  friends,  relatives,  and  advertising. 


In  a  like  situation  ra.ooo  ether  employers 
come  to  us  for  men  and  advice. 

You,  Mr.  Employer,  can  secure  a  man  from 
our  classified  lists  who  will  satisfactorily  fill 
that  particular  place. 


3,862 


MR.  EMPLOYEE 

Salesmen,  Executive,  Clerical,  and 


Technical  positions  are  to-day  carded  on  our 
lists  waiting  for  available  men,  with  salaries 
ranging  from  $1,000  to  $5,000  per  year,  a  few 
higher,  to  fill  them.  ’ 

This  is  your  opportunity — can  you  afford  to 
ignore  it  ? 

Never  in  our  history  have  we  received  daily 
so  many  demands  from  employers  to  fill  high- 
grade  positions,  averaging  over  300  weekly. 

Our  introduction,  after  investigating  ^ur 
record  and  references,  is  considered  by  the 
12,000  employers,  who  look  to  us  for  men,  as 
equal  to  that  of  a  bonding  company. 

With  a  few  of  these  openings  you  can  invest 
money  together  with  your  services  and  make 
a  permanent  life  connection  either  as  a  partner 
or  an  officer  of  the  company. 


Without  disclosing  the  identity  of  either  until  agreeable  to  both  we  introduce  you,  Mr. 
Employee,  to  you,  Mr.  Employer.  ' 

Our  book,  “  Brain  Brokers,’’  covers  this  subject.  Write  our  nearest  office  to-day ,  stating 
your  experience,  the  position  desired  or  the  position  to  be  filled, and  we  will  send  you  a  free  co|)y. 


The  National  Organization  of 
Brain  Brokers. 

Chicago  Office : 
Hartford  Building. 
Minneapolis  Office : 
Loan  &  Trust  Building. 


HAPGOODS 

Pittsburg  Office : 

Park  Building. 

Philadelphia  Office : 
Pennsylvania  Building.  3 

Other  offices  in  other  cities. 


Home  Office:  Suite  509, 
309  Broadway,  New  York  City. 

Cleveland  Office : 
Williamson  Building. 

St.  Louis  Office; 
Chemical  Building. 
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tion  reporting  it  is  encumbent  on  him  to 
“edit”  the  speeches  as  he  writes  them  up 
and  he  hails  with  delight  the  speaker  whose 
utterances  are  such  that  they  require  little 
work  in  this  direction.  It  is  not  the  fast, 
straight-away  talker  who  has  many  ter¬ 
rors  for  him,  but  rather  the  man  who 
speaks  so  slowly  that  he  forgets  his  line 
of  argument  and  consequently  rambles 
along  never  completing  his  sentences.  An 
illustration  of  this  was  given  during  a  re¬ 
cent  convention.  One  of  the  members  of 
the  law  committee — a  slow,  deliberate 
speaker — was  the  one  most  dreaded  by  the 
members  of  the  reporting  staff.  He  would 
start  on  a  subject  with  a  certain  line  of 
argument,  would  mix  his  nouns  and  verbs, 
and  before  he  had  finished  that  which  he 
first  intended  to  say,  would  branch  off  on 
another  thought.  It  was  practically  an  im¬ 
possibility  to  get  up  an  intelligible  report 
of  his  speech  by  quick  relays  and  one  re 
porter  was  compelled  to  take  his  talks  in 
order  that  he  might  build  them  up. 

Following  this  speaker  on  one  occasion 
was  the  fastest  talker  in  the  convention.  It 
seemed  that  words  could  not  be  enunciated 
at  a  greater  rate  of  speed  than  he  used  in 
presenting  his  views  on  the  question  then 
being  argued.  But  it  was  an  actual  relief 
to  the  shorthand  writers,  for  this  man’s  ad- 
’  dresses  required  no  editing  and  to  report 
him  in  a  satisfactory  manner,  they  simply 
had  to  write  fast  shorthand. 

^  >|; 

How  is  it  possible  to  obtain  a  knowledge 
of  grammar  sufficient  to  do  this  work? 
Many  of  the  best  convention  reporters  in 
the  country  are  men  who  have  never  seen 
the  inside  of  a  high  school  as  students,  but 
are  men  fully  qualified  to  perform  the  most 
difficult  work  of  this  character. 

A  short  time  ago  I  had  the  pleasure  of 
listening  to  a  lecture  on  this  subject  by 
Sherwin  Cody.  He  told  of  the  most  prac¬ 
tical  method  of  obtaining  what  he  called  an 
“automatic  education”  in  good  English.  He 
advised  the  student  to  read  books  by  the 
best  English  writers.  He  referred  to  the 
fact  that  Robert  Louis  Stevenson  gained  his 
knowledge  of  English  in  that  way,  that 
great  writer  having  said  that  in  this  behalf 
he  had  been  but  a  “sedulous  ape.” 

Every  stenographer  could  follow  Mr. 
Cody’s  suggestion  with  much  benefit.  The 
works  of  Stevenson,  of  Nathaniel  Haw 


thorne  and  of  other  writers  of  good  Eng¬ 
lish,  if  read  understandingly,  will  be  of 
great  value.  The  reporter  who  has  suc¬ 
ceeded  notwiithstanding  his  lack  of  school 
education,  has  acquired  this  automatic  edu¬ 
cation  referred  to  by  Mr.  Cody.  The  imi¬ 
tation  method  of  acquiring  good  English  is 
much  more  practical  than  the  mere  learn 
ing  of  rules. 

*  *  * 

While  writing  this  article  I  was  pleas  • 
antly  interrupted  by  a  visit  from  an  ambi¬ 
tious  shorthand  writer  who  has  just  re 
turned  from  Panama,  Mr.  J.  M.  McLaugh¬ 
lin,  of  Burlington,  Iowa.  He  was  sent  to 
Panama  as  private  secretary  for  a  gentle¬ 
men  who  was  a  guest  of  the  commission, 
and  whose  business  it  was  to  help  them 
solve  one  of  the  most  difficult  problems 
they  were  contending  with.  Mr.  McLaugh¬ 
lin,  while  there,  made  a  study  of  conditions 
which  are  of  interest  to  stenographers. 

“The  government  is  sorely  in  need  of 
stenographic  help  in  Panama,”  said  Mr. 
McLaughlin,  “but  I  do  not  advise  short¬ 
hand  writers  to  go  there  at  present.  Stren¬ 
uous  efforts  are  being  made  to  improve  the 
sanitary  conditions,  and  in  four  or  five 
months  Panama  will  be  a  much  more  de¬ 
sirable  place  to  live  in.  The  climate  is 
certainly  delightful.  The  evenings  are  cool, 
and  it  is  necessary  to  have  a  blanket  every 
night  in  the  year  in  order  to  sleep  cym- 
fortably.  The  warmest  weather  I  experi¬ 
enced  while  in  the  zone  was  82  degrees,  and 
at  that  time  the  people  in  New  York  were 
suffering  while  the  thermometer  registered 
104.  There  is  always  a  breeze  from  the 
Pacific,  and  also  from  the  Caribbean  Sea, 
and  as  it  is  only  47  miles  across,  you  can 
readily  see  the  effect  these  breezes  have  on 
the  climatic  conditions. 

“Very  mediocre  stenographers  are  obtain¬ 
ing  from  $1,500  to  $1,800  a  year  from  the 
government,  while  the  officials  in  order  to 
obtain  competent  help  of  this  character,  are 
willing  to  add  to  this  sum  from  their  own 
resources.  These  stenographers  are  fur¬ 
nished  with  transportation  from  Corozol — 
about  four  miles  out  from  Panama— where 
the  hotels  for  the  clerks  and  officials  are 
located.  They  go  out  to  Corozol  at  five 
o’clock  in  the  evening  and  leave  for  Pana¬ 
ma  at  eight  o’clock  in  the  morning.  They 
are  also  furnished  free  transportation  troni 
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Second  5%  Dividend  Tliis  Y ear 


October  1,  1905,  another  dividend  of  55^  will  be  paid  (the  reeular 
4^  guaranteed  and  additional  for  six  months),  derived  from  sale 
of  shiploads  of  mahogany  cut  from  our  288,cxx)-acre  plantation  in 
Campeche,  Mexico,  and  shipped  to  New  York  and  Mobile  -  cargoes 
of  products  every  few  months  shipped  in  steamboat  owned  by  Com¬ 
pany  s  management.  This  is  the  second  55^  dividend  this  year,  making 
10^  to  be  paid,  instead  of  85^,  as  guaranteed.  ^ 

22%  Dividends 

And  when  our  property’s  immense  resources  are  developed,  and  rubber 
henequen  and  tropical  fruits  begin  to  produce,  2251  is  a  conservative  estimate 
yearly  dividends  that  will  be  paid  ;  that  is,  we  estimate  that  the  fourteen 
acres  represented  by  each  share  will,  after  seven  years,  produce  J66  a  year, 
which  IS  22^  of  par  value  of  the  stock.  We  have  many  sources  of  revenue- 

cabinet  woods,  alone  worth 
5lo,ioo,oTO,  at  New  York  prices  ;  marketable  dye  woods  ready  to  cut  and  shin 
vrorth  $2,500,000  at  New  York;  6o,coo  full-grown  rubber  trees;  250000 
full-grown  chicle  (chewing  gum)  producing  trees;  1800  head  cattle- 
250  oxen  ;  200  mules,  horses,  swine.  Stores,  mills  and  factory  operating! 

A  Certainty,  Not  Speculation 

Remember,  there  is  no  element  of  speculation  about  this  proposition - 
no  probability  of  shrinkage  in  values  or  failure  of  development ;  no  chance 
.  j  ‘OSS ‘o  investors,  as  the  plantation,  with  its  natural  wealth,  buildings 

and  other  improvements,  always  will  be  ample  security  for  stockholders,  being  free  of 
encumbrance  and  deeded  in  trust  for  their  protection  to  a  Philadelphia  trust  com¬ 
pany.  Stock  is  selling  fast.  Over  1100  stock  holders  ;  holding  one  to  ico  shares  each. 

Shares,  $5  per  Month  per  Share 

A  limited  number  of  shares  offered  at  par  on  installments  of  $5  per  month  per  share. 
Make  application  at  once.  This  is  an  opportunity  to  secure  an  investment  that  pays 
more  than  the  8^  guaranteed.  Bji  applying  now  you  participate  in  forthcoming  divi¬ 
dend,  Send  85  or  more  (but  not  more  than  $60,  a  year’s  instalments,)  on  each  share 
wanted.  Our  managers  have  matured  two  other  Mexican  plantations.  Stock  of  both 
worth  $50  per  share  above  par.  Over  7,000  stockholders  drawing  increasing  dividends 

BOARD  OF  DIRECTORS 

Consists  of  officers  and 


OFFICERS 


tP’ritt  immediately  and  ask  for  handsomely  illus¬ 
trated  paper  and  list  of  stockholders  who  have 
received  a  total  of  in  dividends. 


President,,  Wm.  H.  Armstrong, 
Ex-U.  S.  Railroad  Com’r,  Phila,,  Pa. 

Vice-President,,  CoL.  A.  K.  McCluRE, 
Ex-Editor  Times,  Phila.,  Pa. 
Secretary  and  Treasur  er,  C.  M. 
McMahon,  Phila, ,  Pa. 
.Co«nr(f/,A.L.WANAMAKER,Phila.,Pa. 


H.  A.  Merrill, 

Pres.  City  Nat.  Bank,  Mason  City,  la. 

John  B.  Barnes, 

Justice  Supreme  Court, Norfolk,  Neb. 
Victor  Du  Pont,  Jr. 

DuPont  PowderW orks, Wilmington, Del. 
A.  G .  Stewart, 

Atty.Gen.  of  Porto  Rico,  San  Juan,  P.R. 


INTERNATIONAL  LUMBER  &  DEVELOPMENT  CO„  757 Drezel Bidg., Philadelphia, Pa 


INDIVIDUAL  LEAD  PENCILS 


A  NEW  IDEA 


high  GR-ADC  pencils  stamped  in  gold  with  your  own  or  your  friend’s 
name,  enclosed  in  a  handsome  hox,  postpaid  in  U.  S.  25c.  (Stamps)  5  sets  $1.00. 

Book  Marks,  Pen  Wipers  feather  Goods,  Etc.,  stamped  in  gold  make  useful  Souvenirs 
for  all  occasions.  Illustrated  Catalog  Free.  Remember  this  for  Xmas,  Birthdays,  &c. 

Pencils  for  advertisers.  Gross  or  1000. 

Est.  1896.  Swain  Manufacturing  Co.,  18B  Spruce  St.,  New  York.  Inc.  1904. 


Registered  Trade  Mark 


BRIGHTON 

Flat  Clasp  Garter 

for  solid  comfort.  The  newest  shades  and  designs  of  one 
piece,  silk  web.  All  metal  parts  nickeled,  cannot 
rust.  25  cents  a  pair,  all  dealers  or  by  mail. 

PIONEER  SUSPENDER  CO.,  718  Market  St.,  Philadelphia. 

Makert  of  Pioneer  Suspenders. 
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New  York  and  New  Orleans,  and  are  re¬ 
quired  to  remain  there  but  eight  months 
when  they  have  a  leave  of  absence  for  six 
weeks,  under  salary. 

“On  board  the  same  ship  with  me  was  a 
gentleman  going  to  Washington  and  one  of 
the  objects  of  his  visit  was  to  obtain  a  large 
number  of  stenographers  for  employment  m 
Panama.  A  man  who  can  write  any  old 
kind  of  shorthand  can  obtain  employment 
there  at  the  present  time,  while  experts  are 
in  great  demand. 

“My  advise  to  stenographers  is  to  re¬ 
member  that  this  demand  is  not  a  mere 
temporary  one  but  will  exist  for  many  years 
to  come.  They  should  wait  until  the  sani¬ 
tary  .improvements  are  concluded,  and  then 
the  positions  will  be  more  desirable.” 


At  the  risk  of  incurring  Mr.  McLaugh¬ 
lin’s  displeasure  I  may  go  further  and  il¬ 
lustrate  the  demand  by  stating  that  while 
he  was  in  Panama  Mr.  McLaughlin  was 
offered  a  position  aside  from  government 
work  which  would  pay  him  $400  a  month. 
This  is  a  good  illustration  of  the  difference 
between  an  ordinary  stenographer  and  an 
expert,  for  the  former  is  worth  less  than 
half  to  his  employer  at  that  place. 

All  questions  relating  to  shorthand  or 
kindred  subjects  will  be  answered  through 
these  columns  or  personally  by  letter.  Ad¬ 
dress  all  communications  to  the  “Editor 
Shorthand  Department,  The  Business 
Man’s  Magazine  and  Book-keeper,  De¬ 
troit,  Michigan.” 


Any  book  reviewed  in  these  columns  can  be  obtained  from  this  magazine  on  remitting  the 
amount  stated  as  the  price.  In  addition  we  publish  a  48-page  and  cover  catalog  devoted 
to  Recommended  Books  for  Business  Men — free  on  request. 


Lee’s  Handy  Book  for  Farmers,  by  A.  O. 

Lee.  Cloth,  $2.  With  The  Business 
Man’s  Magazine,  $2.75. 

This  is  a  very  handy  account  book,  as  its  title 
indicates,  and  contains  a  number  of  suggestions  in 
regard  to  the  statistics  the  farmer  should  endeavor 
to  compile. 

It  contains  special  records  for  milk  cows,  sheep, 
hogs,  cattle  and  horses,  together  with  particulars 
of  the  constituerits  of  standard  feed. 

Provision  is  also  made  for  record  of  grain, 
poultry,  machinery,  and  general  expense. 

We  can  strongly  recommend  this  book  to  anyone 
interested  in  farm  products. 

Sloane’s  Electrical  Handy  Book.  Henley 
Publishing  Co.  $3.50. 

If  it  was  not  quite  so  large — r768.  pages — we 
would  recommend  every  person  interested  in  mat¬ 
ters  electrical  to  carry  it  in  his  pocket,  for  it  is 
without  a  doubt  the  most  complete  and  clear  work 
on  the  subject  which  has  come  under  our  observa¬ 
tion.  The  ordinary  business  man  will  find  it  so 
clear  that  he  can  comprehend  it  without  difficulty — 
and  the  knowledge  imparted  is  well  worth  having. 

How  to  Buy  and  Sell  Real  Estate,  by 

W.  A.  Carney.  $2. 

Intended  as  a  text  book  on  the  sale  of  realty 
this  book  is  one  which  should  be  owned  and  read 
by  every  man  who  owns  a  foot  of  ground  or  who 
ever  expects  to.  To  review  its  contents  would  be 
impossible  in  this  limited  space.  We  must  be 
content  with  saying  that  any  owner  of  realty 
cannot  spend  $2  niore  profitably  than  in  the  pur¬ 
chase  of  the  work. 


Story  Writing  and  Journalism,  by  Sher- 
win  Cody.  Old  Greek  Press.  75  cents. 

This  latest  of  Mr.  Cody’s  books  is  but  a  small 
affair  as  to  size,  being  only  126  pages,  4x5j4  inches, 
but  to  the  young  man  or  woman  who  aspires  to  a 
good  literary  style  there  is  much  of  value  even  in 
this  small  bulk. 

Machine  Tools  and  Shop  Practice,  by 

Alfred  Parr.  Longmans,  Green  &  Co. 
$4.00. 

The  author  handles  his  subject  with  character¬ 
istic  English  thoroughness  and  has  succeeded  in 
making  the  subject  interesting — not  at  all  an  easy 
matter.  For  the  factory  manager,  superintendent 
or  user  of  machine  tools  the  work  is  of  great 
value. 

Miner’s  Academy  Speller,  published  by 
M.  L.  Miner,  New  York.  Cloth,  25  cents. 

A  most  worthy  little  book  and  admirably  adapted 
to  its  purpose — which  is  as  an  aid  in  the  training 
of  stenographers.  The  book  is  evidently  the  result 
of  much  experience  and  study  and  is  a  good  in¬ 
vestment  for  everyone  who  writes  letters. 

American  Phonography,  by  W.  L.  Ander¬ 
son.  Ginn  &  Co.,  cloth,  325  pages,  post¬ 
paid  $1.30. 

This  is  a  manual  of  Pitmanic  shorthand  (the 
author  says  phonography — we  prefer  the  other) 
which  embodies  some  novel  features;  notably  a 
graphic  chart  of  signs  and  combinations.  It  is 
arranged  as  a  text  book  for  use  in  schools  but 
lends  itself  readily  to  use  for  self-instruction. 
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is  what  a  Johnstown,  Pa.,  client  said  of  our  new 
book. 

THE  BOOK  TELLS; 


(1)  How  to  safely  and  profitably 
invested  $10  to  $100  or  more. 

(2)  How'you  can  surely  make  a  lot  of 
money  through  good  investments  even 
if  you  start  with  as  little  as  one  dollar  or 
a  few  dollars  a  month. 

(3)  How  to  convert  unlisted  stocks  in¬ 
to  cash  on  short  notice. 

(4)  Some  bankers’  secrets. 

(5)  How  to  double  your  money  in  six  months. 

(6)  How  safe,  non-speculative  business  enter¬ 
prises  earn  100%  to  300%.  (This  is  not  a  care¬ 
less  statement.  The  book  contains  nothing  but 
proven  facts — lots  of  them — surprising  facts.) 

(7)  How  a  bit  of  business  advice  was  worth 
$50,000.  This  advice,  included  in  our  book,  ap¬ 
plies  to  you.  no  matter  how  little  money  you  are 
earning. 

(8)  How  and  where  to  get  reliable  informa¬ 
tion  about  any  investment. 

(9)  Some  names,  facts  and  figures  of  special 
interest  to  every  one  who  has  any  money  on  de¬ 
posit  in  any  bank. 

(10)  The  real  secrets  of  success;  monthly 
dividends;  listed  and  unlisted  stocks,  etc. 
The  president  of  a  big  Boston  corpora¬ 
tion  said: — “Your  book  struck  me  as 
being  by  far  ahead  of  anything  I  had 
ever  seen.” 

The  Westminister  says: — “The 
book  is  written  in  plain  English,  is 
free  from  technical  terms,  any  one 
can  understand  it,  and  it  should  be  in 
the  hands  of  every  reader  who  wants 
to  invest  any  amount  of  money.” 

Our  clients,  everywhere,  say  the 
book  has  been  wonderfully  helpful  to 
them. 

This  book  is  not  in  anyway  like  any 
otherbook  ever  published,'althoothers 
are  advertised  in  similar  way.  It  is  not 
an  advertisment  of  any  particular  in¬ 
vestment.  It  is  entitled  “The  Wells  & 
Corbin  Guide  for  Investors.”  Send  us  a 
postal  'saying,  simply:  “Send  Guide  for  In¬ 
vestors”  and  you  will  receive  the  book,  by 
return  mail,  free. 


WELLS  &  CORBIN 

2219  Land  Title  Building,  PHILADELPHIA 


Consolidated  Convention  of  the  N.  A.  A.  B.  with  The  International  Accountants’  Society, 

Incorporated. 


The  seventh  annual  convention  of  the 
National  Association  of .  Accountants 
and  Book-keepers,  and  the  first  an¬ 
nual  convention  of  the  International  Asso¬ 
ciation  of  Office  Men,  were  duly  held  on 
Friday,  August  11th,  at  the  rooms  of  the 
Fellowcraft  Club,  Detroit.  There  was  a 
very  satisfactory  attendance. 

An  address  was  delivered  in  the  after¬ 
noon  by  Mr.  Durand  W.  Springer  (of  the 
Michigan  Association  of  Certified  Public 
Accountants)  on  the  subject  of  “How  to 


The  President — Friend  Beach — Nonchalant  as 

usual. 

Proceed  to  Become  a  Certified  Public  Ac¬ 
countant.” 

A  banquet  was  given  the  delegates  in 
the  evening,  at  which  an  important  address 
was  delivered  by  Mr.  F.  H.  Maepherson 
(Vice-President,  Institute  of  Chartered  Ac¬ 
countants  of  Ontario)  on  the  subject  of 
“The  Value  of  Technical  Training  in  Ac¬ 
countancy  and  Systematizing  Methods  to 
the  Business  Man.”  This  address  is  pub¬ 
lished  in  another  column. 

The  principal  business  before  the  meet¬ 
ing  was  the  devising  of  plans  for  making 
The  International  Accountants’  Society,  In¬ 
corporated,  of  permanent  practical  benefit 


to  the  members.  This  question  was  sub¬ 
mitted  by  mail  to  the  graduates  of  the  Cor¬ 
respondence  Courses  in  Higher  Account- 
i  n  g,  Systematizing 
and  Factory  Cost  Ac¬ 
counting,  with  the  re¬ 
sult  that  several  valu¬ 
able  suggestions  were 
received. 

The  graduates  were 
practically  unanimous 
in  emphasizing  the 
importance  of  provid¬ 
ing  a  special  monthly 
publication  to  repre¬ 
sent  the  Society,  and 
which  would  be  used 
as  a  clearing  house 
for  the  exchange  of 
idea  5  and  suggestions 
between  the  members. 

Another  important  suggestion  is  that 
members  of  The  International  Account¬ 
ants’  Society,  Incorporated,  in  various  cities 
should  meet  periodically  for  the  purpose 
of  exchanging  ideas  and  suggestions,  and 
being  of  mutual  assistance.  In  order  to 
indicate  the  importance  of  The  Interna¬ 
tional  Accountants’  Society,  Incorporated, 
which  now  includes  nearly  4,000  students, 
we  have  prepared  the  following  list  of 
cities  in  which  there  are  ten  or  more  mem¬ 
bers  : 

California,  Los  Angeles,  Oakland,  Sacramento 
and  San  Francisco.  Connecticut — Bridgeport,  New 
Haven.  District  of  Columbia — Washington.^  Flor¬ 
ida — Jacksonville.  Georgia — Atlanta.  Illinois— 
Chicago,  Joliet.  Indiana — Hammond,  Indianapolis. 
Louisiana — New  Orleans.  Maine — Portland.  Mary¬ 
land — Baltimore.  Massachusetts — Boston.  _  Michi¬ 
gan — Kalamazoo.  Minnesota — Minneapolis,  St. 
Paul.  Missouri — St.  Louis.  Nebraska — Omaha. 
New  York — Brooklyn,  Buffalo,  New  York  City, 
Rochester,  Syracuse.  Ohio — Cincinnati,  Cleve¬ 
land,  Columbus,  Dayton,  Springfield  and  Toledo. 
Oklahoma — Oklahoma  City.  Oregon — Portland. 
Pennsylvania — Allegheny,  Philadelphia,  Pittsburg. 
Rhode  Island — Providence.  Texas — Dallas.  Wash¬ 
ington — Seattle,  Spokane.  Wisconsin — Milwau¬ 
kee,  Racine.  Ontario — Toronto.  Manitoba — Win¬ 
nipeg. 

The  members  are  also  unanimous  in  re¬ 
questing  the  officers  of  the  Society  to  con- 


Springer  as  he  ap¬ 
peared  before  the 
Senate. 
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Cbe  “Sparks  Ringe 


Co  Book-keepers:— 

The  Sparks  Crease  for  Loose 
Leaf  Ledger  Sheets  has  these  points 
of  advantage  over  other  makes. 

Sheets  lie  absolutely  Flat  in 
Binder. 

Does  not  break  Paper. 

d.  Has  same  result  on  Paper  as 
Muslin  H  INGE. 

d.  Insist  on  your  Stationer  or 
Printer  treating  your  Loose  Leaf 
Ledger  Sheets  with  the  Sparks 
Crease. 

d,  Sampl  es  and  prices  sent  on 
application. 

Sparks  Machine  Co., 

12  Dutch  Street, 

New  York. 
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duct  an  employment  bureau  for  the  benefit 
of  the  members. 

In  order  to  carry  out  these  suggestions, 
it  has  been  decided  to  issue  a  special  pub¬ 


lication  under  the  name  of  “Home  Study,” 
a  title  previously  used  bv  The  Book-Keeper 
Publishing  Co.,  Ltd. 

In  order  to  insure  the  success  of  this 
publication  from  the  start  we  have  organ¬ 
ized  a  central  association  entitled  “The  In¬ 
ternational  Association  of  Office  Men.” 
The  members  of  the  National  Association 
of  Accountants  and  Book-Keepers  will  be 
admitted  to  membership  in  this  central  as¬ 
sociation  for  the  purpose  of  supplying  them 
with  the  publication  alluded  to,  and  they 
will  also  be  admitted  to  the  privileges  of 
the  employment  bureau.  The  organization 
of  this  employment  bureau  is  described  in 
the  address  of  Mr.  H.  L.  Hall,  which  will 
be  found  in  another  column. 

The  Society  publication  will  be  arranged 
on  a  popular  plan,  and  the  Forum  Depart¬ 
ment  of  The  Business  Man’s  Magazine 
will  be  transferred  to  it.  The  first  number 
will  be  issued  in  October. 

On  request  we  will  be  glad  to  furnish  the 
names  and  addresses  of  members  in  differ¬ 
ent  cities  who  desire  to  meet  one  another. 

The  International  Association  of  Office 
Men  will,  therefore,  embrace  both  the  N. 
A.  A.  B.  and  The  International  Account¬ 
ants’  Society,  Incorporated.  At  the  same 
time,  it  will  not,  in  any  way,  interfere  with 
the  particular  scope  of  The  International 
Accountants’  Society  in  connection  with 


the  Correspondence  Courses.  The  perman¬ 
ent  diploma  of  the  latter  Society  will  be 
conferred  as  hitherto  upon  those  who  com¬ 
plete  the  Course  and  obtain  the  require  1 
percentage  of  marks  on  their  work.  A 
small  annual  certificate  will,  however,  be 
issued  to  the  members  of  the  International 
Association  of  Office  Men  as  a  receipt  for 
the  payment  of  their  dues. 

At  the  evening  session  Mr.  E.  H.  Beach 
gave  a  very  interesting  account  of  his  re¬ 
cent  adventures  in  Europe,  which  was 
greatly  enjoyed  by  his  audience. 

The  Employment  Bureau. 

Address  by  H.  L.  Hall. 

Our  plans  for  making  our  Association  ot 
greater  benefit  to  our  members  include  the 
securing  of  situations  for  those  who  wish 
them,  and  help  for  those  who  need  addi¬ 
tional  employees.  That  such  a  service  is 
necessary  is  perfectly  plain  to  any  one  who 
will  consider  it  a  moment.  Pick  up  your 
daily  paper  and  read  one  after  another  the 
“want”  ads.  Wanted — a  clerk.  Wanted — 
a  cashier.  Wanted — a  book-keeper.  Want¬ 
ed — an  accountant.  Then  turn  to  another 
page.  Wanted — a  situation;  repeated  in 
every  capacity. 

Whose  mission  should  it  be,  but  ours,  to 
bring  together  those  two  need's — not  neces¬ 
sarily  in  cities  only  but  all  over  this  broad 
land. 

The  service  will  be  welcomed  both  by 
the  employer  and  the 
employe,  for  both 
need  it.  The  employ¬ 
er  in  a  small  place 
has  his  own  troubles 
when  he  wishes  to 
make  a  change  or 
when  he  wishes  to  in¬ 
crease  his  force.  In 
the  first  place  there  is 
no  real  good  material 
at  hand,  so  he  must 
go  away  from  home 
for  the  filling  of  the 
place.  He  must  ad- 
V  e  r  t  i  s  e — that  costs 
money.  Then  he  must 
weed  out  the  possible 
from  the  impossible 
in  the  answers  he  gets.  Then  he  must 
answer  those  he  selects  for  investigation — 
this  takes  more  time.  Then  study  the  re¬ 
sults — then  appoint  interviews — then  more 


H.  L.  Hall  was  pro¬ 
found. 
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A  PEN  CARBON  PAPER  COMPARISON 


WHITFIELD’S 

— 


COMPETITORS 

InZCckrtyt^ 

■ 

&L  cLi^iA^  Ly 


The  dividing  line  separates  the  genuine  from  the  counterfeit  The 
photo  shows  a  reproduction  of  the  duplicate  copy  of  a  manifold 
etter  written  w  th  a  steel  pen.  Note  the  clear  clean  impression  on 
the  lef  of  the  dividing  line-its  Whitfield’s.  That  on  the  right  is  a 
cornpetitors.  We  will  send  a  sample  to  demonstrate  what  good 
carbon  paper  is  for  pen;  pencil  and  typewriter.  Agents  wanted  in 

wnlt  k^  WHITFIELD  CAKBON  PAPER 

MOUkS,  l2.i  Liberty  Street,  New  York. 


WEEKLY  BY  MAIL. 

Men’s  fine  clothing  made  to  order  after  the  latest 
New  York  designs  ON  CREDIT  BY  MAIL. 

We  will  trust  any  honest  man.  We  guarantee  a 
perfect  fit.  Send  for  samples  and  book  of  latest 
New  York  fashions,  FREE. 

EXCHANGE  CLOTHING  COMPANY 
Importers  and  Merchant  Tailors.'  Estab.  1885 
239>N  Broadway,  New  York  City 


THE  DETROIT  COIN  WRAPP.ER 


Millions  are  used  annually  by 
large  handlers  of  coin,  such 
as  Banks,  Trust  Companies, 
Railroads  and  Street  Railway 
Companies,  etc.  Made  to 
hold  all  silver  coins,  nickels, 
pennies,  etc.,  in  amounts 
from  25  cents  up  to  $20.00 
Samples,  price  list  and  des¬ 
criptive  circular  free.  Write 
the  Detroit  Coin  Wrapper  Co., 
18  John  R  St.,  Detroit,  Mich. 


IMPLICITY  TIE  DEVICE 

Better  than  tape,  cheaper  than  perishable  rub¬ 
ber  bands — they  last  forever  and  do  not  rot. 
Quickest  and  most  secure  way  to  tie  packages 
of  all  kinds.  Saves  time;  insures  permanent 
security  in  tying  valuable  papers  for  filing. 
Invaluable  for  business  and  professional  men. 

With  assorted  colors  of  tape,  postpaid,  pss 
200,  18  Inch,  90  cents;  24  Incli,  Sl.OOs  ®f 
Inch,  11.16,  Address  Dept.  G. 

Pawksg®  TO*  il®?*®®  ©Boj,  Il,fis®a[i5,  (il*o 


OVERNMENT  POSITIONS 

More  than  80,000  appointments  made  last 
year.  Splendid  chances  now.  Post  Office  Clerk 
and  Carrier  and  other  examinations  soon  in 
every  State.  Thousands  we  prepared  have 
,b^n  appointed.  EstabUshed  1893.  Work  con- 
ndential.  No  political  influence  needed.  Full 
particulars /ree  concerning  positions,  salaries, 
sample  questions,  etc. 

NATIONAL  CORRESPONDENCE 
INSTITUTE,  41-70  Second  Nat’l 
Bank  Bldg.,  WASHINGTON,  D.  C. 


STUDY 

LAW 

AT 

HOME 


The  original  school.  Instrnction  by  mail  adapted 
to  every  one.  Recognized  by  courts  and  educators. 
Experienced  and  competent  instructors.  Takes 
spare  time  only.  Three  courses— Preparatory, 
Business,  College.  Prepares 
for  practice.  W  ill  better  your 
condition  and  prospects  in 
business.  Students  and  grad¬ 
uates  everywhere.  Full  par¬ 
ticulars  and  special  offer  free. 

The  Sprague 
Correspondence  School 
of  La 

449  Majestic  Bldg,  Detroit,  nick. 


Months  Free 


any  kind  oi  In- 
Plantation,  IlE" 
Bonds,  Mord- 


o 

If  yon  are  interested  in 
vestment,  Oil,  Mining, 
dustrial,  Lands,  Stocks, 
fares,  etc.,  send  us  your  name  and  address  and  wf 
will  send  you  The  Investor’s  Review  for  threg 
months  free  of  charge.  A  journal  of  advk®  ff®r 
investors.  Gives  latest  and  most  reliable  informatSo® 
concerning  new  enterprises.  Knowledge 
Great  ^portunities  come  and  go.  Great  fakes 
wise-  Get  posted  before  investing.  Write  to-day, 
INVESTOR’S  REVIEW,  1314  Gaff  Bidf  o  CHICICO,  !UL. 


“SAVE  MONEY  EVERY  DAY” 


Nutional 
I'nlon  .  , 

Coliimbittn  < 
Star  ,  .  . 

Crescent  , 


4  lbs.  $3.00 
2%  lbs.  2.60 
2  lbs.  2.00 
1  lb.  1.50 
1  lb.  1.00 


Each  unnecessary  stamp 
you  use  wastes  money. 

Use  one  cent  too  little 
and  perhaps  your  package 
won’t  arrive. 

You  can’t  afford  to  guess. 

The  PELOUZE  POSTAL 
SCALES  point  to  the  num¬ 
ber  of  cents  required  the 
moment  the  letter  or  pack¬ 
age  is  placed  on  scale. 

You  don’t  have  to  figure 
— the  scale  does  it  for  you. 


Every  PELOUZE  SCALE 

is  guaranteed  accurate  and 
stay  that  way. 


wi 


That’s  one  reason  why 
they  received  the 

Highest  Award 

at  the  World’s  Fair,  St. 
Louis. 

Accept  no  substitute. 


Send  for  Catalog 

For 


sale  everywhere  by 
Leading  Dealers. 

PELOUZE  SCALE  &  M’F’G  CO.,  CHICAGO 


Mall  A  Express  IG  lbs.  $5.00 
Commereiiil  .  12  lbs.  3.76 
r.  8.  .  .  .  4  lbs.  2.60 

Vlelor  .  .  lbs.  1,75 


DO  AWAY  WITH - 

CRAMPED  AND  TIRED  FINGER5 


AS  ^ 

YOU  ^ 

GET  IT 

QLOQAU’S  PENHOLDER 

Forty  Seconds  and  a  cup  of  boiling  water  mold 
It  permanently  to  the  exact  shape  of  the  user’s 
fingers.  Indispensable  for  clerical  work.  Common- 
senseis  the  essence  of  its  construction.  No  other 
penholder  equals  it.  Agents  and  dealers  wanted. 

Price  25^;  6  for  $1,  Postpaid 

Sotd  only  by 

GLOQAU  &  CO.,  306  Dickey  Building,  CHICAGO. 


ISAAC  PITMAN  SHORTHAND 

Re-adopted  by  N.Y.  Board  of  Education  for  Five  Years 

Complete  Shorthand  Instructor,  . ^  $1.50 

Shorthand  Dictionary,  (61,000  words  in  shorthand)  •  .  1.50 

20th  Cent.  Dictation  Book  and  Legal  Forms,  ordinary  print,  .76 

Practical  Course  in  Touch  Typewriting,  cloth,  75c.  -  -  .50 

Pitman’s  Practical  Spanish  Grammar,  ....  .50 

Insurance;  A  practical  guide  to  this  important  subject,  340  pp.,  2!50 
Insurance  Office  Organization,  Management  and  Accounts,  1.50 
Parody's  Spanish  Phonography  (complete)  ....  1.50 

^  Send  for  Trial  Lesson  and  sample  of  Pitman’s  Journal 

ISAAC  PITMAN  A  SONS,  31  Union  Square,  NEW  YORK 


YOU  MUST  NOT  MISS  THIS 

Millions  are  being  made  in  the  Real  Estate  Business.  The 
cleanest,  quickest  money  maker.  Get  ‘'Realty  Science”  for 
il  .00  and  learn  at  once.  Thousands  of  copies  already  sold. 
Get  in  line.  Realty  Science  Publishing  Company 
32  Imperial  Power  Building,  Pittsburg,  Pa. 
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investigation  and  more  time  wasted. 
Should  the  employer  not  welcome  relief 
from  this?  Should  it  not  appeal  to  him  as  a 
boon  to  be  able  to  find  before  him  the  appli¬ 
cation  o  f 
just  the 
man  he 
wants?  His¬ 
tory  and  re¬ 
cord  all  ver^ 
ified.  Capa¬ 
bility  certi¬ 
fied.  Ref¬ 
erences  ver¬ 
ified  and  the 
results  all 
laid  before 
him  in  tab¬ 
ulated  form. 
It  not  only 

should,  but  it  does. 

How  about  the  man  on  the  other  side 
of  the  fence?  How  about  the  man  who 
wants  a  job — will  he  appreciate  such  a  ser¬ 
vice?  To  be  sure  he  will  and  to  be  sure 


One  of  Brown’s  victims  fell 
asleep. 


he  does. 

Our  Association  has  been  doing  this 
very  thing  for  a  long  time  past  in  a  modest 
way,  but  the  new  plan  now  in  operation 
will  increase  the  value  an  hundred  fold. 
The  man  from  Maine  who  wishes  to  get 


to  California  will  be 
assisted  to  a  transfer. 
The  man  in  Wiscon¬ 
sin  who  wishes  to  go 
to  the  summer-land 
of  the  south  will  be 
provided  with  a  bil¬ 
let — and  all  without  a 
fee  or  reward. 

How  is  all  this 
done  ?  I  hear  you  say. 
How  do  we  get  any¬ 
thing  we  want,  now, 
to-day .  By  advertis¬ 
ing,  of  course — all 
things  come  to  him 
who  — waits?  No;  to 
him  who  advertises. 

You  have  heard  it 
said  that  we  are 
again  to  issue  the 
Association’s  b  u  1 1  e- 
tin  and  official  or¬ 
gan,  “Home  Study.” 
This  will  be  one  of 


the  mediums  used  in  •  advertising  the 
wants  of  our  members,  but  this  is  not 
all.  Thousands  of  letters  are  being  sent 
out  to  business  men  throughout  the  countrv 
soliciting  the  privilege  of  filling  their  needs 
in  the  matter  of  employes.  And  this  is 
not  all.  Our  advertisements  will  appear 
in  the  leading  newspapers  throughout  the 
country  and  all  for  the  same  purpose. 

But  it  costs  money  to  advertise,  you  say; 
who  pays  for  it  all?  You  do.  Your  mem¬ 
bership  fee  pays  it.  Active  membership 
costs  $2.00  the  year,  and  every  penny  of 
it  is  to  be  devoted  to  this  purpose.  This 
feature  of  the  Association’s  work  is  de¬ 
stined  to  be  of  the  greatest  practical  value 
to  its  members  and  we  bespeak  your  hearty 
co-operation  and  asistance. 

Are  you  to  be  promoted?  Let  us  place 
a  fellow-member  in  your  vacated  position. 
Is  there  a  vacancy  within  your  knowledge? 
Let  us  hear  of  it  at  once,  no  matter  what 
it’s  nature.  Your  turn  will  come  next.  Do 
your  part  and  none  of  our  members  need 
want  a  position  for  more  than  a  very  lim¬ 
ited  period. 


Why  You  Should  Become  An  Expert. 

By  J.  B.  Griffith. 

Just  after  the  business  meeting  this  afternoon 
our  genial  toast-master  called  me  aside  and  in¬ 
formed  me  that  he  would  call  upon  me  for  a  few 
remarks  on  the  subject, 

“Why  you  should  become 
an  expert.”  I  said  to 
him;  “Why  didn’t  you 
notify  me  before?  Why 
didn’t  you  give  me  time 
enough  to  prepare  some¬ 
thing  worth  while?”  He 
replied  that  Friend  Beach 
had  told  him  to  wait  until 
the  last  minute  before  he 
told  me  as  he  was  afraid 
I  would  get  Thorne  to 
write  a  paper  on  the  sub¬ 
ject  and  read  it  as  my 
own. 

So,  gentlemen,  if  some¬ 
one  will  kindly  hold  a 
watch  for  five  minutes 
and  toss  a  napkin  in  the 
air  wheji  the  time  is  up. 

I’ll  confine  myself  to  a 
few  observations  on  the 
experts  I  have  met  and 
why  you  should  become 
one  of  them. 

I  have  been  studying 
experts  for  a  long  time. 

Probably  all  of  you  gen-  _ 

tlemen  know  what  an  expert  is,  and  could,  if  called 
upon,  give  a  comprehensive  definition  of  the 
species. 

I  confess  that  I  was  unable  to  find  a  satisfac¬ 
tory  definition  until  I  happened  to  run  across 
some  correspondence  between  Mr.  Thorne  and 
a  young  fellow  down  in  Pennsylvania.  It  seems 
that  Mr.  Thorne  had  been  trying  to  sell  the  young 
man  a  Course  in  Higher  Accounting  and  one  of 
the  inducements  offered  was,  that  by  studying  the 
course  he  could  become  an  expert.  This  young 
man  was  a  graduate  of  a  business  college  and 
considered  himself  a  pretty  fair  book-keeper.  He 


fith  on  systema¬ 
tizing. 


Holden  star-gazing. 
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MANUFACTURERS  WANT  TO  KNOW 

Amount  of  Raw  Material  on  Hand — Quantity  and  Value 
Amount  of  Unfinished  Product  — Quantity  and  Value 
Amount  of  Finished  Product  and  its  Cost 
Cost  of  Product  Billed  and  What  it  Brings 

COST  SYSTEMS  ARE  INEFFECTIVE  WITHOUT  SUCH  INFORMATION 
SUPPORTING  MONTHLY  BALANCE  SHEETS 


CONSULT 


THE  AUDIT  COMPANY  OF  ILLINOIS  MARQUETTE  BUILDING 


CHICAGO,  ILLINOIS 


A  USEFUL 
ARTICLE 
25  CTS. 


One  used  daily,  sav¬ 
ing-  time  and  trouble, 
is  the  “Cook  Pocket 
Pencil  Sharpener.” 
Used  like  knife,  making  any  length  point  desired, 
retaining  the  chips  in  a  little  box.  Blades  are  of  the 
best  tempered  steel,  body  is  brass  and  heavily  nick¬ 
eled,  size  convenient  for  pocket  or  .purse* *  For  sale 
by  dealers  or  sent  by  mail  on  receipt  of  2S  cents. 
Stamps  taken. 


H.  C.  COOK  COMPAfNY 


18  Main  Street  Ansonia,  Conn. 


LEARN  TO  DRAW 


WITH  PEN,  CRAYON  AND  BRUSH 


\^E  FIT  men  and  women  forbus- 
iness  as  professional  illustra¬ 
tors,  cartoonists,  designers,  or  me¬ 
chanical  or  architectural  draftsman, 
etc.  Our  system  of  practical  training 
is  thorough,  modern  and  original, 
combines  pleasure  with  spare  time 
study — no  drudgery,  no  failures. 

Earn  S30  to  $100  a  Week 
^  Instructors  are  experienced  drafts¬ 
men  and  leading  artists.  You  study 
many  styles  from  full-size  reproduc¬ 
tions  of  original  drawings.  This 
training  costs  no  more  than  other 
kinds,  only  a  few  days  salary  after 
graduation.  Satisfaction  or  money 
l)ack.  Full  information  and  letters 
from  students  and  graduates  sent 
free.  To  save  time  tell  us  the  posi¬ 
tion  you  want  to  fill. 

ACME  SCHOOL  OK  DRAWING,  1212 
Masonic  Temple,  Kalamazoo,  Mich. 


University  Training 

FOR  BUSINESS 


ACCOU^TI^G 

BANKI^O 

BROKERAGE 


School  of  Commerce. 
Accounts  and  Finance, 
New  York  University. 

Day  and  Evening  Sessions. 
Washington  Square,  N.  Y. 


FALL  TERM  OPENS  SEPTEMBER  28 


Book-keepers,  Look ! 

A  BOOK-KEEPER'S  BOOK 

Most  book-keepers  are  spending  more  time  copying  figures  and 
hunting  errors  than  is  necessary.  “Hints  and  Helps  to  Book¬ 
keepers”  will  save  time  and  trouble.  No  “infallible  system”  but 
common  sense.  Tells  how  to  systematize  your  work,  to  use  your 
head  in  preventing  errors  and  finding  them,  to  avoid  repetitions  etc. 
Contains  short  cuts  and  a  list  of  sample  “differences”  with  instruc¬ 
tions  “where  to  look”. 

Think  how  quickly  it  will  pay  for  itself.  50  cents  postpaid. 

GEO.  A.  HOWE,  Box  251,  Marshalltown,  la. 


SELL  GOODS  BY  MAIL— THE  COMING  BUSINESS 
method.  Start  now;  stop  working  for  others.  Big 
profits.  Money  comes  with  orders.  Our  plan  for  start¬ 
ing  beginners  is  a  “sure  winner.”  Particulars  for  stamp. 
Franklin-Howard  B.  Company,  Kansas  City,  Mo. 


ALWAYS  A  PERFECT  TISSUE  COPY 

if  you  use  OUR  ASBESTOS  COPYING  BATH 
for  Copying  Press  Cloths 

Quick,  Clean  and  Convenient.  Good  for  All  Tissue  Copies.  Avoid 
Substitutes.  Sold  by  leading  stationers.  Write  us  for  free  circular. 

THE  CLEVELAND  COPYING  BATH  CO.,  Cleveland,  Ohio 


B  a  ea  A  B  WANTFD  operate  our  proposition  in 
Bfl  ag  •IHIl  I  tW  your  own  city  or  town  under 

IWl  I H  instructions.  No  canvassing.  Good  for  t^O  or 

*  ■  "  "  more  per  week.  Will  not  interfere  with  present 

occupation.  Investigate  it.  Stamp  for  detail  information. 

HUTTON  4.  CO.,  Desk  2,  PHILADELPH IA„  P®. 


around  the 

WORLD  AND 
NEVER  OUT 
OF  INK  ? 


YOU  FEEL  SAFE  WHEN  WRITING  A  CHECK  WITH 


Get 
Agency 


BLAIR’S  FOUNTAIN  fTNmT(niTVinTTN€7RinjTrG~ 

AND  MANIFOLDING  WITH  A  YEARS  SUPPLY  CART- 
RlDGyLQEJNDEUBlLCHEOUI  PaOJECIlNG  INK  FR  EF. 


iHE  SMOOTHEST  . 
WRITING  INSTRUMENT 
THTWORLD 


S7.00  Value  for  SI.OO 


uii 


B 


I 


Saves  Cost  of  Check  Punch, 
Value  of  Year's  Ink  Supply, 
Cost  of  Pencil, 

Total  Value 


$5.00 

1.00 

l.OC 


.  $7.00 

Holder  needs  filling  with  water  only  to  produce  the  best  ink.  No  leads.  Point  never  breaks.  Needs  no  sharpening.  Will  last  for  years. 
Soon  saves  its  cost.  PRICES — Plain,  $1.00;  Chased,  $1.25;  Chased  and  Gold  Mounted  $1.50.  Insured  mail  8c  more.  New  Ink-making 
Cartridges  in  blue  or  black,  copying  or  red  ruling,  lOe.  by  mail,  12c.  The  ink  bottle  abolished.  Great  for  Stenography. 

BLAIR’S  FOUNTAIN  PEN  CO.,  Dept.  A,  163  BROADWAY,  NEW  YORK 
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was  somewhat  skeptical  of  the  advantages  of  fur¬ 
ther  study  along  this  line  and  asked  Mr.  Thorne 
the  question:  “What  is  the  difference  between 
a  book-keeper  and  an  expert  accountaint?”  Mr. 
Thorne  replied  that  the  exact  difference  had  never 
been  determined  but  that  it  averaged  from  $40.00 
to  $100.00  a  week. 

It  seems  to  me,  gentlemen,  that  from  $40.00 
to  $100.00  a  week  should  be  a  sufficient  reason 
why  you  should  become  an  expert. 

Now,  there  are  different  kinds  of  experts.  I 
dare  say  that  when  you  hear  the  term  “Expert” 
you  usually  think  of  that  class  of  which  our 
friend  McPherson  is  an  illustrious  example  who 
make  a  profession  of  straightening  out  the  kinks 
in  other  people’s  business. 

There  is  another  kind  of  expert  to  which  I 
want  to  call  your  especial  attention.  I  refer  to 
the  expert  who  holds  down  the  best  job  with  the 
best  concern  in  your  town;  who  is  never  out  of 
work  but  always  knows  where  he  can  step  into 
another  good  position.  He  probably  does  not  call 
himself  an  expert  but  compared  with  his  fellows 
who  are  always  harping  about  his  luck,  he  is  en¬ 
titled  to  be  called  a  practical  expert.  You  can  all 
of  you  recall  the  man  I  have  described — there  are 
several  of  him  in  this  room  to-night — but  did  you 
ever  ask  yourself  how  he  happened  to  occupy 
that  good  position.  If  you  will  trace  his  career 
back  to  the  time  when  he  started  to  make  his 
own  living,  you  will  find  he  was  not  considered 
especially  bright  and  that  he  was  not  burdened 
with  a  rich  father  to  give  him  a  start.  The 
chances  are  he  started  as  an  office  boy  or  pos¬ 
sibly  assistant  book-keeper.  If  you  have  studied 
his  advancement  closely  up  to  the  time  when  he 
began  to  shoot  ahead  of  the  other  boys  who 
had  equal  or  better  advantages,  you  will  find 
that  his  success  has  been  due  wholly  to  work. 
I  do  not  mean  that  he  has  put  in  more  hours 
in  the  office  than  the  other  men  but  he  has 
learned  to  make  his  work  count.  He  has  learned 
to  be  systematic.  He  has  studied,  too,  and  is 
still  studying.  He  has  learned  to  study  sys¬ 
tematically,  which  has  taught  him  to  extract  the 
meat  of  a  subject  without  laboriously  wading 
through  a  lot  of  irrelevant  matter. 


“The  Value  of  Technical  Training  in 
Accountancy  and  Systematizing 
Methods  to  the  Business 
Man.” 

By  F.  H.  MacPherson. 

Mr.  Chairman  and  Gentlemen: 

Your  program  committee  called  at  my  office 
a  few  days  ago  and  requested  that  I  should  come 
to  the  banquet  this  evening,  prepared  to  give  you 
a  short  address  upon  “the  value  of  technical 
training  in  accounting  and  systematizing  meth¬ 
ods  to  the  business  man.” 

I  was  not  given  any  choice  of  subjects  or  I 
should  probably  have  chosen  some  subject  more 
suited  to  the  limits  of  my  capacity. 

You  will  therefore  have  to  bear  with  me  while 
I  inflict  upon  you  a  few  remarks  along  the  line 
suggested,  and  if  I  should  prove  too  tiresome,  I 
should  ask  you  to  visit  you.  indignation  upon  the 
head  of  our  mutual  friend  Thorne. 

The  theme  before  me  is  filled  with  possibili¬ 
ties  as  a  subject  for  the  display  of  forensic  abil¬ 
ity.  It  is  altogether  too  broad  and  too  important 
to  be  covered  in  the  short  address  which  the  time 
allotted  to  me  will  permit,  even  did  I  have  the 
ability.  It  may,  profitably,  be  divided  into  a  half 
dozen  heads,  any  one  of  which  will  furnish  abund¬ 
ant  material  for  an  evening’s  address. 

Dealing  broadly,  however,  for  a  moment  with 
the  subject  of  technical  training,  I  do  not  sup¬ 
pose  that  in  the  present  day  and  generation,  there 
can  be  found  many  persons  so  bold  as  to  say 
that  technical  training  in  any  subject  is  not  of 
advantage. 

Not  many  years  have  passed  since  so  much 
could  be  said.  Until  recently  the  inherited  forms 
and  methods  of  education  as  they  came  from  the 
countries  of  the  old  world,  were  thought  quite 
sufficient  for  the  needs  of  the  American  youth. 
But  times  have  changed,  with  the  changes  in  eco¬ 
nomic  conditions.  Along  with  the  growth  of  the 


country  came  the  necessity  for  changes  in  our 
educational  needs.  New  problems  demanded  the 
working  out  of  new  ways  in  which  to  solve  thern, 
new  difficulties  required  new  methods,  and  so  it 
is  that  we  have  the  tech¬ 
nical  schools  and  classes 
of  the  present  day.  Mod¬ 
ern  business  conditions 
have  given  rise  to  new 
and  important  callings, 
requiring  special  train¬ 
ing. 

We  have  had  the  book¬ 
keeper  with  us  for  many 
generations,  but  the  ac¬ 
countant  is  of  more  re¬ 
cent  growth.  While  the 
duties  of  the  book-keeper 
are  important,  the  work 
of  the  trained  account¬ 
ant  is  doubly  so,  enter¬ 
ing  as  it  does  into  the 
very  heart  and  core  of 
business  enterprises.  And 
accountancy  is  a  science 
founded  upon  principles 
capable  of  being  taught, 
systematized  and  studied 
with  all  the  force,  cer¬ 
tainty  and  truthfulness 
of_  the  principles  under¬ 
lying  other  scientific  professions. 

Schools  and  colleges  are  quickly  realizing  the 
needs  of  the  hour,  and  in  most  of  these  may  be 
found  a  commercial  department,  in  which  the 
rudimentary  principles  and  technique  of  the  busi¬ 
ness  are  being  taught.  The  results  as  far  as  they 
S®’  satisfactory  and  form  a  ground  work  for 
that  higher  training  which  must  come  from  con¬ 
tact  with  the  actual  man  of  business. 

The  training  of  the  teachers  engaged  in  the 
colleges  and  schools  is  ordinarily  altogether  the¬ 
oretical  in  character,  and  under  such  circumstances 
It  IS  not  possible  that  they  can  impart  to  their  pu- 
more  than  they  themselves  possess. 

The  necessity  for  a  higher  course  of  training 
by  practical  business  _  men — by  men  who  have 
learrmd  ^cir  lessons  in  the  hard  and  sometimes 
rough  school  of  experience — is  now  being  looked 
upon  as  absolutely  necessary,  to  properly  fit  the 
student  in  accountancy  for  the  work  in  which  he 
seeks  to  engage. 

Within  the  past  few  years  several  of  the  Uni¬ 
versities  have  actually  taken  up  the  question  of 
higher  education  in  accountancy,  and  have  opened 
departments  in  “Commerce  and  Finance”  and  one 
of  the  fundamentals  is  that  instruction  shall  be 
imparted  by  practical  business  men,  and  as  well 
by  public  accountants  of  long  and  varied  experi¬ 
ence. 

The  intent  of  these  departments,  as  stated  re¬ 
cently  by  one  of  the  professors,  is  to  “impart  a 
knowledge  of  the  raw  materials  of  industry,  with 
the  sources  of  their  supply,  and  the  methods  of 
of  fho  institutions  and  agencies 
of  finarme,  industry  and  trade;  of  the  methods 
employed  in  the  organization  and  management  of 
the  bank,^  the  factory  and  the  store;  of  the  prin¬ 
ciples  which  underlie  the  financing  of  a  business 
the_  granting  of  credit,  the  sale  of  goods,  the  edu- 
oation  of  the  consumer  by  means  of  advertising; 
of  ^  the  principles  of  book-keeping,  the  interpre¬ 
tation  of  the  accounts  of  partnerships  and  cor- 
the  relation  of  the  business  man  to 
the  transportation  company;  the  principles  of  com¬ 
mercial  law,  of  real  estate  values  and  manage¬ 
ment,  and  of  insurance;  the  principles  upon  which 
municipal  finances  should  be  handled;  and  the 
methods^  of^  caring  for  these  in  the  proper  and 
rnost  scientific  way;  depreciation  and  the  means 
of  determining  such;  and  the  many  other  points 
which  confront  the  public  accountant  at  every 
turn.’ 

It  does  not  require  any  great  degree  of  com¬ 
prehension  to  see  that  knowledge  of  these  things 
cannot  be  imparted  to  the  student  by  the  the¬ 
oretically  trained  teacher.  It  cannot  be  expected 
that  men  not  in  business  can  teach  business;  and 
further — and  here  a  very  serious  difficulty  pre¬ 
sents  itself — there  is  the  lack  of  materials,  the 
object  lessons  which  are  available  in  the  other 
professions.  The  materials  for  the  study  of  busi¬ 
ness  life  lie  in  the  outside  world,  and  it  is  diffi- 
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POST 


.  V  E. 

C  A'R  P  Co  . 


200%  Profit 


FOR 

Stationers  and  Agents 

‘  American  Beauties.”  “Hijjh  Old  Time,”  “Simple 
(office)  Life,”  Making  a  Date,”  “Behind  the 
Scenes”  and  the  “Poker  Series”  are  only  a  few  of 
our  popular  and  big  selling  post  cards. 

We  are  the  largest  originators  and  manufac¬ 
turers  of  new  ideas  in  the  post  card  business. 

Try  our  special  trial  offer  of  new  Xmas  and  New 
Years  cards,  100  brand  new,  catchv,  bright,  copy¬ 
righted  post  cards,  greatest  sellers  on  earth,  for  $1. 

If  you  want  the  latest  ideas  in  post  cards  and 
the  cream  of  the  business  in  your  vicinity,  give 
_us  a  trial. 

Samples  Only  10  Cents 


pi-,- 


Also  new  and  novel  ideas  in  calendars  and  albums.  Place  your  order  now  for  1906  business. 

We  Will  Make  Money  For  You 

U.  S.  SOUVENIR  POST  CARD  CO..  II40  Broadway,  NEW  YORK 


THE  KEY  TO 
SUCCESS 

is  my  correspondence 
course  In 

Memory 
Training 


No  one  is 
greater  intellec 
tually  than  his 
memory i  Write  to- 
for  free,  wonder 
mterestingp  iUus.32-p 
book  ®®How  to  Remember'”' 
aiCiCSO^  SfJiOOi-  MFMOPVIfif  Hal?  fHKAOO 


\ 

Do  You 

Embossed 
Letterheads  ? 


Nothing  reflects  the  character  of  your  firm  as  Embossed 
Letterheads  and 


Engraved  Business  Announcements 

They  cost  but  little  more  than  the  best  printed  matter.  If 
you  want  the  experience  of  40  years  in  making  business  sta¬ 
tionery,  announcements  and  cards  write.  Send  for  samples. 

J.  W.  f-iAUUIDAV 

37  Randolph  St,  Estubilsiied  I8GI  Chicago,  Ills. 


Black-Head  Remover 

BY  MAIL 
25  CENTS 

The  Rex  Co.,  Saginaw,  Mich. 


LEARN  BUSINESS  SPANISH  m®ail 

Short,  practical  course.  Easily  learned.  Splendidopportuni- 
ties  for  young  men  having  a  knowledgeof  Spanish  to  enterthe 
Civil  Service,  or  become  foreign  representatives,  salesmen, 
Spanish  correspondents,  etc.,  of  exporting  firms.  Pamphlei. 

SCHOOL  OF  BUSINESS  SPANISH,  Kansas  City,  Mo. 


STENOGRAPHERS-A  Tabulating  Seals  -  Someihm 


The  Scale  screws  on  your  typewriter  in  place  of  the  one  you 
are  now  using,  and  solves  the  problem  of  getting  figures,  ditto 
marks,  etc.,  exactly  under  each  other.  Like  all  wonderful  in¬ 
ventions  it  is  simple,  practicable,  costs  little  and  does  the  work. 
I  will  send  you  one  on  my  TryBefore-You-Buy  Plan— put  it  on 
your  machine  and  use  it.  Costs  just  one  cent  to  try  it~a  postal 
card.  If  it  does  not  suit,  return  it.  I  pay  all  costs.  Save  your¬ 
self  tabulating  troubles.  Write  to-day,  giving  make  and  model 
of  machine. 

W.  V.  KING,  315  Frisco  Building,  St.  Louis 


638 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


hat. 


cult  to  bring  them  together  in  such  form  as  to 
make  them  available  for  the  student’s  use. 

The  published  reports  of  the  various  federal 
and  state  departments;  of  the  Law  reports;  of  the 
Wealth,  Debt  and  Taxation  section  of  the  Cen¬ 
sus  department,  which  deals  with  municipal  sys¬ 
tems,  forms  and  reports;  all  of  these  are  at  hand 
and  available,  but  these  form  a  very  small  and 
comparatively  unimportant  proportion  of  the  ma¬ 
terials  necessary.  Access 
to  the  office  archives  of 
large  manufacturing  indus¬ 
tries  and  mercantile  con¬ 
cerns,  to  the  offices  of  rail¬ 
roads,  mines  and  other 
corporations  of  like  char¬ 
acter,  to  the  accounts  as  ac¬ 
tually  kept  by  controllers 
and  treasurers  of  municipal 
corporations,  to  the  cost 
records  of  those  large  insti¬ 
tutions  that  have  worked 
up  the  keeping  of  costs  to 
the  scientific  point  that 
its  importance  demands. 

These  and  many  other 
items  not  mentioned,  con¬ 
stitute  the  laboratory  from 
whence  the  student  in 
higher  accountancy  can 
best  draw  that  informa¬ 
tion  which  is  necessary  to 
his  advancement.  Unfor¬ 
tunately,  however,  the  ex¬ 
tent  to  which  these  are  ac¬ 
cessible  is  limited  so  far  as 
colleges  and  schools  are  concerned. 

Now  it  may  come  to  you  somewhat  in  the  na¬ 
ture  of  a  surprise  to  learn,  that  what  I  suggest 
as  the  best  means  of  obtaining  actual  practical  ex¬ 
perience  in  higher  accountancy,  is  afforded 
through  the  same  channels  as  are  responsible  for 
our  presence  here  this  evening.  The_  officers  of 
this  Association,  headed  by  our  good  friend  Beach, 
have  rightly  diagnosed  the  situation  and  they  have 
proceeded  to  gather  together  in  convenient  and 
practical  form,  the  good  material  spoken  of.  The 
correspondence  courses  established  and  conducted 
by  these  gentlemen,  more  nearly  fill  the  bill  of 
what  is  conceived  to  be  the  standard  of  require¬ 
ment,  than  any  other  single  institution  of  which 
I  have  knowledge.  Why?  Because  each  and 
every  one  of  these  teachers  have  graduated  out  of 
the  workshop  of  practical  experience.  From  Mr. 
Beach  down,  each  of  them  has  spent  years  in 
garnering  the  harvest  of  knowledge  in  account¬ 
ing  methods  which  they  are  seeking  to  impart  to 
the  students  who  enroll  as  members  of  the  so¬ 
ciety.  They  are  making  constant  efforts  to  keep 
in  touch  with  the  requirements  of  modern  busi¬ 
ness,  and  they  seem  to  have  the  happy  faculty 
of  getting  the  best  that  is  available.  Witness  the 
splendid  articles  that  appear  from  time  to  time 
in  the  Business  Man’s  Magazine,  covering  _  the 
factory,  office  and  accounting  methods  of  mines, 
cotton  factories,  railways,  manufacturing  indus¬ 
tries,  department  stores,  and  such.  These  gentle¬ 
men  are  doing  for  you  what  the  ordinary  business 
college  can  not  possibly  expect  or  be  expected  to 
do,  they  are  obtaining  from  the  source  of  origin, 
the  tools  wherewith  to  work,  and  these  tools  are 
in  the  hands  of  practical  men,  not  theorists. 

It  was  a  professor  in  one  of  the  universities 
who,  in  discussing  the  subject  of  higher  account¬ 
ing,  said : 

“The  practice  of  business  can  only  be  thor¬ 
oughly  mastered  in  the  transaction  of  business, 
and  unless  the  student  gains  this  experience  dur¬ 
ing  his  college  or  school  course,  he  must  expect 
to  serve  the*  regular  apprenticeship  after  gradua¬ 
tion.’’ 

And  now  a  word  as  to  the  requirements  of  the 
individual  who  seeks  the  wider,  higher  field,  and 
the  possibilities  for  work  to  the  competent  man. 

Average  ability,  horse-sense  and  power  of  ap¬ 
plication  are  the  principal  requisites.  Work,  work, 
work.  When  not  busy  on  work  for  your  clients, 
get  busy  studying  the  office  systems  with  which 
you  are  least  familiar;  make  application  to  the 
proprietors  of  large  institutions  which  cover  such 
ground  as  you  seek  to  learn  about,  to  permit  you 
to  look  over  their  systems;  make  notes  of  what 
you  see,  and  learn;  read  the  text  books  over  again, 


study  the  systems  as  outlined  in  the  office  maga¬ 
zines,  take  the  course  as  outlined  by  the  Inter¬ 
national  Accountants’  society;  meet  in  conven¬ 
tion;  talk  your  work  over  with  others  who  have 
had  the  experience  you  are  seeking.  Let  no  day 
pass  without  making  the  most  of  your  opportuni¬ 
ties.  Keep  adding  to  the  store-house  of  knowl¬ 
edge,  daily,  some  new  thing,  which  later  on 
(and  you  never  know  how  quickly)  you  may  turn 
to  practical  account. 

In  closing,  I  want  to  say  that  in  my  judgment 
no  other  profession  offers  the  magnificent  oppor¬ 
tunities  that  does  higher  accountancy.  The  work 
is  pleasant,  the  pay  is  good,  and  the  results  may 
generally  be  made  satisfying  to  the  client. 


The  Value  of  Education  in  Accounting. 

By  F.  W.  Morton. 

The  Science  of  Accounting  is  such  a  wonder¬ 
ful  subject  and  embraces  so  much  that  a  person 
can  take  up  and  study  line  after  line,  year  after 
year,  and  still  remain  within  the  scope  of  ac¬ 
counting.  Even  then  he  will  not  be  able  to 
learn  it  all  and  new  ideas  and  methods  will  con¬ 
tinue  to  arise  from  time  to  time. 

Like  the  Science  of  Electricity,  which  was  never 
created  by  any  man  but  was  always  there  and  is 
being  discovered  and  applied  day  after  day,  it 
is  up  to  you  and  I  to  discover  the  power  and 
principles  of  this  great  subject  of  accounting  and 
apply  them  to  the  advancement  of  our  business 
interests  in  particular,  and  the  betterment  of  the 
commercial  world  in  general. 

Nearly  all  of  our  education  is  gained  through 
the  information  of  others  and  we  should  always 
be  ready  to  take  up  and  investigate  the  other 
fellow’s  idea  before  condemning  it  as  not  hav¬ 
ing  originated  in  our  own  mind. 

We  should  gather  into  our  mind  everything  in 
the  way  of  useful  knowledge  that  a  progressive 
business  man  can  possibly  want.  If  you  go  into 
a  second-hand  store  you  will  see  many  things  that 
will  appear  to  you  absolutely  worthless  to  any 
one,  and  yet  the  proprietor  will  tell  you  that 
there  is  nothing  there  that  he  has  not  had  a 
call  for  in  the  last  ten  years.  No  matter  what 
the  information  is  do  not  scorn  it  as  being  of 
no  value  to  you,  because  some  day  it  may  be 
called  for  and  will  be  mighty  handy  to  have. 

It  would  be  impossible  for  any  one  to  acquire 
a  complete  knowledge  and  understanding  of  ac¬ 
counting  by  himself,  and  right  here  is  where  the 
International  Accountants’  Society  is  doing  a 
great  thing  for  the  bookkeeper  and  business  man. 
Through  their  publications  and  various  Home 
Study  Courses  they  bring  the  advanced  thought 
and  experience  of  others  within  the  reach  of  every 
thougliiiul  and  progressive  business  man,  and  he 
should  certainly  avail  himself  of  these  oppor¬ 
tunities  and  give  out  his  own  ideas  and  experi¬ 
ence  for  the  benefit  of  others  less  informed. 

The  establishment  of  an  employment  bureau 
in  connection  with  the  I.  A.  C.  will  undoubtedly 
be  of  untold  value  to  the  employer  as  well  as  to 
the  employee,  because  if  one  of  the  members  se¬ 
cures  a  larger  and  better  position  his  former  em¬ 
ployer  can  be  supplied  with  some  one  else  who 
has  been  trained  in  up  to  date  methods,  thereby 
giving  the  employe  a  better  position  and  giving 
the  employer  the  man  he  wants. 


The  Horror  of  It. 

Addemup,  who  had  taken  a  day  off  to  at¬ 
tend  the  book-keeper’s  picnic^  was  display¬ 
ing  his  agility  by  climbing  a  tree. 

He  fell  in  such  a  way  that  his  foot  caught 
in  a  fork  of  the  tree,  and  there  he  hung, 
head  downward,  ten  feet  from  the  ground. 

“Help  me  down !”  he  exclaimed  in  a  voice 
of  agony,  “for  heaven’s  sake !  My  foun¬ 
tain  pen  is  leaking!” — Chicago  Tribune. 
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PROTECT  YOUR  BANK  ACCOUNT 

and  add  to  your  business  standing  by  using  the  S.  &  P. 
check  punch.  Cuts  clean  through  the  paper. 

OVER  35,000  irv  USE 

If  your  stationer  does  not  handle  it,  write  to  us.  Prepaid  to 
any  address  in  the  United  States  on  receipt  of  price,  or  we 
will  send  on  10  days  trial  to  any  house  with  good  mercantile 
standing,  to  be  returned  at  our  expense  if  not  satisfactory. 

Japan  Finish,  $5.00  Full  Nickel,  $5.50 
Special  Discount  to  Stationers 


AGENTS  WANTED 


Sittmann,  Pitt  &  Co.,  (  Patentees) 


251  State  Street 
Brooklyn,  N.  Y. 


Pen  Carbon 

After  much  experiment  we  have 
produced  a  carbon  paper  sensitive 
to  the  lightest  touch  of  an  ordinary 
pen.  Ordinary  writing  pressure 
assures  a  clear  and  legible  copy. 
Ask  for  samples. 

We  manufacture  Carbon  Papers 
for  all  purposes,  and  Typewriter 
Ribbons  for  ull  machines.  Write  us. 

The  Neutric  Chemical  Company, 

44  N.  4th  Si.,  Phila.,  Pa. 


BUSINESS  LAW  IN  BRIEF 


TWO 

CONCISE 


lAwn 

[dollars  U 


ICTIONARY 

A  COPY 

COMPREHENSIVE. 


ME[rS35cS0CIW 

PAIRS  FOR 


lOO©.T*»A,liCri 

Ask  any  good  dealer  how  much  he  gets  for  fast  black  •eamless, 
lisle  thread  half-hose  and  he  will  tell  you  35c.  By  buying  direct 
from  us  you  save  nearly  half.  Our  famous  “Longwear”  stockings 
are  true  to  their  name;  they  outwear  any  other  35c  stocking. 
The  best  lisle  thread,  fine  texture,  warranted  fast  black,  special 
ribbed  top  to  prevent  them  stretching  and  coming  down.  Abso^ 
solutely  seamless,  perfect  fitting,  with  no  hard  ridges  to  hurt  the 
feet.  A  35c  sock  for  20c.  Simply  send  $1.00  to-day,  stating  size^ 
for  5  pairs  by  mail  postpaid. 

Money  back  if  you  want  it. 

il.  0.  600LD  &  CO.,  960  Washington  Ave.,  Portland,  Me. 


Second  Edition 

360  PAGES.  6,000  DEFINITIONS.  400  CROSS  REFERENCES 
Handy  Publishing  Company 

94  LIBERTY  STREET  NEW  YORK  CITY 

PENMANSHIP 

Adequately  taught  by  mail.  Leam  to  write  a  good  business 
Ihand  5  it  may  be  the  basis  of  your  success  in  life.  First  cours® 
of  instraction,  a  copy  of  Palmer's  Penmanship  Budget,  also 
a  Ml  year's  subscnption  to  the  beautiful  monthly.  The 
Western  Penman,  all  now  for  $3.00.  A  handsome 
diploma  when  course  is  completed.  We  are  making  mor® 
food  business  penmen  than  all  other  agencies  in  America 
sombmed.  Ovef  100,000  pupils  enrolled.  Catalog  free. 

mim  SCHOOL^  (Est  ISSI)  Boi  86,  CEDAR  RAPIDS,  IDWA 
DIRECT  FROM  THE  FACTORY 

THIS  DESK  shipped  anywhere 
in  the  United  States  0  0  0  0 
upon  receipt  ofvOiUU 
Examine  Carefully  and  if  found 
'tobe  A1  in  every  respect,  pay  the 
balance  $12.00  and  the  freight, 
and  you  will  have  the  greatest 
desk  value  ever  offered.  This 
desk  is  made  of  selected  Oak 
throughout.  It  is  48  inches  long 
and  is  finished  golden.  Has  pen 
racks,  extension  slides,  book 
stalls,  etc.  All  drawers  lock  by 
closing  curtain.  Nothing  to 
equal  it  has  ever  been  offered 
heretofore  for  less  than  $25.00  to  $30  00.  Write  for  Desk  Catalogue 
CENTRAL  MANTLE  CO.,  1  E22  Olive  St.,  ST.  LOUIS,  MO. 


Voice  Culture 


By  my  Correspondence  Method  of  Voice  Culture 
you  can  make  your  voice  beautiful,  resonant,  and 
of  extended  compass — you  can  learn  to  read  music  as  you  read  print,  in  less  time  and 
at  less  expense  than  by  personal  lessons.  If  you  are  interested  in  vocal  music  send  2c. 
stamp  for  my  booklet,  “The  Voice  Made  Beautiful,”  and  terms  for  course  of  thirty  lessons. 
HARVEY  SUTHERLAND,  Box  93,  “The  Gramercy”  NEW  YORK  CITY 


TYPEWRITTEN  LETTERS 


IN  EXACT  DUPLICATE 


My  process  eliminates  the  possibility  of  detection  because  the  ribbon  I  furnish 
without  charge  matches  my  printed  letters  perfectly.  You  will  be  surprised  at 
the  low  cost  when  you  write  for  my  free  samples.  Let  me  begin  saving  money 

for  you  now.  JOHN  ROGAN,  Circular  Letter  Specialist,  395  E.  Main  St.,  Rochester,  N.  Y. 


Paris,  July  9,  1905. 

Qu’est  ce  que  vous  voulezf  Merci,  bang, 
Monsieur!  Et  tu,  Henri!  Comprenes  done! 
Taisez  vous!  and  so  on  and  so  forth. 

Now,  there  you  are, 
and  if  you  understand 
what  it  means  you 
know  a  great  deal 
more  about  it  than  I 
do.  We  arrived  in 
Paris  last  evening  af¬ 
ter  a  pleasant  and  in¬ 
teresting  trip  from 
London  (it  was  main¬ 
ly  interesting  because 
the  gentleman  who 
talks  the  jargon  when  we  landed  at  Boul¬ 
ogne  “saw”  me  for  two  francs  and  forgot  to 
examine  my  luggage)  and  after  a  good 
night’s  rest  in  a  good  hotel  which  actually 
supplies  its  guests  with  something  bigger 
than  a  soap  dish  to  take  a  bath  in,  we 
spent  the  morning  in  driving  in,  through 
and  all  around  the  loveliest  park  I  ever 
saw  and  probably  the  loveliest  one  in  all 
the  world.  I  can’t  begin  to  describe  it,  but 
the  chauffeur  who  was  driving  an  auto  at 
about  60  per,  and  who  ran  into  our  carriage 
probably  knows  more  about  it  than  I  do 
and  will  be  glad  to  furnish  full  particulars 
upon  request.  After  doing  the  park  and 
being  done  by  the  man  who  drove  us  there, 
we  visited  the  Eiffel  tower.  Now  when  I 
say  “visited”  you  will  please  note  that  I  use 
the  word  advisedly  and  with  extreme  cau¬ 
tion.  I  have  seen  beautiful  and  highly  col¬ 
ored  pictures  of  that  tower  and  have  read 
how  it  wouldn’t  be  conducive  to  one’s  good 
health  to  jump  from  the  top  and  land  on 
one’s  head,  but  say !  I  think  I  can  see  the 
beauties  of  the  scenery  in  and  about  Paris 
without  seeing  it  from  the  dizzy  heights 
of  that  wonderful  pinnacle.  The  original 


inducement  to  get  me  up  there  would  be  a 
double  dose  of  chloroform,  and  even  then  I 
know  I  would  come  back  by  the  “short 
route”  for  once  there,  I  know  I  would  come 
to  and  pay  someone  a  good  stiff  price  to 
kick  me  off  so  I  would  come  down  quickly. 
When  at  home  in  my  own  sweet  country  I 
can  with  pleasure  stand  off  my  landlord,  or 
tell  the  ice  man  to  come  around  next  week, 
but  as  for  getting  me  into  that  tower  again 
— excuse  me ! 

But  I  am  getting  ahead  of  my  story  and 
in  the  language  of  “Samantha  Allen”  who, 
with  her  “Josiah”  visited  the  Paris  exhibi- 


Something  bigger  than  a  soap-dish. 


tion  and  wrote  us  her  experiences,  I  will 
“hitch  up  and  proceed  backwards.”  My 
last  letter  was  written  aboard  ship  and 
when  about  half  way  across  the  ocean.  On 
the  morning  of  June  20th  (and  I’ll  never 
forget  that  it  was  about  4  a.  m.)  we  were 
awakened  by  the  sound  of  hurrying  feet 
(that  sounds  good,  doesn’t  it)  and  looking 
out  saw  the  green  shores  of  Ireland  in  the 
distance,  for  we  were  approaching  Queens¬ 
town.  Now  I  am  old  enough  and  have  had 


But  as  for  getting 
me  in  that  tower 
again,  excuse 
Me. 
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MONEY  SAVED  FOR  YOU  I 


THROUGH 


I  OP -TO -DATE  SYSTEMS 


ESTABLISHED 
1  891 


LAURENCE  A.  JONES  &  CO. 

Certified  Public  Accountants 


INSTALLED 
BY  US 


CHAMBER  OF  COMMERCE 


CHICAGO 


YOU  ARE  WASTING  YOUR  LIFE 


.  ...  —  The  position  of  private  secretary  and 

a  successful  business  life  is  within  your  grasp.  To  be  successful  In  a  confidential  position,  it  is  first  of 
all  necessary  that  you  be  able  to  write  shorthand. 

The  McKee  Method  by  mail,  is  quick,  accurate,  and  within  the  sphere  of  your  present  earnings, 
and  within  a  short  time  you  will  be  earning  more  than  triple  your  present  weekly  stipend. 
Success  Is  before  you.  Let  us  show  you  the  way. 

We  teach  only  a  limited  number.  Delay  may  cause  you  to  miss  the  opportunity. 

McKEE  SHORTHAND  SCHOOL,  19  West  Mohawk  Street,  Buffalo,  N.  Y. 


irwiTir  for  six 

JC  MONTHS 

THE  MINING  HERALD.  Leading  mining  and 
financial  paper,  giving  valuable  information  on  mining 
and  oil  industries,  principal  companies,  best  dividend 
paying  stocks,  and  showing  how  immense  profits  may 
be  made  on  absolutely  safe  investments. Write  for  it 
to-day.  A.  L.  Wisner  &  Co.,  32  Broadway,  New  York 


ADVERT1SE@ 


Earn  from  |25  to  |100  a  week ,  in 
the  advertising- Business.  Taught 
by  mail.  Prospectus  will  tell  how. 

PACE-DAVIS  COMPANY 

‘^kh'Tr  Chicago 

office  I  Nassau  St.,  New  York 


MY  FREE  BOOK 


Is  called  ‘‘How  Money  Grows  ’’  and  tells  :  How 
j  to  tell  a  gcQod  investment;  how  to  invest  small  sums; 

I  how  you  can  convert  fioo  into  $358.83;  how  to  guard 
against  poor  investments,  etc.,  etc.  If  you  are  able  to 
save  $10  or  more  a  month  from  your  income  you  should 
,  not  fail  to  own  a  copy.  Not  an  Advertisement  of 
,  any  investment  but  full  to  the  brim  with  information  that 
I  everyoneshouldpossessbeforetheyinvestadollar.  Ask 

for  it  on  a  postal  and  I  'll  send  it  FREE  by  return  mail* 

jy^M^STRANDER,  134  North  American  Bldg.,  Philada. 


LiElfili  ADVERTISING  Order  Business  in 

*  iLRiioinu  Qj^jy  practical  *  way,  by  reading 
THE  WESTERN  MONTHLY,  “An  Advertiser’s  Mag- 
asme,”P  Largest  circulation  of  any  advertising  journal  sn 
the  world.  Three  months  trial  subscription  10c.  •Address. 

805  'Orand  Av®o  iCais,  CltWo 


Oregg 

Shorthand 


JOHN  R.  GREGG 


is  the  most  popular  and 
the  most  widely  taught 
of  any  system — it  is 
the  simplest,  the  most 
legible,  the  swiftest 
You  can  learn  this  sys¬ 
tem  thoroughly  under 
the  direction  of  Mr. 
John  Robert  Gregg, 
the  author,  through 
our  correspondence  in¬ 
struction.  Our  illus¬ 
trated  booklet  free. 
Write  TO-DAY. 


QREQQ  COMPANY 

151  WABASH  AVE.,  CHICAGO 


Holds  any  num¬ 
ber  sheets  from  one 
to  one  thousand. 


Loose  Leaf  Ledgers 

“Less  like  a  box  and  more  like 
a  book  than  any  other  loose 
leaf  ledger  on  the  market.”— 
A  New  York  Publisher. 

WRITE  FOR  CATALOGUE 

IHLING  BROS.  &  EVERARD 


See  this  T elescope  Back. 


Dept.  B. 
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sufficient  experience  to  enable  me  to  know 
a  good  thing  when  I  see  it,  but  in  all  my 
— years,  I  never  saw  anything  which  looked 
so  good  to  me  as  did  that  speck  of  land  in 
the  distance.  When  you’ve  been  on  a  little, 
measly,  insignificant  ship  for  seven  days, 
with  nothing  to  eat  but  a  whole  lot  of  stufl; 
with  no  salt  in  it,  a  little  piece  of  dry 
ground  looks  very  tasteful.  At  about  8 
o’clock  our  ship  hove  to  (prior  to  that 
exact  hour  the  passengers  had  been  doing 
most  of  the  “heaving”)  and  a  lighter  met 
us  to  receive  the  Queenstown  passengers. 
(Probably  you  don’t  know  it,  but  those 
boats  are  called  “lighters”  because  they  are 
lighter  at  some  times  than  at  others,  and 
not  because  they  do  anything  to  alleviate 
the  sufferings  of  the  passengers  they  take 
with  them).  It  was  a  matter  of  about  an 
hour  to  unload  a  handful  of  passengers  and 
smash  their  baggage,  and  we  set  sail  again 
and  headed  for  Liverpool.  No  sooner  had 
the  shores  of  Ireland  faded  from  view  than 
the  shores  of  England  were  in  sight,  and 
while  the  trip  from  one  country  to  the  other 
lasted  only  eight  hours,  it  seemed  the  long¬ 
est  part  of  our  journey.  A  great  crowd 
awaited  us  at  the  Liverpool  wharf — friends 
(of  other  passengers),  cab  drivers,  hotel 
“solicitors”  and,  in  fact,  all  of  that  portion 
of  England’s  population  which  we  didn’t 
care  to  see. 

Ever  spend  a  night  in  a  Liverpool  hotel 
and  sleep  in  one  of  their  best  beds?  Don’t 
miss  it  if  you  are  in  no  hurry  about  going 
to  bed.  After  having  been  on  board  ship 
for  a  week  you  will  find  yourself  in  need 
of  physical  exercise  and  one  of  these  beds 
affords  the  opportunity.  Guests  are  not 
provided  with  step  ladders,  and  you  conse¬ 
quently  try  to  conquer  the  beds  by  a  run¬ 
ning  jump.  I  neglected  to  bring  a  Beach 
calculating  machine  with  me  and  conse¬ 
quently  could  hot  keep  an  exact  tally  of  the 
number  of  attempts  I  made  to  land  prop 
erly,  but  I  do  know  that  when  I  finally  suc¬ 
ceeded  and  got  settled  for  the  night,  I  was 
covered  with  much  perspiration  and  very 
little  bed  clothing. 

Mr.  Thorne  is  a  prevaricator  and  the 
truth  is  not  in  him.  He  told  me  that  Liv¬ 
erpool  wasn’t  worth  mentioning,  and  that  I 


would  waste  time  if  I  stopped  there.  But 
I  am  very  glad  I  spent  a  day  in  driving 
about  the  old  city.  It  is  clean,  orderly,  full 
of  splendid  buildings  and  interesting  in 
many  ways.  In  the  general  lay-out  of  its 
streets  and  in  the  matter  of  its  buildings  it 
is  very  similar  to  our  Boston,  but  I’ll  eat 
beans  if  I  don’t  like  it  better.  (Boston 
readers  will  please  skip  this  paragraph). 

I  wish  I  could  describe  our  trip  from 
Liverpool  to  London.  Every  moment  was 
one  of  pleasure  and  delight.  Just  now 
England  is  at  its  best,  the  weather  is  fine 
and  the  scenery  magnificent.  The  roads 
are  like  pavements,  and  I  cannot  imagine  a 
more  delightful  trip  than  one  by  automo¬ 
bile  or  bicycle  through  that  charming  coun¬ 
try.  The  train  service  is  excellent,  but  in 
comparison  to  our  American  cars  these  lit¬ 
tle  ones  seem  more  like  playthings  than 
anything  else.  If  I  didn’t  have  my  wife’s 
luggage  to  carry.  I’d  put  one  of  these  pass¬ 
enger  cars  in  my  vest  pocket  and  take  it 
home  for  the  children  to  play  with. 

We  were  met  in 
London  by  sights 
and  a  lot  of  other 
things,  including 
Ferguson.  The 
latter  was  wear¬ 
ing  a  smile  which 
won’t  —  but  you 
know  what  I 
would  say.  In  the 
few  weeks  he  has 
been  here  he  has 
grown  side  whis- 
kers,  and  also 
grown  to  know 
much,  which,  as  a 
friend,  I  do  not 
propose  to  tell  anyone  about.  However,  he 
has  found  time  outside  of  his  social  en¬ 
gagements  to  get  matters  in  nice  shape  for 
our  English  business,  and  with  my  assist¬ 
ance  we  have  already  formed  our  company 
here,  and  October  will  see  the  advent  of 
the  first  number  of  the  English  edition  of 
The  Business  Man’s  Magazine. 

Very  sincerely, 


John  Ferguson. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


543 


JUST  ISSUED 


A  Practical  Work  on  the  Formation  and  Management 
of  Business  Corporations 

By  THOMAS  CONYNGTON  of  the  Neiv  York  Bar 


Modern  Corporation 

(SECOND  EDITI  ON) 

The  author’s  larger  works,  “Corporate  Organization’’ 
and  “Corporate  Management,’’  are  standard  works  and 
the  most  successful  publications  of  their  kind. 

The  Modem  Corporation  is  characterized  by  the  same 
clear,  practical  and  satisfactory  treatment  of  its  subject. 

Its  second  edition  has  been  completely  revised  and 
much  enlarged,  and  it  now  presents  in  one  handy  volume 
just  that  essential  information  in  regard  to  corpora¬ 
tions  that  every  business  man  should  know. 

It  treats  clearly  and  in  detail  of  the  corporate  sys¬ 
tem,  of  the  formation  of  corporations,  their  manage¬ 
ment  and  general  procedure,  of  stock,  stockholders, 
directors  and  officers.  It  gives  over  60  of  the  forms 
most  used  in  corporate  operations. 

It  is  well-arranged,  well-indexed,  convenient  and 
low  in  price. 

It  is  the  best  book  of  its  kind  and  will  be  found 
invaluable  by  corporation  officials  and  all  others  con¬ 
cerned  with  corporations. 

1905.  2891  pp.,  8vo.,  Cloth.  Prepaid,  $2.00 

SPecimeti  Pages  on  A  pplication 

THE  RONALD  PRESS  CO. 

545  Mall  &  Express  Building,  NEW  YORK 


SAVE  YOUR  TONGUE 

YOUR  LIFE  WOULD 
BE  MISERABLE  WITHOUT  IT 

AVOSD  DANCER  OF  CANCER 

OR  BLOOD  POISON 


ny  USING 


THE 


Columbia 


Envelop^ 

Moistener 


It  moistens  the  gum  on  envelopes,  stamps 
and  labels  just  sufficiently  to  make  them  stick 
securely.  An  even  flow  of  water  always  in¬ 
sured,  never  too  much  but  always  enough. 
It  can  be  used  as  a  finger  sponge.  A  child 
can  operate  it.  Always  sanitary  and  in  work¬ 
ing  order.  You  need\\.  if  you  only  mail  one 
letter  a  day.  You  cannot  cifford  to  be  without 
it  when  preparing  mail  in  rush  hours.  Time 
is  money.  Your  health  beyond  estimate. 


RY  MAIL  POST 
PAID  ONLY 


$1.00 


AGENT  WANTED 
EVERYWHERE 


Send  for  Folder 

ROZELLE  MFC.  CO. 


92-94  Liberty  St. 


NEW  YORK  CITY 


PATENTS 

VALUABLE  BOOK  ON  PATENTS  FREE 

Tells  how  to  secure  them  at  low  cost.  _  How  to  Sell  a 
Patent,  and  What  to  Invent  for  profit.  Gives  Mechanical 
Movements  invaluable  to  inventors.  Full  of  Money-Making 
Patent  Information.  Inventors  Guide  Bookmailed  FREE  ! 

O’MEARA  &  BROCK.  Patent  Attorneys 

918  r  Ht.,  WMhIo(ft<jw,  O.  C-.  W.  Yo  Qs'0»<Jwsyj  S,  T.  City 


FOR  25  YEARS 

Barlow’s  Patent  Manifold 
Shipping  Blanks 


Onip 

Eir 

Cl 


WE  ARE  SELLIMG 


Battery  Fan  Motors, 
Battery  Table  Lamps, 
Telephones  complete, 
Electric  Door  Bells, 


$1.25  to  $10.50 
3.00  to  10.00 
2.50  to  11.25 
75c,  $1.00,  $1.25,  $1.50 


Carriage  and  Bicycle  Lights,  2.00  to 
Lanterns  and  Pocket  Flash  Lights,  75o  to 
$8.00  Medical  Batteries, 

Telegraph  Outfits, 

Battery  Motors, 

Necktie  and  Cap  Lights, 

Dynamos  and  Motors, 

_  '^Catalog  free,  free,  free 

D*  Ohio  Eloctrle  Work*, 


1.76  te 
75e  to 
75c  to 
$900.00  to 

Fortune  for  Ageffits. 


5.00 

8.00 

8.95 

2.60 

12.00 

SoOffi 

1.00 


using  my 
system  of 
preventing 

_ ciTors  nev- 

er  re-check.  It  prevents  all  errors  in  posting  without 
check  figure  or  re-writing  on  slips.  It  proves  work 
Daily.  Trial  Balance  unnecessary.  Latest  system 
published.  Write  to-day  for  free  information.  I  audit, 
design  special  systems  for  any  business  savingSO^  work 
ROBT.  J.  HcIMOSH,  Public  Accountant,  613-614  Spitzer  Bldg.,  Toledo,  0. 


men  to  post  signs,  advertise, 
and  distribute  samples.  Salary 
$18.00  weekly.  $3.00  per  day  for 
expenses.  State  age  and  present  employment. 
KUHLM  AN  CO.,  Dept.  A.,  .‘\tlas  Block,  Chicago 


WANTED 


HAVE  BEEN  AT  THE  FRONT 

WHY  ? 

They  are  the  Simplest  Blank  on  Earth 

Tell  us  your  business  and  we  will 
send  you  samples  we  have  print¬ 
ed  for  parties  in  your  own  line. 

BARLOW  BROS,  GRAND  RAPIDS.  MICH. 


QUTOrSIStiT- 


Scarf  Pin  Fastener— everybody  wants  one,  Reliable  and 
quickly  adjusted.  Scarf  pin  slips  through  hole  in 
threaded  rod  and  a  twist  of  the  round  cap  grips  it  tight¬ 
ly  on  pin  (see  Illustration).  Positively  prevents  pin 
from  working  up  and  looking  untidy.  The  only  abso¬ 
lute  protection  against  loss  or  theft  of  valuable  scarf 
pins.  Most  useful  thing  ever  invented.  10c.  prepaid  to 
any  address.  Money  back  if  not  satisfied.  Agents  want¬ 
ed.  References,  Austin  State  Bank. 

Sterling:  Supply  Co.,  5806  Erie  5t. ,  Chicago. 


Rubber  Stamps 


Catalogue  free.  Acme  Stamp 
Works,  Room  2,  349  West 
Buffalo  St.,  Girard,  Kansas 


Reciprocity  for  Foreign  Nations 


AN  IMPORTANT  COMMUNICATION  RECEIVED  FROM  THE  COMMITTEE  ON 
RECIPROCITY  TREATIES  APPOINTED  BY  THE  MERCHANTS’  ASSOCIATION  OF 
NEW  YORK,  REPRESENTING  THE  PRINCIPAL  EXPORTERS  TO  EUROPE 


S  COMMITTEE  has  been  appointed  by 
the  Merchants’  Association  of  New 
York  to  promote  the  adoption  of  re¬ 
ciprocity  and  reciprocal  trade  relations  with 
other  nations.  Pursuant  to  that  purpose  a 
letter  has  been  addressed  to  all  the  princi¬ 
pal  merchants,  manufacturers  and  producers 
throughout  the  entire  United  States  con¬ 
cerned  with  our  export  trade.  The  letter 
and  the  accompanying  resolutions  are  self- 
explanatory. 

Gentlemen — Important  changes  have 
taken,  or  are  about  to  take  place  in  the 
tariff  systems  of  nearly  all  the  continental 
nations  of  Europe  which  have  adopted,  or 
have  under  contemplation  the  adoption  of, 
high  protective  tariff  duties  on  imports.  Be¬ 
sides  this  very  marked  increase  in  tariff 
duties  adopted  by  European  countries,  most 
of  these  nations  have  adopted  a  dual  tariff 
system,  under  which  they  apply  a  maximum 
or  general  tariff  on  ordinary  imports,  and 
minimum,  separate,  or  conventional  tariff 
duties  to  those  nations  which  make  recip¬ 
rocal  concessions  in  their  rates  of  duty,  the 
difference  in  the  two  rates  of  duty,  of  the 
maximum  and  the  minimum  tariff  respec¬ 
tively,  running  from  15  to  75  per  cent. 

The  result  of  these  new  tariff  systems 
adopted  by  the  countries  of  Europe  will  be 
most  disastrous  upon  the  export  trade  of 
the  United  States.  In  addition  to  the  high 
and  prohibitive  rates  of  duty  imposed  upon 
imports  from  the  United  States  our  pro¬ 
ducts  will  meet  with  the  severe  competition 
of  other  nations  to  whom  the  minimum 
tariff  rates  are  conceded. 

The  very  serious  situation  that  confronts 
the  export  trade  of  the  United  States  to 
Europe  will  be  realized  when  it  is  consid¬ 
ered  that  our  total  exports  to  Europe  dur¬ 
ing  the  fiscal  year  1904  exceeded  the  sum 
of  $1,057,000,000,  which  was  more  than  tw.o- 
•thirds  of  our  total  exports.  The  United 
Kingdom,  which  receives  more  than  half  of 
these  exports  to  Europe,  under  its  present 


tariff  system  will  offer  no  barriers  to  our 
trade  unless  the  agitation  conducted  by  Mr. 
Chamberlain  should  be  successful.  Ger¬ 
many  (after  the  United  Kingdom,  our  best 
customer)  which  receives  $215,000,000  of 
our  exports,  France  $65,000,000,  Italy  $35,- 
000,000,  and  Switzerland,  Russia,  Austro- 
Hungary,  and  minor  countries  of  the  conti¬ 
nent,  will  bar  many  of  our  exports  through 
the  imposition  of  these  high  rates  of  duty. 

Our  principal  articles  of  export  to  the 
continent  of  Europe  are  the  following: 


Wheat, 

Barley, 

Malt, 

Dried  Apples,  Pears, 
Apricots,  Peaches 
and  Prunes. 

Fresh  Apples, 

Salted  Meats, 

Fresh  and  Canned  Beef, 
Eggs, 

Cows  and  Oxen, 

Cotton, 

Shoes, 

Leather, 

Electrical  Machinery, 
Telephones, 

Railways  and  Street 
Cars, 

Machinery  of  various 
kinds. 

Agricultural  Implements, 
Rye, 

Corn, 

Potatoes, 

Sausages, 


Butter, 

Canned  Salmon, 
Oleomargarine, 

Horses, 

Lumber,  rough. 

Machine  Tools, 

Electric  Lighting  and 
Power  Apparatus, 
Motor  Cars  and  Motor 
Bicycles, 

Typewriters, 

Oats, 

Wheat  Flour, 

Hops, 

Lard, 

Cheese, 

Tobacco, 

Wood  Alcohol, 

Hogs, 

Sewing  Machines, 
Telegraph  Instruments, 
Bicycles, 

Naval  Stores, 
Petroleum,  Oils. 


All  of  these  articles  will  be  seriously  af¬ 
fected  by  the  proposed  tariff  changes  in 
most  of  these  continental  countries. 

The  new  tariff  system  of  the  empire  of 
Germany,  which  goes  into  effect  during  the 
first  half  of  the  year  1906,  not  only  doubles 
many  of  the  rates  of  duty  upon  our  chief 
articles  of  export,  but  also  by  the  reciprocal 
treaties  entered  into  by  Germany  with  a 
number  of  European  nations  will  place  us 
at  a  still  greater  disadvantage. 

The  same  condition  will  shortly  meet  us 
in  Austro-Hungary,  where  the  proposed 
new  tariff  is  expected  shortly  to  be  adopted. 
As  an  instance  of  the  disastrous  effect  of 
these  new  high  tariff  rates  of  duty  upon 
the  exports  from  the  United  States,  it  is 
sufficient  to  mention  the  article  of  cotton 
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HAY  FEVER 

AND  ASTHMA 


CLIMATES  WEAR  OUT.  Smokes,  Sprays  and  “Specifics”  can  only  relieve  symptoms,  whereas  our  constitu- 
fional  treatment  remoyes  all  CAUSES  of  Hay  Fever  and  Asthma  from  the  blood  and  nervous  system, 
rollen,  neat,  dust,  exertion,  smoke  or  odors  cannot  bring’  back  attacks.  Our  patients  soon  enjoy  life 
wm<^t  the  slightest  return  of  symptoms.  Appetite  improved,  blood  enriched,  nerves  strengthened, 
CD  EC  general  health  restored.  If  you  are  indifferent  or  skeptical  you  do  not  know  that  since  1883 
.■  we  have  treated  over  60,000  Hay  Fever  and  Asthma  sufferers.  No  matter  how  wealthy  or 

influential  you  are  you  will  probably  not  get  complete  relief  and  permanent  freedom  from  Hay  Fever  or 
Asthma  except  through  our  method  of  treatment.  Doubt  and  deny  this  all  you  please— the  facts 
remain  unchanged.  Book  X  Free,  explaining  our  method,  with  reports  of  many  interesting  cases.  Address 

HAROLD  HAYE^S,  Buffalo,  New  York 


In  Three  Weeks  I  Can 
Build  Up  Your  Physique 

Fill  out  my  measurement 
and  information  sheets 
and  I  will  give  my  own 
personal  attention  to  your  in¬ 
dividual  case. 

I  will  reduce  your  abdomen, 
increase  your  weight,  expand 
your  chest,  increase  your 
height  and  revitalize  the 
nerves,  the  heart,  stomach, 
liver  and  kidneys. 

No  Dieting 
No  Apparatus 
No  Drugs 

Just  fifteen  standing  move- 
rnents  every  day  according  to 
directions  for  your  peculiar  re¬ 
quirements.  Isn’t  that  easy.? 

Nothing  monotonous  or  straining  or  muscle- 
bmding  in  my  methods.  Three  weeks  and  you 
will  begin  to  feel  like  a  newly  made  man.  Muscle 
contact,  animal  magnetism  and  the  pneumogastric 
nerve — that’s  the  secret. 

I  have  for  years  been  an  all-round  professional 
athlete,  and  am  at  present  teacher  of  the  largest 
wrestling  class  in  the  world.  I  studied  physical 
culture  in  Japan,  and  my  course  combines  the 
best  of  the  American  and  Japanese  methods. 

If  you  write  at  once  you  will  be  in  time  for  a  spe¬ 
cial  offer.  There  are  things  of  deep  interest  to 
you  in  my  free  booklet,  “Japanese  Health.” 
Write  for  it  at  once. 

Prof.  J.  E.  Winholts,  154  LaSalle  St.,  Chicago 


OF  INTEREST 
TO  INVESTORS 


A  magazine  of  real  value  to 
those  who  wish  to  get  larg¬ 
est  returns  for  money  safely 
invested.  It  is  free.  Write 
for  copy.  ::  ::  ::  :: 


ANDREW  L.  BUSH 

20  PH(ENIX  BLDG..  SPRINGFIELD,  MASS. 


This  is  the  Cut- 


Olcott  Mfg.  Co.,  Suite  619 

115  Dearborn  St.,  Chicago,  Illinois 


TRIAL  FOR 
10  DAYS 


The  CLIMAX  PENCIL  SHARPENER 


■yVe  want  to  send  you,  Mr.  Business  Man,  one  of  these  on 
lOdays^jtrial^  PREPAID.  You  know  that  three-fourths 
of  tne  mistakes  in  bookkeeping  are  due  to  poor 
writing,  due  to  dull  pencils.  The  Climax  will 
sharpen  instantly,  any  lond  of  a  pencil  jj  jg 

without  waste  of  time  or  pencil.  You 

will  appreciate  the  Climax  when  ^.is  cuN 

you  have  used  it  10  days,  so  ter  that 

let  us  send  it  and  it  is  our  makes  it  safe  to  send 

funeral  if  you  fire  it  ^ 

back  at  our  ex-  ”” 


the  Climax  on  trial.  One 


pense. 


of  the  practical  features  of  the 
Climax  is  that  when  the  cutter  be¬ 
comes  dull,  you  simply  sharpen  it.  You 
can  not  sharpen  the  cutters  of  other  machines 
but  have  to  buy  new  ones.  Isn’t  It  better  to  sharpen 
a  good  cutter  once  In  a  long  while  than  to  buy  new  cut¬ 
ters  man^_tirT^  in  a  short  while T 


This  is  the  Cutter 


that  does  the  business 


Price  $5. OU  Prepaid 


in  C.  S. 
or  Canada 
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seed  oil,  the  duty  upon  which  will  be  quad¬ 
rupled,  which  will  destroy  our  cotton  seed 
oil  export  trade  to  that  country. 

Russia  raised  her  rates  of  duty  on  our 
exports  by  from  50  to  100  per  cent  in  1901 
in  retaliation  for  the  countervailing  duty 
imposed  by  the  United  States  on  Russian 
sugar,  and  has  now  adopted  a  maximum 
tarifif  which  increases  these  retaliatory  rates 
of  duty,  and  which  will  no  doubt  entirely 
check  our  export  trade  with  that  country. 
Our  total  exports  to  Russia  in  1904  were 
$31,200,000,  as  against  imports  of  $2,200,000. 

The  Republic  of  France  after  the  passage 
of  the  McKinley  act,  adopted  a  high  pro¬ 
tective  maximum  tariff  and  a  minimum 
tariff  with  the  result  that  during  the  last  six 
years  our  exports  to  France  have  shown  no 
increase  except  in  a  few  limited  articles  on 
which  France  gave  the  United  States  reduc¬ 
tions  in  duties  in  exchange  for  certain 
slight  reductions  granted  by  the  United 
States  under  section  3  of  the  Dingley  act, 
and  it  is  noteworthy  that  our  exports  to 
France  covered  by  this  reciprocal  agreement 
have  increased  from  1898  to  1903  by  46  per 
cent. 

Italy  granted  us  reductions  under  her 
minimum  tariff  on  a  limited  number  of  ex¬ 
ports  with  the  same  result  as  in  the  case  of 
France,  namely,  that  our  exports  of  the  few 
articles  on  which  Italy  grants  us  her  mini¬ 
mum  rates  have  shown  a  very  large  in¬ 
crease,  whereas  our  exports  of  such  articles 
as  are  subject  to  the  maximum  rates  have 
not  increased  materially. 

In  Switzerland,  which  republic  has  al¬ 
ways  been  a  good  customer  of  the  United 
States,  we  shall  be  subjected  to  the  maxi¬ 
mum  rates  of  duty  under  the  new  Swiss 
tariff  shortly  to  be  put  in  force. 

The  Merchants’  Association  of  New 
York,  after  carefully  considering  the  con¬ 
ditions  with  which  our  trade  is  threatened, 
have  adopted  the  subjoined  resolutions, 
which  we  commend  to  your  serious  consid¬ 
eration. 

It  appears  to  us  that  the  time  has  now 
come  when  the  United  States  should  adopt 
a  policy  of  reciprocal  trade  agreements,  in 
accordance  with  the  last  words  of  President 
McKinley,  for  the  purpose  of  preserving 
and  extending  our  export  trade  and  gaining 
more  outlets  for  our  growing  agricultural 
and  manufacturing  products. 


With  this  end  in  view  we  should  seek  to 
establish  reciprocal  trade  relations  not  only 
with  the  countries  of  Europe,  but  also  with 
our  immediate  neighbors  on  the  north  and 
on  the  south. 

The  most  striking  illustration  of  the  ben¬ 
efits  that  follow  the  cultivation  of  better 
trade  relations  by  reciprocal  tariff  reduc¬ 
tions  can  be  witnessed  in  the  extraordinary 
growth  of  our  exports  to  the  Island  of  Cuba 
which,  it  is  estimated  by  the  Bureau  of  Sta¬ 
tistics  of  the  Department  of  Commerce  and 
Labor,  will  during  the  fiscal  year  ending 
June  30th,  1905,  reach  the  total  of  $38,000,- 
000,  showing  a  very  large  increase  as  com¬ 
pared  with  the  previous  fiscal  year,  and  a 
much  larger  increase  as  compared  with  the 
fiscal  year  immediately  ante-dating  the  reci¬ 
procity  convention  with  Cuba.  The  fact 
also  is  significant  that,  whereas  our  imports 
from  Cuba  have  increased  33  per  cent,  our 
exports  to  Cuba  have  gained  80  per  cent 
since  reciprocity  was  adopted. 

The  business  interests  of  the  United 
States  should  take  prompt  and  active  steps, 
both  collectively  through  their  trade  organ¬ 
izations  and  individually,  to  impress  upon 
the  President  of  the  United  States  and  his 
advisers  the  important  necessity  that  exists 
for  the  negotiation  of  reciprocity  treaties 
with  our  neighbors  and  our  principal  cus¬ 
tomers  abroad,  and  to  urge  upon  senators 
and  representatives  in  Congress  that  such 
reciprocity  treaties  should  promptly  be  rati¬ 
fied,  in  order  to  preserve  our  present  trade 
and  enlarge  it.  When  once  lost  or  taken 
from  us  it  cannot  be  recovered  except  with 
great  difficulty. 

We  trust  that  we  may  count  upon  your 
co-operation  in  this  movement  and  would 
ask  you  to  inform  The  Merchants’  Associa¬ 
tion  of  New  York  of  any  action  that  you 
take.  We  would  also  ask  you  to  forward 
copies  to  us  of  any  letters  that  you  may 
send  to,  or  receive  from,  public  officials 
whom  you  address  on  the  subject. 

Yours  very  truly. 

Committee  on  Reciprocity  Treaties,  The 
Merchants’  Association  of  New 
York, 

By  John  C.  Eames, 

Chairman. 

Messrs.  John  C.  Eames,  Gustav  H.  Schwab, 
Edward  D.  Page,  Daniel  P.  Morse,  E.  H.  Outer- 
bridge,  Committee  on  Reciprocity  Treaties. 
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(  i  I  ^5,000 

A  YE  A  R- IN  the  - 

REIkLESTKTEM»ESS 


No  other  business  produces  the  profits  that  are  made  every 
year  in  the  real  estate  business. 

AVe  want  to  teach  you  the  best  business  on  earth  and  its 
principles  and  practices  both  thoroughly  and  technically  in  a  few 
weeks’  time  without  interfering  with  your  present  employment. 

We  want  to  teach  you  the  Real  Estate,  General  Brokerage 
and  Insurance  Business. 

You  can  make  more  money  in  the  Real  Estate  Business  with¬ 
out  capital  in  less  time  than  you  can  in  any  other  business  in  the 
world.  It  is  a  profession  and  the  business  of  a  gentleman. 

Notice  for  yourself  in  the  newspapers  and  magazines  the  tre¬ 
mendous  growth  of  the  real  estate  business — railroads  selling 
land  grants;  the  government  opening  new  homestead  territories; 
timber  concessions  being  sold;  factories  going  up  in  small  towns; 
new  subdivisions,  etc. 

In  order  to  establish  our  graduates  in  business  at  once  we 
furnish  them  our  “Real  Estate  Journal’’  containing  descriptions 
of  all  kinds  of  real  estate,  business  opportunities,  investments, 
etc.,  in  all  parts  of  the  United  States  and  Canada.  We  list  their 
properties;  help  them  secure  customers;  co-operate  with  and 
assist  them  to  a  quick  success.  We  appoint  them  members  of 
one  of  the  largest  co-operative  brokerage  companies  in  America. 

Now  is  the  time  for  you  to  commence,  that  you  may  be  prepared 
to  start  in  active  business  in  the  fall,  as  that  is  one  of  the  best 
seasons  in  the  real  estate  business. 

Don’t  spend  the  best  days  of  your  life  working  for  others  when 
you  can  make  an  independent  fortune  for  yourself.  We  assist  in 
establishing  you  in  business  or  to  profitable  employment.  Hun¬ 
dreds  indorse  our  institution.  Write  for  free  booklet.  It  will 
interest  you. 

H.  W.  CROSS  &  COMPANY 

Desk  5,  Tacoma  Building,  Chicago 


nng  uctacnaDic=Lcar  Leager 

C.  Note  the  simplicity  of  construction, 
containing,  as  it  does,  the  fewest 
parts  of  any  ledger  binder  in  exist¬ 
ence.  It  has  no  springs,  ratchets, 
gears,  loose  pieces  or  other  cumber¬ 
some  mechanism  to  get  out  of  order. 
Two  traveling  lugs  and  a  power  screw 
— the  only  wearing  parts— make  this 
binder  capable  of  lifting  1000  pounds. 

C,  .'\lso  note  the  square  back,  preserv¬ 
ing  absolute  rigidity  while  working 
upon  same  and  not  rolling  or  rock¬ 
ing  with  every  varying  pressure  of 
hand  or  arm 

fL  This  Binder,  our  Improved  Trial-Bal¬ 
ance  Book  and  the  Famous  Backus 
Bond  Hinge  Flat-Opening  Ledger 
Sheets  are  fully  described  in  our  cat¬ 
alog  P.  which  is  free  for  the  asking. 


The  Richmond  &  Backus  Company 


Detroit,  Michigan 

Established  1842 

New  York  Office; 
346  Broadway 


Boston 

Agency; 
Dunn  &  Co. 
170  Summer  St. 


Per  Cent 


You  can  safely  get  5% 
interest  on  every  dol¬ 
lar  you  save. 


For  eleven  years  we  have 
paid  5%  interest  on  all  deposits. 

The  interest  is  figured  for  every 
day  your  money  is  here  and  is 

Compounded 
Semi=Annually 

There  is  no  risk  or  specu- 
tion — we  loan  money  only 
on  improved  real  estate- 
and  your  money  can  be  imme¬ 
diately  withdrawn  at  any  time. 

Write  for  FREE  booklet. 

CALVERT  MORTGAGE  &  DEPOSIT  CO. 

Dept.  C,  Calvert  Building, 

Baltimore,  Md. 


THE 


Eureka  Clip 


Bankers,  Lawyers,  Editors,  Students 
and  Business  Men  have  pronounced 
this  clip  the  best.  Box  100,  25c.  Sta¬ 
tioners  or  by  mail.  Sample  card  freSo 

CONSOLIDATED 
SAFETY  PIN  COMPANY 

BosMSo  BloosssfleSd,  Ji 


CORPORATION  BOOKKEEPING 

thoroughly  taught  by  Game’s  Manual  on  the 
opening  and  closing  of  corporation  books  of 
account.  A  recognized  authority,  endorsed  by 
thousands  of  buyers,  $3.00  postpaid.  Circular 
on  request. 

A.  J.  CARNES,  734  H.  Fulton  St., 

FLASH  LIKE  THE  GENUINE  day  or 

night.  Solid  Gold  Mounting.  You  can, 
own  a  Diamond  equal  in  brilliancy  to  any 
Genuine  Stone  at  one  thirtieth  the  cost. 

BARODA  DIAMONDS 

stand  acid  test  and  expert  examination. 
We  guarantee  them.  See  them  first, 
then  pay.  V  Write  for  catalogue. 

THE  BARODA  GOMPANY 

Depf.  B,  G9-71  Wabash  Avr.,  Chicago,  III. 
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The  following  preambles  and  resolutions  were 
unanimously  adopted  by  the  Board  of  Directors 
of  The  Merchants’  Association  of  New  York  at 
their  meeting  on  June  8,  1905: 

“Whereas,  The  principal  nations  of  continental 
Europe,  following  the  example  of  the  United 
States,  have  adopted  or  are  about  to  adopt  high 
tariff  rates  of  duty  on  many  products  of  the  soil 
and  of  manufacture,  the  imposition  of  which  on 
the  products  of  the  United  States  cannot  fail  to 
most  injuriously  affect  the  welfare  of  the  varied 
interests  of  this  country;  and 

“Whereas,  These  European  countries  have  also 
adopted  or  have  in  contemplation  a  system  of  pre¬ 
ferential  tariff  rates  of  duty  to  be  accorded  to 
those  nations  that  are  willing  to  offer  similar 
reciprocal  reductions  in  their  rates  of  duty  which 
would  enable  countries  so  favored  to  underbid 


our  products  in  European  markets;  now,  there¬ 
fore,  be  it 

“Resolved,  That  The  Merchants’  Association  of 
New  York  heartily  favors  the  conclusion  of  re¬ 
ciprocal  treaties  of  commerce  between  the  United 
States  and  these  European  countries  by  which  an 
enlarged  trade  and  extended  markets  for  our  pro¬ 
ducts  may  be  secured;  and,  be  it  further 

“Resolved,  That  a  committee  of  five  be  ap¬ 
pointed  by  the  President,  which  committee  shall 
urge  upon  the  government  of  the  United  States, 
and  upon  the  Congress  of  the  United  States,  the 
importance  of  the  adoption  of  such  reciprocity 
treaties,  and  shall  place  itself  in  communication 
with  all  commercial  and  agricultural  associations 
or  bodies  throughout  the  United  States  for  the 
purpose  of  soliciting  their  co-operation  in  secur¬ 
ing  the  conclusion  and  ratification  of  such  com¬ 
mercial  treaties  of  reciprocity.” 


System  in  the  Order  and  Shipping  Department 

By  H.  G.  barlow 

Of  Barlow  Bros,  and  Secretary  of  Judson  Grocer  Co.,  Grand  Rapids,  Michigan 


IN  the  first  place  get  your  orders.  The 
shipping  clerk  in  a  busy  house  is  a 
busy  man,  I  might  say  the  busiest 
man  around  the  place,  so  busy  he  hasn’t 
time  to  tell  a  lie,  at  least  I  hadn’t  when 
I  was  shipping  clerk  some  twenty-five 
years  ago.  I  have  more  time  now.  He 
occasionally  has  time  to  do  a  little 
cussing  and  he  is  excusable  in  my 
opinion. 

An  excited  and  rather  hot-headed  cus¬ 
tomer  once  said  to  me:  ‘T  wouldn’t 
give  a  d — n  for  a  man  who  couldn’t  get 
mad  once  in  a  while,”  and  if  anyone  is 
entitled  to  the  privilege  it  is  the  ship¬ 
ping  clerk. 

He  must  work  hard,  work  quick,  use 
good  judgment.  He  must  above  all  be 
strictly  honest.  His  is  a  very  respon¬ 
sible  position.  He  can  make  or  mar  the 
profits  of  the  house.  His  mistakes  are 
sometimes  very  expensive.  He  must  be 
accurate,  sober  and  reliable  at  all  times 
and  with  it  all  must  be  a  hustler,  and 
must  think  and  act  as  rapidly  as  a  first- 
class  ball  player.  He  can,  of  course,  be 
a  shipping  clerk  and  still  not  have  all 
these  qualifications,  but  he  will  never  be 
able  to  “carry  the  message  to  Garcia” — 
so  much  for  the  shipping  clerk. 

You  doubtless  remember  the  old  story 
about  the  Hebrew  house  who  “didn’t 
vant  horses  unt  puggies,  ve  vant  or¬ 
ders.”  Well,  here’s  how  we  get  the  or¬ 
ders  and  also  how  we  handle  them 
after  we  get  them. 


We  supply  our  travelers  with  a  trip¬ 
licate  order  blank  about  8x10  inches  in 
size  and  100  complete  order  sheets  in 
a  block.  The  first  blank  is  ruled  with 
columns  for  the  articles  sold,  the  prices, 
time,  etc.  A  sample  sheet  will  be  gladly 
sent  to  anyone  interested  enough  to 
drop  me  a  postal  card.  The  second 
sheet  is  plain  tissue  paper  and  the  third 
plain  yellow  manilla — neither  the  tissue 
nor  the  manilla  are  printed  or  ruled. 

The  salesman  takes  his  order  on  the 
first,  or  original  sheet.  It  is  perforated 
and  he  immediately  tears  it  off  and 
mails  it  to  the  house;  the  tissue  sheet 
is  not  perforated  and  this  he  keeps  for 
his  memorandum  of  the  sale;  the  third 
or  manilla  sheet  is  perforated  and  is 
torn  out  and  left  with  the  buyer.  Thus 
with  the  assistance  of  a  sheet  of  carbon 
paper  he  makes  three  copies  of  his  or¬ 
der  at  one  writing.  It  saves  him  much 
time  and  often  gets  the  order  to  the 
house  from  half  a  day  to  a  day  earlier 
than  if  he  had  to  copy  and  recopy  and 
lose  a  mail. 

Some  salesmen  do  not  leave  any  copy 
of  the  order  with  the  purchaser,  and  in 
such  case,  of  course,  the  third  or  tissue 
sheet  is  unnecessary,  but  most  purchasers 
require  a  memorandum  copy  of  the  order. 

Now  we  have  the  orders,  what  do  we 
do  with  them?  In  the  first  place  they 
are  turned  over  to  the  credit  man  who 
approves  as  many  as  he  can  and  passes 
them  over  to  the  shipping  department, 
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Carbon  P  aper  Economy 


Ouf  method  of  manafacture  (a  process  dis¬ 
tinctly  our  own)  guarantees  carbon  paper 
possessed  of  a  uniform  coat  of  color  and  of 
the  finish"  so  essential  to  long  service*  It  is  economical  because  it  gives  both 

quality  and  quantity  of  work. 

TYPEWRITER  RIBBONS 

Made  after  a  method  experience  has  proved  to  be  THE  BEST.  Popular  with 
people  who  demand  THE  BEST. 

YOU  CAN  TEST  OUR  PRODUCT  WITHOUT  EXPENSE. 

State  your  carbon  paper  and  typewriter  ribbon  requirements;  also  giving 
the  name  of  your  dealer,  and  we  will  send  you  samples  adapted  to  your  use. 

MILLER-BRYANT-PIERCE  CO..  Department  4,.  Aurora^  III.,  U.S.A. 

We  are  manufacturers 


^08;mso^ 


post- 


ZOZU 
CENTURY 
METAL 
PART 


SHE  various  devices  of  the 
ROBINSON  OFFICE  SPECIALTY  CO. 
deserve  recognition  on  account 
of  their  simplicity  in  make-up,  ex¬ 
cellent  workmanship  and  reasonable 
price.  Recommended  by  every  one 
that  uses  them. 

GENERAL  OFFICE  AND  FACTORY 
10  WARREN  ST.,  NEW  YORK 

1531  Monadnock  Bldg.,  85  Fore  St.,  London,  E.C., 
CHICAGO,  ILL.  ENGLAND. 


CAPITAL  METAL  PART 
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Pal.  Aj.i.Va.'?  tW«. 


Kapids  Miyh.  ^ 

or  duplicate,  cover- 


sritrinal  Wll  of  ladlxur,  -ao  a  copy  or  duplicate, 
iag  the  property  tiaaie^hereon;  It  Is  intended 'Itolely  for 
a  toMaaisitm  ACXa«^WI.BDGal2ya-I  that  a  WU  of  Udinff  has  beea 
iasaed. 

_ .■ _  Agent’s  Fg - rr - 


DE3CRHTT0N  OF  ARTICLES 


iWKtgiiT':"agr 

I  J«ct  le  c<»T«tiop| 


Shipper's  No _ _ _ _ 

-fey^tgtVHP,  sobicct  lo  llieCiatasificaticB  in  ^cct  on  the  daie  of  theseceiFt  by  Cs*4’.»ii' 
of  the  property  described  in  ihe  fhieinal  KjU  of  Laci'^S,  at 

Grand  Rapids,  Mich. - - - - . . 

From  BARLOW  BROTHERS, 

By _ _ _ _ _ _ _ R.  R.  Co. 


Consigned  to  , 

Destination 

Via  _ _ .  .  V  ,  , 

The  propety  described  beJow.}Bapr#Teotjr<*««  or  l«,  exrtvtasnpted  Icontenl-^and  foaOidoft  »t 

acrs  u^nowBi.  mhTktd.  i-o«»tK*>«d  »u<i  destined  »J-  in.Utaied.vluLh  KSid  Com^aey  to  carry  li.  tfc.  usual  jda-c 

ct  ddi.rfy  at tJhi  destination.  If -'rsiurrwd.  «M}»<rwisc  to  •ielfvcr  t«  SH.dier  carriCT  On  two  route  <<■ 


s 

PQ 
-■  < 
H 
O 
•  O 

Cii- 

5^ 


iiuh',  dcvti'iAtiun. 


jW|>itet  nndercePted  for  bimsciuo  j  hH  assi»r«5  a<*drensui 

It  i»  mittunliy  aj^reved  tUsi  the  rule  of  ireight  from 


IS  to  be,  in  cents  per  100  lbs. 

ir.,...Tlm«'R  If  'lft  i  If  Snd 

-If;Trti  -If  VNi 

If  NAi 

ir  i-tb 

'  IF  .  ■  •  • 

I  t  (’laeB  1 '  t’iafs  1  .C'lai-s 

•  CU'B  Cls?** 

(Jlhia 

BARLOW  BROTHERS, 

;  .■ 

. 

■  j  '  SHIPPERS. 

AGENT. 

And  advanced  chru’ges,  $ 

' 

Prepaid,  $ 

.  .  -  ■  ■y-.v  -rER,— . - 

XH»rm  Anthorisfd  1004. 

O' 

v_'.  - 

Barlow  Bros.*  Manifold  BlaOifv 


Pat  'April  39.  i8l 


Grand  Rapids,  Mkh. 


Tsas  SKXFiPlira  0&3>S&  nstiat  'oe  leglhly  filled  In,  \n  Zhk,  la  XadeUlsU 
Feaoll  or  in  Garhon.  and  retained  by  the  Agent. 


Shipper's  No 


 Agent’s  No - - - 


JiW&OSrS^E,  luhicCf  to  the  CbMlfication  In  effect  Oo  the  date  of  the  rcdelpt  bry  the  Carrier 
of  the  propertj'  described  la  this  Shipplag  Order,  at  .  '  •  a  ' 


Grand  Rapids,  Mich., 


..ieo,_„ 


From  BARLOW  BROTHERS, 

By _ _ — _ _ _ _ _ _ R.  R.  Co.' 


Consigned  to  . . . ■, . - . . . J.. 


■  w 


Destination 


Via 


■  f* 

"■"-"'■■■■““""I 


Itt*  mutunlly  sitfteeii.  lo  tvusi.letarN'ji  vf  ihcr«t«  oercittafbA  t)»me'i, »« to  each  carricj  >il  ail  •>r  any*  f  (_ 

said  j»«n‘crlV  u'ftr  ail  >S  any  p^nt  oa  ofvdti  V' erc'VP*riy  ftr  any  time.  in  ail  y 

01  an»  of  >ii'l  [•e-pettv.  ihat  e»ery  iierAi'b'b}  l«j»erf<>ti'ir'l  heF',-.in.t«r  sUaJl  I'e  s  ii  i-xl  malMlic  lourtitiaas.  wltetbor 


■ 

.  ,  fg 

_ _ _  . .  ,  .>-p«tv.  ihat  e»ery  iierAi'b'b}  l«j»erf<>ti'ir'l  heF',-.in.t«r  sUaJl  I'e  s  ii  i-xl  malMlic  lOPflS-uas.  wltetbor 

}>e{oU'1  w  mitten,  hv«nn  .utttalfKNl.  i?ititi  nONUI  ilONn  (rM  il  Vi^K  Ufc,Ktut-'i  and  w*tkh  a*e  a^teed  t'»  l>y  the 
Stainer  and  ac«  eMctforf.iatself  and  lHaAJ>slg*>s  sn  jwat  Bti-«  r«»^»nable.' 

U  ijs  muuiaily  agreed  tJiat  the  raut  nt  height  horn  ,  : 

above  named  sUtion  to 

?v  ff,  ije.  in  cent*  per  IftO  Ih*  t  ■  ^  , 


Irt  <'}af»e  • 

li 

If  ifod 

ClapB 

It  ard 
Clfti*® 

if  -Ith 
ClaTe 

Tf  nth 

Jf  Bth 
t'hviw 

iv  ^^PF.rfxL _ 

r  r  I  .  ‘N-’tij 

!  ' 

:  : 

.'J  ■ 

■ ;  ; 

DESOEIPTION  -OT  ABTICLBS 


{  ««AlU>.FA'i.  ouo- 

I  }ect  toconrectfon 


BARLOW  BROTHERS, 

SHtPfERS, 


.^T»d  tdrwnced  chai^,  9 


Agent  Betoch  nnd  B«tMu 

.  this  Shtpiping  Order  end  wnniT 
Sign  tlM  Original  BiH  of  Z^ndlng* 

Vwm  A««hi>n«9d  too*. 
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DOUBLE  ENTRY 
MADE  EASY 


Some  Hoskins 


SENT  ON  SIXTY  DAYS  TRIAL 

General  Trial  Balance  taken  in  ten  minutes  with  10,000 
open  accounts  on  your  books.  Errors  located  without 
the  use  of  the  key  figures,  slips  or  any  additional 
work  while  posting:,  'flie  only  system  that  will  at  any 
time  show  a  correct  statement  of  the  business.  For 
descriptive  booklet  on  ‘'Double  Entry  Made  Easy,” 
address,  J.  F.  DRAUQHON,  Nashville,  Tennessee 


Office  Specialties 

superior  .in  quality  ;  low  m  price  : 
by  reason  of  the  great  volume  of  our  trade. 


The  Chest 

ITS  ACTION  AND  ITS  MUSCLES 

My  new  Book  will  teach  yqif  how  to 
breathe  properly.  It  is  fully  illustrated 
with  half-tones,  enabling  you  to  easily 
follow  the  exercises  outlined  therein.  I 
claim  two-thirds  of  the  people  of  the 
globe  do  not  know  how  to  breathe.  This 
fact  is  responsible  for  one-half  the  pres¬ 
ent  day  sickness.  Sent  to  any  address 
upon  receipt  of  25  cents. 

My  Book,  “Making  Faces”  which  outlines  a  series  of 
exercises  that  absolutely  beautifies  the  face,  has  met 
with  wonderful  success,  also  sent  to  any  address  for  25c. 

SPECIAL  OFFER.  1  will  send  my  complete  series 
of  Books,  The  Chest,  Making  Faces,  Development  of 
the  Neck  Muscles,  How  to  Reautify  the  Eyes,  and  my 
Chart  Course,  regular  price  $1.'25,  upon  receipt  of  $1.(10. 

Prof.  ANTHONY  BARKER,  School  of  Physical  Culture 
1164  0.  Broadway,  NEW  YORK  CITY 
_ _ _ 

Government  Positions 

50,830  Appointments 

year.  Excellent  opportunities  for  young  people.  Each 
year  we  instruct  by  mail  hundreds  of  persons  who  pass  these  ex¬ 
aminations  and  receive  appointments  to  life  positions  at  f840  to 
|1200  a  year.  If  you  desire  a  position  of  this  kind,  write  for  our 
Civil  Service  Announcement  containing  dates,  salaries  paid,  places 
for  holding  examinations  and  questions  recently  used  by  the  Civil 
Service  Commission.  COLUMBIAN  CORRESPONDENCE 
COLLECE,  223-26  Pa.  Avenue,  S.  E.,  Washington,  D.  C. 


A  H™  1^  $25,000  made  from  half  acre.  Easily 

Iw  I  N  P  N  Iw  grown  in  garden  or  farm;  roots  and 

seeds  for  sale.  Send  4c  for  postage 
and  get  booklet  A.  H.  telling  all  about  it.  McDOWELL 
GINSENG  GARDEN.  Ioplin.  Mo. 


A  round,  cedar-finished,  full-length  pencil  of  me 
dium  diameter,  used  and  recommended  by  profes¬ 
sional  shorthand  writers  everywhere.  The  lead  is 
especially  adapted  for  phonetic  writing— very  black 
and  the  right  combination  of  strength  with  softness. 

25c.  dozen ;  $2.50  gross. 


Round  Eraser 

The  Stenographer’s  friend 
in  need 

5c.  each 
40c.  dozen 


Hoskins  Falcon  Pen 

Most  evenly  tempered,  smoothest  and 
longest  lasting  Falcon  Pen  made 

45c.  gross 

instead  of  the  usual  price,  COc. 


Philadelphia  Clip 

The  time-saving  clip— easiest  and 
quickest  slipped  on.  And  neatest. 
Cheap  as  pins. 

250  for  lOc. 

1,000  for  30c. 


Adhesive  Paper 

Useful  in  office  or  home. 

Mends  bank  notes,  torn  pa¬ 
per,  books,  music — anything. 

4c.  roll. 

Dozen  rolls  35c. 

THE  HOSKINS  CATALOGUE 

tells  how  to  economize  in  all  office  supplies. 

Sent  on  request. 

Wm.  H.  Hoskins  Co. 


PATENTS 


■las  Seafleii  oa 


HUBERT  E.  PECK,  629  F 
St.,  N.  W.,  Washington,  D.  Co 

Consulting  Expert  in  Patent  Causes 
■■■■'  '"I  U.  S.  and  Foreign  Patents.  Send 

0*  REJECTED  PATENT  APPLICATIONS.'*' 


lAA  Dnnu  TnUfllC  highest  wages,  Attrac- 
DUUIfl  lUwwIlO  five  Business  Openings. 
For  full  Information  write  Geo.  B.  Smith  Agency,  Somerset,  Mich. 


Printing,  Engraving,  Stationery 
and  Office  Furniture 

905  Chestnut  St.  Philadelphia 
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the  doubtful  ones  being  held  for 
farther  consideration.  In  the  shipping 
department  they  are  first  carefully 
scrutinized  for  errors  and  a  few  nota¬ 
tions  made  here  and  there  for  the  in¬ 
struction  of  the  shipping  clerks  and 
then  each  order  is  numbered  in  an  or¬ 
der  register.  This  is  done  to  prevent 
the  loss  of  an  order  as  every  number 
must  be  accounted  for  later.  If  there  is 
a  missing  one  it  must  be  found. 

The  shipping  clerk  then  takes  them 
in  hand.  He  first  copies  into  the  “pick-up 
book”  goods  we  do  not  carry  in  stock,  but 
pick  up  from  the  different  dealers  and 
manufacturers  in  the  city,  hence  the 
name  “pick-up.”  This  “pick-up”  book  is 
handed  into  the  office  and  the  “pick-up” 
man  immediately  sets  to  work  with  his 
phone  to  get  these  items  together,  the 
porters  in  the  meantime  are  running 
over  the  orders  and  each  selecting  such 
goods  as  are  kept  on  his  floor  which 
he  copies  irxto  a  cheap  counter  book 
and  goes  to  his  floor  to  get  them  out, 
and  mark  them  to  destination. 

They  are  then  hurried  down  the  ele¬ 
vators  to  the  main  floor  where  they  are 
assembled  in  the  various  railroad  runs 
and  checked  on  the  wagons  by  assist¬ 
ants.  The  shipping  clerk  in  the  mean¬ 
time  has  made  out  his  shipping  bills, 
using  manifold  blanks  without  which  it 
would  be  utterly  impossible  to  keep  up  with 
the  stream  of  fresh  orders  which  are  con¬ 
tinually  being  poured  in  on  him. 

After  reconciling  his  shipping  bills 
with  his  order  blanks  the  shipping  clerk 
hands  the  bills  to  the  teamster  who  at 
once  starts  for  the  freight  house. 

Often  he  finds  five  or  ten  teams  ahead 
of  him;  in  such  case  he  has  to  exercise 
or  develop  patience  and  wait  his  turn. 
We  all,  you  see,  “have  our  troubles.” 
His  turn,  however,  finally  comes  and 
his  load  is  checked  off  into  the  freight 
house  and  receipts  given  him  which  he 
returns  and  delivers  to  the  shipping 
clerk. 

This  seems  all  plain  sailing  for  the 
shipping  clerk  and  everything  lovely, 
but  such  is  not  always  the  case.  Some¬ 
times  he  cannot  get  all  his  “pick-up”  in 
time,  and  some  items  not  at  all,  changes 
come  in  from  the  customer;  he  wants 
something  added  or  deducted,  or  the 


whole  order  held,  after  it  has  been  sent 
to  the  freight  house.  Sometimes  the 
hous5  learns  of  a  gathering  storm  about 
the  customer’s  credit  and  wants  order 
held  themselves.  Often  the  goods  have 
already  been  loaded  into  a  car — they 
must  be  gotten  out.  In  a  hundred  ways 
circumstances  may  arise  to  make  the 
shipping  clerk’s  life  a  burden  but  if  he 
is  “built  right”  he  pulls  through  and 
comes  up  smiling  after  the  day’s  busi¬ 
ness  is  over  and  boasts  how  many  or¬ 
ders  he  got  out. 

The  orders  are  now  once  more  gone 
over  by  the  pricing  man  and  he  prices 
all  items  and  makes  notations  for  the  bene¬ 
fit  of  the  traveling  man  who  thus  comes 
in  for  his  share  of  trouble.  The  time 
is  now  put  on  the  orders  and  they  go 
to  the  billing  department  where  the 
extensions  are  made,  checked  and  re¬ 
checked,  footed  and  profits  figured  by 
the  profit  clerk. 

The  invoices  are  made  with  copying 
ink  and  fac-similes  made  by  copying 
them  in  a  tissue  paper  sales  book.  The 
different  invoices  are  then  posted  di¬ 
rectly  from  this  book  to  the  various 
accounts  in  the  ledgers.  The  book  is 
footed  by  an  automatic  adding  machine 
and  these  footings  posted  monthly  to 
the  credit  of  merchandise  account,  and 
the  original  order  sheets  with  all  the 
notations  and  checkings  filed  away  for 
future  references  if  necessary. 

I  have  tried  to  make  plain  to  the 
reader  just  how  an  order  is  handled  by 
our  house  from  the  time  the  wily  sales¬ 
man  secures  it  until  the  goods  are 
landed  at  the  depot  and  charged  to  the 
customers.  This  might  possibly  be  ex¬ 
tended  to  include  how  we  get  our  pay, 
but  my  supply  of  paper  is  limited  and  I  do 
not  feel  under  existing  circumstances  like 
giving  the  whole  thing  away  just  now,  so 
will  reserve  that  for  a  future  article. 


The  Office  Appliance  Show. 

In  number  and  extent  of  exhibits,  the 
Second  Annual  Office  Appliance  and  Busi¬ 
ness  System  Show,  to  be  held  in  Madison 
Square  Garden,  New  York  City,  Oct.  28th 
to  Nov.  4th,  1905,  already  bids  fair  to  be 
larger  than  both  the  last  New  York  and 
Chicago  shows  combined. 
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YOU  Can  Easily  Make 
$20.  to  SOO.PerWeek 


Lettering  Show  Cards 


Do  You  Know? 


It’s  much  better  than  book-keeping.  Don’t  drudge  all  your 
life.  Here’s  a  chance  to  make  more  money.  I  teach  Show 

Card  Lettering  by  correspond¬ 
ence  and  guarantee  your  success, 
if  my  instructions  are  carefully 
followed.  Fascinating  work, 
easy  terms. 

Three  separate  courses;  Show 
Card  Lettering,  Sign  Painting 
and  Plain  Lettering.  Start  now 
and  you'll  be  independent  this 
fall  and  winter.  Write  for  large, 
helpful  catalogue  FREE. 


CHAS.  J.  STRONG,  Pres. 


DETROIT  SCHOOL  OF  LETTERING 


Chas.  j.  Strong,  Pres.  Dept.  H.,  Detroit,  Mich. 


The  Fulton’s 
New  Discovery 

Piitonted,  March,  1904 

A  NON-BLURRING  STAMP  PAD 

Consisting  of  a  block  of  dye  wood  chemically 
treated,  inked  by  a  patented  process.  It  has  a 
flat  unyielding  surface  which  regulates  the  flow 
of  ink  under  all  atmospheric  conditions,  and  is 
guaranteed  never  to  blurr.  It  is  always  as  you 
like  it.  Just  right  at  the  right  time.  Sample  pad 
for  25c.  We  also  manufacture  rubber  type,  busi¬ 
ness,  office  and  toy  printing  outfits.  Sign  makers, 
daters,  numbers,  etc.,  of  every  description.  Cat¬ 
alogue  free. 

THE  FULTON  RUBBER  TYPE,  INK  &  PAD  MFG.  CO., 

455  BROADWAY,  NEW  YORK 


GET  PARK’S  PRICE  ON  THE 

“D  T7  Q  nr  loose  leaf  ledgers 
13  Ci  O  1  LOOSE  LEAF  BINDERS 

Manifold,  Order,  Billing  and  Charg¬ 
ing  Blanks,  and  all  Kinds  of  Loose 
Leaf  Supplies  for  any  and  every 
kind  of  business. 

PARK  MANUFACTURING  CO. 
Louisville,  Ky.  Providence,  R.  I.,  U.  S.  A. 


ftTOONGES? 

IMTME 

worwuo 


PAGE’S  GLUE 

Does  not  set  quickly  like  the  old  style  flue, 
and  has  four  times  the  strength  (Offlcial 
test,  1  in.  sq.  hard  pine  butted,  registered 
1620  lbs.  before  parting).  Used  by  the  best 
meclianics  and  mfrs.  the  world  over.  Inval¬ 
uable  in  household  use,  for  Furniture, 
China,Ivory,  Books,  Leather, and  wherever 
a  strong  adhesive  is  desired.  1  oz,  bottle 
or  collapsible  self-sealing  tube  (retails  10c.) 
1  mailed  for  12c,  if  your  dealer  hasn’t  our  line. 

_  If  PACE'S  PHOTO  PASTE, 

None  genuine  2  OZ.  size  retails  5c. ;  by  mail,  10c. 

without  LE  PACE'S  MUCILACE, 

This  Label.  2  OZ.  Size  retails  5c. ;  by  mail,  10c. 

RUSSIA  CKMKNT  CO.,  13S  Essex  Ave.,  Gloucester,  Dlssa. 


It  Does  Away  With  Trial  Balances 


TWTE  WILL  prove  to  your  satisfaction  that  our  Ledger 
W  Balance  Proof  is  THOROUGHLY  PRACTICAL, 
requires  no  extra  books,  change  of  system  or  ledgers,  and 
relieves  you  entirely  of  all  trial  balances  of  Personal  accounts. 

Something  entirely  ne-w  •which  -we guarantee 
It  •will  pay  you  to  •write  us  for  information 

IVIIL,L,ER  <Sr  HAM,  Chattanooga,  Tenn. 


1 3.^  mHAHBH  1 3:^ 
DELIVERED  oearBORN  CABINET 


will  Save  Your  Stenographer's  Time,  Improve 
Quality  of  Work  and  Save  YOU  Money 


42  in.  Long 
24  ill.  Deep 
in.  High 

Roll  Curtain 
to  Paper  Cab¬ 
inet. 


Solid  Golden  Oik,  giutranteed  the  most  complete  Type¬ 
writer  Cabinet  ever  sold  anywhere  near  the  price.  We 
ship  responsible  parties  on  approval,  to  be  returned  at 
our  expense  if  not  satisfactory.  What  more  can  we  offer.!* 


DEARBORN  DESK  CO. 

Alexander  A.  Samuel,  General  Manager. 


13.^ 

DELIVERED 


“Desk  B,”  Fisher  Bnilding,  CHICAGO,  U.  S.  A. 

Catalog  ■■■■■■ 

■■■■  FREE 


la.oo 

DELIVERED 


Makes 

.  the  nails 

BEST  EVER  MADE  beautiful  f 

A  perfect  ^ 

^uick,  easy, 
simple  anci 
strong. 

The  Original, 

nade  in  German 
silver,  25c. 

!0ip°KIip  Jr.,  nickeled,  15c,  At  deal- 
;rs  or  mailed.  Accept  no  substitute. 

As  heretofore,  made  only  by 

KI.IP-KLIP  COMPANY. 

send  4C.  in  stamps  lor  book,  595  Clinton  Ave.  S., 
‘Howto  Care  for  the  Hands.”  Rochester.  N.  Y. 


LEARN  TELEGRAPHY ACCOUNTING 

$50  to  $100  per  month  salary  assured  our  graduates  under 
bond.  You  don’t  pay  us  until  you  have  a  position.  Largest 
system  of  telegraph  schools  in  America.  Endorsed  by 
all  railway  officials.  Operators  alivays  in  demand. 
Ladies  also  admitted.  Write  for  catalogue. 

MORSE  SCHOOL  OF  TELEGRAPHY 

Cincinnati,  O.  Buffalo,  N.  Y.  Atlanta.  Ga. 

Texarkana,  Tex.  San  Francisco,  Cal.  La  Crosse,  Wis. 


GINSENG 


SEEDS  AND  ROOTS.  Prices 
low.  50  cent  book  on  Culture 
and  Profits  of  Ginseng  FREE. 
Send  for  it.  Address,  0.  BRANDT,  Box  507,  Bremen,  Ohio 


O  A  vpiyi'YCl  Promptly  Secureo 

I  Cl  I  w  I  Highest  sefetences  frorar 
ipstffimineMmsm'fflfacturers,  Write  for  Inventor's  Hana  Bcdls- 

4  P'af'kafo  992  C  St-.n 
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Up  to  this  time  over  100  firms  have  con¬ 
tracted  for  space  in  which  to  display  and 
demonstrate  their  products  and  their  ex¬ 
hibits  will  require  over  30,000  square  feet 
of  space,  including  the  entire  arena  floor 
and  the  elevated  aisle  of  huge  Madison 
Square  Garden.  The  management  have  al¬ 
ready  arranged  for  the  use  of  other  parts 
of  the  building  available  for  exhibition 
space  in  order  to  accommodate  some  of  the 
many  manufacturers  now  arranging  to  ex¬ 
hibit  at  this  show.  All  of  the  firms  who 
exhibited  in  the  Chicago  show  and  a  num¬ 
ber  of  newcomers  will  be  on  hand  in  New 
York  this  fall.  The  exhibits  in  many  in¬ 
stances  will  be  larger  than  at  the  former 
shows,  several  companies  having  contracted 
for  over  1,000  square  feet  of  space,  in 
which  will  be  shown  their  entire  lines. 

The  number  of  exhibitors  already  signed 
up  makes  possible  the  announcement  that 
this  show  will  present  to  the  public  view 
the  largest  and  most  complete  collection  of 
office  equipments  and  appliances  ever 
housed  in  one  building. 

Because  of  the  fact  that  this  year’s  at¬ 
tendance  will  be  exceedingly  large,  ar¬ 
rangements  are  now  in  progress  for  the 
establishment  of  excursion  rates  on  the 
various  railroads  leading  into  New  York 
City  during  the  time  of  the  show. 


Associated  Accountants  of  New  Orleans. 

The  thirteenth  anniversary  reunion  and 
banquet  of  the  Associated  Accountants  of 
New  Orleans,  Louisiana,  was  held  at  Lake 
Pontchartrain. 

The  officers  elected  for  1905  were  A.  J. 
Edmunds,  president,  G.  A.  Turner,  first 
vice  president,  Stewart  Wadsworth,  second 
vice  president,  F.  Querens,  Jr., secretary, 
John  E.  Elizardi,  treasurer,  and  John  E. 
Huffman,  librarian. 

We  note  from  the  list  of  members  that 
the  association  still  contains  the  elite  of 
New  Orleans,  and  that  an  invitation  to  the 
annual  dinner  is  something  to  be  antici¬ 
pated. 


An  Important  Amalgamation. 

The  Office  Men’s  Club  of  Pittsburg,  in 
conjunction  with  the  Bank  Clerks’  Associa¬ 
tion  and  the  Credit  Men’s  Association  of 
Pittsburg,  have  joined  forces  in  order  to 
secure  elegant  quarters  in  Finance  Hall. 


These  quarters  contain  rooms  suitable  to 
the  requirements  of  the  society,  and  ele¬ 
gantly  furnished,  the  library  and  lecture 
rooms  being  the  chief  features. 

This  advantageous  arrangement  should 
certainly  convey  valuable  suggestions  to 
societies  of  accountants  and  book-keepers 
in  other  cities.  Associations  of  accountants 
and  book-keepers  combining  educational 
and  social  features  are  of  such  value  to  the 
members  that  it  is  surprising  one  does  not 
exist  in  every  city  containing  important 
commercial  interests. 


What  Is  a  Voting  Trust? 

VOTING  trust  is  created  by  the 
stockholders  in  any  corporation  put¬ 
ting  their  stock  into  the  hands  of  a 
certain  number  of  trustees  who  vote  for 
them  at  the  annual  meetings,  elect  the  di¬ 
rectors,  and  through  them  exercise  plenary 
power.  If  the  people  of  the  United  States 
should  give  up  their  right  of  suffrage,  and 
trustee  the  voting  power  in  the  hands  of 
three,  five  or  seven  men,  who  would  elect 
the  President,  we  would  have  a  condition 
analogous  to  that  existing  in  a  corporation 
which  is  under  the  control  of  a  voting  trust. 

A  voting  trust  is,  therefore,  a  method  of 

government  away  from  democracy  and  in 

* 

the  direction  of  an  irresponsible  oligarchy. 
In  principle  it  is  contrary  to  the  theory  of 
our  government  which  is  based  upon  the 
will  of  the  majority.  In  practice  it  is  justi¬ 
fiable,  only  as  a  temporary  expedient.  There 
are  times  in  the  history  of  nations  when  the 
condition  of  a  country  becomes  such,  that 
it  is  necessary  to  put  all  power  into  the 
hands  of  a  dictator  in  order  to  restore  pub¬ 
lic  order.  There  are  times  in  the  history 
of  a  corporation  when  as  a  first  step  towards 
rehabilitation  after  bankruptcy,  it  is  neces¬ 
sary  in  the  interests  of  the  property  and  oi 
the  creditors,  to  create  a  voting  trusteeship 
to  restore  order  and  earning  power.  As 
soon  as  a  corporation  is  put  upon  its  feet 
the  voting  trust  should  cease.  Otherwise 
it  becomes  only  an  expedient  for  the  con¬ 
centration  and  perpetuation  of  power.  It 
has  been  one  of  the  gratifying  signs  of  the 
times  that  in  the  past  two  years  so  many 
voting  trusts  have  been  ended  and  the 
power  of  suffrage  restored  to  the  stock¬ 
holders. — The  Wall  Street  Journal. 
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GOOD  PRINTING 

1,000  Business  Cards 

$1.00 

1,000  Bond  Envelopes  ■ 

1.50 

1,000  XXX  White  Envelopes 

1.50 

1,000  6x9  Circulars 

1.00 

GOOD  PAPER 

PRINTED  SAME 

DAY  RECEIVED 

CASH 

WITH  ORDER 

AMERICAN  PRINTING  CO. 

2628  WASHINGTON  AVE.,  ST.  LOUIS,  MO. 

Washburne*s  Patent 
IV»  Fasteners 


The  “O.  K.  Paper  Fastener  is  the  only  fastener  which,  when 
attached,  stays  attached,  yet  Is  de’tachable  without  injury  to 
the  paper  or  the  Fastener,  and  is  easy  to  apply  and  remove. 

They  are  always  ready  for  use 
and  require  no  machine  for  put¬ 
ting  them  on  or  taking  them 
off,  and  they  always  work.  Put 
up  in  brass  boxes  of  100  Fasteners 
each,  ten  boxes  to  a  carton. 
Price  20  cts,  a  box;  $1..50 
per  1000.  Made  in  3  sizes. 
At  all  stationers  or  from 
the  Manufacturer,  postage 
or  express  prepaid.  Sam¬ 
ple  box,  assorted,  10  cents. 
Illustrated  Booklet  Free. 


James  V.  Washburne,  Mfr.,  225  E.  Genessee  St..  Syracuse,  N.Y. 


Bookkeepers,  Stenographers,  Clerks 

If  you  want  to  know  v/here  your  money  goes, 
you  should  have  a  copy  of  my  Expense  Book. 
It  points  out  exactly  how  you  are  spending 
your  money.  Complete  comparison  of  ex¬ 
penses  by  days,  weeks,  months  or  years.  Most 
complete  and  practical  book  on  the  market. 
The  Price  is  $1.00  A.  J.  BELFRY,  Kenmore,  N.  Y. 


^N  MlKjC  BE  TAUGHT 
MAIL? 


We  make  you  judge  and  jury.  Weteach 
by  mall  only,  beginners  or  advanced 
I  pupils  to  play  any  instrument  by  note. 
Nothing  to  pay  until  you  have  had  two 
weeks’  trial.  If  these  lessons  do  not  convince  you  that  you  will  suc¬ 
ceed,  then  they  are  free.  Do  not  write  unless  you  want  to  learn  and 
are  in  earnest.  M ention  whether  a  beginner  or  advanced  pupil .  Send 
2c.  stamp  and  get  the  trial  lessons.  Booklet  and  testimonials.  Est. 
7  years.  F.  8.  SCHOOL  OF  ML’SIO,  Box  190, 19  Union  Sq.,  New  York 

1000  Bond  Paper  Note  Heads  $I.7S 

No  such  printing  done  cheaper  anywhere. 

Let  us  make  estimates  and  print  your  work. 

You  can  save  many  dollars. 

MERIT  PRESS,  Bethlehem,  Penn, 


Beware  of  Imitators 


My  success  in  making  large  profits  for  my 
stockholders  through  co-operation  has  brought  to 
the  front  a  whole  army  of  imitators. 

Make  them  prove  their  statements.  I  prove 
everything,  and  I  offer  you  the  best  opportunity 
for  profitable  investment  that  you  ever  had  or 
ever  will  have.  All  I  ask  is  that  you  investigate. 
You  can  have  all  the  references  and  all  the  proof 
you  want,  for  the  asking.  Read  what  I  say  below. 


MAKING  MONEY 


I  was  bom  on  a  Maine  Farm.  I  have  made  some 
great  successes  in  business.  My  greatest  through 
Co-operation. 

I  took  $1,500  capital,  supplied  by  Farmers, 
Women,  Physicians,  Clerks,  Clergymen,  etc.,  in 
Belfast,  Maine,  and  in  an  honest,  but  very  pro¬ 
fitable  business,  earned  and  paid  them  through 
BELFAST  NATIONAL  BANK,  $5,000  in  Cash 
dividends  in  the  first  six  months,  $25,000  in  Cash 
dividends  within  the  next  year,  and  in  18  months 
I  paid  them  in  round  numbers  $330,000.00  Cash 

Every  $1  Earned  $220.00 

This  is  HISTORY. 

Reads  like  a  fairy  tale 
but  it  is  TRUE.  I 
made  poor  people 
rich.  They  helped 
me  earn  the  riches. 
Just  read  that  over 
again.  I  had  $1,500 
I  earned  and  paid  my 
stockholders  $330, 
000  in  cash  in  18 
months.  Every 
stockholder  got 
their  share.  That’s 
my  way  of  doing 
business.  You  must 
believe  this  statement 
isTRUE.forifI  were 
lying,  I  wouldn’t 
tell  you  the  place 
where  I  earned  the 
money,  and  the  bank 
where  it  was  paid. 

I  have  learned  the 
great  value  of  the 
right  kind  of  co  ’ 
operation,  learned 
how  to  make  money 
fast  in  an  honest, 
profitable  busi¬ 
ness  from  which 
millions  are  made 


m 


E.  F.  Hanson,  Ex-Mayor 
of  Belfast,  Maine 
Ex-Pres.  B.  &  M.  L.  R.  R. 

every  year. 

I  now  have  a  new  business  of  the  same  kind, 
only  my  field  is  the  world.  My  plan  one  of  ex¬ 
tended  co-operation.  Stockholders  everywhere 
who  can  give  me  Information  and  lend  their  IN¬ 
FLUENCE.  The  dividends  must  be  large. 

I  already  have  4,000  stockholders  in  the  U.  S., 
Canada,  England,  Cuba,  Mexico,  Sandwich  Islands, 
Gibraltar,  etc.  I  want  a  few  more.  The  shares 
are  going  fast.  You  can  invest  $1  or  $100  monthly 
payments,  if  you  wish.  If  will  be  safe  and  we  will 
make  it  grow.  This  is  no  get-rich-quick  scheme, 
no  ‘-Frenzied  Finance.”  You  will  be  met  on  the 
level  and  treated  on  the  square.  I  place  30 
years  of  untarnished  business  record  behind 
that  statement.  I  only  ask  you  in  your  own  interest 
fo  INVESTIGATE.  You  shall  have  all  the  Proof 
you  want.  References,  Bankers,  Business  Men, 
Church  and  Public  Officials,  etc.  Send  your  address 
on  a  postal  card.  I  will  send  a  24-page  book. 

“A  Guide  fo  Full  Pockets” 

FREE.  I  will  pay  the  postage.  Dori’t  be  ‘‘A 
Brother  to  the  Ox.”  Stop  plodding.  Lift  your 
head  long  enough  to  ask  rne  to  prove  every 
statement  in  this  ad.  This  is  your  opportunity, 
don’t  miss  it.  Don’t  wait  if  you  want  something 
better  than  you  have  got, 

E.  F.  Hanson,  Y  94  Wendall  Street,  Chicago,  Ill. 


Handling  City  Collections. 

Question  : — Can  you  suggest  an  im¬ 
provement  in  our  system  of  handling  city 
accounts?  All  city  and  suburban  accounts 
are  handled  by  a  collector  under  the  direc¬ 
tion  of  the  book-keeper. 

The  present  system  of  handling  city  ac¬ 
counts  is  merely  to  make  a  list  of  the  city 
accounts  outstanding,  keeping  one  copy  in 
the  office  for  myself,  and  another  given 
to  the  collector.  He  is  then  in  full  charge 
of  the  accounts  for  one  month,  turns  in 
money  as  collected,  and  gives  a  written 
report  of  whom  he  has  seen  each  day,  and 
what  has  been  the  result.  This  is  handled 
by  him  until  the  end  of  the  month,  when  a 
new  list  is  given  him.  The  accounts  that 
he  receives  for  collection  are  scattered  all 
over  New  York  City,  Brooklyn  and  New 
Jersey.  B.  D. 

Answer: — From  what  you  have  told  us  about 
your  city  collections,  we  are  inclined  to  think 
that  some  slight  changes  in  your  method  of  hand¬ 
ling  them  would  be  found  desirable.  With  that 
end  in  view,  I  make  the  following  suggestions : 

First — Divide  your  territory  into  districts,  each 
district  to  include  such  territory  as  the  collector 
can  conveniently  handle  in  a  specified  period  of, 
say  one  week.  Then  have  the  collector  cover  the 
same  district  during  the  same  corresponding  week 
in  each  month.  In  this  way  he  will  cover  the 
entire  territory  every  30  days. 

Second — Arrange  the  accounts  in  your  ledger 
according  to  these  same  districts  and  make  your 
statements  corresponding  with  the  dates  on  which 
this  district  will  be  covered  by  the  collector.  As 
an  illustration,  statements  for  District  A  will  be 
made  on  the  1st  of  the  month  and  District  B  on 
the  7th  or  8th.  This  will  distribute  the  work  of 
making  the  statements  evenly  over  the  entire 
month  instead  of  having  all  statements  made  at 
one  time. 

Third — To  save  rewriting  the  names  both  by 
yourself  and  the  collector,  make  your  statements 
either  in  duplicate  or  triplicate.  If  a  statement 
is  given  to  each  customer,  it  will  be  better  to 
make  them  in  triplicate;  this  can  easily  be  done 
by  having  the  statement  blanks  printed  as  shown 
by  the  sketch  and  using  carbon  paper,  making  the 
statements  on  the  typewriter.  One  statement  is 
then  either  to  be  mailed  to  the  customer  or  de¬ 
livered  by  the  collector.  The  second  copy  is  for 
the  collector’s  use,  while  the  third  copy  is  for 
your  own  files.  Your  copy  of  the  statement  should 
be  filed  alphabetically,  a  separate  section  of  the 
files  being  reserved  for  each  territory.  As  your 
collector  makes  his  report  each  day,  your  copy 
of  the  statement  will,  of  course,  be  removed  from 
the  file,  leaving  only  unpaid  accounts  in  the  file 
at  all  times.  The  collector  should  turn  in  his 
copy  of  the  statement  with  the  money  and  at  the 
end  of  the  week  when  he  makes  his  report  for 


that  district,  he  should  turn  in  statements  of  all 
unpaid  accounts. 

Undoubtedly  your  collector  often  reports  ac¬ 
counts  which  should  be  followed  up  at  some  spe¬ 
cial  time,  other  than  the  regular  collection  date. 
As  an  illustration,  he  calls  on  a  customer  on  the 
1st,  and  while  he  fails  to  make  the  collection,  pay¬ 
ment  is  promised  on  the  10th.  He  should  turn  in 
his  statement  with  proper  notation.  When  this  is 
handed  you,  remove  your  copy  of  the  state¬ 
ment  from  the  file,  attach  it  to  his  report 


and  file  both  in  a  tickler  under  date  of  the  10th. 
On  the  morning  of  the  10th,  remove  all  special 
statements  filed  under  that  date,  giving  one  copy 
to  the  collector  for  his  attention,  or  it  may  be 
advisable  to  have  these  special  collections  followed 
up  by  another  man  in  case  the  regular  collector 
is  unable  to  give  them  proper  attention. 

We  believe  that  these  changes  will  result  in  a 
more  even  distribution  of  the  work  and  that  it 
will  also  enable  you  to  keep  in  closer  touch  with 
the  collections. 

J.  B.  Griffith. 


Salary  and  Commission. 

Question  : — “Will  you  please  give  me  an 
outline  of  a  practical  plan  for  a  retail  mer- 
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SPENCERIAN 

PERFECT 

Steel  Pens 

USED  BY  EXPERT  AND  CAREFUL  PEN¬ 
MEN  FOR  NEARLY  FIFTY  YEARS 
Sample  card,  12  pens  different  patterns,  will  be 
sent  for  trial  on  receipt  of  6  cents  in  postage 
stamps.  Ask  for  card  R. 

SPENCERIAN  PEN  CO. 

349  BROADWAY  NEW  YORK 


If  you  wisK  lo  buy  or  lease  op 
royalty,  patents  on  Hardware  ot 
mail  order  specialties,  macHinery,in  fact  aip'tHing,  write  me 

INVENTORS  desirous  of  selling  tHcir  patents 

quickly  and  to  tHe  best  advantage  should  register  wM"^ 
me,  I  can  save  you  time  and  monev„ 

k  793MutuaJ  Lite  Bldg 

Charles  Scoti  Buffalo,  n.  y. 


» 


“Looscarf”  Collars 

Are  you  enjoying  the  comforts 
and  satisfaction  which  is  to  be 
had  by  wearing  the  “Looscarf.” 

The  only  collar  with  the  back 
button  hole  pocketed  and  hav¬ 
ing  a  lasting  necktie  space. 

Made  in  eleven  styles,  round  and 
square  corners.  Sizes  12  to 
heights  1%,  2,  2%  and  2%  inches. 
Price  2  for  25  cents  or  $1.50  per 
dozen,  postpaid.  Descriptive  fol¬ 
der  on  application. 

THE  NORRIS  COMPANY 

Inventors  and  Exclusive  Manufacturers 

Dept.  B.  DETROIT,  MICH. 


NEVER- LOSE  KEY  TAG 


Unusually  novel  and  practical.  Only  key  tag  whldi  makes  It 

easy  for  the  finder  to  Return  lost 
keys  without  cost  or  inconven¬ 
ience.  Two  parts  hinged  to¬ 
gether.  Name,  address  and  post¬ 
age  on  Inside.  Finder  simply 
reverses  and  drops  In  nearest 
mail  box.  Avoids  necessity  of' 
German  Silver,  handsomely  made, 
.*  Agents  wanted 


BOX  Oau.» 
w-~<P03T  OFFICE  /f.- 

P05TA0C.  &  ADORESSk,® 
ififilOE  ^ 

offering  reward  for  return. 
SSi  cents  postpaid. 


Co  B.  LOCKE  MFU  CO.,  23  Sprocf  Sto  Kensett,  low* 


INVESTORS 

iesiring  to  realize  the  Large  Interest  and  Profits  possible 
In  legitimate  Mining,  Oil,  Timber,  and  Smelter  Invest- 
ments  and  Dividend-paying  Industrial  Stocks,  listed  and 
unlisted,  should  send  for  our  BookletSs  giving  fall  hdomsip 
tion,  mailed  free. 

DOUGLAS,  LACEY  d.  CO.. 
SanKers  Brokers.  66  Broadway.  New  Y 


Send  for  thte 

Print  your  own  cards,*  circulars,  &c.  Pres® 
|5o  Small  newspaper  press  318o  Money 
saver.  Print  for  others,  big  profits.  Type° 
setting  easy,  printed  rules  sent.  Write  6® 
makers  for  catolog,  presses,  type  paper,  Ac, 
‘S'Hl  PKSSe  ®OoB  ffiKRIBSM,  (C®0Hr 


n  A  TIT  that  PROTECT 

JL  Jkm  X  J-^1^  X  sJ  72-p.  Book  Mailed  Free 
R.  S.  &  A.  B.  LACEY,  Patent  Att’ys, Washington,  D.C. 

AMBITIOUSBOOK-KEEPERS  high-grade  business  to  their  j 

advantage.  For  particulars  address  L.  B.  BAKER,  Waterbury,  Conn,  j 


-j-.u.. 


p^!®5!nr 


Cfl0I)F0R6YMRS 


NUMBERING  STAMP,  •  15c 

Prints  any  Number  from  i  to  qqqq 

RUBBER  STAMPS,  •  5c.  up 

SIGNATURE  STAMP,  •  80c 

Exactly  as  you  write  it 

SELF=INKING  PADS,  ‘  15c.  up- 

1000  other  Labor  Savers  at  bot¬ 
tom  prices  and  of  Best  Material. 


25c.  FTRESENT  TO  EVERY 
JEW  CUSTOMER  BUYING  60c. 
OR  MORE  FROM  CATALOG 


YOU  or  ANYONE  joKlcaTmt/eTu 

a  week  easy  money  selling  our  new  aluminum 
pocket  piece  souvenir,  “Good  Luck— A  Pot  Full 
of  Money— Go  Way  Back  and  Sit  Down,”  with  the 
utensil  enclosing  a  U.  S.  one  cent  piece.  The 
greatest  laugh  ever.  Send  10c  for  sample.  $100 
worth  of  fun  and  big  profits.  RICHARD 
LAVERY,  1140  Broadway,  NEW  YORK 


STAMMER 

Write  at  once  for  our  new  illustrated 
200-page  book.  The  Origin  and  Treat¬ 
ment  of  Stammering.  The  largest  and 
most  instructive  book  of  its  kind  ever 
published.  Sent  free  of  charge  to  any 
person  who  stammers  for  6  cents  in 
stamps  to  cover  postage.  Address 
The  Lewis  School  for  Stammerers, 

0  Adelaidb  St.,  Dbtboit,  Mich. 


Geo.  Andrew  Lewis 


PENMANSHIP 


thoroughly  taught  by 
mail.  You  can  be¬ 
come  an  expert  pen¬ 
man  by  practicing  at  home.  Send  stamp  for  full 
particulars  TO-DAY.  E.  G.  IVTIEES, 
Dept.  D.  195  Grand  Avenue,  Rochester,  N.  Y. 


INDEXING 


MADE  EASY.  A  valuable  sug¬ 
gestion,  All  offices  should  use 
,  „  ,  _  The  Subject-Dating  Index  Scheme 

for  General  Correspondence.  Students  should  learn  it.  No 
books  nor  cards  needed  ;  only  necessary  to  know  how. 
For  instructions  send  $1  to  C.  VanAllen,  1013  Penn  Ave.,  Pittsburg,  Pa. 
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chant  to  place  his  salesmen  on  part  salar> 
and  commission.  I  have  thought  for  some 
time  that  such  a  plan  would  stimulate  sales, 
but  have  not  succeeded  in  hitting  on  a  sat¬ 
isfactory  plan.  A  prompt  reply  will  be  ap¬ 
preciated.”  H.  T.  R. 

Asheville,  N.  C. 

Answer. — As  a  basis  of  remuneration  for 
clerks,  salesmen,  collectors,  etc.,  the  plan  of  pay¬ 
ing  a  salary  with  a  commission  on  business  done 
is  an  unqualified  success — but  it  is  not  always  pos¬ 
sible  to  apply  it. 

One  great  difficulty  in  the  way  of  its  adoption 
is  its  tendency  to  cause  clerks  and  salesmen  to 
neglect  small  prospects  and  small  customers  for 
larger  propositions.  To  get  the  larger  sales  is 
all  right,  but  we  cannot  by  any  means  afford  to 
neglect  the  small  ones.  Few  of  us  are  so  situated 
as  to  be  able  to  pick  and  choose.  We  want  all 
the  trade  we  can  get. 

If  we  can  overcome  this  difficulty  there  is  little 
to  prevent  the  successful  application  of  the  plan. 
Salary  will  usually  be  paid  in  a  sufficient  amount 
to  cover  all  services  which  do  not  directly  result 
in  sales,  otherwise  you  will  find  it  hard  to  get 
your  clerks  to  do  anything  which  is  not  productive 
— nor  would  it  be  just  to  ask  it.  Just  how  the 
commissions  shall  be  figured  is  something  of  a 
problem. 

Naturally  you  will  have  certain  classes  of  mer¬ 
chandise  which  you  are  more  than  usually  anxious 
to  dispose  of.  Possibly  because  of  a  greater  profit 
— possibly  because  their  value  is  transitory — pos¬ 
sibly  because  of  an  over-supply.  Accordingly  it 
is  well  to  put  a  premium  upon  selling  these  par¬ 
ticular  goods.  A  big  Chicago  store  adopts  this 
plan:  When  an  article  goes  out  of  style  or  when 
for  any  reason  it  shows  itself  slow  of  sale,  instead 
of  cutting  the  price  the  clerk  is  given  a  “profit 
maker” — a  commission  referred  to  as  a  “P.  M.” 
We’ll  say  that  the  article  is  a  piece  of  goods  cost¬ 
ing  $1  and  marked  to  sell  at  $2.  The  price 
is  kept  at  the  latter  figure  but  the  clerk  is  given 
the  profit,  $1.  If  this  does  not  result  in  sales 
within  a  day  or  two  the  price  is  cut  to  $1.50 — 
the  clerk  getting  50  cents  and  so  on.  There  are 
clerks  in  this  place  who  commonly  draw  from 
$20  to  $50  a  week  in  “P.  M.’s” — and  the  plan  is 
naturally  considered  a  huge  success. 

In  brief,  a  combination  plan  is  really  a  profit- 
sharing  proposition.  _You  say  to  your  clerk:  “Get 
more  trade  and  I’ll  give  you  more  money” — and  it 
works.  Much  careful  thought  is  necessary  in  put¬ 
ting  the  plan  into  effect.  You  must  know  accu¬ 
rately  in  the  first  place,  just  how  much  money 
you  could  afford  to  pay  each  clerk  if  he  never 
made  a  sale — and  to  that  add  a  percentage  which 
will  make  it  worth  his  while.  It  is  absolutely  im¬ 
possible  to  lay  down  any  specific  rules  with  refer¬ 
ence  to  this  as  each  line  of  business  is  naturally 
in  a  “class  by  itself.” 

Keep  between  the  two  extremes  and  the  plan 
will  succeed — that  is,  keep  between  the  point 
where  it  will  no  longer  pay  you  at  a  certain  per¬ 
centage,  and  the  point  where  it  will  no  longer 
pay  the  clerk.  H.  L.  Hall. 


Real  Estate  Accounting. 

Question  : — As  a  subscriber  and  interest¬ 
ed  reader  of  your  magazine,  and  in  order 
to  settle  a  discussion,  I  would  thank  you 
to  publish  the  correct  wav  to  start  this 
set  of  books,  and  what  accounts  you  would 
handle  for  the  ledger,  and  the  proper  debits 
and  credits. 

A  and  B  purchase  a  house  for  $14,500, 
putting  in  each  $1,500,  and  giving  a  first 
mortgage  of  $9,000  and  a  second  mortgage 
of  $2,500.  The  second  mortgage  calls  for 
payment  to  be  made  every  six  months  of 


$250.  Interest  is  paid  on  both  mortgages. 
They  collect  the  rents,  and  pay  out  run¬ 
ning  expenses  and  also  pay  into  the  bank, 
holding  the  house  account,  the  sum  of  $25 
each  as  a  fund  to  increase  their  equity 
and  pay  any  emergency  that  might  come 
up.  What  journalizing  to  commence  the 
accounts  in  the  ledger,  and  what  entries 
would  you  make  when  mi  instalment  is 
paid  on  the  second  mortgage?  The  pay¬ 
ments  of  the  mortgage  money  should  also 
show  their  increasing  equity. 

C.  J.  Fitzpatrick. 

Answer: — Opening  entries  are  as  follows: 

Real  Estate,  $14,500. 

To  First  Mortgage  Payable,  $9,000.00 

To  Second  Mortgage  Payable,  2,500.00 

To  “A”  Capital  Account,  1,500.00 

To  “B”  Capital  Account,  1,500.00 

Give  full  particulars  as  to  the  location 
of  the  property  and  the  nature  and  terms 
of  the  first  and  second  mortgages. 

On  the  first  of  each  month  a  journal 

entry  is  made. 

“A”  Rent  Account, 

“B”  Rent  Account, 

“C”  Rent  Account, 

To  Rentals. 

This  places  the  rentals  due  from  each 
tenant  on  the  books.  As  the  money  is 
collected  the  tenants  are  credited.  Dis¬ 
bursements  on  account  of  expense  need 
no  comment. 

At  the  end  of  six  months  the  following 
journal  entry  is  made  to  provide  for  the 
interest  payment. 

Interest  Account — 

To  Interest  Payable  on  First  Moitgage. 

To  Interest  Payable  on  Second  Mortgage. 

When  the  interest  is  paid  the  respective 
interest  payable  accounts  are  charged. 

At  the  end  of  the  fiscal  period,  rentals, 
interest  and  expenses  are  closed  into  In¬ 
come  and  Expenditure  account,  the  profit 
being  carried  to  surplus. 

The  semi-annual  payment  of  $250  is 
charged  against  Second  Mortgage  Payable 
account.  This  decreases  the  amount  due 
on  the  second  mortgage  and  at  the  same 
time  shows  the  increasing  equity  of  the 
partners  on  account  of  the  original  liabil¬ 
ity  being  reduced.  The  payment  of  $25 
into  a  special  fund  is  provided  for  by  cred¬ 
iting  each  of  the  partners’  capital  account 
with  $25  when  the  money  is  paid  in  and 
charging  Emergency  Fund  with  $50  when 
the  amount  is  deposited.  The  increasing 
equity  of  the  partners  in  the  property  can¬ 
not  show  on  the  books  and  really  does  not 
exist  unless  a  payment  is  made  to  the 
holders  of  the  mortgages.  The  equity  of 
the  partners  in  the  real  estate  is  arrived 
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Get  the  Answerl 
Dont  Chew 
the  Pencil! 


i'  V  ,. 


Some  men  get  the  answers  to  business 
problems  while  others  chew  the  pencil. 

Some  men  calculate  with  difficulty, 
while  the  others  read  figures  intuitively. 

You  can  cultivate  the  faculty  of  calcula¬ 
tion  and  every  process  in  arithmetic  can  be 
simplified  so  that  calculation  becomes  a 
pleasure  by  our  improved  method. 

You  can  solve  more  problems  in  an  hour 
than  the  average  man  can  solve  in  a  day. 

You  can  add,  subtract,  multiply,  divide, 
handle  fractions,  interest,  discount,  and 
make  billing  extensions  with  an  ease  you 
never  dreamed  of  before. 

Endorsed  by  Accountants  and  Educators 

“Your  lessons  in  rapid  calculation  contains  the  greatest  amount 
of  first  class  instruction  for  young  and  old  of  any  course  that  I 
have  ever  seen.  Every  lesson,  if  mastered,  is  worth  the  price  of 
the  entire  course.” — GEO.  D.  Bennett,  Sec.  Nebraska  State 
Board  of  Equalization  and  Assessment. 

“The  methods  and  processes  given  have  enabled  me  to  do  my 
work  as  an  auditor  and  book-keeper  much  more  easily  and 
rapidly.  Every  book-keeper  who  wishes  to  keep  up-to-date 
should  use  this  system.” — A.  B.  Keefer,  Auditor’s  Office,  P.  O. 
Department,  Washington,  D.  C. 

“Before  I  took  the  course,  I  thought  it  was  a  series  of  tricks, 
and  that  it  would  prove  of  no  practical  value.  I  am  very  mudi 
pleased  to  say  that  1  found  it  practical  in  every  sense  of  the 
word.  The  course  in  Rapid  Calculation  should  be  taken  by 
every  teacher.” — J.  EDWARD  Smith,  Principal  Delawa.e 
Literary  Institute. 

OUR  FREE  BOOK  “Rapid  Calculation,”  tells  you  all 
about  this  course.  We  send  you  the  book  for  nothing,  and 
the  course  is  inexpensive.  You  can  master  it  at  your  own 
home  without  loss  of  time  or  money.  If  anyone  of  the 
hundred  things  you  learn  from  it  is  not  worth  all  the  time, 
trouble  and  money  invested,  we  will  give  you  back  your 
money.  You  will  be  astonished  at  the  simplcity  of  the  cal¬ 
culation  when  it  is  properly  explained. 
Send  for  the  free  book  “Rapid 
Kfc.  Calculation”  to-day;  it  will  show 

you  how  to  save  time  and 
^  help  you  to  gain  promotion. 


COMMERCIAL 

CORRESPONDENCE  SCHOOLS 

45  A.,  Commercial  Rldg., 
KOCHE.STEK,  NEW  YORK 


^  Entering 

Wedge  to  a 
Good  Income 

Thousands  of  depositors  in 
this  bank — everywhere— are  availing  themselves  of  our 
mail  banking  system.  We  pay  4%  interest  on  savings 
accounts,  compounded  semi-annually.  This  is  the 
limit  of  safe  investment.  Our  policy  is  conservative. 


31  r  FOURTH  AVE  —  314  -316  DIAMOND  5T 
PITTSBURGH.  PA. 

Resources,  over  $20,000,000.00;  Capital,  Surplus  and 
Profits  over  $10,000,000.00.  Wherever  you  live  is  near 
enough  for  the  U.  S.  Mails  to  reach  you. 

Officers  and  Directors  comjirise  leading- 


Pittsburgh  business  vteti 


Write  for  Booklet  No.  5,  "Banking  by  Mall,"  and  List  of 
Directors,  sent  free  to  anyone. 


m 

rTHIS  IS  THE  POINT 


Kohlnoor  Pencils  can  be  obtained  of  any 
dealer  in  bigb-class  stationery. 


rr 


JOIN  THE  PROTECTIVE  CLUB 

Any  one  contemplating  taking  out  life  insurance,  any 
form,  may  find  it  to  his  advantage  to  write  me.  No  lapses. 
Absolute  security. 

A.  HOMER  SMITH.  66  Broadway.  NEW  YORK 
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at  by  deducting  the  sum  of  the  amounts 
still  due  on  the  first  and  second  mortgages 
from  the  value  of  the  real  estate  and  is 
shown  on  the  balance  sheet  in  the  follow¬ 
ing  manner : 

ASSETS. 

Real  Estate,  $14,500 

Less  First  Mortgage,  $9,000.00 

Less  Second  Mortgage,  2,250.00  11,250 


placed  for  a  given  article,  and  with  whom,  we 
recommend  using  a  card  index.  The  form  shown 
in  Fig.  “A”  will  answer  the  purpose  very  nicely. 
There  should  be  one  of  these  cards  for  each  arti¬ 
cle  that  you  purchase  and  the  cards  would  be 
filed  alphabetically. 

For  convenience,  we  recommend  assigning  a 
number  to  each  firm  from  whom  you  regularly 
purchase  goods,  then  the  firm  can  be  known  by 

ARTICLE 

Packings 


Equity  of  Smith  &  Jones, 


$3,250 

H.  G.  Brown. 


ORDERED 


Filing  Orders. 

Question:  We  have  recently  installed 
the  vertical  filing  system  and  are  trying  to 
work  out  some'  plan  for  keeping  tab  on 
orders  for  merchandise.  We  have  tried 
filing  by  subjects,  but  it  won’t  work  for 
the  simple  reason  that  from  some  firms  we 
buy  perhaps  a  score  of  different  articles  on 
one  date  and  to  file  these  by  subject  would 
mean  the  writing  of  twenty  different  or¬ 
ders,  whereas  one  or  two  sheets  would 
readily  accommodate  all  the  items  were  they 
ordered  in  the  regular  way.  On  the  other 
hand,  we  buy  a  certain  line  of  supplies 
from,  say  six  firms, — now,  if  filed  alpha¬ 
betically  under  the  firm  name,  you  stand 
a  chance  of  looking  through  all  six  files 
before  finding  the  order — unless  blessed 
with  an  exceptionally  good  memory. 

We  would  like  to  have  you  explain, 
through  the  columns  of  The  Business 
Man’s  Magazine  and  The  Book-Keeper, 
a  system  of  vertical  filing  which  will  enable 
us  to  keep  an  accurate  record  of  orders 
sent  out, — 2.  record  which  will  enable  us  to 
find  instantly  any  order  for  any  article. 

We  have  about  come  to  the  conclusion 
that  to  file  orders  alphabetically,  under  the 
firm  name,  is  the  only  way.  But  how  to 
locate  an  order  for  any  given  article,  which 
may  have  been  ordered  from  any  one  of  a 
dozen  firms,  is  the  question  before  the 
house. — A.  B.  ^ 

Answer: — We  have  been  considerably  interested 
in  studying  the  problem  presented  in  the  above. 
The  placing  of  a  single  order  covering  a  large 
number  of  items  is  a  little  out  of  the  ordinary,  but 
since  this  condition  exists,  it  does  not  seem  to  be 
practical  to  attempt  to  file  your  orders  by  subject; 
that  would  involve  too  many  copies.  If  the  num¬ 
ber  of  separate  articles  on  a  single  order  could 
be  kept  down  to  a  half-dozen,  or  less,  we  would 
recommend  making  as  many  carbon  copies  of  the 
order  as  there  are  classes  of  goods  and  then  filing 
these  copies  into  the  various  classes. 

However,  if  you  are  obliged  to  include  as  many 
as  a  dozen  items  in  a  single  order,  it  will  be  nec¬ 
essary  to  maintain  an  auxiliary  index.  We  take 
it  for  granted  that  one  copy  of  your  order  is  filed 
in_  a  tickler  for  the  purpose  of  following  up  the 
shipment  so  that  you  always  have  before  you  cop¬ 
ies  of  the  orders  for  goods  which  should  be  heard 
from  on  the  current  date. 

As  an  auxiliary  index  to  show  when  orders  were 
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that  number.  When  an  order  is  placed  for  a  cer¬ 
tain  article,  note  on  the  card  the  date  and  the 
number  of  the  firm  from  whom  ordered.  The 
illustration  shows  that  packings  were  ordered  on 
April  23d  from  Dealer  No.  5  and  again  on  May 
27th  from  Dealer  No.  9.  This  refers  you  di¬ 
rectly  to  the  orders  for  each  separate  item  and 
you  can  then  file  you  orders  alphabetically  under 
the  names  of  the  dealers.  J.  B.  Griffith. 

Question. — Will  you  kindly  inform  me  if 
a  married- woman  has  the  power  by  law  in 
this  state  (Massachusetts)  to  make  con¬ 
tracts  in  her  own  right.  Also  if  this  is  so 
if  she  would  have  the  right  to  form  a  part¬ 
nership  with  her  husband. — W.  D.  H. 

In  answering  the  above  query  which  comes  from 
a  Boston  accountant  an  opportunity  is  offered  of 
stating  the  general  rules  on  these  two  questions 
since  the  Massachusetts  rules  are  the  same  as 
those  in  most  of  the  states.  In  England  by  the 
common  law  a  married  woman  had  no  authority 
to  make  contracts  of  any  kind,  but  in  this  coun¬ 
try  for  many  years  a  different  rule  has  prevailed. 
A  married  woman  has  authority  to  make  con¬ 
tracts  affecting  her  separate  estate,  and  is  bound 
by  them.  The  common  law  rule  that  her  services 
belong  to  her  husband  still  maintains,  although 
with  her  husband’s  consent  she  may  contract  in 
this  regard.  The  above  statement  of  the  law 
applies  to  third  persons.  She  has  no  authority 
to  contract  with  her  husband  notwithstanding  both 
may  jointly  contract  with  third  persons.  Grow¬ 
ing  out  of  the  rule  that  a  married  woman  cannot 
contract  with  her  husband,  the  rule  follows  that 
a  married  woman  cannot  form  a  valid  partner¬ 
ship  with  her  husband.  A  partnership  being  a 
status  resulting  from  contract,  a  partnership  be¬ 
tween  husband  and  wife  would  be  contrary  to  the 
rule  that  husband  and  wife  cannot  contract  with 
each  other. 

Force  Through  Elimination. 

The  reason  so  many  young  people  fail 
is  because  they  scatter  their  energies.  Many 
a  worker  who  lacks  force  could  build  up 
to  a  splendid  condition  if  he  would  only 
eliminate  all  the  unnecessary  things.  Side 
issues  are  apt  to  take  more  out  of  a  man 
than  the  main  issue.  Things  which  are 
entirely  harmless  in  themselves  often  re¬ 
sult  in  the  greatest  harm  to  a  worker  in  the 
long  run,  simply  because  they  use  up  time 
that  is  needed  for  duties  or  for  rest. 
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Yours  for  Only  $1.00 


0^  Over  $200,000.00  Worth  Sold  in  2  Years 

sen  OTlinR  PAGES  FOR  FULL  PA  RTICU  LARS 

Send  $1.00  TO=DAY  and  Get  It  1 
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The  Pioneer  Business 

WHTinr— 1^— 

Encyclopaedia 


Equally  valuable  to  the  Business  Man,  The  Accountant,  Office  and 
Factory  Manager,  The  Credit  Man,  The  Cashier,  The  Book-Keeper 
and  The  Student  of  Business  Affairs. 

Eighteenth  Edition  Now  Ready 

Yours  For  Only  One  Dollar 

Balance  in  Small  Installments 

The  Aurerican  Business  and  Accounting  Encyclopaedia  devotes 
special  attention  to: — 

The  devising  o/efficient  systems  to  meet  the  various  requirements  of  all  kinds 

k  f 

'  of  businesses. 

The  explanation  and  illustration  of  hundreds  of  short  cuts  and  up-to-date  labor 
saving  devices  for  business  use. 

The  adaptation  of  card  and  loose  leaf  devices  in  their  latest  design^  for  innum¬ 
erable  business  purposes. 

The  scferice'and  practice' of  auditing,  with  instructions  for  arriving  rapidly  at 
results  in  special  cases. 

Information  in  regci^rd  to  banking,  collections,  commercial  law,  correspondence, 
filing  and  follow-up  systems. 

^  A  PRACTICAL  BOOK  FOR  PRACTICAL  MEN 


one!  volume  edition. — Price  $10.00,  payable  $1.00  down  and  balance  in 
equal  monthly  installments;  cash  price  $8.00,  express  prepaid  in  the  U.  b. 

FOUR  VOLUME  EDITION. — Price  $12.00,  payable  $1.00  down  and  balance  in 
equal  monthly  installments;  cash  price  $10.00,  express  prepaid  in  the  U.  S. 

The  Encyclopaedia  is  indexed  alphabetically,  and  topically  to  provide  in¬ 
stantaneous  reference  on  any  subject. 

Handsomely  bound  in  full  Russia,  or  half  morocco  binding,  with  gold  em¬ 
bossing  and  gold  top,  printed  on  fine  paper,  1,128  pages. 

Every  Purchaser  will  receive  FREE  of  charge  a  year’s  subscription  to 
THE  BUSINESS  MAN’S  MAGAZINE  and  THE  BOOK-KEEPER 

SEND  ONE  DOELAR  TO=DAY  AND  GET  IT 


The  Book=Keeper  Publishing  Co.,  Ltd. 


DETROIT, 


MICHIOAN 


Please  mention  The  Business  Man's  Magasine  when  writing  to  advertisers. 
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Complete  Methods  For  Eighty 
Different  Lines  of  Business 


THE  OPINION  OF  AN  EXPERT 


“I  have  received  the  handsome  set  of 
books.  I  assure  you  that  I  appreciate 
both  the  books  and  your  generosity,  and 
if  at  any  time  I  am  in  a  position  to  re¬ 
ciprocate  you  may  rest  assured  that  it 
will  afford  me  a  great  deal  of  pleasure  to 
do  so.  I  consider  the  Encyclopaedia  a 
most  valuable  addition  to  my  library,  in 
fact,  I  value  it  more  highly  than  any 
other  set  of  books  in  my  possession.  The 
information  it  contains  is  invaluable  to 
me,  and  I  should  think  that  it  would  be 
invaluable  to  any  business  man”. 

ISAAC  B.  HENDRICKSON 

Advertising  Manager 

John  C.  Moore  Corporation 

69-71  Stone  St.,  Rochester,  N.  Y. 


50,000  Words  on  Card 
and  Loose=Leaf  Systems 


This  information  was  prepared  by 

experts  who  have  had  practical  training  $10.00  Cash.  $12.00  Installments 
and  experience  in  this  direction. 


A  MINE  OF  WEALTH 


“The  set  of  American  Business  and  Accounting  Encyclopaedia  reached  me  safely, 
and  to  say  that  I  am  pleased  with  them  but  mildly  expresses  it.  They  contain  a 
veritable  mine  of  wealth  to  any  one  interested  in  the  Science  of  Accounting  and  in 
Business  Practice.  I  am  sure  that  you  haven’t  a  subscriber  to  your  magazine  who 
would  be  without  a  set  of  these  books  if  they  really  knew  what  you  are  offering  them”. 


S.  S.  BURCH,  Sec’y-Treas., 

Southern  Shoe  Co.,  Roanoke,  Va. 

500  Pages  of  Short  Cuts  and  Expert 
Methods.  Over  800  Special  Forms 

UNSURPASSABLE  AS  A  REFERENCE 

“I  thank  you  for  your  offer  of  “The  American 
Business  and  Accounting  Encyclopaedia”  and 
am  glad  to  say  I  bought  one  over  three  years 
ago  and  consider  same  a  most  valuable  pos¬ 
session,  having  found  it  unsurpassable  as  a 
reference  book  on  many  a  knotty  question. 

A.  W.  HEYDTMANN  ’ 

Willow  Place,  Afton,  N.  Y. 

Send  One  Dollar*  To-day  and  Get  It 


The  Book-Keeper  Publishing  Co.,  Ltd. 


$8.00  Cash.  $10.00  Installments  DETROIT,  MICHIOAN 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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This  Book  Is  Free! 

It  illustrates  47  different  systems  for  Manufacturers, 
Merchants,  Lawyers,  Bankers,  Doctors,  Dentists, 
Brokers,  Architects,  Advertisers,  Clergymen  and 
Insurance  Companies.  It  tells  you  how  to  improve 
your  office  systems.  How  to  save  time,  money  and 
labor.  How  to  increase  the  efficiency  of  your 
employes.  How  to  decrease  your  pay-roll. 

One  hour  invested  in  reading  this  catalogue  will 
pay  large  dividends.  And  the  book  is  free  if  two 
stamps  are  enclosed  for  postage. 


SYSTEJ^^S 


For  Business  Men 
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PARKER’S 
HAIR  BALSAM 

Cleuuea  and  beaotifiea  the  haifc 
Promote!  a  luxoiiant  growth 
Kever  Fails  to  Bestore  G-ray 
Hair  to  its  Youthitil  Coloro 
Cure!  icalp  diaeasei  Ji  hair  falling. 
<0c,  and  $1.00  at  Dmg^ata 


SHAW-WALKER 

15I-I53  Wabash  Avenue 
Chicago 

Max  Otto  Peacock  Bros. 

Mexico,  D.  P.  Melbourne,  Australia 


For  Sale 


F.  E.  P. 


10  shares  of  stock  in  The 
National  Projectile  Works, 
of  Grand  Rapids,  Michigan 
at  a  bargain.  Address — 

Box  816,  DETROIT,  MICH. 


Representatives  in  all  large  cities.  Factories  :  Muskegon,  Michigan 


The 
Modern 

Business  Necessity  . . . 

The  famous  Calculating  Machine.  Enthusiastically  endorsed  the 
world  over.  Rapid,  accurate,  simple,  durable. 

•‘$100.00  would  not  take  it  from  me.  It  is  all  you  claim.” — B.  A. 
Carver,  Troy  Center,  Wis.  “I  do  not  think  the  $375.00  machine 
can  be  compared  with  your  $5.00  machine.” — R.  G.  Malhiot, 
Avoca,  La.  “Have  found  it  entirely  equal  to  any  of  the  high-priced 
calculating  machines.” — W.  J.  Hirni,  Visalia,  Cal. 

Two  models:  oxidized  copper  finish,  $5  00;  oxidized  silver  finish, 
$10.00,  prepaid  in  U.  S.  Write  for  Free  Booklet  and  Special  Offer. 
Agents  wanted. 

C  E.  LOCKE  M*PQ  CO.,  23  Walnut  st.Kensett.Iowai 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


THE  FULLEST  MOST  COMPLETE  AND  MOST  VALUABLE  SET  OF  BUSINESS  BOOKS  EVER  PUBLISHED 


THE  OFFICE  LIBRARY 


Six  volumes.  Each  one  bound  in  half  morocco.  Gold  tops,  gold  titles. 
Each  one  in  a  box.  The  most  complete  business  man’s  library  ever 
published. 

Thorne’s  Twentieth  Century  Book-keeping  and  Business 

Practice,  -  $3.00 

One-half  morocco,  gold  top  and  titles,  400  pages  9x11.  A  complete 
text-book,  guide  and  reference  work  on  accounting. 

The  Credit  Man  and  His  Work, . 2.00 

One-half  morocco,  gold  top  and  titles,  320  pages  6x8.  The  only  modern 
and  up-to-date  work  on  the  subject.  One  chapter,  “Getting  the  Money,” 
is  alone  worth  its  whole  cost. 

The  Essentials  of  Business  Law.  By  F.  M.  Burdick,  -  -  2.00 

One-half  morocco,  gold  top  and  titles,  285  pages  6x8.  By  a  practical 
man,  a  teacher  of  Columbia  Law  School.  A  most  practical  book  for 
busines  men.  Free  from  technicality. 

Manufacturing  Cost,  -  --  --  --  -  2.00 

One-half  morocco,  gold  top  and  titles,  200  pages  6x8.  A  practical 
work  on  cost.  Buyers’,  sales  agents’  and  storekeepers’  records  complete. 

Full  sets  of  forms,  fully  illustrated. 

Commercial  Correspondence,  ------  2.00 

One-half  morocco,  gold  top  and  titles,  350  pages  6x8.  Not  a  school 
book  but  a  book  for  the  business  man,  correspondent  and  stenographer. 

.  It  contains  valuable  forms  and  methods  for  handling  correspondence 
as  well  as  the  result  of  years  of  experience  in  writing  it. 

Business  Short  Cuts,  -  --  --  --  -  1.00 

One-half  morocco,  gold  top  and  titles,  160  pages  6x8.  A  book  of  easy 

and  shorter  ways  to  get  through  your  daily  work.  This  book  has  had 
an  enormous  sale  in  a  cheaper  binding.  If  you  have  it  in  that  form 
return  it.  We  will  exchange  it  for  the  better  binding  and  credit  you 
with  a  dollar — its  full  list  price — as  well. 


Total,  $12.00 


You  can  have  this  full  set,  $12.00  worth,  for  $9.00  cash  or  pay  $1.00 
now  and  $9.00  more  in  monthly  payments,  and  the  full  set  will  be  sent 
at  once,  express  paid.  Simply  sign  your  name  below. 


The  Book-Keeper  Publishing  Co.,  Ltd.,  Detroit,  Mich. 

I  enclose  $1.00.  Send  me  The  Office  Library  as  above  described — express 
paid.  I  will  remit  one  dollar  every  30  days  hereafter  until  I  have  paid  ten 
dollars  in  all,  when  the  books  will  become  my  property. 


Name 


Address 


Reference 
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NEVER  SOILS  OR  SPOILS 

Day’s  White  Paste 

It’s  the  paste  that  sticks,  but  doesn’t  leave  a  sticky  look* 
It’s  always  ready  in  our  Handy  Paste  Jar,  witli  water-well. 
Paste  is  so  much  nicer  than  mucilage,  and  our  Handy  Jar 
makes  it  a  most  convenient  article 

ON  YOUR  DESK,  OR  FOR 
PHOTOS  OR  HOME  USE 

Day’s  is  not  only  as  good  paste 
as  is  made,  but  our  jar  holds  more 
of  it.  Write  us  and  we  will  send  a 

Sample  Free 

You  can  get  your  dealer  to  sup¬ 
ply  you  with  Day’s  25c.  jar,  15c. 
jar,  or  in  bulk,  6  lb.  pail,  $1.00. 

Diamond  Paste  Co.,  66  Hamilt 


Nedicihal 
Plants 

Fortunes  In  Small  Gardens 


There’s  Big  Money  in  growing  Medicinal  Plants — Ginseng, 
Golden  Seal,  Snake-root,  Belladonna — all  pay  well. 
A  Money  Making  Home  Industry.  Hardy  everywhere  in  the 
United  States  and  Canada.  Easy  to  cultivate  in  City  or  Country. 
Very  small  space,  little  time  required.  Staple  as  wheat.  Wild 
supply  failing,  and  prices  advancing.  We  sell  reliable  plants 
and  seeds,  and  our  patrons  have  expert  advice  free.  Send 
two  2  cent  stamps  for  postage  for  our  complete  booklet  and  cur¬ 
rent  issue  of  “Ginseng  Garden,”  the  leading  magazine;  cir¬ 
culation  10,000,  25  cents  per  year.  It  tells  all  about  medicinal 
plants  and  herbs  and  how  you  can  make  your  back^yard  pay  big 
dividends.  It’s  an  opportunity — don’t  miss  it.  Write  to-day. 
CHINESE  AMERICAN  GINSENG  COMPANY, 

Originators  of  Ginseng  Culture  in  America. 

679  Eacka  St.,  Elmhurst,  Pa-,  (Suburb  of  Scranton.) 


PRICKLY  HEAT* 
CHAFING,  and 
SUNBURN, 


"A  titite  higher  In  price,  perhaps,  than  worthless  saistU 
stitates,  bat  a  reason  for  it,''  Removes  all  odor  of  perspi¬ 
ration.  Delightful  after  Shaving.  Soldeverywbere,ormai[ed 
receipt  of  25c.  Gel  Mennen’s  (the  original).  Sample  Fret. 


GERHARD  MENNEW  CO..  Wtwatrfc.  N.  T 


TYPEWRITERS  MAKES 


AIS  the  Standard  machines  SOLD  OR  EKlirfKlD  M3STWWE.m 
at  HALF  MANUFACTURERS'  PRICES.  Shipped  with  piSv- 
ilege  of  examination.  Send  for  Catalogue. 

TYPEWRITER  EMPORICH.  iOa  La  SaUe  Et., 


Get  the  "Quick 
as  a  Wink’’ 


Cork  Puller 


Anyone  can  use  it.  One  size  pulls 
large  or  small  corks  with  perfect  ease. 
Far  superior  to  best  cork  screw  ever 
made.  Prevents  tearing  corks  to  pieces, 
breaking  knives,  pushing  corks  back  in 
bottles  or  jerking  and  spilling  contents. 
Worth  the  price  a  thousand  times. 
Postpaid  only  25  Cents.  Agents  Wanted. 

C.  E.  LOCKE  MEG.  CO.,  23  Haple  St.,  Kensett,  Iowa 


COMMERCIAL 

Visible  Typewriter 

MODERN  FACILITIES 
SUCCESSFUL  FEATURES, 


POR  $:25.00 

To  introduce  the  Commercial  more  widely  this 
season  we  offer  the  regular  $50.(X)  Machines,  in 
localities  where  not  represented  by  agents,  for 
$2S.OO  net  cash  with  order.  Send  for  hand¬ 
some  illustrated  catalogue  free,  and  ask  for  Special 
Proposition  Guaranteeing  satisfaction  or  ma> 
chine  may  be  returned. 

Also  inquire  our  inducements  to  Agents. 

COMMERCIAL  TYPEWRITER  CO. 

259  Williams  Street  New  York  City 


“Ghe 

HAMMOND  TYPEWRITER 


For  All  Nations  and  Tongues 

The  Writing  Machine  for 
Every  Mother's  Son 
under  the  Sun 

THE  HAMMOND  TYPEWRITER  COMPANY 

69th  to  70th  Sts.  and  East  River 
NEW  YORK,  N.Y. 

DETROIT  OFFICES  88  GRISYYOLD  STREET 
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You  Are  Too  Shor 


If  you  are  short  you  will  appreciate  the  unpleasant  and 
humiliating  position  of  the  little  man  in  the  illustration.  But 
you  are  probably  unaware  that  it  is  no  longer  necessary  to  be 
short  and  uncomfortable. 

The  Cartilage  Company,  of  Rochester,  N.  Y.,  is  the  owner 
of  a  method  whereby  it  is  possible  to  add  from  two  to  three 
inches  to  the  stature.  It  is  called  the  “Cartilage  System”  be¬ 
cause  it  is  based  upon  a  scientific  and  physiological  method  of 
expanding  the  cartilage,  all  of  which  is  clearly  and  fully  ex¬ 
plained  in  a  booklet  entitled  “How  to  Grow  Tall,"  which  is 
yours  for  the  asking. 

The  Cartilage  System  builds  up  the  entire  body  harmon¬ 
iously  It  not  only  increases  the  height,  but  its  use  means 
better  health,  more  nerve  force,  increased  bodily  development 
and  longer  life  Its  use  necessitates  no  drugs,  no  internal 
treating  no  operation  no  hard  work,  no  big  expense.  Your 
height  can  be  increased,  no  matter  what  your  age  and  sex  may. 
be,  and  this  can  be  done  at  home  without  the  knowledge  of 
others.  This  new  and  original  method  of  increasing  one’s 
height  has  received  the  enthusiastic  endorsement  of  physicians 
and  instructors  in  physical  culture.  If  you  would  like  to  add 
to  your  height,  so  as  to  be  able  to  see  in  a  crowd,  walk  with¬ 
out  embarrassment  with  those  who  are  tall,  and  enjoy  the 
other  advantages  of  proper  height,  you  should  write  at  once 
for  a  copy  of  our  free  booklet  “How  to  Grow  Tall.”  It 
\  tells  you  how  to  accom  plish  these  results  quickly,  surely  and 
permanently.  Nothing  is  left  unexplained.  After  you  read 
it,  your  only  wonder  will  be  “Why  did  not  someone  think 
of  it  before  ?”  Write  to-day— 

The  Cartilage  Co.,  45A  Unity  Bldg.,  Rochester,  N.Y. 


First  in  War.  First  inPeac 


First  in  the  office  of  the 
Business  man 

UNDERWOOD 

TYFEWRmR 


holds  the  **Right 
of  line”  at 
Washington 
because  of 

VISIBLE  WRITING, 

Perfect  Construction  and 
doing  the  best  and  quick¬ 
est  work  with  least  effort. 


UNDERWOOD  TYPEWRITER  CO. 

241  Broadway,  New  York. 

Adapted  for  use  with  the 
'Unit  Book-keeping  System." 


The 


TYPEWRITER 

The  one  typewriter 

which  has  a  radical,  vital  difference 
from  others 

The  one  typewriter 

which  has  the  straight-line  complete 
keyboard 

The  one  typewriter 

with  a  mechanical  type-cleaning  de-‘ 
vice  — saving  time  and  soiled  hands 
Endorsed  by  all  who  have  really 
studied  typewriter  construction 

The  Smith  Premier  Typewriter  Co. 
Syracuse,  N.  Y. 

Branch  Stores  Everywhere 
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Successful  Advertising 


mACCOMPLISH: 


Do  YOU  spend  tvi^o  dollars  a  year  on 
publicity.  Do  you  advertise.  Do 
you  use  show-cards,  hand-bills, 
circulars  or  any  other  method  of  making 
your  business  known?  If  you  do,  this 
book  will  save  its  cost  on  the  next  two- 
dollar  lot  of  printing  you  get  done. 
Successful  Advertising  is  the  biggest, 
best  and  most  successful  book  on  adver¬ 
tising  ever  written.  It  costs  $2.00  and 
there’s  $2.00  worth  of  advertising  infor¬ 
mation  in  every  one  of  its  400  pages. 


THAT’S 


$800  WORTH 


Any  Advertiser  who  has  not  Read  this  Book  Is  Wasting  Money. 
Money  back  If  you’re  not  satisfied. 


SUCCESSFUL  ADVERTISING  AND  THE  BUSI¬ 
NESS  MAN’S  MAGAZINE  FOR  A  YEAR  ONLY 


$2.00 


The  Book=Keeper  Publishing  Co.,  Ltd.,  Detroit,  Mich. 


Ailways  grips — no  points  to  catch.  If  it  wasn’t  the  best  clip  on  the 
market  we  wouldn’t  advertise  it — We  want  you  to  try  it.  All  live 
stationers  sell  it.  If  yours  don’t,  send  us  his  name  and  five  two 
cent  stamps  and  we  will  send  you  a  sample  box  of  100  postpaid. 


The  Book-Keeper  PubKshing  Co.,  Ltd. 

DETROIT,  MICMIQAN,  U.  S.  A. 

W^^mmrmmrnmfntttnrm^rrwn-  i  ~Tf= -iTt-TTi 
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THE  PRUDENTIAL  INSURANCE  CO.  OF  AMERICA 

INCORPORATED  AS  A  STOCK  COMPANY  BY  THE  STATE  OF  NEW  JERSEY 

JOHN  F.  DRYDEN,"  President.  Home  Office,  NEWARK,  N.J. 


It  may  be  vour  widow  and  your  fatherless  little 
ones  who  will  some  day  need  to  be  shielded  from 
the  cruel  attacks  of  poverty,  want  and , suffering. 
Join  hands  NOW  with 

The  Prudential 

and  provide  a  shield  for  your  family  against  their  time 
of  need— as  impregnable  as  the  Rock  of  Gibraltar. 


State  Age  and  Amount  of  Life  Insurance  Desired.  Full  Information  will  be  Promptly  Given. 
Prudential  Premiums  are  Fixed — Not  Subject  to  Increase.  Prudential  Policies  have  Paid-up 
Values  and  other  Important  Benefits.  Learn  by  writing  to  the  Home^Office,  Dept.  125 
how  small  the  cost  of  Life  Insurance  and  how  Easily  Carried. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  adiiertisers. 


THE  SLICKEST 
PEN 

EVER  MADE 


tn^inj  (H  N  Ul^ 


2  LEON  I  S  A  A  OS 


CD  GLUCINUM 


For  15  Cents,  We 

DIVORCE  YOU 


Send  us  the  15c.  for  30  styles  of 


IMITATED  EVERYWHERE 
EQUALLED  NOWHERE 


FROM  THAT  UNSATISFACTORY 
PEN  YOU  HAVE  BEEN  MARRIED 
TO  SO  MANY  YEARS. 


You  will  receive  the  pens  promptly,  mounted 
on  a  Souvenir  Sample  Card. 


The  Best  Penmen  in  the  World  tell  us  that  we 
make  the  Best  Pens  ever  made. 

Of  course  we  do — people  have  been  telling  us  so 
for  the  last  30  years. 

Are  you  married  to  an  inferior  quality  pen? 


GLUCINUM 

PENS 


MANUFACTURED  ONLY  BY 


The  Turner  &  Harrison  Pen  Manufacturing  Co.,  M 


FALCON  PEN  WORKS  "•'p—. 


R.  Malpass,  treasurer  PHILADELPHIA,  PA. 

All  Canadian  Inquiries  ADDRESSED  TO 

The  R.  J,  Lovell  Company,  Sole  Canadian  Agents 

t 

56  and  58  Yonge  Street.  TORONTO.  ONT. 


BEWARE  OF 
IMITATIONS 


ACCEPT  NO 
SUBSTITUTE 


^  LEON  ISAACS 

CO- 

&LUCINUM  ^ 

CO  VERTICAL  WRITER 


CDVERTICALWRITER 


15he  Accountant 


CWho  has  to  handle  statistical  records  and 
costs  of  business  in  all  departments  finds  the 
BURROUGHS  Adding  and  Listing  Machine 
gives  him  accuracy,  gives  him  quicker  results — for  it 
prints  and  adds  six  times  faster  than  he  can. 

H  This  speed  is  a  saving  because  it  multiplies  his^ 
efforts :  the  accuracy  is  a  saving  because  it  does  away 
with  uncertainty  and  back  checking. 


€L  The  accountant  is  always  the  machine’s  best  friend — because 
it  reduces  figuring  to  a  mechanical  detail,  where  it  belongs. 

d.  Probably  you  do  not  know  that  it 
will  carry  ten  columns  of  nine  figures, 
BURROUGHS  forms  eighteen  inches  wide. 


Adding  Machine  Co. 

Detroit,  Michigan 


Please  give  us  your  suggestions 
on  how  we  can  use  a  BUR¬ 
ROUGHS  Adding  and  Listing 

Machine  in  the  work  of . 


in  a 


business  which  we  now  handle  by 


CE,  ]f  you  will  fill  out  the  accompany¬ 
ing  Coupon  we  will  gladly  send  you 
some  sample  forms  by  which  the 
BURROUGHS  is  used  in  similar  lines 


of  business  and  in  similar  work. 


Operates  by 
keys  and  is 
about  the  size  of 
a  typewriter 


'  Ck  This  will  place  you  under  no  obli¬ 
gation  to  purchase. 


It  is  understood  this  request  places 
us  under  no  obligation  whatever. 

Name . 

Street . 

City . 

State  . 

B.  M.  Sept.,  ’05 


27,000  in  Daily  Use 

Burroughs 

Adding  Machine  Company 

Formerly  American  Arithmometer  Co.,  of  St.  Louis 

Detroit,  Michigan,  U.  S.  A. 
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Gram’ Primed  index 

MADE  BY 

HALL  &  McCHESNEY 

Graves’ 

Double^Titaexed  Diary 

MADE  BY 

HALL  &  McCHESNEY 

Kaytnond’s 

Labor  Saving  trial  Balance 

MADE  BY 

HALL  &  McCHESNEY 

Office  Specialties 

MADE  BY 

HALL  &  McCHESNEY 

FULL  DESCRIPTIVE  CIRCULARS  ON  APPLI- 
CATION.  THE  BENEFIT  OF  A  QUARTER 
CENTURY’S  EXPERIENCE  IN  THESE 
LINES  IS  YOURS  FOR  THE  ASKING 


OFFICE  AND  FACTORY  IN  Foreign  Representative 

SYRACUSE,  N.  Y.  ^  A.  F.  AMMON,  5  Cross  St., 

Reputation  WorId=wide  Manchester,  England 
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Simplex: 


PRICE  BOOK 


mOST  persons  know  a  thing-  or  two  if  they  could  only 
■  remember  them.  The  only  way  to  be  certain  .of 
your  facts  and  figures  is  to  put  them  down  on  paper. 
The  cleverest  device  ever  invented  for  such  jottings  is 

The  National  Simplex  Price  Book 


It  is  lig^ht,  compact  and  inexpensive.  Bound  in  black  cow¬ 
hide  seal,  fully  flexible,  leather  lined  and  flat  opening-.  There 
is  nothing  to  get  out  of  order,  and  they  will  stand  long  and 
constant  usage.  Obtainable  in  14  sizes,  with  plain,  record 
or  price  book  rulings.  Send  for  circulars. 


d  A.  slight  pull  on  one  -ring  draws  all 
back,  locking  them  open.  They  can  be 
snapped  together  by  pressing  any  ring. 


HOLYOKE,  MASS. 


NATIONAL 
BLANK  BOOK 
COMPANY  ^ 


d.  Remember  that  this  eagle  is  our 
trade-mark.  We  make  every  variety 
of  blank  books  and  are  the  largest 
manufacturers  in  the  country. 


FREE — Send  us  the  name  of  your  local 
stationer  and  receive  six  issues  of  our 
bright  little  publication,  The  National. 
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From  Clerkships  and 
Mechanics  to  Advertising  Mana¬ 
gers — From  Small  Salaries  to 
S 1.2 00.00— $6,000.00  a  Year. 


BY  GEORGE  H.  POWELL 


The  most  remarkable  business  condition  today 
is  the  continued  growth  of  advertising. 

As  a  vocation,  probably  no  other  line  can  com¬ 
pare  with  it,  since  it  promises  rich  rewards  for 
those  who  are  ambitious  and  willing  to  qualify. 

As  a  matter  of  fact  the  demand  for  competent 
ad  writers  and  managers  is  now  much  greater  than 
in  1904  or  any  previous  year. 

The  years  of  flood  tide  in  every  branch  of 
commerce  and  trade  are  largely  responsible  for 
the  enormous  advertising  increase,  and  this  alone 
would  make  room  for  new  workers,  but  of  even 
greater  importance  is  the  added  fact  that  the  busi¬ 
ness  world  is  rapidly  finding  out  that  modern 
advertising,  backed  up  by  an  intelligent  knowledge 
of  money-making  management,  is  the  surest  way 
to  quick  wealth. 

All  authorities  practically  agree  that  from  60 
to  TO  per  cent  of  all  money  spent  for  advertising 
is  largely  wasted  because  the  copy  is  badly  pre¬ 
pared  and  generally  unattractive. 

Year  by  year  this  percentage  of  loss  is  decreas¬ 
ing,  but  it  is  still  several  times  more  than  it 
should  be,  and  until  the  corps  of  trained  specialists 
is  greatly  multiplied,  there  will  be  countless  oppor¬ 
tunities  for  young  men  and  women  to  enter  the 
field  at  salaries  from  $25.00  to  $100.00  a  week  and 
even  more. 

Another  remarkable  fact  is  that  while  business 
colleges  everywhere  train  young  men  and  women 
for  book-keeping  and  other  positions  at  small 
salaries,  yet  not  one  of  these  institutions  is  pre¬ 
pared  to  create  skilled  ad  writers. 

More  than  that,  the  Powell  System  of  corre¬ 
spondence  instruction  gives  at  a  minimum  of  ex¬ 
pense  far  better  and  more  practical  advertising 
skill  than  would  be  possible  in  any  other  way. 

Powell  graduates  fill  the  best  positions  in  every 
state,  and  scores  of  them  are  conducting  their 
own  offices.  Men  formerly  drudging  for  $20.00 


a  week  as  mechanics  now  earn  $5,000.00  a  year 
as  ad  writers.  Clerks  and  other  subordinates  for¬ 
merly  toiling  for  $10.00  and  $12.00  now  enjoy 
advertising  incomes  from  $25.00  up. 

For  those  who  long  to  conduct  offices  of  their 
own,  it  will  be  interesting  to  note  that  a  young 
lady  completed  my  system  of  instruction  last  year 
and  was  soon  doing  about  $1,000.00  worth  of  work 
per  month.  This  year  she  is  doing  over  $4,000.00 
in  the  same  period,  which  shows  the  ever-increas¬ 
ing  and  substantial  importance  of  this  great  vo¬ 
cation. 

Ambitious  workers  desiring  to  investigate  the 
great  opportunity  and  the  superiority  of  the 
Powell  System — the  only  one  enthusiastically  en¬ 
dorsed  by  the  great  publishers  and  experts — should 
send  for  my  two  free  books — 

My  Prospectus  and  “Net  Results,”  the  most  ex¬ 
planatory  in  existence.  Merely  address  me 


GEORGE  H.  POWELL 

1580  Temple  Court,  New  York 


ANOTHER  RECORD  OF  SUCCESS 


You  will  be  pleased  to  know 
that  I  am  leaving  for  Chicago 
to  take  a  place  as  assistant  to 
the  Advertising  Manager  of 
the  largest  house  in  its  line  In 
the  world. 

What  I  knew  about  advertis¬ 
ing  before  taking  your  course 
was  that  a  number  of  ener¬ 
getic  young  men  and  women 
seemed  to  be  doing  better  at  it 
than  I  was  doing — clerking  for 
Standard  Oil  Co.  Five  months 
of  very  interesting  study  saw 
me  through  in  September  last 
year.  Though  I  realize  the 
size  of  my  undertaking,  I  fully 
5xpect  to  measure  up  to  the 
job. 

Always  your  Student, 

C.  W.  PAGE,  Manchester,  Va. 
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between  the  two  most  perfect  Binders  known,  and  still 


Do  You  Prefer 


A  Automatic 

in  operation  ?. 

A  Binder  with  a 
self-locking  ratchet 
movement  ? 


A  Binder  with  a 
Flat  Back  gripping  the 
desk  with  absolute 
firmness  ? 
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International  Account¬ 
ants’  Society,  Inc....  770 
International  Corres- 
spondence  Schools.  .  677 
Kahler’s  Sons,  P.,  Dr,.  772 
Lederer  School  of 

Drawing  .  755 

Lewis  School  for  Stam¬ 
merers  .  765 

McKee  Shorthand  Sch.  757 
Mills,  E.  C .  768 


Central  Mantle  Co....  751 

Davis  Chair  Co .  733 

Dearborn  Desk  Co....  709 
Grand  Rapids  Furni¬ 
ture  Co .  725 

Metal  Furniture  Co.  .  .  .  763 
Stafford  Co.,  E.  D .  753 

Investment. 

Bush,  Andrew  L .  717 

Calvert  Mortgage  & 

Deposit  Co .  745 

Citizens  Savings  & 

Trust  Co . 741 

Colonial  Trust  Co .  727 

Commonwealth  Trust 

Co .  719 

Conservative  Rubber 

Production  Co . 693 

Douglas,  Lacey  &  Co..  749 
Greene,  C.  P.  A.,  F.  P.  .  747 
International  Lumber 
&  Development  Co.  .  .  707 

Kahn  &  Co.,  Felix .  713 

London  Guarantee  & 

Accident  Co . 731 

Marden,  Edwin  R .  705 

Ostrander,  Wm . 669 

Prudential  Insurance 

Co.,  The  .  776 

Southwestern  Securi¬ 
ties  Co .  749 

Union  Security  Co....  745 
Young,  Homer  .  769 


Mail  Order  Publication  & 
Supplies. 

Western  Monthly  ....  770 


Mechanical  Devices. 


Bates  Mfg.  Co .  691 

Beach  .  770 

Burroughs  Adding  Ma¬ 
chine  Co . 4th  Cover 

Elliott-Pisher  Co .  687 

Felt  and  Tarrant  Co..  600 
Pranklin-Howard  B. 

Co .  770 

King,  W.  V .  757 

Locke  Mfg.  Co.,  C.  E .  .  766 
Mechanical  Accountant  753 
Model  Printing  Press 

Co . 757 

Morse,  Herbert  North.  719 

Olcott  Mfg.  Co .  723 

Pelouze  Scale  Co .  743 


Perry  Time  Stamp  Co.  747 
Quicksasy  Machine  Co.  761 
Rapid  Computer  Co....  713 
Sittman,  Pitt  &  Co....  717 
Stewart  Check  Protect¬ 
or  Co . 773 

Triner  Scale  &  Mfg.  Co.  715 

3Iiscellaueous. 

Advertising  Show. ..  582-583 


American  B  Agency...  745 

Barnard  &  Clark .  774 

Baroda  Co.,  The .  763 

Brandt,  D .  770 

Bushnell,  Alvah  .  598 

Chinese  American  Gin¬ 
seng  Co . 772 

Clarkson  Co.,  David  B.. 


Detroit  Coin  Wrapper 

Co.  ., .  763 

Erie  Supply  Co . .  765 

Evans  Vacuum  Cap  Co.  667 

Fechner,  C.  G .  751 

Frost  &  Co.,  Chester  R.  763 
Giant  Heater  Co......  727 

Hamilton  &  Co.,  E.  A.  .  755 

Hapgoods  .  705 

Hoff  Drug  Co .  770 

Ideal  Co.,  The .  737 

Joseph,  Herbert  L .  723 

Krueger  Co.,  B.  K .  763 

Kuhlman  Co . 759 

Lacey,  R.  S.  and  A.  B.  .  770 
Loftis  Bros.  &  Co.....  66.5 

Lyon  &  Co.,  J,  M .  755 

McDowell  Ginseng  Gar¬ 
den  .  770 

National  Physical  Cul¬ 


ture  Institute  .  761 

Natural  Food  Co.,  The.  681 
New  England  Office 
Appliance  Show  ....  584 
Ohio  Electric  Works.  .  747 


Omeara  &  Brock .  759 

Olds.  Fred  .  759 

Parker’s  Hair  Balsam,  770 

Peck,  Hubert  E .  765 

S'cott,  Chas . 753 

Shepherd  &  Parker.  ...  770 

Stafford  Co.,  N . 769 

Universal  Package  Tie 

Device  Co . 765 

Van  Hoesen,  R.  W .  755 

Walker-Edmund  Co.. 

The  .  737 

Worst,  E.  J .  763 

Wyatt,  Geo.  D. .  745 
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Office  Supplies. 

Automatic  Card  Index 

Co . 

Carter’s  Ink  .  685 

Consolidated  Safety  Pin 

Co .  6  5 

Dennison  Mfff.  Co .  725 

Dixon,  T.  P.  &  H.  H.  .  .  .  759 
Diamond  Paste  Co....  768 
•  Fulton  Rubber  Type 

Co . 

General  Specialty  Co..  679 
Hawkes- Jackson  Co...  748 
Hoskins  Co.,  Wm.  H.  .  789 

Hunt,  F.  P.  Co .  723 

Iliff  &  Co..  John  W...  751 
Keller  Ink  Co.,  The.  .  .  .  695 

Niagara  Clip  Co .  757 

Numan,  C.  H .  749 

O’Neill  Water  Heater 

Mfg.  Co .  755 

Rosenthal  Co.,  The....  689 

Rozelle  Mfg.  Co .  741 

Russia  Cement  Co .  770 

Smith,  Chas'.  C .  683 

Washburne,  Mfr.,  Jas. 

V .  747 

Paper. 

Weston  Co..  Byron....  768 
Whitaker  Paper  Co.. 

The  .  <67 

Pens  auil  Pencils. 

American  Lead  Pencil 

Co .  717 

Kegrize  Pen  Co .  749 

Spencerian  Pen  Co....  758 
Turner  &  Harrison.... 

3rd  Cover 
Winter,  Louis  .  727 

Publishers. 

Aff elder,  Wm.  M .  <65 


American  Industries...  57  8 

Burrows  Bros.  Co .  697 

Business  Philosopher..  584 
de  Ruyter,  Paul  E....  751 
Education  in  Business.  770 
Electrician  Pub.  Co...  581 

Goodwin,  J.  H .  755 

Handy  Publishing  Co..  772 
Human  life  Pub.  Co...  579 

Publishers. 

Profitable  Advertising  589 
Ronald  Press  Co.,  The  741 
Thompson  &  Thomas..  590 
Wisner,  A.  L.,  &  Co.  .  .  .  759 

Railways. 

Chicago  &  Northwest¬ 
ern  Ry . 

Stamps,  Seals  and  Stencils. 

Dixie  Seal  &  Stamp  Co.  765 

Stationery  and  Printing. 

American  Embossing 

Co .  585 

Clark  Engraving  Co...  586 
Electro  Gravure  Co.  .  .  .  772 

Oval  and  Koster .  735 

Peninsular  Engraving 

Co .  588 

Press  Co.,  The .  770 

U.  S.  Souvenir  Post 
Card  Co .  74;^ 

Toilet  Requisites. 

Albumen  Cream  Co.  .  .  .  737 

Aldus  Suply  Co .  765 

Cole,  G.  W.,  Co .  723 

Cook,  H.  C .  751 

Gillette  Sales  Co .  675 

Klip-Klip  .  "755 

Mennen’s  Co.,  Gerhard.  769 
Morton  .  766 


Typewriters. 

American  Typewriter 

Co .  721 

Arithmograph  Co.,  The  729 
Commercial  Typewriter 

Co .  719 

Hammond  Typewriter 

Co .  7  74 

Lit  Bros.  (Wellington 

Typewriter)  .  774 

Oliver  Typewriter  Co.  .  709 
Rockwell -Barnes  Co...  727 

Smith-Premier  Co .  711 

Typewriter  Emporium.  772 
Typewriter  Exchange, 

The  . 767 

Typewriter  Inspection 

Co .  772 

Underwood  Typewriter 
Co .  774 

Typewriter  Supplies. 

Brown  Co.,  O.  R .  769 

Little.  A.  P .  587 

Miller-Bryant-Pierce  .  711 
Neutric  Chemical  Co., 

The  .  759 

Non-Smut  Carbon  Mfg. 

Co .  773 

Rogan,  Jno . ••••  707 

Vacuo-Static  Co .  581 

Webster  Co.,  F.  S .  701 

Whitefield  Carbon  Co..  770 


Wearing  Apparel. 


Corliss,  Coom  &  Co....  711 
Edgarton  Mfg.  Co.,  C. 

A.,  The  .  689 

Exchange  Clothing  Co.  763 

Frost  Co.,  Geo .  725 

Goold  &  Co.,  A.  0 .  759 

Misch,  Paul  .  765 

Norris  Co.,  The .  763 

Shaw  Stocking  Co .  713 


Successful  Advertising 


DO  YOU  spend  two  dollars  a  year  on 
publicity.  Do  you  advertise.  Do 
you  use  show-cards,  hand-bills, 
circulars  or  any  other  method  of  making 
your  business  known?  If  you  do,  this 
book  will  save  its  cost  on  the  next  two- 
dollar  lot  of  printing  you  get  done. 
Successful  Advertising  is  the  biggest, 
best  and  most  successful  book  on  adver¬ 
tising  ever  written.  It  costs  $2.00  and 
there’s  $2.00  worth  of  advertising  infor¬ 
mation  in  every  one  of  its  400  pages. 

THAT’S  $800  WORTH 

Any  Advertiser  who  has  not  Read  this  Book  Is  Wasting  Money. 
Money  hack  if  you’re  not  satisfied. 


SUCCESSFUL  ADVERTISING  AND  THE  BUSI¬ 
NESS  MAN’S  MAGAZINE  FOR  A  YEAR  ONLY 


$2.00 


The  Book-Keeper  Publishing  Co.,  Ltd.,  Detroit,  Mich. 
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What  Shorthand  Experts  Earn 

THE  SHORTHAND  REPORTER  AND  PRIVATE  SECRETARY  RECEIVE  LARGE  SALARIES.  WHILE 
THE  STENOGRAPHER  IN  THE  BUSINESS  HOUSE  HAS  BEST  OPPORTUNITY  FOR  PROMO  1  ION 


rEW  people  realize  the  amount  of  money  earned 
by  expert  shorthand  writers — men  and  wo¬ 
men  who  are  really  competent  to  do  the  best 
work.  Much  light  was  thrown  on  this  subject 
when  William  E.  Curtis  detailed,  in  the  Chicago 
Record-Herald,  what  court  reporters  were  doing 
in  Chicago,  showing  that  men  and  women  en¬ 
gaged  in  the  work  in  that  city  earned  more  than 
$1,000,000  a  year,  while  the  firm  of  Walton,  James 
&  Ford  docs  a  business  of  more  than  $100,000 
annually  writing  shorthand. 

The  shorthand  reporter  in  the  country  circuit 
is  one  of  the  most  independent  and  best  paid  men 
in  his  community.  It  is  a  poor  circuit  which 
pays  less  than  $3,000,  and  many  of  them  are  worth 
from  $7,000  to  $10,000  a  year.  In  Chicago,  a 
woman  is  at  the  head  of  a  stenographic  business 
of  $35,000  a  year,  and  many  instances  are  known 
where  men  and  women  have  made  enough  from 
a  single  case  or  investigation  to  pay  for  a  home, 
as  well  as  lay  aside  something  for  a  rainy  day. 
In  the  case  of  the  Pennsylvania  Co.  vs.  the  City 
of  Chicago,  tried  in  Wheaton,  Ill.,  beginning  May 
3  and  lasting  105  days,  more  than  $20,000  were 
paid  the  shorthand  writers. 

Aside  from  the  reporting  work  in  the  court, 
shorthand  writers  are  paid  big  salaries  as  private 
secretaries  and  in  important  commercial  positions 
of  trust.  The  recent  death  of  Daniel  Lamont  re¬ 
calls  the  fact  that  he  began  life  as  a  stenographer, 
while  such  men  as  Edward  Bok,  editor  of  the 
Ladies’  Home  Journal;  George  B.  Cortelyou, 
chairman  of  the  Republican  National  Committee 
and  member  of  the  President’s  Cabinet,  and  nearly 
all  the  prominent  railroad  men  owe  to  stenography 
their  advancement,  as  it  furnished  the  opportunity 
for  them  to  succeed. 

During  the  last  two  years  the  court  reporting 
firm  of  Walton,  James  &  Ford— the  largest  short¬ 
hand  institution  in  the  world — in  addition  to  their 
court  reporting  business,  have  instructed  young 
men  and  women  in  expert  shorthand  throughout 
the  United  States  and  Canada.  In  June  last, 
Robert  F.  Rose,  a  member  of  the  faculty  of  this 


school,  with  a  force  of  graduates  from  this  insti¬ 
tution  which  is  but  two  years  of  age,  broke  all 
existing  shorthand  records  by  delivering  the  full 
typewritten  verbatim  report  of  the  proceedings 
of  the  national  convention  of  the  Modern  Wood¬ 
men  of  America  one  and  three-fifths  seconds 
after  adjournment.  Sept.  5,  1905,  Geo.  L.  Gray, 
an  eighteen-year-old  graduate  of  this  school,  was 
sworn  in  as  official  reporter  of  the  Fourth  Ju¬ 
dicial  District  of  Iowa,  a  position  worth  in  the 
neighborhood  of  $3,000  a  year — one  of  the  young¬ 
est  court  reporters  in  the  world.  In  September, 
Edward  A.  Ecke,  who  studied  the  shorthand 
taught  by  this  firm  by  correspondence,  at  Au- 
burndale,  Wis.,  was  appointed  private  secretary 
to  John  F.  Wallace,  former  chief  engineer  of 
the  Panama  canal.  Among  other  graduates  of 
this  school  are :  J,  A.  Lord,  official  reporter, 
Waco,  Texas  (position  worth' $6,000  a  year);  R. 
L.  Sanner,  official  reporter,  Decatur,  Ill.  (worth 
$3,000  annually)  ;  S.  A.  Van  Petten,  Van  Petten 
&  Majewski,  court  reporters,  301-312  Woman’s 
Temple,  Chicago;  Sigmund  Majewski,  same  firm- 
(doing  a  business  of  $8,000  annually)  ;  W.  S. 
Taylor,  official  reporter,  Duluth,  Minn,  (worth 
$6,000  annually)  ;  J.  A.  McLaughlin,  official  re¬ 
porter,  Burlington,  la. ;  Gordon  L.  Elliott,  official 
reporter.  Mason  City,  la. ;  F.  D.  Kellogg,  private 
secretary  to  John  R.  Walsh,  president  Chicago 
National  bank;  W.  J,  Morey,  private  secretary  to 
Joseph  Leiter,  Chicago  millionaire. 

By  writing  today  for  full  information,  you  will 
obtain  a  descriptive  book  “Success  Shorthand 
System”  of  how  this  firm  teaches  and  trains  be¬ 
ginners  for  this  work,  and  perfects  shorthand 
writers  for  expert  work,  together  with  a  descrip¬ 
tion  of  how  the  wonderful  record-breaking  feat 
in  shorthand  was  performed,  and  a  copy  of  the 
guaranty  given  each  accepted  pupil.  You  can  be 
taught  at  your  home,  and  it  is  just  as  easy  to 
learn  this  expert  shorthand  as  it  is  to  learn  an 
inferior  system.  Address  Success  Shorthand 
School,  Suite  110,  79  Clark  Street,  Chicago. 


576 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


JONES  IMPROVED 

THERE  IS  ONLY  ONE 
BEWARE  OF  BEING  MISINFORMED 

ROUND  BACK  ALWAYS  IN  THE  CENTER 


NOT  so 

Simple  as  to 
Have  many 

WEAK 

Points 


JUST 

ENOUGH 

Parts  to  make  it 
COMPLETE, 
DURABLE  and 
POWERFUL 


'*«sy 


Pat.  April  7,  1903 


Pat.  Nov.  15,  1904 


Our  EUREKA  LEAF  is  admitted  by  all  to  be  the  BEST.  No  cutting,  crimping  or  scraping  at  defined 
lines  to  make  it  flexible,  but  a  Process  that  does  not  Thicken,  Thin  nor  Weaken  the  paper  and  is  Invisible. 

Our  Goods  SOLD  ONLY  Through  our  Exclusive  Licensees 

JONES  IMPROVED  LOOSE  LEAF  SPECIALTY  COMPANY,  CHICAGO 


Albany,  N.  Y.,  James  H.  Hendrie. 

Atlanta,  Ga.,  Foote  &  Davies  Co. 

Baltimore,  Md.,  Lucas  Bros. 

Birmingham,  Ala.,  Dewberry  & 
Montgomery  Stationery  Co. 

Boston,  -Mass.,  Thorp  &  Martin  Co. 

Buffalo,  N.  Y.,  Baker,  Jones  &  Co. 

Charleston,  S.  C.,  Walker,  Evans  & 
Co. 

Chattanooga,  Tenn.,  Times  Printing 
Co. 

Chicago,  Ill.,  W.  G.  Lloyd  Co. 

Chicago,  Ill.,  Stevens,  Maloney  & 
Co. 

Cincinnati,  O.,  Gibson  &  Perin  Co. 

Cleveland,  O.,  Forman-Bassett-Hatch 
Co.  - 

Dallas,  Tex.,  M.  P.  Exline  Co. 

Davenport,  la.,  Egbert,  Fidlar  & 
Chambers. 

Denver,  Colo.,  W.  H.  Kistler  Sta¬ 
tionery  Co. 

Des  Moines,  la.,  Geo.  A.  Miller 
Printing  Co. 

Detroit,  Mich.,  Gregory,  Mayer  & 
Thom  Co. 

Freeport,  Ill.,  Otto  Wagner. 

Galveston,  Tex.,  Clarke  &  Courts. 


Grand  Rapids,  Mich.,  Barlow  Bros. 
Houston,  Tex.,  J.  J.  Pastoriza  P. 
&  L.  Co. 

Indianapolis,  Ind.,  Levey  Bros.  & 
Co. 

Kansas  City,  Mo.,  F.  P.  Bufnap  S. 
&  P.  Co. 

Los  Angeles, ,  Cal.,  Los  Angeles 
Lith.  Co. 

Louisville,  Ky.,  Office  Supply  Co. 
Memphis,  Tenn.,  E.  H.  Clarke  & 
Bros. 

Milwaukee,  Wis.,  Germania  Pub.  Co. 
Montreal,  Canada,  The  Guertin 
Printing  Co. 

Muncie,  Ind.,  Hoosier  Prtg.  Co. 
New  York,  N.-  Y.,  17  Cedar  St., 
Adams  &  Grace  Co. 

Omaha,  Neb.,  Omaha  Printing  Co. 
Peoria,  Ill.,  J.  W.  Franks  &  Sons. 
Philadelphia,  Pa.,  1119  Land  Title 
Bldg.,  Adams  &  Grace  Co. 
Pittsburg,  Pa.,  EicKbaum  Co. 
Portland,  Oreg.,  Howe,  Davis  & 
Kilham. 

Quincy,  Ill.,  McMein  Printing  Co. 
Reedsville,  Pa.,  Smith  Printing  Co. 
Richmond,  Va.,  Williams  Printing 
Co. 


Rochester,  N.  Y.,  Scranton,  Wet- 
more  Co. 

St.  Joseph,  Mo.,  Combe  Printing  Co. 

St.  Louis,  Mo.,  Buxton  &  Skinner 
Stationery  Co. 

St.  Louis,  Mo.,  Geo.  D.  Barnard 
&  Co.  ’ 

St.  Paul,  Minn.,  Brown,  Treacy  & 
Sperry  Co. 

Salt  Lake  City,  Utah,  F.  W.  Gardi¬ 
ner  &  Co. 

Seattle,  Wash.,  Lowman  &  Hanford 
S.  &  P.  Co. 

Sioux  City,  la.,  Perkins  Bros.  Co. 

Spokane,  Wash.,  Inland  Printing 
Co. 

Springfield,  Mo.,  Inland  Prtg.  & 
Binding  Co. 

Syracuse,  N.  Y.,  Syracuse  Bdg.  & 
Prtg.  Co. 

Tacoma,  Wash.,  Pioneer  Bindery  & 
Prtg.  Co. 

Washington,  D.  C.,  Stockett-Fiske 
Co. 

Waterloo,  la.,  Matt  Parrott  &  Sons. 

Wheeling,  W.  Va.,  West  Virginia 
Printing  Co. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


THE  OFFICE  LIBRARY 


Six  volumes.  Each  one  bound  in  half  morocco.  Gold  tops,  gold  titles. 
Each  one  in  a  box.  The  most  complete  business  man’s  library  ever 
published. 

Thorne’s  Twentieth  Century  Book-keeping  and  Business 

Practice,  $3.00 

One-half  morocco,  gold  top  and  titles,  400  pages  9x11.  A  complete 
text-book,  guide  and  reference  work  on  accounting. 

The  Credit  Man  and  His  Work, . 2.00 

One-half  morocco,  gold  top  and  titles,  320  pages  6x8.  The  only  modern 
and  up-to-date  work  on  the  subject.  One  chapter,  “Getting  the  Money,” 
is  alone  worth  its  whole  cost. 

The  Essentials  of  Business  Law.  By  F.  M.  Burdick,  -  -  2.00 

One-half  morocco,  gold  top  and  titles,  285  pages  6x8.  By  a  practical 
man,  a  teacher  of  Columbia  Law  School.  A  most  practical  book  for 
busines  men.  Free  from  technicality. 

Manufacturing  Cost, . 2.00 

One-half  morocco,  gold  top  and  titles,  200  pages  6x8.  A  practical 
work  on  cost.  Buyers’,  sales  agents’  and  storekeepers’  records  complete. 

Full  sets  of  forms,  fully  illustrated. 

Commercial  Correspondence,  . 2.00 

One-half  morocco,  gold  top  and  titles,  350  pages  6x8.  Not  a  school 
book  but  a  book  for  the  business  man,  correspondent  and  stenographer. 

It  contains  valuable  forms  and  methods  for  handling  correspondence 
as  well  as  the  result  of  years  of  experience  in  writing  it. 

Business  Short  Cuts,  -  --  --  --  -  1.00 

One-half  morocco,  gold  top  and  titles,  160  pages  6x8.  A  book  of  easy 
and  shorter  ways  to  get  through  your  daily  work.  This  book  has  had 
•  an  enormous  sale  in  a  cheaper  binding. 


Total,  $12.00 

You  can  have  this  full  set,  $12.00  worth,  for  $9.00  cash  or  pay  $1.00 
now  and  $9.00  more  in  monthly  payments,  and  the  full  set  will  be  sent 
at  once,  express  paid.  Simply  sign  your  name  below. 


The  Book-Keeper  Publishing  Co.,  Ltd.,  Detroit,  Mich. 

I  enclose  $1.00.  Send  me  The  Office  Library  as  above  described — express 
paid.  I  will  remit  one  dollar  every  30  days  hereafter  until  I  have  paid  ten 
dollars  in  all,  when  the  books  will  become  my  property. 

Name  . .  . 

Address  . 

Reference  . 
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pay  roll  binder 

bill  &  CHARGE  BINDER 
minute  book 
SoNATURE  BOOK 
ledger 
CASH  BOOK 

JOURNAL 
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Patented  June  2nd,  1891 

A  ll  infringers  'will  be 
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Every  User  of  the 

Tengwall  File 

Is  his  own  Loose  Leal 
Manufacturer 

€L  The  Tengwall  File  with  the  Tengwall  Desk  Punch  offers  all  of  the  advantages 
which  any  Loose  Leaf  System  affords  and  may  be  used  for  a  greater  number  of  prac¬ 
tical  purposes  with  a  greater  economy  of  time,  money  and  annoyance  than  any  other 

office  device. 

CE.  The  Tengwall  File  is  furnish¬ 
ed  with  hinged  or  divided  back* 
Curved  metal  prongs,  one  pair  on 
each  side,  hold  the  sheets  as  firmly 
as  in  a  bound  book  and  in  perfect 
alignment.  The  pressing  of  a 
thumb  spring  opens  the  file,  mak¬ 
ing  it  possible  to  insert  new  leaves 
instantly  or  remove  old  ones  with¬ 
out  disarranging  the  others.  Close 
the  file,  it  locks  automatically. 

CL  The  Tengwall  File  is  the  hand¬ 
iest  file  for  reference.  There  is  no 
dead  matter  to  finger  over.  The 
contents  may  be  classified  numer= 
ically,  alphabetically,  or  by  any 
other  method  desired. 

CL  Tengwall  Files  are  made  in 
ten  sizes,  carried  in  stock  for 
prompt  delivery.  Special  sizes  fur¬ 
nished  on  short  notice. 

CL  Tengwall  Desk  Punches  are  sup¬ 
plied  with  proper  guage  to  fit  prongs 
of  files.  Light  Punch  Style  A,  nick¬ 
eled,  with  base  of  polished  veneer 
wood.  Punches  1  to  6  sheets  in  one 
operation.  Heavy  Punch  Style  B, 
neat  and  durable,  based  of  hardwood.  Over  half  a  million  Tengwall  Files  nowin 
use  in  the  U.  S.  and  Canada,  Sold  by  Leading  Stationers  everywhere  or  through  the  l^anufacturers. 

TENGWALL  FILE  AND  LEDGER  CO. 

Ravenswood  Station;  .  CHICAGO,  ILL, 


Atavj  Punefi— Style  “B'* 
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Invest  Your  Brain 

Where  it  Will  Earn  the  Most  Money 


Bookkeepers,  Accountants,  Bank  Clerks 
and  Office  men  should  make  the  highest  use 
of  their  mental  abilities.  Specialists  in 
Auditing  earn  large  salaries.  And  it  is  all  a 
matter  of  training.  We  can  teach  you  how. 
Write  us  and  we  will  show  you  why  there  is 
an  ever  increasing  demand  for  the  services  of 

HXPBRT 

Public  Accountants 

and  how  our  course  in  Certified  Public  Ac¬ 
counting  will  thoroughly  qualify  you  by  mail 
to  open,  to  take  charge  of  or  audit  the  most 
intricate  set  of  books.  Only  Certified  Public 
Accountants  are  on  our  Board  of  Instruction. 
All  of  them,  men  who  are  successful  in  their 
chosen  profession.  Each  student’s  work  has 
individual  attention.  No  detail  is  slighted. 
We  guarantee  against  failure.  And  the  fee 
for  the  entire  course  is  within  reach  of  every¬ 
one.  Write  for  free  prospectus. 


Mental  Insurance  is  the  best  form  of  invest¬ 
ment  for  brainy  men.  Investigate  our  course 
in  Certified  Public  Accounting,  conducted  by 
correspondence.  It  will  show  you  how  to  train 
your  brain  to  its  highest  earning  capacity.  It 
will  increase  your  present  income  and  give 
you  the  opportunity  to 

EARN 

to  $100.  a  Day 

as  Expert  Public  Accountant.  Our  course 
differs  from  all  others.  It  has  many  unique 
and  decided  advantages.  It  is  conducted  by 
practicing  experts.  Nothing  theoretical  or 
visionary.  Write  for  free  prospectus  which 
tells  the  whole  story. 

NOTE: — We  now  furnish  each  student  with  a  Bound  Vol¬ 
ume  of  the  course  he  selects,  as  soon  as  enrollment  is  received. 
Each  volume  in  each  course  is  complete  in  itself.  We  also 
teach  by  mail,  Practical  Accounting,  Theory  of  Accounts, 
Auditing,  Commercial  Law,  Book-keeping  and  Business  Prac¬ 
tice  and  Business  Arithmetic.  Write  which  subjects  interest 
you  and  we  will  mail  full  particulars. 

UNIVERSAL  BUSINESS  INSTITUTE,  Inc. 

Arthur  Wolff,  C.  I‘.  A.,  Set,.  Uept.  F.  E.  ffff.d  8t ,  N  hW  FOKK 


HERE’S 

A 


FOR 

YOU. 

WHAT 

SHOULD 

THE 

IDEAL 

MANUFACTURERS’ 

PAPER 

BE? 


American  Industries 

Official  Organ,  National  Association 
of  Manufacturers 

How  would  you  run  this  paper?  What  should  it  contain— 
what  should  it  be  and  do,  to  be  the  ideal  paper  for  all 
manufacturers? 

We  think  we  are  taking  a  long  step  in  the  right  direction 
in  our  program  for  the  current  half  year. 

Four  great  series  of  articles  are  to  be  published  on 

HOW  TO  SYSTEMATIZE 
HOW  TO  ADVERTISE 
HOW  TO  EXPORT 
HOW  TO  INSURE 

Twelve  articles  or  more  in  each  series — fifty  in  all. 

Every  article  of  the  fifty  is  by  an  expert.  Together  they 
make  one  of  the  most  remarkable  series  ever  published. 

We  want  all  manufacturers  to  see  the  paper  a  little  while 
at  least. 

Therefore  we  make  a  special  offer  to  you : 

Send  25  cents  in  stamps  for  a  half  year’s  subscription— 
just  half  the  regular  price. 

You  get  the  entire  fifty  articles  in  this  way  for  a  quarter. 
Send  the  stamps  to 

National  Association  of  Manufacturers 

AMERICAN  INDUSTRIES, 

810  Broadway — Maiden  Lane  Bldg.,  New  York. 
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YOU  can’t  afford  to  waste  your 
brain  energy  with  annoying 
routine  —  lost  correspond¬ 
ence — confused  records  and  ac¬ 
counts.  That’s  mere  carpenter 
work.  Make  your  system  take 
care  of  it.  Use  your  own  gray 
matter  for  the  real  creative — the 
business  building — the  architect 
work.  Put  the  letter-hunting,  the 
record-keeping,  the  business  rou¬ 
tine,  the  business  detail  on  Multi- 
Cabinet  Systems. 

Multi=Cabinet 

SYSTEMS 

are  not  so  many  pounds  of  sense¬ 
less  oak  and  card  stock.  Each  indi¬ 
vidual  cabinet  represents  so  much 
brain — so  much  business  experience 
— so  many  labor-saving  schemes 
and  economiQS— moulded  into  cabi¬ 
net  form.  They  are  mechanical 
business  assistants;  automatic  pri¬ 
vate  secretaries  that  take  care  of 
all  the  business  detail— handle  the 
correspondence — keep  the  records 
— and  relieve  you  of  the  petty  mat¬ 
ters  that  interfere  with  brain  work. 


But  our  book  de¬ 
scribes  these  systems 
better  than  we  can — 
tells  of  47  simple,  eco¬ 
nomical  time  and  la¬ 
bor-saving  methods  of 
handling  detail,  sys¬ 
tems,  for  every  de¬ 
partment  of  your  busi¬ 
ness,  advertising,  sell¬ 
ing,  credits  and  fac- 

151-153  Wabash  Ave., 

I'lIll'AUU 

Factories: 

Muskeson,  Mich. 


I 


J 


47  SYSTEMS 
FOR  BUSINESS  MEN 


W.KER' 


tory  work.  And  if  you 
do  not  find  in  these 
47  systems  one  that 
meets  your  own  needs 
exactly — we  get  up  a 
special  one  for  you. 
But  first  let  us  send 
you  the  book  describ¬ 
ing  this  complete  line 
of  “grow -  as  - you- 
grow  ”  Multi-Cabinet 
Business  Systems. 


Representatives 
In  80  Cities. 


2%  QUARTERLY 
DIVIDENDS 

It  is  worth  your  while  to  give  careful 
thought  to  the  advantages  of  holding 
stock  in  Human  Life,  a  magazine  of  to¬ 
day. 

Human  Life  is  absolutely  original. 
There  is  no  other  magazine  dealing  with 
people  exclusively. 

It  is  filled  from  cover  to  cover  with 
true  stories  and  pictures  of  true  people, 
and  will  keep  the  entire  family  fully 
posted  as  to  the  actions  and  doings  of 
all  the  prominent  living  people  of  the 
entire  world. 

It  has  the  greatest  writer  in  this  coun¬ 
try  of  vigorous,  virile,  pungent,  forceful, 
piquant  English  as  its  editor-in-chief,  Mr. 
Alfred  Henry  Lewis. 

This  is  a  safe  investment  and  will  ap¬ 
peal  to  those  who  want  to  combine  en¬ 
tire  safety  of  principal  with  a  good  rate 
of  interest. 

This  financial  proposition  will  pay 
quarterly  dividends  of  2  per  cent,  or  8 
per  cent  per  annum,  and  our  stock  will 
be  preferred  as  to  both  dividends  and 
assets. 

So  strong  is  the  faith  of  the  publishers 
in  Human  Life,  that  they  have  invested 
$20,000.00  cash  of  their  own  money  in 
their  own  proposition. 

An  investment  in  our  stock  will  pay 
twice  as  much  as  the  savings  banks. 

Our  stock  is  security  for  wife,  child, 
trustees,  etc. 

We  are  now  offering  to  the  public  a 
small  block  of  our  stock  for  sale. 

It  will  decidedly  pay  you  to  fully  in¬ 
vestigate  this.  You  can  invest  from  $10 
to  $1,000. 

Cut  Out  and  Mall  This  Coupon  Today. 

HUMAN  LIFE  PUB.  CO.,  30  Binford  St.,  Boston,  Mass. 

Gentlemen — Kindly  send,  without  cost  to  me, 
your  financial  prospectus,  together  with  your  booklets, 
"Ability  and  Adaptability  of  the  Men  Behind  Human 
Life  Ensures  Success,”  “Most  Successful  Publish¬ 
ers,”  and  “From  the  Editor  That  Edits,”  and  also 
sample  copies  of  your  magazine,  “Human  Life.” 

Name  . 

Address  . 
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Who  Gets  the  Money  ? 

Do  You  Want  Your  Share? 

You  Can  Get  it  bj  Learning  to  Write  Advertisements  in  the  Best  Equipped 

Advertising  College  in  America. 


The  business-getter,  the  “producer,”  gets  the  money  these  days.  The  man  who  gets 
to  the  front  is  the  man  who  makes  things  happen.  When  there  is  “nothing  doing”  the 
h  right  sort  of  a  chap  gets  out  and  “starts  something.”  To  wait  for  a  good  chance  to 
id.'r.come  along  is  to  give  to  others  the  first  opportunity.  There  are  more  chances  for  success 
today  than  ever  before.  There  is  more  money  waiting  to  be  made  than  your  imagination 
can  conceive. 

DO  YOU  WANT  A  SHARE?  The  advertising  profession  is  the  open  sesame  to 
business  success.  The  advertising  men  are  those  who  “get  the  business”  and  business 
getters  “get  the  money.”  Are  you  ready  to  get  out  of  the  rut  and  increase  your  income 
right  where  you  are,  or  let  us  help  you  into  a  position  elsewhere  where  you  can  earn 
j  -  from  $25  to  $50  a  week? 

’/^  Our  course  of  instruction  is  endorsed  by  more  authorities  and  prominent  advertising 
men  than  any  other  course.  Our  lessons  cost  more  to  produce  and  the  individual  instruc¬ 
tion  given  is  the  highest  grade. 

BRAINS  WANTED.  This  sign  is  out  everywhere.  Open  your  eyes  and  3'ou 
cannot  fail  to  see  it.  Does  it  interest  you?  Are  you  “in  the  market?”  You  have  brains— 
enough  and  to  spare.  Will  you  use  them  for  your  own  betterment  ?  Perhaps  we  shall 
surprise  you  when  we  tell  you  that  your  own  job — the  one  you  are  in  right  now — may 
be  made  worth  twice  what  it  now  pays.  This  is  true  also  and  we  would  like  to  prove  it 
to  you.  We  will  prove  it  if  you  will  give  us  a  chance. 

Our  new  Booklet  tells  more  about  the  subject  of  advertising  than  you  could  gain 
by  a  year’s  study  of  various  text  books.  It  gives  an  insight  into  the  advertising  subject 
and  tells  of  opportunities  for  the  brainy  young  man  that  you  never  before  dreamed  of. 

We  teach  you  how  to  improve  the  advertising  of  your  employer,  how  to  conduct  an 
independent  office  of  your  own  or  how  to  manage  a  large  advertising  department  of  a 
department  store,  general  or  mail  order  advertiser.  Our  booklet  is  a  liberal  education  in 
itself.  Address : 

CHICAGO  COLLEGE  OF  ADVERTISING 

Dept.  A,  Royal  Insurance  Building  CHICAGO,  IL,U,S- 


Read  Testimonial  from  the  Advertising  Manager  of 
“  HILLMANS” 

December  SO,  1903. 
Chicago  College  of  Advertising, 

Williams  Building,  Chicago. 

Gentlemen: — In  the  Summer  of  1902  I  took  up 
the  course  offered  by  the  Chicago  College  of 
Advertising.  Late  the  same  year  I  made  my 
entry  into  the  advertising  business  as  Assistant 
to  a  Department  Store  ad'  man; 
putting  into  practice  the  principles 
and  precepts  I  had  absorbed  during 
my  course  of  instruction.  Six 
months  later  I  was  tendered  my 
present  position  of  Advertising 
Manager  of  “HILLMANS,”  one  of 
the  most  active  and  progressive  of 
Chicago’s  famous  “State  Street 
Stores.”  I  made  constant  and  prof¬ 
itable  use  of  the  results  of  my  in¬ 
struction.  I  found  no  dividing  line 
between  theory  and  practice.  I  had 
nothing  to  UNLEARN.  The  course  in  advertis¬ 
ing  never  had  a  more  severe  test  than  I  gave  it. 
The  proof  of  the  pudding  is.  Yours  truly, 

Irwin  Rosenfels,  Adv.  Manager,  Hillman’s. 


One  Lesson  Worth  $80.00 

It  is  interesting  to  read  the  opinion  of  an 
expert  regarding  our  course  of  Advertising  in¬ 
struction.  Read  the  comment  of  Mr.  Jenkins, 
Advertising  Manager  for  the  Tobey  Furniture 
Co.,  Chicago. 

Chicago  College  of  Advertising. 

Gentlemen : — I  have  carefully  read  the  course 
of  lessons  that  you  sent  oyer  to  me  for  review 
and  find  them  exceedingly  complete  and  com¬ 
prehensive.  A  short  time  ago  I  had  an  oppor¬ 
tunity  to  read  the  courses  of  instruction  offered 
by  several  other  advertising  schools  and  none 
of  them  covered  the  ground  nearly  as  thoroughly 
as  you  do,  and  if  I  were  recommending  a  course 
in  advertising,  I  would  certainly  give  preference 
to  yours  over  any  of  the  others  I  have  seen.  I 
consider  the  lesson  on  buying  of  newspaper  space 
alone,  as  worth  double  the  price  of  the  entire 
course  to  anyone  engaging  in  the  study  of  ad¬ 
vertising.  Yours  very  truly, 

H.  Jenkins, 

Advertising  Manager,  Tobey  Furniture  Co. 
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"SMEARLESS" 

TflAOC  MAAK 

|Giirl)oiiPapersi 

MADE  BY' 

^^cuo-l 
Static 
ICarbonI 


ROCHESTER, N.Y. 
u.  s.  A. 


The 

Tabs 

ihai 

keep 

ihe 

finders 

clean 


A  carbon  paper  that  will  not  smut  your  letter-heads. 
A  carbon  paper  that  will  WEAR.  The  Celluloid  Tabs 
will  also  save  time,  trouble  and  fingers.  Price  $3.50  per 
box  of  9  dozen  sheets.  For  sale  by  all  stationers. 

SPECIAL  Send  us  $1.  and  the  name  of  your  stationer,  and 
OFFER  we  will  send  you  our  special  assortment  of  Carbon 
Paper  for  trial.  The  regular  price  for  this  assortment  is  $1.75. 
Our  booklet  is  sent  free,  on  request. 

Vacuo-Static  Carbon  Co.,  211  Mill  St.,  Rochester,  N.Y. 


W  BARE BEST 

ewriter  Ribbon 

Do  Your  Ribbons  Wear  Out?' 

The  average  ribbon  lasts  less  than  a 
month.  We  make  typewriter  rib¬ 
bons  that  wear  from  two  to  four 
months,  thereby  saving  you  from  one- 
half  to  three-quarters  your  present  cost. 
Wearebest  Typewriter  Ribbons  do  not 
soil  the  hands.  That  saves  inky  hands 
stationery  and  work. 

For  sale  at  all  stationers  or  direct. 

Price  $9  a  dozen,  in'all  colors  for  any 
machine.  Packed  in  air  tight  cap¬ 
sules  and  will  last  indefinitely. 

SPECIAL  OFFER  . 


Cut  out  this  ad.  and  send  it  to  us  with 
$1.  and  your  stationers  name,  and  we 
will  send  you  one  typewriter  ribbon  and 
2  dozen  sheets  of  our  best  carbon  paper. 
This  offer  is  less  than  half  the  regular  price" 
and  will  only  remain 
open  for  thirty  days. 


Pree  Booklet 
071  request 

Vacuo=Static 
Carbon  Co. 

211  Mill 
Street 


^  “The  Ribbon  \.;- 
in  the  Capsule’’ 


Rochester 
New  York 


Just  a  Minute 


Representation  of  the  Western  Electrician,  a  journal  which 
tells  about  a  subject  of  interest  to  all — of  particular  interest  to 
you  Mr.  Bookkeeper — Mr.  Cashier — Mr.  Manager — Mr.  Super¬ 
intendent — Mr.  Operator — Mr.  Banker — Mr.  Broker — Mr.  Clerk 
— if  your  job  is  concerned  with  electrical  machinery  or  the  elec¬ 
trical  operation  of  machinery;  with  electric  lighting  or  the 
securities  of  electric  lighting  companies;  with  telephone  systems 
or  the  manufacture  of  telephone  instruments;  with  electric  rail¬ 
ways  or  railways  that  are  yet  to  be  “electrified.”  In  short,  if 
you  “rub  elbows”  anywhere  with  electricity  (as  few  do  not  in 
these  days)  you  want  to  know  about  electricity  because  the 
knowledge  will  mean  dollars  and  cents  to  you. 

To  subscribers  and  readers  of  “The  Business  Man’s 
Magazine  and  The  Book-Keeper”  we  have  a  “good  thing”  to 
offer.  Here  it  is: 


To  the  Electrician  Publishing  Co.,  Chicago,  III. 

I  enclose  $3.00;  enter  my  name  as  a  subscriber  to  the  Western  Electrician  for  one  year.  Send  me 
besides,  without  additional  cost  “The  Business  Man’s  Magazine  and  The  Book-Keeper”  for  one  year  and 
a  copy  of  “Business  Short  Cuts”  (a  volume  valuable  to  business  men;  sold  at  $1.00  and  worth  it.) 


NAME.. 


TO  WN 


ADDRESS.. 


STATE.. 
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Mister 

Business  Man 


o.  Do  you  spend  any  money  for  advertising? 

et.  Do  you  think  you  are  getting  the  best  advertising  value  possible  for 
the  money  so  spent? 

Do  you  think  that  somehow  or  other  from  the  amount  of  money  you 
are  spending  you  should  get  a  little  more  business? 

O,  Do  you  think  if  you  could  learn  how  to  get  more  results  from  the 
money  expended  that  you  would  be  glad? 

O,  Do  you  think  that  there  may  be  some  twist  or  turn  in  that  great 
creative  branch  of  modern  merchandising,  broadly  termed  advertising, 
that  you  do  not  understand,  and  which  if  you  understood  it,  would  enable 
you  to  get  better  results  from  your  advertising  expenditure? 

Cl.  Do  you  think  other  people  are  getting  more  for  their  advertising  ex¬ 
penditure  than  you  do? 

c.  Do  you  think  you  would  like  to  know  more  about  how  to  produce 
results  with  your  hard  earned  dollars? 

o.  If  you  have  any  of  these  thinks,  come  to  the  Advertising  Show  to 
be  held  in  the  Coliseum,  Chicago,  October  11-18,  1905,  and  store  your 
Think  Tank  with  new  ideas  of  advertising.  Everything  of  value  will  be 
shown.  Lectures  will  be  delivered  by  some  of  the  brightest  advertising 
men  in  America. 

ADVERTISING  SHOW  COMPANY 


BIEDER  &  PARKER,  Managers 


55  Street 


Illinois 
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(L  Are  you  a  buyer  of  advertising?  If  you  buy  advertising  you  buy  it 
to  help  sell  goods.  Th^  results  you  get  from  your  advertising  expendi¬ 
tures  are  in  direct  proportion  to  your  knowledge  of  advertising.  If  you 
know  much  about  advertising  your  results  will  be  large.  If  you  know 
little  about  advertising  your  results  will  be  small.  If  you  know  nothing 
about  advertising  you  will  get  no  results  except  by  accident.  Any  one 
can  advertise  successfully  and  increase  their  business  and  profit  if  they 
learn  how.  Advertising  without  a  knowledge  of  advertising  is  a  game 
of  chance. 


€L  The  greatest  mercantile  houses  have  been  built  on  judicious  and 
intelligent  advertising.  It  is  the  great  creative  force  in  modern  mer¬ 
chandising.  It  is  the  only  force  in  the  world  on  which  you  can  build  a 
successful  and  increasing  business,  but  it  is  like  electricity,  you  must 
know  how  to  handle  it.  More  money  is  perhaps  wasted  in  advertising 
than  in  any  other  way,  but  every  dollar  wasted  is  wasted  because  of  an 
ignorance  of  the  true  principle  of  advertising. 

ct.  The  Advertising  Show  will  be  an  education  in  itself.  You  cannot 
afford  to  miss  this  opportunity  of  inspecting  all  that  is  of  value  in  adver¬ 
tising.  There  will  be  delivered  every  day  lectures  on  advertising  sub¬ 
jects  by  some  of  the  foremost  men  in  the  advertising  field. 

CL  A  cordial  welcome  awaits  all  who  are  interested  in  advertising. 

ADVERTISING  SHOW  COMPANY 

BIEDER  &  PARKER,  Managers 

SS  L,ak:e  Street  Chicago,  Illinois 
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”  If  you  wish  to  put  in  ~ 

iposE'IfAF  Books 

. .  in  any  Department 

I  Or  otherwise  improve  your  Accounting  i 
Methods  to  save  time,  money,  and  produce 
I  better  results.  -  if  YOU  WANT  THE  BEST  ' 

I  IT  WILL  PAY  YOU  to  correspond  with  i 

THE  PLEW  fi.  MOTTER  CO.) 

I  M«\fiufacturers  and  Devisops  of  Loose-Leaf  Accounting  Systems 
I  Ask  for  Catalog  D.  2516-2518  wabash  ave.  ^ 
Chas. A.Sweetlano,  CHICAGO,  ILL, 


An  Extraordinary  Offer 

The  Business  Man's  Magazine  and 
The  Bookkeeper 
The  Business  Philosopher 
Business  Short  Cuts 

All  three  for  $1.50 


The  Business  Man’s  Magazine 

The  Business  Man’s  Magazine  is  all  that  its  name 
implies — strictly  business  and  nothing  else.  Ac¬ 
counting  methods — selling  plans— advertising  plans 
and  methods — salesmanship — business  management 
— insurance — all  these  have  special  departments  de¬ 
voted  to  them.  The  best  men  in  special  lines  are 
contributors.  There  is  a  dollar’s  worth  of  ideas  in 
every  issue. 

The  Business  Philosopher 

Not  a  huge  book  full  of  technical  plans  that  a  person 
can  never  use,  but  just  a  magazine  loaded  to  the  brim 
with  inspiration  for  the  busy  man  of  affairs.  Some¬ 
thing  to  lift  the  load  off  a  heavy  day’s  work  and 
recreate  one  for  the  following  day.  A  guide-post  for 
the  ambitious  youth  who  seeks  success  in  its  highest 
sense —  a  daily  source  of  help  and  inspiration  for  the 
veteran  business  man.  It  will  lead  you  to  the  center 
of  power  within  yourself  and  show  you  how  to  coin 
that  power  into  good  American  dollars.  Published 
the  15th  of  each  month  at  $1.00  a  year. 

Business  Short  Cuts 

One  hundred  and  sixty  pages  of  the  newest  and  best 
time-saving  ideas  from  the  actual  every-day  experi¬ 
ence  of  successful  businessmen.  Not  a  word  of  old, 
obsolete  or  useless  matter  in  it.  Not  a  word  in  it 
which  will  not  be  actually  worth  money  to  you. 

All  three  for  $1.50— money  back  if  it’s  not  worth 
Five.  Send  your  money  to-day. 


The  Bookkeeper  Publishing  Co.,  Limited 

DETROIT,  -  -  MICHIGAN 


IT 

WILL  PAY 
YOU 

to  EArhibit  Your  Goods  at  the 

OFFICE 

APPLIANCE 

AND 

BUSINESS  SYSTEMS 
SHOW 

Boston,  November  27-December  2 

MECHANICS  BUILDING 

Don’t  leave  the  matter  of  space  until 
the  last  minute.  Engage  it  now  as  many 
good  firms  are  doing. 

FULL  INFORMATION 

CHESTER  I.  CAMPBELL 

MANAGER 

5  PARKE  SQUARE,  BOSTON,  MASS. 


Vi 
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This  is  the  Original 


The  only  book  or  set  of  books  ever  published 
whose  contents  entitle  them  to  be  called 
a  Business  Man’s  Encyclopsedia  is 

% 

The  American  Business  and  Accounting  Encyclopedia 


Other  books  contain  partial  answers  to  a  few  of  the  questions  that  confront 
some  business  men — but  the  American  is  the  only  work  that  solves  all  of  the  prob¬ 
lems  met  by  men  in  every  line  of  business.  It  is  the  only  work  covering  the  entire 
field  of  business — answering  the  questions  that  come  up  every  day  in  every  depart¬ 
ment  of  business — from  the  purchasing  of  raw  material  to  marketing  the  finished 


product — from  advertising  to  shipping. 

The  American  Business  &.  Account¬ 
ing'  Encyclopedia  was  written  by  busi¬ 
ness  men  for  business  men.  Manufac¬ 
turers',  Department  Managers,  Bankers, 
Credit  Men,  Accountants,  Advertising 
Specialists,  Attorneys',  Merchants,  Cost 
Accountants,  Production  Engineers, 
Factory  Economists,  Credit  Men,  Office 
Managers — all  have  contributed  to  this 
great  work.  No  one  man  or  a  dozen 
men  could  in  a  life-time  collect  the 
mass  of  practical  information  to  be 
found  in  the  American,  but  we  have 
had  the  assistance  of  more  than  100 
practical  business'  men.  These  men 
have  given  from  their  experience — the 
most  valuable  asset  of  any  business 
man — those  plans,  ideas,  methods,  that 
they  have  found  of  greatest  practical 
value. 

In  the  American  what  these  men 
have  learned  in  a  lifetime  of  actual 
business  is  presented  in  condensed 
form.  Four  volumes  of  practical  ex¬ 
perience  is  the  result.  Not  a  system 
has  been  described,  not  a  plan  is  dis¬ 
cussed,  not  an  idea  advanced  which  has 
not  first  been  tested  and  found  practi¬ 
cal  in  actual  business.  There  is  not 
a  single  word  of  theory  in  the  entire 
four  volumes  of  over  1,100  pages. 


More  than  20,000  business  men  now  own 
the  American  Business  and  Accounting  En¬ 
cyclopedia,  and  to  them  it  is  the  guide 
which  shows  the  way  to  overcome  their 
business  difficulties.  These  20,000  business 
men  are  our  references — their  endorsements 
of  the  American  are  the  strongest  ever  given 
any  business  book. 


We  have  a  few  sets  of  the  last  edition — 
see  next  page — revised  and  brought  up  to 
date  in  1904.  Order  now — mention  this  ad, 
— and  we  will  include.  Free,  a  copy  of 
The  Science  and  Practice  of  Auditing.  No 
more  copies  of  this  edition  will  be  printed. 
During  the  past  year  more  than  40  special¬ 
ists  have  been  engaged  in  revising  and  en¬ 
larging  the  American.  The  new  edition, 
which  will  sell  at  an  advanced  price,  will 
be  ready  about  Dec.  1st.  The  present  edi¬ 
tion  will  then  be  withdrawn  from  sale. 


NOTE — Do  not  confuse  this  original  American  Business  and  Account-  , 
ing  Encyclopedia  with  any  other  so-called  Business  Man’s  Encyclopecfia, 
No  pant  of  the  American  has  ever  been  issued  as  a  premium  book  and 
it  is  sold — not  given  away — by  no  one  but  the  publishers  and  authorized 
book-sellers. 


The  Book-Keeper  Publishing  Co.,  Ltd.,  Detroit,  Mich 


The  Pioneer  Business 


Encyclopaedia 


I 

Equally  valuable  to  the  Business  Man,  The  Accountant,  Office  and 
Factory  Manager,  The  Credit  Man,  The  Cashier,  The  Book-Keeper 
and  The  Student  of  Business  Affairs. 

Eighteenth  Edition  Now  Ready 

Yours  For  Only  One  Dollar 


Balance  in  Small  "^llistallments 

The  American  Business  and  Accounting  Encyclopaedia  devotes 
special  attention  to: — 

The  devising  of  efficient  systems  to  meet  the  various  requirements  of  all  kinds 
of  businesses. 

The  explanation  and  illustration  of  hundreds  of  short  cuts  and  up-to-date  labor 
saving  devices  for  business  use. 

The  adaptation  of  card  and  loose  leaf  devices  in  their  latest  designs  for  innum¬ 
erable  business  purposes. 

The  science  and  practice  of  auditing,  with  instructions  for  arriving  rapidly  at 
results  in  special  cases. 

Information  in  regard  to  banking,  collections,  commercial  law,  correspondence, 
hling  and  follow-up  systems. 

A  PRACTICAL  BOOK  FOR  PRACTICAL  MEN 

ONE  VOLUME  EDITION. — Price  S'10.00,  payable  $1.00  down  and  balance  in 
equal  monthly  installments;  cash  price  $8.00,  express  prepaid  in  the  U.  S. 

FOUR  VOLUME  EDITION.— Price  $12.00,  payable  $1.00  down  and  balance  in 
equal  monthly  installments;  cash  price  $10.00,  express  prepaid  in  the  U.  S. 

The  Encyclopaedia  is  indexed  alphabetically,  and  topically  to  provide  in¬ 
stantaneous  reference  on  any  subject.  • 

Handsomely  bound  in  full  Russia,  or  half  morocco  binding,  with  gold  em¬ 
bossing  and  gold  top,  printed  on  fine  paper,  1,128  pages. 

Every  Purchaser  will  receive  FREE  of  charge  a  year’s  subscription  to 
THE  BUSINESS  MAN’S  MAGAZINE  and  THE  BOOK-KEEPER 

ONE  DOLrLAR  TO-DAY  AND  Gl^T  IT 


The  Book=Keeper  Publishing  Co.,  Ltd. 

DETROIT,  MICHIGAN 


Complete  Methods  For  Eighty 
Different  Lines  of  Business 


Send  One  Dollat*  Xo"day  and  Oet  It 


The  Book-Keeper  Publishing  Co.,  Ltd. 

$8.00  Cash.  $10.00  Installments  DETROIT,  MICHIGAN 


RECOMMENDS  IT  TO  HIS  FRIENDS. 


I  have  been  so  impressed  with  the  val¬ 
uable  information  that  I  have  obtained 
from  your  American  Business  and  Ac¬ 
counting  Encyclopaedia  that  I  have  rec¬ 
ommended  it  to  my  friends,  and  advised 
them  not  to  be  without  one  in  their  office, 
for  only  last  week  I  had  occasion  to  refer 
to  it  and  the  very  thing  that  !  wanted  to 
know  was  there,  and  would  have  cost  me 
five  times  the  price  of  the  book  if  I  had 
to  consult  an  expert. 

We  owe  a  vast  and  perpetual  debt  of 
gratitude  to  the  authors. 

W.  P.  HAMPTON, 
Philadelphia. 


50,000  Words  on  Card 
and  Loose-Leaf  Systems 

This  information  was  prepared  by 
experts  who  have  had  practical  training  $10.00  Cash.  $12.00  Installments 
and  experience  in  this  direction. 

A  MINE  OF  WEALTH 


“The  set  of  American  Business  and  Accounting  Encyclopaedia  reached  me  safely, 
and  to  say  that  I  am  pleased  with  them  but  mildly  expresses  it.  They  contain  a 
veritable  mine  of  wealth  to  any  one  interested  in  the  Science  of  Accounting  and  in 
Business  Practice.  I  am  sure  that  you  haven’t  a  subscriber  to  your  magazine  who 
would  be  without  a  set  of  these  books  if  they  really  knew  what  you  are  offering  them’’. 

S.  S.  BURCH.  Sec’y-Treas., 

Southern  Shoe  Co.,  Roanoke,  Va. 


500  Pages  of  Short  Cuts  and  Expert 
Methods.  Over  800  Special  Forms 


UNSURPASSABLE  AS  A  REFERENCE 


“I  thank  you  for  your  offer  of  “The  American 
Business  and  Accounting  Encyclopaedia”  and 
'am  glad  to  say  I  bought  one  over  three  years 
ago  and  consider  same  a  most  valuable  pos¬ 
session,  having  found  it  unsurpassable  as  a 
reference  book  on  many  a  knotty  question. 

A.  W.  HEYDTMANN 

Willow  Place,  Afton,  N.  Y. 


THE 


Imerican  Business  and  Acconntiog 


ORDER  FOR  4-VOLUME  SET. 


To  The  Book-Keeper  Publishing  Co.,  Ltd. 

Detroit,  Mich: 

You  may  send  me — by  Express — prepaid— 1  set  of  the  American  Business  and 
Accounting  Encyclopaedia,  4  Volumes,  Morocco  binding,  gold  top.  For  this  I 
promise  to  pay  you  $12.00  in  monthly  payments  of  $1.00  each.  I  enclose  $1.00  here¬ 
with  and  will  pay  $1.00  every  30  days  hereafter  until  $12.00  in  all  have  been  paid.  ^ 

Name . . 

1 

Address  . . . 

Town  . . . 

Reference  . . . . . 


ORDER  FOR  SINGLE  VOLUME. 


To  The  Book-Keeper  Publishing  Co.,  Ltd. 

Detroit,  Mich: 

You  may  send  me  by  Express — prepaid — 1  copy  of  “The  American  Business  and 
Accounting  Encyclopaedia.  Full  Russia  binding — gold  top.  For  this  I  promise  tu 
pay,  you  $10.00  in  monthly  payments  of  $1.00  each.  I  enclose  $1.00  herewith  and 
will  pay  $1.00  every  30  days  hereafter  until  $10.00  in  all  have  been  paid. 

Name . . . . . . .' . 


Address 
Town  . 


Reference 


The  Book=Keeper  Publishing  Co.,  Ltd. 


DETROIT, 
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Ct.  When  you  consider  how  much  more 
attractive,  how  much  more  result= 
bring^ing  your  letters  would  be  if  they 
were  written  on  good  paper  under  an 
Embossed  Letter=head,  the  small  extra 
cost  for  quality  would  be  quickly  out= 
weighed  by  the  profitable  results. 

THINK  THIS  OVER ! 

OUR  SPECIMEN  BOOK 
UPON  REQUEST 

Fill  out  the  blank  form  at  the  corner  of  this  page.  Enclose 
with  it  the  Letter-head  that  you  are  now  using.  Mark  out  any¬ 
thing  that  you  do  not  want  and  write  in  anything  that  you  wish 
to  have  printed.  Tell  us  whether  you  want  as  good,  better, 
or  the  same  kind  of  paper. 

To  any  firm  who  writes  to  us  on  their  own  Letter-head  and 
fills  out  the  Mailing  Form  below,  we  will  be  glad  to  send  a  rough 
suggestion  for  a  Design  and  give  prices 
on  the  execution  of  the  suggestion. 

We  are  always  very  happy  to  submit 
samples  of  our  work. 


ENGRAVED  AND 
EMBOSSED 
INVITATIONS, 
ANNOUNCEMENTS, 
BUSINESS  AND 
CALLING  CARDS  . 


Ready  in  October,  Samples  of  Small  Calendars.  Engraved, 
Embossed  and  Hand  Painted.  Cost  from  20  to  100  dollars 
per  Thousand. 


THE  AMERICAN  EMBOSSING  CO. 

Seneca  Building 

BUFFALO  IVBW  YORK 


American  Embossing  Co., 

Seneca  Bldg.,  Buffalo,  New  York 


We  will  be  glad  to  consider  a  sugges¬ 
tion  for  a . vve 

enclose  a  sample  of  what  we  have  been 
using,  with  changes  noted.  We  want 

. thousand  . 

printed  on . quality 

. paper.  We  want  some¬ 
thing  (as)  good  (or)  better. 

Signed . 

From . 

Business .  . 

Street . 

Town .  . 

State . 
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We  thoroughly  understand  the  wants  of  the  critical  buyer. 
Operating  the  most  complete  Engraving  and  Printing  Mail- 
Order  plant  In  America  day  and  night,  you  receive  prompt 
service,  satisfactory  goods  and  prices  that  create  friends 
whether  you  are  In  Mexico,  New  York  or  *Frisco. 

Ulustratlons  of  every  kind  and  desciipUon,  either  in  colors  or  black  and  white. 

Printing*  such  as  booklets*  line  catalogs*  private  correspondence 

paper*  office  stationery*  etc. 

AU  orders  executed  promptly  and  artistically. 

Work  Right  or  Money  Back. 

WRITE  NOW  AND  **WE*LL  DELIVER  THE  GOODS. 


COLUMN 


1  ^ 

COLUMN 

vSlOO. 


^1  A  DIT  ENGRAVING  dt 
wL/\KfV  PRINTING  CO 

MILWAUKEE,  U.  S.A. 

ARTISTS  =  ENGRAVERS  SPRINTERS 
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ROCHESTER.  N.Y 


ssi®  aaf  of  the  L1TTL«£  BrandSo  2t  li 
feettes’  to  get  s^esultg  than  to  get  fired— "most  any 
Stenographer  will  admit  thato  Some  Stenographers  say 
©nr  Esbboas  and  onr  Carbon  paper  help  them  keep  Jobs 


^BWEB 

SATKN 

FINISH 

GOLD 

SEAL 


COPIES 
CLEAR 
DOESN’T 
BLUR 
DON’T  FADE 


(Cheap  material  does  Jnst  what  Its  name  IndIcateSo 
as  good  as  L8TTLi'’S°‘’  means  that  they  are  not  ®‘’|ust  as  goodo’" 
Yoe  don't  hear  ns  saying  ‘'just  as  good/"  We  don’t  have  t© 

«'>  SBCRBTS/^or  Stenographers  SENT  PRBE 


S^EW  YORK— 261  Broadway  CHICAGO— 100  JacksoE  Bkd. 

PHILADELPHIA— 105  S,  Elerenth  St,  PITTSBURG— 420  Fifth  A'f6o 

LONDONe  ENG,— 28  Baimgball  St.  TORONTO— 46  Adelaide  St.  B 


Stenographers  Using 
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Invented  by  a  man  (Dr.  Faber)  who  wanted  a 
good  fountain  pen — wanted  it  for  his  own  use. 
Tried  them  all — some  leaked — soiled  his  pocket, 
hands,  paper,  etc.;  some  let  the  ink  out  in  drops  at 
times  and  at  others  failed  to  let  it  out  at  all. 

CL  None  could  be  filled  except  with  a 
“  filler,”  didn’t  have  the  “filler”  handy  when 
his  pen  was  empty.  Pen  as  useful  as  a 
gun  without  ammunition. 

CL  The  result  was,  the  idea  of  DR.  FABER’S 
SELF=FILLINQ  FOUNTAIN  PEN,  in  which 
every  good  point  of  other  Fountain  Pens 


was  included  without  their  faults,  and  with  special  features  of  its  own. 

A  PEN  FOR  PARTICULAR  PEOPLE 

O,  It  has  a  solid  gold  pen — no  better  pen  can  be  made.  If  you  are  rated  in  Dun  or  Bradstreet  will 
send  you  one  on  trial — pay  for  it  if  it  is  the  BEST  pen  you  ever  saw,  otherwise  return  it. 
d  If  you  have  no  rating  send  your  money  and  we  will  return  it  to  you  if  pen  is  not  satisfactory, 
d  You  can’t  know  how  good  it  is  until  you  USE  it. 


SOLD  BY 

GOOD 

DEALERS 


WRITE 

FOR 

BOOKLET 


RENIIVSULrAR  SUPREV  CO.,  DETROIT,  MICH. 

A  DR.  FABER’S  FOUNTAIN  PEN  makes  the  kind  of  CHRISTMAS  PRESENT  one  likes  to  get. 
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INTERNATIONAL  EDITION  OF 

Profitable  Advertising 

TO  APPEAR  NOVEMBER  1st,  1905,  250  to  300  pages. 

Profusely  Illustrated.  The  Greatest  Event  in  Advertising  Journalism. 


CONTRIBUTORS 

to  the  International  Edition  from  abroad 
include:  Frank  Colebrook  on  “Tariffless 
Great  Britain”;  Wm.  Hy.  Beable  on 
“Continental  Advertising”;  Paul  E. 
Derrick  on  “America’s  Foreign  Trade 
Opportunity”;  Edwin  Pugh  on  “Adver¬ 
tising  in  the  British  Colonies  and  India’  ’ ; 
Edmund  Street  on  “Advertising  in  Eng¬ 
lish  Newspapers”;  Philip  Smith  on 
“Mail  Order  Advertising  in  England”; 
John  Fred  Jones  on  “Advertising  in 
France”;  C.  H.  Phillips  on  “Advertis¬ 
ing  in  Germany”;  J.  H.  DeBussy  on 
“Advertising  in  Holland”;  and  many 
others.  Among  the  American  contribu¬ 
tors  are  J.  Walter  Thompson,  C.  H. 
Fuller,  Frank  Presbrey,  Ralph  Holden, 
J.  D.  Morrison  and  others. 

ADVERTISERS 

in  the  International  Edition  from  abroad 
include:  Sir  Alfred  Harmsworth,  pub¬ 
lisher  of  the  London  Daily  Mail  and  51 
other  publications;  Sir  George  Newnes 
&  Co.,  Ltd.,  publishers  of  the  Strand 
and  other  publications;  Cyrus  Pearson, 
publisher  of Magazine,  Daily 
Standard  and  other  publications;  T.  B. 
Browne,  Ltd. ,  largest  advertising  agency 
in  the  world;  Mather  &  Crowther,  the 
large  colonial  advertising  agency;  G. 
Street  &  Co.,  one  of  the  most  sub¬ 
stantial  advertising  agencies  in  the 
world;  Walter  Hill  &  Co.,  largest  bill¬ 
posters  in  England;  John  Hadden  &  Co., 
largest  typefounders  in  England;  Petit 
Journal,  with  a  million  and  a  quarter 
circulation;  Petit  Parisien,  -vyith  a  mill¬ 
ion  and  a  half  circulation;  Le  Figaro, 
the  famous  illustrated  paper;  Hachette 
&  Co.,  largest  book  and  magazine  pub¬ 
lishers  in  France;  John  Fred  Jones 
Co.,  largest  advertising  agency  in 
France;  Rudolph  Mosse, largest  advertis¬ 
ing  agency  in  Germany;  August  Scherle, 
a  great  German  advertising  agency;  and 
a  host  of  other  leading  publishers  and 
advertising  agents  in  Great  Britain, 
France,  Germany,  Belgium,  and  Holland. 


November 

19  0  5 


wm 


'  * 


m. 


INTER 

NATIONAL 

EDITION 


CENTS 
A.  C  Q  P  Y 


KATE:  E.  GRISWOLD 

;P  U  B  L  I  S'H  E  R 
BOSTON  -  U  S  -^A) 


JL. 

D  O  L  LA  R  S 
YEAR. 


Advertising  Copy  must  be  received  by  October  15th,  at  latest. 

Orders  for  Copies  should  be  forwarded  early  as  edition  is  limited. 

Price  25  cents  or  full  yearly  subscription  $2.00,  foreign  $3.00. 

Address:  -  PROFITABLE  ADVERTISING.  -  Boston.  Mass. 
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NEW  DEVICES 

Complete  Ledger  Outfits 


$5  00  to  $50.00 

CATALOG  BINDERS,  PRICE  BOOKS 
Write 

Robinson  Office  Specialty  Co., 

CATALOG  DEPT. 

10  Warren  Street,  NEW  YORK 

New  Booklet  and  Catalog  on  Systems 


CAPITAL  METAL  PART 


TALES  of  T5he  ROAD 


1 

TALESOF 

theROAD' 

By  CHARLES  N.  CREWDSON 


A  Book  for 
Business  Men 

A  Book  for 
Salesmen 

A  Book  for 
Ambitious 
Young  Men 


It  will  give  you  NEW  IDEAS* 

It  will  INCREASE  YOUR  SALES. 

It  will  STIMULATE  your  Ambition. 

It  will  give  you  BACK  BONE. 

It  will  put  DOLLARS  in  your  JACKET. 


It  is  loaded  down  with  bright,  clever  snappy  stories,  full  of  human  nature 
that  are  crackerjacks.  On  the  other  hand  it  contains  more  practical  pointers 
in  the  art  of  SELLING  GOODS  than  can  be  had  from  any  other  source.  It  is 
brimful  of  lessons  learned  by  scores  of  the  brightest  road  men  in  the  country. 


NOTE  THESE  CHAPTER  HEADINGS 


The  Square  Deal  Wins. 

Social  Arts  as  Salesmen’s  Assets. 

Tricks  of  the  Trade. 

How  to  Get  on  the  Road. 

What 


First  Experiences  in  Selling. 
Tactics  in  Selling  1. 

Tactics  in  Selling  2. 

Tactics  in  Selling  3. 

Cutting  Prices. 

•  • 

Strong  Men  Say  of  Tales  of  the 


Canceled  Orders. 

Winning  the  Customer’s  Good  Will. 
Salesmen’s  Don’ts. 

Hearts  Behind  the  Order  Book. 

Road" 


“  Of  great  benefit  to  the  salesmen  of  the  country.” — E.  E.  SIMMONS  HARDWARE  CO. 

**  Worth  the  time  of  every  salesman  in  the  country  to  read.” — HAMILTON  BROWN  SHOE  CO. 

"  I  wish  to  place  “Tales  of  the  Road”  in  the  hands  of  every  one  of  my  salesmen.” — JAMES  D.  QUINN, 
Manager  of  Salesmen  Joseph  Burnett  Co. 

“  Bristling  with  information  for  both  buyer  and  seller.” — BILL  BARLOW  in  Sagebrush  Philosophy. 


Some  of  the  chapters  appeared  in  the  “Saturday  Evening  Post”  with  tre¬ 
mendous  success.  The  book  contains  many  articles  never  before  in  print. 


Cloth,  12  mo.;  Gilt  Top. 

16  Drawings  by  f.  f,  Gould. 

Price  $1.50 


For  sale  by  all  Book  sellers  or  sent 
post  paid  npon  receipt  of  price. 
Published  by 


THOMPSON  &  THOMAS,  338  Wabash  Av.,  Chicago 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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A  Practical  Work  on  Credits 


is  something  every  credit  man  has 
been  looking  for.  Most  books 
about  credits  have  been  a  mere  ex¬ 
pression  of  the  opinion  of  one  man. 
They  have  not  gone  into  the  study 
of  the  origin  of  credit  or  its  rela¬ 
tion  to  modern  business.  Credit 
men  have  warited  to  know  how  the 
question  of  credits  is  handled  in 
the  most  successful  houses. 


has  met  the  demand.  It  is  the 
book  you  have  been  looking  for, 
and  it  will  interest  you  whether 
you  agree  with  all  of  the  conclu¬ 
sions  of  the  authors  or  not.  Twenty 
specialists  who  are  recognized  as  experts  in  their  respective  lines, 
have  written  this  book.  Each  man  has  treated  that  phase  of  the  sub¬ 


“The  Credit  Man  and 
His  Work” 


ject  with  which  he  is  most  familiar — in  this  one  book  these  twenty 
men  give  you  the  benefit  of  their  training  and  experience. 

The  credit  man  and  his  work  is  an  intensely  interesting  book, 
written  in  an  entertaining  style.  From  the  first  chapter  “A  History 
of  Credit,”  to  the  last  word  of  the  closing  chapter  it  will  hold  your 
attention.  Not  a  single  subject  bearing  on  the  question  of  credits 
has  been  overlooked.  Among  the  suggestive  chapters  are  “The 
Character  of  the  Management,”  the  “System  of  Organization,”  “The 
Balance  Sheet,”  “Capital  and  Resources,”  “Credit  Indemnity  Insur¬ 
ance,”  “The  Slow  Pay  Customer,”  “Credit  and  Collection  Systems,” 
and  eighteen  other  chapters.  The  book  is  handsomely  bound  in  half 
morocco — gilt  top — marbled  edges — 320  pages.  Price,  $2.00  postpaid. 
Your  money  back  if  you  don’t  pronounce  it  the  very  best  credit  book 
you  ever  saw. 

Say  where  you  saw  this  Ad.  and  we  will  include  a  copy  of  “The 
Office  Manager”  without  extra  charge. 


THE  BOOKKEEPER  PUBLISHING  CO.,  Ltd. 

DETROIT  MICHIGAN  U.  S.  A. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


592 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


I  Shall  Give  Away 


50  SCHOLARSHIPS 

'  IN  THE 

International  Accountants’  Society,  Inc. 

DO  YOU 
WANT  ONE  ? 


E.  H.  BEACH,  Pres. 

International  Accountant’s  Society 

courses  of  instruction  without  a 


'O  FIFTY  STUDENTS  who  enroll 
between  October  1st,  1905  and 
January  1st,  1906  I  shall  give  a 
course  of  instruction  absolutely  free — 
including  all  necessary  text  books. 
This  means  just  what  it  says  —  50 
penny’s  cost,  as  follows  : 


10  Courses  in  The  Improved  Balance  System  of  Cost  Accounting 
20  Individual  Home  Study  Courses  in  Higher  Accounting 
10  Individual  Home  Study  Courses  in  Business  Systematizing 
10  Individual  Home  Study  Courses  in  Book=keeping 

Total  value  =  =  =  $1,520.00 

—  .  — -  - 


All  these  will  be  given  away  to  students  who  enroll  in  the  various 
courses  before  January  1st — and  only  to  those  who  enroll  during  the  time 
mentioned.  The  first  twenty  students  in  higher  accounting  to  gain  an 
average  of  500  (out  of  a  possible  600)  marks  on  the  first  six  lessons  will 
get  their  courses  of  instruction  free — for  I  shall  return  to  them  every 
penny  they  have  paid  for  their  instruction  and  shall  send  each  one  a 
receipt  in  full  for  the  entire  course.  The  same  thing  will  be  done  for 
the  first  ten  who  who  reach  the  required  average  in  the  other  courses 
until  the  full  50  courses  have  been  given  away  free. 


I  shall  give  these  rewards  for  prompt,  faithful  and  efficient  work 
and  the  students  who  first  complete  six  lessons  with  an  average 
of  83^2  fc  of  correct  answers  will  receive  them.  The  award  will 
be  based  upon  the  sixth  lesson  in  the  order  of  its  receipt. 


ENROLL  NOW 

OET  TO  WORK  PROMPTLY 

AND  GET  YOER  MONEY  BACK 


/  '  — —  #  v- — »  Prest. 

INTERNATIONAL  ACCOUNTANTS’  SOCIETY.  Inc. 
DETROIT,  MICH. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertiser?: 
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Hard-worked,  Under-paid  Clerks  and  Book-keepers,  Do  You 
Want  a  Better  Position— More  Money-Better  Prospects? 

Mail  This  Coupon  To=day=-FiIl  It  Out  Fully 


The  International  Accountants’  Society,  Inc. 

Detroit,  Michigan 

You  may  ‘'show  me.”  The  information  here  given  is  confidential  and  is  not  to  be  com¬ 
municated  to  anyone.  Send  me  your  information,  If  I  am  not  interested  I’ll  say  so— but  I 
put  myself  under  no  obligation  whatever.  This  is  to  be  thoroughly  understood^ 


Name 


Address. 


Town  and  State. 


I  am  at  present  a- 


_ with 


,  I  would  like  to  get  a 


better  salary  as  a 


Will  You  Invest  a 
2c.  Stamp 


And  Let  Us 
Show  You  ? 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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To  The  Book-Keeper  Publishing  Co,,  Ltd.,  Detroit,  Mich, 

I  enclose  00,  enter  my  name  as  a  subscriber  to  The  Business  Man’s  Magazine  and  The 
Book  Keeper  for  the  current  year,  and  send  me  Absolutely  Free,  and  postpaid  one  copy 
“Business  Short  Cuts.” 

Name . 


Address 


Town . State, 


THOUGH  IT’S  PRICE  IS 

$1.00 


THIS  BOOK  IS 
FREE  TO  YOU 


IT  contains  160  pages  (5x7  in.)  of  the 
concentrated  business  experience  of 
a  hundred  successful  business  men. 
Read  it  and  it  will  save  you  ten  dollars 
worth  of  time  for  it  contains  scores  of 
short  methods  and  easy  ways  of  doing 
the  things  you  are  spending  most  of  your 
time  upon  every  day.  The  men  who 
originated  these  short  cuts  get  $25.(X)  to 
$50.00  a  day — their  experience  here  costs 
you  nothing — not  a  penny. 


HOW  TO  GET  IT  FOR  NOTHING 


— ORDER  A  YEAR’S  SUBSCRIPTION  TO — 


The  Business  Man’s  Maga¬ 
zine  and  The  Book-Keeper 


It  will  cost  you  One  Dollar  (and  it  alone  will  be  the  best  in¬ 
vestment  you  ever  made)  and  you  will  get  ‘  Business  Short 
Cuts,”  bound  in  Art  Boards,  postpaid,  absolutely  free. 


THIS  IS  TWO  DOLLARS  FOR  ONE 


The  Business  Man’s  Magazine  and  The  Book-Keeper  is  a  business  magazine,  full  of 
solid  meat  for  the  book-keeper,  cashier,  proprietor,  superintendent,  stenographer, 
office  boy  or  clerk.  You  have  only  to  glance  at  the  copy  where  this  appears  to  be 
sure  of  that.  Sign  the  coupon  and  mail  it  to-day  with  one  dollar.  Do  not  delay  as 
the  edition  of  these  books  is  limited  and  you  will  regret  it  if  you  do  not  accept 
this  chance  to  get  a  free  copy. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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EVERY  BOOK-KEEPER 


SHOULD 


Complete  Accounting 
Library 

Do  iJio4  pass  this  by  because  of  the  expense,  as  the  Library  can  be  secured  any  time  on  our 

% 

EASY  PURCHASE  PLAN 

The  selection  of  text  books  included  in  the  library,  covers  the  whole  field  of  up-to-date  account¬ 
ing,  leading  from  the  first  principles  of  book-keeping  to  the  most  advanced  work  They 
cover  modern  corporation  and  stock  company  accounting,  commercial  law,  and  the  latest 
information  on  the  subject  of  cost  records  in  manufacturing,  a  subject  with  which  all  book  keepers 
are  now  required  to  be  acquainted  in  order  that  losses  may  be  promptly  detected. 

LIST  OF  BOOKSi 


Vp-to>Date 

Accounting  and  Book-keeping 

Thorne’s  20th  Century  Book-keeping 
and  Business  Practice . $3, 

The  latest,  best  and  most  practical  text-book 
published  on  the  subject. 

Soule’s  New  Science  and  practice  of 

Accounts . 4 

Expert  Book-keeping . 3 

Short  Methods,  Proving  Work,  Locating 
Errors,  Opening  and  Closing  Books,  Partner¬ 
ship  Adjustments,  Special  Systems,  etc.,  etc. 

Business  Short  Cuts . 1 

Short  Cuts  and  Pointers  for  everybodyo 

Corporation  Accounting 

Keister’s  Corporation  Accounting  and 
Auditing . 4 

Corporation  Stock  Books,  Formation  of  Corpo¬ 
rations  and  Trusts,  Consolidations,  Bond 
Issues,  Sinkii^  and  Reserve  Funds,  Corpora¬ 
tion  Law,  Difficult  Entries,  etc.,  etc. 

Pointers  for  Stockholders . . 

The  Credit  Man .  2 

The  only  publication  on  the  subject  of  the 
Credit  Man’s  duties  and  opportunities. 

Special  Business  Systems 

Accounting  Systems  for  the  Wholesale 
Grocery  and  Hardware  Businesses. .. 

Accounting  for  Department  Stores . 

Accounting  for  the  Retail  Business.... 
The  Voucher  System . 

All  profusely  Illustrated.  Include  Sectional!- 


Od 


oc 

00 


50 

00) 


50 

50 

,50 

,50 


zatfion,  Comparative  and  Departmental  Rec¬ 
ords,  Columnar  Account  Books,  etc.,  etc. 

Time  Record  and  Pay-Roll  Systems.  ..$  .50 

Numerous  illustrations  of  Time  and  Pay-Roll 
Books  and  Card  Systems. 

Cost  Accounting 

Hall’s  Manufacturing  Cost .  2.00 

An  exposition  of  the  general  principles  of  cost 
accounting  and  how  they  may  be  adapted  to 
the  requirements  of  different  industries. 

Business  Mathematics 

Soule’s  Philosophic  Practical  Mathe¬ 
matics .  5.00 

Contains  solutions  of  thousands  of  business 
problems  extending  over  the  whole  field  of 
commercial  experience. 

Averaging  Accounts .  .50 

The  book-keeper  will  be  glad  to  have  this 
book  in  his  library  when  called  on  for  com¬ 
plicated  equations. 

Checking  or  Proof  Systems 

The  Detroit  Book-keeper’s  Balance 

System . 50 

How  to  do  Without  a  Trial  Balance ....  .50 

All  kinds  of  methods  of  proving  work  on  ac¬ 
count  books  are  explained  and  illustrated  in 
these  two  text  books. 

Auditing 

Duties  and  Procedure  of  Auditors .  .50 

A  valuable  treatise  on  the  work  required  of 
accountants  in  cases  of  Amalgamation  or  Con¬ 
solidation  of  Corporations. 

Science  and  Practice  of  Auditing. .  t.OO 


Total  Value,  $30,00 


Our  Special  Offers; 


To  approved  purchasers  we  will  furnish  this  complete 
Accounting  Library  for  Only  $24.00,  payable  $2.00 
down  and  $2.00  monthly  until  full  aniount  of  purchase 
has  been-  paid.  The  Library  will  be  forwarded  (express  prepaid  within  the  limits  of  U.  S.  and 
Canada)  immediately  on  receipt  of  first  payment.  Should  any  purchaser  already  possess  one  or 
more  of  the  above  listed  text  books  he  may  deduct  from  amount  of  contract  80  per  cent,  of  list 
price  of  such  books. 


The  Book-Keeper  Publishing  Co.»  Ltd. 

Book-Keeper  Buildings  DETROIT,  MICHIGAN 
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The  Complete  Accounting  Library. 


INSTALLMENT  ORDER  FORM. 


To  The  Book-Keeper  Publishing  Co.,  Ltd. 

DETROIT,  MICHIGAN. 

Gentlemen:— Please  find  enclosed  the  sum  of  Two  Dollars  for  which 
send  me  The  Complete  Accounting  Library  as  described  on  the  back  hereof. 
I  agree  to  pay  the  balance  of  Dollars  io  monthly  install¬ 

ments  of  Two  Dollars  each  on  the  following  dates: 


MONTH 

DAY 

YEAR 

MONTH 

DAY 

YEAR 

1st 

190 

1st 

190 

1st 

190 

1st 

190 

1st 

190 

1 

i 

1st 

190 

1st 

190 

1st 

190 

1st 

190 

1st 

190 

1st 

190 

And  it  it  also  hereby  agreed  that  the  Library  shall  remain  the  property  of 
The  Book-Keeper  Publishing  Co.,  Ltd.,  until  the  last  installment  has  been 
paid,  and  that  failure  to  pay  any  installment  when  due  shall  cancel  this 
agreement  and  make  the  unpaid  balance  of  the  purchase  price  payable  on 
demand. 

Signature . . . . . . . .  _  _ 

Address . . . 


Fur  full  particulars  of  offer  see  reverse  side. 
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Upright  Vertica.1  File 


The  most  improved,  the  most  practical,  the  most 

economical  l^etter  Filing  Cabinet  on  the  market 

DIMENSIONS  —  15K  in.  wide,  52  in.  high  and  28  in.  deep. 

CAPACITY  —  20,000  letters. 

CONSTRUCTION  —  Each  drawer  is  provided  with  an  anti¬ 
friction  suspension  slide,  permitting  the  drawer  to  be  with¬ 
drawn  its  entire  length;  it  also  has  an  automatic  follower 
block  which  compresses  contents  of  drawer  tightly  at  the 
bottom,  leaving  the  upper  edge  of  the  papers  loose  and 
easily  referred  to. 

MATERIAL  AND  FINISH  —  The  cabinet  is  made  of  selected 
q-iarter-sawed  oak,  finished  in  dark,  golden  oak  color,  hand 
rubbed  and  polished.  Trimmings  finished  in  oxidized  copper. 

Write  for  illustrated  catalogue  No.blJ  of  our  complete  line  0/  filing  cabinets 

The  C.  J.  LUNDSTROM  MFC.  CO.,  Little  Falls,  N.  Y. 

Mfrs.  of  Sectional  Bookcases  and  Filing  Cabinets. 


The  Ri^ht  Cabinet  at  the  Right  Price 


Shipped  on  Approval, 
Direct  from  Factory. 
Freight  Paid  by  us 


TriE 


COMMON  SENSE 


Always  grips— no  points  to  catch.  If  it  wasn't  the  best  etip  op  th>fe 
market  we  wouldn’t  advertise  it — We  want  you  to  try  it_  Alii  llv® 
stationers  sell  it.  If  yours  don’t,  send  us  his  name  and  five  two 
cent  stamps  and  we  will  send  yon  a  sample  box  of  100  postpaid 

The  Book-Keeper  Publishing  Co.  Ltd, 


/Xt  J\  DETROIT^ 

r*^\  I  ^1 

1  ii»  1 . 

MICHIQAfN, 

Us  A,  i 

1  ■"  " '  ■ ' — 

Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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(TRADE  MARK) 


“PAPEROID”  is  a  very  superior  grade  of  paper.  It  is  made  from  selected  fiber. 
Iterated  with  clay  or  cheaper  stock  as  is  common  among  paper  manufacturers.  It  has  no 
ability.  It  has  an  excellent  writing  surface.  It  is  strong  and  wears  like  leather. 


THE  ABOVE  CUT  ILLUSTRATES  OUR  DOUBLE  EXPANSION  WALLET 


Price  List  of  BUSHNELL’S  “PAPEROID”  Flat  Wallets 

All  sizes  given  below  can  be  used  for  filing  purposes.  All  are 
open  on  the  side,  and  are  made  with  a  wide  flap,  not  gummed. 


Price  List  of  BUSHNELL’S  “PAPEROID”  Expanding  Wallets 


Uimensions 
4x9%  inches 
4%xl0%  “ 


Uee.  Expansion 

(I54  inch  Exp.) 


Dimensions 
4  X  9%  inches 
4%xl0 
4%xll 


Double  Exp. 

(3%  inch  Exp.) 


4  X  9%  inches 
4%xio%  •; 
4%xll 


4  X  9% 
4%xl0% 
4%xll 


The  above  sizes  are  made  from  No.  28  XX  Paperoid 


The  following  sizes  are  made  from  No.  20  XXX  Paperoid 
Dimensions  PerDoz. Per  KM 

9  xl2  inches  .70  $5.00 

9  xl4  “  .80  6.00 

9  xl5  “  .90  7.00 


Regular  Exp. 


SEND  FOR  SAMPLES  AND  FOR  OUR  ILLUSTRATED  CATALOGUE 

Our  line  is  complete.  may  be  desired. 

We  make  ali  sizes  and  styles  for  all  purposes.  Our  Paperoid  envelopes  and  wallets  are  used  extensively  by 

We  make  many  flat,  like  ordinary  envelopes.  I.awyers,  Real  Estate  and  Insurance  Agents,  Accountants,  Civil  and 

We  make  many  expanding  as  shown  on  the  cut  above.  mechanical  Engineers,  City  and  Slate  Officials,  Rankers,  Brokers 

The  expansion  varies  from  one-half  inch  to  as  many  inches  as  and  Business  People  generally. 

If  you  will  enclose  to  us  2.5  cents,  50  cents,  $1.00  or  any  other  sum,  suggesting  the  purpose  for  which  you 
desire  to  use  them,  we  will  send  you  a  very  liberal  value  for  your  money,  as  samples— sending  by  mail  postpaid. 

A  single  trial  will  convince  you  of  the  great  superiority  of  our  paperoid  goods,  over  other  goods 
you  have  been  using. 


4  IVofth  13th  Street 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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The  founder  of  and  instructor  in  this  Educational  Institution  is  the  only  man  ever  recognized  as  Expert  on 
advertising  instruction  by  the  United  States  Government.  This  is  the  advertising  school  you  hear  so  much  about. 

Men  and  Women  Who  Want  to 
E^arn  From  $25  to  $100  a  Week 

If  you  will  write  your  name  on  the  coupon  and  send  it  to  us  we  will  /  1024 

mail  our  beautiful  prospectus  free  which  tells  how  a  man  or  woman  ^ 
can  prepare,  by  mail,  for  a  better  position  that  pays  from  $25  to  $100  <v  Page- 
a  week.  We  will  tell  you  how  an  advertising  education  will  in-  ^  Davis 
crease  your  present  income  from  25  per  cent  to  100  per  cent,  ^  Company 
and  show  you  the  advantage  you  will  possess  over  the  man 
who  lacks  this  business  acquisition.  tus  and  aii  other 

.  ^  ^  ^  u  j  u  .  .  C?  information  setting 

We  are  glad  to  have  you  ask  us,  what  the  Page-Davis  Co.  has  done,  what  our  stu-  fo^th  a  most  profitable 

dents  are  doing,  and  what  we  can  do  for  you.  We  will  answer  promptly  and  com-  *  profession, 
pletely.  Write  to-day  and  learn  all  about  it.  X 

Page-Davis  Company  /  aH 

ADDRESS  EITHER  OFFICE 

90  WabasK  Ave..  Chicago;  150  Nassau  St.,  Now  York  City  /  City . State. 
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In  Every  Speed  Contest 

which  was  open  to  all  classes  of  machines,  operators  on  the 

Comptometer 

won  all  prizes 

offered  oy  tne  Chicago's  First  Annual  Office  Appliance  and  Business  System 
Show,  Coliseum,  Chicago,  March  15th  to  22dc  All  previous  records  cut  in  two» 

MISS  ANNIE  MALONEY,  operator  at  Marshall  Field  &  Co/s  retail,  added  correctly  500 
department  store  checks  in  4  minutes  and  55  seconds, 

MISS  MAE  BARCLAY,  operator  at  Illinois  Central  R,  R,  freight  auditor's  office,  added 
correctly  6  columns  of  numbers,  equal  to  6  ledger  pages  in  4  minutes,  39  seconds, 

MISS  CARRIE  DE  WINE,  operator  at  the  C,  B.  &  Q.  Ry.  freight  auditor’s  office, 
performed  correctly  25  large  multiplications  in  3  minutes  and  16^  seconds^ 

MISS  H.  S.  PEMBROOKE,  operator  at  Marshall  Field  &  Co.'s  wholesale^  performed 
correctly  25  large  multiplications  in  3  minutes  and  2  secondso 

The  Duplex  Comptometer  is  the  result  of  16  years  of  practical  experi= 
ence  in  the  making  of  mechanical  calculators,  and  the  highest  attainment 
in  rapid  calculation  devices.  It  adds,  multiplies,  divides  and  subtracts  in¬ 
stantly  and  noiselessly.  Has  a  light,  uniform  key  touch,  and  adds  instantly 
at  one  stroke  as  many  keys  in  separate  columns  as  the  hand  can  reach. 

Samples  of  Duplicate  Orders  in  Different  Lines  of  Business  s 

Marshall  Field  &  Co.,  Chicago,  have  in  daily  use . . . . 131 


U.  S.  Navy  Department . . . . . 89 

Carnegie  Steel  Co.,  Pittsburg,  Pa . . . . 40 

N.  Y.  C.  &  Hudson  River  R.  R.  Co.,  New  York  City . 28 

Prudential  Ins.  Co.,  Newark,  N.  J .  . 21 

Simmons  Hdw.  Co.,  St.  Louis,  Mo....  . . . . . . . . . 16 


The  Comptometer  outclasses  all  other  machines  for  addition  or  multl= 
plication.  Send  for  Literature  and  Special  Trial  Offer, 

FELT  &  TARRANT  MFQ.  CO.,  52  Illinois  St.,  CHICAGO 
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Factory  Surrounding's  and  Factory  Neighborhoods 

liY  EDWIN  L.  SHUEY 

Vic«>rresident  The  American  Civic  Association 


CAN  any  one  give  a  good  reason  for  the 
unsightly  heaps  of  rubbish  so  fre¬ 
quently  found  in  and  about  the  great 
majority  of  factories? 

When  this  has  been  explained,  will  some 
one  tell  why  men  who  have  beautiful  homes 
— often  palaces — with  neatness  and  elegance 
everywhere,  are  willing  to  spend  eight  or 
ten  hours  of  every  day  in  unsightly,  un¬ 
healthful  and  untidy  offices  and  works ;  why 
men  who  spend  tens  of  thousands  of  dollars 
on  their  homes,  in  which  they  often  spend 
little  time,  will  refuse  to  put  a  few  hun¬ 
dred  dollars  upon  proper  surroundings  of 
office  or  factory  where  they  and  their  corps 
of  helpers  spend  the  greater  part  of  their 
waking  hours ! 

Another  question :  Is  it  necessary  that 
the  coming  of  a  factory  into  a  neighborhood 
shall  be  regarded  as  a  benefit  only  in  the 
purely  commercial  sense,  and  a  detriment  to 
the  moral  and  social  life  with  a  consequent 
decrease  in  real  estate  values  except  for 
ground  with  factory  possibilities? 

It  cannot  be  that  rubbish  heaps  are  cheap¬ 
er  than  lawns  and  flowers,  for  many  a  man¬ 
ufacturer  will  find  what  a  “doubting 
Thomas”  did  in  his  own  factory — three 
thousand  dollars’  worth  of  valuable  material 


tossed  aside  into  a  heap  by  careless  and 
indifferent  workmen. 

Every  employer  who  has  ‘cleaned  up” 
has  been  astonished  at  the  immediate  sav¬ 
ing.  When  the  employe  knows  that  there 
is  no  hiding  place,  that  each  floor  is  cleaned 
daily  or  at'  regular  intervals;  when  he  sees 
the  yards  about  the  building  kept  neat  and 
clean,  he  has  his  first  lesson  in  care, 
thoughtfulness  and  economy. 

The  “psychology  of  environment”  is  a 
study  for  the  school  master  or  the  student 
of  social  and  political  economy,  but  the 
manufacturer  or  merchant  is  simply  a  prac¬ 
tical  “social  economist”  who  ought  to  profit 
by  the  student’s  knowledge.  If  we  are  a 
part  of  all  we  have  met,  the  influence  of 
surroundings  where  we  spend  a  large  part 
of  our  lives  must  be  very  great.  • 

If  work  is  associated  in  the  minds  of  toil¬ 
ers  with  all  that  is  forbidding  and  unpleas¬ 
ant,  thoughtfulness  for  self  or  for  the  em¬ 
ployer  is  discouraged.  Even  skilled  work¬ 
men  will  lose  much  of  their  force  and  their 
skill  under  the  untoward  conditions  of  many 

of  our  factories.  The  influence  is  felt  in 

• 

the  home,  and  the  familiarity  with  dirt  and 
darkness  during  the  day,  especially  where 
both  men  and  women  of  the  home  work, 
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tends  to  make  the  home  life  forbidding  and 
careless.  On  the  other  hand,  good  cheer, 
good  thoughts,  good  air,  all  unite  to  make 
good  workmen  and  therefore  good  work 
and  more  of  it.  Experience  proves  that  mis¬ 
takes  are  fewer  and  work  more  accurate 
when  surroundings  have  an  element  of 
beauty. 

“The  surest  evidence  of  the  recognition 
of  these  conditions  is  the  change  that  comes 
into  the  lives  even  of  the  unskilled  and  the 
uneducated  when  better  conditions  prevail.” 

I  It  is  too  often  assumed  that  workmen  and 
workwomen  are  accustomed  to  those  things 
and  care  nothing  for  bright  surroundings, 
beautiful  flowers  and  clean  homes.  There 
are  instances  enough  where  factories  have 
set  the  example  of  beauty  and  have  increas¬ 
ed  values  to  prove  the  possibilty  of  such  a 
change. 

Numerous  New  England  villages  are 
gems  of  beauty  even  around  the  mills.  The 
most  notable  instance  in  this  country  per¬ 
haps  is  in  Dayton,  Ohio,  where  the  example 
of  a  great  factory  and  the  influence  of  its 
officers  and  employes  has  changed  one  of 
the  most  unattractive  sections  of  the  city 
to  a  veritable  park,  and  has  in  fact  molded 
the  entire  city.  In  England  are  the  notable 
examples  of  Port  Sunlight,  Bourneville  and 
similar  towns — beautiful  illustrations  of 
what  thoughtfulness  can  accomplish.  Will 
some  practical  American  business  men  who 
go  abroad  for  ideas  tell  why  more  of  their 
class  do  not  visit  these  profitable  as  well  as 
beautiful  towns  and  learn  more  of  the 
secrets  of  good  business  in  this  century? 
These  are  not  philanthropic;  they  are  suc¬ 
cessful  business  plans. 

In  very  many  factories  today  at  least 
small  grounds  are  found.  Too  often  Ihev 
are  surrounded  by  a  high  fence  and  cov¬ 
ered  with  the  accumulated  litter  of  years. 
It  seems  not  to  have  occurred  to  many  men 
that  the  fence  might  be  covered  with  vines, 
making  it  beautiful  all  the  summer  through. 
Does  any  one  think  that  the  uncouth,  seem¬ 
ingly  indifferent  laborer  will  care  nothing 
for  this  change?  Try  him  and  see  how 
soon  he  will  respond.  If  he  fails,  in  nine 
cases  out  of  ten  he  is  a  man  you  do  not 
want  and  is  too  expensive  to  keep. 

Suppose  you  have  np  grounds;  nothing 
but  walls  and  streets  in  all  directions.  It 
will  often  take  only  a  suggestion  in  the 
spring,  to  fill  the  windows  with  boxes  con¬ 


taining  blooming  plants  and  vines,  especi¬ 
ally  where  women  are  employed.  In  one 
factory  a  large  number  of  windows  were 
thus  beautified  by  the  people  themselves, 
upon  their  own  suggestion,  men  and  women 
vying  with  each  other  in  the  care  of  the 
flowers.  Soon  some  were  transplanted  to 
the  interiors  which  were  thus  enlivened  and 
made  cheerful  by  the  green  foliage. 

How  to  begin  is  the  practical  question. 
The  simplest  answer  is  to  begin  with  the 
most  evident  evil,  which,  in  most  cases, 
will  be  found  to  be  the  rubbish  heaps  out¬ 
side  and  inside.  Cleanliness  and  neatness 
are  the  first  essentials.  Few  establishrrients, 
even  today,  when  so  many  are  moving  to 
the  suburbs,  have  ground  of  sufficient  ex¬ 
tent  to  require  an  expert  landscape  archi¬ 
tect.  Attention  to  the  simple  rules  of  plant¬ 
ing,  which,  thanks  to  Professor  Bailey,*  and 
such  publications  as  Country  Life  in  Amer¬ 
ica,  are  becoming  well  known,  will  soon 
make  any  surroundings  attractive.  If  pos¬ 
sible,  remove  fences,  at  least  about  the  main 
buildings,  giving  all  the  space  you  can  to 
neat  grass  plats  or  shrubbery.  Trees,  shrub¬ 
bery  and  grass  are  great  civilizers,  especially 
in  cities.  The  man,  boy,  or  woman  accus¬ 
tomed  to  cleanliness  and  attractiveness 
while  at  work  is  not  long  satisfied  with 
slovenly  surroundings  at  home.  Where 
rubbish  is  unknown  while  at  work,  tin  cans 
are  soon  at  a  premium  on  the  home  lot. 
Rare  flowers,  great  flower  beds  and  fine 
gardens  are  not  essential ;  indeed,  are  gen¬ 
erally  out  of  place.  Hardy  plants ;  shrub¬ 
bery  from  the  nursery  or  woods  that  once 
planted  needs  only  a  little  attention  from 
year  to  year;  native  trees  with  their  gen¬ 
erous  shade,  or  simple  well  ordered  and 
green  lawns  are  the  most  attractive  decora¬ 
tions. 

The  effect  on  the  neighborhood  is  soon 
apparent.  Our  American  independence  does 
not  encourage  factory  ownership  of  vil¬ 
lages  as  in  England.  That  which  is  more 
in  accord  with  our  ideas  is  the  encourage¬ 
ment  of  neighborhood  beautifying  by  the 
personal  influence  of  employers  or  the 
united  efforts  of  the  residents. 

Many  manufacturers  really  find  them¬ 
selves  where  they  cannot  own  or  control 
the  neighborhood  in  which  their  factory  is 
located.  It  may  be  the  crowded  city  or 
towns  in  which  the  homes  are  tenements. 


*See  Professor  Bailey’s  “Garden  Making.” 
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privately  owned.  As  a  result,  the  employ¬ 
ers  generally  regard  it  as  a  hopeless  task 
to  attempt  to  change  conditions,  and  so 
each  year  the  neighborhood  grows  worse 
and  worse.  If.  as  is  sometimes  the  case, 
the  manufacturers  own  these  tenements, 
they  are  responsible  if  the  improvement  is 
not  made.  If  the  residents  are  independent, 


or  may  not  live  there.  If  they  are  inter¬ 
ested  in  the  welfare  they  can  help  the  plans. 

In  the  instance  referred  to,  after  the  im¬ 
provements  were  planned  about  the  fac¬ 
tory,  a  distinguished  landscape  architect 
was  invited  to  suggest  ideas  of  improvement 
of  the  factory  grounds  and  the  entire  neigh¬ 
borhood.  Those  given  were  simple  and 


A  Neat  Building  Made  Beautiful  by  Vines. 


something  more  than  orders  are  needed. 
Here  is  where  the  personal  influence  and 
the  encouragement  of  example  and  instruc¬ 
tion  become  practical  and  successful.. 

The  natural  leaders  in  a  manufacturing 
community  are  the  principals  in  the  estab¬ 
lishments  in  tliat  neighborhood.  They  may 


practical.  One  of  the  first  steps  was  the 
teaching  of  the  simple  principles  of  home 
beautifying.  It  may  be  said  that  the  re¬ 
markable  beauty  of  this  entire  city  is  due 
to  the  teaching,  in  clubs,  schools,  families, 
neighborhoods,  and  even  in  Sunday  schools, 
of  the  three  simple  principles  of  planting; 
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1.  Preserve  open  lawn  centers. 

2.  Plant  in  masses,  not  haphazard. 

3.  Avoid  straight  lines. 

The  little  pictures  reproduced  on  this  page 
soon  became  as  familiar  as  “Uncle  Sam’’ 
or  the  “Gold  Dust  Twins.” 

When  the  company  offered  prizes  for 
best  yards,  front  and  back,  for  best  vines. 


schools,  and  scores  of  other  cities  have  ac¬ 
complished  great  results  in  municipal  im¬ 
provement,  all  the  outgrowth  of  factory 
initiative. 

Nor  is  the  influence  limited  to  beautify¬ 
ing  of  grounds.  The  Natural  Food  Com¬ 
pany,  of  Niagara  Falls,  finding  that  the 
town  was  well  supplied  with  parks,  turned 


Plenty  of  Light  and  Air  with  Shade  Provided  by  Good  Trees. 


for  best  kept  premises,  whether  large  or 
small,  for  best  window  boxes,  etc.,  the  con¬ 
testants  were  found  to  belong  to  all  classes 
— men  and  boys,  women  and  girls.  This 
same  experience  has  been  found  in  other 
places.  Cleveland,  through  the  Home  Gar¬ 
dening  Association ;  Springfield,  through  its 
Improvement  Society;  St.  Louis,  through  its 


its  beautiful  premises  into  playgrounds  for 
the  children  of  the  neighborhood.  Its  large 
hall  supplies  the  meeting  place  for  them  and 
their  parents  for  instruction  in  the  essen¬ 
tials  of  good  living  and  beautiful  surround- 
ings. 

Tbe  easiest  way  to  teach  these  principles 
and  to  illustrate  their  practice  is  through 


fHE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEFElt 


the  stereopticon,  showing  pictures  of  actual 
results.  Striking  contrasts  surpassing  in 
interest  and  influence  any  “before  and  af¬ 
ter”  advertisement  ever  made,  may  be  ob¬ 
tained  with  little  trouble  in  these  days  of 
the  kodak  and  the  camera.  Very  little  more 
trouble  will  supply  the  slides,  and  everv 
neighborhood  has  its  lantern.  Such  organ¬ 
izations  as  the  League  for  Social  Service, 
the  American  Civic  Association,  and  the 
Bureau  of  Civic  Co-operation  are  prepared 
to  give  practical  assistance  and  to  supply 
the  slides  at  slight  expense.* 

When  our  American  factories  are  less  an 
abomination  of  the  eye  and  more  a  thing  of 
beauty,  there  will  be  a  happier  life  and  bet¬ 
ter  spirit,  with  more  profit  to  employei  and 
employee. 

*For  details  of  methods  see  “Factory  People  and 
Their  Employers,”  published  by  Lentilhon  &  Com¬ 
pany,  New  York,  and  the  publications  of  the 
American  Civic  Association,  703-707  North  Amer¬ 
ican  Bldg.,  Philadelphia. 

The  Westinghouse  Air  Brake  Company  ranks 
high  among  the  firms  which  not  only  have 
made  it  possible  for  all  of  their  employes  to  have 
beautiful  lawns  and  flowers.  The  Westinghouse 
Company  employs  a  head  gardener  and  four  as¬ 
sistants  to  care  for  the  factory  grounds.  The 
gardener  also  has  charge  of  a  large  greenhouse 
where  are  grown  many  of  the  plants  used.  Sur¬ 
plus  greenhouse  stock  is  given  away  to  the  em¬ 
ployes.  The  works  of  this  company  are  situated 


at  Wilmerding,  a  suburb  of  Pittsburg.  All  etlF 
ployeS  of  residents  of  the  town  are  entitled  to 
the  advice  of  the  gardener  in  planting  their 
grounds.  They  may  turn  their  orders  over  to 
the  firm,  which  furnishes  at  cost  and  in  large 

quantities  the  shrubs,  plants  and  seeds  desired. 
Seeds  are  sold  employes  at  one  cent  a  package, 
while  many  seeds  are  given  school  children.  The 
firm  also  offers  a  series  of  prizes  for  the  best 

lawns,  gardens,  etc.  A  small  but  pretty  paik 
adjoining  the  factory  is  open  to  the  woikingmen 
and  school  children. 

The  idea  is  gaining  the  attention  of  the  best 

sociologists  of  the  country  that  to  get  the  best 

results  both  in  character  and  work  “the  worker 
must  have  joy  in  his  work.” — hrom  ‘  1  he  How 
of  Improvement  Work,”  published  by  the  Ameii- 
can  Civic  Association.  The  practical  suggestions 
of  these  publications  may  be  adapted  by  anyone 
interested  and  apply  to  the  simplest  improvements 
as  well  as  the  most  extensive  municipal  efforts. 

“Our  Mutual  Friend. — Miss  Imogene  I'letcher, 
of  Beloit,  Wis.,  has  been  employed  as  secretary 
of  our  welfare  work,  that  is  to  say,  to  act  as  a 
mutual  friend  to  the  employes,  more  especially 
the  women,  and  our  company.  It  will  be  our 
purpose  to  enter  more  actively  and  earnestly  into 
the  welfare  work  upon  which  we  have  so  long 
had  our  heart  set.  We  have  many  new  ideas 
for  betterment  work  which  we  desire  to  intro¬ 
duce  and  develop,  and  which  we  hope  to  be  able 
now  to  do  under  the  leadership  of  Aliss  hletchei. 
Our  mutual  interests  looked  after  by  our  mutual 
friend  will  tend  to  bring  us  closer  together  in 
sympathy  and  friendship.” 

The  above  from  a  recent  number  of  “Factory 
News,”  the  monthly  publication  in  the  interest  of 
the  factory  people  of  the  T.  B.  Laycock  Co.,  In¬ 
dianapolis,  suggests  one  of  the  more  recent  move¬ 
ments  of  a  number  of  companies  where  women 
are  employed.  Such  a  woman  can  be  very  help¬ 
ful  to  employer  and  employe  alike.  The  experi¬ 
ment,  where  tried,  has  been  successful  from  both 
points  of  view. 


- 


Home  for  Employes,  Westinghouse  Air  Brake  Co. 
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The  business  world  presents  few  more 
complicated  problems  than  are  embod¬ 
ied  in  the  management  of  a  great  in¬ 
ternational  exposition.  The  infinite  amount 
of  detail  involved  makes  it  essential  that 
system  and  organization  shall  be  introduced 
in  the  most  highly  perfected  form,  and  yet 
the  numerous  conditions  which  make  each 
successive  world’s  fair  a  law  unto  itself 
nullify  to  a  considerable  extent  the  helpful 
influence  of  precedent.  Exposition  manage¬ 
ment  and  other  kindred  activities  for  the 
exploitation  of  the  resources,  opportunities 
and  commercial  and  industrial  development 
of  a  city  or  section — for  that  is  the  primary 
purpose  of  all  exhibitions  big  and  little — is 
only  now  coming  to  be  recognized  as  a 
business  specialty  worthy  of  the  attention 
of  men  of  affairs  who  have  the  ability  to 
command  good  salaries. 

It  is  because  it  is  in  a  greater  degree  than 
any  of  its  predecessors  the  product  of  the 
professional  “expositionist”  that  the  Lewis 
and  Clark  Exposition,  now  in  progress  at 
Portland,  Oregon,  affords  the  best  illustra¬ 
tion  to  date  of  the  approved  methods  of 
conducting  such  enterprises.  In  mere  point 
of  size  the  Portland  Exposition  is  not,  of 
course,  comparable  either  with  the  World’s 
Columbian  Exposition  at  Chicago  or  the 
big  show  at  St.  Louis  last  year,  but  the 
manner  in  which  it  has  been  created  and 
conducted  is  fraught  with  many  valuable 
hints  for  the  average  business  man — for 
sooner  or  later  every  progressive  business 
man  is  bound  to  become  interested  to  a 


greater  or  less  extent  in  general  promotion 
work. 

The  executive  head  of  an  exposition  is 
always  .‘^ome  prominent  local  business  man 
of  the  city  or  state  in  which  the  exhibition 
is  held.  Even  the  new  theories  as  to  expo¬ 
sition  management  have  not  disturbed  this 
tradition.  At  Portland  the  dual  position  of 
president  and  director  general  has  been 
filled  by  Mr.  Llenry  W.  Goode,  president 
of  the  Portland  General  Electric  Company, 
a  $7,500,000  corporation,  and  who  has  long 
been  known  to  o-eneral  business  circles  as 
the  pioneer  in  the  field  of  long-distance 
electric  power  transmission.  Mr.  Goode’s 
administration  has  been  characterized  by 
two  notable  innovations. 

In  the  first  place  he  has  virtually  elim¬ 
inated  graft.  Any  man  who  has  ever  been 
associated  with  the  conduct  of  any  sup¬ 
posedly  public-spirited  undertaking  such  as 
an  exposition  knows  in  how  many  varied 
forms  graft  raises  its  head — more  diverse 
probably  than  in  any  other  enterprise.  To 
assert  that  President  Goode  has  dodged  all 
the  traps  of  the  grafter  would  be  to  claim 
for  him  attributes  more  than  human,  but 
conditions  show  such  a  vast  improvement 
over  those  at  certain  other  world’s  fairs 
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that  comparatively  ^  speaking 
there  may  be  said  to  be  no 
graft. 

d'hc  other  distinctive  fea¬ 
ture  of  President  Goode’.'^ 
policy  is  found  in  his  action 
in  surrounding  himself  with 
men  experienced  in  exposi¬ 
tion  management — a  whole¬ 
sale  recognition  of  meritori¬ 
ous  past  work  in  a  new  held 
that  has  virtually  been  re¬ 
sponsible  for  tbe  creation  of 
the  new  profession  of  ex- 
positionist.  In  speaking 
of  the  matter  the  other 
day  Mr.  Goode  frankly  attributed  the 
success  of  the  Lewis  and  Clark  Exposition 
in  great  part  to  his  foresight  in  surround¬ 
ing  himself  with 
capable,  trained 
assistants  who 
“knew  the  ropes.” 

T  h  e  organiza¬ 
tion  of  the  Lewis 
and  Clark  Expo¬ 
sition,  which  is  a 
model  of  its  kind, 
comprises  half  a 
dozen  general  di¬ 
visions  under  the 
general  supervi¬ 
sion  of  the  presi- 
dent’s  office. 
These  branches 
include  the  Divi¬ 
sion  of  Works, 
the  Division  of  Exhibits,  tbe  Division  of 
Exploitation,  the  Division  of  Conces¬ 
sions  and  Admissions,  the  Division  of 
Architecture  and  the  Audi¬ 
tor’s  Office.  The  Division  of 
Architecture  had  to  do  with 
designing  tbe  buildings  and 
laying  out  the  grounds  of  the 
Exposition,  and  its  work  was 
largely  of  a  preliminary  or 
preparatory  character.  The 
Division  of  Works  not  only 
assumed  the  entire  task  of 
construction,  but  is  respon¬ 
sible  for  the  maintenance  of 
the  buildings  and  grounds, 
and  for  the  salvage  of  the  ex¬ 
hibit  palaces  at  the  conclusion 
of  the  fair. 

Co-operating  with  the  Di¬ 


ll.  W.  GOODE, 
President. 


OSKAR  TIUBER. 
Director  of  Works. 


D.  C.  FREEMAN, 
Secretary  to  President 


rector  of  Works  are  an 
electrical  and  mechanical  en¬ 
gineer,  a  civil  engineer,  struc¬ 
tural  engineer,  chief  draughts¬ 
man  and  chief  gardner,  each 
the  head  of  a  subdivision  and 
engaging  the  services  of  a 
corps  of  assistants.  Embraced 
in  the  functions  of  the  Di¬ 
vision  of  Works  is  supervision 
of  the  force  of  armed  guards 
who  perform  police  duty  on 
the  fair  grounds.  The  Di¬ 
vision  of  Exhibits  found  its 
chief  task  in  the  installation 
of  exhibits  of  all  kinds,  but 
also  gives  attention  to  maintenance  and  will 
superintend  the  removal  of  all  displays  at 
the  conclusion  of  the  exhibition.  Assisting 
the  Director  of 
Exhibits  is  a 
traffic  manager 
and  superinten¬ 
dents  of  the  re¬ 
spective  classes 
under  which 
exhibits  are  en¬ 
tered  as,  for  in¬ 
stance,  machin¬ 
ery,  electricity 
and  manufac¬ 
tures. 

The  Division 
of  Exploitation, 
which  concerns 
itself  vnth  ad¬ 
vertising  in  ev¬ 
ery  form  that  publicity  may  take,  is  made  up 
of  the  General  Press  Bureau  and  the  Bureau 
of  Excursions.  The  operations  of  these  insti¬ 
tutions  for  arousing  public  in¬ 
terest  might,  it  may  be  add¬ 
ed,  be  studied  with  profit  by 
boards  of  trade,  commercial 
clubs,  chambers  of  commerce 
and  other  organizations  inter¬ 
ested  in  any  line  of  promo¬ 
tion  work.  The  Lewis  and 
Clark  Exposition  has  had  the 
benefit  of  no  paid  advertising 
space  in  the  newspapers  of 
tbe  United  States,  save  that 
devoted  to  railroad  announce¬ 
ments  with  the  fair  as  the  ob¬ 
jective  feature,  and  yet  it  is 
doubtful  if  any  event  in  re¬ 
cent  years  has  been  more  ef- 


W.  R.  MACKENZIE, 
Auditor. 
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fectiially  brought  to  public  attention.  T  his 
has  beeen  accomplished  solely  through  the 
medium  of  news  and  special  descriptive  ar¬ 
ticles,  cuts  and  other  illustrative  material 
prepared  and  sent  out  gratuitously  by  the 
General  Press  Bureau.  The  same  plan  has 
been  followed  by  previous  expositions,  but 
never  in  =o  systematic  a  manner. 

As  indicating  the  scope  of  this  work  it 
may  be  noted  that  ere  the  exposition  was 
well  under  way  the  Press  Bureau,  which 
had  commenced  operations  a  year  in  ad¬ 
vance,  had  sent  out  more  than  700  different 
descriptive  articles  which  in  the  mimeograph 


can  be  forwarded  from  place  to  place  with 
the  least  possible  delay. 

A  form  of  exploitation  invented  in  con¬ 
nection  with  exposition  publicity  but  which 
might  be  used  to  equal  advantage  by  othei 
business  interests  is  found  in  the  free  dis¬ 
tribution  of  stereopticon  views  to  traveling 
lecturers  who  will  agree  to  use  them  in  con¬ 
junction  with  the  general  line  of  scenic 
slides  which  make  up  the  stock  in  trade  of 
the  average  stereopticon  lecturer  giving  en¬ 
tertainments  in  the  small  towns.  The  plan 
is,  it  will  be  noted,  a  clever  modification  of 
the  scheme  which  has  been  followed  of 


The  Oriental  Building. 


form  ill  which  they  were  duplicated  for 
distribution — so  as  to  enable  simultaneous 
publication  in  all  the  principal  cities  of  the 
country — aggregated  more  than  a  quarter 
of  a  billion  words.  Regularly  each  week 
articles  of  the  class  mentioned  have  been 
mailed  to  more  than  9,000  newspapers  with 
a  combined  circulation  of  twelve  million 
copies,  and  in  addition  there  have  been  dis¬ 
tributed  approximately  1G,000  cuts  and  other 
illustrations,  many  of  which  have  been  made 
to  do  service  successively  in  a  number  of 
different  pubheations,  a  systematic  check 
being  kept  on  all  cuts  sent  out  so  that  the) 


late  years  by  the  National  Cash  Register 
Company,  the  Heinz  pickle  interests  and 
other  well-known  business  houses  in' giving 
at  expositions  and  other  gatherings  daily 
free  exhibitions  of  stereopticon  views  and 
moving  pictures  illustrating  the  processes 
of  manufacture  as  carried  on  at  their  plants. 

In  an  extensive  system  of  vertical  file 
cabinets  in  the  offices  of  the  General  Press 
Bureau  are  kept  extra  copies  of  every 
article  of  note  which  has  been  prepared  by 
the  bureau  writers — four  experienced  jour¬ 
nalists  devote  their  time  exclusively  to  this 
work — on  the  subject  of  the  exposition. 
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Title  and  subject  indices  are  kept  up-to- 
date  so  that  a  request  for  an  article  on  any 
subject  can  be  filled  instantly.  This  same 
plan  of  indexing  is  followed  in  the  cabinets 
containing  cuts  and  other  illustrative  ma 
terial.  Pre"s  clipping  bureaus  supply  the 
Division  of  Exploitation  with  clippings  of 
everything  published  relative  to  the  fair 
and  these  clippings  indexed  in  scrap  books 
constitute  a  showing  of  the  dividends  yield¬ 
ed  upon  the  publicity  appropriation. 

Of  the  agencies  which  can  be  erhployed 
in  publicity  work  the  railroads  are  recog¬ 
nized  as  one  of  the  most  important  and 
accordingly  the  Lewis  and  Clark  Exposi¬ 
tion  management  has  taken  a  step  beyond 
all  previous  similar  undertakings  in  encour¬ 
aging  railroad  co-operation  by  furnishing 
the  data  and  half  tone  cuts  for  the  folders 
and  pamphlets  issued  by  the  various  trans¬ 
portation  companies.  Likewise  it  has  been 
sought  to  induce  newspapers  to  conduct 
popular  voting  contests,  the  winners  in 
which — determined  by  ballotings  with  cou¬ 
pons  cut  from  the  newspapers — -are  sent  to 
the  Exposit'on  at  the  expense  of  the  news¬ 
papers.  As  an  incentive  for  such  schemes 
the  Exposition  arranges  to  furnish  free 
admissions  for  all  contest  parties,  the 
fair  being  of  course  greatly  benefited  by 
the  general  publicity  which  it  receives  in 
connection  with  such  contests. 

A  feature  of  the  Exposition  organization 
which  might  profitably  be  copied  by  whole¬ 
sale  merchants’  associations  and  other  bod¬ 
ies  interested  in  trade  extension  is  the 
Bureau  of  Excursions.  This  bureau  sends 
traveling  representatives  to  all  localities 
within  a  radius  of  500  miles  to  arrange 
“Special  Days”  for  cities,  towns  or  counties. 
These  special  days  are  invariably  selected 
after  conferences  with  the  transportation 
companies  in  the  district  affected  and  to 
accord  with  them  special  excursions  are  ar¬ 
ranged.  However,  the  work  of  the  Ex¬ 
cursion  Bureau  does  hot  stop  here.  Its  rep¬ 
resentatives  follow  the  plan,  in  every  ciD 
visited,  of  calling  upon  the  mayor,  the  mem¬ 
bers  of  the  city  council,  the  editors  of  the 
local  newspapers  and  other  prominent  citi¬ 
zens  as  well  as  the  railway  passenger  or 
station  agents  in  an  effort  to  work  up  en¬ 
thusiasm  for  the  excursion  and  if  possible 
make  it  the  occasion  of  a  holiday  when 
stores  and  other  places  of  business  will 
close  in  order  to  allow  employes  to  partici¬ 
pate  w  khe  evejtk 


The  Division  of  Concessions  and  Admis¬ 
sions  has  two  branches,  the  Department  of 
Concessions  and  the  Department  of  Ad¬ 
missions.  The  former  conducts  all  busi¬ 
ness  relations  between  the  Exposition  and 
the  various  amusement  enterprises,  res¬ 
taurants,  souvenir  merchants  and  others 
holding  concessions  to  do  business  on  the 
Exposition  grounds.  In  some  instances  a 
lump  sum  has  been  paid  at  the  opening  of 
the  fair  for  license  to  do  business  within 
the  grounds  during  the  interim  of  the  ex¬ 
position  but  in  most  cases  the  holder  -of  a 
concession  pays  a  bonus  at  the  outset  and 
agrees  to  turn  over  a  certain  percentage — 
say,  25  per  cent — of  his  daily  receipts.  In 
order  that  an  accurate  check  may  be  kept 
upon  this  source  of  income  the  Department 
of  Concessions  sends  out  its  own  employes 
to  act  as  ticket  sellers  or  cashiers  at  every 
concession  which  is  bound  by  a  contract  to 
make  payment  on  the  basis  of  receipts. 
These  official  ticket  sellers  turn  over  the 
cash  at  the  conclusion  of  each  day’s  busi¬ 
ness  to  the  proprietor  or  manager  of  the 
concession  served,  but  a  report  of  the  gross 
receipts  is  made  to  the  Chief  of  Conces¬ 
sions  and  based  upon  this  a  bill  is  made  out 
for  the  Exposition’s  share  of  the  receipts 
and  presented  for  payment  prior  to  the 
hour  for  opening  for  business  on  the  fol¬ 
lowing  morning. 

The  Department  of  Admissions  necessar¬ 
ily  concerns  itself  with  an  immense  amount 
of  detail.  In  its  service  are  a  considerable 
number  of  ticket  sellers  and  stilemen  who 
are  compelled  to  handle  dozens  of  different 
kinds  of  admission  tickets  and  passes.  All 
tickets  and  passes  are  numbered ;  they  are 
printed  in  different  colors  for  the  different 
days  of  the  week;  and  many  of  them  must 
be  signed  by  the  holder  in  the  presence  of 
a  gatekeeper.  All  these  and  numerous 
other  points  must  be  cove/ed  in  detail  in 
the  report  which  each  employe  of  the  De¬ 
partment  of  Admissions  makes  out  upon 
going  off  duty.  In  the  case  of  a  ticket 
seller  the  report  of  sold  and  unsold  tickets 
is  made  to  one  office,  whereas  the  cash  in 
hand  is  turned  in  to  the  treasurer’s  office, 
the  receipt  received  constituting  the  ticket 
man’s  clearance.  If  there  is  any  discrep¬ 
ancy  between  the  number  of  tickets  re¬ 
turned  unsold  and  the  amount  of  money 
turned  in  by  a  seller  or  between  a  stile 
register  and  the  number  of  tickets  taken 
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up  by  the  man  in  charge  such  variance  must 
be  explained  in  a  special  report. 

The  auditor  of  the  Exposition,  Mr.  W.  R. 
Mackenzie,  is  an  old  railroad  man  and  in 
his  present  work  he  had  adapted  and  elab¬ 
orated  the  methods  followed  in  handling 
the  business  of  a  large  transportation  sys¬ 
tem.  A  consolidation  of  .the  accounting  and 
treasury  departments  of  the  Exposition 
has  been  found  highly  conducive  to  economy 
of  time  and  labor.  All  revenue  from  what¬ 
ever  source  is  turned  in  to  a  receiving 
cashier  with  a  deposit  tag  similar  to  that 
used  in  banks,  and  he  in  turn  issues  re¬ 
ceipts  for  all  deposits.  Receiving  cashiers 
are  on  duty  from  7  a.  m.  until  midnight 
each  day.  The  principal  revenue  being 
from  the  sale  of  tickets  and  collections 
from  exhibitors  and  concessionaires,  the 
ticket  clerks  report  to  the  receiving  cashier 
as  soon  as  they  go  off  duty,  while  a  force 
of  collectors  make  daily  calls  upon  exhib¬ 
itors  and  concessionaires'.  Thus  each  day 
forms  a  unit  of  accounting,  complete  in 
Itself. 

All  disbursements  are  made  by  voucher, 
duly  approved  by  the  head  of  the  depart¬ 
ment  against  which  the  account  is  charged ; 
the  chairman  of  the  particular  department 
in  question  (usually  a  member  of  the  board 
of  directors  of  the  exposition  corporation) 


and  finally  by  the  president  of  the  Exposi¬ 
tion.  Each  voucher  not  only  has  this  triple 
approval  by  the  head  administrative  officials 
but  passes  under  the  scrutiny  of  three  of¬ 
ficials  in  the  Accounting  and  Treasury  De¬ 
partment.  Payment  is  finally  authorized 
by  the  auditor  by  stamping  upon  the 
voucher  the  following  authorization :  “This 
voucher,  when  properly  receipted,  will  be 
paid  by.  the  First  National  Bank  of  Port¬ 
land,  Oregon,  Treasurer,  before  the  date 
stamped  in  the  margin.  (Signed)  Auditor.” 
All  vouchers  when  returned  by  the  bank 
after  payment  are  bound  in  series  of  200 
and  filed  in  the  vault. 

Requisitions  for  purchases  are  made  in 
the  president’s  office  upon  receipt  of  appli¬ 
cations  from  the  heads  of  the  departments. 
Bills  for  purchases  are  checked  with  the 
requisition  record  and  passed  to  the  depart¬ 
ment  creating  the  expenditure  for  signa¬ 
ture  as  to  receipt  and  approval  by  the  head 
of  the  department.  Bills  are  attached  to 
vouchers  until  all  signatures  are  obtained, 
when  they  are  detached,  folded  and  booked 
with  number  of  voucher  and  filed.  The 
ticket  auditor  in  this  department  handles 
the,  tickets  of  the  Exposition  in  much  the 
same  manner  in  which  tickets  are  handled 
in  a  railroad  office.  A  force  of  clerks  receive 
the  collections  daily  and  check  up  eacli 
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ticket  clerk’s  sales^  sorting  and  storing  all 
tickets,  passes,  etc.,  in  a  systematic  manner. 
The  book-keeping  in  the  Accounting  and 
Treasury  Departments  is,  in  method,  very 
similar  to  that  of  any  well-established  busi¬ 
ness,  each  department  being  charged  with 
its  own  expenses. 

As  may  be  appreciated  from  the  foregoing 
outline  of  the  administrative  machinery  of 
the  Exposition  the  management  of  an 
$8,000,000  enterprise  such  as  this  would 
present  a  succession  of  perplexing  prob¬ 
lems  even  could  methods  and  policies  be 
graduallly  evolved  in  the  light  of  experi¬ 
ence  as  in  the  case  of  the  average  large 
business  institution,  but  instead  we  have 
in  a  world’s  fair  a  project  which  must  be 
brought  into  existence  almost  in  a  day 
complete  in  system  and  in  full  working 
order.  Its  brief  continuance  ever  at  the 
flood  tide  of  activity  makes  it  impractic¬ 
able  to  depend  upon  experiment  to  point 
out  the  paths  to  be  followed.  Every  detail 
must  be  mapped  out,  every  contingency 
provided  for  in  advance.  It  is  these  cir¬ 
cumstances  which,  as  lately  demonstrated, 
can  render  so  valuable  the  aid  of  trained, 
expositionists  prepared  by  past  experience 
to  meet  the  inevitable  emergencies. 

Aside  from  all  the  activities  previously 
noted  an  exposition  management  is  called 
upon  to  provide  for  the  conduct  of  wKat 
might  be  termed  semi-social  functions. 


Prominent  men  must  be  induced  to  come 
and  deliver  addresses  and  conventions, 
congresses,  etc.,  must  be  welcomed,  pro¬ 
vided  with  meeting  places,  etc.— yet  another 
line  of  work  very  similar  to  that  which 
falls  to  the  lot  of  the  chamber  of  com¬ 
merce  or  board  of  trade  in  a  progressive 
city.  At  the  Lewis  and  Clark  Expo,sition  all 
these  responsibilities  have  been  placed  upon 
the  shoulders  of  an  assistant  to  the  presi¬ 
dent,  who  is  at  the  head  of  what  is  known 
as  the  Department  of  Special  Events,  and 
Entertainments.  The  aim  of  this  depart¬ 
ment  is  to  increase  the  attendance  at  the 
exposition  by  providing  free  entertainments 
of  any  and  every  kind  that  will  attract  the 
people.  Something  of  the  same  kind  has 
been  attempted  at  previous  expositions  but 
only  as  a  last  resort  when  the  attendance 
failed  to  come  up  to  expectations.  The 
benefits  derived  by  the  Portland  Fair 
from  such  a  bureau  put  in  operation  at  the 
very  outset  as  a  stimulative  rather  than  a 
remedial  measure  make  it  certain  that  in 
future  exhibitions  a  branch  of  this  kind 
will  be  provided  for  in  the  initial  organiza¬ 
tion.  In  the  case  of  the  Portland  show 
this  institution  being  in  operation  during 
the  preparatory  period  was  able  to  do  an 
immense '  amount  of  valuable  preliminary 
work  in  the  way  of  inducing  organizations 
of  one  kind  or  another  to  hold  conventions, 
reunions,  meetings,  etc.,  at  the  Exposition 
City. 


How  to  Resign 

o 


“Going  to  resign,  are  you?’’  asked  As¬ 
sistant  Postmaster  General  Wynne  of  an 
indignant  person,  who  had  been  pouring 
his  grief  into  his  ears.  “Can’t  stand  it 
another  minute,  eh?  Put  up  with  it  as 
long  as  you  could,  and  now  you’re  going 
to  throw  up  your  job  and  tell  your  chief 
what  you  think  of  him?  Yes,  I  know.  Last 
straw  and  all  that  sort  of  thing?  Uh-huh. 

“Did  you  ever  see  my  set  of  rules  for 
resigning?  I  framed  them  up  years  ago 
when  I  was  in  the  newspaper  business,  and 
I  have  used  them  ever  since.  I  have  re¬ 
signed  often  since  then,  always  in  the  way 
prescribed  in  these  rules.  Perhaps  they 
will  be  of  service  to  you.  Here  they  are : 

“Rule  1.  After  receiving  the  last  straw 


don’t  do  anything  for  two  hours.  .A.bove 
all,  don’t  write  anything. 

“Rule  2.  At  the  expiration  of  two  hours, 
write  your  resignation  and  make  it  as  hot 
as  you  can.  Relieve  your  feelings  and  say 
everything  you  have  been  penning  up  in 
your  breast.  Scorch  the  scoundrel. 

“Rule  3.  Then  go  home. 

“Rule  4.  The  next  morning,  immediate¬ 
ly  upon  arising,  read  over  your  resignation 
and  tear  it  up. 

“Rule  5.  Go  to  work  at.  the  usual  hour. 

“Take  a  copy  of  them,”  concluded  Mr. 
Wynne,  “and  you  will  find  that  they  are 
absolutely  essential  to  any  man  who  ex¬ 
pects  to  resign  frequently  and  still  continue 
to  rise  in  the  world.” — New  York  Times. 


View  of  Bessemer  and  Rail  Mills,  Maryland  Steel  Co. 
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The  Internal  Mail  System,  in  use  at 
the  plant  of  the  Maryland  Steel  Com¬ 
pany  at  Sparrows  Point,  Maryland, 
whose  offices  and  works  extend  over  a  ter¬ 
ritory  of  more  than  a  mile, 'is  fashioned 
somewhat  on  the  order  of  the  Rural  Free 
Delivery  of  the  Post  Office  Department.  It 
has  for  its  object  the  frequent  and  regular 
delivery  at  stated  points  through  the  works 
of  orders,  letters,  blue  prints  and  all  forms 
of  communications  emanating  from  the 
main  office,  or  other  offices,  to  department 
superintendents  and  foremen. 

Prior  to  the  installation  of  this  system, 
each  of  the  offices  carried  on  its  pay  roll 
a  boy  who  acted  as  messenger  and .  was 
paid  from  four  to  five  dollars  a  week.  If 
there  were  letters  or  reports  to  be  sent  to 
another  office,  this  boy  was  sent  with  them. 
Possibly  within  half  an  hour  after  he  had 
gone  it  was  found  necessary  to  send  out 
another  report.  A  laborer  at  12l4  cents 
an  hour  was  called  in  and  sent  on  the  er¬ 
rand,  requiring  more  than  an  hour  to  make 
the  trip.  The  delivery  of  those  messages 
was,  therefore,  an  item  of  considerable  ex¬ 
pense  to  the  company. 

To  overcome  these  difficulties,  reduce  ex¬ 
penses  and  provide  for  a  regular  delivery 
of  mail,  the  offices  and  works  at  Spar¬ 
rows  Point  are  laid  out  in  three  regular 
routes,  numbered  1,  2  and  3,  respectively. 
To  each  route  is  assigned  a  messenger,  or 


mail  carrier,  whose  duty  it  is  to  make  a 
round  trip  every  hour,  collecting  and  de¬ 
livering  mail  as  he  goes. 

These  carriers  are  equipped  with  a 
cylindrical  tin  can  measuring  about  four 
inches  in  diameter  and  34  inches  in  length, 
painted  green  and  lettered  “Maryland  Steel 
Company — Internal  Mail,  Route  No.  1,”  or 
whatever  the  number  may  be. 

The  cans  are  made  in  this  special  shape 
to  provide  for  the  'carrying  and  protection 
in  bad  weather  of  rolls  of  blue  prints. 

It  is  arranged  that  carriers  on  routes 
Nos.  1  and  3  leave  the  main  office  on  the 
hour.  The  carrier  on  route  No.  2  starts 
from  the  marine  department  office  at  the 
farther  end  of  the  plant  at  the  same  time 
and  meets  the  other  two  bovs  at  the  Besse¬ 
mer  office  at  about  half  past  the  hour. 
Here  are  exchanged  the  letters  that  are 
addressed  to  parties  on  routes  other  than 
that  on  which  they  started,  and  the  boys 
resume  their  trips.  By  this  means  it  is 
practicable  for  a  letter  to  travel  from  one 
end  of  the  plant  to  the  other  within  the 
hour. 

Besides  reducing  the  number  of  boys  em¬ 
ployed  as  messengers,  another  economical 
feature  of  this  svstem  is  in  the  saving  of 
envelopes  used.  There  are  in  the  neigh¬ 
borhood  of  500  of  these  letters  delivered 
each  day.  Formerly  an  ordinary  manilla 
envelope  was  used,  addressed  and  sealed. 
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The  person  receiviiiii 
the  letter  tore  it  open 
and  tossed  the  envelope 
aside,  its  usefulness  be¬ 
ing  over.  These  en¬ 
velopes  cost  65  cents 
per  thousand.  Now  the 
envelopes  are  bought 
not  gummed  and  are 
printed  as  shown  in  Il¬ 
lustration  No.  1,  thus 
allowing  the  same  en¬ 
velope  to  be  used  seven 
times.  Besides  enve¬ 
lopes  of  the  regular 
letter  size  there  are 
others  of  large  sizes,  all 
of  which  are  printed  in 
like  manner.  Some  of 
the  large  ones  used  for 
bulky  papers,  etc.,  are 
used  as  often  as  30 
times.  As  the  printing 
of  these  envelopes  av¬ 
erages  but  15c  per  thou¬ 
sand  when  bought  in 
large  quantities,  the  saving  is  obvious.  Take 
for  example  the  small  size  letter  envelopes. 
These  plain,  gummed,  cost  65c  per  thous¬ 
and,  which  can  be  used  for  but  a  thousand 
addresses.  The  same  number  printed  will 
serve  for  7,000  deliveries  and  the  printing 
costs  but  ten  cents  extra  (when  bought  in 
thirty-thousand  lots).  The  envelopes  for 
the  same  number  of  deliveries  by  the  old 


method  would  cost 
$4.55,  the  new  way 
showing  a  saving  of 
$3.80  on  a  thousand  en¬ 
velopes. 

Each  carrier  is  pro¬ 
vided  with  a  small 
form,  on  which  he 
keeps  a  careful  account 
of  the  deliveries  made 
on  each  trip  (Illustra¬ 
tion  No.  2),  which  at 
the  end  of  the  day  is 
handed  in  to  the  one 
having  charge  of  the 
system,  who  in  turn 
makes  a  detailed  report 
at  the  end  of  the  month 
to  the  general  agent, 
showing  the  total  num¬ 
ber  of  deliveries  per 
day  and  week,  as  well 
as  the  number  of  miles 
walked  by  the  boys, 
and  the  number  of  sta¬ 
tions  served  (Illustra¬ 
tion  No.  3). 

As  it  is  frequently  necessary  for  the 
cashier  to  send  money  in  small  amounts  to 
several  of  the  offices  about  the  works,  a 
careful  system  of  registering  has  been  ar¬ 
ranged,  whereby  every  carrier  who  handles 
the  envelope  containing  the.  money  signs 
a  receipt  for  same,  which  is  also  signed 
by  the  person  finally  receiving  it,  and  the 
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receipt,  bearing  the  signatures  of  everyone 
who  has  handled  the  money,  is  returned 
to  the  cashier,  who  files  it  with  his  records. 


Form  1231— 20000-4  04. 

Maryland  5teel  Company. 

Upon  receipt,  draw  a  pencil  line  through  name  used  In 
delivering  to  you.  When  forwarding  again,  use  pencil,  and 
show  on  next  litie  name  of  party  to  whom  delivery  is  to  be 
(bade  When  you  have  an  accumulation  of  these  envelopes 
over  your  requirementsrsend  surplus  to  General  Office.  When 
you  need  an  additional  quantity,  send  requisition. 


Mr. 


VTr. 


Dept. 


.Dept 


Form  1. 


The  form  is  shown  in  Illustration  No.  4. 
These  receipts  are  numbered  consecutively, 
beginning  originally  with  No.  1,  but  now 
running  into  the  thousands,  and  the  heavy 
manilla  envelope  containing  the  coin  is 
given  the  same  number  as  the  receipt 
which  accompanies  it  on  its  trip  through 
the  plant. 

On  route  No.  1  there  are  11  stations,  on 
route  No.  2  10  stations,  while  on  No.  3 
there  are  20,  making  a  total  of  41  served 
ten  times  each  day.  On  the  last  named  the 
stations  are  closer  together  and  the  car¬ 
rier  on  that  route  can  make  his  trip  in 
less  time  than  either  of  the  others. 

At  each  station  there  is  a  box  about 
ten  inches  wide  and  twelve  inches  long, 
five  inches  deep.  There  are  two  compart¬ 
ments  divided  perpendicularly,  each  having 
a  door  on  spring  hinges.  The  top  of  these 
compartments  is  open.  On  one  door  is 
painted  in  black  letters  “In,”  on  the  other 
“Out.”  Persons  in  the  office  put  their 


communications  to  go  out  in  the  box  mark¬ 
ed  “Out,”  and  the  carrier  on  arriving  at 
the  office  leaves  his  letters  in  the  side 
marked  “In.” 

The  boys  begin  work  at  seven  in  the 
morning,  take  an  hour  between  twelve  and 
one  for  lunch  and  stop  at  six.  They  re¬ 
ceive  a  dollar  a  day.  On  Saturday  after¬ 
noon  one  boy  makes  one  trip  over  all  three 
routes,  alternating  with  the  others.  By 
this  means  each  boy  has  two  out  of  three 
Saturday  afternoons  off  duty. 

After  three  years’  continuous  operation, 
the  general  verdict  at  Sparrows  Point  is 
that  the  service  fills  a  long-felt  want  and  all 
agree  that  it  effects  a  great  saving  over  the 
old  methods.  Once  in  a  while,  when  there 
has  been  some  apparently  uncalled-for  de¬ 
lay,  the  irate  addressee  of  the  delayed  let¬ 
ter  will  speak  of  the  system  as  the  “In¬ 
fernal  Mail,”  but  ordinarily  everything  has 
run  smoothly. 

The  accompanying  drawing  shows  the 
three  routes  and  the  relative  distances 
apart  of  the  stations  and  the  meeting 
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place.  As  there  are  frequently  several 
boxes  in  one  building  these  cannot  be 
shown  on  the  sketch. 


LINCOLN  M  STEARNS 
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EON  ABBOTT,  cabinet 
maker,  when  a  young 
man,  had  come  to  West- 
opolis  from  New  Eng¬ 
land.  Big  of  frame,  a 
liard  worker,  with  con¬ 
siderable  mechanical  in¬ 
genuity,  and  a  man  of 
his  word  even  in  small 
things,  he  soon  had  a 
shop  of  his  own  in  the 
growing  city ;  and  when 
in  the  west  there  arose  a  demand  for 
better  school  appointments,  he  saw  the  op¬ 
portunity  and  formed  the  Abbott  School 
Desk  Company.  The  company  built  good 
desks,  employed  resourceful  salesmen, 

cheerfully  allowed  heavy  expense  accounts, 
charged  ample  prices,  and  as  a  result  Mr. 
Abbott  made  a  comfortable  fortune,  consid¬ 
ering  time  and  place.  The  active  manage¬ 
ment  of  the  comoany  he  then  turned  over 
to  his  sons,  who  had  grown  up  in  the  busi¬ 
ness,  and  for  some  months  Mr.  Abbott 
lived  at  leisure.  But  30  years  of  activity 
had  unfitted  him  for  idleness,  and  not  wish¬ 
ing  to  resume  the  headship  of  the  desk 

business,  he  sought  other  occupation.  I  do 
not  know  what  turned  his  thought  towards 
banking;  perhaps  it  was  the  desk  company’s 
heavy  interest  payments  in  earlier  days, 
when  large  bank  accommodations  were 
needed  to  enable  it  to  take  contracts  pay¬ 
able  in  scrip.  At  any  rate,  the  “Old  Man,” 
as  he  was  familiarly  called  (though  not  ta 
his  face)  bought  enough  State  Bank  stock 
to  give  him  a  seat  in  its  directory,  and  be¬ 
came  such  a,  factor  in  the  bank’s  increas¬ 
ing  success  that  in  a  few  years  he  was 
chosen  president  of  the  institution. 

For  some  time  I  had  been  a  stenographer 
for  the  desk  company  and  had  written  Mr. 
Abbott’s  personal  letters.  His  dictations 
were  crisp  to  brusqueness,  of  a  piece  with 
his  straightforward  dealing,  and  he  would 
often  say  to  me,  “Now,  you  tone  that  down 
a  little.  You  know  how  to  put  it  so  it 
won’t  sound  too  strong.”  I  must  have 


suited  him,  for  when  he  became  president 
of  the  State  Bank  he  look  me  with  him 
as  his  private  secretary. 

At  that  time  the  bank  had  outgrown  its 
quarters  and  was  erecting  a  new  building. 
The  fixtures  were  to  include  a  burglar 
proof  steel  vault,  on  which  several  manu¬ 
facturers  were  asked  to  submit  estimates. 
The  Climax  Safe  Company,  however,  was 
not  invited  to  compete,  although  it  had  an 
agent  in  Westopolis.  When  this  man 
learned  that  his  company  had  been  ignored, 
he  came  to  see  Mr.  Abbott,  but  the  Old 
Man  gave  him  scant  comfort.  “We  want 
a  first-class  job,”  said  the  Old  Man,  “and 
I  understand  that  your  people  have  not 
built  any  large  work  of  this  kind.  We  can¬ 
not  afford  to  take  any  chances.”  The 
agent’s  attempts  to  argue  or  explain  were 
useless.  The  Old  Man  only  said:  “You  11 
have  to  excuse  me.  I  am  very  busy.’ 

A  few  days  later  I  was  called  from  the 
private  office  to  meet  a  stranger  who  intro¬ 
duced  himself  as  John  Stover,  sales  mana¬ 
ger  for  the  Climax  Safe  Company.  In 
those  days  I  was  the  Old  Man’s  buffer,  and 
it  fell  to  me  to  separate  the  sheep  from 
the  goats,  by  suavely  explaining  to  the  lat¬ 
ter  that  Mr.  Abbott  was  just  then  engaged 
on  matters  of  urgency,  and  referring  them 
to  the  cashier,  or  by  some  other  equally 
politic  evasion.  But  Stover  was  so  pleasant¬ 
ly  insistent  that  I  saw  time  wo'uld  be  saved 
by  yielding,  and  led  him  into  the  private 
office. 

“Well,  sir!”  demanded  the  Old  Man, 
when  I  had  introduced  Stover  and  men¬ 
tioned  the  Climax  Safe  Company. 

“I  have  called,  Mr.  Abbott,”  said  Stover, 
“to  see  you  in  regard  to  your  steel  vault.” 

“I  told  your  agent  that  we  did  not  want 
a  bid  from  your  company,”  snapped  the 
Old  Man,  and  turned  to  his  desk  as  if 
ending  the  interview.' 

But  Stover  held  his  ground.  He  took 
a  deep  breath,  and  the  muscles  at  the  base 
of  his  jaw  showed  lumpy.  His  black  eyes 
opened  a  little  wider,  and  he  flushed  a 
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trifle.  I  looked  for  an  explosion,  for 
Stover  seemed  to  be  a  man  who  would  not 
submit  to  rough  handling;  but  when  he 
spoke  his  voice  was  smooth  and  even,  not 
loud,  but  with  a  repressed  sonorousness 
that  I  have  remarked  in  men  speaking  un¬ 
der  excitement,  but  who  were  still  self- 
controlled.  The  Old  Man  had  to  listen 
when  he  heard  that  tone. 

Said  Stover:  “Mr.  Abbott,  I  am  here 
because  our  local  man  seems  unable  to 
secure  consideration.  I  am  sure  there  is 
some  misunderstanding,  and  that  you  do 
not  intend  to  discredit  a  reputable  house. 
From  what  our  agent  tells  me,  I  judge 
that  you  have  been  misinformed  as  to  what 
we  are  able  to  do.  It  is  true  that  we  have 
not  yet  built  any  very  large  burglar  vaults, 
but  as  a  matter  of  fact  we  have  made  a 
closer  study  of  burglar  construction  than 
anyone  else  in  the  business.  We  have 
moved  slowly  in  this  branch  of  the  work, 
but  we  are  today  prepared  to  execute  the 
largest  contracts,  and  I  can  demonstrate 
this  if  you  will  give  me  a  hearing.  You 
seem  to  be  busy  just  now,  and  I  shall  be 
glad  to  call  again  at  any  time  that  you 
may  name;  but  I  think  you  will  agree  with 
me  that  it  is  no  more  than  business  cour-  . 
tesy  that  we  should  at  least  be  heard.  You 
have  had  men  on  the  road,  and  if  any  of 
them  had  been  refused  even  a  chance  to 
bid,  on  the  ground  that  the  Abbott  Desk 
Company  was  incompetent,  I  am  sure  the 
first  train  would  have  taken  you  to  the 
spot,  and  that — you — would — have — secured 
— consideration.” 

During  this  rather  long  speech  the  Old 
Man’s  face  was  a  study.  Like  all  men  of 
strong  character,  his  temner  was  likewise, 
and  it  often  needed  an  effort  for  him  to 
check  it  in  the  face  of  decided  opposition, 
though  he  was  fair  and  just  when  given 
time  to  reflect.  When  Stover  began  the 
Old  Man  had  wheeled  to  face  him,  and 
several  times  seemed  about  to  interrupt. 
But  Stover  had  kept  on,  measuring  his 
words,  but  never  halting,  and  with  that 
something  in  his  voice  which  intimated 
that  he,  too,  was  a  man  of  temper ;  and  by 
the  time  he  had  finished  the  Old  Man  was 
listening  without  impatience,  and  a  grim 
half  smile  flickered  over  his  face  at  the  im¬ 
plied  tribute  of  Stover’s  last  words.  Never¬ 
theless,  it  was  not  the  Old  Man’s  way  to 
instantly  admit  a  mistake.  I  remember 
one  clerk  who  got  a  nice  raise  in  salary 


a  few  days  after  the  Old  Man  had  unjustly 
censured  him.  but  it  was  not  of  record 
that  Mr.  Abbott  made  other  acknowledg¬ 
ment  of  his  error.  So  all  that  the  Old 
Man  said  now,  was  “Well,  come  in  tomor¬ 
row  morning  and  we’ll  see.” 

When  Stover  came  the  next  day  Mr.  Ab¬ 
bott  w.as  quite  polite,  but  to  me  who  knew 
him  there  was  in  his  manner  that  which 
said :  “It’s  my  turn  today.”  After  a  few 
words  had  been  exchanged,  he  suddenly 
asked  Stover,  as  if  to  take  him  unaware : 
“How  thick  should  a  steel  vault  be  to  be 
absolutely  safe?”  A  simple  question.  Too 
simple.  Stover  had  claimed  that  his  com¬ 
pany  knew  more  about  steel  vault  construc¬ 
tion  than  its  comoetitors,  and  his  answer 
would  probably  settle  the  Old  Man’s  opin¬ 
ion  of  that  sweeping  claim.  I  am  sure 
Stover  grasped  this,  but  without  any’  ap¬ 
parent  hesitation,  he  unconcernedly  smiled 
back,  “Two  and  a-half  inches.” 

What!”  jerked  the  Old  Man,  “two  and 
a-half  inches?” 

“Yes.” 

A  second’s  silence,  and  then  from  the 
Old  Man:  “Isn’t  one  inch  and  a-half 
safe?” 

“It  is  considered  safe  by  some,  but  you 
asked  me  how  thick  it  should  be  to  bo 
absolutely  safe,  and  I  say  two  and  a-half 
inches.  Now  we  all  know  that  an  inch  and 
a-half  has  been  the  standard  thickness,  and 
if  everyone  in  the  vault  business  and  every 
banker  knows  this,  isn’t  it  fair  to  assume 
that  it  is  also  known  to  the  average  cracks¬ 
man?  He  naturally  prepares  his  tools  and 
arranges  his  time  to  go  through  a  wall 
one  and  a-half  inches  thick.  But  if  it  is 
an  inch  thicker  he  finds  himself  at  fault. 
He  probably  has  not  allowed  enough  time. 
He  gets  rattled  and  gives  it  up.  That  is 
why  I  say  that  two  and  a-half  inches  is 
absolutely  safe.” 

The  Old  Man  was  much  impressed. 
Stover  had  established  himself,  and  at  the 
same  time  had  shaken  Mr.  Abbott’s  con¬ 
fidence  in  the  other  competitors,  for  they 
all  had  recommended  one  and  one-half 
inch  walls,  which  Stover  had  shrewdly  as- 
sum.ed.  The  talk  that  followed  is  not  part 
of  this  tale.  Suffice  it  to  say  that  Mr.  Ab¬ 
bott  sent  word  to  all  bidders  that  he  wanted 
proposals  on  two  and  one-half  inch  walls, 
and  in  racing  parlance  it  was  now  “Stover 
against  the  field,  with  odds  on  Stover.” 

The  bids  were  opened  at  a  session  of  the 
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directors.  After  listening  for  a  half  hour 
to  the  reading  of  technical  explanations, 
they  unanimously  voted  to  let  Mr.  Abbott 
award  the  contract. 

For  several  days  the  Old  Man  studied 
specifications,  looked  over  drawings,  ex¬ 
amined  samples,  mastered  the  mechanism 
of  locking  apparatus,  and  listened  while 
six  bright  salesmen  in  turn  explained  just 
why  his  proposal  was  the  best.  It  was 
the  hardest  work  the  Old  Man  had  done 
for  a  long  time.  Stover’s  turn  came  last 
of  all,  at  his  request.  We  went  to  the 
Palace  hotel  to  see  h’s  samples,  but  he  did 
not  weary  the  Old  Man  with  shop  talk.  He 
said :  “There  are  my  samples.  What  you 
don’t  know  about  vault  work  by  this  time 
isn’t  worth  knowing,  and  you  can  judge 
for  yourself.”  And  then  for  nearly  two 
hours  Stover  told  us  good  stories,  with 
a  few  words  of  business  sandwiched  in. 
It  rested  the  Old  Man,  and  confirmed  his 
opinion  that  the  Climax  Company  had  the 
best  goods. 

Mr.  Abbott,  however,  was  slow  in  decid¬ 
ing.  It  was  plain  to  see  that  he  wanted 
to  give  Stover  the  order,  but  the  Climax 
bid  was  the  highest  of  all  by  quite  a  sum. 
and  the  Old  Man  spent  other  peonle’s 
money  carefully.  Finally  he  told  all  bid¬ 
ders  that  he  would  announce  his  decision 
the  following  Saturday. 

On  Friday  something  happened.  With 
no  reason,  except  unreasoning  fear  and 
panic,  if  they  can  be  called  a  reason,  a 
“run”  began  on  the  State  Bank.  The  in¬ 
stitution  was  sound;  its  loans  conservative. 
But  all  dav  Friday  our  paying  tellers  shov¬ 
ed  cash  through  the  wickets,  while  the  line 
in  the  lobby  grew  steadily  longer,  and  gradu¬ 
ally  changed  to  a  pushing,  jostling  crowd, 
covering  the  sidewalk  as  well,  and  requir¬ 
ing  several  policemen  to  mauitain  order. 
We  paid  out  large  sums  that  day,  but  at 
closing  time  the  throng  was  no  smaller. 
In  vain  had  the  Old  Man,  our  cashier,  and 
several  of  the  directors  mingled  with  the 
crowd,  buttonholing  large  depositors  and 
giving  personal  assurances  of  the  bank’s 
strength.  Nor  did  it  avail  that  we  hung 
in  prominent  places  within  and  without  the 
building  placards  stating  unequivocally  that 
the  bank  was  able  to  pay  dollar  for  dollar. 
Some  of  the  heavier  depositors  frankly  said 
that  they  believed  the  bank  was  sound,  but 
that  no  bank  could  withstand  such  a  run, 
and  that  they  would  withdraw  while  they 


could.  In  a  measure  they  were  right,  for 
no  bank  can  instantly  pay  all  depositors. 
Banks  live  by  their  loans,  and  how  many 
borrowers  can  pay  on  demand? 

We  wired  our  New  York  and  Chicago 
correspondents  to  express  us  our  balance 
in  currency.  The  shipment  from  New 
York  could  not  reach  Westopolis  until  Sun¬ 
day,  but  that  from  Chicago  would  ,  come  in 
time  to  fortify  us  for  Saturday.  The 
other  Westopolis  banks  would  have  gladly 
advanced  us  some  cash,  but  feared  to  weak¬ 
en  themselves  at  a  time  when  they  might 
need  all  their  resources.  Such  was  the 
friendship  of  some  of  our  business  men  for 
the  Old  Man,  however,  that  several  of  them 
who  owed  us  money  not  yet  due  volun¬ 
tarily  anticipated  payment  of  all  or  part. 
“Things  like  this,”  said  the  Old  Man, 
“keep  up  my  faith  in  human  nature.” 

On  Saturday  the  run  continued,  and  by 
ten  o’clock  the  outlook  was  desperate.  We 
closed  at  twelve  on  Saturdays,  and  could 
last  the  day,  but  the  end  would  come  Mon¬ 
day  unless  the  run  abated. 

The  Old  Man  chewed  an  unlit  cigar  and 
paced  the  private  office.'  While  walking 
the  floor  he  dictated  to  me  a  notice  to  be 
printed  in  the  Westopolis  Evening  Post. 
The  peril  of  the  bank  had  caused  us  to  for¬ 
get  that  this  was  the  day  on  which. .the 
vault  contract  was  to  be  awarded,  and^ione 
of  the  vault  salesmen  had  come  to  remind 
us  of  it.  But  as  I  was  typewriting  the 
notice  which  the  Old  Man  had  just  dic¬ 
tated,  Stover  entered.  Mr.  Abbott  greeted 
him  cordially,  but  said:  “You  see  there  is 
no  use  talking  vaults  today,  Mr.  Stover. 
It  doesn’t  look  as  if  we  would  ever  need 
one.  I  guess  the  other  vault  men  feel  that 
way,  for  none  of  them  have  been  near  us 
since  the  run  began,  and  I  guess  you  are 
not  hankering  after  the  order  yourself.” 
Stover  replied:  “Will  you  give  me  the 
order?”  The  Old  Man  anpeared  surprised 
at  this  question,  and  also  pleased,  but 
shook  his  head.  “I  don’t  know  that  I 
could  give  you  the  order  even  if  we  buy. 
You  are  the  highest  bidder  by  nearly  10 
per  cent.  But  if  you  were  the  lowest  bid¬ 
der,  it  wouldn’t  make  much  difference.  To 
show  you  how  things  stand  I  want  Fred 
here  to  read  you  what  I  have  just  dictated.” 
And  I  read : 

“To  the  Depositors  of  the  State  Bank* 
As  a  proof  of  my  confidence  in  the  abso¬ 
lute  soundness  of  the  State  Bank,  I  hereby 
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publicly  pledge  iny  personal  fortune  to  each 
and  every  depositor  as  a  guaranty  that 
every  dollar  owed  by  this  bank  will  be  paid 
in  full.” 

(Signed)  SIMEON  ABBOTT. 

“When  I  have  to  do  this,”  continued  the 
Old  Man,  “you  can  see  that  things  are — 
well,  uncertain.  I  hope  we  shall  pull 
through.  If  people  will  calm  down  and  get 
a  little  sense  between  now  and  Monday  we 
shall  be  all  right.  But  if  not — ”  and  the 
Old  Man  dropped  into  his  chair  and  was 
silent. 

Stover  reflected  a  few  seconds,  drew  n 
chair  to  the  desk,  seized  a  pad  and  wrote 
rapidly.  When  he  had  finished  writing  he 
asked :  “Do  you  ever  play  cards,  Mr.  Ab¬ 
bott?”  and  then  w'ent  on  without  waiting 
for  a  reply  from  the  astonished  Deacon 
Abbott.  “The  best  card  in  the  deck,  you 
know,  is  the  joker.  It  beats  any  trump. 
Your  card  for  the  Post  is  certainly  a 
trump,  and  it  oueht  to  win.  But  while 
you’re  doing  it,  why  not  play  the  joker? 


Suppose  you  also  put  this  in  the  Post,  as 
a  news  item.”  And  Stover  read: 

“We  learn  that  the  State  Bank  this  morn¬ 
ing  ordered  the  steel  burglar  proof  vault 
for  its  new  building.  It  will  be  the  largest 
and  finest  west  of  Chicago,  and  will  be 
installed  by  the  Climax  Safe  Company,  of 
Toledo,  Ohio,  at  a  cost  of  over  $12,000. 
It  is  said  that  the  Climax  Company’s  price 
was  the  highest,  but  the  bank  intends  to 
have  the  best  equipment  that  can  be 
bought.” 

The  Old  Man  seized  Stover’s  hand  (for 
the  Old  Man  was  never  accused  of  being 
slow  of  comprehension)  and  said:  “I 
guess  that  is  the  joker.”  Then,  turning  to 
me,  “Fred,  you  take  this  down  to  the  Post 
with  the  other  not’ce.” 

Six  months  later  we  held  a  reception  on 
our  first  day  in  the  new  building,  and 
Stover  was  there,  by  the  Old  Man’s  special 
request,  to  explain  to  visitors  the  wonders 
of  the  burglar-proof  vault — “the  best  west 
of  Chicago.” 


Graphology 

BEING  A  DELINEATION  OF  THE  CHARACTER  OF  SUBSCRIBERS  OF  THE  BUSI¬ 
NESS  MAN’S  MAGAZINE,  DERIVED  FROM  AN  ANALYSIS  OF  THEIR  HANDWRITING 

By  MARY  H.  BOOTH 


The  principles  of  graphology  when  ap 
plied  by  analysis  of  the  handwriting 
afford  very  interesting  angi  reflective 
glimpses  of  the  personality,  but  must  not 
be  confounded  with  any  occult  art  or  mys¬ 
ticism.  Its  principles  are  founded  on  a 
scientific  basis  and  demonstrated  by  noted 
students  of  science  and  philosophy. 

“The  movements  which  the  hand  makes 
in  the  act  of  writing  form  a  tracing  upon 
the  paper,  which  observation  and  compari¬ 
son  of  data  have  shown  to  be  a  graphic 
representation  within  certain  limits,  of  the 
individuality  of  the  writer.”  “Handwriting 
and  Expression,”  by  John  Holt  Schooling, 
fellow  of  the  Royal  Statistical  Society,  as¬ 
sociate  of  the  Institute  of  Actuaries. 

ANALYSIS  OF  A  LETTER. 

Letters  are  legibly  and  rapidly  traced,  but 
irregularly  formed,  varying  in  size  and  de¬ 
gree  of  slope  110  to  130  degrees,  angular 
forms  predominate,  letters  are  connected 
and  not  unduly  extended  or  compressed. 


DEDUCTION. 

The  legibly  traced  letters  reflect  an  open, 
frank  nature,  the  irregularity  and  slope  an 
impulsive  and  emotional  temperament  and 
a  super-sensitive  condition — the  varying 
emotions  influencing  the  degree  of  the 
slope.  Angularity  denotes  energy.  This 
quality  combined  with  the  former  tempera¬ 
mental  characterist'cs  suggests  that  he  will 
display  great  activity  and  enthusiasm  in 
matters  of  a  congenial  nature,  and  these 
qualities  ought  to  count  for  success  in  any 
wisely  chosen  enterprise.’ 

ANSWERS  TO  CORRESPONDENTS. 

Frankness  and  sincerity  of  purpose  are 
indicted  m  the  extremely  legible  hand. 
The  deliberate  and  regular  formation  of 
letters  with  upright  hand  reflect  an  inde¬ 
pendent  and  self-sustained  nature,  whose 
judgment  will  not  be  greatly  influenced  by 
sentiment  or  the  opinions  of  others.  The 
rounded  hand  and  curves  indicate  an  am¬ 
iable  disposition  and  an  accommodating  na- 
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ture  generally.  J.  W.  B.  writes  a  neat, 
legible,  connected,  rounded  and  almost  up¬ 
right  hand.  Is  very  deliberate,  sensible  and 
practical — cool  in  emergencies,  possesses  a 
fine  sense  of  justice,  admires  integrity  and 
sound  principles,  has  the  courage  of  his 
convictions,  will  practice  what  he  preaches 
but  at  times  expresses  opinions  rather  too 
emphatically  or  bluntly.  Is  socially  inclined, 
independent  in  speech  and  action. 

G.  S.  The  large  capitals,  exaggerated 
movement  and  pronounced  flourishes  reflect 
an  animated,  wildly  enthusiastic,  artistic 


traced  letters  reflect  a  proud,  independent, 
fearless  nature  and  sincerity  of  purpose. 
The  exaggerated  movement  indicates  im¬ 
aginative  talent  of  high  order. 

I.  C.  Writing  is  neatly,  regularly  and 
legibly  traced  with  angular  forms  and  pleas¬ 
ing  uniformity.  Intensity  of  feeling  and 
purpose  is  indicated  by  lightly  traced  let¬ 
ters  and  slope  of  120  degrees.  Will  display 
great  enthusiasm  and  activity  in  pursuits 
of  a  congenial  nature.  Is  largely  controlled 
by  impulse  and  emotion,  being  unduly  sen¬ 
sitive  to  conditions  and  environment — cre- 


The  Letter. 


and  imaginative  nature ;  should  excel  in 
literature,  art  or  musical  composition. 

J.  L.  T.  His  “natural  scribble,”  as  he  is 
pleased  to  term  it,  graphologically  dissect¬ 
ed,  reflects  impulses,  vivacity, '  imagination, 
enthusiasm,  quick  temper  and  great  activity. 

D.  N.  Angular  forms  of  writing  denote 
energy,  but  the  descendent  lines  indicate 
depressing  influences  and  energy  not  well 
sustained.  The  slope — 120  degrees — reflects 
an  emotional  and  sympathetic  nature,  sensi¬ 
tive  to  impressions  and  environment.  Let¬ 
ters  are  legibly  but  not  quite  regularly 
formed.  Nature  is  frank  and  governed 
largely  by  impulse. 

G.  M.  T.  The  large,  boldly  and  legibly 


ating  an  ideal  sphere.  Literary  ability  is 
indicated  in  the  line  of  romance,  poetry  or 
fiction.  ■ 

H.  D.  writes  a  bold,  fearless,  open  hand. 
His  word  is  “as  good  as  his  bond”  in  the 
graphologist’s  eyes.  Fond  of  social  life, 
loves  to  entertain  generously,  requires  the 
best  of  everything  to  gratify  an  aristocratic 
and  exclusive  taste,  is  frank,  open  and  sin¬ 
cere  in  all  his  dealings. 

N.  F.  F.  K.  Writing  is  large,  above 
average,  boldly,  clearly,  connectedly  and 
artistically  traced,  indicating  a  proud,  fear¬ 
less  nature,  original  in  mind  and  method, 
aristocratic  in  tastes  and  dress,  fond  of  so¬ 
cial  life  and  outdoor  pursuits — a  lavish 
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host  and  generous  friend,  independent  in 
thought  -and  action  and  a  “born  leader.” 

R.  C.  R.  The  pronounced  slant,  140  de¬ 
grees,  indicates  an  emotional  and  super¬ 
sensitive  temperament  and  the  lack  of  firm¬ 
ness  and  stability  in  the  general  formation 
of  letters  is  due  to  the  effect  of  the  varying 
emotions.  The  cultivation  of  a  more  equa¬ 
ble  state  of  mind,  more  deliberate  purpose 
and  greater  mental  poise  will  produce  a 
firmer  and  more  stable  handwriting,  which 
is  legibly  traced  and  otherwise  clear. 

A.  N.  B.  The  signature  reflects  in  its 
quickly  and  angularly  traced  letters  an  ac¬ 
tive  and  alert  nature,  aggressive  and  exact¬ 
ing,  but  the  pronounced  slope  modifies  the 
tendency  to  extreme  harshness  and  lack  of 
seeming  austerity;  is  a  kindly  heart. 

J.  F.  McI.  The  quickly  and  sharply  traced 
letters  indicate  impulse  and  aggressive 
energy.  Enthusiasm  and  humor  are  reflect¬ 
ed  with  a  vivid  imagination  and  literar> 
ability. 

H.  G.  writes  a  large,  rounded,  extended 
and  deliberate  hand,  expressing  good  na¬ 
ture  and  generosity,  but  an  entire  absence 
of  angles  suggests  a  lack  of  aggressive  en¬ 
ergy.  The  nature  is  too  quiescent  for  his 
own  interest  and  welfare. 

P.  P.  Z.  Her  writing  suggests  in  its  even¬ 
ly  and  regularly  traced  letters  a  calm  and 
deliberate  nature;  very  practical  and  logical 
in  her  conclusions  and  deductions. 

B.  E.  McC.  writes  an  irregular  but  leg¬ 
ible  hand,  possessing  evidently  an  impulsive 
and  emotional  nature. 

Amer.  Monopoly.  Writing  suggests  in 
its  clearly  traced  and  extended  hand  a 
frank,  sincere  and  generous  nature. 

E.  L.  H.  A  combination  of  the  natural 
and  acquired,  not  permitting  clear  analysis. 
The  inflated  loops  to  the  g’s  and  J’s  reflect 
a  vivid  imaginatmn. 

E.  L.  P.  writes  a  free,  spontaneous  and 
natural  hand  ;•  letters  are  quickly,  clearly 
but  irregularly  traced,  reflecting  an  impul¬ 
sive  temperament.  An  intuitive  mind  is  de¬ 
noted  by  the  separation  of  letters  and  gen¬ 
erosity  in  the  extended  or  wide  spreading 
hand.  The  sentiments  are  active,  as  indi¬ 
cated  by  a  slope  of  120  degrees,  and  will 
influence  his  conclusions  and  activities  gen¬ 
erally. 

L.  J.  M.  A  very  unequable  temperament 
is  indicated  by  the  lack  of  uniformity  in 
letters  and  general  bizarre  appearance  of 
the  writing,  suggesting  various  moods  ac- 


than  sedentary  nature.  Will  be  fond  of 
travel  and  adventure. 

P.  J.  S.  A  logical  mind  is  suggested  by 
the  clearly  traced  and  connected  letters. 
His  arguments  will  be  clear,  terse  and  con¬ 
vincing.  He  has  the  faculty  of  reasoning 
and  expressing  his  thought  very  well  de¬ 
veloped  with  pleasing  style  and  ease  of  ex¬ 
pression. 

M.  G.  The  angular  formation  and  pro¬ 
nounced  slope,  140  degrees,  reflect  great  ac¬ 
tivity  and  are  largely  influenced  by  the 
sentiments.  The  sympathies  and  emotions 
are  strongly  indicated;  an  intense  nature. 


The  Wandering  Blacksmith. 


Tsinan,  The  Merchant  of  the  Philippines 

A  DESCRIPTION  OF  THE  COMMERCIAL  PREPONDERANCE  ACHIEVED  BY  THE  CHINESE 
IN  THE  PHILIPPINE  ISLANDS  AND  THEIR  PECULIAR  TRADING  CHARACTERISTICS 

By  WILLARD  FRENCH 


Through  the  Old  city  of  Manila 
squirms  the  Escolta — the  Escolta  of 
Spain — the  narrow,  twisting,  ill-paved 
Escolta;  from  the  oldest  memories  of  man 
unto  this  day,  the  Street-of-high-prices. 
Along  its  shadowy,  moisty,  melting  mazes 
are  merchants,  American,  English,  Erench, 
German  and  Spanish.  They  are  all  on 
the  Escolta — all  “on  the  make.”  Here  and 
there  among  their  brave  insignia,  are 
brownie  hieroglyphics — brownies  Jap  and 
Eilipino — marks  of  little  men,  tempted  by 
the  mystic  ilk  to  wedge  themselves  into  the 
charmed  circle,  for  some  droppings  from 
the  showers  of  blessing  that  used  to  be, 
better  than  now,  falling  full  and  free  across 
Escolta  counters.  For  they  of  the  Escolta 
vie  with  each  other  for  championship  in 
charging  the  highest  prices  ever  known 
Tender-footed  foreigners  have  ever  knelt 
to  them,  from  mortal  fear  of  being  cheated 
if  they  ventured  into  Chinese  congestion, 
beyond  and  off  the  Escoltal  evidences  of 
Occidental  methods. 

For  paltry  example  :  in  a  beautiful  shop 


on  the  Escolta,  I  purchased  a  little  ^‘^ou- 
venir  spoon,  not  thinking  that  such  a  bit 
of  frivolity  was  likely  to  be  found  at  all 
among  the  Celestial  merchants  and  their 
condensed  practicalities.  It  was  a  little  sil¬ 
ver  thing,  for  which  I  paid  three  dollars, 
gold.  I  had  just  arrived  in  Manila  and 
was  subserving  an  appreciated  friend,  at 
home,  who,  of  all  things,  wanted  souvenir 
spoons  and  wanted  them  quickly.  Later, 
in  a  Chinese  shop,  I  saw  precisely  the  same 
thing  for  a  dollar  and  a  half,  Mex.,  which 
is  less  than  75  cents,  gold.  In  the  inno¬ 
cence  of  tender-footedness  I  thought  the 
man  of  the  Escolta  might  have  made  a 
mistake,  giving  me  one  at  the  price  of 
half  a  dozen,  perhaps;  wherefore  I  went  to 
him,  like  the.  sweet  young  fool  I  was,  and 
reported  my  find.  He  shrank  away  from 
me,  at  the  first  announcement  of  where  I 
had  been,  as  though  I  was  something  in¬ 
fectious.  Dusting  his  fingers  on  a  delicate 
handkerchief  he  remarked,  with  a  shud¬ 
der:  “Anything  from  the  dirty  Chinese 
shops  is  sure  to  be  cheap,  you  know,  in 
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more  ways  than  one.”  How  this  could  hold 
with  hall-marked  coin  silver  I  could  not 
see,  but  the  principle  and  law,  I  saw,  and 
made  a  note  of. 

In  Iloilo,  too,  there  are  “American 
Stores,”  and  “English  Stores,”  and  other 
foreign  combinations  under  like  captions, 
at  the  same  business.  Scattered  sparsely 
through  the  islands  are  other  imitators. 
They  have  the  eclat,  the  goods  and  a  cer¬ 
tain  swell  patronage.  But  they  are  not  the 
merchants  of  the  Philippines,  and  they 
never  will  be.  John  Chinaman  is  the  man. 
Collectively  he  forms  one  gigantic,  co¬ 
operative  department  store,  with  infinite 
and  infinitesimal  branches,  all  over  every¬ 
where.  He  works  the  system  on  practical, 
even  if  not  upon  accepted  theoretic,  lines. 
Parenthetically  he  is  the  only  man  in  the 
Philippines,  today,  who  is  not  grumbling 
about  bad  business  and  hard  times.  The 
rest  are  howling,  some  of  them,  and  all  of 
them  saying  whatever  manner  of  unwrit¬ 
able  things  come  to  them,  about  the  local 
administration,  the  home  government,  and 
the  absurdity  of  “The  Philippines  for  the 
Filipino.”  John  is  a  foreigner,  too,  but  he 
smiles  his  uncome-offable  smile  and  keeps 
on  steadily  pocketing  the  cash. 


In  the  abstract  John  seems  very  much  in 
miniature,  but  in  the  concrete  he  is  colos¬ 
sal.  He  is  all  assorted  sizes  in  combina¬ 
tion — the  composite  of  energy,  honesty  and 
pertinacity.  He  has  big  warehouses  in 
cities  and  haciendas  in  space.  He  has 
shops  and  stalls  in  every  town  on  the  isl¬ 
ands  and  booths  in  the  villages.  He  has  a 
pack  upon  his  back — often  two  packs,  at 
opposite  ends  of  a  bamboo  pole  slung 
across  his  shoulders — upon  every  highway 
or  lost  trail  leading  afiywhither.  He  is  the 
King. 

A  feature — or  is  it  the  cardinal  secret — of 
his  entity,  is  that  in  reality,  and  in  spite 
of  his  traducers,  John  is  upright  and  down¬ 
right — honest,  scrupulously  honest  in  his 
trading.  I  used  the  word,  a  moment  back, 
and  felt  that  it  was  challenged — so  I  took 
this  first  opportunity  to  use  it  again. 
There  are  plenty  who  will  take  exception, 
but  they  are  wrong.  John  will  get  money 
— all  the  money  he  can — for  his  goods, 
like  those  of  the  Escolta,  but  primarily  he 
will  get  money;  and,  notwithstanding  all 
that  has  been  said  and  sung  to  the  con¬ 
trary,  he  will  get  it  honestly.  Only  those 
pronounce  John  a  fraud  who  find  that  in 
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spite  of  their  efforts  to  do  him,  they  have 
been  done  by,  instead,  and  have  failed  to 
get  the  best  of  a  bargain.  His  traducers, 
outside  the  pale  of  opposing  fraternities, 
are  those  so  busy  with  the  morals  of  others 
that  they  neglect  their  own.  When  John 
is  a  bit  the  sharper  at  a  trade,  they  call 
him  a  fraud.  He  will  sell  me  something 
today  for  two  dollars,  if  he  can,  and  sell 
you  its  counterpart,  tomorrow,  for  one 
dollar,  if  he  must.  So  will  others  we  wot 
of.  It  argues  nothing  against  John — simply 
that  you  are  the  better  purchaser.  He  will 
not  sell  either  of  us  something  that  he 
knows  to  be  a  fraud,  by  lying  about  its 
validity.  He  wjll  not  abrogate  a  verbal 
contract,  however  much  it  may  be  for  his 
interest  and  advantage.  Give  the  devil  his 
due.  It  may  not  be  inherent  honesty,  but 
it  is  a  business  principle. 

The  Japs  are  radical!^  different.  As  in¬ 
dividuals,  in  trade,  theyj  are  distinctly  un¬ 
reliable.  The  distincti^i  is  clearly  dem¬ 
onstrated  in  the  fact  f-Hat  foreign  houses 
will  not  deal,  direct,  Japanese  mer¬ 

chants.  This  is  something  so  widely  ac- 
cepted'that  established  Japanese  firms,  hav¬ 


ing  foreign  trade,  employ  a  Chinese  pur¬ 
chaser  for  the  department — a  go-between, 
with  whom  foreign  merchants  insist  upon 
doing  their  business.  It  is  more  business 
policy,  perhaps,  than  inherent  principle.  It 
appears  so,  when  we  consider  that  in  in¬ 
ternational  affairs  the  two  are  diametri¬ 
cally  the  reverse — the  Japanese  government 
appearing  as  a  model  of  integrity,  while, 
as  everyone  knows,  China  is  .  wily  and 
must  be  watched  in  advance,  iron-bound 
and  copper  riveted  with  pledges,  then 
watched  again,  lest  she  evade  them.  The 
fact  remains  that  when  a  Jap  merchant 
wants  to  be  believed,  he  hires  a  Chinaman 
to  tell  the  truth  for  him. 

John  is  not  only  everywhere  and  honest, 
he  is  the  only  known  peddler  on  this 
tramped  globe  who  will  labor  and  languisb 
and  barter  and  beg  to  accomplish  a  sale, 
no  matter  how  small  and,  when  finally  con¬ 
vinced  that  his  time  has  been  thrown  away, 
will  pack  his  traps  but  not  his  smile,  bow 
himself  off  as  politely  as  if  you  were  his 
best  customer,  and  with  the  pleasantest 
kind  of  a  “Good  by !“  will  go  his  way,  ap¬ 
parently  rejoicing.  Who  even  heard  of  a 
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Chinaman  frowning,  grumbling,  least  of 
all  cursing  you — after  the  manner  of  some 
— because  you  refused  him  patronage  after 
fumbling  away  at  his  wares? 

There  are  not  many  villages  in  the  Phil¬ 
ippines  so  small  that  he  is  not  in  evidence. 
The  front  of  his  little  nii)a  hut  is  often 
his  shop.  Failing  that  a  broad  shelf  is  put 
under  an  open  window,  whereon  is  hud¬ 
dled  a  little — a  very  little,  of  everything  in 
common  demand.  For  the  still  smaller 
mountains,  which  cannot  come  to  these 
small  Mahomets,  there  are  yet  smaller  Ma- 
homets,  with  their  packs,  plodding  through 
mud  and  dust,  through  heat  and  rain,  up 
hill  and  down,  to  every  possible  purchaser. 
They  are  wise,  too,  are  these  little  Ma¬ 
homets,  in  their  gauge  of  public  wants. 
They  have  an  eye  to  business,  facile  prin- 
ceps.  They  carry  for  the  trade.  Their 
specialties  apparent  are  no  safe  indication 
to  barter  on.  The  vender  is  versed  in 
many  lines,  and  will  produce  them,  or 
someone  who  can,  upon  short  notice.  Or, 
however  small  his  visible  stock  in  trade, 
he  will  sell — and  deliver — any  amount  in 
reason,  as  promptly,  at  least,-  as  any  other 
department  store. 

I  was  left  by  lost  luggage  in  a  very 
tropical  town  where  I  had  several  social 
duties  to  perform  without  delay.  I  went 
to  a  Chinese  tailor,  in  a  little  one-man 
shop,  and  ordered  a  dozen  white  suits,  for 
encouragement,  on  conditon  that  one  should 
be  finished  and  laundered  by  six  the  same 
evening.  •  Through  some  slight  misunder¬ 
standing  on  his  part,  the  tailor  came  to  me 
at  five  o’clock,  that  afternoon,  with  the 
whole  dozen,  well  made  and  finished,  ready 
to  put  on. 

Up  in  the  hills,  at  a  little  village  miles 
from  anywhere,  I  tried  to  put  off  a  per¬ 
sistent  peddler  pleasantly,  having  detained 
him  some  time,  for  the  entertainment  of 
the  thing.  It  was  evident  that  sandals 
were  something  which  he  had  not,  so  I 
chose  them,  saying:  “If  you  only  had 
sandals,  now,  I  would  take  a  pair.” 

Two  days  later  the  fellow  found  me, 
some  miles  away,  with  an  attractive  line  of 
sandals  in  his  pack.  Goodness  only  knows 
how  he  traced  me  or  where  he  found  the 
sandals. 

I  was  leaving  Manila  once  for  the  in¬ 
terior,  and  put  off  a  pertinacious  fellow  sell¬ 
ing  canes,  with  the  statement  that  I  was 


going  where  canes  were  uncalled  for,  hut 
if,  on  my  return,  he  had  a  certain  kind 
at  a  limited  price,  I  would  take  it.  Months 
later,  at  the  other  end  of  Manila,  he  pro¬ 
duced  the  stipulated  cane  and  claimed  the 
price. 

They  possess  to  perfection  the  co-opera¬ 
tive  instinct.  They  call  upon  each  other  in 
season  and  out,  for  whatever  they  lack. 
The  tailor  cuts  his  goods  and  spreads  the 
pieces  broadcast,  among  all  who  sew.  The 
peddler  calls  on  other  peddlers.  The  dealer 
belongs  to  a  great  fraternity  and  in  the 
unity  there  is  strength.  Even  the  Japs  of 
the  Philippines  prefer  to  trade  with  a 
Chinaman  than  with  one  of  themselves.  He 
is  making  a  strong  bid,  at  present,  even  for 
the  white  trade  and  is  rapidly  absorbing  it. 
His  instincts  in  catering  give  him  favor 
and  he  holds  it  from  the  moment  he  is 
well  and  truly  discovered.  His  persistent 
good  nature  helps  him  to  insinuate  him¬ 
self,  and  patient  pertinacity  does  the  rest. 

More  and  more  even  the  high  tone  of 
Manila  is  turning  from  the  Escolta  to  the 
alternative,  and  much  amusement  as  well 
as  economy  they  find  in  the  efforts  of  John 
to  catch  the  attention  of  English  speakers 
—in  the  little  and  large  inscriptions  he  de¬ 
vises  for  their  enlightenment  and  hangs 
as  signs  about  his  business  whereabouts! 
Here  are  a  few  of  them,  copied  verbatim  : 

“Old  clothes  ordered.  Will  call  at  their 
residence.” 

“Cock-eye  tailor.” 

“Tailors  and  shirtee  for  sale.” 

“Eager  (baker)  and  french  Kakes  Bis¬ 
kits.” 

“Coal  Box  orders  executed  No  Stops.” 

“Well  known  for  very  Honest  and 
Cheap.” 

“Emit  At  The  Moderate.” 

“Particular  Stomach  Doctors  Office.” 

“Shoemakerapiece.” 

“Recent  Milk.” 

“Brick  built  up  contractor.” 

“Stiff  soft  and  caps  made  to  order.” 

“Fullish  (fresh)  Butter.” 

And  as  many  more  as  you  like,  all  of 
which  but  indicate  the  efforts  and  present, 
to  him  who  runs  and  reads,  the  very  best 
compliments  of  the  ever  affable,  honfest, 
earnest,  omnipresent  Tsinan,  as  he  calls 
himself — Chinaman,  as  we  say  it — today,  at 
least,  the  merchant  of  the  Philippines. 


THE  SANTA  FE  STRIKE. 

Probably  one  of  the  greatest  successes  of 
the  secret  service  system  of  The  Edward 
Smith  Company  was  the  Santa  Fe  strike 
of  1901.  The  story  is  suggestive  and  extra¬ 
ordinary. 

The  Santa  Fe  System  includes  the  Atchi¬ 
son,  Topeka  &  Santa  Fe;  Gulf,  Colorado  & 
Santa  Fe;  Santa  Fe  Pacific;  Southern  Cali¬ 
fornia  and  the  San  Francisco  &  San  Joa¬ 
quin  Valley  Railways,  aggregating  7,876.70 
miles  of  railroad. 

The  Santa  Fe  is  the  finest  trunk  line  in 
the  west  now  known  for  its  wonderful 
equipment,  reliability  of  schedules,  and  per¬ 
fect  railroad  systems.  It  dates  this  record 
of  enviable  efficiency  from  early  in  1902. 
Before  that  time  there  existed  a  state  of 
degeneracy  in  almost  every  department,  and 
a  ruinous- and  appalling  condition  of  inef¬ 
ficiency  on  every  hand. 

However,  when  in  1901  Mr.  John  W. 
Kendrick,  former  sec¬ 
ond  vice  president  of 
the  Northern  Pacific 
Railroad  Company, 
was  made  third  vice 
president  of  the  Santa 
b’e  and  assumed 
charge  of  the  opera¬ 
tions  of  the  corpora¬ 
tion,  the  affairs  of  the 
road  were  put  into 
the  hands  of  a  com¬ 
petent  man  who  made 
it  his  absorbing  pur¬ 
pose  to  place  the  sys¬ 
tem  on  a  profitable 
basis.  He  had  been 
.watching  t  h  e  g  o  o  d 
work  of  The  Edward 
Smith  Company  and 
believing  them  com¬ 
petent  to  straighten 
out  the  affairs  of 


EDWARD  SMITH,  President, 
The  Edward  Smith  Co. 


the  mechanical  department  of  the  road,  em¬ 
ployed  its  services. 

One  of  the  reasons  for  the  unsatsi fac¬ 
tory  conditions  in  the  mechanical  depart¬ 
ments  of  the  Santa  Fe  System  was  due  to 
the  weak,  vacillating  management  of  the 
incompetent  officials  who  had  practically  no 
control  over  the  employes.  There  were 
cliques  in  the  shops  and  constant  friction 
caused  by  jealousy,  petty  intriguing  and 
backbiting.  The  workmen  on  the  whole 
.system  from  Chicago  to  the  Pacific  coast 
and  the  Mexican  gulf  were  organized  to  a 
man.  The  constant  threatenings  and  in¬ 
trigues  of  the  labor  leaders  had  forced  the 
affairs  of  the  road  into  a  rut,  and  wrecks 
and  disasters  were  the  consequence.  Drink¬ 
ing  and  debauchery  among  all  classes  of 
employes  was  common  and  the  continual 
agitation  for  more  pay,  shorter  hours,  great¬ 
er  privileges,  among  the  boilermakers  and 
machinists  was  intolerable.  They  always 

forced  their  issue 
when  the  company 
was  burdened  by 
great  traffic.  Unionism 
had  such  a  grip  on 
the  system  that  any 
union  man,  no  mat¬ 
ter  what  his  calling, 
could  secure  free 
transportation  over 
the  road  on  presenta¬ 
tion  of  his  union  card. 
Thousands  and  thou¬ 
sands  of  dollars’ 
worth  of  materials 
were  being  ruthlessly 
wasted,  "“dead”  en¬ 
gines  blocked  the 
tracks,  rusting  away 
for  want  of  repairs. 
Tons  of  steel  car  bol¬ 
sters  lay  in  the  To¬ 
peka  yards,  being  ig- 
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norantly  condemned,  and  the  purchasing 
agent  was  constantly  in  the  market  for  scrap 
brass.  Because  of  a  general  lack  of  tools 
and  machinery  it  was  impossible  to  make 
profit  from  the  men’s  labor.  There  were 
no  means  of  properly  instructing  the  men 
in  the  handling  of  air  brakes,  which  caused 
continual  disaster.  Physically  unfit  men 
gained  employment  by  dodging  the  required 
examination.  The  shops  were  overcrowded 
with  men ;  and  overtime  and  the  use  of 
night  forces  were  resorted  to  by  the  man¬ 
agement,  who  knew  of  no  other  means  of 
getting  the  work  out  on  time,  even  if  this 
method  did  cost  each  shop  extra  thousands 
of  dollars  per  month.  Work-shirking  was  • 
rampant,  and  smoking  and  drinking  in¬ 
dulged  in  everywhere.  Men  laboring  under 
the  stupefying  effects  of  liquor  drew  pay 
with  the  sober. 

Now  this  was  the  condition  of  the  me¬ 
chanical  department  of  the  Santa  Fe  when 
The  Edward  Smith  Company  took  hold. 
Six  special  agents  were  distributed  among 
the  thousands  of  employes  of  the  several 
company  shops,  which  were  located  at  To¬ 
peka,  Kansas;  Cleburne,  Texas;  Albu¬ 
querque,  New  Mexico,  and  San  Bernardino, 
California.  These  agents  secretly  entered 
the  shops  as  ordinary  employes,  not  being 
known  by  even  the  management.  As  they 
were  working  in  closed  shops  they  were 
union  men ;  and  as  such  kept  in  touch  with 
all  the  proceedings  of  the  union,  and  were 
cognizant  of  all  the  intrigues  of  the  agita¬ 
tors.  They  reported  conditions  as  they 
found  them.  In  these  reports  every  man 
from  the  highest  official  down  to  the  ap¬ 
prentice  was  included,  if  he  were  subject 
to  criticism. 

The  following  report  was  written  by  a 
special  agent  and  suggests  the  conditions  as 
they  existed  during  the  early  part  of  this 
campaign  of  reorganization. 

SANTA  FE  PACIFIC  RAILROAD. 

Lines:  West  of  Albuquerque. 

Edward  Smith  Company,  Detroit,  Mich. 

Sirs; — I  have  the  honor  to  submit  the  follow- 
ing  report  as  special  agent  for  the  week  ending 
Saturday,  November  23rd,  1901. 

(At  San  Bernardino,  Cal.) 

I  find  that  the  machinists  and  boilermakers  are 
thoroughly  organized  in  this  shop.  The  machinists, 
boilermakers  and  blacksmith  helpers  are  about  to 
join  the  American  Federation  of  Labor,  and  the 
boilermakers  are  the  ones  that  are  encouragirig  it. 
The  machinists  have  a  shop  committee  here, 
whose  duty  it  is  to  interview  each  new  man  com¬ 
ing  to  work,  to  see  if  he  is  a  union  man  or  not. 
This  committee  also  makes  a  report  to  the  fore¬ 
man  under  whom  the  man  works,  as  they  did  in 
my  case.  Drinking  among  the  employes  of  this 
shop  is  a  very  common  practice,  also  smoking  dur¬ 
ing  working  hours,  thc  nieil  doing  it  by  hiding  in 


convenient  places.  The  master  mechanic  caught 
two  apprentice  boys  smoking  and  playing  cards 
during  working  hours,  and  discharged  them  both, 
but  afterwards  reinstated  them.  The  boilermak¬ 
ers’  foreman,  whose  duty  it  is  to  inspect  work 
being  done  on  the  fire  boxes  and  boilers  of  en¬ 
gines  in  the  shop,  neglects  to  do  so,  and,  as  a 
consequence,  the  machinists  and  boilermakers  find 
them  easy  places  to  work  in.  •  v  , 

A  very  poor  system  is  in  force  here  in  the  tool 
room.  Instead  of  each  man  having  a  certain  num¬ 
ber  of  checks  and  depositing  one  each  time  he 
takes  a  tool  from  the  room,  the  men  go  to  the 
tool  room  and  take  whatever  they  want,  as  they 
are  allowed  to  take  them  at  their  will.  Half  the 
time  they  are  never  returned  but  thrown  around 
on  the  floor,  necessitating  a  considerable  loss  of 
time  to  the  men  hunting  for  them  around  the 

shop.  . 

The  stopping  of  work  five  or  ten  minutes  beiore 
whistle  time  is  also  a  very  common  thing,  also 
washing  up;  some  of  the  men  going  so  far  as  to 
take  off  their  overalls.  .  . 

A  man  must  pass  a  physical  examination  be¬ 
fore  he  is  allowed  to  enter  the  shops  of  the 
company.  I  found  out  through  some  of  the  boiler¬ 
makers,  that  men,  who  could  not  pass,  have  been 
known  to  send  substitutes  before  the  doctor  to 
get  the  necessary  papers  to  secure  work.  To  over¬ 
come  this,  I  have  suggested  to  Mr.  Kendrick  to 
have  each  man  photographed,  as  they  do  with  the 
trainmen  on  the  Southern  Pacific,  the  doctor  keep¬ 
ing  one  photograph  and  the  superintendent  of  the 
division,  the  other.  This  practice  is  done  more 
among  the  brakemen  than  the  shopmen. 

The  shops  are  regular  homes  to  the  employes 
here,  that  is  as  far  as  working  is  concerned,  the 
men  take  it  as  easy  here  as  in  any  shop  1  have 
ever  worked  in.  In  working  overtime  the  last  few 
nights,  I  noticed  that  the  employes  have  free  ac¬ 
cess  to  the  storeroom  and  supply-room,  and  are 
allowed  to  take  supplies  from  them  without  an 
order.  Also  that  smoking  to  a  considerable  extent 
is  indulged  in  by  the  night  machinists  and  the 
night  foreman  of  the  machinists  goes  about  the 
shops  sTnoking  himself.  The  working  of  two  ma¬ 
chinists  together  on  the  erecting  floor  and  in  the 
round  house  is  something  very  much  out  of  the 
ordinary;  one  could  do  the  work  alone  with  a 
helper  or  apprentice  boy.  ,  u  a 

I  find  that  No.  51  and  No.  78  are  both  bad 
agitators  amongst  the  machinists. 
men  who  question  every  new  man  when  he  comes 
to  work,  as  to  whether  he  is  a  union  man  or  not. 

Gang  Foreman  -  of  the  erecting  floor,  spends 

considerable  time  every  night  drinking  about  town. 

I  also  find,  that  with  few  exceptions,  all  of  the 
boilermakers  and  machinists  do  _  more  or  Ips 
drinking  and  some  mornings  are  in  no  condition 
for  their  work,  after  their  night’s  dissipation.  1  hey 
show  up  for  duty  nevertheless  and  get  their  tune 

^°Men  working  in  the  round  house  from  the  ma¬ 
chine  shop,  on  running  repairs,  instead  of  re¬ 
maining  at  their  work  until  the  whistle  blows,  stop 
their  work  ten  minutes  before,  so  they  can 
be  back  to  the  shop  before  the  whistle  blows. 

Respectfully  submitted, 

SPECIAL  AGENT  NO  4. 

Approved  by — 

EDWARD  SMITH, 

Vice  Pres,  and  Gen.  Mgr. 

E.  S.  Co. 

The  report  below,  illustrates  how  the 
work  was  kept  in  hand  a  few  months  later . 

ATCHISON,  TOPEKA  &  SANTA  FE. 

Eastern  Grand  Division.  , 

Edward  Smith  Company,  Detroit,  Mich. 

Sirs: _ I  have  the  honor  to  submit  the  follow¬ 

ing  report  as  special  agent  for  the  week  ending 
Saturday,  February  15th,  1902: 

(At  Topeka,  Kansas.) 

On  Tuesday  evening,  the  11th  inst.,  I  called  at 

the  residence  of  Mr.  - ,  superintendent  of 

motive  power,  to  go  over  the  reports  on  the  ma¬ 
chinery  and  tools  I  requested  installed  in  these 

shoos.  Mr.  - -  said  he  would  get  the  tools 

just  as  quick  as  possible,  although  he  has  been 
putting  it  off  day  after  day,  which  I  reported  to 
Mr.  Kendrick.  The  man  is  continually  on  the 
move  and  you  can  never  find  him  here,  ine  as- 
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sistant  superintendent  of  motive  power  is  not  a 
capable  man  for  his  position;  he  does  not  under¬ 
stand  his  business  and  a  great  mistake  was  made 

in  his  appointment  through  Mr.  - ’s  influence. 

I  have  talked  with  Mr.  -  on  several  occasions 

and  must  confess  that  by  the  tone  of  his  actions, 
he  does  not  favor  us  being  on  the  road,  because 
we  are  unearthing  too  much  of  the  rottenness  to 
Chicago.  I  gave  him  to  understand  that  you  were 
employed  by  the  head  officials  of  the  company  to 
reform  the  department;  that  you  were  going  to  do 
if  no  matter  who  was  hit  by  the  icpor^,  cino  I 
would  report  everything  to  Mr.  Kendrick,  keeping 
nothing  back.  He  approached  me  in  a  sort  of  off¬ 
handed  manner  saying,  that  whatever  I  had  to 
report  concerning  affairs,  I  should  write  and  tell 
him  without  going  to  Mr.  Kendrick.  I  told  him 
I  was  a  representative  of  The  Edward  Smith 
Company,  which  held  me  under  contract  with  rules 
I  could  not  disobey;  that  our  company  was  held 
responsible  for  its  work  and  duty  by  the  officials 
in  Chicago,  and  that  therefore  I  could  not  en¬ 
tertain  his  offer,  as  he  had  nothing  to  do  with 
our  employment. 

The  boilermakers  who  went  out  on  strike  at  Al¬ 
buquerque  for  more  wages,  lost;  and  were  de¬ 
feated  by  your  plans,  when  you  sent  in  more  men 
to  fill  their  places.  The  strikers  have  all  pulled 
out  of  the  country  and  they  were  dead  sore  to 
think  that  other  union  men  would  slip  in  to  take 

their  places.  Mr.  - - - —  admitted  that  if  it  wasn’t 

for  your  prompt  action  in  taking  a  hand  in  this 
trouble  that  the  strike  would  have  spread  over 
the  entire  system  on  the  Coast  Lines.  He  told 
me  he  thought  you  could  not  get  the  men  there 
in  time  to  fill  their  places,  so  as  to  break  the 
strike. 

Mr.  A - ,  the  new  general  machine  shop  fore¬ 
man,  that  you  sent  on  to  take  — * - ’s  place  has 

so  far  made  a  wonderful  improvement  in  the 
shops.  He  has  increased  the  output  about  30  per 
cent  since  he  has  been  here.  He  placed  your 
system  in  the  shops  which  keeps  every  man  work¬ 
ing  now.  He  told  the  men  that  he  would  not 
stand  for  any  more  work-shirking  as  in  the  past; 
and  that  each  man  to  hold  his  job  had  to  per¬ 
form  his  work.  After  he  had  been  here  several 
days,  some  of  the  men  tried  to  kill  time,  as  was 
their  custom,  but  he  walked  up  to  them,  and  said 
if  they  did  that  again  he  would  fire  them  out  of 
the  shops.  He  went  to  work  and  set  all  the 
machines  and  told  each  man  just  how  much  work 
they  had  to  get  out  on  their  machines.  The  men 
are  learning  to  like  him  as  he  seems  to  be  a 
man  who  knows  how  to  manage  them.  The  big¬ 
gest  work-shirkers  are  now  afraid  to  look  around 
from  their  work  for  fear  of  him  firing  them.  It 
is  rumored  about  the  shops  that  about  four  gang 
foremen  for  locomotive  construction  in  the  back 
shops  will  soon  make  their  appearance  to  fill  the 
places  of  those  whom  you  will  relieve  for  gen¬ 
eral  incompetency.  These  bosses  are  coming  from 
Altoona,  Pa.,  from  off  the  Pennsylvania  Railroad. 
These,  no  doubt,  are  the  men  that  you  secured, 

as  Mr.  -  does  not  know  them,  and  he  told 

me  they  were  friends  of  Mr.  A - .  No.  13, 

who  is  a  bad  agitator,  is  to  quit  about  the  first 
of  the  month,  and  is  going  to  La  Junta  to  try 
to  get  work  there  on  the  system.  See  that  he  is 
kept  out  of  the  shops. 

Respectfully  submitted, 

special  agent  no.  15. 

Approved  by — 

EDWARD  SMITH, 

Vice  Pres,  and  Gen.  Mgr. 

E.  S.  Co. 

One  of  the  first  moves  made  toward  re¬ 
organization  by  the  company  was  to  force 
the  resignations  of  the  head  of  the  me¬ 
chanical  department  and  eight  master  me¬ 
chanics.  These  men  were  partially  respon¬ 
sible  for  the  chaotic  condition  of  the  shops. 
Next  the  immense  leakage  caused  by  the 
wanton  waste  of  materials  was  stopped. 

Where  bosses  had  used  the  high-priced 
mechanics  for  work  which  should  have 


been  done  by  apprentices  or  laborers,  and 
had  handicapped  the  men  with  poor  tools 
and  machinery,  they  were  now  properly  as¬ 
signed  to  work  and  given  every  mechanical 
facility  to  earn  their  wages. 

Where  the  only  opportunity  to  instruct 
men  in  the  handling  of  trains  under  the 
.control  of  air,  had  been  the  occasional 
nresence  of  the  International  Correspond¬ 
ence  School’s  instruction  car,  as  it  passed 
over  the  road,  a  proper  instruction  car  was 
rigged  up. 

Steel  locker  boxes,  under  lock  and  key,, 
were  distributed  along  the  system  for  the 
collection  of  scrap  brass.  In  four  months 
after  they  were  introduced,  13  tons  of  this 
material  were  collected.  All  brasses  were 
now  accounted  for.  This  put  a  stop  to  the 
enormous  brass  leakage. 

The  average  work  per  month  on  engine 
repairs  increased  30  per  cent  in  the  first 
month  of  the  reorganization.  This  great 
showing  was  due  in  part  to  a  classification 
system  including  everything  coming  under 
locomotive  work. 

Every  mechanic  was  strictly  warned 
against  drinking  and  loafing  and  given  to 
understand  that  to  earn  a  day’s  pay  he 
must  perform  a  day’s  work.  The  strictest 
discipline  was  enforced  in  all  departments. 

Apprentice  boys  were  given  an  oppor¬ 
tunity  to  learn  their  trade,  and  were  put  at 
machine  work,  where  high  priced  mechanics 
had  been  used. 

The  shop  machines  were  all  put  in  first- 
class  condition  and  the  work  was  so  dis¬ 
tributed  that  a  man  could  work  continually 
on  one  machine  without  changing.  His 
output  was  kept  on  a  sheet,  so  much  time 
ner  piece.  This  system  made  it  impossible 
for  a  man  to  shirk  or  loaf.  Ah  apprentice 
was  appointed  in  each  gang  to  keep  track 
of  the  parts  used  in  repairing,  and  to  see 
that  they  tallied  with  the  charge  made  to 
certain  machines.  This  prevented  the 
stripping  of  parts  from  other  locomotives 
and  the  charging  of  them  by  a  machine  op¬ 
erator  for  the  purpose  of  “killing  time.”  A 
man  caught  at  this  trick  was  given  60  days’ 
“lay  off.” 

Men  not  dressed  in  overalls  and  ready  for 
work  at  the  sound  of  the  whistle,  were 
docked  an  hour. 

It  was  made  unnecessarv  for  men  to 
leave  their  departments ;  a  runner  was  ap¬ 
pointed  to  fetch  tools  or  do  anything  nec- 
fOT  iJi'C  men’s  work. 


Santa  Fe  R.  R.,  Topeka  Shops,  Erecting  Department. 
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If  an  engine  was  not  repaired  on  time 
according  to  its  card,  it  was  a  very  easy 
matter  to  locate  the  responsible  party.  All 
that  was  necessary  to  do  was  to  run  through 
the  different  sheets  keeping  track  of  all  the 
work  in  detail. 

Scrap  littered  yards  were  all  cleaned  un 
and  all  good  material  sorted  and  worked 
over  again.  The  tons  of  steel  bolster.-^ 
which  had  been  condemned  were  found 
available,  and  put  to  use. 

“Dead”  and  disabled  locomotives,  too  far 
gone,  were  “scrapped,”  the  others  were  re¬ 
paired  and  put  in  serviceable  condition. 
Those  not  wanted  were  sold  to  foreign 
roads. and  netted  a  handsome  profit  for  the 
company. 

About  this  time,  Denver,  Col,  was  the 
scene  of  a  big  strike,  the  machinists’  union 
was  “out.”  Vice  President  Ireland  of  that 
union,  desirous  of  gaining  sympathy  and 
assistance,  wrote  to  the  Topeka  lodge,  re¬ 
questing  that  a  big  mass  meeting  be  held 
at  which  he  would  personally  attend. 

Previous  to  the  reorganization  of  the 
Santa  Fe  shops,  the  union,  meetings  had 
been  attended  by  the  members,  almost  to  a 
man.  When  Ireland  arrived,  all  confident, 
what  was  his  horror  to  find  but  20  out  of 
the  large  union  membership  present.  With 
considerable  agitation,  he  inquired  the 
meaning  of  such  a  reception  and  the  reason 
of  this  apathy. 

One  of  the  Santa  Fe  machinists  (there 
were  only  six  nresenti  then  told  him  the 
reason  for  the  lack  of  interest,  by  saying 
that  the  men  were  satisfied  with  their  treat¬ 
ment  by  the  company,  and  h'ad  no  griev¬ 
ances  whatsoever. 

After  five  months  of  this  regenerative 
process,  it  was  found  possible  to  handle  the 
regular  work  with  less  help,  and  on  the 
20th  of  February,  1902,  a  sweeping  reduc¬ 
tion  was  made.  Thirty  per  cent  of  the  help 
was  let  go,  and  all  overtime  and  night 
forces  discontinued.  No  trouble  was  ex¬ 
perienced  in  discharging  this  large  number 
of  men.  Passes  were  given  them,  so  that 
they  could  leave  the  sections.;  $10,910  per 
month  was  thus  trimmed  from  the  San 
Bernardino  shops’  pay  roll  alone,  and  the 
Albuquerque  shop,  third  in  size,  curtailed 
almost  as  great  an  amount.  All  of  the 
western  railroads  were  staggered  by  this 
startling  action  of  die  Santa  Fe  System. 

Wherever  possible,  the  company,  by 
threatening  to  remove  their  shops,  forced 


the  local  authorities  of  towns  to  remove 
the  saloons  from  the  vicinity  of  the  shops, 
thus  assuring  more  safety  to  traffic. 

Traveling  on  union  cards  became  a  thing 
of  the  past. 

About  this  time  a  locomotive  company 
which  had  a  large  contract  with  the  Santa 
Fe  for  the  furnishing  of  new  power,  com¬ 
menced  to  deliver  their  engines.  They  ap¬ 
peared  all  right  on  sight  and  the  manage¬ 
ment  passed  them.  The  Edward  Smith 
agents,  however,  refused  to  do  so;  the  lo¬ 
comotive  concern  was  forced  to  deliver 
work  constructed  up  to  the  standard  or  have 
it  returned. 

All  the  machinery  and  tools  for  the  new 
Topeka  shops,  then  under  construction, 
were  chosen  by  the  Edward  Smith  general 
foreman  in  charge. 

During  January,  1902,  union  agitators 
commenced  to  make  trouble  again.  They 
urged  the  boilermakers  of  the  Albuquerque 
shops  to  force  an  issue  with  the  ^company 
for  an  increase  of  wages.  The  demand  and 
threat  to  strike  was  made  during  the  fruit 
season,  a  time  when  traffic  should  run  with¬ 
out  a  hitch. 

The  general  superintendent  of  motive 
power,  apprehensive  of  the  dreadful  conse¬ 
quences  of  a  “tie  up”  at  this  time,  strongly 
advised  the  Chicago  management  to  con¬ 
cede  to  their  demands.  A  conference  was 
called  at  Chicago  at  which  Mr.  Edward 
Smith  was  present.  Here  again  the  gen¬ 
eral  superintendent  of  motive  power  ad¬ 
vised  a  conciliatory  policy  with  the  boiler¬ 
makers,  so  as  to  avoid  a  tie  up  of  the  en¬ 
tire  system.  Mr.  Smith,  however,  took  an 
entirely  different  view  of  the  situation.  The 
boilermakers  were  receiving  the  regular 
union  scale  of  wages  and  he  claimed  they 
were  acting  without  the  sanction  of  their 
grand  lodge.  He  volunteered  to  straighten 
the  matter  out,  promising  to  fill  the  places 
of  the  strikers  with  other  union  men  the 
moment  they  stepped  out.  The  third  vice 
president  of  the  system,  having  good  rea¬ 
sons  for  confiden'ce  in  his  ability,  ordered 
him  to  take  charge  of  the  situation. 

On  the  morning  that  the  striking  boiler¬ 
makers  walked  out,  as  they  had  threatened 
to  do,  they  were  dismayed  to  see  their  jobs 
immediately  taken  by  other  union  men.  The 
independent  action  left  the  strikers  power¬ 
less,  and  those  who  walked  out  were  never 
taken  back.  This  successful  manipulation 
put  an  end  to  what  threatened  to  become  a 
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diastrous  labor  war,  and  its  amicable  ad¬ 
justment  in  this  way  saved  the  company 
an  enormous  sum  in  increased  wages. 

When  the  work-shirkers  in  the  shops  had 
become  most  faithful  servants  and  the  agi¬ 
tators  of  unions  had  all  disappeared,  the 
labor  question  had  been  solved.  By  the 
following  June  the  entire  mechanical  de¬ 


partment  of  the  Santa  Fe  System  was  run¬ 
ning  like  clock  work,  and  all  evidences  of 
friction,  dissatisfaction,  irregularities  and 
extravagance  had  disappeared.  On  the  2nd 
of  June,  1902,  The  Edward  Smith  Company 
withdrew  their  special  agents  from  the  road, 
just  six  in  number,  leaving  the  management 
in  charge  of  a  road  in  splendid  condition. 


The  Chinese  Exclusion  Law 


BEING  A  DESCRIPTION  OF  THE  PROBABLE  EFFECT  OF  THIS  LAW  ON  AMER¬ 
ICAN  TRADE  WITH  CHINA,  AS  SEEN  FROM  A  CHINAMAN’S  POINT  OF  VIEW 


By  C.  C.  CHOPP 


President  Chinese  American  Trading  Company 


Ten  years  of  work  among  the  Chinese 
m  northern  Ohio  and  the  past  month 
spent  in  visiting  many  of  the  most  in¬ 
telligent  and  influential  Chinamen  on  the 
Pacific  coast  gives  me  a  very  fair  knowledge 
of  the  cause  of  the  existing  boycott  on 
American  goods  in  the  Orient,  and  the  pos¬ 
sible  way  to  destroy  it. 

When  the  people  of  this  country  adopted 
the  Declaration  of  Independence  in  the  year 
1775  they  had  in  mind  the  ten  command¬ 
ments  and  the  golden  rule,  and  there  was 
to  be  no  discrimination  shown  to  any  for¬ 
eigner  who  wished  to  enjoy  the  privileges 
of  our  free  country.  It  was  no  more  than 
natural  for  the  Chinaman  to  accept  the  ad¬ 
vantages  of  freedom  that  was  offered  him 
across  the  water  in  preference  to  the  cor¬ 
rupt  and  unjust  government  of  his  father- 
land.  They  came  to  this  country  just  as 
the  other  millions  of  im¬ 
migrants  did,  and  in  no 
larger  proportions;  ac¬ 
cording  to  statistics  they 
made  better  and  more  law 
abiding  citizens  than  the 
majority  of  our  aliens,  and 
in  the  building  up  of  our 
western  and  northwestern 
territory  the  Chinaman 
will  always  find  a  .space 
alloted  to  him  in  its  his¬ 
tory.  He  made  it  possible 
to  furnish  the  faithful  la¬ 
borer  to  the  builder  of 
that  vast  system  of  rail¬ 
roads  which  is  responsible 
for  the  prosperity  and  the 
success  of  this  vast  ter¬ 


ritory,  and  in  maily  cases  he  furnished  por¬ 
tions  of  the  capital  necessary  to  carry  on 
this  great  work.  After  spending  many 
years  assisting  in  the  development  of  this 
portion  of  our  country,  the  representatives 
of  this  very  territory  plan  and  carry  through 
a  law  that  reads :  “Chinamen !  regardless  of 
official  or  commercial  standing,  you  are 
hereby  prohibited  to  enter  or  trespass  on 
this  territory.” 

The  Chinamen  would  not  feel  the  effect 
of  this  law  one  bit  had  the  makers  of  this 
act  included  in  it  a  provision  to  stop  or  to 
regulate  the  immigration  of  other  foreign¬ 
ers,  but  in  showing  the  discrimination,  is 
where  they’ feel  they  have  been  hurt. 

Even  after  they  have  passed  the  law,  and 
each  year  since  1884,  they  have  drawn  the 
noose  tighter  and  tighter  until  now  it  is 
nigh  impossible  for  a  Chinaman  of  any 

standing  to  visit  our  coun¬ 
try  under  a  penalty  of  be¬ 
ing  maliciously  abused  by 
our  Chinese  inspectors. 

•  The  average  business 
man  in  our  country  does 
not  understand  nor  can  he 
appreciate  what  the  con¬ 
tinuance  of  such  a  law 
means  to  us  in  the  loss  of 
trade  alone.  The  law  not 
only  bars  a  Chinese  of  the 
exempt  class  to  enter,  but 
also  puts  many  obstacles 
in  the  way  for  a  local  Chi¬ 
nese  resident,  who  may  be 
a  merchant,  student  or  la¬ 
borer  wishing  to  visit  his 
country  wifli  a  privilege 
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to  return  after  the  specified  time  allowed 
by  law.  A  Chinaman  wishing  to  visit  his 
county  applies  to  the  Department  of  Com¬ 
merce  and  Labor  through  a  local  Chinese 
immigrant  inspector.  He  employs  an  at¬ 
torney-at-law  to  fill  out  the  blanks  pre¬ 
scribed  by  that  department,  and  has  three 
citizens  of  the  United  States  sign  affidavits 
affirming  the  declaration  that  the  Chimman 
has  made  therein.  The  passport  gives  a 
very  complete  description  of  the  Chinese, 
with  two  photographs  attached,  one  front 
and  one  side  view,  it  also  gives  a  list  of  his  ' 
assets  and  reason  for  his  departure.  This 
passport  is  submitted  to  the  inspector  in 
charge  and  a  thorough  investigation  takes 
place.  After  the  investigation,  it  is  neces¬ 
sary  for  the  Chinaman  to  wait  30  days  be¬ 
fore  he  can  sail. 

It  would  seem  to  the  average  observer 
that  with  such  a  document  even  the  most 
noted  criminal  from  any  other  foreign  land 
could  gain  admittance  to  our  country.  But 
in  the  case  of  a  Chinaman  it  is  not  so,  he 
must  be  stopped  at  the  port  of  entry  and 
examined  by  a  doctor  who  in  many  cases 
does  not  even  recognize  sexes.  The  men 
and  women  are  made  to  undergo  an  exami¬ 
nation  in  the  same  room  at  the  same  time. 
The  effect  of  such  inhuman  treatment  has 
sent  some  Chinese  women  to  the  mad  house 
and  some  suffer  from  nervous  prostration 
for  many  years.  The  next  step  is  to  exam¬ 
ine  the  passport.  The  Chinaman  is  ques¬ 
tioned  until  he  is  blue  in  the  face,  and  not 
only  that,  the  inspector  in  charge  at  the 
port  of  entry  wires  to  the  inspector  who 
is  in  charge  at  the  city  where  the  Chinaman 
claims  residence,  and  he  in  turn  calls  into 
his  office  the  signers  of  the  affidavits  which 
are  attached  to  the  passport.  Should  the 
testimony  differ  just  a  trifle  the  Chinaman 
in  question  is  a  subject  for  deportation.  In 
many  cases,  he  is  not  given  the  privilege 
to  communicate  with  his  friends  to  notify 
them  of  his  misfortunes.  Even  did  they 
know,  they  are  denied  the  privilege  to  con¬ 
verse  with  him  or  to  offer  him  any  neces¬ 
saries  or  comforts.  I  know  a  case  of  a 
Chinese  merchant  in  Seattle,  whose  place 
of  business  was  closed  for  several  hours 
by  a  Chinese  inspector  to  facilitate  a  raid 
on  the  home  of  this  merchant,  believing  that 
a  Chinese  without  a  passport  was  in  hiding, 
and  after  breaking  into  several  doors  and 
doing  some  several  hundred  dollars  worth 


of  damage,  cursed  the  merchant.  In  the 
case  of  a  Chinese  merchant  in  this,  country 
wishing  to  travel  from,  say,  San  Francisco 
to  New  York,  he  may  be  held  up  by  20  or 
more  inspectors  en  route  and  put  through 
an  examination  by  each  one,  and  most  of 
these  fellows  are  anything  but  civil.  Such 
treatment  as  I  refer  to  in  the  above  has 
created  the  bitter  feeling  in  the  Chinese 
for  the  American,  and  they  have  tried  every 
known  way  to  modify  this  law  without  any 
promise  of  relief,  and  their  last  resort  was 
to  boycott  American  goods.  They  could 
not  have  selected  a  better  time;  within  the 
last  year  many  of  our  manufacturers  have 
been  interested  in  the  awakening  of  the 
Japanese  empire  and  argued  that  it  is  only 
a  question  of  a  short  time  when  the  Chinese 
would  wake  up  from  their  peaceful  slumber. 
They  also  realize  what  it  means  to  supply 
over  500,000,000  people  with  supplies,  and 
they  realize  how  many  advantages  we  have 
over  other  nations,  and  they  know  that  the 
Chinese  have  implicit  confidence  in  the 
American  manufacturer. 

How  can  we  expect  to  have  our  American 
representatives  treated  with  every  courtesy 
and  expect  the  Chinese  to  buy  our  goods  in 
preference  to  those  of  England,  Germany 
and  France,  when  the  three  latter  countries 
have  spent  years  in  building  up  pleasant  re¬ 
lations  with  them  and  allowed  them  all  the 
privileges  the)'^  allow  any  other  subject. 

If  we  expect  to  get  our  share  of  the  bil¬ 
lions  of  dollars  of  trade  which  will  be  open 
for  competition  we  must  first  of  all  stop 
this  unjust  and  malicious  treatment  by  our 
Chinese  inspectors,  next  every  business  man 
interested  in  the  welfare  of  his  future  must 
join  in  a  concerted  movement  to  destroy 
this  trade  destroying  monster.  Open  the 
doors  wide  to  the  Chinaman;  at  the  same 
time  plan  to  accept  the  'advantages  that  are 
open  to  you  in  their  country.  We  may  have 
a  good  many  Chinese  take  advantage  of  this 
new  law,  but  with  the  awakening  of  China, 
with  the  opening  of  her  vast  resources  the 
building  of  the  proposed  railroads,  the  im¬ 
migrating  of  the  Chinese  to  this  country 
would  soon  regulate  itself.  China  supplied 
with  modern  machinery  and  equipments 
would  offer  the  Chinese  home  employment 
which  would  be  much  more  preferable  to 
•  them  and  thereby  reduce  the  immigration 
to  a  minimum. 


Rk 

J.i; 

.in  i  JK  JH 

PART  II 


DEPRECIATION, 

OR  illustration  we  will  say  that  the 
company  owns  10,000  acres  of  coal 
land,  at  a  cost  of  $20,000,  and  at  the 
time  the  mine  is  put  on  an  operating  basis, 
it  is  estimated  that  at  the  end  of  the  first 
year’s  run  1,000  acres  will  have  been  work¬ 
ed  out;  $166.66,  or  1/12  of  $2,000,  cost  of 
estimated  acreage  worked  out  month  of 

. should  be  charged  to  sinking 

fund  instalment  and  credited  to  accrued 
sinking  fund. 

We  will  say  that  the  total  cost  of  im¬ 
provements,  etc.,  charged  to  capital  ac¬ 
counts  (cost  of  property)  is  $600,000; 
$5,000,  or  1/12  of  1/10  of  $600,000,  should 
be  charged  to  sinking  fund  instalment  and 
credited  to  accrued  sinking  fund,  to  wipe 
out  one  month’s  proportion  of  cost  of  prop¬ 
erty,  estimated  to  be  worthless  at  the  end 
of  ten  years.  As  additional  improvements 
are  made  and  charged  to  cost  of  property, 
the  proportion  to  be  charged  out  each 
month  would,  of  course,  be  increased. 

Some  mine  operators  prefer  crediting 
accrued  sinking  fund,  and  charging  sink¬ 
ing  fund  instalment  on  a  basis  of  number 


of  tens  mined,  but  in  my  opinion  this  is 
not  as  safe  a  method  as  the  former. 

Form  32  represents  exhibit,  showing  in¬ 
come  account,  current  assets  and  liabilities, 
general  accounts,  capital  stock,  deferred  ac¬ 
counts  and  detail  of  additional  capital 
charges.  This  information  is,  of  course, 
gotten  from  totals  posted  to  general  books. 
It  also  exhibits  surplus  applicable  to  divi¬ 
dends. 

Inventory  of  material  and  supplies  and 
company  property  is  taken  once  a  year  bv 
the  coal  company  and  semi-annually  by  the 
Pacific  Store  Company. 

For  Pacific  Store  Co.  coupons  remitted 
to  auditor’s  office  for  credit  of  store,  cou¬ 
pon  account  is  debited  and  Pacific  Store 
Co.  credited. 

Cash,  coupon  and  charge  sales  are 
charged  to  Pacific  Store  Co.,  and  credited 
to  merchandise  sold.  Cash  reported  each 
month  as  being  received  by  treasurer  is 
charged  to  treasurer  and  credited  to  Pa¬ 
cific  Store  Co.  The  above  entries  are  made 
by  abstract  journal  entry  at  the  end  of  each 
month. 

Merchandise  purchased  is  charged  to 
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merchandise  from  abstract  of  vouchers, 
and  at  the  end  of  each  month  merchandise 
bought  is  charged  and  vouchers  credited ; 
when  vouchers  are  paid  this  account  is 
charged  and  treasurer  credited. 

Credit  sales  at  store  are  kept  by  using  a 
separate  book  for  each  customer.  Credit 
sales,  however,  should  only  be  made  to 
Pacific  Store  Co.  and  mine  office  employes, 
or  any  other  officials  to  whom  it  may  not 
be  advisable  to  issue  coupons. 

The  pay  roll  used  at  the  Pacific  Store 
Company  is  arranged  in  the  usual  manner, 
made  up  at  the  auditor’s  office  and  paid  by 
checks  by  the  treasurer,  entries  for  which 
are  made  on  store  books  in  a  similar  man¬ 
ner  as  coal  company’s  pay  roll  is  handled 
on  coal  company  books. 

Amount  of  store’s  monthly  gross  earn¬ 
ings  are  estimated  by  using  the  same  per 
cent  of  gross  earnings  for  each  previous 
six  months,  and  at  the  end  of  each  six 
months  an  abstract  journal  entry  is  made, 
debiting  merchandise  sales  and  crediting 
earnings. 

Depreciation  of  store  fixtures,  etc.,  is 

debited  each  month  with  1/12  of  10  per 

« 

cent  and  credited  to  depreciation  fund. 

New  coupon  books  and  stationery  bought 
are  charged  to  stationery  stock,  and  gen¬ 
eral  expense  charged  with  cost  of  books 
sold  each  month,  and  with  proportion  of 
stationery  used,  and  stationery  stock  is 
credited. 

Form  No.  33  represents  Pacific  Store 
Co.’s  exhibit,  showing  income  account,  gen¬ 
eral  profit  and  loss  account  for  month  and 
year  to  date,  current  assets  and  liabilities, 
general  accounts,  capi¬ 
tal  stock  and  deferred 
accounts. 

In  some  instances  it 
is  advisable  for  a  coal 
company  to  carry  its 
own  fire  insurance, 
which  is  handled  by 
charging  a  liberal  pro¬ 
portion  to  operating  ex¬ 
penses  monthly  until  a 
fire  insurance  fund  is 
created,  after  which  the 
proportion  charged  out 
each  month  may  be  ma¬ 
terially  decreased. 

Handling  fire  insurance 
in  this  manner,  how¬ 
ever  is  generally  gov¬ 


erned  according  to  circumstances  and  condi¬ 
tions.  Some  companies’  property  being 
scattered  over  large  area  makes  this  plan 
more  safe  and  desirable  than  where  the 
plants  and  buildings  are  more  condensed. 

Following  herewith  is  list  of  various  ac¬ 
counts  used  in  the  foregoing,  classified. 

CLASSIFICATION  OF  CAPITAL  ACCOUNTS 

(Which  are  merged  into  “Cost  of  Prop¬ 
erty.”) 

Lands — Cost  of  lands,  including  purchase  . 
price,  services  and  expenses  of  attorneys, 
and  others  examining  and  perfecting  title; 
recorder’s  fees,  wages  and  expenses  of 
engineers  and  staff  making  surveys,  and 
other  incidental  expenses-. 

Wages  (except  those  of  general  officers) 
and  expenses  of  all  parties  engaged  in  ex¬ 
ploring  and  reconnoitering  specific  tracts, 
before  and  after  acquiring  same. 

Wages  and  expenses,  including  camp 
equipage  of  all  parties  engaged  in  prelim¬ 
inary  prospecting  before  actual  develop¬ 
ment  begins:  (General  prospecting  for  a 
somewhat  indefinite  purpose  and  primarily 
to  protect  the  company’s  interests  and 
franchises,  is  charged  to  income.) 

Mine  Development — Labor  and  material, 
including  freight  charges  thereon,  used  in 
connection  with  opening  of  a  new  mine 
not  chargeable  to  accounts  hereafter  enum¬ 
erated.  Record  of  the  amount  expended 
to  be  kept  under  various  subdivisions,  such 
as  engineering,  teaming,  general  grading, 
temporary  outside  buildings,  temporary 
trestles,  main  entry,  air  courses,  entries, 
rooms,  cross  cuts,  timber  and  props,  tools, 
tents  and  sundry  material ;  office  expense, 

including  salaries,  sta¬ 
tionery,  etc.,  general  in¬ 
cidentals,  etc.  Judg¬ 
ment  should  be  used  by 
mine  superintendent  in 
not  charging  this  ac¬ 
count  with  items  which 
may  more  properly  be¬ 
long  in  other  general 
accounts. 

(When  the  mine  is 
put  on  an  operating 
basis,  an  inventory 
should  be  taken  of  the 
material  and  supplies 
on  hand,  and  material 
and  supply  account 
charged  and  mine  de¬ 
velopment  credited.) 


Main  Entry  to  Mine,  12  ft.  wide  by 
7  ft.  high. 


Bituminous  Coal  Mining  Camp,  Showing  Power  House,  Tipple,  Crusher  Building  and  Town. 


Any  earnings  from  sale  of  mine  products 
prior  to  time  mine  goes,  on  operating  basis 
should  be  credited  to  mine  development. 

A  side  record  is  kept  in  detail  at  auditor’s 
office  showing  material  and  labor  expended 
on  each  building  or  improvement  at  the 
mines. 

Tramways^  Chutes  and  Trestles — (In¬ 
cluding  scales,  tipples,  screens,  etc.)  — 
Labor  and  material,  including  freight 
charges  thereon,  connected  with  building 
or  erection  of  above,  and  expense  (whether 
contract  or  day  labor)  of  grading,  excavat¬ 
ing,  laying  foundations,  false  work,  etc., 
relating  to  fixed  and  permanent  structures, 
and  tools  consumed  in  the  work. 

(Labor  and  material  for  temporary  pur¬ 
poses  only,  before  mine  is  on  an  operating 
basis,  chargeable  to  mine  development.) 

,  Buildings — Labor  and  material,  including 
freight  charges  thereon  used  in  erection  of 
all  buildings,  such  as  store  building,  power 
house,  boarding  house,  crusher  house,  slack 
bins,  office  buildings  and  all  other  mine 
buildings  of  permanent  character,  includ¬ 
ing  grading  and  excavating  for  founda¬ 
tions,  etc.,  also  tools  and  supplies  consumed 
in  the  work. 

(Temporary  buildings  or  tents,  which 


will  disappear  before  mine  goes  on  operat¬ 
ing  basis,  chargeable  to  mine  development.) 

Power  and  Machinery — Cost  of  steam 
plant  and  electrical  equipment,  including 
boilers,  engines,  fans,  pumps,  crushers,  con¬ 
veyors,  elevators,  beltine,  electric  locomo¬ 
tives,  electric  lines,  hoists,  dynamos,  cables, 
water  lines,  steam  lines,  etc.,  in  and 
around  mine,  including  freight  charges  on 
all  material  used,  foundations  for  and  cost 
of  installation. 

First  cost  of  horses,  mules,  harness,  shop 
tools,  etc. 

Cars  and  Tracks — Labor  and  material, 
including  freight  charges  thereon,  used  in 
building  mine  cars,  coke  oven  larry  cart,, 
etc.,  cost  of  rails,  splices,  bolts,  etc.,  in¬ 
cluding  steel  and  wooden  ties,  switches, 
etc.,  for  tracks  in  and  out  of  mines,  grad¬ 
ing  and  laying  tracks,  and  tools  consumed 
in  the  work. 

(After  mine  is  on  ooerating  basis,  ma¬ 
terial  and  labor  for  renewals,  repairs  and 
extensions  charged  to  expenses.) 

Coke  Ovens — Labor  and  material,  includ¬ 
ing  freight  charges  thereon,  used  in  the 
erection  of  all  coke  ovens,  including  ex¬ 
pense  (whether  day  labor  or  contract)  of 
grading,  excavating  and  filling  in  and 
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around  coke  ovens;  also  tools  and  supplies 
consumed  in  the  work. 

CLASSIFICATION  OF  OPEN  ACCOUNTS. 

Material  and  Supply  Account — This  ac¬ 
count  represents  the  amount  of  material  and 
supplies  which  are  carried  in  stock,  such 
as  lumber,  props,  ties,  rails,  car  wheels, 
rollers,  oils,  brattice  cloth,  hay,  grain  and 
all  kinds  of  sundry  material. 

Debits  to  this  account  are  from  vouchers 
and  pay  rolls  coverinjy  cost  of  material,  in¬ 


tables,  chairs,  cooking  utensils,  linen,  etc., 
beds,  springs,  mattresses  and  bedding,  and 
other  miscellaneous  equipment  necessary  to 
put  a  boarding  and  rooming  house  in  work¬ 
ing  condition. 

After  this  is  accomplished,  running  re¬ 
pairs  and  expenses,  as  well  as  certain  per¬ 
centage  account  depreciation  of  fixtures  arc 
charged  to  boarding  house  expenditures. 

Boarding  BIouse  Expenditures— Cost  of 
provisions,  cooking  utensils,  bedding,  etc., 


ROCKY  MOUNTAINS  COAL  AND  COKE  CO. 


No 


REQUISITION  FOR  EXTRAORDINARY  EXPENSES 

All  extraordinary  repairs  or  renewals  chargeable  to  expenses,  must  be  authorized  on  this  blank  before 
work  is  commenced  unless  absolutely  necessary  to  keep  plant  running,  in  which  case  make  up  this  blank; 
at  once.  To  be  made  in  triplicate. 


1.  Title  of  work 

2.  General  description 

4.  Repairs  or  renewals 

5.  Necessity  for  same. 

6.  Estimate  of  cost  per  detail,  attached  :  Labor  $ 

7.  Work  should  be  commenced 

8;  Length  of  time  required  to  complete  work 
9.  To  be  charged  to  account  No. 

Correct:  Correct; 


Material  $  Total  $ 


Approved; 


Mine  Superintendent 


Gen' I  Superintendent 


Gen' I  Miinager 


MEMORANDUM  SHOWING  AMOUNT  CHARGED  MONTHLY 


Months 

Labor 

Material 

Total 

Months 

Labor 

Material 

Total 

• 

• 

• 

Date  Work  Commenced . 190...  Date  Completed 


Applications  to  be  transmitted  as  follows; 

1.  Original,  Duplicate  and  Triplicate  to  General  Manager  for  approval. 

2.  Original  to  Mine  Superintendent  and  Duplicate  to  Auditor. 

3.  Original  to  Auditor  when  work  is  completed  to  be  checked  and  returned  to 
through  General  Manager. 

Form  XX. 


Mine  Superintendent 


eluding  freight  charges  and  cost  of  handl¬ 
ing,  etc. 

Credits  are  from  charges  to  operating 
expenses,  capital  expenditures  and  individ¬ 
uals  and  companies  account. 

Engineering  Property — Cost  of  transits, 
levels,  level  rods,  barometers,  compasses, 
tapes,  drafting  instruments,  etc. 

(Engineers  furnish  their  own  equipment 
unless  general  manager  authorizes  differ¬ 
ently.) 

Boarding  House  Fixtures — First  cost, 
including  freight  charges  on  ranges,  stoves. 


purchased  to  replace  those  consumed;  also 
repairs  to  fixtures,  etc.  Wages  of  mana¬ 
gers,  cooks,  waiters,  janitors  and  laundry 
expenses,  etc.  Percentage  on  account  of 
depreciation  of  fixtures  to  be  charged  to 
this  account. 

Boarding  House  Receipts — This  account 
credited  with  receipts  for  board  furnished 
employes  and  collected  on  pay  rolls ;  also 
meals  furnished  transients  and  collected 
for  in  cash  and  accounted  for  by  the  mine 
superintendent. 

At  the  end  of  each  month  free  meals 
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furnished  officials  are  charjred  to  Mine  Ex¬ 
penses,  from  M.  &  S.  Report,  Form  13,'  and 
a  list  ot  such  board  made  up  at  mine  of¬ 
fice  and  sent  to  auditor’s  office,  where  an 
entry  is  made  on  statement  of  M.  &  S. 
account,  Form  25,  charging  M.  &  S.  and 
crediting  Boarding  House  Receipts. 

Earnings:  (Coal  and  Coke) — This  ac¬ 
count  is  charged  with  various  refunds  on 
account  of  overcharges  in  price  of  coal  and 
coke  shipped ;  also  expenses  of  delivering 
by  team,  coal  sold  locally,  at  the  mines  and 
credited  with  amount  of  sales,  from  totals 


all  charges  to  employes  of  the  company 
and  bills  collectible  against  others. 

Animals  Killed  and  Sold — The  first 
cost  of  horses  and  mules  purchased  for  mine 
use  is  charged  to  Power  and  Machinery. 
After  a  mine  is  equipped,  when  an  animal 
is  killed,  the  value  of  same  is  charged  to 
“hauling”  or  whatever  service  the  animal 
was  then  engaged  in,  and  “Animals  Killed 
and  Sold”  account  is  credited.  When  an¬ 
other  animal  is  purchased  to  replace  the 
dead  one,  charge  “Animals  Killed  and 
Sold.”  When  an  animal  is  sold  the  amount 


Coke  Ovens,  Showing  Loaded  Larry  Car  Charging  an  Oven. 


of  shipping  reports,  at  the  end  of  each 
month.  See  Form  14. 

Rents — This  account  is  charged  with  the 
expense  of  repairing  tenant’s  houses  and 
fences  around  same;  also  cleaning  wells 
and  vaults  belonging  to  tenant  houses,  san¬ 
itary  work,  etc. 

Individuals  and  Companies — Charge  this 
account  from  vouchers,  pay  rolls,  material 
and  supply  report,  etc.,  with  amount  due 
frcun  individuals  and  companies  for  labor 
performed,  such  as  smithing,  etc.,  and  ma¬ 
terial  furnished,  fuel  house  rent,  ground 
rent,  board,  hospital,  insurance,  etc.,  de¬ 
ductions  to  be  made  on  pay  rolls  covering 


realized  from  the  sale  is  entered  to  credit 
of  “Animals  Killed  and  Sold”  on  Form  17, 
showing  how  payment  is  made  by  referring 
to  “Bill  Collectible  Against  Mine  Superin¬ 
tendent  for  Cash  Collections”  and  charge 
the  difference  between  the  average  value 
per  animal  and  selling  price  to  mine  ex¬ 
penses  (account  No.  2  Hauling,  Loss  of 
Animals — see  illustration  Form  17.) 

Abstract  journal  entry  is  made  in  audi¬ 
tor’s  office,  charging  mine  expenses  and 
crediting  “Animals  Killed  and  Sold,”  witn 
amounts  shown  on  Form  17. 

CLASSIFICATION  OF  INCOME  ACCOUNTS. 

Insurance — Amounts  paid  as  premiums 
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for  fire  and  boiler  insurance.  (All  policies 
made  payable  to  trustee  of  mortgages.) 

When  insured  property  is  destroyed  by 
fire  or  explosion,  bills  are  made  against 
insurance  companies,  and  “Property  De¬ 
stroyed”  account  credited.  Losses,  if  any, 
in  excess  of  insurance  moneys  recovered 
charged  to  expenses. 

When  property  is  rebuilt  or  restored,  the 
“Property  Destroyed”  account  is  charged. 
(Amount  paid  out  for  premiums  is  charged 
by  auditor,  proportionately,  throughout  the 
year.) 

Taxes — State,  county,  municipal,  fran¬ 
chise,  or  other  taxes  on  property  of  the 
company;  amount  is  charged  by  auditor, 
proportionately,  throughout  the  year. 

Personal  Injury  Claims — Estimated 
amount  required  to  cover  settlements  for 
personal  injuries  and  deaths,  including  ser¬ 
vices  of  attorneys;  court  fees,  etc.,  charged 
monthly  by  auditor,  and  “Personal  Injury 


Fund”  credited.  When  settlements  are 
made,  the  last  named  account  is  charged. 

Prospecting — Wages  and  expenses  of 
sundry  parties  engaged  in  a  general  way  in 
exploring,  conserving  and  protecting  the 
property  and  interests  of  the  company,  in¬ 
cluding  analyses  and  tests. 

(Specific  prospecting  of  a  certain  tract 
with  probable  intention  of  acquiring  same  is 
charged  to  “Lands”  when  purchased.) 

CLASSIFICATION  OF  ACCOUNTS  AND  DETAIL  OF 
CHARGES  TO  SAME. 

OPERATING  ACCOUNTS — COAL  MINES. 

No.  1,  Expense  of  Mining. — Expense  of 
mining  coal  and  loading  it  into  mine  cars, 
both  contract  and  day  labor. 

Time  of  men  picking  up  coal  along  tracks, 
running  man  trip,  ladders,  and  boxes  used, 
etc. 

Expense  of  mining  coal  by  machines  in 
rooms,  both  contract  and  day  labor. 

Principal  charges  are :  Cost  of  running 
mining  machines,  drilling,  blasting,  and 
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loading  coal,  a  proper  proportion  of  power 
house  expenses,  cost  of  sharpening  machine 
cutters,  oil  and  waste  used  on  machines, 
machine  bits  and  other  small  supplies  used 
on  machines ;  expense  of  moving  machines 
from  one  room  to  another,  running  man 
trip,  ladders  and  boxes  used,  etc. 

Repairs  and  renewals  of  different  parts 
of  the  mining  machines  proper,  charge  to 
“Repairs  to  Machinery”  account.  No.  14. 

Wages  of  inspectors,  checkmen,  shot 
brers  and  proportion  of  wages  of  wiremen, 
wood  pulp,  and  earth  tamping,  wire  and 
other  sundry  supplies  used  in  repairing  and 
extending  shooting  lines. 

No.  2,  Hauling — Cost  of  hauling  coal 
from  inside  of  mines  to  chutes.  Wages  of 
stablemen,  drivers,  couplers,  spragers, 
rope-riders,  hoistmen  and  locomotive  men, 
rolleimen,  greasers,  proportion  of  powei 
house  expenses,  including  wages  of  engi¬ 
neers  and  firemen.  Shoeing  horses,  repair¬ 
ing  harness,  clearing  wrecks,  cleaning  haul¬ 


age  tracks,  repairing  haulage  entries,  mine 
signals,  etc.  Cost  of  feed,  medicine,  veter¬ 
inary  services  for  horses  and  mules,  also 
shoes  and  nails ;  oil  and  waste  used  for 
mine  cars  and  haulage  system,  rollers, 
sprags,  etc. 

When  an  animal  is  killed  or  dies  while 
thus  employed,  the  value  of  same  is  charged 
to  “Hauling.” 

Proportion  of  wages  of  outside  foreman 
and  wages  of  weighman,  top-man,  dumpers, 
couplers. 

No.  3,  Loading — Proportion  of  wages 
outside  foreman,  loaders,  trimmers,  slate 
pickers  and  car  droppers.  Cleaning  screens 
and  scales,  proportion  of  expenses  running 
elevators,  crushers  and  screens,  including 
proportion  of  wages  of  crusher  engineer, 
and  power  house  expenses.  Making  dummy 
doors,  repairing  railroad  cars  damaged  by 
our  employes,  unloading  dust,  cleaning 
yard,  shoveling  snow,  etc.  Supplies  for  car 
doors,  shovels,  nails,  oil,  waste,  etc. 


,  s- 

Record  oj  Dflily  Opercifioi^s  cri 

OCKY  MoUNTAU 

r  c 

'I  Coal 

oKe  Ovei)S 

IxJ  CoKEi  Co. 

. 

1^0 

ar\c 

Hi 

ie 

a 

Cot\e  Loaded 

Mer)  E:r\ 

:lo> 

ed 

Uvetis  Pulle 

cind  oei£\> 

c)Chor6€d 

ed/ 

Coi\e  Loaded 

Met)  trvployed 

o 

w 

c 

c 

« 

"a 

Q. 

c 

5 

c 

o 

*  • 

.  » 

s 

u 

c 

c 

O 

\ 

h 

c 

a 

o 

< 

c 

o 

c 

< 

-o 

> 

£ 

O 

o 

> 

o 

d 

I 

< 

A 

-0 

o- 

-  L 

1 

t  u 

(  ^ 

*  o 

“O 

<3 

0 

O 

“O 

n 

o_ 

wD 

O 

T) 

V 

T) 

c 

o 

-1 

re 

r; 

G. 

r 

o 

a 

a: 

■o 

tn 

■o 

•0 

J 

oi 

c 

c 

a 

a 

u 

V 

C, 

■*o 

c 

a. 

1- 

J) 

■T3‘ 

it 

1 

-2 

•c 

O' 

u 

(/) 

3 

o 

T> 

h 

a 

O 

\J 

a 

0 

■o 

'h 

1 

c 

ic 

a> 

u 

\j 

if) 

fit 

0 

u. 

c 

'1 

c 

Chf 

<V 

I 

t 

e 

1 

0 

■L 

(U 

W 

I 

T) 

c 

1 

O 

1 

c 

Q 

o 

yj 

■0 

o 

c 

p 

c 

V 

( 

> 

L 

1. 

■G 

-J 

V 

■P 

g: 

c 

c 

c 

-o 

c 

o 

c 

> 

o 

a: 

L 

£ 

e 

-a 

k 

c 

cy 

CT 

I 

d 

u 

cv 

e 

o 

L 

<v 

3 

a 

<u 

c 

V 

■D 

C 

o 

-4 

o 

c 

fT 

u 

O 

Ll 

y' 

C. 

>■ 

O 

a 

Z 

C 

■  S 

X 

o 

✓V 

o 

1. 

0 

n 

G 

-4 

G 

f- 

0 

h 

T7 

G 

U 

T> 

C 

«3 

«« 

a 

a 

c 

cw 

>■ 

O 

o 

c 

7^ 

4- 

o 

c 

0 

\ 

rJ 

4- 

r 

p 

o 

V/ 

< 

1 

c 

< 

■o 

0/ 

> 

'S. 

cx 

y\ 

c 

O 

o 

0 

4- 

C 

3 

O 

v> 

(j 

< 

-o 

CJ 

O- 

L 

'  a 

U 

n 

o 

-o 

c 

o 

-J 

a/ 

O 

u 

-o 

n- 

£_ 

•V 

x: 

o 

u 

■o 

■o 

r; 

O 

J 

> 

c 

G 

U 

cr 

-o 

TJ 

.a 

0 

-a 

c- 

'c 

fj 

u 

k/ 

(/) 

“O 

Ctl 

d 

y\ 

■  c. 

a 

'V 

tf) 

■D 

f 

.’c 

cu 

(T) 

a 

0 

•o 

<v 

d 

4- 

'O 

o 

L/ 

a 

O 

*o 

c 

y> 
O 
c 
.  - 

c 

e 

CJ 

tO 

■c 

<V| 

1. 

2 

c 

1 

£. 

■o 

(J 

J 

■rt 

L. 

CM 

D. 

O 

X 

G 

o 

t 

CU 

XI 

I 

C 

G 

c 

o 

c 

X 

c 

♦- 

cr 

.G 

O 

ro 

o 

c 

> 

c 

•V 

? 

■c 

if 

1 

+- 

c 

DC 

G 

a> 

yj 

L. 

ry 

T> 

C 

u 

<y 

c 

V 

Q 

DC 

N 

t 

<ii 

'C. 

o 

i- 

Q 

G 

u 

c 

1 

'<3 

a 

t 

fy 

G 

o 

a 

0. 

y\ 

L 

0/ 

TD 

6 

-4 

Ol 

< 

1? 

1 

y\ 

c 

fy 

> 

O 

fy 

z 

c 

ty 

a 

ty 

r 

yt 

c 

o 

G 

•r 

. 

t 

cu 

u 

o 

XJ 

G 

-J 

G 

♦- 

O 

P- 

a 

c 

o 

h 

L 

1- 

G 

Kj 

rs 

C 

o 

K 

'L 

G 

C 

o 

h- 

fit 

rz 

a 

/• 

£ 

O 

f- 

y\ 

G 

O 

C 

o 

1- 

L. 

G 

c 

o 

h 

1 

1 

z 

1 

3 

3 

1. 

1 

5 

<1 

5 

Form  XXIII. 


F^OCKY  M  OU NTAI  N  Co AL  So  C OKEi  Co  AbsTroct  oJ' Voi3cher6jDrTT)e  r\6i^T^  iCjo 

GeijeralEocpeyjes 

Ooardi'nO 

ar)d 

OunK  House 

V013d}er 

No. 

Rivor 

F 

CN 

P 

O 

< 

L 

Ck/ 

✓> 

c 

“O 
'  ^ 

Q. 

-o 

— 

C  — 
—  C- 

^  c. 

z 

✓> 

y\ 

^  O' 
O'  <j 

17 

ILJ 

*y 

✓» 

ey 

V  7*. 

'-#aj 

fif-= 

Oj? 

O 

o; 

O- 

»< 

lU 

$ 

-4 

CN 

fj 

cc 

•  o 

<y  4_ 

oo 

o.— 

G 

✓» 

^  c- 
a« 

r>_ 

*-iU 

a» 

ei 

<k/ 

O 

•ri 

fj 

fit  «/> 

^  c- 

o 

o  >< 

lJJ 

c^ 

'CN 

L. 

lLI 

CA 

dJ 

(T 

q4 

O' 

Z 

-o 

'2-0 
yt  — 

<  o 

a 

-*  -13 

^  a 

j. 

u/ 

Q. 

73 

CN 

G 

O 

•5. 

V 

fj 

Q> 

cr 

-o 

CN 

o; 

/. 

al 

«/) 

L. 

'll 

-o 

o 

J 

.CNci; 

t-o 

G  CN 

"0 
CNvO 
G  )£. 

7- 

<7" 

?  c 

✓) 

-07- 

cr- 

C2 

5 

Q 

•O 

L) 

(J 
■  ar 
o 

V-/ 

Form  XXIV. 


644 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


No.  4,  Repairs  to  Mine  Cars — Material 
and  labor  for  repairing  mine  cars  and  build¬ 
ing  new  cars  to  replace  worn  out,  or  de¬ 
stroyed  cars. 

No.  5,  Repairs  to  Mine  Tracks — Mate¬ 
rial  and  labor  for  repairing  and  moving 
mine  tracks,  including  ties,  rails,  and  fit¬ 
tings. 

No.  6,  Electric  Light  System — Propor¬ 
tion  of  power  house  expenses,  material  and 
, labor,  in  repairing  inside  wiring  in  build¬ 
ings,  and  renewing  burned  out  lamps. 

No.  7,  Entry  Driving — Amount  paid  for 
yardage  driving  entries,  air  ways,  cross¬ 
cuts,  etc.,  including  yardage  for  straight 
coal,  yardage  for  mixed  coal  and  rock,  and 
for  straight  rock  entries;  also  allowances 


Material  and  labor  used  in  watering  and 
draining  mines,  including  oil,  waste,  etc. 

Wages  of  pumpmen,  watermen,  pipemen, 
etc.,  pumping  water  in  and  out  of  mine, 
making  ditches  and  sumps.  Proportion  of 
power  house  expenses,  including  wages  of  . 
engineers  and  firemen. 

No.  11,  Timber  and  Props — Labor 
charged  account  first  four  subheadings  un¬ 
der  this  account  should  be  charged  as  fol¬ 
lows  ; 

“Hauling,”  “Repairing  Haulage  Entries,” 
if  done  for  the  benefit  of  haulage. 

“Ventilation,”  “Repairing  Airways,”  if 
done  for  benefit  of  ventilation. 

“Dead  Work,”  if  retimbering  is  done  by 
company  men  in  order  to  pull  the  pillars. 
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for  bone  or  rock  in  coal,  rolls,  and  water 
encountered  in  driving  entries. 

No.  8,  Rooms  and  Rolls — Amount  paid 
for  turning  rooms  and  cutting  through 
rolls,  small  faults,  etc.  Brushing  rooms  to 
gain  height  and  allowance  for  bone  or  rock 
in  coal,  and  water  in  rooms  at  time  of  driv¬ 
ing  same. 

No.  9,  Ventilation — Labor  and  material 
used  cleaning  air  ways ;  brattice  cloth  and 
‘  bratticing,  building  stopings  and  mine 
doors,  sundry  material  and  supplies  used, 
except  timber  and  props  (see  account  No. 
11).  Proportion  of  power  house  expenses, 
including  wages  of  engineer  and  fireman, 
etc. ;  also  wages  of  fan  engineers,  gas 
watchman,  trappers,  etc. 

No.  10,  Drainage  and  Watering  Mine 


Timber  and  props  under  recapitulation 
should  represent  the  actual  cost  of  props, 
plus  unloading  and  piling,  hauling  and  saw¬ 
ing,  loading  and  delivering,  and  drawing 
props. 

No.  12,  Dead  Work — Retimbering  rooms, 
grading  and  brushing  entries,  prospecting 
faults,  loading,  hauling,  dumping  and  stow¬ 
ing  rock.  Wages  of  underground  inspectors 
and  watchmen. 

Material  and  labor,  sharpening,  repairing, 
and  renewing  companv  tools,  filing  saws, 
etc.,  and  sharpening  miners’  tools. 

No.  13,  Repairs  to  Buildings  and 
Chutes— Material  and  labor  repairing 
crusher  buildings,  trestles,  chutes,  power 
and  boiler  house,  engine  house,  barn  and 
corral,  boarding  house,  office  building,  and 
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Other  miscellaneous  mine  buildings,  except 
those  used  exclusively  in  connection  with 
coke  ovens  (see  account  No.  49),  and  ten¬ 
ant  houses,  which  are  charged  to  ‘‘Rents” 
open  account. 

No.  14,  Repairs  to  Machinery— Mate¬ 
rial  and  labor  repairing  boiler  and  connec¬ 
tions,  steam  lines,  stationary  steam  engines, 
steam  and  electrical  hoisting  engines,  air 
compressors,  electric  generators  and  loco¬ 
motives,  miscellaneous  electric  motors, 
pumps,  water  lines,  air  lines,  power  lines, 
renewal  wire  ropes,  fan  and  fan  engines, 
mining  machines,  crushers,  elevators  and 
conveyors*  tipples  and  screens,  mine  and 
radroad  scales,  etc. 

No.  15,  Superintendents  and  Clerks — 
Wages  general  superintendent,  mine  super¬ 
intendent,  foreman,  and  clerks,  including 
office  boy,  janitor  and  office  fixtures. 


■No.  16,  Engineering — Wages,  expenses 
and  office  supplies  of  civil  engineers,  while 
engaged  in  and  around  the  mines. 

No.  17,  General  Expenses — ^Stationery 
and  printing  used  at  mine  office. 

No.  18,  Incidentals — ^Wages  of  guards 
on  pay  day,  express  charges  on  money,  mis¬ 
cellaneous  teaming  not  charged  to  any  spe¬ 
cific  account.  Extraordinary  expenses  such 
as  strikes,  explosions,  floods,  and  other  un¬ 
usual  conditions. 

GENERAL  EXPENSES — COAL  MINES. 

General  Office  Salaries  and  Ex¬ 
penses — Salaries  and  expenses  of  general 
officers  and  clerks,  including  fees  and  ex¬ 
penses  paid  directors. 

Law  Expenses — Salaries  and  expenses 
of  general  counsel,  attorneys  and  their  as¬ 
sistants,  court  fees  and  other  law  expenses 
not  chargeable  to  a  specific  account.  (At- 
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torneys  engaged  in  settlement  of  personal 
injury  claims  charged  to  “Personal  Injury 
Fund”  account.) 

Rents — Amounts  paid  for  rent  of  offices 
occupied  by  general  officers  and  clerks. 

Stationery  and  Printing — Cost  of 
books,  printed ’blanks,  stationery  and  sup¬ 
plies  used  in  the  general  offices  of  the  com¬ 
pany. 

Other  General  Expenses — Sundry  items 
not  covered  by  preceding,  such  as  adver¬ 
tising,  etc. 

CLASSIFICATION  OF  ACCOUNTS  AND  DETAIL  OF 
CHARGES  TO  SAME. 

OPERATING  ACCOUNTS — COKE  OVENS. 

No.  40,  Coal  Used  for  Making  Coke— 
Cost  of  coal  used  in  making  coke,  including 
freight  charges  from  mines  to  ovens. 

Note  :  Charges  for  crushing  coal  to 
make  coke  is  charged  to  “Mine  Expenses” 
and  price  charged  for  slack  for  making 
coke  is  raised  .to  cover  expense  of  crushing, 
etc. 


No.  41,  Superintendents,  Clerks,  Etc. — 
Wages  of  superintendents,  foremen  and 
clerks ;  stationery  and  printing  used  in  con¬ 
nection  with  coke  operations. 

No.  42,  Engineering — Wages,  expenses 
and  office  supplies  of  civil  engineers  while 
engaged  around  coke  ovens. 

No.  43,  Charging  Ovens — Wages  of 
motorman,  weighman,  etc.,  unloading  coal 
into  coal  bins  and  shoveling  coal  in  bins. 
Proportion  of  power  house  expenses,  in  ■ 
eluding  proportion  of  engineer  and  fireman’s 
wages,  repairs  to  boilers,  power  engine, 
electric  generators,  also  repairs  to  power 
lines,  larry  cars,  tracks,  etc. 

No.  44,  Burning  and  Drawing — Ex¬ 
penses  of  pulling  coke,  plastering  oven 
doors,  water,  expenses,  including  repairs  to 
pipe  lines,  pumps,  power  engines,  tools,  etc. 
Proportion  of  power  house  expenses. 

No.  45,  Loading  Coke — Expenses  of  load  • 
ing  coke  into  railroad  cars,  cleaning  rail¬ 
road  tracks,  etc.  Damage  to  railroad  cars 
and  tracks.  ' 
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No.  4G,  Loading  Cinders — Expense  of 
loading  and  hauling  cinders,  including  shov- 
elers  and  cart  drivers’  wages,  and  propor¬ 
tion  of  barn  expenses. 

No.  47,  Firing  Cold  Ovens — Material  and 
labor  starting  up  cold  ovens,  including 
wood  and  coal  used,  and  expenses  of  charg¬ 
ing  those  ovens.  Pulling,  loading,  and 
hauling  cinders,  etc.  Prooortion  of  power 
house,  barn  and  other  expenses. 

No.  48,  Repairs  to  Coke  Ovens — Mate¬ 
rial  and  labor,  including  cost  of  brick, 
stone,  clay,  earth,  packing,  etc. 

No.  49,  Repairs  to  Buildings — Material 
and  labor  repairing  and  renewing  slack 
bins,  scale  house,  brick  store  house,  tool 
house,  etc. 

No.  50,  Coke  Experiments — Material 
and  labor  making  tests  and  analyses. 

No.  51,  Incidentals — Sundry  items  not 
covered  by  preceding. 

ROCKY  MOUNTAIN  COAL  &  COKE  COM¬ 
PANY. 

Exhibit . • .  190.. 

INCOME  ACCOUNT. 

- O - 

For  Month  of . 

Gross  Earnings  from  sale  of  coal 

and  coke  $ . 

Operating  Expenses  . 


Total  Net  Earnings  from  Mine 
Add: 

Receipts  from  miners’  houses, 

etc .  $■ 

Interest,  Discount  and  Exchange  . 

Total  net  income 
Deduct  Fixed  Charges,  Etc. : 

Taxes,  Nevada  $ 

Insurance 

Personal  Injury  Claims 
Coal  Prospecting  ' 

Sinking  Fund  Instalment 


$■ 


Remaining  surplus  carried 
credit  of  Profit  and  Loss 


to 


$. 


GENERAL  PROFIT  AND  LOSS  ACCOUNT. 

By  Income  as  above  $ 

To 


Balance  $ . 

By  Balance  to  credit. of  Profit  and 
Loss  account  month  of . 

INCOME  ACCOUNT 

Fiscal  year  to  date 

From  June  Ist  .  to  . 

Gross  Earnings  from  sale  of 
coal  and  coke 
Operating  Expenses 


Total  Net  Earnings  from  Mine 
Add: 

Receipts  from  miners'  houses,  . 

etc.  $ 

Interest,  Discount  and  Exchange 


$ . 


Total  Net  Income 


Deduct  Fixed  Charges,  Etc. : 

Taxes,  Nevada  $ 

Insurance 

Personal  Injury  Claims 
Coal  Prospecting 
Sinking  Fund  Instalment 

Remaining  surplus  carried  to 
credit  of  Profit  and  Loss 

GENERAL  PROFIT  AND  LOSS  ACCOUNT. 

By  Balance  at  credit  of  Profit  and 

Loss  Account . 30th, 

190..  $ 

Income  as  above . months 

To  '  $ 

Balance  $ 


$ 


$ 


By  Balance  at  credit  of  Profit  and 
Loss  Account . 

.  BALANCE  SHEET. 

Current  Assets: 

Material  and  Supplies  $ 

Engineering  Property 
Cash  in  Treasury 
Due  from  Individuals  and  Co’s 
Coal  Sales 

Due  from  Individuals  and  Co’s 
Bills  Collectible 
Bills  Receivable 

Fire  Insurance  (Proportion  not 
charged  out) 

Pay  Roll  Overdrafts 

Current  Liabilities: 

Vouchers 
Pay  Rolls 
Unclaimed  Wages 

. R.  R.  Co.  for  freight 

on  . Coal 

Accrued  Sinking  F'und 

Taxes  unpaid,  Nevada,  payable.... 

$ 

General  Accounts: 

Cost  of  Property 
Additional  Capital  Expenditures 
Lands,  Swan  Creek 
Machinery  for  General  Prospecting 
Saloon  Buildings 
Boarding  House  Fixtures 
Capital  Stock 
Deferred  Accounts: 

Personal  Injury  Fund 
Animals  Killed  and  Sold 
Special  Renewal  Fund 
Profit  and  Loss 


•  u 


DETAIL  OF  ADDITIONAL  CAPITAL  EX¬ 
PENDITURES. 

April,  1904,  to  . 

Accounts  } 

Lands  $  ,  I 

Tramways,  Chutes  and  Trestles  ■  1 

Cars  and  Tracks 

Power  and  Machinery  .  ' 

Buildings  b  ,  , 

Mine  Development 


Form  XXXIII. 


PACIFIC  STORE  COMPANY 


Exhibit . 


.190. . 


i 


INCOME  ACCOUNT. 


For  Month  of. . . . 
Gross  Earnings 
Expenses 


I 


1 
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Total  net  earnings  from  store  $ 

Add: 

N'oucher  discounts,  etc. 


Deduct : 

$ 

Taxes 

Insurance 

Depreciation  of  store 
fixtures,  etc. 

$ 

$ 

Remaining  surplus  carried 
credit  of  Profit  and  Loss 

to 

$ 

GENERAL  PROFIT  AND  LOSS 

ACCOUNT. 

By  Income  as  above 

To  Balance 

$ 

$ 

$ 

$ 

INCOME  ACCOUNT. 

Fiscal  year  to  date. 

Cross  Earnings 

Expenses  <•  .  . 

$ 

Total  net  earnings  from  store 

Add: 

$ 

Voucher  discounts,  etc. 

Deduct : 

$ 

Taxes 

Insurance 

Depreciation  of  store  fixtures, 
etc. 

$ 

• 

Add:  Actual  earnings  in  excess  of 
estimated  earnings  for  six  months 

ended  .  as 

disclosed  by  stock  inventory  of 


Less:  Dividend  No .  declared 

and  paid  in  . $ 


Remaining  surplus  carried  to 

credit  of  Profit  and  Loss  $ 

GENERAL  PROFIT  AND  LOSS  ACCOUNT. 

By  Balance  at  credit  of  Profit 

and  Loss  Account .  $ 

Income  as  above 

To  Dividend  No . $ 

Balance 


By  Balance  at  credit  of  Profit  and 

and  Loss  Account .  $ 

BALANCE  SHEET. 

Current  Assets: 

Fire  insurance  (proportion  not 
charged  out)  $ 

Coupon  books  and  stationery 
Due  from  individuals  and  com¬ 
panies,  coupons  sold  mine  em¬ 

ployes 

Due  from  individuals  and  com¬ 

panies  bills  collectible  account 
Due  from  individuals  and  com¬ 

panies 

Due  from  Rocky  Mountain  Coal  & 

Coke  Co. 

Cash  on  hand  at  store 
Cash  in  hands  of  Treasurer^- 

Current  Liabilities : 

Vouchers  $ 

Pay  Rolls 

Coupons  sold  mine  employes,  out¬ 
standing 

General  Accounts: 

Merchandise 
Store  fixtures 
Teams  and  wagons 
Buildings 

Capital  Stock  $ 

.  Deferred  Accounts: 

Unpaid  taxes 
Depreciation  fund 
Profit  and  Loss  (as  per  second 
sheet) 


$  $ 

Form  XXXIL 


Tipple  and  Crusher,  Loaded  Trip,  Waiting  to  be  Dumped;  Town  and  Boarding  House  in  Background. 


Harvesting'  Grain  on  Side  Hill  Farms,  California,  28  Degrees  of  Pitch 


Harvesting  as  a  Business  Enterprise 

A  DESCRIPTION  OF  THE  METHODS  IN  USE  IN  THE  GREAT  WHEAT  BELT.  THE 
ILLUSTRATION  AT  THE  HEAD  OF  THE  ARTICLE  PORTRAYS  THE  OLD-FASHIONED 
METHODS  USED  BEFORE  THE  ADVENT  OF  STEAM  POWER  AND  COM¬ 
BINED  REAPERS  AND  BINDERS  INCREASED  EFFICIENCY  AND  REDUCED  COST 

By  WALDON  FAWCETT 


The  business  world  knows  no  season 
which  for  the  tradesman  or  manufac¬ 
turer  holds  the  anxiety,  significance 
and  surpassing  activity  which  harvest  time 
brings  to  the  farmer,  all,  or  a  large  portion, 
of  whose  land  is  devoted  to  wheat  raising. 
Even  the  rush  which  overtakes  many  a 
large  retail  mercantile  establishment  at 
the  Christmas  holidays  is  incomparable 
with  it.  The  harvesting  on  a  wheat  farm 
constitutes  the  culmination  of  well  nigh  a 
year  of  work  and  worry  and  since  less 
than  a  fortnight  is  required  to  secure  a 
verdict  upon  a  twelve-month  of  labor  and 
investment,  it  is  scant  wonder  that  during 
this  interval  everything  is  at  high  tension. 

Even  in  the-  east  and  the  middle  west, 
where  the  farms  are  small  and  only  partial¬ 
ly  devoted  to  wheat  raising,  harvesting  is 
a  business  enterprise  of  considerable  mag¬ 
nitude,  but  it  is  at  best  a  pigmy  undertaking 
as  compared  with  the  twentieth  century 
methods  of  gathering,  threshing  and  ship¬ 
ping  the  grain  in  the  “wheat  empire”  of 
the  west,  where  bonanza  farms  of  from 


8,000  to  10,000  acres  each  are  bv  no  means 
uncommon,  and  where  an  army  of  fifty 
thousand  men  working  with  millions  of 
dollars’  worth  of  highly  perfected  machin¬ 
ery — much  of  it  renewed  each  season — is 
busy  from  May  until  late  in  the  autumn 
collecting  nature’s  golden  dividends. 

Harvesting  as  conducted  on  an  up-to- 
date  wheat  farm  in  any  one  of  the  famous 
“wheat  belts,”  such  as  are  to  be  found  in 
Texas  and  Oklahoma,  in  Kansas  and  Ne¬ 
braska,  in  the  San  Joaquin  Valley  of  Cali¬ 
fornia,  in  the  Dakotas,  or  in  Oregon  and 
Washington  and  western  Canada  consti¬ 
tutes  one  of  the  most  interesting  examples 
of  present  day  tendencies  toward  the  per¬ 
fection  of  system  in  the  interest  of  time 
and  labor-saving.  Indeed,  naught  but  the 
most  intelligent  application  of  systematic 
methods  will  enable  a  western  wheat  far¬ 
mer  to  so  handle  his  product  as  to  pre¬ 
vent  heavy  loss.  To  realize  this  it  is  only 
necessary  to  remember  that  the  wheat  must 
not  be  harvested  so  much  as  a  day  ahead 
of  time,  lest  it  be  unripe,  nor  must  the 
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reaping  be  delayed  beyond  the  crucial  period 
under  penalty  of  a  loss  both  in  yield  and 
quality.  Obviously  the  problem  of  har¬ 
vesting  almost  simultaneously  thousands  of 
acres  of  grain  requires  careful  forethought 
for  its  satisfactory  solution. 

In  most  instances  the  most  perplexing 
question  which  confronts  the  “bonanza” 
wheat  farmer  is  that  which  ^)uzzles  many 
another  man  of  affairs,  namely,  the  labor 
problem.  It  will  be  understood  that  there 
are  not  permanently  resident  in  the  farming 
districts  of  the  west  a  fraction  of  the  num¬ 
ber  of  harvest  hands  required  to  handle 


often  at  their  wits’  ends  to  secure  the  re¬ 
quisite  number  of  harvest  hands.  The 
great  harvesting  army,  which,  by  the  way, 
earns  four  million  dollars  during  the  sea¬ 
son,  starts  its  labors  in  Texas  in-  May 
and  moves  steadily  northward  until  it  final¬ 
ly  concludes  its  labors,  late  in  the  autumn 
in  the  Pacific  northwest  and  in  Canada. 

As  the  harvest  hands  move  northward,  on 
freight  trains  and  other  modes  of  convey¬ 
ance  from  shorn  fields  to  new  scenes  of 
labor,  the  farms  directly  in  their. path  have 
I’ttle  difficulty  in  securing  all  the  needed 
help,  but  since  there  are  never  enough  toil- 


A  40-Horse  Harvester  in  the  West. 


the  wheat.  The  bulk  of  the  crews  must  be 
recruited  from  outside — principally  hardy 
young  men  from  the  towns  and  villages 
of  the  middle  west  and  college  boys  seek¬ 
ing  to  earn  money  during  the  vacation  sea¬ 
son,  in  order  to  continue  their  studies. 
However,  never  in  recent  years  has  the  sup¬ 
ply  of  labor  proven  adequate. 

It  is  the  farmers  in  the  more  remote 
parts  of  each  of  the  general  sections  into 
which  the  wheat  empire,  extending  from 
Mexico  to  Canada  and  from  the  Missis¬ 
sippi  to  the  Pacific  is  divided,  who  are 


ers  for  the  work  at  hand,  it  goes  without 
saying  that  some  of  the  farmers,  especially 
those  whose  holdings  are  located  back  from 
the  railroad,  are  bound  to  be  disappointed 
Thus  we  have  each  year  the  spectacle  of 
wheat  growers,  who  are  short  on  help, 
boarding  transcontinental  trains  and  plead¬ 
ing  with  travelers  to  help  them  in  their 
extremity,  offering  wages  as  high  as  $5 
per  day,  although  the  regular  wage  for 
this  class  of  work  is  only  $2  per  day  and 
board. 

Incidentally,  it  may  be  noted  that  the 


r 


Harvest  Time  in  the  Wheat  Belt. 


necessity  for  harvesting  on  a  grand  scale 
has  rendered  impracticable  in  the  west  the 
time-honored  custom  of  the  east,  which 
prescribes  that  each  farmer  shall  dispense 
hospitality  at  his  own  board  to  the  neigh¬ 
bors  or  hired  help  who  assist  him  in  bring¬ 
ing  in  the  sheaves.  In  the  “wheat  empire” 
the  immense  numbers  of  men  employed  has 
displaced  neighborly  freemasonry  with  hard- 
headed  business  policy.  The  meals  for 
each  harvesting  crew  are  supplied  in  the 
field  from  a  portable  kitchen  on  wheels, 
which  constitutes  a  base  of  supplies  for  its 
dependents  and  moves  northward  with  each 
migration  of  its  particular  division  of  the 
harvesting  army. 

The  supervision  of  the  harvesting  during 
the  ten  days  which  is  required  to  handle 
the  grain  on  a  large  wheat  farm  or  “ranch,” 
as  it  called  in  the  west,  must  be  planned 


as  carefully  as  shop  or  office  routine  in 
the  most  carefully  conducted  business  es¬ 
tablishment.  If  the  old-fashioned  reapers 
and  binders  are  used  anywhere  from  20 
to  50  machines  will  be  in  simultaneous 
operation,  whereas,  even  if  there  is  pro¬ 
vided  combined  steam  harvesters,  each  of 
which  does  the  work  of  a  number  of  the 
old-style  machines,  it  is  likely  that  half  a 
dozen  or  more  will  be  continually  active, 
and  if  the  country  is  rolling  each  of  these 
outfits  may  be  working  out  of  sight  of  the 
others.  The  field  marshal?  in  the  harvesting 
organizations  are  the  division  superintend¬ 
ents,  who,  on  horseback,  in  buggies  or  in 
automobiles,  ride  up  and  down  the  lines 
of  the  cutting.  The  proprietor  or  farm 
manager  hurries  from  division  to  division 
exercising  a  general  supervision.  He  de¬ 
pends  upon  his  superintendents  to  see  to 


I 
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Harvesting  Wholly  by  Steam  Power. 
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it  that  the  proper  methods  are  being  fol-* 
lowed  in  the  cutting  and  devotes  his  own 
attention  to  inspecting  the  yield.  Account  is 
kept  of  the  showing  made  by  each  section 
up  to  the  time  the  threshed  grain  is  stored 
in  the  elevators  or  loaded  on  board  the 
railroad  cars,  and  if  the  yield  of  any  di¬ 
vision  is  not  up  to  the  average  something 
must  be  done. 

This  activity  at  high  tension,  which  finds 
its  only  parallel  in  the  feverish  proceedings 
during  the  rush  hours  in  a  modern  news¬ 
paper  office  continues  both  day  and  night. 
Two  shifts  of  men  are,  of  course,  required. 
One  set  of  crews  labors  from  dawn  until 
dusk,  when  the  relief  taking  up  the  unfin¬ 
ished  task  where  the  others  have  left  off 
continues  through  the  night  by  means  of 
moonlight  or  the  illumination  from  torches 
and  locomotive  headlip-hts.  When  a  scar¬ 
city  of  labor  renders  it  impossible  to  secure 
sufficient  men  for  two  shifts,  it  is  custom¬ 
ary  for  the  harvesting  crews  to  work  from 
about  5  o’clock  in  the  morning  until  7 :30 
o’clock  in  the  evening,  with  only  a  short 
respite  at  noon  for  dinner. 

After  all,  however,  it  is  machinery  and 
not  men  which  render  picturesque  the  har¬ 
vesting  operations  in  the  wheat  empire,  and 
which  lend  such  activities  interest  from  the 
standpoint  of  the  student  of  business  sys¬ 
tems.  The  acme  of  mechanical  perfection 
would  seem  to  be  reached  in  the  great 
combination  harvesters  drawn  by  traction 
engines,  and  which  in  one  operation,  as  it 
were,  cut  the  standing  grain,  thresh  it, 
throw  the  straw  into  a  receiver  at  the  back 
and  after  cleaning  the  grain  pour  it  into 
sacks,  which  are  sewed  up  by  men  riding 
inside  the  machine,  and  tossed  into  wagons 
driven  alongside.  These  wagons,  in  turn, 
either  convey  the  sacked  wheat  to  the  ele¬ 
vator  now  to  be  found  on  every  well- 
equipped  bonanza  farm  or  else  hurry  it  to 
waiting  railroad  trains  standing  on  nearby 
sidings,  and  which  carry  the  raw  material 
for  the  staff  of  life  to  the  flouring  mills  or 
to  the  ships  by  which  it  is  transported  over 
seas. 

One  of  these  combined  steam  harvesters 
will  cut,  thresh,  reclean  ahd  sack  the  grain 
in  from  65  to  150  acres  per  day,  according 
to  the  character  of  the  ground.  Perhaps 
a  conservative  estimate  of  daily  capacity 
would  place  it  at  an  average  of  one  thous¬ 
and  sacks  of  grain  in  ten  hours’  operation. 


One  of  the  machines  will  easily  perform  as 
much  work  as  100  men  and  50  horses,  and 
the  actual  operating  expense  does  not  ex¬ 
ceed  50  cents  per  acre.  There  have  been 
repeated  instances  where  one  of  these  har¬ 
vesting  outfits  requiring  in  its  operation  the 
services  of  not  more  than  eight  men  has 
handled  1,200  sacks  or  2,600  bushels  of 
grain  per  day  at  a  cost  of  less  than  40 
cents  per  acre.  Many  of  these  twentieth 
century  machines  use  oil  fuel,  the  consump¬ 
tion  averaging  about  275  gallons  for  ten 
hours. 

The  harvesters  drawn  by  traction  engines 
require  reasonably  level  areas  for  their 
successful  operation.  In  the  more  hilly 
districts  the  up-to-date  wheat  growers  em¬ 
ploy  combination  machines  which  perform 
the  same  duties  discharged  by  the  machines 
above  described,  but  which,  instead  of  hav¬ 
ing  steam  motive  power,  are  drawn  by  from 
30  to  40  horses,  according  to  the  size 
of  the  machine.  These  harvesters  can  not, 
of  course,  accomplish  as  much  as  the  steam 
power  equipment,  about  50  acres  per  day 
being  the  limit  of  capacity.  However,  they 
require  fewer  men  for  their  operation — 
indeed  a  driver  and  a  couple  of  men  to  sew 
up  the  sacks  lend  about  all  the  human  aid 
required — and  in  consequence  the  cost  of 
operation  is  low,  wheat  being  in  many  in¬ 
stances  cut,  threshed  and  'sacked  at  a  total 
expense  of  less  than  one  cent  a  bushel. 

The  spectacle  of  the  harvest  in  the  wheat 
empire  is  bound  to  impress  the  onlookey 
not  only  with  the  immense  strides  made  in 
the  development  of  harvesting  machinery 
since  Cyrus  McCormick,  in  1831,  made  the 
first  reaping  machine,  or  since  1870,  when 
the  automatic  self-binder  was  invented,  but 
also  with  the  tremendous  proportions  which 
have  been  reached  by  the  harvesting  ma¬ 
chinery  industry  in  the  United  States.  More 
than  one  million  harvesting  machines  are 
sold  in  this  country  every  year,  and  inas¬ 
much  as  a  threshing  outfit  of  traction  en¬ 
gine  and  separator  costs  $3,000,  some  idea 
can  be  formed  of  the  enormous  expendi¬ 
tures  made  for  this  class  of  apparatus.  In 
addition,  American  manufacturers  sell 
abroad  more  than  $10,000,000  worth  of  har¬ 
vesting  machinery  every  year,  and  this 
trade  is  expanding  so  rapidly  that  the 
manufacturers  have  established  their  own 
selling  agencies  in  the  principal  cities  of 
nearly  every  civilized  .country. 


The  Science  of  Handling  Stock 
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By  F.  BROMLEY  JANSEN 

Public  Accountant  and  Member  of  The  International  Accountants’  Society,  Inc. 

This  article  deals  with  a  subject  of  the  utmost  importance  to  retailers  in  particular,  and  yet  one 
rarely  discussed  in  a  philosophic  or  analytic  manner.  If  the  rational  stock  carrying  limit  of  a  business 
can  be  accurately  ascertained,  the  capital  of  the  merchant  may  be  judiciously  invested  to  the  very  best 
advantage,  _  and  a  rational  profit  consequently  derived  from  the  investment.  This  article,  and  the 
tables  published  in  connection  therewith,  should  prove  of  great  interest  to  our  readers. 


By  way  of  introduction  and  before 
coming  to  the  real  issue,  I  feel 
called  upon  to  impress  upon  you  the 
meaning  of  the  ever  important  word 
“Expense,”  in  common  business  par¬ 
lance  used  in  the  plural  “Expenses.” 

From  a  business  point  of  view  I  con¬ 
sider  this  word  the  root,  or  better,  the 
beginning  and  the  end  of  the  words 
“Failure”  and  “Success”  as  applied  to 
business  enterprises. 

Ordinarily  there  can  be  no  success  in 
business  without  expenses,  and  ex¬ 
penses  are  often  the  cause  of  failure — 
still  expenses  are  part  of  the  corner¬ 
stone  of  success. 

Mostly  everything  in  a  business,  good  or 
bad,  beneficial  or  detrimental,  prosper¬ 
ity  or  disaster,  emanates  in  its  origin 
from  the  Expenses.  We  might  call 
them  the  dynamo  for  generating  the 
power  and  strength  of  a  business,  and 
the  means  of  determining  its  stability, 
or  to  destroy  it. 

Expenses  are  ordinarily  the  cause  of 
the  manifold  efYects  shown  in  the  vari¬ 
ous  phases  of  business  evolution.  They 
are  concerned  directly  and  indirectly  in 
every  circumstance  that  confronts  us  in 
daily  business  life,  and  have  a  bearing 
on  every  transaction.  They  act  in  their 
application  as  the  mainspring  and  regu¬ 
lator,  and  are  the  pivotal  point  of  busi¬ 
ness. 

Upon  the  application  of  this  power¬ 
ful  medium  it  depends,  whether  its  ef¬ 
fects  will  be  beneficial  or  disastrous, 
whether  it  will  tend  to  build  up  or  to 
destroy,  whether  it  will  mean  prosper¬ 
ity  and  comfort  to  employer  and  em¬ 
ployes,  or  whether  its  force  in  an  un¬ 
guarded  moment  will  turn  the  tide  in  an 
opposite  direction. 


It  must  therefore  be  the  foremost 
duty  of  a  manager,  and  of  every  em¬ 
ploye  as  well,  to  watch  “expenses” — to 
see  that  they  are  judiciously  applied  and 
apportioned,  so  as  to  attain  the  desired 
ends — that  they  are  based  on  an  adapted 
system  peculiar  to  the  existing  and  pre¬ 
vailing  facts  of  the  business,  thereby 
laying  the  foundation  to  success  and 
prosperity  for  the  business  and  every¬ 
body  connected  with  it.  The  ways  of 
creating  and  incurring  expenses  are 
many,  but  as  it  is  not  the  intention  to 
dwell  here  on  “Expenses”  as  an  issue 
but  merely  as  an  incident  in  relation  to  the 
“Science  of  Handling  Stock,”  I  can  in  their 
classification  content  myself  with  the  two 
distinctions,  “legitimate”  and  “illegitimate” 
expenses. 

It  is  my  only  object  on  this  occasion  to 
show  and  point  out  in  a  casual  way  the 
influence  and  the  bearing  of  expenses  on 
conditions  generally,  so  as  to  make  every¬ 
body  conscious  of  the  fact  that  there  is 
nothing  existing  and  done  in  a  business 
that  is  not  dependent  upon  its  expenses. 
It  is  a  feature  of  illegitimately  incurred  ex¬ 
penses  which  is  a  part  of  my  present  theme, 
and  this  more  particularly  in  connection 
with  methods  of  stock-keeping  in  a  business. 

The  volume  of  stock  to  be  carried, 
legitimately  and  conservatively  car¬ 
ried,  for  the  profitable  transaction  of  a 
business  is  the  question  of  the  hour, 
and  our.  issue  for  the  present. 

Let  us  start  out  from  the  well-known 
maxim  that  “Everything  occurring  and 
coming  up  in  a  business  is  important,” 
that  there  are  no  details  in  a  business 
for  the  sake  of  being  ignored  or  treated 
slightly,  that,  therefore,  details  and  the  care 
of  same  are  important  and  essential  to  a 
successful  business  era,  and  must  be 
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considered  as  such  bv  a  close  applica¬ 
tion  to  same. 

The  proper  handling  of  a  stock  of  goods 
is,  probably  more  than  any  other  business 
requirement,  composed  of  numerous  details. 

In  making  up  orders  and  buying  goods 
for  the  creation  of  an  adequate  stock, 
well  assorted  in  all  lines  to  be  carried, 
intended  for  the  highest  possible  ex¬ 
pansion  of  trade  so  as  to  meet  com¬ 
petition  most  effectively,  the  buyer  or 
manager  has  to  stop  many  times,  con¬ 
sidering  and  figuring  for  the  purpose  of 
getting  his  stock  well  proportioned  as 
to  lines,  as  to  their  quantities  and 
money  value  severally  as  well  as  jointly, 
not  losing  sight  of  the  right  prices  and 
the  capital  at  his  disposal  for  invest¬ 
ment,  in  order  to  make  his  stock  an  ef¬ 
fective  unit  for  easy  manipulation,  with 
the  intent  for  the  highest  scale  of  pro¬ 
ductiveness  or  profit. 

Rational  stock-keeping  requires  a 
close  study  of  conditions  inherent  to 
the  goods,  their  production,  their  acces¬ 
sibility  with  a  view  of  transportation, 
and  their  'meritorious  relation  to  the 
market  where  they  are  to  be  sold. 

In  fact  it  should  be  the  foremost 
study  and  most  essential  feature  of  any 
merchandise  business  in  this  progres¬ 
sive  age  of  speed,  close  figuring-. and 
concentration  of  forces.  It  must  be  brought 
to  the  utmost  technical  perfection.  In 
other  respects  it  requires  only  a  rudi¬ 
mentary  understanding  of  financial  con¬ 
ditions,  but  it  must  involve  an  intricate 
understanding  and  knowledge  of  the  re¬ 
lation  between  Stock  and  Sales  in  their 
various  phases  or  seasons  during  the 
period  of  a  business  or  fiscal  year.  The 
principle  of  highest  possibility  for  the 
range  of  sales  and  the  lowest  minimum 
of  stock  to  be  carried  is  to  be  considered 
the  momentum  of  the  question. 

It  must  be  impressed  upon  one’s  mind 
that  the  larger  a  volume  of  business 
can  be  done  with  a  given  amount  of 
stock  or  capital,  but  with  no  increase 
in  a  limited  standard  of  expenses,  the  more 
healthy  and  strong  a  concern  will  be¬ 
come. 

In  such  an  event  one  is  enabled  to  sell 
at  a  close  margin,  owing  to  a  propor¬ 
tionate  reduction  of  expenses  in  per¬ 


centage,  taxing  the  limits  of  expansion 
to  their  utmost  capacity  of  taking  goods 
and  creating  a  demand  in  quarters  to 
which  they  were  heretofore  inaccessible. 

The  leading  principle  must  always  be 
“to  do  a  maximum  business  with  a  min¬ 
imum  stock,”  thelreby  bringing  down 
expenses  for  the  benefit  of  both  buyer 
and  seller,  putting  luxuries  within  the 
reach  of  the  masses,  the  big  regulator 
of  consumption,  and  at  the  same  time 
giving  the  business  a  stronger  founda¬ 
tion  through  this  highest  possible  ten¬ 
sion  of  consumptive  possibilities. 

This  must  be  the  objective  point  for 
every  buyer,  as  only  on  this  basis  the 
legitimacy  of  the  expenses  is  to  be  de¬ 
termined. 

The  problem  of  a  minimum  stock  quickly 
turned  over  should  be  constantly  on  a  man¬ 
ager’s  brains,  and  the  file,  so  to  say,  should 
always  be  in  his  hand  for  the  “filing  off” 
and  fighting  the  barnacles  or  “overstock,” 
which  is  a  dangerous  parasite  creating 
illegitimate  expense,  not  only  by  eat¬ 
ing  interest,  thereby  reducing  the  profits, 
for  money  costs  money,  but  also  by 
swamping  the  business  with  an  illegiti¬ 
mate  increase  of  almost  every  other  ex¬ 
pense  item,  as  rent  for  storage,  wages,  in¬ 
surance  and  many  other  items,  for  a  stock 
carried  over  and  above  the  sales  capacity 
of  a  business  will  naturally  increase  the  ex¬ 
penses  in  due  proportion,  maybe  at  first  im¬ 
perceptibly,  but  with  unfailing  logical  ac¬ 
curacy  in  the  end. 

The  common  risk  is  much  enhanced 
under  such  conditions,  in  fact  everything 
is  under  high  pressure  and  a  strain, 
leading  to  dissatisfaction,  and  eventually  to 
disaster. 

At  the  same  time  the  “barnacles”  tend 
to  give  to  your  stock,  with  the  excep¬ 
tion  of  the  regular  staples,  probably, 
a  degree  of  antiquated  appearance  as  to 
styles  and  fashions,  requiring  the  prun¬ 
ing  knife  in  the  form  of  forced 
sales  with  price  reductions  at  any  time 
over  and  above  the  legitimate  special 
sales,  as  a  feature  for  clearing  the  stock, 
reducing  profits  in  due  sequence,  and 
constituting  another  illegitimate  ex¬ 
pense  in  the  form  of  outright  loss. 

Keep  your  stock  clean  and  close  from 
the  start,  but  well  apportioned  as  to 
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lines  when  yon  are  in  the  act  of  buying, 
and  beware  of  “forced  after  cleanings,” 
unless  it  be  a  legitimate  and  regular 
feature  of  the  business,  especially 
where  seasonable  goods  are  handled, 
for  it  must  be  understood  as  an  estab¬ 
lished  maxim  that,  stock  is  not  bought 
to  adorn  the  shelves — it  must  be  sold. 

The  stock  carrying  limit  of  a  business 
or  of  a  department  can  only  be  based 
on  its  “selling  possibilities,”  and  is  de¬ 
termined  thereby,  under  the  further 
consideration  of  the  accessibility  of  the 
goods  with  relation  to  production  and 
transportation.  In  other  words  the 
facilities  for  keeping  the  stock  open  by 
a  continuous  replacement  of  sold  lines 
are  to  be  considered. 

Supposing  that  the  goods  you  sell 
are  accessible  in  a  manner  so  as  to  be 
conveniently  replaced  once  a  year.  In 
such  a  case  you  would  not  be  required 
to  carry  as  a  yearly  average,  more  than 
half  the  value  of  a  stock  necessary  for 
a  year’s  business.  In  other  words,  after 
buying  your  first  stock  of  full  assort¬ 
ments  in  all  lines,  you  would  from  time 
to  time,  as  sales  thin  it  out,  replace 
the  broken  lines  on  the  original  basis, 
that  is  •  of  carrying  an  average  of  a 
continuous  half  a  stock  for  the  yearly 
business. 

If  you  carry  different  lines  of  goods 
in  demand  at  different  times  of  the  year, 
or  during  their  so-called  seasons,  and 
as  you  may  carry  goods  which  can  be 
replaced  more  often  than  once  a  year, 
it  must  be  self-evident  that  the  stock 
to  be  carried  would  vary  at  different 
times  of  the  year,  even  from  month  to 
month,  or  would  be  at  its  maximum 
at  one  time,  and  at  its  minimum  at  an¬ 
other.  As,  for  instance,  for  holiday 
goods  the  time  for  maximum  stock 
would  begin  by  October  or  thereabouts. 
Still,  while  it  is  not  only  legitimate,  but 
a  necessity  to  let  the  stock  rise  and  fall 
in  proportion  to  its  selling  seasons.  It 
must  be  distinctly  understood  and  borne 
in  mind  that  the  3^early  average  of  the 
carried  stock  must  not  exceed  the  pro¬ 
portion  or  the  basis  of  that  number  of 
replacements  which  can  be  conveniently 
accomplished.  And  here  it  is  where  the 
science  of  the  thing  comes  in,  where 


experience,  knowledge  and  forethought 
have  to  join  hands  for  action  and  good 
judgment.  It  is  the  nucleus  of  the  pro¬ 
position. 

If  you  carry  lines  which  can  be  re¬ 
placed  more  than  once  a  year,  you  must 
apportion  your  stock  accordingly,  with 
regard  to  the  different  lines,  and  strictly 
on  the  basis  of  their  sales.  And  in  or¬ 
der  to  remain  within  the  bounds  of  the 
total  stock  carrying  capacity,  you  have 
to  strike  a  careful  average  of  every 
line,  so  that  the  capital  allotted  to  your 
purchases  may  be  judiciously  and  pro¬ 
portionately,  therefore  profitably  invested. 

If,  for  instance,  you  make  sales  of 
$5,000,  of  which  a  portion  of  $1,000  can¬ 
not  be  replaced  within  a  year,  you 
would  have  to  carry  a  full  year’s  stock 
in  this  line.  For  another  $1,000,  to  be  re¬ 
placed  once  a  year,  half  a  year’s  stock 
would  be  sufficient  as  the  yearly  aver¬ 
age  for  any  one  time;  another  $1,000, 
to  be  replaced  twice  a  year,  would  re¬ 
quire  a  third  o*f  a  full  yearly  stock;  a 
further  $1,000  to  be  replaced  three  times 
a  year,  would  need  only  one  quarter  of 
a  year’s  wants  at  a  time,  and  for  an¬ 
other  $1,000,  to  be  replaced  four  times 
a  year,  one-fifth  of  the  aggregate  of  the 
annual  requirements  of  stock  would 
suffice  as  the  average  at  any  one  time, 
so  that  the  yearly  average  of  stock  in 
these  lines  would  not  have  to  exceed 
$2,283,  or  in  round  figures  $2,300,  which, 
according  to  the  seasons  of  the  differ¬ 
ent  lines  of  goods,  might  vary  from 
time  to  time  between  a  maximum  and 
minimum. 

Herefrom  will  be  seen  and  under¬ 
stood  that,  it .  is  the  facilities  for  keep¬ 
ing  a  stock  open  by  continuous  re¬ 
placement  of  the  sold  lines,  which  de¬ 
termine  the  amounts  of  stock  to  be 
legitimately  carried  on  the  basis  of 
sales  at  any  one  time  of  the  year,  where¬ 
by  the  seasons  for  the  different  lines 
are  taken  care  of  automatically. 

The  advance  on  cost,  however,  being 
contained  in  the  amount  of  sales,  a  re¬ 
duction  of  the  sales  to  actual  cost 
values  should  under  ordinary  conditions 
determine  the  mathematical  proportion 
of  a  legitimate  stock,  deviations  therefrom 
may  be  allowed,  however,  in  view  of  spe- 
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cial  characteristics  of  the  goods  and 
of  prospective  trade  expansion  as  well. 
Therefore,  allowances  in  this  respect 
are  not  only  permissible  bnt  legitimate, 
if  done  with  discretion  and  good  judg¬ 
ment. 

Should  you  carry  a  higher  value  of 
stock  than  justified  by  the  volume  of 
sales  and  the  standards  of  its  facility 
for  replacement,  you  would  commit  a 
grave  error.  The  excess  of  stock  over 
legitimate  limits  is  idle  capital,  which 
devours  interest  and  increases  expenses 
all  around,  for  the  one  condition  reacts 
upon  the  other  as  a  logical  sequence  of 
their  intricate  relations. 

Under  such  a  disadvantage,  you 
would  gradually  be  driven  back  from 
the  head  of  the  procession;  you  would 
not  be  able  any  more  to  compete  with 
your  neighbors;  you  could  not,  without 
possibly  being  aware  of  the  fact,  afford 
to  sell  at  as  close  a  margin  as  they  do, 
for  your  standard  of  expenses  has  in¬ 
creased,  caused  by  an  overstock  of  which, 
unfortunately,  you  might  be  unconscious, 
not  heeding  the  condition  of  your  stock. 
In  time,  owing  to  the  “barnacles,”  your 
sales  would  fall  off,  first  imperceptibly,  but 
gradually  it  would  assume  dimensions  not 
to  be  overlooked.  You  apparently  might  not 
know  the  real  causes  for  the  decline  and 
resort  to  vigorous,  but  under  the  existing 
conditions,  extraordinary  and  unwarranted 
means  of  regaining  your  trade.  You  might 
cut  prices,  advertise  more  extensively, 
do  anything  for  the  promotion  of  your 
business,  and  you  might  ^consequently 
do  more  business,  but  the  balance  sheet 
would  show  inadequate  results,  even 
losses,  and  you  not  know  the  reason  “why,” 
working  harder  than  ever  and  spending 
more  money  for  expenses  than  ever,  and  the 
end,  if  you  don’t  become  conscious  of  the 
existing  evil  and  its  effects,  will  be  failure. 
Force  remedies  applied  in  a  haphazard 
way  are  disastrous,  whereas  applied  with 
due  forethought  they  are  legitimate  and 
have  a  wholesome  influence  as  stock  regu¬ 
lators. 

This  is  a  speedy  age,  an  age  of  com¬ 
binations  and  close  figuring,  an  age  for 
the  survival  of  the  fittest  only.  There¬ 
fore,  methods  suitable  to  this  nervous 
era  must  be  adopted. 


In  the  proper  handling  of  stock  lies 
the  foundation  of  economics  for  finan¬ 
cing  a  business,  and  a  manager  who 
loses  sight  of  this  fact  will  come  to 
grief  in  his  efforts  for  success  and 
supremacy. 

In  order  to  determine  upon  the  vol¬ 
ume  of  a  legitimate  stock,  we  use  the 
method  of  dividing  the  annual  sales  by  the 
number  of  times  the  goods  can  conveniently 
be  replaced  during  the  year,  adding  one 
time  for  the  original  stock’;  for  instance,  if 
goods  can  be  replaced  once,  we  divide  by 
two ;  if  they  can  be  replaced  twice,  we 
divide  by  three,  and  so  on,  the  obtained 
quotient  forming  the  basis  for  the  legiti¬ 
mate  stock,  from  which  then  a  proper  al¬ 
lowance  for  the  margin  of  advance  on  cost 
has  to  be  made,  in  order  to  get  the  fig¬ 
ure  of  actual  stock  needed. 

If  you  make  sales  of  $100,000  a  year 
from  a  stock  that  can  be  replaced  once 
a  year,  it  would  mean  that  you  could 
,  turn  over  your  stock  twiqe,  therefore 
you  would  legitimately  not  be  allowed 
to  carry  a  higher  annual  average  than 
a  stock  of  $50,000,  an  amount  equal  to 
one-half  of  the  annual  sales. 

This  would  be  the  utmost  latitude, 
for  the  $100,000  sales  contain  the 
amount  of  your  profit,  and  wjjth  an  ad¬ 
vance  of  say  50  per  cent  on  cost,  which 
is  equal  to  331^  per  cent  of  the  sales, 
you  would  mathematically  need  a  con¬ 
tinuous  average  stock  of  only  $33,333 

• 

in  order  to  make  $100,000  sales,  instead 
of  $50,000,  which  is  50  per  cent  more 
than  theoretically  required.  Therefore, 
it  is  apparent  that  the  sometimes 
adopted  method  of  determining  legiti¬ 
mate  stock  on  the  basis  of  the  annual 
sales,  divided  by  the  times  of  replace¬ 
ment  of  stock  for  the  year,  plus  one  time 
for  the  initial  stock,  and  without  making 
an  allowance  for  the  profit  margin,  would 
be  a  most  liberal  one,  for  it  would  leave 
more  than  a  sufficient  latitude  for  an  emer¬ 
gency  or  reserve  stock  in  view  of  an  ex¬ 
panded  trade,  and  it  would  more  than  guar¬ 
antee  full  assortments  at  any  time,  if  done 
with  good  judgment.  Besides,  the  uneven 
movements  of  the  different  lines  and  sizes 
of  goods  making  up  an  assorted  stock, 
would  have  a  latitude  by  which  theory  and 
practice  become  harmonized  to  a  degree. 
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As  a  result  of  this  method  we  know 
how  many  times  our  invested  capital 
for  stock  should  be  contained  in  the  amount 
of  the  annual  sales,  and  which  is  often 
mistermed  as  so  many  turnovers  of 
stock. 

If  we  want  to  know  how  often  the 
investment  value  of  our  stock  is  turned 
over,  we  have  to  take  the  sales  at  cost 
and  divide  them  by  the  average  stock 
carried,  which  is  at  the  same  time  the 
formula  for  testing  a  stock  as  to  its  legiti¬ 
macy.  If  the  quotient  is  equal  to  the  num¬ 
ber  of  times  that  stock  can  be  bought  and 
replaced  within  the  fiscal  year,  the  stock 
is  right;  if  the  quotient  is  higher  than 
required,  you  have  operated  success¬ 
fully  and  carried  a  minimum  stock, 
meaning  that  you  have  been  successful 
in  the  application  of  the  principle  to 
make  maximum  sales  with  a  mini¬ 
mum  stock.  If  the  quotient,  however, 
is  lower  than  required,  then  your  stock 
is  too  high,  and  you  had  better  go  to 
work  and  put  it  on  its  proper  basis, 
otherwise  disastrous  results  will  prob¬ 
ably  follow. 

Another  important  factor  a  manager 
ought  to  know  is,  what  are  his  maximum 
expenses,  for  these  must  be  made  the 
basis  for  the  minimum  sales.  For  in¬ 
stance,  if  the  maximum  expenses  are 
$1,000,  the  minirnum  sales  with  an  ad¬ 
vance  on  cost  of  say  50  per  cent  would 
have  to  be  $3,000,  equal  to  a  stock  in¬ 
vestment  of  $2,000  at  50  per  cent  advance, 
or  a  profit  of  33  1-3  per  cent  of  the  sales, 
covering  the  outlay  for  expenses  without 
leaving  a  profit  on  the  business. 

On  this  basis  the  business  would  have 
to  be  built  up,  the  possibilities  for  ex¬ 
pansion  in  the  way  of  sales  to  be  meas¬ 
ured,  and  the  stock  needed  to  be  de¬ 
termined.  But  always  bear  in  mind  the 
principle  “Maximum  Sales  with  Mini¬ 
mum  Stock  and  a  non-increasing  vol¬ 
ume  of  Expenses,”  but  apply  the  same 
judiciously,  considering  the  peculiarities  of 
your  business  and  its  possibilities. 

Under  such  conditions  the  proportion 
of  expenses  to  the  sales  will  be  mini¬ 
mized  in  rate  of  percentage,  in  propor¬ 
tion  as  sales  increase.  A  wider  scope 
of  business  will  thereby  be  opened,  and 
your  place  in  the  procession  will  surely 
not  be  at  the  foot,  but  at  the  head  of  it. 


It  is  my  intention  to  apply  the  dis¬ 
coursed  theories  of  stock  and  stock- 
keeping  to  the  capitalization  of  a  busi¬ 
ness  or  a  department  as  to  their  stock¬ 
carrying  capacity;  in  other  words,  to 
fix  for  every  department  the  standard  of 
an  average  yearly  stock,  which  practic¬ 
ally  means  to  allow  to  each  department 
a  certain  average  capital  for  stock  in¬ 
vestments,  which  is  not  to  be  exceeded 
under  ordinarv  conditions,  and  which  is  the 
bas’s  for  its  earning  power. 

In  order  to  make  it  more  clear  to 
the  reader  what  an  average  yearly  stock 
means,  I  will  give  this  explanation: 

If  you  would  sell  on  the  basis  of  one 
replacement  $124,000  worth  of  goods  a 
year,  in  equal  monthly  proportions, 
then  $62,000  would  be  the  mean  figure 
and  likewise  the  annual  average  stock. 

If  the  sales  by  monthly  periods  would 
show  as  follows: 

Jan.,  Feb.,  Mch.,  April,  $  6,000  each,  being . 

May.,  June,  July,  Aug.,  10,000  each,  being . 

Sept.,  Oct.,  Nov.,  Dec.,  15,000  each,  being . 

. $  24,000  for  the  period  of  four  months. 

.  40,000  for  the  period  of  four  months. 

.  60,000  for  the  period  of  four  months. 

Making  the  total  of  . $124,000 

or  average  sales  per  month  of  $10,333, 
then  on  the  basis  of  the  annual  mean 
stock  of  $62,000,  a  monthly  proportion 
of  $5,167  stock  is  required.  These  are 
the  figures  on  which  to  base  our  cal¬ 
culations  as  to  the  volume-  of  stock  for 
the  different  seasons,  of  which  we  have 
three  in  this  case:  January  to  April, 
May  to  August,  and  September  to  De¬ 
cember. 

During  the  first  period  the  monthly 
sales  average  $6,000  a  month,  requiring 
a  monthly  proportion  of  stock  amount¬ 
ing  to  $3,000,  or  $2,167  less  than  the 
required  monthly  mean  amount  on 
basis  of  annual  sales,  amounting  in 
four  months  to  $8,668,  which  deducted 
from  the  annual  mean  total  of  stock 
($62,000)  would  entitle  you  to  an  aver¬ 
age  stock  of  $53,332  for  the  period  from 
January  1st  to  May  1st. 

During  the  second  period  of  four 
months  the  monthly  sales  average  $10,- 
000  a  month,  requiring  a  '  monthly 
proportion  of  $5,000  stock,  or  $167  less 
than  the  required  monthly  mean 
amount  on  basis  of  annual  sales. 
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amounting  for  four  months  to  $668, 
which,  deducted  from  the  annual  mean 
total  of  stock  ($62,000)  would  entitle 
you  to  a  carrying  capacity  of  $61,332 
for  the  period  from  May  1st  to  Sep¬ 
tember  1st. 

During  the  third  period  of  four 
months,  the  sales  per  month  average 
$15,000,  requiring  a  monthly  stock  pro¬ 
portion  of  $7,500,  or  $2,333  more  than 
the  required  monthly  mean  amount  on 
basis  of  annual  sales,  amounting  for 
four  months  to  $9,332,  which,  added  to 
the  annual  mean  total  of  stock  ($62,000) 
would  entitle  you  to  a  carrying  capacity 
of  $71,332,  stock  for  the  last  period  of 
the  year.  As  shown,  you  would  carry 
a  continuous  stock  of 

$  53,332  from  January  1st  to  May  1st 

61.332  from  May  1st  to  September  1st 

71.332  for  the  balance  of  the  year 

Total. .$185,996 

which,  divided  by  three,  representing 
the  three  periods,  is — in  round  amount 
— $62,000,  or  the  amount  of  the  annual 
mean  stock  as  stated  in  the  premises, 
and  which  in  this  instance  is  equal  to 
the  annual  average  stock,  the  periods 
of  the  three  seasons  being  of  an  equal 
length  of  four  months  each. 

Were  these  seasons,  however,  of  un¬ 
equal  length  as 

6  months  with  sales  at  $  6,000  average  or  $36,000 
4  months  with  sales  at  10,000  average  or  40,000 
2  months  with  sales  at  24,000  average  or  48,000 

the  average  stock  for  the 


1st  period  would  be  . $  48,998 

2nd  period  would  be  .  61,332 

3rd  period  would  be  .  75,666 


Total  . $185,996 


which,  in  its  periodical  average,  is  equal 
to  the  annual  mean  amount  of  $62,000, 
as  a  mathematical  proposition. 

Whereas  the  annual  average  based  on 
the  12  months  of  the  year  with  the  ac¬ 
tual  stock  carried  from  month  to  month, 
would  be  as  follows: 


6  months  at  $48,998  . $293,988 

4  months  at  61,332  .  245,328 

2  months  at  75,666  .  151,332 


Total  . $690,648 

and  divided  by  12  .  57,654 


representing  the  amount  of  capitalization ; 
in  other  words,  is  the  average  capital 
necessary  for  carrying  on  the  business, 
less  the  margin  between  cost  and  selling 
prices,  as  explained  above,  so  that  in  the 


present  case  with  an  advance  on  cost  of 
say  50  per  cent,  which  is  equal  to  33  1-3  per 
cent  of  sales,  the  amount  of  capitalization 
would  be  $38,369.33,  plus  a  legitimate  latitu¬ 
dinal  allowance  according  to  the  peculiarity 
of  the  business. 

The  amount  of  the  yearly  average 
stock  as  based  on  the  annual  sales,  ir¬ 
respective  of  their  seasons  or  periodical 
fluctuations,  is  the  mean  figure  by  which 
the  stock  for  any  one  season  is  deter¬ 
mined  in  proportion  as  it  deviates 
therefrom  by  fluctuation  of  seasons. 

It  is  more  than  the  mean  amount  at 
times  when  a  maximum  stock  is  needed 
and  less  when  a  minimum  stock  is  suf¬ 
ficient.  (See  Table  A.) 

TABLE  A. 

1.  The  annual  sales  are  $134,500,  and  consist  of 


three  lines  of  goods  as  follows: 

2.  $36,000,  for  which  stock  can  be  re¬ 
placed  once  a  year,  therefore  re¬ 
quiring  a  stock  basis  of  .  $18,000 

56,100,  for  which  stock  can  be  re¬ 
placed  twice  a  year,  therefore  re¬ 
quiring  a  stock  basis  of .  18,700 

$42,400,  for  which  stock  can  be  re¬ 
placed  three  times  a  year,  therefore 
requiring  a  stock  basis  of  .  10,600 


3.  Requiring  a  mean  stock  basis  of . $47,300 


being  the  average  for  periods  of  equal 
sales,  by  which  to  determine  the  stock 
requirements,  if  seasons  or  periods  of 
sales  are  unequal. 

The  average  based  on  the  number  of 
seasons  or  periods  or  periodical  aver¬ 
age  must,  therefore,  be  equal  to  the 
mean  stock  based  on  the  total  annual 
sales  irrespective  of  the  seasons.  (See 
Table  B.) 

TABLE  B. 

GOODS  REPLACEABLE  ONCE  A  YE.\R. 

(Divide  by  2.) 

1.  (a)  Jan.  to  Apr.  1.. $1,000  a  month  or  $  3,000 

(b)  April  and  May.  1,500  a  month  or  3,000 

(c)  June  to  Nov.  1,  2,000  a  month  or  10,000 

(d)  November  . 5,000 

(e)  December  .  16,000 


Total  sales  . . $36,000 


2.  Monthly  average  . $  3,000 

3.  Average  or  mean  stock  basis  needed  for 

one  replacement  . $  1,500 

(See  continuation  on  Table  B  1.) 

GOODS  REPLACEABLE  TWICE  A  YEAR. 

(Divide  by  3.) 

1.  (a)  Jan.  to  Apr.  l.$  2,100  a  month  or  $  6,300 

(b)  April  and  May.  2,700  a  month  or  5,400 

(c)  June  to  Oct.  1.  3,600  a  month  or  14,400 

(d)  Oct.  and  Nov..  9,000  a  month  or  18,000 

(e)  December  .  12,000  a  month  or  12,000 

Total  sales  . $56,100 


2.  Monthly  average 


$  4,676 
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3.  Average  or  mean  stock  basis .  $1,558 

(See  continuation  on  Table  B  2.) 

GOODS  REPLACEABLE  THREE  TIMES  A  YEAR. 

(Divide  by  4.) 

1.  (a)  Jan.  to  Nov.,  $2,400  a  month  or  $26,400 

(b)  December  .  16,000 

Total  sales  . $42,400 

2.  Monthly  average  . $  3,53.3 

3.  Average  or  mean  stock  basis .  $883 

(See  continuation  on  Table  B  3.) 


measured  by  the  actual  stock  needed  and 
carried  in  its  periodical  inequality  from 
month  to  month.  (See  Table  C.) 


The  average  based  on  stock  carried 
from  month  to  month  differs  from  the 
mean  amount  according  to  the  periodi¬ 
cal  fluctuations. 

In  other  words,  the  proportion  of 
stock  to  be  carried  according  to  the 
mean  proposition  is  based  on  periodical 
equality  for  the  purpose  of  determining 
thereby  the  basis  for  the  actual  stock 
needed,  whereas  the  actual  average  stock 
or  capitalization  of  the  earning  power  is 


TABLE  C. 

January 

. $15,000 

16,126 

7,487 

$38,613 

February  .  .  . 

. 15,000 

16,126 

7,487 

38,613 

March  .... 

. 15,000 

16,126 

7,487 

38,613 

April  . 

. 16,500 

17,384 

7,487 

41,371 

May  . 

. 16,500 

17,384 

7,487 

41,371 

June  . 

. ^15,500 

17,268 

7,487 

1st  Period 


2nd  Period 


40,255 


Monthly 

Proportion  of  Stock 
Basis 

Which  is  More  or  Less 
than  Mean  Figure 

Therefore  Deduct  From  or 

Add  to  Mean  Figure 

Making  the 
Legitimate  Stock 
Basis 

4.  (a)  500 

1,000  Less 

Deduct  3  times  =  3,000 

15,000 

(b)  750 

750  “ 

Deduct  twice  =  1.500  . 

16,500 

(c)  1,000 

500  “ 

Deduct  5  times  =  2, ,500 

15,,500 

(d)  2,500 

1,000  More 

Add  once  =  1.000 

19,000 

(e)  7,500 

6,000  “ 

Add  once  =  6,000 

24,000 

Total  for  average. . . 

90,000 

5.  Five  seasons  with  a  periodical  average  of . 

which  does  agree  with  the  mean  stock  basis  as  per  Table 


18,000 


B.  I. 


Monthly 

Proportion  of  Stock 
Basis 

Which  is  More  or  Less 
than  Mean  Figure 

Therefore  Deduct  From  or 

Add  to  Mean  Figure 

Making  the 
Legitimate  Stock 
Basis 

4.  (a)  700  . 

858  Less 

Deduct  3  times  =  2,574 

16,126 

(b)  900 

6.58  “ 

Deduct  twice  =  1,316 

17,384 

(c)  1,200 

358  “ 

Deduct  4  times  =  1,432 

17i268 

(d)  3,000 

1,442  More 

Add  twice  =  2,884 

21,584 

(e)  4,000 

2,442  “ 

Add  once  =  2,442 

21,142 

Total  for  average. .. 

93,504 

5,  Five  seasons  or  periods  with  a  periodical  average  of . 

which  does  agree  with  the  mean  stock  basis  as  per  Table  A. 


18,700 


B.  II. 


Monthly 

Proportion  of  Stock 
Basis 

Which  is  More  or  Less 
than  Mean  Figure 

Therefore  Deduct  From  or 

Add  to  Mean  Figure 

Making  the 
Legitimate  Stock 
Basis 

4.  (a)  600 

283  Less 

Deduct  11  times  =  3,113 

7,487 

(b)  4,000 

3,117  More 

Add  once  =  3,117 

13,717 

Total  for  average... 

21,204 

Two  seasons  or  periods  with  a  periodical  average  of . 

which  does  agree  with  the  mean  stock  basis  as  per  Table  A. 


10,600 


I  > 


B.  III. 
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15,500 

17,268 

7,487 

-  40,255 

3rd  Period 

15,500 

17,268 

7,487 

-  40,255 

15,500 

17,268 

7,487 

-  40,255 

15,500 

21,584 

7,487 

-  44,571 

4th  Period 

19,000 

21,584 

7,487 

-  48,071 

5th  Period 

24,000 

21,142 

13,717 

-  58,859 

6th  Period 


511,102 

3.  Yearly  average  or  capi¬ 
talization  basis  $42,592 
(See  continuation  on  Table  C.) 

which  agrees  with  the  yearly  average 
difference  of  the  periodical  stock  fluc¬ 
tuations;  therefore  the  capitalization 
amount  must  be  correct. 

On  the  Tables  A,  B,  and  -C  I  have 
further  illustrated  the  modus  operand! 
of  determining  a  legitimate  stock  basis 
and  thereby  is  demonstrated  the  applied 
principle  in  an  analytical  manner. 

The  underlying  question  in  these  tables 
is  the  following:  What  is  the  legiti¬ 
mate  stock  basis  with  sales  per  year  of 
$134,500,  in  lines  which  can  be  replaced 
from  one  to  three  times  per  year  with 
a  periodically  varying  volume  of  sales 
according  to  seasons? 


In  order  to  answer  this  question,  I 
subdivide  it  in  three  series  of  analytical 
propositions  as  follows : 

FIRST  SERIES — TABLE  A. 

1.  Stated  the  annual  total  sales  in  the  dif- 
ferent  lines,  assuming  three  lines. 

.  2.  What  annual  average  stock  basis  is 
needed  for  each  of  them,  measured  by 
the  replacement  facilities? 

3.  What  is  consequently  the  total 
annual  average  stock  basis  or  mean  stock 
basis  in  all  lines  measured  by  the  replace¬ 
ment  facilities? 

These  questions  are  illustrated  on  Table 
A,  with  the  result  of  giving  the  annual 
mean  figures,  by  which  to  determine  the 
stock  basis  for  the  uneoual  sales  periods  or 
seasons. 

SECOND  SERIES — TABLE  B. 

1.  Stated  the  monthly  sales  in  the  dif¬ 
ferent  lines. 

2.  What  is  their  monthly  average? 

3.  What  is  consequently  the  monthly 
mean  figure  by  which  to  determine  the 
stock  basis? 

4.  What  are  the  amounts  of  legitimate 
stock  basis  in  each  line  for  the  differ¬ 
ent  sales  seasons,  if  any? 

5.  What  is  the  periodical  average, 
and  does  it  agree  with  the  mean  stock 
basis? 

THIRD  SERIES — TABLE  C. 

1.  What  now  is  the  actual  average  stock 
basis  carried  from  month  to  month? 

2.  How  many  seasons  or  periods  are 
there  for  the  sale  of  goods,  if  any? 

3.  What  is  consequently  the  yearly 


July 


August 


September 


October 


November 


December 


TABLE  C. — Continued 
4.  Proof 


Seasons  or  Periods 


Actual  Stock 
Carried 
Each  Month 


Mean  Figure 
Table  A 


Total  Difference  for 
Each  Period 


Minus 


Plus 


January  to  March,  3  months 

April  "  May,  2  “ 

June  “  Sept.  4  “ 

October,  1  *' 

November,  1  “ 

December,  1  “ 


38,613 

41,371 

40,255 

44,571 

48,071 

58,859 


Deduct  Plus 


47,300 


26,061 

11,858 

28,180 

2,729 


771 

11.559 


68,828 

12,330 


12,330 


Total  Minus .  56,498 

Average  difference  for  year  (divide  by  12) . . .  4,708 


Mean  stock  basis  as  per  Table  .A .  ''  47,300 

Actual  yearly  average  stock  or  Capitalization  basis .  42,592 

Difference  between  mean  figure  and  actual  average  stock .  4,708 
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average  stock  basis  measured  by  the  12 
months  and  representing  the  basis  for 
capitalization  or  earning  power? 

4.  Showing  the  proof  of  correctness 
of  the  calculations. 

The  foregoing  basis  for  capitalization 
has  to  be  discounted  by  the  rate  per¬ 
centage  of  profit  on  sales,  which  then, 
plus  a  legitimate  amount  for  shrinkage 
and  trade  expansion,  will  give  the  actual 
capitalization  amount. 

By  such  an  operation  the  correct  amount 
of  stock  to  be  carried  can  be  figured  out  to 
the  day,  which,  from  a  practical  standpoint, 
of  course,  would  be  a  waste  of  brain  and 
time.  We  content  ourselves  in  this  respect 
by  dividing  the  year  in  periods,  each  having 
a  nearly  like  volume  of  monthly  sales,  then 
we  state  the  average  of  the  monthly  sales 
for  each  period,  and  do  our  figuring  as 
shown  by  the  illustrations. 

That  a  stock  cannot  be  regulated  to 
a  nicety  and  to  a  dollar,  and  at  times 
not  even  within  hundreds  or  thousands 
of  dollars  for  every  single  month  or 
period  is  clear,  for  the  stock  has  in  most 
cases  first  to  arrive  before  it  can  be  put 
on  sale,  and  one  month  with  light  sales 
would  seem  to  carry  the  burden  of  a 
heavy  stock  for  the  benefit  of  a  subse¬ 
quent  month  or  period,  where  heavy 
sales  are  expected,  and  for  which  part 
of  the  stock  has  arrived  most  naturally 
prior  to  this  period,  in  order  to  meet 
the  requirements.  Such  conditions  must 
be  properly  reconciled  when  the  month¬ 
ly  stock  statements  are  made  up. 

In  closing,  I  feel  bound  to  call  atten¬ 
tion  to  another  illegitimate  expense,  in¬ 
curred  not  infrequently  by  the  danger¬ 
ous  practice  of  allowing  special  dis¬ 
counts  in  a  promiscuous  and  unwarrant¬ 
ed  manner.  In  granting  discounts  the 
following  facts  must  be  observed: 

1.  What  advance  on  cost  goods  are 
sold  at. 

2.  What  rate  of  percentage  this  means 
on  the  sales. 

3.  What  the  expenses  are  for  doing 
business. 

If  you,  for  instance,  put  on  cost  laid 
down  an  advance  .of  say  100  per  cent, 
you  make  only  50  per  cent  on  your 
sales. 


An  advance  of  75  per  cent  is  equal  to  42  6/7  per 
cent  on  sales. 

An  advance  of  66  2/3  per  cent  is  equal  to  40  per 
cent  on  sales. 

An  advance  of  60  per  cent  is  equal  to  37  1/2  per 
cent  on  sales. 

An  advance  of  50  per  cent  is  equal  to  33  1/3  per 
cent  on  sales. 

An  advance  of  40  per  cent  is  equal  to  28  4/7  per 
cent  on  sales. 

An  advance  of  37  1/2  per  cent  is  equal  to  27  1/4 
per  cent  on  sales. 

An  advance  of  35  per  cent  is  equal  to  26  per 
cent  on  sales. 

An  advance  of  33  1/3  per  cent  is  equal  to  25  per 
cent  on  sales. 

An  advance  of  30  per  eent  is  equal  to  23  per 
cent  on  sales. 

An  advance  of  25  per  cent  is  equal  to  20  per 
cent  on  sales. 

An  advance  of  15  per  cent  is  equal  to  13  per 
cent  on  sales. 

An  advance  of  10  per  cent  is  equal  to  9  1/11  per 
cent  on  sales. 

Now,  supposing  that  your  expenses 
amount  to  a  rate  equal  to  25  per  cent 
of  your  sales,  it  would  naturally  fol¬ 
low  that  335^  per  cent  advance  would 
have  to  be  put  on  cost  in  order  to  make 
your  expenses. 

If  expenses,  for  instance,  are  28  per 
cent  of  the  sales,  it  is  clear  that  it  would 
require  an  average  advance  on  cost  of 
.40  per  cent  to  cover  the  expenses.  We 
know  very  well  that  we  are  not  in  every 
case  able  to  put  40  per  cent  on  cost, 
and  know  also  that  there  are  lines  which 
carry  more  than  40  per  cent.  But  do 
not  let  these  latter  cases  be  the  meas¬ 
ure  for  the  whole,  and  do  not  be  de¬ 
luded  in  granting  discounts,  thinking 
that  the  higher  taxed  goods  can  stand 
the  brunt  and  make  up  the  difiference. 
There  must  be  a  proper  scale  of  dis¬ 
counts  based  upon  the  profit  production  of 
every  line  of  goods. 

In  granting  special  discounts  fix  your 
idea  on  the  rate  percentage  of  expenses, 
which  means  that  as  many  cents  out  of 
every  dollar  you  sell  have  to  be  contri¬ 
buted  to  pay  the  expenses;  thai  if  you 
sell  at  an  advance  of  40  per  cent,  you 
simply  cover  expenses  on  the  above 
basis  and  nothing  else;  that  an  advance 
of  50  per  cent  means  only  33J^  per  cent 
on  sales,  leaving  over  and  above  the  ex¬ 
penses  of  28  per  cent,  a  net  profit  of 
5  1-3  cents  on  every  dollar’s  worth  you  sell. 

A  discount  of  5  per  cent  would  eat 
this  profit  up,  and  you  would  have  done 
business  for  glory  and  lost  money  for 
the  firm  whose  interests  you  are  sup¬ 
posed  to  protect. 

The  disappointments  in  profits  fre- 
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quently  are  due  to  reckless  juggling 
with  discounts  for  the  sake  of  forcing 
sales. 

Before  doing  business  at  a  loss,  it 
should  be  rejected,  for  it  involves  a  de¬ 
structive  element,  and  undermines  the 
foundation  of  a  business,  and  the  stand¬ 
ing  of  a  house.  It  is  an  ill-advised 
method  sometimes  applied  for  catching 
trade,  and  must  absolutely  be__  con¬ 
demned. 

The  same  is  the  case  with  selling 
goods  at  cost,  which  is  an  anomalous 


condition,  creating  causes  with  hurtful 
effects.  Juggling  with  discounts  causes 
many  a  loss  on  goods,  and  it  seems  to 
me  that  special  discount  propositions 
outside  of  a  regularly  established  schedule 
should  be  avoided  as  much  as  possible. 
Bear  in  mind  that  a  discount  promiscu¬ 
ously  applied  affects  every  dollar’s 
worth  of  goods  you  sell,  for  its  action  is 
horizontal,  whereas  a  judicious  price  re¬ 
duction  here  and  there,  where  permissi¬ 
ble,  has  not  as  far-reaching  an  effect,  as 
it  affects  an  individual  item  of  sale  only. 


Some  Stenographers  I  Have  Known  . 

THIS,  AND  THE  FOLLOWING  ARTICLE,  HAVE  BEEN  WRITTEN  AS  REPLIES  TO 
A  CONTRIBUTION  BY  H.  GERALD  CHAPIN,  PUBLISHED  IN  OUR  JUNE  NUMBER 


By  one  of  them 


Thinking  Fm  dreadfully  abused,  I 
propose  to  tell  a  few  things  I  know 
which  go  to  show  that  the  man  who  • 
employs  stenographers  is  not  the  only  one 
who  has  a  hard  time  now  and  then.  Be¬ 
sides,  I  think  they  ought  to  feel  thankful 
that  we  condescend  to  enter  their  offices  at 
all — ^and  then  what  would  you  do,  Mr. 
Office  Man? 

Just  think  now  of  taking  a  green  and 
callow  youth,  unaccustomed  to  commercial 
life,  and  trying  to  beat  business  into  his 
head.  I,  even  I,  have  had  some  experience 
on  this  point  and  feel  that  I  am  prepared 
to  speak  with  authority.  You  know  very 
well,  my  dear  sir,  that  girls  are  much 
quicker  at  understanding  than  their  broth¬ 
ers,  that  the  majority  of  them  have  to  be 
told  but  once  and  it  sticks. 

But  take  one  of  these  boys  I  have  in 
mind.  I  recall  repeating  to  him  on  four 
successive  days  so  simnle  a  little  instruc¬ 
tion  as,  “Don’t  seal  any  of  the  salesmen’s 
letters,  Joe,  until  the  last  thing  before  you 
leave  the  office.”  I  even  explained  to  him 
each  time  why  it  was  necessary.  ^  Not  until 
the  fourth  time,  however,  was  I  able  to  fire 
a  shot  that  would  penetrate  his  seemingly 
abnormal  thick  skull.  This  is  by  no  means 
an  isolated  instance. 

But  these  are  not  the  things  of  which  I 
started  out  to  talk.  I  want  to  introduce 
you  to  a  few  men — nice  men  in  the  main, 
and  good. 


I  wish  you  would  come  with  me  to  a 
certain  daily  newspaper  office  I  wot.  of. 
The  president  and  general  manager  is  busy 
just  now,  but  if  you  will  sit  down,  he’ll 
be  through  in  a  moment. 

You  sit.  He  proceeds  with  his  dictation 
and  you  are  electrified  to  hear  the  follow¬ 
ing: 

“Mr.  and  Mrs.  G.  H.  Cartwright  came 
near  being  badly  injured  in  a  collision 
which  they  had  yesterday  with  an  au¬ 
tomobile  in  their  carriage.” 

This  is  merely  a  “personal”  he  has  asked 
his  stenographer  to  give  to  the  society  editor. 
On  this  occasion  the  young  lady  was  so 
amused  at  “J.  B.’s”  construction  that  she 
transcribed  it  verbatim  and  handed  it  to 
the  society  editor,  who  in  great  glee  car¬ 
ried  it  to  the  editorial  room,  where  oc¬ 
curred  a  few  choice  remarks  that  would 
have  been  anything  but  edifying  to  “the 
boss.” 

If  you  will  happen  in  a.gain  you  may  be 
puzzled  on  hearing  him  tell  his  stenogra¬ 
pher  to  write  to  someone  at  Le-^?d-non,  and 
you  will  wonder  where  on  the  map  that 
place  can  be.  The  stenograoher  wonders, 
too,  till  she  looks  at  the  letter  he  has  be¬ 
fore  him  to  see  where  it  is  written  from. 

If  you  come  often  enough  you  will  hear 
the  English  language  murdered  a  great 
many  times,  but  should  you  have  occasion 
to  read  any  of  the  letters  after  they  were 
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iiivei^L  ill  ii  i^iiiiiiuiiei  banks.  It  Is  predicted,  that,  during  the  coming  12  months. 
Diamonds  will  Increase  in  value  20  per  cent.  Invest  in  a  Diamond  by  the  Lof tls  way.  You  have  the  security 
In  your  own  possession.  Every  transaction  is  on  honor,  coniidentlal,  prompt,  and  satisfactory.  One- 
flfth  of  the  price  to  be  paid  on  delivery,  you  retain  the  article.  Pay  balance  in  eight  equal  monthly  pay¬ 
ments,  sending  cash  direct  to  us— you  will  not  miss  these  small  monthly  payments  from  your  Income. 
Our  goods  are  the  finest — our  prices  the  lowest— our  terms  the  easiest.  Write  Today. 

T  will  help  you  to  save  a  Diamond.  We  furnish  one  to  every 

^.^Lli  XzlLLlC  ^Lcd  k7aiC  person  whether  a  customer  or  not.  Put  the  Little  Safe  on  your 
desk,  bureau,  bench  or  table  and  every  day  drop  into  it  the  stray  pennies,  nickels  and  dimes  that  are  frit¬ 
tered  away  without  notice.  Do  this  for  a  few  days  and  you  will  have  the  first  payment  ready  for  a 
Diamond.  We  will  deliver  the  Diamond  at  once  while  you  keep  the  little  savings  bank  at  work  saving 
the  small  amounts  necessary  to  meet  the  monthly  payments  as  they  mature.  Write  Today. 

The  Old  Reliable  Original  Diamonds  on  Credit  House. 
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Dept.  L-39,  92  to  98  State  Street, 
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written,  I  think  you  would  find  them  ex¬ 
pressed  about  correctly. 

It  is  true  that  sometimes  they  would  be 
dressed  in  quite  different  words,  because 
it  would  be  necessary  to  do  considerable 
shifting  and  eliminating  to  get  the  mean¬ 
ing  expressed  clearly. 

But  for  my  satisfaction,  I  wish  you  could 
have  heard  that  boss’  chief  advertising  man 
speak  a  few  of  his  little  “.pieces.”  Words 
fail  me,  even  me,  a  woman,  when  I  think 
of  his  affronts  to  the  men  that  make  gram¬ 
mars. 

Now  it  is  true  that  this  stenographer  did 


nothing  that  brought  in  any  business  to 
the  house,  that  is  she  was  not  a.  producer. 
Her  business  was  to  write  letters — per¬ 
sonals— and  often  “ads”  and  “eds”  sup¬ 
posedly  as  they  were  given  her.  But  if 
she  had  done  this,  what  kind  of  a  light 
would  it  have  put  that  company  in? 
Wouldn’t  it  have  been  considered  rather 
“cheap?”  And  if  the  company  was  cheap 
the  natural  course  of  reasoning  wmuld  be 
that  their  product  would  also  lack  merit. 

But  because  she  didn’t  directly  bring  in 
business,  either  in  advertising  or  subscrip¬ 
tions,  she  was  only  paid  a  measly  seven 
dollars  a  week,  and  had  had  to  bear  down 
awfully  hard  for  that. 

This  newspaper  man,  like  many  others, 
had  had  a  very  hard  time  to  make  a  “go” 
of  it.  In  the  beginning  of  things  there  was 
often  quite  an  exciting  race  between  him 
and  the  sheriff. 

Little  money  was  coming  in  and  his 
funds  were  chronically  low.  In  those  days 
it  was  pretty  certain  that  he  would  have 
been  closed  up  had  it  not  been  for  his 
stenographer. 

She  was  anxious  for  him  to  succeed  and 
literally  worked  day  and  night  at  all  kinds 


of  work.  If  a  man  had  left  she  filled  his 
place  as  well  as  she  could  until  they  could 
get  another,  and  when  Saturday  came  and 
the  men  wanted  their  money,  she  would 
make  up  the  pay  roll  and  go  to  the  bank, 
though  she  knew  there  were  no  funds  to 
their  credit. 

This  man,  however,  was  and  is  gifted 
with  a  good  supply  of  “policy.”  It  was 
“policy”  to  send  her  to  the  bank,  because 
he  well  knew  if  he  went  he  would  not  get 
the  money,  while  she  would  and  did,  for 
many  weeks. 

If  she  had  deserted  him  then,  as  she 


would  have  been  quite  justified  in  doing, 
her  own  pay  being  weeks  in  arrears,  this 
man  would  without  doubt  have  had  a  very 
much  longer  struggle.  But  she  stayed  with 
him  to  see  the  paper  making  large  profits. 
She  organized  and  managed  the  office,  but 
$50  a  month  was  the  most  he  could  pay  her, 
so  he  let  her  go  to  a  rival  paper  for  $60. 

I  know  another  firm  that  was  not  quite 
so  fortunate  in  their  stenographers— a  pat¬ 
ent  medicine  company,  whose  ad  you  pos¬ 
sibly  quite  often  see.  Indeed  she  had  ac¬ 
curacy  down  to  a  fine  point,  but  how  she 
could  do  it,  beats  riiy  time.  Here  is  an 
example  of  the  kind  of  stuff  she  had  to  ^ 
write : 

“Gentlemen : — 

We  notice  you  are  still  running  the 
want  ad  in  regard  to  my  lost  cow. 
Now  we  want  to  say  that  you  can  run 
that  ad  as  many  times  as  you  like. 
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A  Scientific  Method  of 

Growing  Hair 

It  is  a  known  fact  that  the 
blood  conveys  nourishment  to 
all  parts  of  the  body.  It  is 
likewise  known  that  exercise 
makes  the  blood  circulate,  and 
that  where  the  blood  does  not 
circulate  no  nourishment  is 
supplied. 

The  lack  of  proper  circu¬ 
lation  of  blood  in  the  scalp,  due 
mainly  to  congestion  produced 
by  artificial  causes,  results  in 
the  starvation  of  the  hair  roots, 
and  produces  falling  hair  and 
baldness.  Therefore  the  logical 
and  only  relief  from  baldness 
is  in  the  restoration  of  the  scalp 
to  its  normal  condition,  thus 
enabling  the  blood  to  resume 
its  work  of  nourishing  the  hair 
roots.  It  was  work  along  these 
logical  lines  that  produced  and 
perfected 

THE  EVANS  VACUUM  CAR 

The  Evans  Vacuum  Cap  provides  the  exercise  which  makes  the  blood  circulate  in  the  scalp.  It  gently  draws  the 
rich  blood  to  the  scalp  and  feeds  the  shrunken  hair  roots.  This  causes  the  hair  to  grow.  It  is  the  simple  common 
sense  principles  of  physical  culture  scientifically  applied  to  the  scalp.  ’ 

Easy  and  Pleasant  to  Use. 

The  Evans  Vacuum  Cap  is  portable  and  can  readily  be  attached  to  any  ordinary  straight  back  chair.  Three  or 
four  minutes’  use  each  morning  and  evening  is  all  that  is  required.  It  leaves  a  pleasant  tingling  sensation  for  a 
few  moments  after  use,  indicating  the  presence  of  new  life  in  the  scalp. 


Method  of  Testing. 


You  can  tell  by  a  few  minutes’  use  of  the  Evans  Vacuum  Cap  whether  it  is  possible  for  you  to  cultivate  a  growth  of  hair  on  your 
head,  and  we  will  send  you  the  apparatus  to  make  the  experiment,  without  expe7tse  on  your  Part.  If  the  Evans  Vacuum  Cap 
gives  the  scalp  a  healthy  glow,  the  normal  condition  of  the  scalp  can  be  restored,  and  a  three  or  four  minutes’  use  of  the  Cap 
each  day  thereafter  will,  within  a  reasonable  time,  develop  a  natural  and  permanent  growth  of  hair.  If,  however  the  scalp 
remains  white  and  lifeless  after  the  Cap  is  removed,  there  would  be  no  use  to  give  the  appliance  a  further  trial.  ’  The  hair 
cannot  be  made  to  grow  in  such  cases. 

The  Bank  Guarantee. 

We  will  sei^  you,  by  prepaid  express,  an  Evans  Vacuum  Cap,  and  will  allow  you  ample  time  to  prove  its  virtue.  All  we  ask  of  you  is 
to  deposit  the  price  of  the  Cap  in  the  Jefferson  Bank  of  St.  Louis,  where  it  will  remain  during  the  trial  period,  subject  to  your  own  order 
If  you  do  not  cultivate  a  sufficient  growth  of  hair  to  convince  you  that  the  method  is  effective,  simply  notify  the  bank  and  they  will 
return  your  deposit  in  full.  We  have  no  agents,  and  no  one  is  authorized  to  sell,  offer  for  sale  or  receive  money  for  an  Evans  Vacuum 
Cap.  All  Caps  are  sold  under  the  bank’s  guarantee,  and  all  money  is  sent  direct  to  the  Jefferson  bank. 

A  sixteen-page  illustrated  book  will  be  sent  you  free.,  on  request, 

EVANS  VACUUM  CAP  CO.,  1047  Fullerton  Bldg.,  St.  Louis 


but  I  will  only  pay  for  two  times, 
because  we  telephoned  you  after  the 
second  time  to  take  it  out,  but  I  no¬ 
tice  you  are  still  running  it,  and  you 
can  run  it  as  long  as  you  please,  but  I 
will  only  pay  for  twice  because  I  or¬ 
dered  you  to  take  it  out,  and  you  are 
still  running  it,  and  we  don’t  care  how 
long  you  run  it.”  etc.,  etc. 

I  realize  that  I  can’t  hope  to  do  that  let¬ 
ter  justice,  because  with  the  mere  statement 
that  he  had  ordered  the  ad  taken  out  and 
did  not  propose  to  pay  for  but  two  inser¬ 
tions  he  managed  to  cover  a  full  letter 
page. 

This  same  “Doctor”  had  some  trouble  in 
finding  anyone  who  could  milk  this  cow, 
and  I  think  perhaps  that  is  the  reason  she 
decided  to  get  lost.  His  stenographer,  who 
at  some  time  in  her  life  seems  to  have  had 
quite  close  acquaintance  with  things  rural, 
said  when  he  was  talking  of  his  difficulty, 
that  she  would  bet  she  could  milk  her. 

He  was  only  too  willing  for  her  to  try, 
and  she  performed  the  operation  with  ease. 
The  second  night  it  also  seemed  convenient 
for  her  to  milk  the  cow,  likewise  she  was 
obliging  enough  to  do  so  on  the  third 
evening. 

On  the  fourth  day  she  put  her  desk  in 
order,  powdered  her  nose  and  started 
home.  She  was  arrested  at  the  door  by 
the  strident  voice  of  the  “Doctor.” 

“Say  there,  ain’t  you  going  to  milk  the 
cow  tonight?” 

I  can  imagine  that  that  “boss”  was  there 
and  then  put  next  to  a  few  facts  that  he, 
in  his  philosophy,  had  never  dreamed  of. 

But  to  go  back  to  his  correspondence.  It 
is  needless  to  ask  how  you  would  regard 
a  man  who  wrote  such  a  letter  as  I  have 
given  you  here.  I  think  you  would  hardly 
give  him  a  second  thought  unless  you  had 
occasion  to  look  up  his  rating,  and  then 
you  would  wonder  how  he  had  ever  ac¬ 
quired  so  good  a  one. 

Really  in  one  sense  of  the  word  that  girl 
was  not  worth  what  was  paid  her,  little 
though  it  was,  for  repetition  becomes  tire¬ 
some,  and  anyone  should  have  better  sense 
than  to  repeat  the  same  thing  down  a  whole 
letter  head. 

But  in  another  sense  I  think  to  hold  that 
position  was  worth  a  good  deal  more  to 
her  than  she  received,  for  imagine  having 
to  listen  to  such  an  ignoramus  talk,  eight 
hours  a  day  for  six  days  in  the  week. 


Then  again,  Miss  Stenographer  is,  I  be¬ 
lieve,  not  demanding  too  much  when  she 
expects  that  at  a  certain  time  in  the  day 
her  labors  will  be  done.  Throughout  the 
rest  of  the  establishment  when  the  whistle 
blows  the  work  stops,  and  the  other  help 
generally  have  not  worked ,  any  harder  or 
more  steadily  than  she.  But  very  often 
her  “boss”  after  having  read  the  evening 
paper  from  first  page  to  last,  bethinks  him 
at  the  lasit  moment  of  some  letters  that  just 
must  be  written  at  once. 

I  know  a  meek  little  girl  who  had  the 
great  misfortune  to  have  an  employer  who 
was  mixed  up  in  city  politics.  He  would 
talk  ’em  all  day,  and  then  at  5  o’clock 
would  give  her  enough  letters  to  keep  her 
until  7 :30  or  8,  and  she  was  kind  enough 
and-  un-self-assertive  enough  to  stay  and 
write  them,  not  only  at  occasional  inter¬ 
vals,  but  several  days  in  the  week. 

I  well  remember  the  first  position  I  took. 
Mr.  Baer  dictated  very  rapidly,  and  he 
was  not  at  all  sparing  in  the  number  of 
his  letters.  It  had  been  a  long  hard  day, 
but  finally  it  appeared  that  it  was  to  end, 
for  was  it  not  5:30  by  the  clock?  No  one 
in  the  office,  however,  showed  any  signs 
of  leaving,  and  one  might  have  thought 
from  the  way  everyone  seemed  settled 
down  that  it  was  9  a.  m. 

Being  new,  I  didn’t  care  to  make  the  first 
move,  and  while  I  was  momentarily  ex¬ 
pecting  to  be  told  I  might  go,  here  came 
Mr.  B.  with  some  10  or  15  letters.  I  “took” 
them  and  wrote  some  two  or  three  and  then 
it  was  6  o’clock.  I  was  the  only  girl  in 
the  office  and  as  I  lived  some  distance  out, 
I  decided  that  I  couldn’t  well  stay  later 
than  this,  so  I  closed  my  desk,  put  on  my 
hat  and  walked  out.  Mr.  Baer  followed  me 
and  said : 

“Why,  you’re  not  going  home  this  time 
of  day?” 

I  assured  him  that  was  my  intention. 

“Well,”  he  said,  “we  don’t  leave  the  of¬ 
fice  at  any  such  early  hour  as  this.” 

“What  time  do  you  leave?”  I  queried, 
and  what  was  my  astonishment  to  hear  him 
say,  very  gruffly,  “We  never  think  of  going 
before  7  or  8  o’clock.” 

I  succeeded  in  making  it  plain  to  him  that 
I  could  not  do  business  that  way,  and  that 
I  couldn’t  understand  what  kind  of  people 
he  had  had  working  for  him  who  would. 
I  will  remark  in  passing  that  that  man 
had  the  reputation  of  being  “the  meanest 
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man  in  town,”  not  among  his  past  employes 
only,  but  among  all  who  know  aught  of 
him,  and  it  was  merely  unfortunate  that  I 
fell  to  his  lot,  or  he  to  mine,  just  at  that 
trying  time  in  my  career. 

I  know  a  stenographer  who  has  been 
with  the  same  firm  eight  years  and  has 
only  had  one  vacation  in  that  time.  Her 
days  are  crowded  so  full  of  other  work 
that  she  don’t  have  time  to  write  her  let¬ 
ters,  so  she  takes  her  machine  home  and 
writes  them  at  night,  often,  she  tells  me, 
not  finishing  before  12  o’clock.  And  her 
employer  now  seems  to  expect  her  to  do 
this  all  the  time. 

I  think  every  girl  who  works  in  an  of¬ 
fice,  if  questioned,  would  say  she  would 
rather  be  busy  than  idle,  and  people  may 
say  all  they  want  to  that  “anyone  can  always 
find  something  to  do  if  they  try.”  I  am 
here  to  state  that  I  know  better,  not  if  the 
work  is  kept  up  every  day,  for  there  is 
such  a  thing  as  having  one’s  work  right  up 
to  the  notch.  Then  there  is  nothing  to  do 
but  wait  for  dictation  and  as  I  have 
hinted,  one  sometimes  has  to  wait  a  half 
a  dav,  and  then  be  expected  to  do  that 
half  day’s  work  in  30  minutes. 

Yes,  a  girl  has  a  right  to  expect  her 
work  within  certain  hours,  but  mostly  she 
will  be  very  glad  to  stay  overtime  to  do 
something  special  if  she  is  only  asked  in  a 
kindly  manner. 

Permit  me,  right  here,  to  give  you  a  little 
“tip.”  Why  don’t  you  show  a  little  more 
appreciation  of  other  people’s  work?  Don’t 
you  know  it  is  dollars  in  your  cash  box 
every  time  you  show  your  office  help  that 
you  notice  when  they  are  doing  good  work? 
You  let  them  know  all  rip^ht  when  you 
notice  that  it  isn’t  good. 

I  entered  an  office  once  where  I  was 
treated  very  kindly ;  no  one  found  any 
fault  with  my  work,  but  by  the  same  token 
neither  did  they  show  any  approbation.  It 
so  happened  that  when  I  had  been  there 
some  three  weeks  their  book-keeper  who 
had  been  with  them  four  years  was  dis¬ 
charged  without  notice. 

I  had  at  that  time  not  yet  learned  not 
to  worry,  and  I  reasoned  in  this  wise:  If 
they  would  discharge  a  man  who  has  been 
with  them  four  years,  without  notifying 
him  in  advance,  what  will  they  do  to  me? 
I  continued  in  this  uncertain  state  of  mind 
some  three  months  when  the  company  I 


had  been  with  last  made  me  an  offer  to 
come  back. 

Before  replying  I  took  the  matter  to  my 
employer  and  told  him  that  I  didn’t  know 
whether  my  work  had  been  satisfactory  or 
not,  but  if  it  hadn’t,  and  he  had  any  idea 
of  discharging  me,  I  would  be  very  glad 
if  he  would  tell  me,  and  I  would  accept 
this  offer. 

He  asked  me  not  to  think  of  such  a 
thing  and  almost  waxed  eloquent  on  the 
subject.  Thereafter  I  would  almost  have 
“broken  my  neck”  for  that  man,  and  I  am 
sure  I  did  better  work  and  was  more  anxi¬ 
ous  that  it  should  be  worthy  of  his  ap¬ 
proval  than  ever  before. 


“Sauce  for  the  Gander.” 

BY  GERALDINE  MEYRICK. 

Helpful  Hints  to  stenographers  ap¬ 
pear  very  often;  and  we  are  sure 
that  when  they  are  really  helpful 
they  are  gratefully  received  by  the  progres¬ 
sive  class  for  whom  they  are  intended. 
Less  welcome  are  the  so-called  funny  ■ 
flings,”  wherein  the  intending  humorist  re-  ~ 
lates  the  impossible  blunders  supposed  to 
have  been  made  by  “Stenographers  I  have 
tried.”  Ah,  my  dear  man,  perhaps  your 
title  is  not  so  inapt  as  might  at  first  appear; 
it  may  well  be  that  some  of  your  stenog¬ 
raphers,  if  indeed  you  ever  employed  any, 
•were  verily  tried,  and  that  sorely. 

And  because  I  have  a  keen  sympath.v 
with  those  of  my  profession  whose  lines 
have  not  fallen  in  pleasant  places,  I  have  de¬ 
cided  to  offer  these  few  “Hints  to  Employ¬ 
ers  of  Stenographers.”  Personally  I  have 
had  the  good-  fortune  to  And  employment 
among  people  not  only  intelligent,  but  also 
intelligible;  but  I  know  too  well  that  “there 
are  others.” 

It  may  be  observed  that  the  fault-finder’s 
observations  usually  begin  with  slighting  re¬ 
marks  upon  the  personal  appearance  of  the 
stenographer;  either  she  has  red  hair  and 
a  short  skirt,  which  offends  the  aesthetic 
taste  of  her  critic;  or,  she  is  all  curls  and 
frills  and  furbelows,  which  distract  his 
mind  from  business. 

Hint  1.  Give  your  attention  to  the  sub¬ 
ject  of  your  dictation.  Do  not  expect  a 
poor  mortal  to  present  you  with  a  tran¬ 
scribed  letter  or  other  document  which  shall 
be  perfect  in  grammar  and  construction  af¬ 
ter  you  fling  to  her  disconnected  and  miscon- 
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structe-d  sentences  while  your  mind  wanders 
vaguely  about  the  trifles  of  her  personal  ap¬ 
pearance;  with  which,  mind  you,  you  have 
no  right  to  be  concerned  at  all,  beyond  re¬ 
quiring  that  she  should  conform  to  the 
ordinary  standards  of  neatness. 

Hint  2.  Stenography  being  almost  en¬ 
tirely  phonographic,  it  is  not  fair  to  expect 
a  stenographer  while  hearing  one  sound 
from  your  mouth  to  write  down  another 
which  you  should  have  made.  Of  course 
we  all  know  that  an  occasional  lapsus  lin¬ 
guae  cannot  be  avoided,  and  the  majority  of 
stenographers  are  both  willing  and  able  to 
correct  these  when  making  transcripts,  pro¬ 
vided  they  be  given  time  enough  in  which 
to  take  in  the  sense  of  what  they  are  writ¬ 
ing;  but  if  the  typewriting  must  be  done 
in  feverish  haste  to  catch  the  mail,  as  is 
often  the  case,  they  may  surely  be  pardoned 
for  overlooking  an  error  which  you  made. 

Be  sure,  then,  to  say  what  you  mean ;  and 
say  it  clearly.  Do  not  slur  over  the  little 
words.  Remember  that  if  your  stenog¬ 
rapher  writes,  “We  will  nozu  accept  your 
offer,”  when  you  said  “We  will  not  accept 
your  offer,”  it  may  be  at  least  as  much  your 
fault  as  hers.  Any  amount  of  amusing  mis¬ 
takes  might  be  imagined  as  the  result  of  the 
way  in  which  dictators  mumble  and  jumble 
their  words ;  but  it  is  not  my  intention  to  go 
into  the  funny  business. 

If  you  have  been  fortunate  enough  (or 
may  I  say  tactful  enough?)  to  retain  the 
same  stenographer  for  a  year  or  two  longer, 
until  she  is  familiar  with  your  affairs,  she 
may  calmly  write  down  the  thing  you  ought 
to  say,  regardless  of  the  vagaries  of  your 
speech,  while  modestly  refraining  from 
openly  correcting  your  inaccuracies  or  both¬ 
ering  you  by  asking  for  a  repetition  of  your 
slurred  and  slovenly  sentences. 

Hint  3.  Don’t  expect  a  new  stenog¬ 
rapher  to  understand  the  technical  terms  of 
your  business  and  to  spell  them  correctly 
the  first  time  they  are  hurled  at  her  defense¬ 
less  head.  If  she  is  too  timid  to  ask  for  en¬ 
lightenment,  be  merciful  and  give  it  un¬ 
asked. 

Hint  4.  Don’t  take  several  hours  off  in 
the  afternoon ;  then  come  in,  fresh  and  un¬ 
jaded,  just  as  the  stenographer  is  finishing 
a  long  transcript,  and  then  expect  her  to 
take  your  dictation  at  her  best  speed  and 
with  unruffled  temper. 

Hint  5.  Don’t  interpolate  extraneous  re¬ 
marks,  addressed  to  a  third  party,  without 


making  it  perfectly  clear  beforehand  that 
they  are  not  to  be  included  in  the  notes.  It 
is  somewhat  annoying  to  take  notes  as  hard 
as  one  can  for  a  minute  or  more  and  then 
find  that  the  greater  part  of  what  you  have 
taken  down  was  simply  an  aside.  Of  course 
it  must  be  carefully  eliminated,  lest  it  get 
into  the  transcript ;  and  meanwhile  the  mer¬ 
ciless  dictator  goes  steadily  on,  this  time 
with  important  matter  which  must  be  taken 
down.  No  wonder  the  poor  girl’s  cheeks 
burn  and  her  fingers  get  clammy  and  her 
head  aches;  and  when  she  finally  makes  her 
escape  she  goes  home  to  throw  herself  upon 
her  bed  and  weep. 

There  was  a  poet  once  who  wished  his 
poems  taken  direct  upon  .  the  typewriter. 
The  poet  was  nervous ;  so  was  the  typist, 
but,  of  course,  her  feelings  were  not  to  be 
considered.  The  poet  was  very  particular 
that  all  punctuation  marks,  etc.,  should  ap¬ 
pear  exactly  as  he  wished;  so  he  included 
them  in  his  dictation.  Can  you  imagine  the 
dismay  of  the  poor  typist  when,  coming  to 
the  end  of  a  line,  she  realized  that  she  had 
written ; 

“Over  the  mountains,  white  with  mist, 

Comes  Morning  with  a  capital  M.” 

Hint  6.  If  you  are  in  a  hurry  for  a 
transcription  of  dictated  matter,  do  not  ask 
the  stenographer  every  few  minutes  how 
much  she  has  done ;  nor  remind  her  that 
the  time  is  getting  over.  Do  not  stand  over 
her  and  watch  every  word  she  writes.  She 
will  make  blunders,  and  take  unusually  long 
to  correct  them ;  not  because  she  delights  to 
aggravate  you,  but  because  you  have  made 
her  nervous  and  her  “fingers  are  all 
thumbs.” 

There  are  many  other  hints  that  might 
be  enlarged  upon,  but  perhaps  these  few 
will  suffice  to  suggest  to  employers  that  even 
they  are  not  wholly  perfect.  There  are 
many  who  are  very  nearly  so,  as  many  a 
grateful  and  faithful  stenographer  will  glad¬ 
ly  testify;  but  still  there  are  some,  just  a 
few,  who  might  improve  themselves  if  they 
would. 


Shorthand  in  Ancient  Egypt. 

Recent  excavations  in  Egypt  have  re¬ 
vealed  a  bond  of  apprenticeship  of  a  slave 
for  two  years  to  the  “semiograph,”  to  be 
taught  to  read  and  write  shorthand,  or  “the 
signs  that  your  son  Dionysios  knows,”  the 
teacher  receiving  in  all  the  premium  of  120 
drachae.  This  was  dated  about  A.  D.  100. 
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Library  Indexing  No.  169 
Lodge  or  Society  Records  No.  127 
Mortgage  and  Loan  Records  No.  132 
Monthly  Time  Sheets  No.  121 
Orders  Received  Blanks  No.  130 


Plain  Manila  Sheets  for  Scrap  Book 
Price  List  Blanks  No.  133 
Publishers  Subscription  List  No.  217 
Physicians’  Records  No.  140 
Purchasing  Agents  Forms  No.  167 
Prospective  Customers  List  No.  104 
Quadrille  Ruled  Forms 
Quotations  Given  No.  109 
Quotations  Received  No.  Ill 
Real  Estate  Records  No.  197 
Recapitulation  Blanks  No.  108 
Salesmen’s  “Follow  Up  "  No.  163 
Stock  on  Hand  Record  No.  113 
Weekly  Time  Sheets  No.  119 


OUR  CATALOGUE 

"Moore’s  Modern  Methods"  valuable  informaUon 

on  the  subjedl  or 

Bookkeeping  and  Loose  Leaf  Accounting.  It  illustrates  and 
describes  the  forty  different  forms  furnished  with 
this  outfit.  May  we  send  it  to  you  ? 

OUR  GOODS  ARE  NOT  SOLD  BY  DEALERS 

John  C.  Moore  Corporation 

Makers  of  everything  in  the  line  of  Blank  Books,  Loose  Leaf  Binders,  Offlc'  ''tationery 
342  Stone  Street,  Rochester,  N.  Y. 


View  of  the  Binder 
Closed 
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Accounting  Methods  for  a  Fire  Insurance 

Company 

THIS  ARTICLE  IS  WRITTEN  WITH  SPECIAL  RELATION  TO  THE  RE¬ 
QUIREMENTS  OF  A  HOME  INSURANCE  OFFICE  WITH  NUMEROUS 
AGENCIES,  AND  INCLUDES  THE  TREATMENT  OF  UNEARNED  PREM¬ 
IUMS,  AND  ESTABLISHMENT  OF  RESERVES  FOR  RE-INSURANCE 

By  R.  M.  HAMBY 


The  operations  of  fire  insurance  com¬ 
panies  usually  extend  over  a  great 
many  states,  it  being  generally  ad¬ 
mitted  that  the  wider  the  field  the  more 
chance  there  is  to  get  an  average  class  of 
business,  which  is  necessary  in  order  to 
overcome  having  excess  losses  that  may 
come  from  special  localities.  Whereas  the 
general  results  of  the  business  may  be  sat¬ 
isfactory,  it  is  always  a  matter  of  importance 
to  know  just  what  amount  of  fire  losses, 
and  expenses,  as  well  as  premiums,  that 
each  state  or  department  has  produced  in 
order  to  determine  the  advisability  of  re¬ 
maining  therein.  Likewise,  in  order  to  de¬ 
termine  the  proper  rates  to  charge,  it  is 
necessary  to  classify  the  risks  and  losses  by 
states.  With  these  requirements  in  view 
the  accounts  of  the  company  should  be  so 
arranged  as  to  show  on  first  entry  as  far  as 
possible  the  state  to  which  each  transaction 
belongs. 

Herein  will  be  treated  only  the  general 
forms  of  the  business  as  regards  the  month¬ 
ly  accounts  and  balance  sheet  showing  the 
condition  of  the  company  as  a  whole,  the 
accounting  periods  being  monthly,  semi¬ 
annually  and  annually.  The  experience 
tables,  of  premiums  and  losses,  are  com¬ 
piled  month  by  month  from  the  forms  here¬ 
inafter  described ;  however,  most  companies 
run  their  experience  records  by  five  and  ten 
years’  periods. 

As  the  business  of  the  fire  insurance 
companies  originates  with  the  local  agent, 
it  is  proper  to  begin  with  Form  1.  This 
form  is  filled  out  by  the  local  agent  and  for¬ 
warded  to  the  home  office,  as  soon  as  the 
policy  has  been  written.  When  received  at 
home  office  it  is  “m^nped”  and  examined, 
and,  if  found  correct,  is  then  passed 
to  the  register  clerk  for  entry  in  a 
loose  leaf  abstract  as  per  Form  2, 


which  is  arranged  by  states,  and  alphabet¬ 
ically  by  agencies. 

At  the  close  of  each  calendar  month  the 
agent  reports  the  operations  of  his  agency 
on  Form  3. 

When  the  agents’  accounts  are  received, 
they  are  audited  by  comparing  the  policies 
written  and  canceled  during  that  month 
with  the  Abstract  of  Daily  Reports,.  Form  2 ; 
also  the  commissions,  losses,  etc.,  charged 
therein  are  verified  before  being  O.K.’d.  In 
all  companies  there  are  some  agents  who 
are  tardy  in  sending  in  their  accounts,  so 
on  the  10th  of  each  month  a  request  is 
made  of  those  agents  who  have  written 
policies  during  the  previous  month  to  send 
in  their  monthly  account.  All  accounts  not 
received  by  the  20th  of  the  month  are  made 
out  by  the  homfe  office,  from  the  Abstract  of 
Daily  Reports,  Form  2,  and  the  usual  com¬ 
mission  credited  to  the  agent. 

JOURNALIZING. 

All  accounts  being  in  or  made  up,  and  ar¬ 
ranged  by  states,  and  alphabetically  by 
agencies,  they  are  then  entered  on  the 
Agents’  Journal  and  Ledger,  Form  4,  com¬ 
monly  called  in  insurance  offices,  the  “Long 
Journal.”  By  having  two  short  leaves  ruled 
on  both  sides  from  “Risks  Written”  to 
“Cash  Received,”  between  the  full-sized 
leaves,  on  this  form,  it  wwuld  require  the 
agency  names  to  be  written  only  once  in  six 
months,  which  means  quite  a  saving  of  time 
each  month.  Space  is  left  between  the  let¬ 
ters  to  enter  the  new  agencies  that  are  ap¬ 
pointed  between  the  transcribing  periods. 
Some  offices  have  journal  leaves  (loose) 
with  agency  names  printed  thereon,  prac¬ 
tically  the  same  arrangement  as  Form  4, 
which  is  quite  convenient,  provided  there 
are  not  manv  changes  in  the  agency  names, 
for  monthly  accounts  can  then  be  entered 
thereon  with  a  typewriter.  The  footings  of 


iT/ ALWAYS  HYGIENIC 


400  Shaves  Without  Stropping 


at  less  than  1  cent  a  shave.  Over  200,000  now  in  use.  Every  one 
sold  makes  a  friend  for  life. 

$5.00  complete  in  an  attractive,  compact,  velvet-lined  case. 

A5K  YOUR  DEALER  for  the  Gillette  Safety  Razor.  Accept  no 
substitute.  He  can  procure  it  for  you.  Write  for  our  interesting 
booklet,  which  explains  our  thirty-day  free  trial  offer.  Most 
dealers  make  this  offer  ;  if  yours  does  not,  we  will. 

GILLETTE  SALES  COMPANY 

L'  1116  Times  Bldg.,  42d  St.  and  Broadway,  New  York 


GTllette 

NO  STROPPING.  NO  HONING. 


NO  STROPPING.  NO  HONING 
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DAILY  REPORT. 


^V'Report  Each  Risk  on  the  Day  Accepted. 

Fire  Insurance  Co. 


AGENCY  AT 


Polky  or  CorUflcate  No. 


Dep’t  No. . .  No.  o*OM  Polky 


NAME  or  INSURED 

CocomBBOBmAit  of  Risk 

Tonn 

Expirottoo  of  RUk 

AmounC  lofuret) 

Former 

Boerd 

Reu 

FREtENT 

MATE 

PREMIUM 

.  >90  • 

ON  MAP  SHEET  NO. .  BLOCK  NO. . STREET  NO.  IF  NOT  ON  MAP,  MAKE  DIAGRAM  ON  OTHER  SIDE 


COPY  OF  POLICY. 


Ittku  risk  placed  witHyou  by  aaofiier  afeut^ _ *  If  so,  state  oatnes  of  Companies  which  he  represents,  writing  same 


Do  not  write  or  Mamp  below 

Claaa.. . - . .  Limit - - - - 

Other  «* Austin'*  Policies  on  Seme  Premises: 

^'Austin’*  Policies  on  Ad)olnlni:  Premises: 

*<Austlo’'  Policies  oo  Risks  In  Seme  Block; 

No .  . - . 

No .  $ . 

No .  $ . 

No  . .  $ . 1 _ 

No .  t . 

No .  $ . . . 

.....  1 

RE:  t .  Co . . ; . N<1 . - .  Prem:  $ . 

RE:  $- .  Co . . . j . .  No .  Prem:  « .  . . . 

RE;  *  .  Co . . . .  No .  Prem:  $ .  Agooto. 

Form  I, 


_  gency. 


Accoiiut  Current  for 


To  COMMISSIONS  on  Net  Preniuinis, 


POSTAGE  actually  ex(>cnded, 


•'  Loss  under  Policy  No. 


RKMITT.ANCE  herewith  to  balance  (Drafts 
made  payable  to  Austin  Fire  Ins  Co  or  order). 


By  GROSS  PREMIUMS  (per  statement  on  re¬ 
verse  of  this  sheet). 

••  GROSS  RETURN  PREMIUMS  as  below 


Net  Premiums,  $ 


STATEMENT  OF  POLICIES  CANCELED  AND  PREMIUMS  RETURNED  DURING  THE  MONTH. 


POLICY  NO 

TERM 

DATE  CANCELED 

EXPIRATION  . 

AMOUNT 

CANCELED 

FULL 

PREMIUM 

PREMIUM 

RETl^RNED 

CLASS 

MO 

DAY 

YR 

MO 

DAY 

YR 

Form  III 
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P/^y  Day 

What  Does  It  Mean  to  You? 

If  you  are  in  that  discouraged  line  of  men  who  get  the  same  pittance  week  after  week,  vear 
after  year  withou^t  hope  or  prospect  of  something  better,  it’s  time  you  appealed  to  the  InteVna- 
tional  Correspondence  Schools.  Ask  them  how  you  can  in  your  spare  time,  qualify  for  a  better 
position,  a  higher  salary  and  a  safe  future.  They  will  make  the  way  so  plain  and  easy  for  you 
that  your  only  wonder  will  be  that  every  worker  in  the  world  is  not  following  the  thousands 
who  have  already  reached  success  over  this  highway. 

Mark  on  the  coupon  the  occupation  you  prefer  and  mail  it  to  the  I.  C.  S.  It  costs  nothing. 
It  will  surely  help  you  some.  It  may  make  your  fortune. 


INTERNATIONAL 

Please  explain,  without  further 


CORRESPONDENCE  SCHOOLS,  Dox  1076,  Scrantoo,  Pa. 


Bookkeeper 
Stenographer 
Advertisement  Writer 
Show  Card  Writer 
Window  Trimmer 
Ornamental  Designer 
Chemist 

Mech.  Draftsman 
Illustrator 

Civil  Service 

Textile  Mill  Supt. 
Electrician 

Telephone  Engineer 
Surveyor 

Elec.  Engineer 

Elec.  Lighting  Supt. 
Mech.  Engineer 
Stationary  Engineer 
Civil  Engineer 

Architec.  Draftsman 
Foreman  Plumber 

Building  Contractor 
Architect 

Structural  Engineer 
Bridge  Engineer 

Mining  Engineer 
Spanish  Stenographer 
Attorney-at*Law 

Name. 


City_. 


Street  and  No. 
_  State _ 
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Pol'icyNo. 

old  Policy 
Rf  ijewed 

Nome  of 
ASi>UI-ed 

Expit-aTior; 

A  IN  0^9+ 

Rmte 

Pi'eiT\iuiT\ 

Mo. 

bciy 

'leal- 

- 

Form  11. 


thereon  with  a  typewriter.  The  footings  of 
the  “Long  Journal”  are  made  by  states  and 
carried  to  recapitulation,  then  posted  to 
general  ledger.  The  unpaid  balance  oppo¬ 
site  each  agency  is  carried  forward  to  next 
month  in  “Balance  brought  forward”  col¬ 
umn.  When  the  agent’s  account  shows  a 
balance  due  him,  the  amount  is  entered  in 
red  ink,  likewise  return  commissions  and 
the  red  figures  deducted  from  the  black  in 
footing  up. 

Form  5,  being  self-explanatory,  will  be 
passed  without  comment,  except  that  foot¬ 
ings  are  not  ruled  off  daily,  but  carried  for¬ 
ward  until  the  end  of  each  month,  when 
the  columnar  totals  are  nosted  to  general 
ledger.  In  this  form  it  is  assumed  that  the 
voucher  system  is  used  and  that  the  right 
hand  side  of  the  cash  book  shows  only  the 
daily  deposits  in  banks,  and  an  occasional 
cross  entry,  the  total  cash  in  banks  being 
shown  by  a  general  ledger  account  under 
the  title  of  “Sundry  Banks.”  Transfers  of 
money  from  one  bank  to  another  are  en¬ 


tered  in  cash  book,  but  all  disbursements 
are  made  by  vouchers  and  recorded  as  in 
Form  6. 

Each  voucher  is  entered  herein  numeri¬ 
cally,  when  audited,  and  approved'  for  pay¬ 
ments,  extending  the  amount  or  amounts  to 
the  column  proper  to  the  charge.  As'  all 
fire  insurance  companies  keep  their  statistics 
by  states,  it  is  necessary  to  note  in  “Re¬ 
marks”  column  the  state  for  which  each 
disbursement  is  made,  and  it  is  then  an  easy 
matter  to  tabulate  the  expenses  and  losses 
for  each  state.  On  the  left  of  this  form 
will  be  noticed  several  columns  which  are 
used  to  credit  the  different  banks  upon 
which  the  voucher-checks  are  drawn.  The 
footings  of  these  columns  represent  at  any 
moment  the  amounts  drawn  during  the 
month,  and*  when  compared  with  corre¬ 
sponding  “Deposit”  column  on  cash  book, 
also  balance  at  beginning  of  jnonth,.  will 
show  the  “Balance  on  hand,”  with  the  small¬ 
est  degree  of  record.  It  may  be  proper  to 
state  here  that  fire  insurance  reports  are 
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Form  IV. 
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Put  If  On 


and  Pinch  It 


No  office  can  be  complete  without  this  won¬ 
derful  new  paper  fastener — the  Tadpole.  It  is 
not  merely  a  “clip,”  but  a  fastener— one  that 
holds  with  a  grip  that  won’t  let  go.  The  handi¬ 
est, simplest, quickest — just  put  it  onthe  corner, 
pinch  it  gently  and  it’s  there  to  stay.  Holds 
two  sheets  as  firmly  as  twenty.  Where  the 


ADPOLE 

Paper  Fastener 


is  used  there  is  no  missing  cor¬ 
respondence,  no  tanglements  in 
file  or  basket.  It  keeps  a  packet 
of  papers  always  in  perfect  order,  always  ready 
for  reference,  and  enables  you  to  detach  any 
sheet  when  needed.  Has  no  sharp  corners  to 
catch  on  adjacent  sheets.  Cannot  slip  or  spring 
off.  Most  economical  because  it  may  be  used 
over  and  over.  Let  us  send  you 

SAMPLES  FREE 

upon  receipt  of  ic  stamp  and  you  will 
more  readily  appreciate  why  Tadpole 
Fasteners  are  different  from  others,  why 
they  are  better.  Three  sizes,  at  all 
stationers  ;  25  cents  a  box,  or  by  mail  on 
receipt  of  price.  Agents  wanted  every¬ 
where,  to  whom  a  liberal  proposition  is 
made. 

GENERAL  SPECIALTY  CO., 

Arcade  Bldg.,  Philadelphia,  Pc 
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made  only  by  the  month,  semi-annually  and 
annually,  and  for  this  reason  a  great  deal 
of  time  is  saved  by  carrying  all  totals  to 
recapitulation  by  the  month.  The  follow¬ 
ing  is  a  convenient  form  of  Voucher-Check, 
Form  7,  when  the  voucher  system  is  re¬ 
quired,  and  can  be  used  on  any  bank  de¬ 
sired. 

Returning  to  voucher  record,  the  total 
disbursements  should  be  credited  in  gen¬ 
eral  ledger  direct  to  “Sundry  Banks,”  and 
the  footings  of  other  columns  debited  to 
the  accounts  according  to  their  headings. 

Having  posted  all  footings  of  long  jour¬ 
nal,  cash  book,  voucher  record  and  general 
journal,  the  general  ledger  is  ready  for  the 
monthly  statement,  as  regards  receipts  and 
disbursements,  ledger  assets  and  liabilities. 
The  non-ledger  accounts,  such  as  accrued 
interest,  rents,  unearned  premiums,  unpaid 
losses  and  expenses,  are  made  up  from  spe¬ 
cial  records,  and  totals  entered  in  the 
Monthly  Statement  which  then  should  show 
the  true  financial  condition  of  the  company 


as  of  that  date.  The  “Convention  Form”  of 
annual  report  has  been  adopted  by  the  in¬ 
surance  companies  of  the  great  majority 
of  the  states,  hence  the  accounts  of  stock 
fire  insurance  companies  are  kept  in  such 
manner  as  to  best  give  the  information  re¬ 
quired.  The  annual  reports  made  to  the 
various  Insurance  Departments  contain  a 
great  deal  of  detail  that  is  not  material  to 
the  monthly  operations,  hence  the  “Month¬ 
ly  Statement,”  Form  8,  will  be  found  con¬ 
venient  and  sufficiently  comprehensive.  The 
items  on  this  statement  to  and  including 
“Ledger  Assets”  are  taken  from  the  general 
ledger. 

The  first  item  of  non,-ledger  assets  is 
usually  “Accrued  Interest  on  Mortgages,” 
also  on  bonds  and  rents  unpaid.  The  ac¬ 
crued  interest  on  mortgages  and  bonds  is 
reported  in  detail  in  the  annual  statement, 
but  during  the  year  only  the  totals  are  re¬ 
quired  and  they  can  be  readily  ascertained 
as  follows :  Make  a  record  of  the  amounts 
of  interest  that  all  the  loans  will  earn  for 
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The  Best  Life  Insurance  is  Food  Sense — the  intelligent  selection  of 
food  to  repair  waste  tissue,  to  sustain  strength,  to  build  a  sound  and  healthy 
body  that  will  meet  fully- and  buoyantly  the  demands  of  your  life  work. 

This  policy  yields  good  health  and  long  life — ample  annual  divi¬ 
dends  from  small  investment — beyond  the  reach  of  frenzied  financiers 
or  speculators. 

The  food  that  yields  the  largest  returns  in  health  and  strength 
with  the  least  tax  upon  the  stomach  or  the  purse  is 

Shredded  Whole  Wheat 

It  contains  all  the  nutrients  of  the  whole  wheat  grain,  steam- 
cooked  and  drawn  into  fine  porous  shreds,  rendering  it  easily  digested 
by  the  most  delicate  stomach.  Being  crisp  it  induces  mastication 
which  aids  digestion  and  makes  sound  teeth.  It  is  not  a  ‘‘pre-digested” 
food;  it  is  a  ready-to-digest  food.  It  promotes  bowel  exercise  and 
keeps  the  intestinal  tract  in  a  healthy  condition. 

Shredded  Wheat  is  made  in  two  forms— BISCUIT  and  TRISCUIT.  The  BIS¬ 
CUIT  is  delicious  for  breakfast  with  hot  or  cold  milk  or  cream,  or  for  anv  meal  in 
combination  with  fruits  or  vegetables.  TRISCUIT  is  the  shredded  whole  wheat 
cracker,  crisp,  nourishing  and  appetizing.  Delicious  as  a  toast  with  beverages  or 
with  cheese  or  preserves.  Ask  your  grocer. 

IPs  All  in  the  Shreds" 

‘'The  Vital  Question  CooK.  "BooK."  is  sent  free  for  the  asking. 

THE  NATURAL  FOOD  COMPANY 

Niagara  Falls,  N.  Y. 
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one  calendar  month,  and,  when  a  new  loan 
is  made  add  its  monthly  interest;  and 
should  a  loan  be  paid  off,  then  deduct  its 
monthly  interest,  the  result  being  the  pre¬ 
cise  earning  power  of  all  the  loans  for  one 
month. 


the  purpose  of  ascertaining  the  amount  of 
premiums  that  are  actually  in  force ;  that 
is,  premiums  written  in  policies  that  have 
not  been  terminated  by  cancellation,  rebate 
or  expiration.  The  reserve  required  by  the 
laws  of  the  majority  of  the  states  makes  it 


EXAMPLE. 

Total  Interest  due  and  accrued  on  loans,  Dec.  31st .  $ 

Add  1  mo.  Interest  on  old  loans  for  January . '. .  $ 

Add  Interest  to  January  31st,  on  loans  made  during  January .  $ 

Deduct  Interest  collected  during  January  on  loans  .  $ 

Net  Balance  due  and  accrued,  January  31st . 1 .  $ 


The  same  method  also  applies  to  interest 
on  bonds,  collateral  and  many  other  securi¬ 
ties  the  company  may  invest  in ;  also  to 
rents  if  the  list  of  tenants  is  sufficiently 
large  to  justify. 

The  unpaid  losses  are  estimated  from  the 
“Loss  Book,”  and  are  of  three  classes  only, 
viz:  “adjusted,  due;”  “adjusted,  not  due”; 
and  “unadjusted,  estimated,”  it  being  under¬ 
stood  that  any  re-insurance  on  the  different 
classes  is  deducted  before  entering  on  the 
statement. 

RE-INSURANCE  RESERVE  (UNEARNED 
PREMIUMS.) 

This  is  a  technical  liability  account  for 


necessary  to  classify  the  premiums  and 
amounts  of  risks  by  terms  of  one,  two,  three, 
four  and  five  years  from  date  of  policy; 
also  “Perpetuals,”  if  the  company  has  any. 
The  percentage  of  “Premiums  in  Force,” 
less  re-insurance,  to  be  reserved  upon,  for 
the  purpose  of  redeeming  the  policies  on 
demand  by  the  assured,  or  for  paying  of  fire 
losses  that  may  occur  during  the  life  of  the 
policies,  is  as  follows : 

One-year  policies,  written  in  1904,  one-half  of 
premium  “in  force.” 

Two-year  policies,  written  in  1904,  three-fourths 
of  premium  “in  force.” 

Two-year  policies,  written  in  1903,  one-fourth 
of  premium  “in  force.” 

Three-year  policies,  written  in  1904,  five-sixths 
of  premium  “in  force.” 


VODC 

I)er  Cl)ecK  Record. 
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DESCRIPTION 

Spring  steel  clips  enclosed  in  silk-stitched 
leather  tabs  on  which  any  desired  inscription  may 
be  printed  or  written.  They  can  be  instantly 
slipped  on  a  leaf  or  card  and  hold  with  a  vise-like 
grip  without  tearing,  but  can  be  quickly  removed 
to  another  page  or  a  different  book  if  you  wish. 

1,000  Kinds  of  Printed  Tags  in  Stock 

Including  Alphabets,  Months,  Numbers,  Cities, 
States,  Accounts,  Days  of  Week,  Subdivided  Alph- 
abets,  etc.  We  print  to  order  promptly  and  at 
reasonable  prices  any  special  inscription  wanted. 


THE  CUTS  BELOW  ILLUSTRATE  A  FEW  COMMON  S^ZES  AND  STYLES 


Alphabet  103 

4  other  styles  in  stock 


Month  J03 

4  other  styles  in  stock 


I in.  Printed  to  Order  2  in.  Printed  to  Order 

We  print  to  order  promptly  any  inscription  wanted 


tags  XO  WRIXE  on  Leather  tags  are  made  of  light  tan  leather  which  presents  a 

rr — ; — rr - — : - rr — surface  to  write  on  with  ink.  Paper  Paced  tags  have,  over 

the  leather,  a  facing’  of  best  Buff  Scotch  Linen  Ledger  Paper,  which  gives  the  most  desirable  surface  known 
for  writing  with  pen  or  pencil.  Ihe  facings  are  exceedingly  durable,  but  may  be  renewed  when  desired. 
Gummed  stickers  to  renew  the  facings  are  furnished  for  10  cents  per  one  hundred. 

WE  GUAR  ANXEE  tag  to  be  not  only  perfect  in  material  and  construction,  but  to  PAY 

■■  —  for  itself  in  the  time  saved  by  its  use.  On  ledgers  they  save  one-half  time 

in  posting.  For  general  purposes  the  saving  averages 
twenty  per  cent.  We  prepay  transportation  and  will 
send  tags  to  any  responsible  person  or  firm  on 
trial,  to  be  returned  if  not  found  profitable. 

“We  use  them  (26,000)  in  every  department” 

Simmons  Hardware  Company,  St.  Louis 

Repeated  Orders  from  the  Mutual  Life  Ins.  Co., 

New  York,  American  Tin  Plate  Co.,  Westinghouse 
Electric  &  Mfg.  Co.,  Merchants  Bank  of  Canada,  Mont¬ 
real,  National  Shawmut  Bank,  Boston,  and  hundreds  of 
similar  firms  prove  the  correctness  of  our  claims. 

We  have  never  found  an  office  so  large  and  but  few  so 
so  small  but  that  at  least  a  few  of  our  tags  could  be  profit¬ 
ably  used.  Fill  out  the  coupon,  mail  it  with  your  letter¬ 
head  and  receive  our  catalog  and  price  list  showing  how 
YOU  can  save  time  and  labor.  Sample  tag  for  5  cents. 


Cut  off  here  and  mail  TO-DAY— Don't  Delay 

Dept.  A,  Chas.  C.  Smith,  Exeter,  Nebraska. 


Please  send  your  catalog  and  price  list  free, 
cents  for  sample  tag. 

Name . . . 


Enclosed  is  f 
(10-05) 


Street . 


Dept.  A.  CHAS.  C.  SMIXH,  Mfr., 

EXETER,  NEBRASKA 


City 


Business  . 

Am  Intereste© 
Ik  Indexing  . 


-State.. 


Tag  to  Write  on 
5  other  sizes  in  stock 


Number,  Style  342 

3  other  styles  in  stock 
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Voucher-Check 


No. 


FIRE  INSURANCE  CO. 


AUSTIN,  TEXAS, 


100 


WHKN  .nOFCRLV  RCCCtRTCD  ON  LCF 
AND  CNOORSeo  ON  RACR 


Pay  to  the 
Order  or. _ 


DOLLARS 


To- 


-NATIONAL  BANK 


Austin,  Texas 


TREASURCR 


Form  VII. 


Three-year  policies,  written  in  1903,  one-half 
of  premium  “in  force.” 

Three-year  policies,  written  in  1902,  one-sixth 
of  premium  “in  force.” 

Four-year  policies,  written  in  1904,  seven-eighths 
of  premium  “in  force.” 

Four-year  policies,  written  in  1903,  five-eighths 
of  premium  “in  force.” 

Four-year  policies,  writtep  in  1902,  three-eighths 
of  premium  “in  force.” 

Four-year  policies,  written  in  1901,  one-eighth 
of  premium  “in  force.” 

Five-year  policies,  written  in  1904,  nine-tenths 
of  premium  “in  force.” 

Five-year  policies,  written  in  1903,  seven-tenths 
of  premium  “in  force.^ 

Five-year  policies,  written  in  1902,  one-half  of 
premium  “in  force.” 

Five-year  policies,  written  in  1901,  three-tenths 
of  premium  “in  force.” 

Five-year  policies,  written  in  1900,  one-tenth 
of  premium  “in  force.” 

Over  five  years,  pro-rata. 

The  operation  of  this  account  begins  by 
taking  from  the  Agents’  Accounts  Cur¬ 
rent,  Form  3,  (after  they  have  been  bound 
and  completed  for  the  month)  all  the  pre¬ 
miums  and  “amount  of  risk  written,”  mak¬ 
ing  a  total  by  months  according  to  their  ex¬ 
piration,  except  those  policies  expiring  one 
year  from  the  current  month,  thus : 


January,  1905 

March,  1905 

December,  1905 

$1,000- $20.00 

$2,000— $40.00 

$2,000- $56.S0 

2,500—  46  25 

1,5C0—  06  75 

3,000-  78.95 

and  so  on  until  all  expirations  have  been 
tabulated  except  the  one  year  policies. 
Find  the  total  of  those  tabulated  and  de¬ 
duct  said  total  from  the  total  footings  of 
the  “Amount  of  Risk”  and  “Gross  Premi¬ 
ums”  columns  as  shown  on  the  Recapitu¬ 
lation  page  of  the  Agents’  Journal  and 
Ledger,  Form  4,  for  the  current  month ; 
and  this  will  be  the  risks  and  premiums  ex¬ 
piring  one  year  from  date  of  entry.  Fully 
90  per  cent  of  fire  insurance  policies  are 
written  for  term  of  one  year,  and  by  fol¬ 
lowing  this  method,  about  90  per  cent  of 
this  time  can  be  saved,  in  tabulating  the 
expirations  of  policies  written.  Condense 
the  summary  for  the  month  as  in  Form  9. 

POLICIES  WRITTEN. 

One  year  or  less  and  expiring: 

RISK.  PREMIUM. 

Jany.,  190 . 

Feby.,  190 . 

Mch.,  190 . 

April,  190 . . 

May,  190 . . . 

June,  190 . 

July,  190 . 

Aug.,  190 . 

Sept.,  190 . 

Oct.,  190 . 

Nov.,  190 . 

Dec.,  190 . 


Total  one  year  .  $ .  $ 

Form  IX. 
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2  year  policies  same  form. 

3  year  policies  same  form. 

4  year  policies  same  form. 

5  year  policies  same  form. 

These  expirations  are  then  posted  to  ex¬ 
piration  sheets  ruled,  as  in  Form  10. 


cancellations  have  been  posted  to  their 
proper  expiration  sheets,  it  is  necessary  to 
deduct  the  red  figures  from  the  black  in 
order  to  show  just  how  much  business  is 
still  in  force  on  each  sheet.  This  having 
been  done,  the  balances  thus  obtained  are 


EXPIRATIONS 


Month  of . .  190  — 


One  Year 

Two  Year 

Three  Year 

Four  Year 

Five  Year 

Risk. 

Prem. 

Risk. 

Prem. 

Risk. 

Prem. 

Risk. 

Prem . 

Risk. 

Prem 

$ . 

Form  X 


It  will  be  seen  that  one  sheet  will  be  nec¬ 
essary  for  each  month  of  the  year,  for  five 
years,  in  all  60  sheets,  presuming  that  all 
companies  write  five  year  policies. 

POLICIES  CANCELED. 

By  reference  to  Form  3,  it  will  be  noticed 
that  there  are  two  premium  columns — “Full 
Premium”  and  “Return  Premium.”  In 
making  up  the  reserve  account  only  the 
“Full”  premiums  are  considered  when  a 
policy  is  canceled,  or  the  amount  of  pre¬ 
mium  reduced  in  case  of  a  rebate.  After 
having  posted  all  expirations  of  policies 
“written,”  the  accounts  current  are  again 
referred  to  and  policies  “canceled”  are  tabu¬ 
lated  by  listing  “amounts  canceled”  and 
“full  premiums,”  to-wit : 

January,’  06.  February,  ’05. 

$1,000.00.  .  .  .$25.00  $2,000.00.  .  .  .$10.00 

1,500.00 _  13.00  800.00 -  2.00 

All  canceled  policies  having  been  tabu¬ 
lated,  the  footings  are  arranged  in  same 
form  as  Form  9,  except  the  heading,  which 
reads — Form  9A. — “Policies  Canceled.” 


carried  to  recapitulation  as  in  Form  11. 

The  aggregate  of  these  columns  shows 
the  exact  amount  of  original  policies  still 
in  force  under  the  various  terms  for  which 
they  were  written.  In  making  up  Form 
11,  no  footings  are  considered,  except  thcs.e 
that  are  still  in  force,  as  shown  by  the 
dates  on  expiration  sheets.  Those  sheets 
whose  dates  show  that  the  policies  have 
matured,  are  simply  put  aside  and  de¬ 
stroyed.  Thus  it  will  be  noted  that  the 
one  year  column  on  Form  11,  always  be¬ 
gins  with  the  month  following  the  month 
for  which  the  statement  is  being  made. 

POLICIES  RE-INSURED. 

All  companies  have  policies  larger  than 
they  wish  to  carry  for  various  reasons,  and 

June,  ’05.  January,  ’07 — 3  yr. 

$1,500.00 _ $40.00  $5,000.00 - $100.00 

1,750.00 _  28.50  1,500.00....  25.00 

instead  of  having  same  canceled  and  re¬ 
written  for  a  smaller  amount,  they  are  par¬ 
tially  or  wholly  “re-insured”  with  some 
other  company  or  companies  at  pro-rata  of 


POLICIES  CANCELED 


January,  1906 

February,  1905 

Jane,  1905 

January,  1907-3  year 

$1,000.00  $25.00 

$2,000.00  $10.00 

800.00  2.00 

$1,500.00  $40.00 

$5,000.00 

$100.00 

1,500.00  13.00 

1,7.50.00  28.50 

1,500.00 

25.  CO 

Form  IXa 


The  expirations  of  “policies  canceled”  are 
posted  on  Form  10,  directly  under  the  last 
entry  of  “policies  written,”  but  this  time  red 
ink  is  used  to  distinguish  the  “canceled” 
policies  from  the  “written.”  After  all  the 


the  premium  originally  paid  by  the  as¬ 
sured.  This  is  commonly  known  as  “re¬ 
insurance”  and  recorded  in  the  office  of  the 
ceding  company  as  in  Form  12. 

After  the  record  of  “re-insurance  effect- 
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Make  Your  Bills  and  Add 
Them  Up  all  on  One  Machine 

THE  ELLIOTT-FISH ER 


Billing  and  Adding  Machine 


- 


As  a  Billing  Machine  it  will  do 

ALL  that  the  Elliott-Fisher  Billing  Machine  is  re¬ 
nowned  for  doing  and  further  will  now  add  the  figures 
in  any  one  column  or  in  any  series  of  columns. 

Or,  viewed  as  an  Adding  Machine,  it  will  do 

ALL  the  printing  and  adding  of  figures  hitherto  done 
by  Adding  and  Listing  Machines.  It  will  print  the 
figures  in  the  columns  and  automatically  total 
the  figures  wherever  the  column  or 
columns  may  be  located; 


ALL  the  Billing  hitherto  done  by  the  Billing  Machine; 
ALL  the  typewriting  capable  of  being  done  by  any 
typewriter; 

ALL  the  carbon  copies  which  are  required,  type¬ 
writing  the  descriptive  matter  on  the  bill  with  all  its 
carbon  records; 

ALL  this  without  requiring  any  operation  other  than 
mere  fingering  of  the  regular  keys  of  a  regular  type¬ 
writer  keyboard  of  an  Elliott-Fisher  Machine. 
By  placing  two  or  more  registers  on  the 
machine,  a  great  variety  of  tabulated 
work  may  be  done. 


1 1  inch  Elliott-Fisher  Billing  Machine,  bank  or  regular 


keyboard,  including  electric  light  attachment  -  -  -  -  ^165.00 
Adding  attachment  with  one  register  ------  160.00 

- $325. 00 

Extra  registers,  each  .  . . .  60.00 

Capacity  of  each  register  9999999-99 


Elliott-Fisher  Company 

329-331  Broadway,  cor.  Worth  Street,  New  York  City 

LONDON  PARIS 

Branch  o_ffices  and  agencies  in  all  principal  cities 
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ed”  has  been  completed  for  the  month,  the 
amounts  of  risk  and  premiums  are  tabu¬ 
lated  according  to  expirations  in  same  man¬ 
ner  as  the  original  policies  under  Form  9. 
From  Form  9,  these  amounts  are  posted 
to  the  reverse  side  of  the  expiration  sheets, 
Form  10,  which  side  is  headed  “Re-Insur¬ 
ance  Expirations  for  the  Month  of  . 

190...” 


insured”  policies  from  the  one  year  “orig¬ 
inal”  policies,  the  balance  obtained  is  the 
amount  to  be  reserved  upon  at  the  rate 
of 

Then  from  the  two  year  “original”  poli¬ 
cies,  whose  expirations  show  they  are  now 
one  year  (or  more)  old,  deduct  the  “re¬ 
insured”  policies  whose  dates  show  they 
also  are  one  year  (or  more)  old,  and  the 


POLICIES  STILL  IN  FORCE. 


Feb.,  ’05  .  . 
Mch.,  ’05  .  . 
April,  ’05  .  . 
May,  ’05  .  . 
June,  ’05  . 

July,  '05  .. 

August,  ’05 
Sept.,  ’05  .  . 
Oct.,  ’05  .  . 

Nov.,  ’05  .  . 
Dec.,  ’05  .  . 

Jany.,  ’06  . 


1  year. 
Risk.  Prem. 

$ .  $•••• 


2  year. 
Risk.  Prem. 
1906 

$ .  $ - 


3  year. 
Risk.  Prem. 
1907 
$ . 


4  year. 
Risk.  Prem. 
1908 
$ . 


Form  XL 


$ 


6  year. 
Risk.  Prem. 

1909 

. 


When  a  policy  is  canceled  that  has  been 
re-insured,  the  re(-insuring  policy  is  also 
canceled,  and  the  pro-rata  return  premium 
is  charged  to  the  re-insuring  company,  rec¬ 
ord  of  which  is  shown  on  Form  13 : 

Having  closed  this  record  for  the  month, 
the  “Amounts  Re-Insured”  and  “Original 
Re-Insurance”  premiums  are  tabulated  by 
expirations  in  the  same  manner  as  other 
policies  canceled  under  Form  9,  and  these 
amounts  are  then  posted  in  red  ink  on  re¬ 
verse  of  the  expiration  sheets  (Form  10) 
and  subtracted  from  the  “Re-Insurance  ef¬ 
fected”  entries,  balance  showing  the  net 
amount  of  re*-insurance  that  will  expire  in 
each  particular  month.  A  summary  of  the 
re-insurance  balances  is  made  from  the  ex¬ 
piration  sheets  as  per  Form  11,  except  the 
head  which  reads  “Re-Insurance  in  Force,” 
and  the  totals  show  just  how  much  is  one 
year,  two  year,  three  year,  etc.,  business. 

ESTIMATING  THE  RESERVE. 

By  deducting  the  totals  of  one  year  “re¬ 


balance  so  obtained  is  the  amount  to  be  re¬ 
served  upon  at  14. 

The  two  year  policies  less  than  one  year 
old,  minus  those  re-insured,  are  to  be  re¬ 
served  upon  at 

Then  from  the  three  year  policies,  whose 
expirations  show  they  are  two  years  (or 
more)  old,  deduct  the  re^-insured  policies 
of  same  age,  and  the  balance  so  obtained  is 
reserved  upon  at  i/6.  The  same  method 
is  applied  to  the  three  year  policies  that 
are  between  one  and  two  years,  and  less 
than  one  year  old ;  also  to  the  four  and 
five  year  policies,  and  the  reserve  on  each 
class  estimated  at  the  percentage  mentioned 
under  Form  9.  The  total  reserve  is  then 
carried  to  the  monthly  statement  as  a  lia¬ 
bility  under  heading  of  “Unearned  Pre¬ 
miums.” 

For  proving  the  amount  of  premiums  in 
force,  the  method  illustrated  in  Form  15 
should  be  used. 

INVESTMENT  FORM. 

The  investments  of  a  fire  insurance  com- 


SCHEDULE  OF  RE-INSURANCE  EFFECTED 

During  the  month  of . 190.. 


Re-insuring 

Co. 

Agency 

State 

Our  No. 

Their 

No. 

Term 

E.xpiration 

Class 

Amt. 

Prem. 

Month 

Day 

Year 

Form  XII. 
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dealer  for  it  and  insist  on  his  supplying  you.  He  has 
the  suspenders.  No  suspender  sells  as  largely  as  the 
President,  in  spite  of  this  reluctance  on  the  part  of  the 
dealer.  As  yet  we  have  not  fully  overcome  this  re¬ 
luctance.  Insist  on  hiving  them  and  you  will  get 
them  every  time,  as,  if  your  dealer  will  not  supply 
you,  we  will  send  them  to  }'OU  direct. 


We  have  proved  the  merits  of  President 
Suspenders  so  fully  that  most  men  know 
that  the  President  is  just  the  suspender  they 
want.  Some  ask  for  them  at  the  stores,  and 
are  discouraged  by  the  salesman  from  buy¬ 
ing  them.  Why?  Because  dealers  prefer 
to  sell  suspenders  upon  which  the  margin  of 
profit  is  larger.  That  is  natural,  and  you 
cannot  altogether  blame  the  dealer.  Still 
it  does  not  supply  you  with  President  Sus¬ 
penders,  and  remember  a  larger  margin  of 
profit  for  the  dealer  means  an  inferior 
suspender  for  the  wearer. 

Having  been  convinced  that  the  Presi¬ 
dent  is  the  suspender  you  want,  ask  your 


Never  accept  a  substitute  for 

President 

Suspenders 


50  cents  and  $1.00.  Every  pair  guaranteed. 

THE  C.  A.  EDGARTON  MEG.  CO 


tB 


Ball  Bearing 
G  arters 


appeal  to  well  dressed 
men  who  must  have  their 
hose  neat  and  trim  and 
securely  held 

The  Ball  Bearing 
mechanism  assures  case 
of  movement  and  makes 
it  possible  to  wear  Ball 
Bearing  Garters  more 
loosely,  con  sequently 
with  a  greater  degree  of 
comfort  than  can  be  ob¬ 
tained  with  any  other 
garter. 

Examine  the  move¬ 


ment  ;  it  reveals  the  reason  why  Ball  Bear¬ 
ing  Garters  are  easily  the  most  popular 
garters  sold. 

Insist  on  the  first  pair  and  you  will  never 
accept  a  substitute.  If  your  dealer  won’t 
supply  you,  send  25  cents — name  color  pre¬ 
ferred — and  we  will  mail  them  to  you  direct. 


Box  301,  Shirley,  Mass. 


PERFECTION  IN  ERASERS 


j  H.  f  N  C  i  I 


}•  F  ry 
umt  —  j'l  \  (’ll. 


.snsBv.cj.  I’  F.  c'. 
NO 

K  —  vn  \t  II, 


BLAfebBLI.  F.F  c  ? 

1  i>0 

tKH,  EN'CII, 
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INK— Blaisdell’s  No.  1400— PENCIL 


No.  1400 


Ct,  After  Experiments  by  our  Expert  Chemists — Extending  over  a  period  of  more 
than  three  years,  we  have  succeeded  in  producing  the  finest  rubber  for  erasing  ink 
and  pencil  that  has  ever  been  placed  upon  the  market.  Blaisdell’s  No.  1400  is  made 
of  a  combination  of  the  highest  grade  materials  purchasable  and  it  cannot  fail  to  give 
entire  satisfaction  to  the  most  discriminating  book-keeper,  accountant  or  business 
man.  Send  us  50  cents  in  stamps  for  one  full  sample  dozen. 

THE  ROSENTHAL  CO.,  346  Broadway,  NEW  YORK 

Sole  Agents  Blaisdell  Paper  Pencil  Company 
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pany  are  as  a  rule,  largely  made  up  of  mort¬ 
gage  loans,  bonds  and  stocks,  and  are  of  a 
permanent  character,  being  taken  for  their 
earning  capacity  rather  than  on  speculation. 

This  form  can  be  either  on  loose  leafed 
record,  card,  or  bound  book,  and  can  be 
used  conveniently  for  any  class  of  invest¬ 


ments  by  simply  changing  the  wording  to 
suit  the  class. 

Where  the  capital  stock  of  any  company 
is  being  paid  for  by  periodical  instalments 
with  interest  on  the  unpaid  balance.  Form 
14  will  be  found  particularly  advantageous, 
as  it  shows  at  all  times  the  precise  condi¬ 
tion  of  the  subscription. 
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Perfect 

Your  Numerical  Systems 

Every  business  can  profitably  use 
numerical  systems  in  connection  with 
checks,  bills,  bpnds,  prescriptions, 
order  slips,  cost  tickets,  etc.  To  effect 
economy,  insure  entries  and  prevent 
confusions  the  numbers  must  be  letfi- 
ble  and  absolutely  accurate.  The  way 
to  cover  all  these  points  is  to  use  a 

Bates  Automatic 
Hand  Numbering  Machine 

The  office  boy  can  work  it  as  easily  as 
a  skilled  clerk.  The  operator  merely 
depresses  the  knob.  The  machine 
does  the  rest— inks  the  steel  type, 
makes  the  imp^ression,  moves  ahead 
one  number  Prints  direct  from  the 
type,  not  through  a  gummy  ribbon. 

Is  the  only  numbering  machine  with  a 
dial  adjustment,  enabling  you  to  print 
consecutive  numbers,  duplicate,  or 
repeat  the  same  number  indefinitely, 
at  your  pleasure.  Write  for  book¬ 
let  5,  stating  the  nature  of  your 
business,  and  we  will  tell  you  how 
YOU  can  save  time  and  money  with  a 
BATES  NUMBERING  MACHINE. 


NEW 
YORK 
31  Union  Sq. 

CHICAGO 
304  Wabash  Avenue 


PArtCSi  W9 


r  Filing  Cabinets  , 

(Putcnt  applied  for) 

a  The  new,  up-to-date  system  of  Sec¬ 
tional  Filing  Cabinets.  A  century  in  ad¬ 
vance  of  all  others.  Old  styles,  old 
methods  left  far  behind.  Nothing  like  this 
simple,  labor  saving,  space  saving,  money 
saving  system  ever  before  thought  of. 

C.  Briefly— an  outer  cabinet  or  shelf— the 
various  filing  devices  in  skeleton  units  to 
fit  inside— all  interchangeable  one  with 
the  other. 

d  All  separate  tops,  bases,  loose  ends 
and  other  useless  and  expensive  features 
eliminated. 

I  C.  The  Interchangeable  Interior  Fil- 
k  ing  Cabinets  are  illustrated  and  i 
^  described  in  new  catalogue  No.  J 
^  Z-4305,  mailed  free  on  request.  ' m 


RETAIL  STORES: 

)IEW  YORK  .  S4.1  Broadwiiy 

CHICAOO,  1.52  Wabash  Ave. 
UOSTON,  49  Kranklin  St. 
k  PHILAUELI’HIA,  14  A 
N.  13th  Street  JSk 


Tabloid  Systems  for  Business  Men 

THESE  SHORT,  VALUABLE  ARTICLES  TREAT  THIS  MONTH  ON  PERCENTAGES  OF 
EXPENSE  AND  AT  WHAT  BASIS  THEY  SHOULD  BE  CALCULATED;  THE  PREVENT¬ 
ING  OF  ERRORS  IN  POSTING  AND  HOW  TO  DETECT  THEM  WHEN  MADE;  ORDER 
AND  COMMISSION  RECORD;  AND  PIECEWORK  RECORDS  IN  A  SHOE  FACTORY 


Percentage  Versus  Tool-Rate  Plans. 

BY  A.  R.  GORMULLY. 

AS  AN  exponent  of  what  he  designates 
a  “Machine-hour  Plan”  of  cost  keep¬ 
ing,  I  should  like  the  privilege  of  an¬ 
swering  Mr.  Hathaway’s  article  in  your 
May  number,  in  which  he  decries  this  sys¬ 
tem  of  expense  distribution  and  advocates 
the  percentage  plan. 

Your  contributor  claims  that  the  rate  of 
distribution  cannot,  by  the  machine-hour 
plan,  be  calculated  exactly  until  the  end  of 
the  period.  Neither  can  it  by  any  other 
plan — percentage  or  otherwise.  Mr.  Hath¬ 
away  himself  admits  this  at  the  conclusion 
of  his  article,  stating  “there  will  always  be 
these  balances,  for  no  plan  of  distribution 
can  be  devised  to  distribute  in  anticipation 
exactly  an  expense  account  whose  total  is 
unknown,  and  which  cannot  be  determined 
before  the  end  of  the  month  or  period.” 

Another  of  his  objections  is  that  “a.  ma¬ 
chine  of  great  efficiency  bears  the  same  pro¬ 
portion  of  expense  as  a  smaller  one.”  It 
does  not  necessarily,  and  even  if  it  does 
this  would  be  as  equitable  as  the  percentage 
plan,  which  is  certainly  not  equitable  un¬ 
less  the  wages  of  a  plant  are  so  adjusted 
that  the  man  running  a  $5,000  machine  re¬ 
ceives  ten  times  the  salary  that  an  employe 
running  a  $500  machine  receives.  By  the 
percentage  plan  the  charge  for  machine 
work  is  proportionate  to  the  salary  of  the 
man  running  the  machine,  which  does  not 
govern  the  cost  of  running  the  machine  in 
any  way.  In  setting  a  rate  for  machines, 
there  are  three  things  to  be  taken  into  con¬ 
sideration  :  interest  to  be  earned  on  its  or¬ 
iginal  cost,  cost  of  power  to  run  machine 
and  space  occupied  iji  the  shop. 

In  the  shop  in  which  the  writer  is  at 
present  employed  we  have  men  earning 
from  30  to  35  cents  per  hour  running  plan¬ 
ers  and  lathes  which  cost  $5,000  per  ma¬ 
chine.  We  also  have  other  men  earning 
practically  the  same  rate  of  wages  running 


drills  and  other  tools  which  cost  from  $500 
to  $1,000.  With  a  percentage  plan  the 
charge  for  the  use  of  these  tools  would  be 
approximately  the  same  in  either  case,  sim¬ 
ply  because  the  operative’s  wages  happened 
to  be  the  same.  Under  a  machine-hour 
plan,  or,  as  I  prefer  to  call  it,  a  “tool-rate” 
plan,  each  machine  would  have  a  distinct 
rating  based  upon  the  three  factors  given 
above,  plus  a  fourth  item  for  general  ex¬ 
pense  (superintendence,  office  expense,  etc.), 
which  should  be  allotted  proportionately  to 
the  sum  of  the  first  three  items  over  every 
machine  in  the  plant,  the  sum  total  of  these 
four  items  making  the  machine’s  tool  rate. 
This  rate  is  based  upon  our  records  of  the 
past  10  years,  which  show  the  yearly  run¬ 
ning  time  of  each  tool  and  our  shop  ex¬ 
penses  for  the  same  period. 

Of  course,  as  Mr.  Hathaway  suggests, 
there  will  always  be  a  discrepancy  between 
actual  expenses  and  tool  rate  charged,  and 
this  cannot  be  adjusted  until  the  end  of 
-certain  periods.  As  our  seasons  are  annual, 
we  make  our  periods  yearly,  and  at  the  end 
of  our  fiscal  year  make  a  balance  charge 
against  each  job  to  offset  whatever  differ¬ 
ence  there  may  be  between  the  tool  rate 
charged  and  the  actual  expense  account  of 
the  shop.  In  a  well-studied  tool  rate  this 
difference  should  not  be  more  than  five  per 
cent  of  the  tool  rate  charge,  and  wr-.en  the 
actual  labor  charge  and  material  charges 
are  also  taken  into  account,  the  difference  in 
adjustment  in  the  lump  sum  of  each  job 
should  be  less  than  one  per  cent.  The  dif¬ 
ference  will  be  so  slight  as  to  be  insignifi- 
ant  for  practical  purposes,  and  needs  only 
adjusting  at  the  end  of  each  3’^ear  for  the 
purpose  of  wiping  out  whatever  balance 
there  may  be. 

Mr.  Hathaway’s  third  objection  is  that 
the  machine-hour  plan  is  not  applicable  to 
departments  where  no  machinery  is  oper¬ 
ated.  It  certainly  is,  if  one  does  not  stick 
too  strictly  to  the  phrase  “machine-hour,” 
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^1500  a  Year 

For  Life 


F  you  wish  to  save 
for  old  age  or 
provide  for 
healthy  middle 
age,  you  cannot 
find  a  more 
conservative  or  a 
more  reasonable 
investment  than  we 
have  to  offer — more 
profitable  than  life  in¬ 
surance — safe  as  city 
real  estate,  yet  not  so 
costly — better  than  a 
savings  bank,  for  the 
return  is  greater. 

We  have  full  and 
complete  literature, 
showing  conclusive 
facts,  logical  figures 
and  definite  reference 
Q  ^  good  character, 

16  Month-Old  Trees.  Proving  beyond  any 
doubt  that  our  propo¬ 
sition  is  bona  fide,  certain  and  profitable. 
Our  booklets  give  “reasons”  and  anyone 
who  can  spare  from  $5  to  $25  a  month  can 
provide  for  old  age  and  protect  themselves 
against  the  ravages  of  time,  the  chances  of 
poverty  and  the  misfortune  of  ill  health  by 
securing  a  competent  income  that  will  cover 
all  necessary  living  requirements. 

It  is  worth  your  time  to  ask  for  our 
booklets — do  this  today  in  justice  to  your 
future.  It  is  not  only  the  man  who  saves, 
but  he  who  saves  profitably.  The  demand 
for  rubber  can  never  be  fully  supplied — a 
rubber  plantation  is  more  hopeful  than  a 
gold  mine — our  booklets  tell  you  the  facts 
that  have  taken  years  to  prove — write  for 
them  today. 

This  company  is  divided  into  only  6,000 
shares,  each  one  representing  an  undivided 
interest  equivalent  to  an  acre  in  our  Ystilja 
Rubber  Orchard  and  Plantation,  consisting 
of  6,000  acres  (one  for  each  share)  in  the 
State  of  Chiapas,  Mexico — undeniably  the 
finest  rubber  land  in  the  world.  Our  book¬ 
lets  will  prove  to  you  that  five  shares  in 
this  investment,  paid  for  at  the  rate  of  $25 
a  month,  will  bring  you  an  average  return 
of  25  per  cent  on  your  money  during  the 
period  of  seven  years  and  an  annual  in¬ 
come  of  $1,500  for  life.  This  investment 
insures  absolutely  the  safety  of  your  future. 
The  man  or  woman  who  owns  five  shares 
in  Ystilja  rubber  plantation  need  have  no 
fear  of  old  age,  no  doubts  about  illness,  no 
care  nor  anxiety  for  after  years — you  are 
safe — absolutely  and  certainly — our  booklets 
will  prove  these  statements — write  for  them 
today. 


Conservative  Rubber  Production  Co. 


818  Parrott  Building, 


SAN  FRANCISCO.  CALIFORNIA 


WIN 

^  It  isn’t  what  you  used  to  be,  it’s 
what  you  are  today  that  makes  you 
what  you’re  going  to  be  tomorrow. 

^  You  who  mean  to  get  ahead  then, 
are  going  ahead  now. 

^  There’s  just  as  many  letters  in  the 
word  present  as  there  are  in  the  word 
success — the  magic  seven.  Tomorrow 
is  too  late,  one  over  the  line — eight. 

^  “Tomorrow- men,”  “after-a-whilers” 
they  are  they  to  whom  the  Sheldon 
School  of  Scientific  Salesmanship 
means  nothing.  We  have  no  students 
in  the  land  of  “Pretty-Soon.” 

^  You  are  going  to  decide  now  your 
future  as  a  salesman;  if  you  are  an 
employer  you  are  going  to  decide  now 
what  you  are  going  to  do  to  make  your 
salesmen  better. 

^  Decision  is  the  condition  precedent 
to  success. 

^  You  owe  it  to  yourself  to  be  better, 
bigger,  stronger,  abler.  Sheldon’s 
Course  in  Scientific  Salesmanship  will 
multiply  your  selling  ability  100%; 
if  you  are  in  business  it  will  make  your 
salesmen  sell  100%  more  goods. 

^  It  gives  the  man  on  the  road  the 
mastery  of  the  principles  which  underlie 
sales-success.  You  are  in  debt  to  your 
salesmen;  you  owe  it  to  them  to  in¬ 
crease  their  effectiveness,  to  help  them 
to  help  you.  They  are  in  debt  to  you 
to  do  the  best  they  can. 

^  We  have  advertising  booklets  that 
we  are  sending  out  that  tell  all  about 
The^Sheldon  School — what  it  has  done 
for  the  greatest  commercial  houses  in 
the  country— what  the  Sheldon  Course 
does  for  the  man  on  the  road — for  you 
out  there  on  the  firing  line;  for  you 
out  there  on  the  selling  end  of  your 
^  business  campaign. 

^  You — the  salesman — determined  to 
make  more  sales  next  year  than  this — • 
more  this  than  last — you  need  this 

Correspondence  Course. 

^  You — the  employer— who  expect 
your  salesmen  to  lead  the  trade— both 
of  you,  each  of  you  are  doubly  duty- 
bound  to  find  out  what  The  Sheldon 
School  is,  and  what  it  is  doing  to  make 
men  win. 

^  Your  address  will  bring  the  descrip¬ 
tive  booklets;  they’re  well  worth  send¬ 
ing  for;  you  ought  to  have  them. 

The  Sheldon  School 

(1531)  The  Republic,  Chicago 
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but  looks  at  it  in  the  broader  sense  that 
the  rate  shall  cover  all  shop  expenses.  Car¬ 
penters,  painters,  floor  hands,  vise  hands, 
etc.,  all  use  small  tools  and  occupy  space  in 
the  shop,  consequently  a  charge  should  be 
made  against  their  labor ;  whether  it  is 
called  tool  rate,  shop  rate,  or  any  other 
name,  is  immaterial. 

To  sum  up,  a  tool-rate  plan  as  outlined 
above  is  the  only  legitimate  system  whereby 
a  charge  can  be  made  for  the  use  of  tools, 
etc.,  independently  of  the  man’s  wages,  and 
these  two  items  should  always  be  distinct, 
having  no  connection  whatever  one  with 
the  other,  and  certainly  not  governed  one 
by  the  other. 

The  only  advantage  in  a  percentage  sys¬ 
tem  is  Mr.  Hathaway’s  fourth  claim  for  his 
favorite  “Ease  of  calculation,”  but  I  think 
the  average  accountant  prefers  exactness 
and  true  cost,  and  this  it  will  never  give. 

A  Practical  Proof  System. 

PREVENTS  ERRORS  IN  POSTING  TO  WRONG  AC¬ 
COUNT^  POSTING  WRONG  FOLIO,  AS  WELL 
,AS  WRONG  AMOUNT. 

BY  R.  A.  LEISY. 

rHIS  system  was  not  devised  for  the 
purpose  of  detecting  errors  of  long 
standing,  but  rather  a  system  by  which 
we  prove  every  sales  posting  to  the  ledger 
as  soon  as  such  posting  is  made. 

It  is  safe  to  say  without  fear  of  contra¬ 
diction  that  there  is  no  check  figure  in  it¬ 
self  capable  of  verifying  in  every  particular 
the  postings  to  a  ledger. 

The  following  system  will  obviate  the 
tendency  to  mistake  names  and  figures,  and 
is  an  absolute  verification  of  the  postings 
of  sales  to  the  ledger. 

For  the  purposes  of  this  proof  system, 
we  employ  only  the  aid  of  the  sales  sum¬ 
mary,  which  should  be  written  up  by  some 
other  person  than  the  one  doing  the  post¬ 
ing,  in  order  that  the  proof  may  be  more 
certain.  The  best  form  for  this  summary 
is  simply  to  copy  the  folio,  name  and 
amount  of  each  sale  in  some  suitable  book, 
leaving  a  space  to  the  right  of  the  amount 
for  the  insertion  of  the  check  figure,  which 
is  taken  from  the  amount  posted  to  the 
ledger.  In  posting  to  the  ledger,  we  have 
before  us,  or  in  some  easily  accessible 
place,  the  original  sales  sheets,  and  sales 
summary,  posting  direct  from  the  sales 
sheet,  and  using  the  sales  summary  to  verify 


the  posting,  which  is  done  by  making  a 
comparison  of  the  name  representing  the 
account  to  which  we  have  just  posted,  to¬ 
gether  with  the  folio  number  and  amount, 
with  the  corresponding  entry  on  the  sum¬ 
mary,  placing  the  check  figure  as  indicated 
above. 

With  a  little  practice  this  verification  of 
posting  is  instantaneous,  and  with  reason¬ 
able  care,  it  is  absolutely  sure.  The  fact 
that  the  sales  folios  are  arranged  numeri¬ 
cally  on  the  summary,  and  the  sales  are 
posted  in  the  same  order  in  which  they  ap¬ 
pear  on  the  summary,  makes  it  very  easy 
to  compare  a  ledger  posting  with  the  cor¬ 
responding  entry  on  the  sales  summary.  If 
we  post  the  wrong  folio,  which  is  our  first 
guide  to  the  summary,  we  are  immediately 
warned  of  an  error.  If  we  post  to  the 
wrong  account,  we  are  at  once  called  to 
investigate!,  and  if  we  post  the  wrong 
amount,  we  have  our  old  friend  the  check 
figure  clothed  in  a  new  power  when  we 
place  it  along  side  an  amount  that  is  not 
originally  its  own. 

Inasmuch  as  the  above  summary  serves 
as  a  complete  record  of  daily  sales,  and  is 
an  absolute  necessity  in  ascertaining  the 
total  sales,  we  can  readily  see  that  no  extra 
work  is  required  in  the  use  of  this  system. 
It  is  not  a  safe  plan  to  rely  on  a  check 
figure  to  detect  an  error  in  posting  the 
wrong  amount  if  the  check  figure  is  placed 
to  the  original  amount,  for  we  cannot  rea¬ 
sonably  suppose  that  in  posting  we  would 
take  an  item  for  a  certain  amount,  and 
just  a  moment  later  take  it  for  another 
amount  when  placing  the  check  figure  to 
it.  This  being  the  case,  we  would  have 
to  rely  on  the  footing  of  the  summary  to 
detect  the  error,  which  is  very  unsatisfac¬ 
tory,  because  in  the  first  place,  a  check 

• 

figure  will  not  always  detect  an  error,  and 
secondly  the  error  is  allowed  to  remain 
on  the  ledger  at  least  until  the  proof  is 
taken  of  the  summary,  whereas  by  the  use 
of  this  system  any  error  whatever  in  post¬ 
ing  a  sale  is  detected  immediately. 

This  is  not  a  mere  theory,  but  a  system 
that  will  meet  the  requirements  of  the  prac¬ 
tical,  up-to-date  book-keeper.  The  writer 
in  his  capacity  as  book-keeper,  has  installed 
the  above  proof  system  in  the  largest  whole¬ 
sale  drug  house  in  the  northwest,  and  the 
results  are  all  that  could  be  desired. 

Having  devised  the  above  system,  and 
put  it  into  practical  use,  I  gladly  commend 
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EVERYt^ 


BOOK-KEEPER 

B 
B 


SHOULD 

«^USEl 


URR’S  Patent 
Combination 
Index  and 

URR’S  Improved 
Trial  Balance 
Sheet. 


Sold  by  All  Stationers 
Generally. 

Ask  to  See  Iti 


The  use  of  these  books  saves 
valuable  time  and  labor.  They 
will  be  found  invaluable  in  every 
office  having  numerous  names 
to  handle.  The  “INDEX”  is 
alphabetically  subdivided,  so  that 
any  name  can  be  found  at  a  glance 
—practical,  simple  and  con¬ 
venient.  The  “TRIAL  BAL¬ 
ANCE  SHEET”  is  so  arranged 
with  short  leaves  that  writing  the 
names  but  ONCE  in  twelve 
months  is  avoided.  Send  for 
Illustrated  Catalogue  and 
Price  List. 
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HARTFORD,  CONNECTICUT 


THOUSANDS  NOW  IN  USE 
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UP  TO  DATE  BOOK  KEEPERS 


WANT  MODERN 
IMPROVEMENTS 

The  Progress  of  Science  is  made  appar¬ 
ent  immediately  if  you  use 


er’s  InKs 

Mucilage, 
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Sealing  Wax 


Above  cut  illustrates  the  safe  and  oenvenient  way 
in  which  we  pack  the  quarts,  pints  and  half-pints 
Keller’s  Is  the  «aly  Ink  packed  In  this  manner. 


For  Sale  by  all  Stationers. 

Discounts  made  known  to  the  trade. 
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it  to  the  careful  consideration  of  the  pro¬ 
gressive  book-keeper. 

Order  and  Commission  Record  for 
Woolen  Goods  Brokerage  Business* 

BY  ALEX.  J.  CONEN. 

ORDERS  in  the  woolen  business  are 
taken  mostly  in  January  and  July  for 
goods  to  be  delivered  during  the  en¬ 
suing  six  months ;  in  fact,  oftentimes  de¬ 
liveries  are  made  eight  and  nine  months 
after  date  of  original  order.  Such  being 
the  case  it  is  apparent  that  in  a  woolen 
goods  brokerage  business  (where  commis¬ 
sions  are  received  from  the  mills  only  as 
the  goods  are  delivered)  it  is  a  matter  of 
some  difficulty  to  keep  track  of  orders  as 
to  whether  they  have  been  filled  or  not  and 
whether  all  commissions  due  have  been 
paid.  The  system  outlined  herein  was  in¬ 
stalled  by  the  writer  with  a  brokerage  firm 
who  handle  the  accounts  of  between  20  and 
30  mills,  and  after  an  extended  trial  has 
been  found  to  work  admirably,  being  much 
simpler  and  more  effective,  while  requiring 
much  less  labor  than  the  cumbersome  sys¬ 
tem  previously  in  use. 


The  chief  featute  of  this  system  lies  ih 
the  order  blank,  copy  of  which  is  given 
herewith.  It  is  preferable  that  this  blank 
be  about  Sj^xll  inches,  so  that  the  carbon 
copy  of  same  will  conform  to  a  standard 
size  binder.  It  will  be  noted  that  the  space 
for  the  written  details  of  the  order  occupies 
the  upper  portion  of  the  sheet  (the  lower 
portion  may  be  utilized  for  printed  instruc¬ 
tions,  advertising,  etc.),  the  object  of  this 
being  to  reserve  the  lower  portion  of  the 
carbon  copy  for  keeping  track  of  the  deliv¬ 
eries,  etc.  For  the  carbon  copy,  a  plain 
sheet  is  used,  punched  for  sectional  post 
binder,  ruled  as  shown  herewith  with  col¬ 
umns  for  date  of  shipment,  styles,  amount 
of  invoice  and  date  commission  is  paid.  All 
orders  as  taken  by  the  salesmeji  are  sent 
in  to  the  house,  who  then  forwards  them 
to  the  respective  mills,  using  the  order 
blank  with  carbon  copy  beforementioned. 
The  carbon  copies  are  then  filed  in  a  “sec¬ 
tional  post  binder,”  which  has  divisions  in¬ 
dexed  for  the  different  mills,  all  the  orders 
for  each  mill  being  filed  alphabetically  as 
regards  the  parties  from  whom  the  order 
was  taken.  It  frequently  happens  that  the 
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John  Smith 

Bookkeeper 


'WC  -Accotiii 


Force  your  way  into  a  higher  position,  k  little 
effort-a  splendid  position ;  a  little  “push”-and 
“Keister’s”  opens  the  way  to  a  bright  future  for  you. 

do.;fra  ^ 

If  you  knew  how  to  open,  conduct  and  close  the  books  of  all  kinds  of  coroorations 

r  ^  knew  the  many  features  of  Public  Accounting 

essential  to  practical  purposes;  could  master  the  problems  of  corporation  auditing 

^uLess  of  “oT  owa  could  have  an  independent' 

KEISTER’S  CORPORATION  ACCOUNTING  AND  AUDITING 


tells  you  all  about  these 
things  and  many  more.  In 
a  simple  and  thorough  man¬ 
ner  it  takes  up  every  point 
in  higher  accounting  neces¬ 
sary  to  practical  use.  It 
opens  the  way  to  an  inde¬ 
pendent  future  for  you. 


WHAT  KEISTER’S  D  D. 

I  consider  my  investment  in  a  copy 
of  Keister’s  Corporation  Accounting- 
and  Auditing  the  best  I  ever  made. 
By  masteringits  contents,  I  prepared 
myself  to  practice  as  a  Public  Ac¬ 
countant,  This  work  should  be  in 
every  business  office  as  a  book  of  ref¬ 
erence,  as  it  certainly  is  the  highest, 
best,  most  practical  and  up-to-date 
work  published  on  these  subjects. 

W.  E.  BAKDWELL, 
Public  Accountant  and  Bank 
Examiner,  Pittsfield,  Mass. 


We  have  a  little  booklet 
“Describing  a  Great  Book” 
we  want  to  send  you  free  of 
charge.  It  tells  of  “Keis¬ 
ter’s” — explains  how  a  new 
position  is  possible  as  soon 
as  you  want  it.  A  postal 
brings  the  booklet. 


‘•Keister  s  is  the  only  book 
of  its  kind  recommended 
by  The  American  Library 
Association. 


THE  BURROWS  BROTHERS  CO. 


CLEVELAND,  OHIO 


The  New  York  University 
School  of  Commerce,  .Ac¬ 
counts  and  P'inance  recom¬ 
mends  “Keiater's.” 
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same  parties  will  place  a  number  of  differ¬ 
ent  orders  during  the  course  of  a  season, 
and  all  such  orders  for  any  one  mill  will 
thus  be  together  in  the  binder. 

As  the  goods  are  delivered,  it  is  custom¬ 
ary  for  the  mill  to  send  to  the  brokerage 
house  a  copy  of  the  invoice  from  which 
(upon  the  carbon  copy  of  the  original  or¬ 
der)  a  record  is  made  of  the  date,  number 
of  pieces  of  each  style  and  amount  of  in- 
t^oice.  When  the  mill  remits  commissions, 
the  date  is  entered  in  the  column  provided 
for  that  purpose. 

By  the  use  of  this  system  the  brokerage 
house  can  determine  at  any  time  the 
amount  unfilled  on  any  order,  and  whether 
commission  has  been  received  upon  all 
goods  delivered.  If  all  goods  have  not  been 
delivered  within  the  time  of  delivery  speci¬ 
fied  in  the  original  order,  the  mill  can  then 
be  written  to  for  information  as  to  why 
the  order  has  not  been  filled — it  frequently 
happening  that  the  goods  have  been  deliv¬ 
ered  but  the  mill  through  oversight  has  ne¬ 
glected  to  send  duplicate  bill  or  credit  the 
commission. 


Accounting  System  for  Cutting  Depart¬ 
ment  of  a  Shoe  Factory. 

BY  J.  A.  SUTHERLAND. 

S  RECENT  change  from  time  work  to 
piece  work  in  the  cutting  department 
of  the  Pontiac  Shoe  Mfg.  Co.,  made 
necessary  a  new  form  of  work  slip  in  that 
department.  Each  job  given  a  cutter  con¬ 
sists  of  several  cases  of  lots  of  shoes  made 
on  several  patterns  which  will  work  up  to 
the  best  advantage  the  leather  to  be  used. 
A  work  slip  is  made  out  for  each  job,  giv¬ 
ing  the  case  numbers,  styles,  patterns  and 


short  descriptions  enabling  the  cutter  to 
secure  his  patterns  and  arrange  his  work 
to  advantage.  These  slips  are  also  valuable 
in  cost  accounting,  as  they  record  the  time 
and  gain  or  loss  in  leather  on  each  job 
and  form  a  record  of  the  cutters’  work. 
Cost  on  shoes  must  be  figured  very  closely 
and  it  is  important  to  have  accurate  figures 
on  the  beginning  of  the  shoes,  especially  • 
when  that  forms  a  large  percentage  of  the 
cost.  The  usual  method  of  figuring  piece 
work  is  to  provide  the  operator  with  a 
book  in  which  he  enters  the  case  number, 
number  of  pairs  and  the  amount  earned 
on  each  lot  handled.  This  makes  it  neces-  • 
sary  to  carefully  check  each  item  for  mis¬ 
takes  in  copying  from  the  tickets.  Many 
disputes  arise  from  an  entry  of  a  case  num¬ 
ber  which  has  been  credited  to  another 
operator.  To  avoid  these  troubles  and  to 
have  all  extensions  made  by  the  office  force 
and  checked  by  the  operators,  Ihe  form  il¬ 
lustrated  was  devised.  This  form  is  made 
in  duplicate,  the  carbon  copy  which  cannot 
be  altered  without  detection  being  returned 
with  the  completed  work.  A  cutter  will 
average  about  four  slips  weekly  and  to 
make  up  the  pay  roll  for  the  department  it 
is  only  necessary  to  add  these  slips.  The 
same  lot  cannot  be  paid  for  more  than 
once  and  the  slips  are  accurate  proof  in 
case  of  damaged  work.  Errors  in  exten¬ 
sions  or  prices  are  immediately  reported 
by  the  cutter,  preventing  disputes  after 
work  is  done.  As  it  is  necessary  to  have 
some  form  of  slip  to  obtain  figures  as  to 
economical  cutting  of  each  variety  of  stock 
used  and  the  quality  of  the  cutter’s  work, 
there  is  no  extra  time  used  for  the  pay 
roll. 
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The  Mann  Ledger 


The  Mann  Ledger  Closed. 


The  Mann  End  Lock  Transfer. 


i.i  s 


The  Mann  Current  Hold  r. 


Interchangetwble  Leaves 

CURRENT  LEDGER 

The  Mann  Ledger  is  easy  to  manipulate, 
has  streng'th  to  stand  usage  a-nd  the  ap¬ 
pearance  of  a  blank  book.  It  is  the  best 
binder  of  its  type  on  the  market.  Our 
Yale  Lock  gives  absolute  security. 

TRANSFER  LEDGER 

The  Mann  End  Lock  Sectional  Post 
Binder  has  the  merits  of  careful  and 
strong  construction,  combined  with  a 
light  and  graceful  appearance. 

CURRENT  HOLDER 

In  uniform  binding  this  Holder  makes  a 
splendid  auxiliary  to  the  ledger  outfit. 
Its  use  saves  the  opening  of  the  current 
ledger  but  once  a  day. 

INDEXES 

Loose  division  leaves  alphabetically  ar¬ 
ranged,  allow  the  insertion  of  ledger 
leaves  in  their  exact  lexicon  arrangement, 
forming  an  automatic  index. 

LEAVES 

Our  leaves  are  ruled  and  printed  on  special 
ledger  paper  and  treated  by  our  ''Deprima’’ 
process  to  insure  a  flat  opening  record. 


THE  ADVANTAGES  OF  OUR  LOOSE  LEAF  SYSTEM 

1.  It  entirely  does  away  with  opening  new  ledgers. 

2.  Only  live  accounts  have  to  be  dealt  with  in  posting  or  balancing. 

3.  Every  account  always  in  the  same  position. 

4.  New  accounts  can  be  inserted  in  the  proper  place  without  disturbing  other  accounts. 

5.  Indexing  is  eliminated,  saving  half  the  time  and  labor  of  posting. 

6.  Smaller  books  can  be  used  and  no  space  is  wasted. 

For  the  convenience  of  customers  who  require  an  outfit  quickly  we  carry  ready  for 
shipment,  Mann’s  Current  Ledgers,  Transfer  Ledgers  and  Current  Holders  of  the  following 
sizes:  9/^xII,  IIxII,  9 '4^  x  12,  IIxI2;  and  for  Bank  and  Trust  Co.  use,  9X^  x  14  and 
II  X  14,  with  stock  leaves  of  various  rulings  and  indexes  to  use  with  same. 

Send  for  booklet,  prices  and  sample  of  stock  form  leaves. 

Our  Ledger  Outfits  will  be  demonstrated  in  space  No.  63,  (left  aisle),  at  the  Second  Annual  Office  Appliance  and 
Business  System  Show,  in  Madison  Square  Garden,  New  York  City,  October  28th  to  November  4th,  J905.  We 
shall  be  pleased  to  mail  tickets  of  admission  to  any  one  interested  in  visiting  the  S/stem  Show. 

WILLIAM  MANN  COMPANY 

BLANK  BOOK  MAKERS,  STATIONERS,  PRINTERS  AND  LITHOGRAPHERS 
Manufacturers  of  Copying  Books  and  Papers  and  Loose  Leaf  Devices 
Multi-Cabinets  and  Card  Index  Supplies 

59-61  Maiden  Lane,  New  York.  529  Market  St.,  Philadelphia.  Pa. 


Business  Law  for  the  Business  Man 

By  H.  GERALD  CHAPIN 


H.  Gerald  Chapin,  although  a  young  man,  has  already  acquired  a  descrredly  high  reputation 
as  a  writer  upon  legal  subjects.  For  many  years  he  has  been  editor-in-chief  of  T^e  American  Lawyer 
and  Law  Editor  of  The  American  Banker.  His  ability  as  an  encyclopedist  is  evidenced  by  his 
treatment  of  the  law  of  “Associations,”  of  “Citizenship”  and  of  “Domicile”  in  the  ‘Cyclopedia  of 
Law  and  Procedure,”  the  leading  work  of  its  kind,  while  his  edition  of  the  _  Negotiable  Instruments 
Act  is  in  use  in  thousands  of  banks  throughout  the  country.  Prof.  Chapin  was  at  one  time  a 
writer  of  editorials  upon  legal  questions  for  The  New  York  World,  and  he  is  the  author  of  articles 
which  have  appeared  in  The  Business  Man's  Magazine  and  in  numerous  other  magazines.  Upon 
the  organization  of  the  School  of  Law  of  Fordham  University  he  was  tendered  and  accepted  mem¬ 
bership  in  its  faculty.  ^  j  i.  j-  •  r 

In  the  department  edited  by  Prof.  Chapin  will  be  found  each  month  a  discussion  of  various 
phases  of  commercial  law,  together  with  a  short  review  of  important  cases  recently  decided  by  the 
courts  of  last  resort.  Questions  of  merely  local  interest  and  as  far  as  possible,  purely  technical  ex¬ 
pressions  will  be  avoided.  Admitting  that  the  “every  man  his  own  lawyer”  idea,  though  alluring, 
IS  the  wildest  absurdity,  nevertheless,  a  knowledge  of  the  leading  principles  of  commercial  law  will 
be  found  of  great  value  by  the  average  man  of  affairs  and  particularly  by  the  ambitious  book-keeper 
who  looks  forward  to  the  day  when  he  is  to  receive  his  C.  P.  A.  certificate 

Inquiries  concerning  legal  questions  of  general  interest  will  also  be  answered  in  these  col¬ 
umns  without  charge,  and  subscribers  need  feel  no  hesitancy  in  submitting  to  us  the  facts  of  any  case, 
for  if  desired,  proper  names  will  be  suppressed,  initials  being  substituted. 


“The  Law  of  the  Land.” 

T  the  very  outset,  for  the  better  under¬ 
standing  of  what  will  appear  here¬ 
after  'in  this  department,  it  might 
perhaps  be  well  to  say  a  few  words  con¬ 
cerning  the  systems  of  jurisprudence  in 
force  throughout  the  civilized  world  of  to¬ 
day.  Just  as  the  highest  genius  of  the 
Greek  was  manifested  in  his  art,  of  the 
Hebrew  in  his  theology,  or  the  Arabian  in 
his  mathematics,  so  the  Roman  gave  to  the 
world  his  laws.  In  Continental  Europe  we 
find  the  basis  of  all  jurisprudence  in  the 
compilations  of  Justinian.  But  from  our 
Mother  Country  we  inherited  a  different 
destiny.  While  many  traces  of  the  “Civil 
Law”  of  Rome  still  exist,  our  system  is  in 
the  main,  evolved  from  a  vast  mass  of 
judge-built  law,  precedent  piled  on  prece¬ 
dent.  By  the  “Common  Law”  so  called, 
are  the  rights  of  our  citizens  determined 
except  in  Louisiana,  which,  having  been 
settled  by  subjects  of  “Civil  Law”  countries, 
possesses  a  system  unlike  the  rest  of  the 
states. 

Now,  while  the  process  of  reasoning  is 
different,  the  results  obtained  in  individual 
cases,  if  tried  under  both  systems,  are  not 
often  unidentical.  One  fundamental  differ¬ 
ence,  however,  is  too  important  to  escape 
notice.  On .  the  continent,  when  a  case  is 
decided,  while  binding  on  the  parties,  it 
amounts  to  no  more  than  the  personal  opin¬ 
ion  of  the  jurist  who  declares  it — entitled  to 
more  or  less  weight  according  to  his  learn¬ 
ing  and  ability.  In  England  and  the 


United  States,  however,  it  immediately  be¬ 
comes  a  “precedent”  for  all  future  decisions 
to  be  rendered  in  the  courts  of  the  same 
state.  Ipso  facto  it  is  law  and  law  it  re¬ 
mains  until  modified  or  overruled  by  stat¬ 
ute  or  by  a  court  of  higher  authority. 

The  Continental  Advocate  asks  “why 
should  a  judge  who  has  decided  a  case 
wrongly  today  be  forced  to  repeat  his  er¬ 
ror  tomorrow?”  The  English  barrister  and 
the  American  lawyer  inquire,  “How  can 
anyone  be  certain  of  his  rights  when  each 
judge  is  a  law  unto  himself?”  Each  state 
has  its  own  series  of  “reports  of  cases,” 
which,  with  the  United  States  and  state 
constitutions  and  the  federal  and  statu 
statutes,  may  roughly  be  said  to  constitute 
the  “Law  of  the  Land.” 

OPTION  EXPIRING  ON  SUNDAY. 

In  Colorado  it  has  been  held  that  where  a 
CO-day  option  to  purchase  certain  land 
was  given,  and  the  sixtieth  day  fell  on  Sun¬ 
day,  an  acceptance  of*tKe  option  on  the  fol¬ 
lowing  Monday  was  sufficient.  (Smith  vs. 
Russell,  80  Pacific  Reporter,  474.) 

MEASURE  OF  DAMAGES  FOR  FAILURE  TO  SELL 
REAL  ESTATE. 

Suppose  a  contract  is  made  to  purchase  a 
house  and  lot  and  the  seller  changes  his 
mind,  what  will  be  the  measure  of  the  dam¬ 
ages  which  he  will  be  forced  to  pay?  The 
supreme  court  of  North  Carolina  (in  Le 
Roy  vs.  Jacobosky,  67  Lawyers’  Reports  An¬ 
notated  977),  following  the  general  rule, 
fixes  the  amount  as  the  difference  between 
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THE  BEST  OF  EVERYTHING 

•  •  •  IN . . .  ^ 

Typewriter  Supplies  ^  P 

^  'T'HE  continued  superiority  of  tlie  line  of  typewriter  supplies  ^ 
«  *  and  accessories  manufactured  by  the  F.  S.  Webster  ^ 
^  Company  has  insured  to  the  minds  of  typewriter  users  well  ^ 
M  deserved  confidence  in  all  products  bearing  the  name  Webster.  ^ 


m 

i 


All  manufacturers  claim  their  line  of  supplies  ^ 
to  be  the  best,  but  we  take  pride  in  pointing  to 
the  past  years  of  wonderful  success  which  we  ^ 
have  earned  by  strict  adherance  to  a  standard  of  ® 
highest  quality  and  true  value,  strict  conformity  m 
to  our  strong  guarantees  and  the  most  liberal  ^3 
treatment  of  our  customers.  .  .  ^ 


m 


We  are  constantly  increasing  the 
variety  of  our  line,  and  wherever  pos¬ 
sible  making  our  goods  still  more  perfect. 

^  New  Catalogue  of  Typewriter  and  Office  Supplies. 

d  We  have  lately  issued  the  most  com- 
^  plete  catalogue  of  typewriter  supplies 
^  (including  a  select  line  of  office  supplies) 
g  ever  issued  in  this  country,  and  will  send 
A  copy  on  request.  This  catalogue  is  of  in- 
^  terest  and  advantage  to  all  those  who 
^  operate  or  own  typewriters,  and  you  can- 
®  not  afford  to  be  without  a  copy.  When 
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K  purchasing  any  article  in  the  line  of  typewriter  supplies,  remem- 
^  ber  if  it  bears  the  name  of  F.  S.  Webster  Company  it  is  of  the  ^ 
^  highest  quality  and  fully  guaranteed.  ^ 

|F.  S.  WEBSTER  COMPANY  i 

®  . . .  . -  -  “ 

I 
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332  Congress  Street,  BOSTON.  10  Park  Place,  NEW  YORK. 

211  Madison  Street.  CHICAGO.  908  Walnut  St.,  PHILADELPHIA.  W 

432  Diamond  Street,  ^  i  m 

PITTSBURG. 

London,  Paris,  Berlin, 

Budapest,  Vienna. 

CARBON  PAPERS.  carron  papfrs 
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the  contract  price  and  the  market  value  of 
the  property. 

PERSONAL  LIABILITY  OF  CORPORATION 
OFFICERS. 

'A  decision  of  the  supreme  court  of  the 
state  of  Washington  in  Daniel  vs.  Butler 
(80  Pacific  Reporter  811),  should  teach  of¬ 
ficers  of  corporations  to  be  exceedingly 
careful  when  signing  notes  on  behajf  of 
their  companies.  The  following  is  a  copy 
of  the  instrument  on  which  suit  was 
brought : 

German  American  Investment  Co.,  Inc. 

No.  409.  $600.00 

Seattle,  Wash.,  Feb.  8,  1902. 
Received  from  Herman  Daniel  $600  (Six  Hun¬ 
dred  Dollars),  which  we  promise  to  pay  six  (6) 
months  after  date,  with  interest  at  the  rate  of 
eight  (8)  per  cent  per  annum. 

WM.  H.  BUTLER,  President, 

H.  M.  GLIDDEN,  Secretary. 

It  was  construed  to  be  the  individual  note 
of  Butler  and  Glidden,  and  not  the  note  of 
the  corporation,  the  former  being  held  per¬ 
sonally  responsible  under  Sec.  20  of  the 
Uniform  Negotiable  Instruments  act,  which 
reads  as  follows : 

Where  the  instrument  contains  or  a  person 
adds  fo  his  signature  words  indicating  that  he 
signs  for  or  on  behalf  of  a  principal,  or  in  a 
representative  capacity,  he  is  not  liable  on  the 
instrument  if  he  was  duly  authorized;  but  the 
mere  addition  of  words  describing  him  as  an 
agent,  or  as  filling  a  representative  character, 
without  disclosing  his  principal,  does  not  exempt 
him  from  personal  liability. 

This  act,  by  ithe  way,  has  been  passed 
by  the  legislatures  of  Arizona,  Colorado, 
Connecticut,  Florida,  Idaho,  lovva,  Kansas, 
Kentucky,  Louisiana,  Maryland,  Massa¬ 
chusetts,  Michigan,  Missouri,  Montana,  Ne¬ 
braska,  New  Jersey,  New  York,  North 
Carolina,  'North  Dakota,  Ohio,  Oregon, 
Pennsylvania,  Rhode  Island,  Tennessee, 
Utah,  Virginia,  Washington,  Wisconsin  and 
Wyoming.  It  is  also  in  force  in  the  Dis¬ 
trict  of  Columbia. 

AUTHORITY  OF  AGENT  TO  BIND  HIS  PRINCIPAL. 

The  general  rule  is  that  an  unlimited  au¬ 
thority  cannot  be  presumed  merely  from  the 
fact  that  one  is  a  general  agent,  for  if  a 
transaction  is  without  the  scope  of  the  prin¬ 
cipal’s  business,  the  latter  will  not  be 
deemed-  bound,  unless  he  has  conferred  ex¬ 
press  authority.  This  has  been  well  illus¬ 
trated  by  a  case  recently  decided  in  the  su¬ 
preme  court  of  Michigan  (Cowan  vs.  Sar¬ 
gent  Mfg.  Co.  104  Northwestern  Reporter, 
377).  The  Sargent  Manufacturing  Com¬ 
pany,  a  Michigan  corporation,  makers  of 
reclining  and  rolling  chairs,  invalid  stands, 
revolving  bookcases  and  hospital  supplies. 


had  a  salesroom  in  New  York  City  in 
charge  of  H.  E.  Hughson.  The  latter 
went  to  certain  furniture  dealers  and,  claim¬ 
ing  to  represent  his  employer,  purchased 
several  brass  beds  and  articles  of  parlor 
furniture,  some  of  which  he  paid  for  by 
check  signed  “Sargent  Manufacturing  Com¬ 
pany,  Mr.  Hughson,  Manager.”  In  a  suit 
against  the  Sargent  Company  it  was  urged 
that  as  Hughson  was  in  charge  of  the  New 
York  house,  the  dealers  were  authorized  to 
act  upon  his  statement  that  he  had  author¬ 
ity  to  buy.  The  trouble  with  this  argu¬ 
ment,  however,  as  the  court  observed,  is 
that  the  goods  were  not  of  a  nature  to 
bring  their  purchase  within  the  scope  of  the 
business  of  selling  its  own  manufactured 
product  (folding  chairs,  invalid  stands,  hos¬ 
pital  supplies,  etc.),  which  the  Sargent 
Company  was  conducting.  It  could  hardly 
be  claimed,  for  instance,  that  sales  to  Hugh¬ 
son  by  a  jeweler,  of  diamonds,  or  by  a 
manufacturer,  of  a  touring  car,  would 
prove  binding  on  his  principal  and  jewelry 
and  automobiles  are,  after  all,  only  a  trifle 
more  foreign  to  the  products  of  the  Sarg¬ 
ent  Company  than  are  folding  beds  and  par¬ 
lor  furniture. 

WARRANTY  IN  THE  SALE  OF  GOODS. 

An  important  doctrine  in  the  law  of  sales 
is  expressed  in  the  phrase  “caveat  emptor” 
(“let  the  purchaser  beware”).  Where  a 
buyer  has  had  a  fair  opportunity  to  inspect 
the  article  and  the  defect  is  one  which  could 
have  been  discovered  upon  examination,  in¬ 
asmuch  as  he  could  have  demanded  an  ex¬ 
press  warranty  from  the  seller,  he  will  be 
permitted  to  run  his  chances  as  to  the  qual¬ 
ity  of  the  goods.  Louisiana,  however,  fol¬ 
lowing  the  Civil  Law,  considers  that  “a 
sound  price  imports  sound  goods,”  a  doc¬ 
trine  which  South  Carolina  has  adopted. 
Still,  while  the  seller  may  remain  silent  and 
allow  the  buyer  to  cheat  himself,  he  can¬ 
not  assist  him  in  the  process.  In  one  case, 
where  A  sold  to  B  a  ship  “with  all  faiilts,” 
the  bottom  of  which  was  worm  eaten  and 
the  keel  broken,  and  he  removed  her  from 
the  ways  where  the  defect  could  have  been 
seen  and  kept  her  afloat,  this  fraud  vitiated 
the  sale.  There  was  held  to  be  a  difiference 
between  a  sale  “with  all  faults”  and  a  sale 
“with  all  frauds.” 

We  must  consider  at  this  point  the  differ¬ 
ence  which  necessarily  exists  between  a 
warranty  expressly  given  in  so  many  words 
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New  Catalogues 


From  the  press  of  The  Globe- 
Wernicke  Co.  are  now  ready  for 
distribution. 

No.  805 describes  our 
complete  line  of  filing  cabinets 
including  nearly  fifty  different 
patterns  in  both  sectional  unit 
and  solid  construction. 

No.  905 -W^.  describes  the 
various  supplies  which  we  also 
manufacture  for  these  cabinets 
including  card  index  cards,  guid¬ 
es,  vertical  file  folders,  indexes, 
transfer  cases,  etc. 

These  two  catalogues  are 
fully  as  comprehensive  as  any 
and  more  valuable  than  most 
text  books  on  the  subject  cf 
modern  office  equipment.  Copies 
mailed  free  on  request  together 
with  list  of  authorized  agents. 
Where  not  represented  we  ship 
filing  cabinets  on  approval,  freight 


(?o. 

CINCINNATI.  ■ 

BRANCH  STORES.  New  York,  Boston,  Chicago. 
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and  one  which  will  be  implied  from  the  fact 
of  sale.  No  particular  form  of  words  is 
required  in  order  to  constitute  the  first  for 
the  seller  need  not  use  the  term  “warrant” 
or  “guarantee.”  The  sale  point  to  be  con¬ 
sidered  is  what  did  he  mean  to  say,  and  here 
a  broad  distinction  miist  be  made  between 
statements  of  positive  fact  and  statements 
of  mere  matters  of  opinion,  for  the  courts 
will  not,  as  a  general  rule,  go  beyond  a 
reasonable  interpretation  of  the  language 
used.  Thus,  if  A  purchase  a  number  of 
book  accounts  of  B  and  the  latter  tell  him 
that  they  are  worth  $10,000,  very  clearly 
this  would  be  nothing  more  than  mere  opin¬ 
ion.  Such  would  also  be  the  statement  that 
a  certain  horse  will  stand  the  purchaser’s 
work,  or  a  representation  on  the  sale  of  a 
business  that  the  purchaser  would  sell  so 
many  dollars’  worth  of  goods  in  the  course 
of  a  year.  If  these  prove  false  the  pur¬ 
chaser  has  no  remedy. 

To  illustrate  further  (since  it  is  only  by 
illustrations  drawn  from  actual  cases  that 
the  meaning  of  this  rule  can  be  shownj 
.^where  a  horse  is  represented  to  be  sound 
and  kind  in  single  or  double  harness,  this 
d'oes  not  include  a  warranty  that  he  will 
not  take  fright  at  a  trolley  car,  and  where 
the  contract  was  for  the  sale  of  a  boiler  “to 
be  allowed  130  pounds  steam  working  pre.*;- 
sure  by  United  States  inspectors,”  this  does 
not  constitute  a  warranty  that  the  boiler 
will  produce  and  maintain  a  working  pres- 
sTfre  of  that  amount,  as  it  only  goes  to  the 
extent  of  a' statement  that  it  is  a  boiler  in 
which  the  government  inspectors  will  per 
""‘mit  a  working  pressure  of  130  pounds.  But 

4 

where  a  threshing  machine  is  sold  “of  12- 
horse  dingee  horsepower,’’’  with  a  warranty 
that  it  is  “capable  of  doing  good  business  in 
threshing  and  cleaning  grain,”  this  amounts 
to  a  positive  statement  that  it  can  be  oper¬ 
ated  successfully  by  the  power  of  12  horses 
and  was  violated  where  the  draft  was  too 
heavy.  Again,  where  in  the  sale  of  a  har¬ 
vester  and  binder  there  was  a  representa¬ 
tion  that  it  was  well  made  and  would  work 
well,  the  courts  held  that  the  warranty  had 
been  broken  where  defects  existed  in  draft 
which  made  the  horses’  necks  sore. 

There  are  several  implied  warranties 
which  the  law  will  annex  to  contracts  of 
sale,  for  instance,  that  the  seller  has  a  good 
title  to  the  article  sold  if  such  'article  is  in 
his  possession  at  the  time  of  sale,  though  a 
few  of  our  states  hold  that  possession  is  not 


requisite  in  order  that  such  warranty  may 
be  deemed  to  exist.  Should  a  third  party 
prove  to  be  the  true  owner,  the  buyer  may 
recover  damages.  But  right  here  there 
should  be  noted  a  distinction  between  real 
estate  and  personal  property.  There  is  no 
implied  warranty  when  a  house  and  lot  is 
purchased  and  if  the  seller  does  not  ex¬ 
pressly  so  covenant  in  his  deed,  the  buyer 
is  without  remedy  if  title  chances  to  be  de¬ 
fective. 

A  second  implied  warranty  is  where  the 
sale  is  by  sample,  in  which  event,,  the  law 
requires  that  the  bulk  of  the  goods  be  up  to 
the  sample  in  quality.  Another  is  where 
provisions  are  sold  for  immediate  domestic 
consumption,  when  it  is  presumed  that  they 
are  wholesome  and  fit  for  use.  This  does 
not,  however,  extend  to  sales  other  than  for 
immediate  domestic  consumption.  Hence  it 
is  generally  held  that  while  a  butcher  or 
grocer  impliedly  warrants  the  wholesome¬ 
ness  of  his  goods,  yet  (though  a  few  courts 
decline  to  make  any  exception)  when  one 
sells  a  cow  to  a  butcher  or  a  bushel  of  beans 
to  a  grocer,  there  is  nothing  understood  as 
to  quality.  Again  there  is  an  implied  war¬ 
ranty  that  the  goods  will  be  merchantable 
when  there  has  been  no  opportunity  to  in 
spect  them,  for  which  reason,  seedsmen 
(taught  by  what  is  known  in  New  York  as 
the  great  cabbage  seed  case),  as  farmers 
can  testify,  expressly  print  a  disclaimer  of 
responsibility  on  their  packages. 

Where  goods  are  sold  for  a  specific  pur¬ 
pose  there  is  a  warranty  implied  that  they 
will  be  reasonably  fit  for  that  purpose.  This 
last  principle  is  exceedingly  important  and 
its  application  apparently  leads  to  peculiar 
results  at  times.  Suppose  A  should  order  B 
to  construct  a  boiler  of  a  specific  size,  make 
and  power,  believing  at  the  time  that  this 
would  be  of  sufficient  capacity  to  run  a  cer¬ 
tain  mill.  Now,  if  B  construct  such  boiler 
of  good  materials  and  it  is  of  what  the  law 
calls  “merchantable  quality,”  he  is  not  re¬ 
sponsible  should  A  have  been  in  error  and 
the  boiler  prove  to  develop  insufficient 
power  to  operate  the  plant,  since  A  could 
have  gone  to  B  and  left  it  to  the  latter’s 
judgment  to  supply  him  with  the  proper 
article.  In  one  case  it  was  held  that  the 
purchaser  of  a  boiler  would  have  no  rem¬ 
edy  where  it  was  unable  to  operate  with 
the  muddy  waters  of  the  Missouri  river  ow¬ 
ing  to  the  sediment,  although  the  manufac¬ 
turer  was  informed  at  the  time  that  the 
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NO  BUSINESS,  TRADE  OR  PROFESSION 
OFFERS  BETTER  OPPORTUNITIES 

to  honest,  ambitions  men  without  capital.  Practical  co¬ 
operation  has  opened  the  doors  everywhere  to  profits  never 
before  dreamed  of.  I  founded  the  first  co-operative 
realty  company  and  originated  the  method  of  teaching 
the  real  estate,  general  brokerage  and  insurance 
qusiness  thoroughly  by  mail.  I  have  had  life¬ 
long  successful  experience  in  this  line  and 
have  helped  hundreds  of  inexperienced  men 
to  immediate  and  permanent  success. 

I  WIRE  TEACH  FOU  BY  MAIR; 

appoint  you  Special  Eepresentative  of  my 
Company,  the  largest  and  strongest  in  the 
country;  furnish  you  large  list  of  choice, 
salable  properties  and  investments;  start 
you  in  business  for  yourself;  help  you 
secure  customers;  afford  you  the  con¬ 
stant  advice  and  co-operation  _  of  our 
powerful  organization  and  assist  you 
to  earn  a  large,  steady  income.  This 
Is  your  opportunity  to  become  your  own 
master  and  achieve  nn  independent  for¬ 
tune  in  an  honorable,  pleasant  business  of 
your  own.  "Write  for  Free  Booklet  and  full 
particulars.  Do  it  today.  Address 

Edwin  R.  Marden,  Pres-t 

NATIONAL  CO-OPERATIVE  REALTY  CO. 

432  Athenaeum  Bldg.,  Chicago 


REAR  ESTATE  WANTED. 

We  can  sell  your  propertv,  no  matter  where 
located.  "We  have  over  500  active,  competent, 
specially  trained,  expert  real  estate  men  in  our 
immense  organization,  each  constantly  ad- 
vertlsing  and  searching  for  prospective 
purchasers.  If  you  want  to  make  a 
quick,  cash  sale  or  exchange,  send  full 
particulars  at  once.  Address  WILLIAM 
W  .  FRY,  Treasurer,  National  Co- 
Operative  Realty  Co.,  432  Athenaeum 
Bldg.,  Chicago. 

PROPERTY  FOR  SARE, 

all  kinds  and  descriptions,  all  prices 
and  terms,  in  all  parts  of  the 
American  Continent.  Special  Bar¬ 
gains  in  farms,  homes  and  busi¬ 
ness  opportunities.  No  matter 
what  you  want,  or  where  you  want 
it,  write  us  at  once.  Address 
JOHN  BAUDER,  Vice-President, 
National  Co-Operative  Kealty  Co., 
432  Athenaeum  Bldg,,  Chicago. 

REGITIMATE 

PROPOSITIONS 

of  every  description  promoted  and  fi¬ 
nanced.  Gilt-Edged  Bond  Issues  pur¬ 
chased  outright  or  sold  on  commis¬ 
sion.  Address  D.  T.  THOMPSON, 
Sec.,  Nat’l  Co-Operative  Realty  Co., 
432  Athenaeum  Bldg.,  Chicago. 


MR.  EMPLOYER: 

The  house  of  brain  brokers  is 
for  YOU — for  every  employer 
who  needs  men  of  the  high¬ 
est  grade. 

Its  service  is  planned  to 
meet  the  nee:?s  of  employers 
with  discrimination  enough  to 
appreciate  the  value  of  CAP¬ 
ABLE,  TRUSTWORTHY  MEN- 
Have  YOU  a  position  to  fill? 
We  offer  for  your  selection 
thousands  of  Salesmen,  Ex¬ 
ecutive,  Clerical  and  Technical 
men.  Men  with  special  train¬ 
ing  and  ability  In  all  lines  of 
business  activity. 

HAPGOODS 

EASTERN  OFFICES: 

EXECUTIVE  OFFICES 

.W  Broadway,  New  York 
PHILADELPHIA  OFFICE 

1108  Pennsylvania  Buildine 
PITTSBURG  OFFICE 
704  Park  Building 
EUROPEAN  OFFICE 

London,  England 


I.?'!;- 


MR.  EMPLOYEE; 

When  we  make  it  easy  for  the 
employer  to  find  the  man  he 
wants.  WE  MAKE  IT  EASY 
FOR  YOU,  Mr.  Employee,  to 
find  the  right  opportunity.  If 
you  are  a  strictly  high-grade 
man  with  ability  in  any  line  of 
business  or  technical  work, 
YOU  CANNOT  AFFORD  TO 
MISS  OUR  SERVICE.  You 
ought  to  take  advantage  of  it 
TO-DAY,  NOW,  because  we 
have  the  facilities  for  bringing 
your  qualifications  to  the  AT¬ 
TENTION  of  12,000  EMPLOY¬ 
ERS  in  all  parts  of  the  country. 

HAPGOODS 

WESTERN  OFFICES  : 

CHICAGO  OFFICE 

1011  Hartford  Building 
CLEVELAND  OFFICE 

535  Williamson  Building 
LOUIS  OFFICE 

915  Chemical  Building 
MINNEAPOLIS  OFFICE 

Minn.  Loan  and  Trust  Bldg. 
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only  water  supply  was  from  this  source.  In 
another  instance  where  the  purchaser  order¬ 
ed  an  apparatus  referred  to  as  the  “McCray 
Patent  System  of  Refrigeration,”  there  was 
held  to  be  no  implied  warranty  that  this 
would  keep  meat  for  any  definite  time.  In 
each  of  these  three  cases  it  is  evident  that 
the  purchaser  ordered  a  specific  article  and 
consequently  took  his  chances  of  its  fulfill¬ 
ing  its  functions.  On  the  other  hand,  where 
cement  was  sold  and  the  seller  knew  that 
it  was  intended  to  be  used  in  the  construc¬ 
tion  of  sidewalks,  there  was  held  to  be  an 
implied  warranty  that  it  was  reasonably  fit 
for  such  purpose  which  would  be  broken  if 
the  cement  cracked  or  crumbled  with  the 
weather.  In  another  case  where  the  con¬ 
tract  was  for  the  manufacture  and  sale  of 
tobacco  boxes,  there  was  an  implied  war¬ 
ranty  of  fitness  which  was  violated  when 


green  timber  was  used,  which  caused  the 
tobacco  to  mould. 

How  minutely  the  language  of  the  par¬ 
ties  will  be  analyzed  is  shown  by  the  dictum 
of  an  English  judge:  “If  a  man  says  to 
another,  ‘Sell  me  a  horse  fit  to  carry  me,’ 
and  the  other  sells  a  horse  which  he  knows 
to  be  unfit  to  ride,  he  may  be  liable  for  the 
consequences;  but  if  a  man  says,  ‘Sell  me 
that  gray  horse  to  ride,’  and  the  other  sells 
it,  knowing  that  the  former  will  not  be  able 
to  ride  it,  that  would  not  make  him  liable.” 

The  application  of  the  rule  as  to  warranty 
of  fitness  is  exceedingly  difficult,  for  each 
case  must  depend  on  the  particular  facts  in¬ 
volved.  The  only  safe  course  for  the 
buyer  to  adopt  is  to  notify  the  seller  of  the 
use  to  which  he  intends  to  put  the  article 
in  question,  and  require  of  the  latter  a  dis¬ 
tinct  warranty  that  it  will  be  sufficient  for 
the  purpose. 


Shorthand  Speed 

By  a.  T.  SHERMAN 


The  best  way  to  gain  speed  in  shorthand 
is  to  take  about  300  words  of  correctly 
written  phonography,  study  it  thor¬ 
oughly,  and  copy  it  as  many  as  50  times. 
By  this  time  you  will  have  the  article  in 
your  head.  Copy  it  as  many  times  from 
memory,  and  you  will  have  the  forms  so 
thoroughly  impressed  upon  your  brain,  and 
the  hand  will  be  so  skilled  in  making  these 
forms  that  you  will  make  them  almost  un¬ 
consciously.  By  continuing  this  practice, 
you  will  find  that  you  will  gain  more  speed 
in  a  week  than  you  will  gain  in  a  month 
by  ordinary  practice  or  by  receiving  so 
much  dictation. 

Do  not  lose  sight  of  the  fact  that  business 
men  have  no  time  to  become  instructors, 
and  that  when  a  man  hires  a  shorthand 
writer  it  is  for  the  purpose  of  having  his 
work  done  with  dispatch  and  correctness, 
and  that  the  shorthand  writer  who  cannot 
meet  these  requirements  will  not  be  re¬ 
tained.  It  is  important  that  every  short¬ 
hand  writer  should  become  thoroughly 
competent  before  he  accepts  a  position. 

Not  only  is  it  essential  that  the  shorthand 
writer  be  correct  in  his  note  taking,  but  his 
typewriting  work  should  be  done  neatly, 
correctly  and  with  dispatch.  While  eras¬ 
ing  should  not  be  tolerated  to  any  extent. 


if  it  is  necessary  to  erase,  procure  a  type¬ 
writer  roller  erasing  shield  (which  can  be 
had  for  25  cents).  Turn  paper  forward  or 
back  until  the  portion  to  be  erased  is  on 
top  of  the  roller.  Place  this  shield  under 
the  sheet  to  be  erased  and  let  it  rest  over 
the  carbon ;  in  this  way  the  shield  distributes 
the  pressure  which  causes  the  smutting  of 
your  work.  This  saves  time  and  avoids  the, 
annoyance  of  placing  slips  of  paper  and 
other  things  under  your  carbon  to  receive 
the  smut,  which  weakens  the  carbon,  and 
spoils  your  work. 

A  shorthand  writer  should  aim  to  become 
a  stenographer,  which  means  that  he  should 
be  able  to  take  notes  of  sermons,  lectures, 
law  matter  and  anything  that  comes  his 
way.  Hundreds  of  schools  are  turning  out 
shorthand  writers  or  amanuenses,  but  very 
few  stenographers ;  because  the  number  of 
words  their  students  write  after  receiving 
their  diplomas  is  from  100,  125  to  150  per 
minute,  while  a  stenographer  should  be 
able  to  write  from  150  to  200  words  per 
minute,  if  he  expects  to  become  a  law 
stenographer.  Another  thing  it  is  outside 
practice  that  is  necessary  to  become  a  sten¬ 
ographer,  just  as  much  as  it  is  necessary 
for  a  physician  to  have  lots  of  practice  be¬ 
fore  he  amounts  to  anything. 
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Second  5%  Dividend  This  Year 


Write  immediately  for  handsomely  illus¬ 
trated  paper  and  list  of  stockholders 
who  have  received  a  total  of 
51^  in  dividends 


OCTOBER  1,  1SOS 

Another  dividend  of  5^  payable  (regular  guaranteed  and 
extra  for  six  months).  This  is  second  dividend  this  year 
making  loff,  instead  of  85^,  as  guaranteed.  Both  dividends  derived 
from  Company’s  mahogany  and  other  cabinet  lumber.  Third  cargo 
of  mahogany  shipped  to  United  States.  Cargoes  sent  regularly. 

Sources  of  Revenue 

We  own,  free  of  encumbrance,  a  288  000  acre  plantation  in  C  am¬ 
peche,  Mexico.  Cabinet  lumber  and  dyewoods  standing  thereon  worth 
110,145  000  at  New  York  prices— of  which  amount  we  have  marketable 
dyewoods,  worth  $2,500,000,  ready  to  cut  and  ship;  6o,ooofull-grown  rubber 
trees;  250,000  full-grown  chicle  trees  ;  1800  head  of  cattle;  250  oxen  ;  200 
mules;  horses,  swinr  ;  stores,  mills  and  factory  operating.  Large  force  of 
men  developing  oranges,  lemons,  bananas,  cacao,  benequen  and  other 
tropical  products.  On  full  development  of  these,  it  is  conservatively 
estimated  that  ^  , 

22%  Dividends 

will  be  paid;  that  is,  we  estimate  the  14  acres  represented  by  each 
share  will ,  after  7  years,  produce  $66  a  year  (or  $4.70  per  acre)  which 
is  2-2$  of  par  value  of  stock. 

Successful  Management 

Our  managers  have  developed  two  other  Mexican  plantations.  Stock  of  both 
5s  $50  a  share  above  nar.  This  is  sufficient  to  makeour  proposition  a  certainty, 
not  a  speculation.  No  chance  ofloss  to  the  investor, for  theplantation  with  its 
hundreds  of  dwellings,  administration  buildings,  railroad  line  and  othersub- 
stantial  improvements,  always  will  be  ample  security  for  stockholders,  being 
deeded  in  trust  to  a  Philadelphia  trust  company  for  their  protection. 

Shares,  $5  Per  Month  Per  Share 

Limited  number  of  shares  offered  at  par  on  instalmentsof$5a  month  per  share. 
Make  application  at  once.  Send  $5 or  more  (but  not  more  than  $60,  a  year’s  in¬ 
stalments)  on  each  share  wanted.  Over  i20ostockholders  drawing  dividends. 

OFFICERS 

President,  Wm.  H.  Armstrong, 

E.x-tJ.  S.  Railroad  Commissioner,  Phila.,  Pa. 

Vice-President,  Col.  a.  K.  McClure, 

Ex-Editor  Times,  Phila.,  Pa. 


Secretary  and  Treasurer,  C.  M.  McMahon, 
Phila.,  Pa. 

Counsel,  A.  L.  Wanamaker.,  Phila.,  Pa. 


BOARD  OF  DIRECTORS 

Consists  of  officers  and 
H.  A.  Merrill, 

President  City  National  Bank, Mason  City, Iowa. 
John  B.  Barnes, 

Justice  Supreme  Court,  Norfolk,  Neb. 
Victor  Du  Pont,  Jr., 

Du  Pont  Powder  Works,  Wilmington,  Del. 

A,  G.  Stewart, 

Attorney  General  of  Porto  Rico,  San  Juan,  P.  R. 


INTERNATIONAL  LUIVIBER  &  DEVELOPMENT  CO.,  757  Drexel  Bldg.,  Philadelphia,  Pa. 


Vetter’s  Unique  Vertical  Tray  Outfit  will 
prove  to  all  that  it  will  do  the  work  of  an  A1 
Secretary  and  do  it  better  because  it  never 
forgets  and  will  produce  important  papers 
instantly. 

When  cash  accompanies  order,  we  will  send  outfit  No.  200 
which  consists  of  one  letter  size  unique  vertical  tray  with  roll 
curtain,  with  a  capacity  of  3500  letters,  one  set  of  alphabetical 
guides  and  200  blank  folders  at  $8.25  prepaid  anywhere 
east  of  Dakotas,  Neb.,  Kan.,  Ind.  Ter.  and  Texas. 

Satisfaction  guaranteed  or  returnable  at  our  expense  and 
money  refunded.  A  postal  will  bring  full  information  re¬ 
garding  this  greatest  of  filing  devices.  Patent  Pending 

VETTER  DESK  WORKS,  125  River  St.,  Rochester,  N.  Y. 


Partly  Opened 


IMITATION  LETTERS 


THB  KIND  YOU  CAN*T  TELL 


If  my  secret  of  exact  duplication  of  typewriter  work  had  been  perfected,  I  could  have 
saved  Fred  Macey  the  cost  of  50  typewriters  and  the  expense  of  operators.  Send  for 
samples  of  my  exact  duplication  of  the  work  of  any  machine.  My  prices  will  surprise 
you  at  their  lowness.  I  make  no  charge  for  ribbon  that  matches. 


JOHN  ROQAN,  Circular  Letter  Specialist, 


395  East  Main  Street, 
MUtMiiiITWWHBHflT 


ROCHESTER.  N.  Y. 


E.  H.  BEACH,  Editor. 


The  Book-keeping  of  a  Nation. 

Y  this  we  do  not  allude  to  the  requisi¬ 
tions  of  one  governmental  .department 
upon  another,  which  is  alleged  to  be 
responsible  for  almost  wrecking  the  Pana¬ 
ma  Canal.  We  have  recently  published  an 
article  on  the  subject  of  the  accounting 
records  and  business  methods  of  battle¬ 
ships.  While  we  think  this  is  interesting 
we  do  not  recommend  the  article  as  one 
requiring  serious  study  by  those  desiring 
to  become  proficient  in  economizing  detail. 

What  we  desire  to  bring  prominently  be¬ 
fore  our  readers  is  the  question  as  to  what 
should  be  the  aim  of  systematic  book-keep¬ 
ing  for  the  nation. 

In  a  general  business  way  we  denounce 
commercial  organizations  who  declare  diyi- 
dends  out  of  capital,  or  who  borrow  in 
excess  of  their  earnings. 

It  seems  to  us  that  municipalities  and 
nations  are  continually  violating  this  sound 
principle.  The  government  of  a  nation  is 
supposed  to  consist  of  certain  paid  repre¬ 
sentatives  of  the  people  (although  they 
consider  themselves  after  election  as  being 
arbiters  of  the  life  and  death  of  the  nation 
instead  of  representatives  of  the  will  of 
the  people.  Even  the  governor  of  a  state 
is  a  paid  official,  and  after  election  every¬ 
one  knows  it  except  himself). 

However,  the  particular  matter  we  have 
in  mind  is  the  payment  of  dividends  out  of 
capital.  Such  a  thing  would  not  be  coun¬ 
tenanced  for  a  moment  in  properly  organ¬ 
ized  commercial  industries,  but  when  a 
municipality  decides  to  make  a  number  of 
local  improvements,  or  when  a  nation  goes 
into  the  business  of  constructing  bridges, 
harbors,  ports  and  battleships,  they  issue 
bonds  to  guarantee  repayment  of  the  money 
they  borrow  in  order  to  effect  these  im¬ 
provements,  or  to  construct  those  harbors, 
ports,  etc.  In  order  to  obtain  funds  for 
the  repayment  of  these  bonds  they  assess 


the  property  of  the  citizens  of  the  munici¬ 
pality  or  nation,  and  is  not  this  paying  divi¬ 
dends  out  of  capital  ?  Should  not  the  taxes 
be  assessed  on  profits  instead  of  on  prop¬ 
erty,  the  citizens  being  the  stockholders  of 
the  nation? 

Why  does  not  the  same  rule  hold  good 
in  regard  to  municipalities  and  nations,  as 
in  connection  with  commercial  industries? 


Plotting  for  a  Monopoly. 

It  is  generally  understood  that  on  ac¬ 
count  of  an  endeavor  on  the  part  of  the 
Ohio  Public  Accountants  to  make  it  unlaw¬ 
ful  for  any  but  certified  public  accountants 
to  practice  the  profession  of  accountancy 
in  the  state  of  Ohio,  the  law,  as  drafted, 
failed  to  secure  the  necessary  legislative 
support.  We  learn,  however,  that  a  bill 
containing  similar  clauses  has  actually  been 
enacted  in  New  Zealand,  as  the  following 
quotations  will  indicate : 

"Any  public  accountant  who  practices 
without  taking  out  his  annual  certificate 
and  paying  the  fee  due  thereunder  . 
shall  be  guilty  of  an  offence  and  shall  not 
be  entitled  to  recover  payment  for  any 
services  performed  by  him  ...” 

“No  person  unless  he  is  a  Public  Ac¬ 
countant  shall  perform  for  hire  any  ac¬ 
countancy  work.” 

A  large  amount  of  public  indignation  is 
constantly  wasted  on  the  arbitrary  meth¬ 
ods  of  labor  unions  and  the  attempted 
monopoly  of  the  right  to  labor,  but  it  is 
about  time  the  commercial  public  awakened 
to  the  fact  that  another  trust  appears  to 
be  developing  its  tentacles,  and  endeavor¬ 
ing  to  circumscribe  the  sacred  rights  of 
man  for  the  benefit  of  a  favored  few. 


Another  “Iowa”  Idea. 

One  can  scarcely  conceive  that  in  spite 
of  the  wide  dissemination  of  good  business 
literature,  a  merchant  doing  business  in  a 
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Do  You  Know.? 


13-001 

DELIVERED 


13^ 

DELIVERED 


DEARBORN  CABINET 

will  Save  Your  Stenographer’s  Time,  Improve 
Quality  of  Work  and  Save  YOU  Money 


42  in.  Long 
24  in.  Deep 
3t:i  in.  High 

Roll  Curtain 
to  Paper  Cab¬ 
inet. 


Ko.  5  DEARBORN  JUNIOR 

Solid  Golden  guaranteed most  complete  Type- 
^ter  Cabinet  ever  sold  anyw'here  near  the  price.  We 

approval,  to  be  returned  at 
our  expense  if  not  satisfactory.  What  more  can  we  offer? 

DEARBORN  DESK  CO. 

Alexander  A.  Samuel,  General  Manager. 

I  Bniiding,  CHICAGO,  U.  S.  A.  f  O  OO 

Catalog  I  wiyV 

DELIVERED MMMB  FREE  DELIVERED 


drpgg  ^tfnngraglifrH 

tn  ifmanJi 

CE.  Gregg  Shorthand 
is  taught  in  more  than 
half  of  the  commer¬ 
cial  schools  in  the 
United  States — be- 
cause  it  is  the  most 
efficient  for  all  classes 
of  work.  Students  of 
these  schools  are  always  in  demand 
because  they  are  worth  more  com¬ 
mercially  than  the  others.  CL.  You 
can  become  a  successful  writer  of 
this  system  through  our  correspond¬ 
ence  instruction.  A  postal  will  bring 
full  information.  Send  it  to-day. 

GREGG  COMPANY 

151  Wabash  Avenue,  Chicago,  III. 


John  R.  Gregg 


This  Typewriter 
Saves  Money 

How  much  of  your  money  does  your  sten* 
ographer  lose  ? 

Has  she  an  old-fashioned  “blind”  tyoe- 
writer? 

Then  at  least  10  per  cent  of  her  time  is 
lost  m  finding  out  the  last  word  she  has 
written,  in  making  a  correction,  or  in  seeing 
if  she  has  spaced  or  punctuated  properly. 

If  you  have  ten  stenograpers  at  $12.00  per 
week  each,  your  weekly  pay  roll  will  be 
$120.00. 

Ten  per  cent  of  this  amount  is  $12.00. 

That’s  what  you  lose  each  week  if  you 
employ  ten  stenographers— one  more  sten¬ 
ographer’s  salary. 

In  one  year  you  would  lose  about  $600.00. 

At  least  six  times  the  cost  of  one  Oliver 
Typewriter. 

writing;  you  can  make 
pn^eri^orT*^^  corrections,  and  you  can  punctuate 


OLIVEI^ 

TypeWri*fei* 

The  Standard  Visible  Writer 

Typewriter  saves 
that  SdOO.OO  each  year  when  he  employs  lOstenoa- 
raphers  or  $60.00  each  year  if  he  employs  one  stenog- 
rapher-or  lO^ofhis  own  time  which  is  more  val- 

iif- stenographer’s,  if  he  operates 
the  typewriter  himself. 

Because  the  Oliver  saves  10  per  cent  gf  each 
operator  s  time. 

^  And  this  feature  of  seeing  in  the  Oliver  is  second 
in  importance  to  the  mechanical  .excellence  of 
the  typewriter*.  '  ^ 

For  the  Oliver  is  the  simplified  typewriter*  skil- 
make  the  machine  strong 

and  durable. 

Write  for  booklet  explaining  the  time  and  labor 
saving  features  g^  the  Oliver. 

Agents  No  other  typewriter  has  these 
sale  convening’  features.  You  can  make  big*  money 
selling  the  Oliver.  We  pay  travellers  to  help  you 
make  money.  Certain  territory  now  vacant.  Write 
at  once  for  particulars.  Address 

THE  OLIVER  TYPEWRITER  CO. 

174  Wabash  Ave.,  Chicago,  Ill 

PRINCIPAL  FOREIGN  OFFICE — 75  Queen  Victoria  St.,  London. 
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town  where  trains  stop  without  being 
flagged  should  characterize  a  healthy  in¬ 
terest  in  his  business  on  the  part  of  a  clerk 
as  impertinence.  Yet  we  read  that  a  mer¬ 
chant  in  Iowa  complains  that  it  is  impos¬ 
sible  to  find  clerks  who  maintain  the  re¬ 
spectful  attitude  toward  their  employers 
that  was  exhibited  by  the  clerk  of  20  years 
ago.  This  merchant  complains  that,  in¬ 
stead  of  attending  to  his  duties,  his  clerk 
“hangs  around  after  closing  time  and  of¬ 
fers  suggestions  about  how  the  window 
should  be  trimmed.” 

Unlucky  clerk!  Let  us  hope  that  he 
will  let  his  identity  become  known,  for  he 
will  have  no  trouble  in  finding  a  new  boss 
when  the  thousands  of  merchants  who  are 
looking  for  good  men  find  that  he  is  guilty 
of  allowing  his  interest  to  extend  beyond 
sweeping  the  store  and  measuring  calico. 

The  Retailer  and  His  Book-keeping. 

A  writer  in  one  of  the  prominent  trade 
papers  tells  his  readers  of  an  easy-going 
merchant  who,  after  20  years  in  business, 
considers  himself  worth  a  comfortable 
fortune.  But,  says  this  writer,  “he  could 
hardly  realize  one-half  what  he  considers 
his  business  worth;  during  the  past  few 
years  he  has  made  no  actual  profit  though 
his  method  of  book-keeping  makes  him  be¬ 
lieve  that  he  has.” 

That  is  the  trouble  with  many  retailers. 
They  are  content  to  '“let  things  go”  as 
long  as  'they  are  able  to  meet  their  bills 
and  provide  their  families  with  the  neces¬ 
sities  of  life.  Merchants  of  this  class  usu¬ 
ally  employ  no  system  of  book-keeping 
worthy  of  the  name. 

With  all  of  the  advanced  ideas  which  he 
is  at  perfect  liberty  to  adopt,  why  is  it 
that  the  retailer  pays  so  little  attention  to 
his  accounting  system?  Before  the  advent 
of  present  day  systems  of  accounting,  there 
may  have  been  some  excuse  for  this  con¬ 
dition,  but  the  retailer  who  expects  to  be 
at  the  front  now  must  see  to  it  that  his 
books  of  account  exhibit  the  true  condition 
— that  his  system  becomes  the  pulse  of  his 
business. 

That  Mine  Story. 

We  are  in  receipt  of  numerous  letters 
suggesting  the  proper  treatment  of  the 
mine  problem  referred  to  in  our  editorial 
columns,  August  number. 


One  correspondent  suggests  that  the  best 
method  of  dealing  with  the  matter  would 
be  to  treat  the  stock  in  question  as  a  stock 
dividend.  The  property  having  been  pur¬ 
chased  at  $50,000  is  revalued  at  $114,000. 
There  is,  therefore,  a  surplus  arising  from 
this  transaction  amounting  to  $64,000.  The 
directors  at  a  meeting  might  pass  a  special 
resolution  to  distribute  this  $64,000,  or  any 
portion  thereof,  in  the  way  of  a  stock  divi¬ 
dend.  This  appears  to  us  to  be  a  very 
reasonable  proposition,  devoid  of  most  of 
the  objections  justly  made  to  other  forms 
of  adjustment. 

Another  method  of  adjustment  suggest¬ 
ed  is  as  follows : 


Dr.  Cr. 


$150,000 

Capital  Stock 
Subscriptions 

$150,000 

50,000 

Cash 

Subscriptions 

50,000 

50,000 

Mine 

Cash 

50,000 

64,000 

Mine 

Subscription 

Surplus 

60,000 

4,000 

40,000 

Treasury  Stock 
Subscriptions 

40,000 

Book-keeping  Extraordinary. 

An  expert  accountant  in  a  Sunday  maga¬ 
zine  supplement  relates  a  startling  story  of 
how  certain  merchants  obtain  credit.  And 
yet  the  whole  thing  is  so  simple  that  it  ap¬ 
pears  anyone  could  follow  their  example 
without  any  trouble.  All  they  did  was  to 
post  their  accounts  payable  on  the  debit 
side  instead  of  the  credit  side,  and  their 
accounts  receivable  on  the  credit  side  in¬ 
stead  of  the  debit  side.  This  was  under¬ 
stood  by  the  book-keeper,  but  by  no  one 
else;  so  that  when  the  credit  man  of  John 
Smith  &  Co.  came  in  to  look  at  the  books 
he  saw  a  fine  array  of  accounts  receivable 
which  were  in  reality  accounts  payable, 
and  a  very  few  accounts  payable  which 
were  in  reality  accounts  receivable.  On 
this  showing  the  firm  continued  to  obtain 
credit  until  they  had  actually  spent  all  the 
money  they  could  .realize  on  the  goods. 
After  that  they  went  into  bankruptcy  and 
another  expert  accountant  came  along  to 
find  out  what  the  other  expert  had  been 
doing  to  the  books. 

Promotion  and  Promoters. 

The  craze  for  development,  consolida¬ 
tion  and  expansion  in  commercial  enter- 
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Tliey  Wear  Longer 
Here 


Corliss  Coon  Collars 

are  2  for  25c,  but,  like  higher  priced 
collars,  are  4  ply.  4  ply  is  the 
standard  of  servieeable  weight  and 
strength.  Few  two  -  for  -  a -quarter 
collars  have  4  ply  folds — cut  up  old 
ones  and  see. 

Corliss  Coon  Collars  are  4  ply 
always,  and  in  ^  styles. 

They  wear  even  longer  than 
other  4  ply  collars  because  heavy 
interlining  is  cut  away  at  the  “fatal 
spot”  where  the  illustration  is 
shaded.  They  will  stand  the  laun^ 
dry  fold  more  times  without  breakr, 
ing  at  this  point  where  most  collars 
go  to  pieces  quickly.  -.n,..’- 

Bryson  is  a  perfect  fitting  collar,  and 
its  good  lines  of  style  keep  it  constantly 
in  demand.  Made  in  Quarter  sizes  and 
in  three  heights, — Bryson,  2  in.;  Cedric, 
21  in.;  Shirley,  2\  in. 

Just  ask  your  furnisher  for  Corliss  Coon 
Collars.  If  he  hasn’t  them  he  can  order 
for  you  from  us  If  you  are  not  willingrly 
supplied,  we  will  promptly  fill-  your  order 
direct  from  the  factory  on  receipt  of  the 
price,  2  for  25c;  6  for  75c:  $1.50  per  dor.cn. 

Write  for  “Collar  Kinks” — the  new 
book  of  styles  and  correct  dress. 

Corliss,  Coon  St  Co. 

17  M  street,  Troy,  N.  Y. 


jr^NN 

Fj|fn( 


DESKS 


OUR  NEW  “400”  SERIES 

No.  400  dike  cut)  has  deep  drawers  arranged 
with  VEItTIt'AL  FII-IXJ  EtJlir.llENT,  writing 
t)ed  not  broken  by  typewriter,  which  disappears 
in  dust-proof  compartment.  Gunn  Desks  are 
made  in  250  different  patterns,  in  all  woods 
and  finishes,  fitted  with  out  .ime-saving  UUOl’- 
EliO.NT  Pigeon-Hole  Dox.  If  you  desire  an 
up-to-date  desk  of  nny  description  and  best 
possible  value  for  your  money,  get  a  Gunn.  Onr 
reference — “The  I'ser — I'he  Man  wKli  tlie  Gnnii.” 

Sold  by  all  leading  dealers  or  shipped  direct  from 
the  factory.  Send  for  catalogue  of  desks  and  filing 
devices,  and  booklet  in  colors  of  Gunn  Sectional  Systems 
— mailed  FREE. 

"Awarded  Gold  Medal,  World's  Fair,  St.  Louis." 

CUNN  FURNITURE  CO.,  Grand  Rapids,  Michigan 


Makers  of 
Gunn  Sec¬ 
tional  Hook 
Cases 


You 
Don’t 
Get 
Done 
When 
You 
Buy  a 
"Gunn” 


TYPEWRITERS 

APPEAL  TO  YOUR  SENSE 
AND  YOUR  SENSES 

The  Smith  Premier  is  the  most 
silent  typewriter  on  the  market. 
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prises  has  been  responsible  for  another  kind 
of  development — that  of  the  bogus  pro¬ 
moter. 

There  are  quite  a  number  of  capable  pro¬ 
fessional  promoters  always  ready  and  will¬ 
ing  to  obtain  unlimited  capital  for  anyone 
interested  in  the  possible  expansion  of  busi¬ 
ness  opportunities.  They  are  prosperous 
looking  gentlemen,  these  brokers,  and  con¬ 
vey  unlimited  confidence  by  their  elegant 
surroundings,  their  palatial  offices  and  ex¬ 
cessive  assurance.  They  charge  so  much 
for  undertaking  the  underwriting  of  the 
new  capital,  and  so  much  per  cent  as  a 
commission  on  the  amount  underwritten. 

The  agreement  is  entered  into ;  the  new 
corporation  is  launched  on  the  ocean  of 
hope;  the  promotion  broker  draws  his  fee; 
and  the  expanding  merchant  sits  down  to 
await  the  advent  of  the  stockholders  in 
the  company  of  which  he  is  to  be  presi¬ 
dent.  Moreover — he  waits  ;  and  thereafter 
—  he  waits! 

Finally  he  calls  upon  the  broker  for  an 
explanation  and  is  informed  that,  unfor¬ 
tunately  owing  to  such  and  such  circum¬ 
stances  and  peculiar  conditions,  the  propo¬ 
sition  did  not  prove  popular ;  in  fact  it  is 
a  failure. 

And — he  waits! 


The  Manager  Department. 

There  is  evidence  accumulating  from 
every  direction  that  sales  managers  are. 
giving  more  attention  to  training  men 
in  their  methods  of  doing  business  instead 
of  giving  up  all  of  their  time  to  ferreting 
out  good  men  under  other  managers  and 
trying  to  steal  them. 

Manager  Elmer  Dwiggins,  of  Des 
Moines,  representing  the  Equitable  Life  In¬ 
surance  Company  of  New  York  in  Iowa, 
has  a  rather  unique  plan  for  “coaching”  his 
insurance  salesmen. 

It  is  a  notorious  fact  that  there  is  about 
30  per  cent  of  the  men  who  try  a  thing  who 
stick  to  it.  A  large  number  of  these  fail¬ 
ures  are  not  inherently  failures  from  the 
lack  of  brains,  or  even  a  lack  of  “stick;” 
but  it  is  due  entirely  to  lack  of  experience 
and  knowledge.  Mr.  Dwiggins  conducts  a 
correspondence  school  for  his  own  sales¬ 
men’s  benefit  in  life  insurance  work.  He 
has  prepared  20  lessons  for  these  under¬ 
graduates,  as  we  may  style  them.  The  in¬ 
struction  deals  with  the  ground  work  of  the 


business,  then  leads  into  the  essentials  of 
successful  salesmanship,  and  finally  covers 
the  various  forms  of  contracts  and  a  full 
description  of  the  Equitable  policies.  Of 
course  with  each  lesson  is  sent  a  set  of 
questions.  These  questions  must  be  an¬ 
swered  before  the  second  lesson  is  sent  to 
the  student,  and  the  instructor  is  thus  kept 
in  constant  touch  with  the  progress  of  the 
man  at  the  other  end.  At  the  end  of  the  20 
lessons  the  student  has  a  pretty  fair  knowl¬ 
edge  of  what  life  insurance  is  and  how  to 
handle  it. 

Before  he  is  given  a  territory  he  is 
brought  into  the  general  office  and  put 
through  a  practical  course  of  training.  This 
training  consists  of  making  “approaches,” 
answering  test  questions,  and  explaining 
policies.  After  he  has  passed  the  test  of 
these  expert  teachers,  and  of  Mr.  Dwiggins’ 
careful  oversight,  he  is  giTen  a  rate  book 
and  “turned  loose”  on  the  public.  There  is 
not  a  bit  of  doubt  but  what  this  sort  of 
system  brings  better  results  than  “firing”  a 
man  out  into  the  open  and  letting  him  sink 
or  swim. 


Foreign  Commercial  Schools. 

In  a  recent  number  of  The  Business 
Man’s  Magazine  we  called  attention  to 
the  extensive  and  thorough  program  of  the 
commercial  schools  of  Japan.  The  follow¬ 
ing  further  information  may  be  considered 
of  interest. 

“The  school  is  wholly  supported  by  the 
central  government.  Each  student  pays  30 
yen  a  year  for  tuition-fees.  Board  and 
room  costs  about  10  yen  a  year ;  thus  the 
actual  expenses  per  year  are  40  yen,  or 
about  $20.  The  total  expenses  of  attend¬ 
ance  at  the  government  school,  including 
all  incidentals  and  maintenance  of  every 
character,  is  less  than  $100  a  year.” 

In  Germany,  commercial  schools  form  an 
integral  part  of  the  commercial  system,  and 
particular  importance  is  attributed  to  the 
study  of  foreign  languages,  especially  Eng¬ 
lish.  Quite  a  large  number  of  German 
merchants  are  able  to  prepare  their  own 
catalogs  and  circulars  intelligently  in  Eng¬ 
lish  without  the  help  of  the  translator.  It 
is  impossible  to  ignore  or  underrate  the  re¬ 
markable  expansion  of  German  industries 
during  the  last  decade,  and  this  nation 
must  evidently  be  reckoned  as  a  formid¬ 
able  commercial  competitor, 


JvSs®  ^2SoK) 


Adds  nine  columns  of  figures  at  b 
(time,  carrying  all  totals  automatic¬ 
ally.  As  each  figure  is  registered 
theanswer  instantlyappears  befor© 
you.  Capacity  $9,9^.999.99. 

No  hooK  or  lever  to  operate.  It  !§ 
[accurate  and  durable.  It  does  not 
work  by  springs  or  levers  as  most 
[adding  machines  do,  but  by  a  geafi 
.movement  that  must  always  be  accur 
j)ate.All  parts  are  made  of  tool  steel 
or  hard  brass  and  interchange¬ 
able.  The  Rapid  Computerwill  do  every 
mathematical  problem  that  can  be 
done  on  anv  machine  ever  made.  It 
will  do  work  quicker  than  any  otheir 
aiachine,  because  it  is  more  simple 
and  easier  of  operation.  We  will 
send  you  a  machine  with  all  charges 
prepaid  and  give  two  weeks  f?9Q 
trial.  Write  for  catalogue. 


The  Rapid  Computer  Cce 
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AT  HOME  I 

Would  you  like  to  start  in  business  without  I 
investing  a  cent,  right  in  your  home  townf  I 

Are  you  open  for  engagement  as  Resident 
Representative  for  a  large  Chicago  Manu¬ 
facturer? 

Where  you  can  control  the  business,  and 
make  a.  good  profit  on  every  order,  whether 
you  take  it,  or  it  goes  to  Chicago  direct. 

If  so,  WE  will  furnish  everything  neces¬ 
sary,  so  you  can  start  right  in  at  once  aeadi 
make  from  $30  to  $60  a  week. 

But  you  must  convhice  us  first  that  you 
are  full  of  energy,  hustle  and  “get 
up  and  git.” 

We  are  willing  to  start  any  live  man  on 
the  road  to  business  success  in  a  dignified, 
respectable  and  most  profitable  calling. 

But  we  don’t  want  any  “dead  ones.” 

And  we  don’t  want  anyone  who  is  look¬ 
ing  for  a  “soft  snap.” 

There  is  big  money  in  representing  us,  if 
you  are  the  right  man,  and  the  fact  that  you 
have  been  selected  by  a  mammoth  house 
like  ours  will  give  you  prestige  and  stand¬ 
ing  in  your  community. 

We  want  just  07ie  man  in  a  town.  If  you 
think  you  are  the  right  one,  write  us  in 
detail,  giving  full  particulars  about  yourself. 

FELIX  KAHN  ft  CO  Oept.  Market  &  Van  Buren 
X  xvrxxxll  ix  V/V/**  loio  streets.  CHICAGO 


AH  HONEST  DEALER 

never  substitutes  an  inferior  article  for  the  sake 
of  greater  profit.  The  dealer  who  does  is 
not  honest. 

When  you  ask  your  dealer  for 

half-hose,  make  up  your  mind  before  you  ask 
him  that  you  are  demanding  an  article  that  has 
been  carried  up  to  the  highest  standard  for 

twenty-height  years,  and  that 
something  eise  wiil  not  dom 

During  this  time  the  trade-mark 

has  appeared  on  the  toe  of  our  famous  half¬ 
hose  as  a  guarantee  of  goodness. 

While  the  profits  on  products  are  in 

some  cases  smallerthan  oninferiorhosiery,yoif 
pay  no  more  for  the  genuine  articie, 
and  certainly  benefit  by  wearing  hosiery  of 
known  guaiitym 

^se^^GoioPS  are  fas  t  and  harm" 
iessm  We  manufacture  our  own  yarns,  and 

warrant  a  uniformity  of  grade  and  the  best  of 
quality.  if  you  ever  find  our 
goods  otherwise  than  regre^ 
sented,  send  them  back  to  us, 
and  we^ii  cheer  fuiiy  make 
them  goodm 

Style  t9SW,  is  a  style  of  unusual  merit. 
The  uppers  are  made  of  carefully  selected  cot¬ 
tons,  dyed  in  our  famous  Snowblack,  which 
will  neither  crock,  stain  or  fade.  The  soles  are 
of  natural  Egyptian  cotton  undyed;  of  medium 
light  weight,  in  sizes  from  9  to  i  i  ^  inclusive. 

Price  25  cents  ger  gair; 

Six  gairs  for  $1m50m 

If  you  cannot  procure  them  from  your 
local  dealer,  do  not  accept  a  suhstitute, 
hut  send  your  order  direct  to  us,  and  we 
will  promptly  deliver  the  same,  charges 
prepaid,  to  any  part  of  the  U.  S.  upon 
receipt  of  price. 

Our  attractive  Catalog  is  profusely  il¬ 
lustrated  in  colors,  shows  styles,  weights  and  prices  of  our 
men’s  half-hose,  and  also  children’s  and  misses’  ribbed 
cotton  stockings.  Send  a  postal  for  it  to-day.  It’s  free. 

SHAW  STOCKING  CCMPANY 
10  Shaw  St.,  Loweii,  Massm 


iif' 


Earn  Big  Money 


We  don't  want  yon  to  forget  the  Office 
Appliance  Show  to  be  held  in  Madison 
Square  Garden,’  New  York,  during  the 
week  beginning  Oct.  28th.  Those  who  have 
attended  former  shows  of  this  character 
will  need  no  urging,  but  to  those  who 
missed  the  show  last  year  the  best  advice 
we  can  offer  is  to  visit  this  show  if  it  is 
possible  to  do  so.  If  you  haven’t  had  a 
vacation,  take  one  now  and  spend  the  week 
in  New  York.'  We  will  have  an  exhibit, 
occupying  space  No.  100,  and  cordially  in¬ 
vite  our  friends  to  make  the  booth  of  The 
Business  Man’s  Magazine  headquarters 
during  the  show.  Come  and  let  us  get 
better  acquainted ! 


We  Are  Sorry  but  Not  Surprised. 

Here  is  an  illustration  of  the  reason  why 
some  letters  fail  to  get  an  answer,  Mr. 
Kies,  we  are  sorry  to  learn,  does  not  wish 
to  pay  for  The  Business  Man’s  Magazine 


service- — if  you  hire  only  the  hands  and 
not  the  head  of  your  clerk  or  workman 
there  may  be  some  possible  reason  for  your 
belief,  but  even  then  it  is  doubtful.  But 
how  many  of  your  employes  can  find  no 
use  for  their  brain  in  the  work  they  do  for 
you  ? 

Look  over  your  force.  Note  the  vigor 
with  which  a  clerk  or  salesman  attacks  his 
or  her  work  upon  returning  from  a  vaca¬ 
tion.  Some  of  the  vigor  will  remain  for 
many  months?  Is  it  worth  anything?  If 
it  is  of  any  value  vacations  are  good  in¬ 
vestments.  Try  one  yourself.  It  is  not  too 
late.  These  October  days  are  the  most  invig¬ 
orating  of  the  year.  Get  out  and  breathe 
the  fresh  air  and  let  the  sun  shine  on  you. 
Store  up  a  fresh  supply  of  vigor  and  energy 
against  the  trying  days  of  winter.  Even 
if  it  is  but  two  or  three  days  you  will  see 
a  marked  benefit.  Don’t  make  the  mistake 
of  going  to  a  “resort.”  Get  out  where  you 


for  the  coming  year.  If  Mr.  Kies  will  give 
us  his  address  we  would  like  to  send  the 
magazine  to  him  for  the  next  three  months, 
free  of  charge.  It  will  do  him  good. 

Vacations  as  Investments. 

OW  many  employers  consider  vaca¬ 
tion  an  expense  and  a  useless  one  at 
that  ?  A  pretty  large  number,  we . 
fear.  A  more  mistaken  idea  never  gained 
lodgment  in  a  business  man’s  mind.  If 
you  pay  for  and  expect  only  mechanical 


can  be  alone  or  as  nearly  so  as  possible. 
Hunt  where  there  is  nothing  to  kill,  or  fish 
where  you  cannot  catch  anything. 

Get  acquainted  with  yourself.  Try  think¬ 
ing  where  there  is  room  to  think.  It’s  a 
safe  bet  that  you  will  come  back  with  an 
appetite  for  work  which  will  surprise  you. 
Don’t  wait  to  prepare — don’t  wait  for  a  dull 
season — don’t  wait  to  clean  up  your  work, 
but  drop  things  where  they  are  and  get  out 
and  string  three  or  four  Sundays  together 
for  the  good  of  your  mental  machinery. 
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BOOK-KEEPERS 
CLERKS MiSTENOGRUPHERS 


who  knuckle  right  down  to  drudgery  and  mono¬ 
tonous  work  and  who  do  not  endeavor  to  better 
their  conditions  are  likely  to  remain  where  they 
are.  Don’t  .waste  the  best  part  of  your  life 

working  for  small  allow¬ 
ance.  Brace  up  1  Earn 
$20  to  $60  per  week.  Get 
into  a  new,  undeveloped 
field.  Be  a  Show  Card 
and  Sign  Writer.  You 
can  do  it.  I  give  per¬ 
sonal,  thorough  instruc¬ 
tion  by  correspondence 
in  the  remunerative  busi¬ 
ness  of  Show  Card  Let¬ 
tering  and  Sign  Painting. 

CHAS.  J.  STRONG,  Pres.  Work  is  pleasant  and 
fascinating.  I  guarantee  your  success  if  you  fol¬ 
low  my  instructions  carefully.  I  have  more  calls 
for  men  and  women  letterers  and  painters  than  I 
can  supply  because  my  graduates  are  better 
trained  than  those  of  any  similar  institution. 
Don’t  wait.  Start  TO-DAY  and  improve  your 
condition.  Easy  terms.  Write  for  new  large 
illustrated  catalogue  and  prospectus. 


CHAS.  J.  STRONG,  President 


DETROIT  SCHOOL  OF  LETTERING 

Letter  Tray  H,  Detroit,  Mich. 


In  Three  Weeks  I  Can 
Build  Up  Your  Physique 

Fill  out  my  measurement 
and  information  sheets 
and  I  will  give  my  own 
personal  attention  to  your  in¬ 
dividual  case. 

I  will  reduce  your  abdomen, 
increase  your  weight,  expand 
your  chest,  increase  your 
height  and  revitalize  the 
nerves,  the  heart,  stomach, 
liver  and  kidneys. 

No  Dieting 
No  Apparatus 
No  Drugs 

lust  fifteen  standing  move¬ 
ments  every  day  according  to 
directions  for  your  peculiar  re¬ 
quirements.  Isn’t  that  easy? 

Nothing  monotonous  or  straining  or  muscle¬ 
binding  in  my  methods.  Three  weeks  and  you 
will  begin  to  feel  like  a  newly  made  man.  Muscle 
contact,  animal  magnetism  and  the  pneumogastric 
nerve — that’s  the  secret. 

I  have  for  years  been  an  all-round  professional 
athlete,  and  am  at  present  teacher  of  the  largest 
wrestling  class  in  the  world.  I  studied  physical 
culture  in  Japan,  and  my  course  combines  the 
best  of  the  American  and  Japanese  methods. 

If  you  write  at  once  you  will  be  in  time  for  a  spe¬ 
cial  otter.  There  are  things  of  deep  interest  to 
you  in  my  free  booklet,  ’‘Japanese  Health.” 
Write  for  it  at  once. 

Prof.  J.  E.  Winholts,  154  LaSalle  St.,  Chicago 


TRY  IT  FOR 
YOURSELF 

CL.  To  weigh  something  on  your 
old  style  scale  by  placing  the 
article  in  the  center  and  then 
to  one  side  of  the  platform  and 
note  the  variation. 

CL  A  scale  which  shows  a  varia¬ 
tion  is  absolutely  worthless  be- 
cause  it  is  a  continuous  waste 
of  postage  by  showing  over¬ 
weight  and  great  annoyance  to 
the  receiver  when  showing  short 
weight. 

CL  It  will  prove  a  good  invest¬ 
ment  to  discard  the  old  and 
buy  an  Up-to-Date  Triner  which 
is  guaranteed  absolutely  ac¬ 
curate.  The  only  scale  built 
on  scientific  principles  which 
permits  of  no  variation. 

CL  Above  cut  shows  our  Sup¬ 
erior  Postal  Scale,  capacity 

4  Ibso  by  ^  oz  5  Price,  $2.00 

k  « 

Gem  Postal  Scale 

X  lb.  by  oz,,  Price,  $1.25 

Ideal  Postal  Scale 

2  lbs.  by  oz.j  Price,  $1.50 

SoM  by  all  leading  Stationers. 
Your  Stationer  will  order  for 
you,  or  Scales  will  be  sent 
prepaid  on  receipt  of  price. 


TRINER  SCALE  &  MFQ.  CO. 

1255-5T-^9'  West  21  st.  Street 


CHICAGO, 


ILLINOIS 


T 


The  Principal  being  a  man  ot  wide  and 
varied  interests  possesses  stock  in 
many  industrial  enterprises,  and  fre¬ 
quently  takes  advantage  of  this  condition 
to  invite  accountants  connected  with  these 
enterprises  to  the  social  lunch  table. 

On  this  occasion  the  book-keeper  of  a 
large  retail  furniture  establishment  was 
present  and  was  booked  on  the  program 
for  a  discussion  on  the  subject  of  “Retail 
Instalment  Accounts.” 

DO  NOT  BE  KEPT  DOWN. 

The  Principal  was  in  a  discursive  mood 
and  expressed  himself  on  various  subjects 
to  which  his  attention  had  recently  been 
called. 

For  the  benefit  of  the  Accounting  Depart¬ 
ment  he  related  an  experience  while  visit¬ 
ing  a  large  automobile  manufacturing  estab¬ 
lishment  in  which  he  had  a  financial  inter¬ 
est.  On  the  book-keeper’s  desk  he  found 
a  number  of  trade  magazines  and  technical 
works  on  manufacturing  processes.  On 
picking  up  one  of  these  books  to  look  it 
over  the  book-keeper  remarked  that  he 
found  a  perusal  of  works  of  this  kind  of 
great  assistance  to  him  in  his  work,  be¬ 
cause  the  better  informed  he  was  about  the 
practical  end  of  the  business  the  more  in¬ 
telligently  he  could  perform  his’ own  duty, 
and  opportunities  frequently  presented 
themselves  for  performing  services  of  value 
that  otherwise  would  never  arise. 

The  Principal  intimated  that  a  book¬ 
keeper  seeking  technical  education  was,  in 
his  opinion,  a  jewel  t)f  exceeding  value,  and 
that,  given  two  men  of  equal  ability,  the 
man  who  made  preparation  to  avail  him¬ 
self  of  opportunity  when  it  came  would 
always  forge  ahead  of  the  other  who  made 
no  attempt  to  get  out  of  the  beaten  track. 
As  the  one  forged  ahead,  the  other,  strug¬ 
gling  in  the  rear,  would  probably  complain 
of  his  luck  and  of  being  unjustly  kept  down. 


Young  men,  moralized  The  Principal, 
should  not  deceive  themselves;  nothing 
can  keep  down  the  employe  who  displays  a 
talent  for  economizing  in  detail,  promoting 
business,  and  storing  practical  knowledge 
for  use  when  that  knowledge  happens  to  be 
required. 

A  certain  great  man  in  talking  of  his 
success  in  life  said: 

“Many  a  time  when  opportunity  has 
knocked  at  my  door  I  have  been  asleep 
and  she  has  passed  on,  but  some  friend  of 
mine  has  always  caught  her  by  the  ear, 
brought  her  back  and  awakened  me.” 

Not  many  people  have  friends  of  that 
sort,  and,  generally,  safety  lies  only  in 
constant  watchfulness. 

A  COMBINATION  CAPITAL  STOCK  AND  PROFIT 
AND  LOSS  ACCOUNT. 

Mr.  Biggs,  the  retail  furniture  book¬ 
keeper,  was  then  called  upon  for  a  few 
remarks  and  proved  an  interesting  speaker. 

Mr.  Biggs  :  When  I  secured  the  posi¬ 
tion  as  book-keepeer  for  the  Johnson  Fur¬ 
niture  Co.,  I  displaced  the  vice  president’s 
cousin,  who  had  made  rather  a  mess  of 
things.  As  The  Principal  knows,  it  is  a 
limited  liability  company  with  a  capital  of 
$50,000,  but  the  capital  stock  account 
showed  a  credit  balance  of  $62,514.92. 

I  was  naturally  surprised  at  this,  and 
as  the  general  manager  said  he  did  not 
know  what  had  gone  into  the  account  I 
investigated  and  found  that  the  capital 
stock  account  had  been  used  as  a  profit 
and  loss  account,  i.  e.,  all  the  representa¬ 
tive  and  expense  accounts,  except  the  in¬ 
ventory,  had  been  closed  each  month  into 
this  account. 

No  dividend  had  been  paid  because  no 
one  seeemed  to  know  if  the  business  had 
made  any  money  although  they  were  sure 
It  had  not  lost  any. 

The  inventories  had  been  duly  recorded 
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What  Is  Daus  Tip-Top? 


TO  PROVE 


that  Daus’  “Tip-Top”  Dupli- 
cator  is  the  best,  simplest  and 
cheapest  device  for  making 

100  Copies  from  Pen-written  and 
50  Copies  from  Type-written  Original 

We  are  willing  to  send  a  complete  Duplicator  without 
deposit,  on  10  days’  trial,  if  you  mention  The  Business 
Mans  Magazine.  No  mechanism  to  get  out  of  order  no 
washing,  no  press,  no  printer’s  ink.  The  product  of  23  years’ 
experience  in  Duplicators.  Price  for  complete  apparatus,  cap 
size,  (prints  85^  in.  by  13  in.)  ;?7.S0,  subject  CC  rtO 
to  the  trade  discount  of  33J^  per  cent.,  or  llCl 


FELIX  A.  C.  DAUS  DUPLICATOR  CO.,  Daus  Building,  Ill  John  Street,  NEW  YORK 


OF  INTEREST 
TO  INVESTORS 


A  magazine  of  real  value  to 
those  who  wish  to  get  larg¬ 
est  returns  for  money  safely 
invested.  It  is  free.  Write 
for  copVc  \% 


ANDREW  L.  BUSH 

20  PHCENIX  BLDG.,  SPRINGFIELD,  MASS. 


PERMANENT  PENCIL 
WRITING  POSSIBLE 


WITH  THE 


VENUS 

INDELIBLE  COPYING 
No.  165 

PENCIL 

Its  lead  is  stronger.  Writes 
smoother  and  wears  longer 
than  any  other  ever  made. 

Makes  a  better  press  copy 
than  ink. 

At  Dealers  or  65  Cents 
Per  Dozen,  Postpaid 

Assorted  samples  {including  Venus) 
sent  postpaid  for  10c.,  25c.,  50c. 


AMERICAN  LEAD  PENCIL  CO., 

61  E.  Washington  Square,  NEW  YORK 

21  Farringdon  Ave.,  London,  E.  C. 
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PROTECT  YOUR  BANK  ACCOUNT 

and  add  to  your  business  standing  by  using  the  S.  &  P. 
check  punch.  Cuts  clean  through  the  paper. 

OVER  35,000  irv  USE 

If  your  stationer  does  not  handle  it,  write  to  us.  Prepaid  to 
any  address  in  the  United  States  on  receipt  of  price,  or  we 
.will  send  on  10  days  trial  to  any  house  with  good  mercantile 
standing,  to  be  returned  at  our  expense  if  not  satisfactory. 

Japan  Finish,  $5.00  Full  Nickel,  $5.50 
Special  Discount  to  Stationers 

AGENTS  WANTED 

Sittmann,  Pitt  &  Co.,  (  Patentees^  Brooklyn,  N.  V. 
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each  month  in  a  little  book  kept  for  that 
purpose  but  had  never  been  included  on  the 
books  or  balance  sheets. 

In  this  line  of  business  we  have  several 
kinds  of  transactions  to  record,  viz. :  cash 
receipts,  ordinary  credit  sales  and  instal¬ 
ment  sales.  When  I  arrived  on  the  scene 
it  was  the  custom  to  make  a  daily  record 
of  the  amount  of  cash  and  credit  sales  in 
another  memorandum  book.  At  the  end 
of  the  month  the  total  was  ascertained  and 
credited  to  capital  stock  account  as  pre¬ 
viously  indicated.  All  purchases  and  ex¬ 
penses  were  charged  to  that  account,  and 
then  the  book-keeper  looked  at  it  cross¬ 
eyed — spat  on  it  for  luck — and  served  the 
result  up  to  the  president  with  the  usual 
condiments.  The  president  then  looked 
cross-eyed  at  the  book-keeper,  filed  the 


document  in  his  coat  pocket  with  much 
gravity,  and  went  home  early  to  dinner. 

RETAIL  INSTALMENT  ACCOUNTS. 

I  understand  The  Principal  is  desirous 
of  hearing  a  description  of  the  plan  now  in 
use  for  taking  care  of  our  instalment  ac¬ 
counts. 

We  carry  these  accounts  on  regular  in¬ 
stalment  cards  with  the  exception  that  we 
provide  an  extra  debit  column  ito  take  care 
of  additional  purchases  on  the  same  card. 
Many  houses  carry  separate  accounts  for 
each  purchase,  but  we  prefer  to  keep  all 
our  accounts  with  one  customer  together. 

Every  customer  when  making  a  purchase 


is  given  a  small  card  on  which  is  written 
the  number  of  his  account.  This  card  he 
is  requested  to  present  to  the  cashier  when 
making  a  payment.  Our  customers  usually 
comply  with  this  request,  and  as  we  have 
a  large  number  of  instalment  accounts,  this 
saves  a  great  deal  of  time  in  not  having 
to  look  up  the  index  for  the  card  number. 
We  have,  however,  alphabetical  clips  at¬ 
tached  to  our  cards  so  that  when  it  is  nec¬ 
essary  to  refer  to  a  name  it  can  verv 

promptly  be  found. 

The  card  is  taken  from  the  file  by  the 
cashier,  and  just  as  the  receipt  is  being 
written  up  on  an  automatic  duplicator,  the 
payment  is  entered  on  the  card  and  the  re¬ 
ceipt  handed  to  the  customer,  while  the 

duplicate  with  the  name  and  number  of 
the  customer  is  put  in  the  cash  drawer 
with  the  check,  or  cash  paid.  The  dupli¬ 
cate  receipt  thus  becomes  the  cash 

voucher,  and  at  the  end  of  the  day  a  re¬ 

capitulation  of  these  receipts  is  made  and 
the  total  entered  in  the  “instalment  sales” 
column  of  the  cash  book. 

It  was  generally  agreed  that  some  very 
useful  suggestions  were  embodied  in  the 
remarks  of  Mr.  Biggs. 

SPIRITUAL  THINGS  IN  BUSINES.S 

The  Chief  Accountant  called  attention  to 
an  article  on  Japanese  commercial  schools 
recently  published  in  The  Business  Man^s 
Magazine,  and  said  he  had  been  surprised 
to  find  how  extensive  the  curriculum  was  . 
of  the  Commercial  High  School  of  Co¬ 
logne,  Germany.  It  is  stated  that  during 
the  coming  term  there  will  be  25  lectures 
delivered  on  political  economy ;  13  on  com¬ 
mercial  law ;  18  on  commercial  geography ; 
16  on  commercial  book-keeping;  four  on 
stenography;  31  on  modern  languages,  and 
11  on  “general  knowledge  of  spiritual 
things.” 

Why,  however,  a  Commercial  High 
School  should  impart  instruction  on  the 
“general  knowledge  of  spiritual  things” 
was  not  precisely  clear,  and  he  had  never 
heard  of  any  business  colleges  in  the  United 
States  including  this  in  their  programs.  It 
was  possible  that  this  department  of  study 
had  been  organized  for  the  purpose  of  fight¬ 
ing  graft,  unlawful  combinations,  and  un¬ 
fair  and  oppressive  business  methods ;  or 
it  might  be  that  we  were  the  victims  of 
erroneous  translation. 
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THE  CALCUMETER 


THE  STANDARD 
DESK  ADDING  MACHINE 


The  use  of  this  machine  for  proving  your  mental  addition  will  not 
only  save  all  errors  and  brain  labor  but  will  make  jour  service  as  a  wag'e 
earner  doubly  valuable.  It  is  the  only  durable  addingf  machine  that  can  be 
in  direct  connection  with  and  as  a  guide  upon  the  figures  to  be  added.  Thousands 
in  use.  Speed  quickly  acquired.  Guaranteed  for  two  years.  Costs  from  $10.00  to  $30  00 
according  to  capacity.  Small  monthly  payments  accei^ted.  Sent  on  trial  to  responsible 
persons.  English  Model-automatically  adds  pence  into  shillings  into  pounds— £.  5. 

SEND  FOR  CATALOGUE  NO.  3 

HERBERT  NORTH  MORSE,  31  Green  Bldg.,  TRENTON,  N.  J. 


BANK^MAtt 


,  ^,0 

iNTERESX  ON 

i^CeOUMTS. 


ConiJ)ounded 
Scmi-Anmially 

Start  a  Bank  Account 

It  is  the  ideal  protection  against 
possible  future  reverses.  A 
savings  account  may  be  opened 
and  deposits  made  at  your  con¬ 
venience  in  any  amount  from 
$1.00  up.  Distance  is  no  barrier. 

SEND  FOR  BOOKLET  R 

It  tells  why  you  should  and  how. 

CAPITAL  AND  SURPLUS 

$2,500,000.00 


32r-331  FOURTH  AVE. 
PITTSBURGH,  FA. 
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COMMERCIAL 

Visible  Typewriter 

_  MODERN  FACILITIES 

SUCCESSFUL  FEATURES  - 


POR  $35.00 

To  introduce  the  Commercial  more  widely  this 
season  we  offer  the  regular  $50.00  Machines,  in 

represented  by  agents,  for 
net  cash  with  order.  Send  for  hand¬ 
some  illustrated  catalogue  free,  and  ask  for  Special 
Proposition  Guaranteeing  satisfaction  or  ma« 
chine  may  be  returned. 

Also  inquire  our  inducements  to  Agents. 

I  COMMERCIAL  TYPEWRITER  CO. 

I  259  Williams  Street  New  York  City 


This  department  is  for  the  benefit  of  subscribers  who  wish  to  ask  ques¬ 
tions  relative  to  business  detail;  and  subscribers  are  encouraged  to  ans¬ 
wer  the  questions  through  the  medium  of  these  Pages.  The  question 
must  be  short  and  terse  and  of  general  business  interest.  The  replies 

■ontJLsi  hie  direci  and  U  Soinio  Address  every ikiuM’  1 


QUERIES  FROM  SUBSCRIBERS. 

Dormitories. 

In  connection  with  a  university  there  are 
a  number  of  dormitories  run  in  the  inter¬ 
est  of  the  students,  but  not  intended  to  be 
a  source  of  income  to  the  university.  They 
are  run  by  the  students  under  students’ 
management.  Most  of  the  waiters  are  stu¬ 
dents  who  give  their  services  for  their 
board  and  room  rent. 

In  keeping  the  accounts  of  these  dormi¬ 
tories  it  is  required  to  ascertain  the  exact 
cost  of  board  per  capita,  including  the  nec¬ 
essary  running  expenses,  and  cost  of  feed¬ 
ing  the  paid  help.  I  would  be  glad  to  re¬ 
ceive  suggestions  as  to  the  best  method  of 
treating  these  records  in  order  to  obtain  a 
clear  and  intelligent  statement  for  the  uni¬ 
versity  authorities.  J.  P. 


Accounts  Receivable  Deductions. 

BY  T.  H.  J. 

Would  like  to  hear  from  some  of  your 
subscribers  who  are  keeping  books  with 
several  thousand  accounts  receivable,  as  to 
whether  they  consider  it  a  better  plan  to 
enter  in  cash  book  the  net  amounts  of  re- 
mittances  from  customers,  with  the  discount 
in  discount  column  and  post  both  amounts 
(cash  and  discount),  or  to  enter  gross 
amount  of  remittance,  with  discount  in  dis¬ 
count  column,  and  post  only  the  gross 
amount  ? 

In  the  latter  method,  a  little  time  is 
saved  in  posting  as  the  discount  is  not 
posted,  but  there  are  several  objections  to 
offset,  viz :  Where  there  are  three  or  four 
sales  ledgers  it  takes  a  little  time  to  add 
the  discount  columns  and  deduct  their  totals 
from  the  totals  of  the  other  columns  when¬ 
ever  the  daily  bank  deposit  is  proved  and 
the  cash  balanced,  and  if  there  is  a  differ¬ 


ence,  considerable  time  may  be  lost  in  look¬ 
ing  over  remittance  sheets  to  locate  it. 
Another  objection  to  this  method  is  that 
neither  cash  book  or  ledger  shows  net 
amount  of  remittance,  and  it  is  an  easy 
matter  for  the  cashier  to  increase  the 
amount  of  discount  in  many  instances  and 
pocket  the  difference.  The  only  record 
showing  actual  amounts  received,  and  the 
customers’  names,  would  be  the  remittance 
sheets,  but  many  of  them  have  to  be  re¬ 
turned  to  the  remitter,  so  this  record  would 
be  incomplete. 


Opening  Entries. 

BY  W.  G.  lONSON. 

I  have  been' asked  by  a  stock  company  for 

several  entries,  and  I  am  not  quite  sure 

of  them,  so  kindly  state  whether  I  am  right, 

and  if  not,  where  I  am  not. 

The  company  has  capitalized  a  patent  for 

$30,000,  and  three  men  divided  the  shares 

equally.  My  first  entry  is : 

Patent  . . $30,000.00 

To  Capital  Stock . $30,000.00 

Later  in  the  business  these  men  donate 

20  shares  each  to  be  sold,  and  the  proceeds 

used  to  pay  the  expenses  of  the  business. 

The  entry  I  made  was : 

Treasury  Stock  . $6,000.00 

To  Expense  . $6,000.00 

Some  of  the  stock  was  sold  at  $75  per 

share,  and  I  made  this  entry : 

Cash  . $75.00 

Discount  on  Shares . $25.00 

To  Treasury  Stock . $100.00 

I  purpose  closing  “Discount  on  Shares” 

when  the  treasury  stock  is  all  sold,  into  the 
expense  account,  so  that  when  the  money 
derived  from  the  sale  of  this  stock  is  all 
used,  the  expense  account  will^  balance,  and 
from  this  date  cash  for  expenses  will  have 
to  come  from  some  other  source. 
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MANUFACTURERS  WANT  TO  KNOW 

Amount  of  Raw  Material  on  Hand— Quantity  and  Value 
Amount  of  Unfinished  Product— Quantity  and  Value 
Amount  of  Finished  Product  and  its  Cost 
Cost  of  Product  Billed  and  What  it  Brings 

COST  SYSTEMS  ARE  INEFFECTIVE  WITHOUT  SUCH  INFORMATION 
SUPPORTING  MONTHLY  BALANCE  SHEETS 


CONSULT 


THE  AUDIT  COMPANY  OF  ILLINOIS 


CHICAGO,  ILLINOIS 


Salesmen  are  in 
demand.  A  man 
— young  or  old — 
who  can  sell 
goods,  can  get 
a  big  share  of 
the  profits  every  time.  YOU  —  clerk  behind  the 
counter,  book-keeper,  shipping  clerk  or  what  not,  at 
$50.00  a  month — could  you  use  $50.00  a  week.^  We  can 
place  one  hundred  good  salesmen  at  once — place  them 
with  responsible  firms.  Of  course  it’s  up  to  you  to 
to  make  good — but  we  teach  you  how  to  make  good. 


DO  YOU  WANT  A 
FIRST-CLASS 
PLACE  WITH  A 
FIRST-CLASS 
INCOME? 

A  PLACE  WHERE 
YOU  CAN  MAKE 
MORE  MONEY 
THAN  YOU  EVER 
MADE  BEFORE? 


WE  SECURE  POSITIONS 


It  does  not  matter  if  you  have  had  no  experience — 
it  is  our  business  to  supply  that  lack.  Let  us  tell  j’ou 
our  plan.  It  will  cost  you  one  cent — one  postal  card. 
It  may  mean  the  turning  point  in  your  career.  Put 
your  name  and  address  on  a  card  and  send  it  to-day 
— then  judge  for  yourself. 


THE  BRADSTREET  SYSTEM 

CORNWALL  BLDG.,  ROCHESTER,  N.  Y. 


The  AMERICAN  TYPEWRITER 


Has  the  Simplest  Possible  Type  Bar 

^ _ and 

V  ON  QMF  STEFL  RAP  ' 

No  wabbly  bearings  to  work  loose,  dis¬ 
turb  the  alignment,  and^  finally  break 
down. 

The  saving  of  twelve  hundred  useless 
parts  enables  us  to  offer  you  a  standard 
machine  for  $50. 

Standard  keyboard.  Ball-bearing  car¬ 
riage.  Highest  speed. 

If  you  want  $100  typewriter  value  for  $50 
write  to-day  for  our  catalogue.  “  The 
American  Way,”  and  Easy  Payment  Plan 

AMERICAN  TYPEWRITER  CO. 

Established  14  Years 

264  BROADWAY  NEW  YORK,  N.  Y. 


^e^hj^Telescog^Bac^ 


Holds  any  num¬ 
ber  sheets  from  one 
to  one'  thousand. 


Loose  Leaf  Ledgers 


“Less  like  a  box  and  more  like 
a  book  than  any  other  loose 
leaf  ledger  on  the  market.” — 
A  New  York  Publisher. 


WRITE  FOR  CATALOGUE 


IHLING  BROS.  &  EVERARD 


Dept.  B.  KALAMAZOO,  MICH. 
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The  company  object  to  the  credit  to  ex¬ 
pense,  and  want  to  credit  an  account  called 
“Expense  Fund,”  but  up  to  the  present  they 
have  debited  expense  for  all  cash  paid  from 
this  fund,  and  to  go  back  and  change  this 
will  necessitate  an  endless  amount  of  work. 
It  seems  reasonable  to  me  that  it  makes  no 
difference  whether  this  account  is  called 
“Expense”  or  “Expense  Fund.” 


Report  From  a  Distant  Branch. 

BY  A.  E.  KING. 

A  big  manufacturing  company  with  a 
number  of  branches,  charges  them  with 
interest  on  their  monthly  balance.  Sev¬ 
eral  branches  close  their  books  for  the 
business  year  at  the  same  time  as  head 
office,  and  the  amount  at  the  credit  of 
head  office  on  their  books  must  agree  with 
the  debit  balance  (against  them)  on  head 
office  books,  as.  their  assets  and  liabilities 
appear  on  the  head  office  annual  statement. 
One  branch,  however,  is  so  far  away  that 
the  books  are  closed  for  the  year  two 
months  prior  to  head  office  closing  date, 
in  order  that  the  statements  will  arrive  in 
time  for  head  office  to  incorporate  the 
branch  figures  with  theirs.  What  I  should 
like  to  know  is  whether  head  office  should 
credit  Interest  Receivable  account  with  the 
amount  of  the  two  months’  interest  charges 
to  the  branch,  which,  of  course,  increases 
head  office  profits  by  the  amount.  The 
amount  of  the  interest  would,  of  course, 
not  appear  on  the  branch  statement  against 
their  year’s  business,  but  would  appear 
with  other  interim  charges  (stock  shipped, 
etc.,)  in  the  assets  on  head  office  assets  and 

liabilities  statement  I  claim  that  it  is 

* 

correct  to  have  the  entry  made  as  outlined 
above,  as  the  capital  would  earn  interest  for 
head  office  if  otherwise  invested. 


Depreciation  of  Good  Will. 

BY  A.  E.  KING. 

A  Contingent  Fund  was  establisjied  at 
the  end  of  a  business  year  to  cover  the  esti¬ 
mated  expenses  of  consolidating  several 
factories.  At  the  end  of  two  years,  there 
is  a  surplus,  after  charging  all  expenses 
incurred  to  Contingent  account.  When  the 
company  was  incorporated,  good  will  was 
considered  a  valuable  asset,  but  on  ac¬ 
count  of  the  decrease  in  the  business,  it  is 
not  considered  worth  as  much  as  when  the 


company  was  formed.  Would  it  be  proper 
to  transfer  the  surplus  in  Contingent,  to 
the  credit  of  good  will  account? 

ANSWERS  BY  SUBSCRIBERS. 

The  Use  of  “Naughts.” 

BY  L.  U.  CRAWFORD. 

Where  amounts  are  even  dollars  make  a 
dash  through  cents  columns.  This  will 
serve  the  purpose  of  preventing  changes 
and  will  leave  the  column  in  better  condi¬ 
tion  for  adding. 


BY  F.  II.  BARKER. 

Being  a  subscriber  to  your  magazine, 
I  take  considerable  interest  in  the  ques¬ 
tions  asked  in  the  Forum  Department  and 
have  notced  W.  R.’s  question  in  regard 
to  the  use  of  “naughts”  in  the  cents  col¬ 
umn  where  the  amount  is  in  even  dol¬ 
lars. 

I  believe  that  it  is  generally  thought  that 
a  short  dash  in  the  cents  column  is  much 
quicker  than  to  write  in  two  ciphers  and 
it  certainly  looks  just  as  neat.  Then  again, 
it  is  much  easier  for  the  eyes  to  add  or 
subtract  an  amount  with  the  ciphers  left 
(mt  and  the  dash  will  not  allow  of  any  al¬ 
tering  in  the  figures  in  the  cents  column 
any  more  than  the  ciphers  would. 


BY  DUFF. 

Referring  to  the  caption  “Use  of 
Naughts”  in  The  Forum  for  May  allow 
me  to  say  that  the  question  is  regarded  by 
many  as  far  from  trivial,  and  was  dis¬ 
posed  of,  as  far  as  I  am  concerned,  some 
time -ago  by  the  ruling  of  the  young  and 
up-to-date  “old  man”  in  charge  of  the  bank 
with  which  I  am  connected,  somewhat  as 
follows :  In  all  books  of  original  entry 

or  record  all  the  figures  for  the  full 
amounts  are  used,  but  in  supplementary  or 
accessory  books  the  omission  of  the 
naughts,  if  thereby  lessening  the  labor,  is 
allowed,  a  ruling  with  which  I  am  in  full 
accord.  - 

•T'* 

Treatment  of  Doubtful  Accounts. 

BY  D.  A.  JAYNE. 

Suppose  at  the  closing  of  the  year 
your  accounts  receivable  account  was 
$10,000.  You  wished  to  charge  25  per 
cent  to  loss  and  gain.  Make  the  follow¬ 
ing  entry :  Debit  loss  and  gain  for  $2,500, 
credit  accounts  receivable  reserve  account. 
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FREE=A  Razor  Saver=FREE 

Jv/  tfifs  experiment — rub  a  few  drops  of  “3  fn  One”  Into  your  razor  strop  until  the 
If?-  soft  and  pliable;  draw  razor  blade  between  thumb  and  finjjer  moistened  with 

“3  in  One”;  then  strop.  Every  razor  edge  has  teeth  like  a  cross-cut  saw;  soap  and  water 
cause  these  teeth  to  rust;  the  more  rust  the  duller  the  razor.  Stropping  only  breaks  off  the 
microscopic  rust  particles  giving  a  new  cutting  edge  which  immediately  commences  to  rust 
again.  Now  ”3  in  One  ’  on  the  strop  brings  out  the  grain  of  the  leather.  This  adheres  to  and 
wipes  out  the  saw  edges— leaving  the  cutting  edge  keen  and  clean.  ”3  in  One”  prevents 
FREE  slightest  further  rusting.  Scientific  circular  and  sample  bottle— both  free. 

G.W.  COLE  CO.,  1  33  Washington  Life  Bldg.,  New  York. 


A  ■i.nieg’-rga.A 


lick  with  their  tongues — don't  be  a  cat — don’t 
lick  postage  stamps  or  envelopes  when 
Hunt’s  moistener  will  do  the  trick.  It  does 
the  work — and  also  can  be  carried  in  the 
vest  pocket  without  leaking. 


Always  ready  for  use.  Mailed  to  any 
address  50  cents  prepaid. 

=  WRITE  TO-DA  Y  - 


Frank  Purdy  Hunt  Co.,  New  York  City 


Amongst  our  customers  are  manv  who  buy 
on  credit  1^  choice  — not  because  they  can’t 
afford  to  pay  cash.  Ask  them  “why”  and 
they  will  tell  you  that  gradually  paying  for 
an  article  makes  the  cost  seem  as  nothing. 
Of  course,  everybody  must  know  that  there  m  a 
difference  between  credit  prices  and  lowest  pre¬ 
vailing  cash  prices  —  but  with  the  difference  is 
hardly  worth  mentioning.  It’s  a  mere  fraction. 

We  will  send  you  on  approval,  express  prepaid, 
a  half  carat  diamond  with  mounting  like  illustration, 
or  any  standard  14-kt.  solid  gold  mounting.  If  ring 
is  as  represented,  pay  express  agent  $12.00.  Balance 
monthly.  If  you'd  like  to  have  goods  sent  by  regis¬ 
tered  mail,  send  first  payment  with  order.  Your 
reputation  for  honesty  is  our  security. 

Catalog  No.  G16  shows  a  wealth  of  diamond  rings 
ranging  in  price  from  $12,50  to  $743.  If  inter¬ 
ested  in  Watches,  ask  for  Special  Catalog.  Both  free. 


High-Class 
Jewelry 
Credit  House 
813  (G16)  STATE  STREET,  CHICAGO 

Established  1882  Responsibility,  $250,000.00 


This  is  the  Cut- 


Olcoii  Mfg. 

115  Dearborn  St, 


Co.,  Suite  619 

Chicago,  Illinois 


TRIAL  FOR 
10  DAYS 


The  CLIMAX  PENCIL  SHARPENER 


We  want  to  send  you,  Mr.  Business  Man,  one  of  these  on 
10  days’  trial,  PREPAID.  You  know  that  three-fourths 
of  tne  mistakes  in  bookkeeping  are  due  to  poor 
writing,  due  to  dull  pencils.  The  Climax  wilT 
sharpen  instantly,  any  Idnd  of  a  pencil 
without  waste  of  time  or  pencil.  You 
will  appreciate  the  Climax  when 
you  have  used  it  10  days, so  ter 

let  us  send  it  and  it  is  our 
fune^  if  you  fire  it  jfjg 

back  at  our  ex-  ,  ,  , 

— of  the  practical  features  of  the 
pense.  f  — 

Climax  is  that  when  the  cutter  be¬ 
comes  dull,  you  simply  sharpen  it.  You 
can  not  sharpen  the  cutters  of  other  machines 
but  have  to  buy  new  ones.  Isn’t  it  better  to  sharpen 
a  good  cutter  once  in  a  long  while  than  to  buy  new  cut¬ 
ters  many  times  in  a  short  while? 


It  is 
this  cut- 
that 
makes  it  safe  to  send 
Climax  on  trial.  One 


—  This  is  the  Cutlet 
that  does  the  business 


Price  $5.00  Prepaid 


in  U.  8. 
or  Canada 
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for  $2,500  (opening  this  account  in  your 
ledger),  your  accounts  receivable  account 
will  not  be  changed  and  you  have  charged 
25  per  cent  to  loss  and  gain. 

Now  suppose  during  the  year  John  Smith 
has  failed  for  $400  and  Henry  Wilson  for 
$600,  you  wish  to  charge  these  accounts 
off  from  your  ledger.  Credit  John  Smith 
$400  and  Henry  Wilson  $600  and  debit  ac¬ 
counts  receivable  reserve  account,  for 
$1,000,  making  the  entry  through  your  spe¬ 
cial  column  journal  or  if  necessary  through 
your  cash  book. 

At  the  closing  of  yo.ur  next  year  your 
accounts  receivable  account  is  $1,200,  again 
you  wish  to  charge  25  per  cent  to  loss  and 
gain.  Your  accounts  receivable  reserve  ac¬ 
count  in  your  ledger  is  debited  for  $1,000 
and  credited  for  $2,500,  now  use  25  per 
cent  of  your  $12,000  or  $3,000  as  a  liability 
inventory  to  your  accounts  receivable  re¬ 
serve  account,  and  close  it  to  loss  and  gain 
which  will  show  a  loss  of  $1,500  and  the 
new  credit  balance  of  your  accounts  receiv¬ 
able  reserve  account  will  be  $3,000  or  25  per 
cent  off  the  amount  that  your  accounts  re¬ 
ceivable  shows.  This  will  enable  you  to 
charge  a  certain  per  cent  each  year  of  your 
accounts  receivable  to  loss  and  gain,  with¬ 
out  altering  the  account  in  your  general 
ledger,  all  accounts  that  are  a  loss  will  be 
charged  to  loss  and  gain  and  closed  out 
in  your  customer  ledger. 

The  first  year’s  loss,  $2,500,  second  year’s 
loss,  $1,500,  or  $4,000  for  the  two  years, 
$1,000  is  an  actual  loss,  the  remaining  $3,000 
is  25  per  cent  of  the  present  accounts  re¬ 
ceivable. 


BY  E.  GUNNELL,  C.  P.  A. 

Replying  to  “C.  A.  S.”  inquiry,  charge  to 
profit  and  loss  the  amount  or  percentage  of 
the  accounts  receivable  ‘deemed  doubtful  or 
worthless  and  credit  this  amount  to  “Re¬ 
serve  to  cover  bad  and  doubtful  debts.” 
This  reserve  can  be  adjusted  monthly  if 
necessary,  and  allows  the  accounts  to  be 
carried  along  until  such  time  as  they  are 
known  to  be  positively  worthless.  This 
method  prevents  the  too  general  tendency 
of  writing  off  accounts  which  in  many  in¬ 
stances  prove  partly  or  wholly  collectible. 
A  note  can  be  made  of  the  accounts  ad¬ 
justed  as  above.  When  it  has  been  decided 
to  wipe  any  of  such  accounts  off  completely. 


charge  reserve  and  credit  the  special  ac¬ 
count  in  question. 


Interest  on  Freight  Advanced. 

BY  L.  U.  CRAWFORD. 

Where  goods  are  sold  at  delivered  prices 
and  the  freight  is  paid  by  the  consignee, 
the  consignee  is  entitled  to  credit  by  freight 
paid.  For  this  reason  interest  cannot  be 
figured  on  the  face  of  the  invoice  but  must 
be  figured  on  the  amount  due  from  the 
consignee,  which  would  be  the  face  of  the 
invoice,  less  freight  paid  by  him. 

Computing  Present  Values. 

BY  J.-  H.  M. 

Such  practice  would  in  the  state  of 
New  York  be  usurious.  The  price  paid 
for  the  use  of  money  is  regulated  in 
most  states  by  statute.  The  rate  of  in¬ 
terest  collectible  can  be  made  by  agreement 
either  where  the  contract  is  made  or  where 
it  is  performed.  If  there  is  no  agreement 
the  rate  where  the  contract  is  made  will 
govern.  Contracts  on  which  more  than  the 
legal  rate  can  be  charged  and  yet  not  be 
usurious  are  as  follows : 

(1)  Paper  discounted  at  a  bank — to  the 
extent  in  which  calculated. 

(2)  On  ship  loans. 

(3)  Demand  loans  of  at  least  $5,000  for 
which  collateral  is  given. 

The  penalties  for  charging  usury  in  the 
several  states  differ,  some  of  which  are 
as  follows : 

Forfeiture  of  the  excess  interest. 

Forfeiture  of  all  the  interest. 

Forfeiture  of  principal  and  interest. 

Forfeiture  of  principal  and  interest  and 
also  fine,  or  fine  and  imprisonment. 

Turning  Circumstances  to  Account. 

The  secret  of  success  lies  in  turning  the 
circumstances  that  surround  you  to  the  best 
account.  Once  you  learn  bow  to  do  this, 
including  the  self-discipline  which  it  brings 
about  inevitably,  you  have  learned  the  im¬ 
portant  lesson ;  and  this  lesson  perhaps  is 
learned  best  where  opportunities  are  fewest. 
In  any  place  a  young  man  can  exert  his  in¬ 
dividuality  and  his  most  vigorous  exertions 
for  his  own  interests,  and  as  long  as  he 
respects  the  rights  of  others  he  will  be  ad¬ 
vancing  faster  than  he  knows.  The  best 
evidence  that  a  person  can  have  of  his  abil¬ 
ity  to  do  well  Hsewhere  is  to  succeed  where 
he  is. — The  New  York  Commercial. 
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Flat=OpcningDctachabIc=Lcaf  Ledger 

C.  Note  the  simplicity  of  construction, 
containing,  as  it  does,  the  fewest’ 
parts  of  any  ledger  binder  in  exist 
ence.  It  has  no  springs,  ratchets, 
gears,  loose  pieces  or  other  cumber¬ 
some  meclianism  to  get  out  of  order. 
Two  traveling  lugs  and  a  power  screw 
—the  only  wearing  parts— make  this 
binder  capable  of  lifting  1000  pounds. 
C.  Also  note  the  square  back,  preserv¬ 
ing  absolute  rigidity  while  working 
upon  same  and  not  rolling  or  rock¬ 
ing  with  every  varying  pressure  of 
hand  or  arm 

€l  This  Binder, ourimproved  Trial-Bal¬ 
ance  Book  and  the  Famous  Backus 
Bond  Hinge  Flat-Opening  Ledger 
Sheets  are  fully  described  in  our  cat¬ 
alog  F.  which  is  free  for  the  asking. 

The  Richmond  &  Backus  Company 

Detroit,  Michigan 

Established  1842 

^New  York  Office: 

346  Broadway 

’  Agency: 
Dunn  &  Co. 

170  Summer  St. 


^  At  Factory  Prices  ^ 

Oa  Approval— to  be  returned  at  our  expense  if  not  satisfactory 


n«lif  COC  nn  for  this  beautiful 
Unly  O£0*UU  Buffet.  Would 
cost  at  retail  $12.00.  Choice 
Quarter-sawed  Golden  Oak;  piano 
polish;  hand-cut  carvings; 
French  bevel  mirror  40x12  inches; 
roll-drawer  fronts,  cross-banded; 
one  drawer  plushed  lined;  brass 
trimmings;  ball-bearing  casters. 
40  inches  wide,  60  inches  high. 


CIQ  7C  buys  this  polished 
vIOilu  Golden  Oak  48-in. 
Desk.  Quarter-sawed  front; 
built-up  writing  bed,  tablets 
and  panels;  large  center 
drawer  with  Yale  lock;  right 
hand  lower  drawer  partition¬ 
ed  for  books.  Pigeon  hole 
boxes,  8^  cents  each  extra. 


OQQ  nn  for  this  Luxurious  Turkish 
MbUiuU  Rocker — would  cost  $50.00 
at  retail.  Covered  with  aur  KeliabU 
OM  Oai  Genuine  Leather;  best 
long,  tempered  steel  springs,  softly 
padded  with  curled  horse-hair.  Width, 
38  inches;  height,  41  in. 

We  Pay  Freight  east  of  Omaha  and 
north  of  Tennessee — points  beyond 
equalized.  Catalogue  A — Library  and 
Office;  Catalogue  K — Dining  Room; 
Catalogue  C — Bed  Room  Furniture — 
sent  Free  if  you  address  60  N.  Ionia  St. 

GRAND  RAPIDS 


FURNITURE  MFG.  CO. 


GRAND  RAPIDS,  MICH. 


For  Mending*  Thing's, 
For  Mounting  Pictures, 
For  Your  Scrap  Book, 


'MiiidcniA 

Glue,  Paste  or  Mucilage 


in  Dennison's  Patent  Pin  Tube 
out  the  pin — you  will  always  find 
the  contents  in  perfect  condition — air¬ 
tight  No  brush  required  —  apply 
direct  from  the  tube.  No  waste — 
quantity  perfectly  controlled.  No 
sticky  fingers.  What  an  improvement 
over  the  glue-pot  and  the  sticky  bottle! 

If  Dennison’s  Adhesives  are  not  for 
sale  at  your  dealer’s,  a  Patent  Pin 
Tube  of  Glue,  Paste  or  Mucilage 
will  be  mailed  on  receipt  of 
10  cents. 

Please  address  Dept.  19  at 
our  nearest  store. 

DENNISON 

MANUFACTURING  COMPANY. 

The  Tag  Makers. 

Boston,  2G  Franklin  St. 

New  York,  15  John  St. 

Philadelphia^  100  7  Chestnut  St. 

Chicago,  128  Franklin  St. 

St.  Lonis,  413  North  Fourth  St. 


Pull 


The 


WHEN  YOU  ASK  FOR 

THE  IMPROVED  ^ 

BOSTON 
GARTER 


REFUSE  ALL 
SUBSTITUTES  AND 
INSIST  ON  HAVING 
THE  GENUINE 


The  Name  is 
stamped  on  every 
loop  — 


CUSHION 

BUTTON 


LIES  FLAT  TO  THE  LEG— NEVER 
S,  TEARS  NOR  UNFASTENS 

Sample  pair,  Silk  50c.,  Cotton  25c. 
.Mailed  oil  receipt  of  price. 

GEO.  FROST  CO.,  Makers 
Boston,  Mass.,  U.S.A. 


ALWAYS  EASY 


Competitors  must  sign  their  articles  and  give  address — not  necessarily  for  publication  but  as  an 
evidence  of  good  faith. 

Competitors  are  requested  to  send  their  photographs,  carefully  marked.  All  forms  should  be  drawn 
on  separate  sheets  and  carefully  numbered.  Write  on  one  side  of  the  paper  only.  Address  everything, 
Competition  Editor. 

We  are  in  the  market  at  all  times  for  articles  containing  the  practical  facts  and  figures  of  the 
work  of  every  department  of  a  business,  great  or  small.  We  want  the  working  details — how  the  work 
is  carried  on. 

Forms  are  absolutely  necessary — our  own  artists  will  prepare  the  drawings — rough  pencil  sketches 
are  all  that  is  necessary.  The  actual  forms  as  used — properly  filled  out,  are  preferable. 

When  possible,  send  photos  of  the  plant  or  office,  inside  and  out,  or  typical  scenes  in  and  about 
the  business.  Wrap  all  photographs  carefully,  as  we  are  not  responsible  for  Mss.  or  photos  lost  or 
injured  in  the  mail.  Always  enclose  postage  for  return  in  case  we  find  them  unavailable.  Forms  and 
tables  should  always  be  drawn  on  separate  sheets,  and  in  no  case  attached  to  the  manuscript. 

Address  everything  to  The  Editor. 


Voucher  Competition 

By  M.  W.  TEXTER 


an  invoice  chargeable  to  Factory,  and  is 
payable  in  60  days,  date  June  8th. 

Voucher  No.  3,  amounting  to  $50,  covers 
a  factory  bill,  and  is  subject  to  two  per  cent 
— 10  days,  30  days  net. 

Voucher  No.  4,  amounting  to  $300,  covers 
invoice  for  material  used  in  Manufacturing 
Construction,  dated  June  18th — 90  days  net. 

I  would  provide  myself  with  a  voucher 
drawer  or  file  divided  into  six  compart¬ 
ments — ^^the  first,  arranged  alphabetically, 
the  remaining  five,  to  be  used  for  bills 
bought  on  two,  three  or  four  months’  time, 
and  described  later  on. 

Presuming  we  are  working  in  the  month 
of  June,  I  would  place  Voucher  No,  1  in 
compartment  No.  2,  or  as  due  in  July;  com¬ 
partment  No.  1,  being  used  for  vouchers 
falling  due  in  June,  and  which  were  trans¬ 
ferred  from  compartment  No.  2  on  the  1st 
of  June. 

Voucher  No.  2  place  in  compartment  No. 

3,  or  as  due  in  August. 

Voucher  No.  3  place  in  current  month 
compartment,  (1)  and  date  clip  it  10  days 
ahead. 

Voucher  No.  4  place  in  compartment  No. 

4,  or  as  due  in  September.  You  will  see  by 
this  arrangement  that  provision  has  been 
made  for  vouchers  due  in  July,  August  and 
September,  and  that  they  will  receive  prop- 


r^EFERRING  to  article  in  the  June  is- 
sue  regarding  the  inability  of  the 
book-keeper  of  the  Simplon  Manufac¬ 
turing  Co.  to  keep  track  of  his  unpaid 
vouchers  in  the  voucher  record,  and  agree¬ 
ing  his  voucher  record  with  the  balance  of 
the  Audited  Vouchers  Payable  account,  I 
beg  to  submit  the  following : 

Inasmuch  as  this  concern  is  not  blessed 
with  sufficient  working  capital,  it  should  be 
the  book-keeper’s  first  duty  to  so  arrange 
his  audited  vouchers  as  to  enable  him  to 
place  them  before  the  management  at  such 
times  as  he  may  be  called  upon,  or  as  may 
be  indicated  by  due  dates.  By  referring  to 
form  of  voucher  record  submitted  here¬ 
with,  you  will  notice  that  I  have  illustrated 
four  examples. 

It  may  be  policy  to  state  here  that  in  so 
far  as  no  special  manufacturing  business  is 
stated  in  this  article,  I  leave  distribution 
columns  blank,  as  different  manufacturing 
businesses  have  different  headings.  The 
system  I  submit  is  applicable  to  all  regard¬ 
less  of  the  nature  of  the  business. 

Voucher  No.  1,  amounting  to  $200,  covers 
invoice  for  material  used  in  Manufacturing 
Construction,  and  it  is  payable  in  30  days 
from  date  of  inyoice,  June  5th. 

Voucher  No.  2,  amounting  to  $75,  covers 
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Uses  Any  Pen 


The  only 

fountain  penholder 
in  which  you  can  use 
afty  style  or  size  steel  or  gold  pen  inter¬ 
changeably,  and  that  may  be  carried  in 
any  position  without  leaking.  There  is  no 
gravity  pen  made  that  does  not  leak  and 
flood.  The  Klio  is  not  a  gravity  pen, 
but  a  controlled  feed,  therefore  leaking 
or  flooding  is  impossible. 


KLIO 


INK-CONTROLLED 
FOUNTAIN  PEN 


HOLDER 


You  will  keep  on  experimenting:  until  you  g:et  the 
KLIO.  The  hearty  endorsements  we  daily  re¬ 
ceive  from  former  users  of  the  ordinary  gravity 
pens  prove  this.  Get  the  pen  that  will  please 
you  today,  tomorrow — every  time  you  use  it. 
GUARANTEED  FOR  FIVE  YEARS.  Will 
Last  a  Lifetime.  Returnable  in  ten  days  if  not 
entirely  satisfactory  and  your  money  refunded. 
Price,  $1.00;  $1.50;  $2.00.  Write  for  full  descrip¬ 
tive  catalog. 


Louis  Winter 

Center  Ave. 

Reading, 

Pa. 


Slightly  Used 


Write 

today 

for 

catalog 

and 

bargain 

list 


TYPEWRITERS 


At  Less  Than  Half  Price 


Thousands  of  machines,  all  leading  makes,  in  use 
only  long  enough  to  insure  smooth  running  adjustment, 
$10  to  $55.  We  are  the  largest  handlers  of  slightly-used 
typewriters  in  the  world  and  offer  guaranteed  rare 
bargains  such  as  no  other  house  can  approach. 


SPECIAL 


2300  absolutely  new  Visible  Sholes 
machines,  built  to  sell  for  $ioo- 
our  price  while  they  last,  $45m 


Machines  shipped  for  your  examination 
and  approval  to  any  point  in  United  States. 

IVe  rent  all  makes  of  machines  at  a  month  and  if. 


PUPP  Send  today  for  our  big  catalog  list  of  rare 
f  typewriter  bargains.  Don't  buy  until 

■  you  see  It.  Write  today  before  our  big 

clearing  sale  closes.  Special  offer  to  agents. 

BIG  DISCOUNT  ON  TYPEWRITER  SUPPLIES 


ROCK WELL-B ARNES  COMPANY 

251  Baldwin  Building,  CHICAGO,  ILLINOIS 


FOUR 

-BY- 


A  stamp  puts 
you  in 

touch  with  this 
bank. 


PER  CENT 
MAIL 


is  a  rate  of  in¬ 
terest  whicli 
marks  the  limit  of 
safe  investment. 


We  pay  4%  interest  on  savings  accounts 
compounded  every  six  months.  You  can 
bank  by  mail  as  easily  with  us  as  if  we  were 
neighbors.  Let  us  explain.  Write  for  book¬ 
let  No.  5,  To  and  From  the  Bank,  contain¬ 
ing  list  of  Directors’  names  and  interesting 
information. 

The  0LONIAL 
Trust  0mpany 

317  FOURTH  AVE.  314-316  DIAMOND  ST, 

Pittsburgh,  Pa. 

A  conservative  bank  with  resources  of  over 

$20,000,000.00 

and  backed  by 

the  strongest  business  men  of  Pittsburgh. 


On  IHsinlic 
lJurner 


MAKE  A  STOVE  of  your  Round' 

Wick  Lamp  or  Gas  Jet 

by  attaching  a 

GIANT 
HEATER 

getting  Heat  and  Light  at 
ONE  COST 

The  Giant  Heater  is  easily  applied  to 
any  round-wick  lamp  chimney,  gas  jet 
or  mantle  burner  (artificial  or  natural 
gas)  and  will  heat  an  ordinary  room 
comfortably  in  zero  weather. 

Does  not  interfere  with  the  light. 
Economical,  as  no  more  gas  or  oil  is  con¬ 
sumed  with  our  heater  attached  than  without. 
Absolutely  no  danger  as  heater  in  no  way  interferes  with  the  combustion. 

This  heater  is  a  scientifically  constructed  brass  globe  that  accumu¬ 
lates,  intensifies  and  radiates  the  heat  from  your  central  draught  lamp 
or  gas  jet  that  ordinarily  goes  to  waste— giving  a  thorough  and 
uniform  heat. 

Attracts  cold  air  on  the  vacuum  principle,  thoroughly  warming,  puri¬ 
fying  and  circulating  the  air.  No  odor,  no  ashes,  or  trouble! 

Every  home  needs  a  Giant  Heater  at  some  time  in  the  year— and 
pome  need  it  all  the  time — for  the  bath  room,  sick  room,  bed  room, 
den,  or  olfice:  for  light  cooking,  heating  water  for  shaving,  warming 
babies  food,  etc. 

Fond  du  Lac,  Wis. — We  find  the  Giant  Heater  the  finest 
thing  in  the  world  in  our  guest  chamber  as  it  takes  the  place  of  the 
stove,  without  taking  up  any  room.  MRS.  A.  H.  HILBERTS 

DDI^^IP  Polished  Brass  Complete,  $1.50 
■  ^  "  KIckel  Plated  on  Brass,  $'2.00  ’  -  * 

SEND  TO-DAY  FOR  A  HEATER— We  will 
send  it  by  first  express,  or  mail,  all  charges  pre-  .j,. 

Caid.  If  however,  you  want  more  information 
efore  purchasing,  send  for  booklet.  Satisfac¬ 
tion  gnara7ttet(i  or  money  refunded  if  re¬ 
turned  in  ten  days. 

382  Monmouth  St. 

Springfield,  Mass.  Ou  uas  names 


On  Round-wick  Lump 


GIANT  HEATER  GO. 
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er  attention  in  the  future ;  leaving  your  cur¬ 
rent  month’s  vouchers  the  only  ones  to  pay 
any  particular  attention  to. 

As  a  perfect  system  is  essential  to  good 
results  in  all  cases,  I  would  so  arrange  my 
compartment  No.  1,  or  current  month’s 
vouchers,  that  they  would  present  them¬ 
selves,  as  it  w-ere,  weekly. 

I  would  specify  a  certain  day  each  week 
on  which  to  present  vouchers  due,  to  the 
management ;  or,  in  other  words,  a  reg¬ 
ular  payment  of  voucher  day.  Supposing 
that  the  day  decided  on  is  Thursday,  and 
that  the  first  Thursday  of  the  month  falls 
on  the  5th,  I  would  in  transferring  vouch¬ 
ers  from  compartment  No.  2,  date  clip  all 
those  due  before  the  5th,  as  the  5th ;  those 
due  between  the  5th  and  12th,  as  the  12th; 
and  so  on.  i 

To  facilitate  mattersf  it  would  be  advis¬ 
able  to  arrange  all  compartments  alpha¬ 
betically,  and,  in  placing  vouchers  to  be 
paid  in  30,  60  or  90  days,  date  clip  them 
at  time  of  filing.  By  so  doing,  it  would 
resolve  itself  into  the  mere  act  of  moving 
all  compartments  forward  and  your  cur¬ 
rent  month  is  ready  for  use. 

By  referring  to  Voucher  No.  3  in  the  il¬ 
lustration  you  will  see  that  it  is  dated  June 
10th — two  per  cent — 10  days.  This  I  would 
date  clip  nearest  regular  payment  day — in 
this  case  June  19th,  and  alwavs  bear  in 
mind  that  in  order  to  be  entitled  to  this 
discount,  bill  must  be  paid  before,  or  on 
the  10th  day;  and,  therefore,  date  clip  ac¬ 
cordingly. 

On  the  regular  payment  day,  I  would 
take  all  vouchers  due  on  that  day  and  pre¬ 
sent  them  to  the  management. 

Regarding  those  paid,  no  comments  are 
necessary;  but  those  on  which  a  part  pay¬ 


ment  is  made,  I  would  note  same  on  vouch¬ 
er,  and  show,  balance  due,  ascertairring 
from  the  management  as  to  the  probable 
date  of  next  payment.  Should  an  evasive 
answer  be  given,  I  would  date  clip  it  for 
the  next  payment  day,  thereby  bringing  it 
again  before  the  management,  and  reliev¬ 
ing  myself  of  all  blame  for  the  non-pay¬ 
ment  of  this  particular  voucher.  Should 
this  voucher  and  others  like  it  be  returned 
on  the  next  nayment  day,  I  would  proceed 
as  before  until-it  is  paid. 

As  vouchers  are  presented  weekly,  .and 

as  the  vouchers  presented  include  those  on 

which  part  payments  have  been  made,  the 

management  cannot  say  that  their  attention 

has  not  been  called  to  these  vouchers,  or, 

profess  ignorance  as  to  their  existence. 

* 

In  cases  where  part  payments  have  been 
made,  the  voucher  should  accompany  the 
final  settlement,  to  be  properly  receipted, 
and  on  its  return,  the  invoices  which  it  cov¬ 
ers,  should  be  attached  and  filed.  Filing 
should  be  done  numerically  and  a  proper 
index  provided. 

The  advantage  gained  by  the  arrange¬ 
ment  of  weekly  date  clips,  is  that  you  can 
see  at  a  glance  which  Vouchers  are  due 
and  should  be  paid.  Those  due  on  the  5th 
show  date  clips  in  a  line  across. the  drawer; 
a  few  spaces  to  the  right,  the  date  clips  of 
the  12th  show  likewise;  and  so  on  with 
the  19th  and  26th. 

This  system  couM  be  elaborated  by  using 
date  clips  for  each  day  in  the  month ;  this, 
of  course,  would  add  extra  work,  and  I 
cannot  see  where  any  material  benefit 
would  be  derived;  or,  instead  of  filing  al¬ 
phabetically,  file  by  dates,  using  date  cards, 
1  to  31,  filing  all  vouchers  due  on  the  5th, 
under  date  card  of  this  day.  This  would 
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ARITHMOGRAPH 

is  an  adding  device,  mounted  upon,  the  Fay-Sholes  typewriter,  not  increasing  its 
size  or  interfering  in  any  way  with  its  ordinary  uses.  But,  when  writing  in¬ 
voices,  listing  checks,  etc.,  it  will  tabulate  and  foot  them  as  written. 


THE 
ARITH. 
MOGRAPH 
COMPANY 


IT  DOES  THE  WORK  OF  A  TYPEWRITER 
AND  ADDING  MACHINE  WITH  THE 
SINGLE>  OPERATION  OF  TYPEWRITING 


128  Rees  St. 
Chicago 

Please  send 
your  booklet 
about  the  Arith- 
mograph. 


THE  ARITHMOGRAPH  COMPANY 

'Name 

128  Rees  Street,  Ng  CHICAGO  m  street 

City .  State., 


Machines 
Now  Being 
Delivered 

Orders 

Entered 

and 

Filled  in 
Rotation 


"Do  The  Work  But  Once' 


“The  Adding  Typewriter” 

Writes,  Tabulates, 

Adds 


Will  Do  Any 
Work  Any 
T  ypewriter 
Will  Do 

Will  Do  Any 
Work  Any 
Adding  or 
Listing 
Machine 
Will  Do 

And  Besides  Will 
Cross  Foot  as 
Well  as  Down 


THE  ARITHMOGRAPH  COMPANY 


FAY-SHOLES  TYPEWRITER  AND 
THE  ARITHMOGRAPH 

Chicago.  Jonuor,  17,  1004, 


VOW*  o*of  *  #3467 

Oo*o*o«*  #1962 

rmmmt  30  net 

eoLoro  tr.  John  J,  Jones* 

*i»»pp«or.A  C.  U.  &  St.  P.  Ry. 

1  K 

Fay-Sbolee  Typewriter 

,  #15000, 

197.60 

1  Cov4r  &  Baseboard, 

2.60 

1  #41  Typewriter  Cabinet, 

25.00 

1  dot 

.  F»y-Shols»  Supsriotlve  Non-Fllllng  Ribbon* 

'  9.00 

1  Box 

(108  sheets)  Fay-Sholea  Superlative  Carbon, 

4.00 

1  ■ 

(108  ■  )  • 

Brilliant  • 

3.'.  SO 

" 

(108  •  )  •. 

Clear  • 

3.00 

1  • 

(100  "  ) 

HedlujD  * 

2.50 

•1  " 

(loo  ■  ) 

Bargain  • 

1.60 

8146.60 
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remove  the  ready  reference  which  filing 
alphabetically  possesses. 

In  a  case  of  this  kind,  I  certainly  would 
have  an  additional  column  ruled  in  my 
voucher  record  for  amounts  paid,  and 
while  it  would  require  a  very  little  time  to 
insert  amount  in  addition  to  entering  date 
and  check  number,  the  time  spent,  would 
be  trifling  in  comparison  to  the  good  re¬ 
sults  derived.  It  would  enable  me  to  ob¬ 
tain  a  ready  balance  of  unpaid  vouchers, 
which  balance  should  agree  with  balance  of 
Audited  Voucher  Payable  account. 

For  instance,  take  the  four  vouchers,  as 
per  illustration  and  take  for  granted  that 
Voucher  No.  3  has  been  paid,  the  balance 
of  voucher  record  would  show  $575.  The 
total  of  Audited  Vouchers  posted  to  Un¬ 
paid  Voucher  account,  or.  Audited  Voucher 
Payable  account,  amounts  to  $625.  Vouch¬ 
ers  paid  column  in  cash  book,  $50,  posted  to 
debit  of  this  account  would  produce  same 
result. 

Balances  in  voucher  record  brought  for¬ 
ward  month  to  month,  will  afford  a  ready 
agreement  of  this  record  with  Audited 
Voucher  Payable  account;  also,  will  enable 
me  to  keep  track  of  my  unpaid  vouchers 
in  voucher  record.  Combined  amounts  of 
vouchers,  as  per  voucher  drawer,  would 
equal  my  balance  of  Audited  Vouchers 
Payable  account  in  ledger,  and  also  balance 
as  shown  by  voucher  record. 

In  bringing  forward  the  unpaid  balances 
to  “Audited  Vouchers  Payable”  column  at 
the  first  of  the  month,  care  must  be  taken 
not  to  enter  any  of  the  amounts  in  the  dis¬ 
tribution  columns.  A  line  should  be  drawn 
beneath  the  amounts  brought  forward  and 
also  the  footing,  so  that  these  figures  will 
not  be  included  in  the  business  for  the  cur¬ 
rent  month. 

Standard  Competitions  for  October. 

A  Modern  Trust. 

At  the  time  of  the  consolidation  the  re¬ 
sources  and  liabilities  of  the  concerns  to  be 
consolidated  were  as  follows : 

NATIONAL  WHEEL  COMPANY. 


ASSETS. 

Cash  . $  1,500 

Real  Estate  .  8,000 

Machinery  and  Tools .  15,000 

Raw  Material  .  8,500 

Accounts  Receivable  .' .  28,000 

Furniture  and  Fixtures . 

Good  Will  .  5,000 

LIABILITIES. 

Accounts  Payable  . $11,500 

Bills  Payable  .  20,000 


Capital  .  25,000 

Surplus  . • .  9,500 

NATIONAL  AXLE  COMPANY. 

ASSETS. 

Cash  . $  875 

Real  Estate  .  5,600 

Machinery  and  Tools  .  9,000 

Raw  Material  .  9,800 

Accounts  Receivable  .  19,500 

Furniture  and  Fixtures . 

Good  Will  .  5,000 

LIABILITIES. 

Accounts  Payable  . $11,200 

Bills  Payable  .  5,500 

Capital  .  30,000 

Surplus  .  3,075 

JONES  &  CO. 

(Manufacturers  of  Carriage  Bodies.) 

ASSETS. 

Cash  . $  2,500 

Machinery  and  Tools .  10,475 

Raw  Material  .  8,800 

Accounts  Receivable  .  11,020 

Bills  Receivable  .  18,000 

Furniture  and  Fixtures . 

Good  Will  . 5,000 

LIABILITIES. 

Accounts  Payable  . $13,875 

Bills  Payable  .  10,000 

Capital  . * .  25,000 

Surplus  .  6,920 


The  assets  had  been  duly  appraised  and 
the  books  of  account  duly  audited.  The 
three  concerns  above  mentioned  were  to  re¬ 
tain  their  respective  factories,  but  were  to 
combine  in  another  company  to  be  called 
The  National  Carriage  Co.,  where  the  car¬ 
riages  would  be  .  assembled  and  finished. 

*  The  statements  of  assets  and  liabilities  were 
accepted  by  the  National  Carriage  Co.  at 
book  value. 

The  capital  of  the  National  Carriage  Co. 
was  fixed  at  $100,000.  The  stockholders  in 
the  National  Wheel  Co.  received  $30,000  in 
stock  in  the  new  company  in  payment  of 
their  interests.  The  stockholders  in  the 
National  Axle  Co.  received  $35,000  in  stock 
in  the  new  company  in  payment  for  their 
interests.  Jones  &  Co.  received  $30,000  in 
stock  in  the  new  company  in  payment  for 
their  interests.  The  balance  of  $5,000  of 
stock  was  subscribed  for  in  cash  by  stock¬ 
holders  m  the  old  concerns,  as  follows : 


National  Wheel  Co . .  $3,000 

Jones  &  Co .  2,000 


The  differences  between  the  surpluses 
shown  on  the  statements  of  the  National 
Wheel  Co.  and  Jones  &  Co.  and  the  amount 
of  good  will  scheduled  thereon  is  to  be  paid 
to  these  concerns  by  the  National  Carriage 
Co.  as  a  first  charge  out  of  profits.  The 
deficiency  between  the  surplus  shown  on 
the  statements  of  the  National  Axle  Co. 
and  the  amount  of  good  will  is  to  be  paid 
by  the  National  Axle  Co.  to  the  National 
Carriage  Co. ;  the  same  to  be  deducted  from 
the  profits  accruing  to  the  National  Axle 
Co.  at  the  first  distribution. 
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The  Only  Qedit  Insurance  Policy 

WHICH  GUARANTEES  THE  COLLECTION  OF  ALL 

SLOW  ACCOUNTS 

IS  ISSUED  BY  THE 

London  Guarantee  &  Accident  Company 

Limited 

of  London,  England=Organized  1869 


Assets  -  -  -  $2,957,192.82  Surplus  to  policyholders  $1,451,731.01 


HEAD  OFFICE  FOR  THE  UNITED  STATES 

307-32 J  Dearborn  Street,  Chicago,  III  A.  W.  MASTERS,  Gen'I  Manager 


The  Sam’l  C.  Tatum  Co.,  Cincinnati,  Ohio 


TWO  TATUM  SPECIALTIES 


Style  F.  Ledger  Transfer 

Made  to  fit  any  sheet  for  any  ledger.— The  highest  pos¬ 
sible  grade  of  workmanship  and  material— orders  for 
special  sizes  promptly  filled. 


A  Guaranteed  Paper  Punch 

For  Round  Holes  and  Loose  Leaf  Ledger  Work. 
Punches  Round  Holes  from  %  inch  Center  to  Center  to 
11  inches. 

EVERY  OFFICE  SHOULD  BE 
EQUIPPED  WITH  ONE  OF 
THESE  PUNCHES 


The  Locking  Device  of  a  Loose  Leaf  Book  is  its 

Vital  Point 

Our  style  F.  locking  mechanism  is  a  combination  of 
yoke  and  screw,  positive  and  powerful  at  all  times.  This 
IS  a  weak  point  in  other  makes  in  which  no  allowance  is 
made  for  vvear.  In  appearance  and  in  durability  guaran¬ 
teed  superior  to  any  book  made. 


Order  of  your  stationer.  If  he  will  not  supply  you, 
write  to  us.  Our  new  complete  catalog  is  now  ready  and 
will  be  sent  on  request. 
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It  was  agreed  that  for  the  first  three 
years  of  the  new  incorporation,  the  profit 
earned  should  be  utilized  for  the  extin¬ 
guishment  of  the  $15,000  of  good  will,  $5,000 
per  annum.  After  this  had  been  provided 
for,  75  per  cent  of  the  profits  remaining 
should  be  divided  between  the  three  con¬ 
solidating  corporations  (the  titles  of  which 
were  retained  for  business  purposes),  in  the 
following  proportions : 


28  per  cent  to  The  National  Wheel  Co. 

24  per  cent  to  Jones  &  Co. 

23  per  cent  to  The  National  Axle  Co. 

The  remaining  25  per  cent  would  be  re¬ 
tained  by  the  National  Carriage  Co.,  which 
company  would  make  all  purchases,  pay  all 
bills,  make  all  collections,  and  generally  un¬ 
dertake  the  financial  management  of  the 
consolidation. 

It  was  further  provided  that  at  the  ex¬ 
piration  of  the  three  years  the  accounts  re¬ 
ceivable  of  the  three  companies  should  be 
carefully  analyzed  and  all  bad  debts  charg¬ 
ed  against  the  profits  of  the  corporations 
concerned. 

The  transactions  during  the  three  years 
in  question  were  as  follows : 


Accounts  Payable  . 

Wages  . . 

Administration,  etc.,  salaries . 

Sales  Commissions  . 

Rent  and  Taxes  . 

Depreciation  . 

Sales  . . 

Inventories  of  Raw  Material,  etc.,  at  end 

of  the  three  years . 

Expended  on  Plant  and  Machinery . 

Purchase  Account  Debits  (Returns,  etc.). 
Sales  Account  Credits  (Returns,  etc.)... 


$195,000 

275,000 

45,000 

56,000 

5,000 

1,700 

725,000 

27,000 

20,000 

7,500 

18,000 


Purchases  on  account  of  the  National 
Wheel  Co.  amounted  to  28  per  cent  of  the 
whole,  labor  to  24  per  cent. 

Purchases  on  account  of  the  National 
Axle  Co.  amounted  to  23  per  cent  of  the 
whole,  labor  to  21  per  cent. 

Purchases  on  account  of  the  Jones  Co. 
amounted  to  35  per  cent  of  the  whole,  labor 
to  25  per  cent. 

Purchases  on  account  of  the  National 
Carriage  Co.  amounted  to  14  per  cent  of  the 
whole  and  labor  to  25  per  cent  of  the  whole. 

Plant  and  machinery  expenditures  were 
distributed  as  follows; 


The  National  Wheel  Co.,  for  improved 


machinery  . $10,000 

The  National  Axle  Co .  3,500 

Jones  &  Co .  1,500 

National  Carriage  Co .  5,500 

The  inventories  were  distributed : 

The  National  Wheel  Co . $8,000 

The  National  Axle  Co .  9,500 

Jones  &  (To .  7,000 

The  National  Carriage  Co .  2,500 


Salaries  were  distributed : 


The  National  Wheel  Co . $  6,000 

The  National  Axle  Co .  4,500 

Jones  &  Co .  6,000 

The  National  Carriage  Co .  29,500 


Required — tabulated  comparative  state¬ 
ment  of  condition  of  the  three  subsidiary 
companies  at  the  end  of  the  three  years 
with  combined  balance  sheet,  trading  ac¬ 
count  and  profit  and  loss  account  of  the 
consolidation  and  journal  entries  making 
the  necessary  adjustments  between  the  sub¬ 
sidiary  companies  and  the  National  Car¬ 
riage  Co. 

It  will  be  noted  that  the  questions  in¬ 
corporated  in  this  problem  are  purely  of  an 
accounting  nature  and  their  solution  does 
not  in  any  way  depend  upon  a  knowledge 
of  the  particular  class  of  business  referred 
to.  Furthermore  it  is  unnecessary  to  dis¬ 
cuss  the  question  as  to  the  equity  or  pro¬ 
priety  of  the  agreements  made  between 
these  companies.  The  problem  is  to  be  con¬ 
sidered  exclusively  as  an  accounting  one. 

For  the  best  solution  we  will  award  a 
cash  prize  of  $35,  and  a  cash  prize  of  $15 
will  be  awarded  to  the  author  of  the  second 
best  solution. 

This  competition  will  close  December  1st. 

We  are  desirous  of  obtaining  a  compre¬ 
hensive  article  on  “Accounting  Methods 
and  Systems  in  Connection  With  the  Pack¬ 
ing  Industry,”  covering  records  of  plants 
and  equipment,  the  purchasing  of  cattle, 
slaughter  house,  Refrigerator  appliances, 
distribution  to  customers  and  other  items 
of  interest. 

Articles  submitted  must  be  illustrated  by 
examples  of  forms  used.  These  forms  need 
not  be  elaborately  drawn  as  they  will  be 
re-drawn  in  our  standard  size  and  style  by 
our  special  artist. 

Articles  submitted  may  be  accompanied 
by  photograph  and  biographical  sketch  of 
the  author,  together  with  photographs  in 
connection  with  the  plant  that  will  convey 
to  the  readers  of  The  Business  Man's 
Magazine  a  fair  idea  of  its  magnitude  and 
general  plan. 

For  the  best  article  submitted  we  offer 
a  prize  of 

FIFTY  DOLLARS. 

This  prize  will  be  awarded  on  the  basis 
of  the  accounting  merit  of  the  article  sub¬ 
mitted. 

All  articles  sent  in  will  become  the  prop¬ 
erty  of  The  Book-Keeper  Publishing  Co., 
Ltd.,  to  be  used  for  publication,  if  desired, 
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STANDARD  OUTFITS  SHIPPED  ON  APPROVAL 


Razall  Loose 
Leaf  System 

saves  book  cost— after 
first  investment— only 
a  trifling  expense  for 
leaves— accurate  re¬ 
cords— prompt  trial 
balances — no  night 
work — all  dead  wood 
eliminate  d— keeps 
you  in  constant  touch 
with  the  vital  features 
of  your  business. 

SI  2.75  Razall  Special  Complete  Outfit  Consisting  of  Ledger, 

^  Transfer  Ledger, Two  Index  Sets  and  500  Best  Quality  Leaves! 

SS  b^e  adap>ed®.i%o1fr  bulUs.“  SerdteEdSn  V-Prle?’ 

THE  H.  G.  RAZALL  MFQ.  CO.,  405-407  East  Water  St.,  MILWAUKEE,  WIS. 

Canadian  Manufacturer,  CHAS.  F.  DAWSON,  1813-1815  Notre-Dame  Street.  Montreal,  Canada. 


No.  325 

Solid  Oak — Leather  Seat— Adjust¬ 
able  Back.  Price,  $18.00 


AN  OFFICE  HELPER 

O.  Here  is  an  office  helper  that  will  aid 
you  in  doing  more  and  better  work— and 
help  you  to  do -it  easier. 

^  The  best  back  rest  ever  made— an  ad¬ 
justable  spring  back  that  fits  the  spot  every 
time.  The  spring  back  can  be  adjusted  in 
any  position — the  tension  can  be  regulated 
at  will. 

CL,  The  chair  is  made  throughout  from  the 
best  material — hardened  steel  springs — up¬ 
holstered  in  genuine  leather — any  finish 
desired. 

CL.  We  will  send  this  chair  to  any  responsi¬ 
ble  business  house  on  approval — return  it 
at  our  expense  if  you  don’t  want  it. 

Catalogue  G.  on  Request 

Davis  Chair  Co.,  Marysvilie,  Ohio 
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in  which  case  additional  prizes  will  be 
awarded  the  authors  of  acceptable  papers. 

In  addition  to  the  above,  we  will  give 
two  prizes  of  $10  and  $5,  respectively,  for 
the  two  best  articles  descriptive  of  good 
book-keeping  and  cost  systems  for  the  fol¬ 
lowing  lines  of  business : 

Aerated  Water  manufacturing. 

Artificial  Stone  manufacturing. 

Automobile  manufacturing. 

Biscuit  or  Cracker  manufacturing. 

Boot  and  Shoe  manufacturing. 

Bridge  builders. 

Broom  manufacturing. 

'  Bronze  Powder  manufacturing. 

Carriage  and  Wagon  manufacturing. 

Carpet  manufacturing. 

Chemical  Works. 

Cold  Storage  business. 

Cordage  manufacturing. 

Distillery. 

Electric  Motor  manufacturing. 

Electrotype  Foundry. 

Fish  and  Oyster  (wholesale  and  retail). 

Flour  Mill. 

Furniture  (retail). 

Export  Agency  Business. 


Harness  and  Saddles  manufacturing. 
Hay  and  Grain  (wholesale  and  retail). 
Hats  and  Caps  manufacturing. 

Ink  and  Mucilage  manufacturing. 
Incandescent  Lamp  manufacturing. 
Jewelry  manufacturing. 

Life  Insurance. 

Leather  manufacturing. 

Lime  manufacturing. 

Lineoleum  manufacturing. 

Mail-Order  Business. 

Neckwear  manufacturing. 

Nursery  (florists). 

Paper  manufacturing. 

Paper  Box  manufacturing. 

Patent  Medicine  manufacturing. 

Photo  Supplies  manufacturing. 

Piano  and  Organ  manufacturing. 
Pottery  manufacturing. 

Produce  (wholesale). 

Silk  manufacturing. 

Soap  manufacturing. 

Surgical  Instruments  manufacturing. 
Valves  and  Hydrants  manufacturing. 
Wall  Paper  (wholesale  and  retail). 
Whips  manufacturing. 

Woolen  Mills. 


The  Science  of  Business  Construction 

and  Administration 

By  J.  W.  AMRATH,  C.  P.  A. 

Business  Counsel,  San  F'.ancisco 


TO  have  my  readers  understand  my  re¬ 
marks,  it  is  proper  that  I  should  ex¬ 
plain  what  I  mean  by  the  term  “Sci¬ 
ence  of  Business  Construction  and  Ad¬ 
ministration,”  because  it  is  unusual  to  refer 
to  any  thing  connected  with  business  as 
having  a  scientific  basis  and  it  is  usually 
not  so  understood. 

The  definition  of  the  word  “science”  is 
therefore  in  order.  It  is  defined  by  Her¬ 
bert  Spencer  as  “organized  knowledge” 
generally.  Specific  science  is  the  organ¬ 
ized  knowledge  relating  to  thought  or  ac¬ 
tion  in  some  specific  field.  Why  then 
should  we  not  have  “The  Science  of  Busi¬ 
ness  ?”  Surely  the  many  centuries  of 
business  practice  have  produced  organized 
knowledge. 

What  then  is  this  organized  knowledge 
relating  to  business  construction  and  ad¬ 
ministration? 


What  does  business  construction  consist 
of?  Taking  for  granted  that  the  term 
“business”  covers  that  which  is  connected 
with  the  producing  and  distributing  of 
more  or  less  useful  commodities  at  a  profit, 
it  may  be  said  to  consist  of  three  parts. 

First  of  these  is  a  demand  for  a  certain 
commodity  'Or  the  probability  of  demand, 
as  demand  need  not  necessarily  be  pre¬ 
existing.  Many  articles,  being  the  product 
of  invention,  have  been  successfully  put 
upon  the  market  for  which  there  could 
not  be  a  demand  prior  to  their  existence 
which,  however,  found  ready  sale  through 
their  utility.  It  is  therefore  necessary  to 
supplement  Demand  with  Utility. 

Demand  and  utility  may  therefore  be 
classed  as  the  first  requisite  of  business 
construction,  as  an  article  will  not  find  a 
market  without  them  and  will  therefore 
not  yield  a  profit. 
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One  Minute  Wasted 


may  mean  the  failure  to 
put  through  a  big  deal. 
At  such  a  time  you  can¬ 
not  afford  to  waste  a 
moment’s  time  searching 
through  a  bulky  tele¬ 
phone  directory  for  an 
oft  used  name.  At  such  a 
time  the  trifling  cost  of 

Automatic  Telephone  Card  Index 

fades  into  insignificance  when  compared  with  the  valuable  saving  of 
time  it  effects.  Contains  sufficient  space  to  insert  names  of  170  con¬ 
cerns.  Names  alphabetically  arranged  in  a  handsome  aluminum 
case.  May  be  attached  to  any  telephone  in  a  moment’s  time.  Cards 
quickly  and  easily  removed.  A  most  attractive  and  appropriate  article  to  be  used  as  an 
advertisement  and  presented  to  customers.  We  print  your  name  and  business  on  one  or 
both  sides  as  desired.  Special  low  prices  in  quantity. 

Cards  plainly  indexed.  To  locate  a  name,  pull  down  proper  card.  When  through  simply 
release,  and  it  automatically  returns  to  its  place.  Names  screened  from  curious  eyes.  Weighs 
four  ounces.  Sample  index,  all  charges  postpaid  to  any  address;  price  50  cents.  Money 
refunded  if  not  satisfactory. 

AUTOMATIC  CARD  INDEX  COMPANY 

Dept*  B,.  327=33 f  Bleecker  Street,  Utica,  New  York 

Please  mention  this  publication. 


No  other  process  equals  lithography  for  the 
production  of  a  tasteful,  handsome,  im- 
pressive 

Letter  Head 


Money  spent  for  high  class  stationery  is  a 
well-paying  investment. 

We  are  specialists  in  the  making  of  fine' 
BUSINESS  STATIONERY. 

Our  Booklet  Is  Yours  for  the  Asking.. 

OVAL  &  KOSTER,  Lithographers, 


334  W.  Sts*©©t,  ImdlanapoHls,  IncS. 
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The  second  part  would  appear  to  be  fa¬ 
cilities.  These  may  be  for  manufacturing, 
for  jobbing,  or  wholesaling  and  retailing, 
and  in  this  part  the  facilities  for  marketing 
are  to  be  considered  inclusive  of  transpor¬ 
tation.  An  article  cannot  bring  a  profit 
unless  it  can  be  brought  to  the  consumer. 

The  third  part  appears  to  be  price  as  the 
element  of  profit  yielding.  This  covers 
“Business  Administration,”  and  to  this  my 
remarks  are  now  devoted,  as  business  ad¬ 
ministration  means  either  success  or  fail¬ 
ure  after  the  first  two  parts  are  covered. 

The  essentials  of  business  administra¬ 
tion  are : 

Information  for  the  purpose  of  economy 
and  business  building. 

Co-operation  for  the  purpose  of  attain-  , 
ing  a  maximum  of  profit  without  undue 
process  (coercion),  and 

Truth  as  demanded  by  business  ethics. 

These  three  essentials  are  so  closely  re¬ 
lated  that  it  is  difficult  to  imagine  the  oper¬ 
ation  of  one  without  the  other,  yet  com¬ 
paratively  few  enterprises  seem  to  practice 
them  in  their  full  co-relation.  Enterprises 
in  which  they  are  fully  practiced,  however, 
and  where  the  proper  attention  has  been 
paid  to  parts  one  and  two — Demand  and 
Facilities — are  generally  very  successful; 
their  managers  command  large  salaries  and 
the  employes  work  with  a  will  for  the  good 
of  the  business  and  their  own  good. 

The  first  essential,  information,  must  be 
sought  and  used. 

The  seeking  depends  upon  the  accounting 
department,  upon  the  intelligence  of  the 
accountant  and  his  power  to  analyze  and 
group  matter  which  passes  '  -  dull  figures 
through  his  hands.  To  these  figures  he 
must  give  life  and  the  power  of  speech. 
They  must  be  arranged  to  discover  waste 
and  indicate  the  course  for  possible  expan¬ 
sion  and  thus  talk  to  the  management.  The 
management  must  have  the  intelligence  to 
absorb  and  apply  information  wisely  and 
justly,  and  the  second  essential,  “co-oper¬ 
ation,”  is  bound  to  result  therefrom. 

Co-operation  can'  be  attained  only 
through  the  fostering  of  a  desire  for  knowl¬ 
edge  of  operation,  the  proper  understanding 
of  the  “whys”  and  “wherefors”  of  any  ac¬ 
tion  required  and  the  proper  application  of 
this  knowledge. 

Every  employe  should  be  made  to  realize 
that  he  is  a  necessary  adjunct  to  the  oper¬ 
ation  of  the  business,  that  he  must  not  only 
do  but  think — think  of  that  which  he  does 


and  that  which  his  fellow-employe  does. 
Persistent  thought  will  lead  to  action  and 
the  right  action  leads  to  economy. 

It  is  therefore  eminently  necessary  that 
an  employer  surround  himself  with  the 
right  material,  that  he  train  this  material 
so  as  to  produce  that  which  is  best  for  the 
welfare  of  his  business  and  its  own  wel¬ 
fare,  the  two  being  absolutely  identical. 

The  frequent  complaint  of  employers  or 
managers  relative  to  the  lack  of  efficient 
help  is  traceable  in  its  cause  to  no  other 
source  than  the  lack  of  proper  training, 
and  therefore  reflects  upon  management 
rather  than  employe.  The  spirit  of  co¬ 
operation  should  be  diffused  by  the  man¬ 
agement  through  department  heads  and  as¬ 
sistants  down  to  the  errand  boy,  and  this 
applies  to  the  machine  shop  and  factory  as 
well  as  to  the  retail  store. 

There  is  a  moral  responsibility  which  the 
employer  of  help  assumes  toward  his  em¬ 
ployes  and  its  disregard  means  lack  of 
harmony,  dissatisfaction,  and  consequently 
lack  of  economy. 

The  third  essential,  “Truth,”  applies  to 
internal  and  external  conduct  of  a  busi¬ 
ness.  The  maxim  of  doing  to  others  as 
we  wish  them  to  do  to  ourselves  should  be 
applied  internally  tcJ  the  relation  of  em¬ 
ployer  and  employes  and  externally  to  the 
business  and  customer.  An  undue  advan¬ 
tage  is  always  a  temporary  advantage  be¬ 
cause  it  means  that  somebody  has  been 
taken  advantage  of  and  chances  are  that 
he  is  going  to  retaliate  at  the  first  oppor¬ 
tunity. 

It  stands  to  reason  that  the  best  means 
to  hold  a  customer  is  first  through  economy 
in  operation  and  legitimate  profit,  which 
constitute  the  price  to  him;  and  next,  all 
absence  of  misrepresentation.  A  reputation 
built  upon  this  basis  will  not  only  hold 
trade  but  will  bring  more.  Truth,  there¬ 
fore,  if  the  last,  is  not  the  least  factor  of 
Price. 

Has  success  in  business  become  a  sci¬ 
ence,  or  are  we  just  learning  that  science 
without  application  is  barren  of  results,  and 
that  application  of  science  is  business  even 
in  our  so-called  professions? 

Industrial  Insurance. 

The  illustrations  accompanying  Mr. 
Baright’s  article,  published  in  our  Septem¬ 
ber  number,  were  presented  to  our  readers 
by  courtesy  of  The  Prudential  Insurance 
Co.  of  New  York. 
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DIAMONDS* 

Sold  to  You  on  a  Charge  Account — Prices  that  Are  Right 


would  look  on  your 
and  E^ive  elegfance  to 


Just  say  to  us— 

“J  want  a  DIAMOND*' 

And  we’ll  send  you  any  ring,  brooch,  charm 
or  pin  which  strikes  your  fancy.  Our  hand¬ 
somely  illustrated  catalogue  sent  free,  shows 
the  beautiful  Gems  just  as  they  are, every  one 
brilliant,  sparkling,  full  of  fire  Pure  White. 
Pick  out  anything  you  like,  and  we’ll  send  it 
for  your  inspection  without  a  cent  to  pay. 

When  it  comes,  examine  the  Diamond 
jearefully— notice  its  depth  and  purity —watch 
lit  sparkle  and  gleam,  and  throw  out  its 
many  rays  of  light.  Then  imagine  how  it 
finger  or  shirt  front— how  it  would  set  off 
your  appearance — what  an  impression  it 


would  create  among  your  friends.  Or,  if  intended  as  a  present 
think  with  what  delighted  surprise  your  sweetheart,  wife,  mother 
or  daughter  would  receive  it,  and  how  happy  it  would  make  her. 

When  you  have  seen  what  a  beauty  it  is,  then  if  you  decide  to 
keep  It,  pay  for  it  on  the  terms  most  convenient  for  yourself,  and 


wear  it  while  you  pay.  Say  a  fifth  of  the 
price  down  and  balance  monthly— or  on  any 
reasonable  basis— best  suited  to  your  means. 

Our  credit  plan  is  open  to  all  honest  per¬ 
sons  on  a  confidential,  personal  basis.  We 
satisfy  every  customer.  That  is  why  we 
have  more  customers  on  our  books  who 
have  bought  from  two  to  six  times  each,  than 
all  other  houses  in  the  business  combined. 

Send  for  our  illustrated  Diamond  and 
Watch  Catalogue  today,  and  make  a  paying 
investment  in  a  Diamond,  something  you 
can  enjoy  daily  while  you  are  paying  for  it, 
and  which  will  increase  in  value  every  year. 
We  sell  Watches  onthe  same  special  terms. 
Remember,  we  pledge  ourselves  to  satisfy 
you  in  every  way.  We  are  the  originators  of 
the  Diamond  and  Watch  Mail-Order  Credit 
Plan.  We  have  pleased  thousands,  and  know 
we  can  please  you.  Write  for  catalog  today. 


THE  WALKER-EDMUND  CO.  and  Manufacturing  Jewelers 

X  79  State  St.,  (Columbus  Memorial  Building,)  Chicago,  U.  S.  A. 

WkM  I  I  I  I  K?  Ikl  I?  13  I?  F  For  a  limited  time  we  will  give 

|wl  I  in  advertising  purposes,  96  music  lessons 

■  wawBW  Organ,  Banjo,  Guitar,  Cor¬ 

net,  Violin  or  Mandolin  (your  expense  will  only  be  the  cost  of  postage  and  the  music  you  use,  to  be  paid  for  as  needed).  We  teach 
by  mail  only  and  guarantee  success  or  money  refunded.  Hundreds  write;  “Wish  I  had  heard  of  you  before.”  Write  to-day.  Address: 
U.  S.  SCHOOL  OF  MUSIC,  Box  10M.  10  Union  Square,  IN  EW  YORK,  IN.  Y. 


ALBUMEN  CREAM 


IS  A  GREAT  TIME 
SAVER  FOR  THE  MAN 


WHO  SHAVES 


1st.  IT  softens  the  beard  instantly  doing  away  with  rubbing, 

2nd.  IT  absolutely  prevents  all  irritation  of  the  skin  and  makes  shaving  a  delight. 

3rd.  IT  saves  or  restores  your  youthful  looks  by  keeping  the  skin  elastic,  firm  and  smooth. 

ALBUMEN  CREAM  is  pure  and  wholesome  and  like  our  blood  composed  of  albumen  natures  food  for  all  our  tissues 
aosorbed,  therefore  ideal  and  magical  in  massage. 

Price  50c.  Trial  size  10c. 


Is  easily 


ALBUMEN  CREAM  CO.,  23  East  14th. Street,  New  York 


Learn  to  Sing 


By  my  correspondence  method  of  Voice  Culture  you 
can  make  your  voice  beautiful,  resonant  and  of  en- 
tended  compass.  You  can  acquire  entire  Vocal  Technic  and  Sight  Reading  at  your  home  in 
less  time  and  at  less  expense  than  by  personal  lessons.  If  you  are  interested  send  stamp 
for  my  booklet  “The  Voice  Made  Beautiful”  and  terms  for  course  of  thirty  lessons. 
HARVEY  SUTHERLAND,  Suite,  105  “The  Gramercy”,  New  York  City 


ITheaIdeal  SIGHT  Restorer 

I  Is  Your  Sight  Failing  ? 


All  retractive  errors,  muscular  trouble  and  chronic 
diseases  of  the  Eye  successfully  treated  by  scientific 
MASSAGE. 

”1  am  in  my  seventy-ninth  year,  and  have  the  Sight  Restorer  and 
yourselves  to  thank  lor  renewed  eye-sight/*  (Testimonial  177) 

**I  wish  I  could  Impress  every  one  afflicted  so  they  would  give 
the  Restorer  a  trial.”  (Testimonial  244) 

English,  German  or  Spanish  pamphlet  mailed  free.  Address 
THE  IDEAL  COMPANY,  239  Broadway,  New  York.  dJy) 


Saturday  Morning  Talks  by  the  Sales  Manager 

HOW  TO  APPROACH  THE  BUYER— THE  ADVANTAGES  OF  PERSISTENCY 
AND  AGGRESSIVENESS— THE  DEFINITION  OF  A  STUBBORN  PROSPECT 

By  CHARLES  EDMUND  BARKER 


NOW,  gentlemen,”  said  the  Sales  Man¬ 
ager,  tearing  up  the  small  slips  of  pa¬ 
per  that  he  had  taken  from  the  ques¬ 
tion  box,  “we  have  disposed  of  those  ruts 
and  bumps  along  the  road.  I  move  that  we 
hold  a  little  ‘round  table’  with  me  doing 
most  of  the  talking. 

“You  and  I,  during  our  selling  careers, 
have  had  a  great  deal  of  sound  advice  as  to 
how  to  ‘approach’  the  buyer,  but  did  any¬ 
body  ever  offer  any  suggestion  to  you,  as 
to  how  to  leave  him? 

“Nobody  ever  talked  to  me  on  that  sub¬ 
ject,  and  it’s  an  important  detail — only  sec¬ 
ond  in  importance,  in  fact,  to  a  good  ap¬ 
proach — that  is,  if  you  are  going  to  stay  in 
the  business  of  selling  goods  on  the  road 
over  a  certain  assigned  territory,  and  are 
not  simply  making  a  flying  trip  for  your 
health. 

“Mr.  McManus,  how  should  we  leave  a 
customer?” 

Mr.  McManus  said  it  was  policy  to  leave 
a  customer  feeling  good  toward  the  sales¬ 
man  and  the  house  he  represented. 

“Right  for  you,  Mr,  Mack,”  resumed  the 
Sales  Manager,  “we  want  .the  good  will  of 
a  merchant  for  this  house  if  we  never  sell 
him  a  dollar’s  worth.  If  we  do  have  his 
good  will,  it’s  dollars  to  doughnuts  we  will 
sell  him  some  goods  one  day  or  another. 

“You  will  see  and  hear  a  lot  these  days 
about  its  being  ‘persistency  that  wins;’  but 
I  want  to  tell  you,  gentlemen,  that  I  think 
this  ‘persistency’  is  about  the  best  thing  to 
mix  judgment  with  that  I  know  of.  There 
are  times  when  persistency  is  the  only 
treatment,  and  there  are  other  times  when 
I  have  found  absent  treatment  to  be  a 
mighty  good  thing.  It’s  the  same  as  the 
aggressive  and  the  retiring  methods;  they 
are  both  excellent,  but  it  takes  a  salesman 
of  mighty  safe  judgment  to  know  just 
when  to  apply  them.  I’ve  known  sales¬ 
men  who  actually  did  not  know  which 
from  t’other. 

“This  thing  of  using  persistency  in  sea¬ 


son  and  out  of  season  will  be  sure  to  aver¬ 
age  you  up  about  as  many  deadly  enemies 
as  it  will  sales,  and  maybe  a  few  more. 

“For  instance,  suppose  you  find  a  ‘cus¬ 
tomer  who  is  having  an  extra  busy  day — 
he  is  up  to  his  ears  in  work  that  must  be 
attended  to.  That’s  a  good  time  to  drop 
the  persistency  game;  cut  it  short  with  him; 
tell  him  that  you  observe  that  he  is  very 
busy,  and  that  while  you  are  accustomed 
to  doing  business  with  busy  men,  you  don’t 
wish  to  impose  upon  a  man  who  has  not 
the  time  to  go  through  you  line  with  you 
and  give  the  proper  consideration  to  your 
stuff ;  so  you  will  pass  him  for  60  days,  un¬ 
less  he  cares  to  make  an  appointment  for 
an  earlier  date. 

,  “Why,  say,  that  man  will  appreciate  the 
courtesy  amazingly;  and  the  probabilities 
are,  that  when  you  come  around  again,  be 
will  give  your  proposition  all  the  more  fa¬ 
vorable  consideration;  all  because  you  didn’t 
hang  to  him  like  a  leech  when  he  was 
crowded  with  work.  You  will  find  men 
who  think  they  are  very  busy  simply  be¬ 
cause  they  want  to  get  away  to  the  ball 
game  or  the  races ;  but  you  can  always  tell 
the  real  busy  man  when  you  see  him. 

“It’s  the  indifferent  party  you  want  to 
practice  your  persistency  jiu  jitsu  on.  The 
individual  who  tells  you  that  he  is  entirely 
satisfied  with  the  line  he  has  and  is  not 
thinking  of  making  any  changes,  that’s  the 
boy  to  get  busy  with.  Turn  loose  your 
persistency  and  make  it  shine  like  a  search 
light  on  a  rainy  night.  Stick  to  this  fel¬ 
low.  Stop  with  him  every  time  you  get 
to  his  town.  Make  a  study  of  him.  Learn 
all  his  little  peculiarities  and  present  your 
proposition  to  him  in  a  different  way  every 
time  you  talk  to  'him.  Deposit  a  few  new 
ideas  with  him  on  every  visit  and  leave 
him  to  incubate  them  while  you  are  away. 
One  of  those  days  you  will  find  him  soften¬ 
ing  up  under  the  treatment,  and  things  will 
be  coming  your  way. 

“Occasionally  you  will  find  a  man  who 
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Hoskins  Economical 
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made  especially  for  tak¬ 
ing  carbon  copies.  The  —  -  — 

spring  is  taken  out  of  nib  and  put  in  centre — carries  about 
triple  the  usual  quantity  of  ink — smooth  writer.  Sample  free, 
lOc.  doz.  75c.  gross 

t  “Miti”  Lead 


_  Pencils 

50c.  dozen 

A  favorite  with  accountants  and  office  men.  Rubber  tipped. 


Round  Eraser 

The  Stenographer’s  friend  in  need. 


“Junior” 
Box  File 


Size  llxl2J^ 


I8c.  each 
$2  dozen 
$20  gross 


5c.  each 
40c.  dozen 


Stenographers’  Notebook 

For  Pencil 

3c,  each.  32c.  dozen. 
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Ask  for  the  genuine  Cooper's  Derby  Ribbed 
Underwear  and  look  for  this  Trade-Mark 
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only  stiffens  under  the  persistent  treatment. 
The  more  you  work  with  him  the  farther 
away  you  get.  Insistence  has  the  effect  of 
bringing  out  all  the  strength  of  a  com¬ 
bative  nature.  If  you  best  him  in  the  ar¬ 
gument,  you  will  only  make  him  mad.  So 
here  is  another  instance  in  which  persis¬ 
tency  is  a  failure.  Indifference  may  be 
tried  in  such  cases.  Your  attitude  of  not 
wanting  to  sell  him  so  horribly  bad,  will 
sometimes  make  a  character  like  that  crazy 
to  buy.  Deft  flattery  also  comes  in  mighty 
handy  if  you  know  how  to  use  it.  A  stub¬ 
born  man  is  pretty  safe  to  put  down  as  a 
conceited  man  or  a  sick  man.  If  he  is  con¬ 
ceited,  your  subtle  flattery  will  work  won¬ 
ders.  Drop  the  subject  of  your  goods  ab¬ 
ruptly  and  look  around  the  old  fighter’s 
place  of  .business.  You  will  be  very  sure 
to  see  something  that  you  can  be  compli¬ 
mentary  about.  If  you  see  that  he  takes 
to  the  treatment  you  can  even  wax  enthusi¬ 
astic  so  long  as  you  don’t  over-do  it.  If 
you  show  an  interest  in  his  business,  you 
can  pretty  safely  depend  upon  his  exhibit¬ 
ing  some  interest  in  your  business  when 
you  get  back  to  it.  If  you  find  that  sick¬ 
ness  or  indisposition  is  back  of  his  ungra¬ 
cious  temper,  a  little  discreet  sympathy  skill¬ 
fully  interjected  will  often  mellow  him  up. 
No  man  is  utterly  indifferent  to  the  sug¬ 
gestion  that  he  is  working  too  hard.  Very 
few  men  do  over-work  themselves ;  but  a 
lot  of  men  think  they  do.  You  will  find 
cases,  of  course,  that  will  call  forth  your 
most  sincere  sympathy.  Don’t  think  it  is 
unmanly  or  unbusinesslike  to  express  this 
sympathy.  We  are  all  human.  We  are, 
any  of  us,  likely  to  be  placed  in  a  position 
where  sincere  and  genuine  sympathy  will 
come  to  us  like  balm  to  a  gaping  wound. 
The  recipient  of  genuine  sympathy  will  re¬ 
member  it  the  longest  day  he  ever  lives. 

“One  of  the  commonest  errors  of  the 
ultra-persistent  man  is  senseless  argument. 
He  thinks  in  order  to  be  persistent  that  he 
has  got  to  counter  on  every  question.  He 
will  take  the  opposite  side  of  the  tariff, 
the  Russian  war,  or  predestination,  with¬ 
out  the  slightest  provocation.  The  result 
is  that  he  gets  his  prospective  purchaser  in¬ 
to  a  bad  humor  and  nobody  is  benefited. 
You  can’t  bowl  over  a  man’s  pet  notion  and 
at  the  same  time  make  him  feel  that  your 
interests  are  mutual.  Don’t  argue  on  out¬ 
side  topics  at  all.  You  are  not  sent  out  i>y 
this  house  to  become  molders  of  public 


opinion.  Leave  that  work  to  the  editors 
and  the  politicians.  You  are  out  after 
business  and  these  extraneous  matters  take 
up  time  and  foster  bad  blood. 

“If  you  must  argue,  wait  until  some  buyer 
challenges  the  merits  of  your  line.  That’s 
a  proposition  that  you  are  perfectly  familiar 
with.  You  can  virtuously  pride  yourself 
that  no  one  can  best  you  in  an  argument  on 
that  question.  Argue  until  you  are  black  in 
the  face  if  you  must,  so  long  as  your  argu¬ 
ments  have  sense  in  them  and  the  facts  back 
you  up,  as  you  may  feel  pretty  sure  they 
will.  It  is  the  only  way  to  bring  out  the 
other  fellow’s  objections  oftentimes;  then 
you  can  meet  them  one  by  one  and  demolish 
them.  Keep  your  temper  though,  all  the 
while.  Remember,  the  first  one  to  lose  his 
temper  loses  the  argument. 

“I  perfectly  understand  that  the  success¬ 
ful  commercial  traveler  is  an  aggressive 
character.  I  wouldn’t  give  the  snap  of  my 
finger  for  one  who  wasn’t;  but  seriously 
and  candidly,  boys,  I  wouldn’t  get  into  an 
argument  even  over  my  line  of  goods  un¬ 
less  I  found  it  absolutely  unavoidable.  It 
is  too  apt  to  degenerate  into  a  mere  ‘rag¬ 
ging  match  and  result  in  a  drawn  battle. 
I  have  known  buyers  who  used  the  argu¬ 
ment  tactics  to  wind  a  salesman  and  avoid 
buying.  The  same  man  would  not  stand 
ten  minutes  under  a  straight,  earnest,  en¬ 
thusiastic  selling  talk.  They  are  not  nearly 
so  hard  to  sell  if  you  get  under  their  guard 
as  the  quiet,  serious,  unemotional  fellow 
who  will  admit  all  you  say  and  never  give 
you  an  opening.  He  is  the  kind  that  re¬ 
quires  special  study  and  skillfuL  treatment. 

“As  a  general  proposition,  if  you  put  the 
best  there  is  in  you  into  your  interview  or 
demonstration,  you  will  find  that  your  work 
is  the  best  argument  in  your  favor.  Ear¬ 
nestness,  sincerity  and  enthusiasm  will  pull 
you  through  more  tough  sales  than  any  ele¬ 
ments  that  I  have  ever  been  able  to  dig  up. 
You  notice  that  I  do  not  name  persistency 
in  the  list.  Unbridled  persistency  belongs 
in  the  outfit  of  the  book  agent  and  he  isn’t 
in  your  class.  I  have  heard  it  called  hyp¬ 
notism.  We  have  got  to  credit  it  with 
some  sales,  but  the  order  is  likely  to  leave 
a  bad  taste  in  the  buyer’s  mouth.  We  want 
to  avoid  that. 

“This  brings  us  back  after  some  mean¬ 
dering  to  the  first  proposition.  How  should 
the  salesman  leave  the  buyer? 

“You  want  to  get  ready  to  leave  him 
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SATISFACTORY  CARBON  PAPERS 
■>"1  TYPEWRITER  RIBBONS 
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the  excellence  of  our  Carbon  Papers 
and  Typewriter  Ribbons.  Years  of  test  by 
discriminatingr  users  have  proved  this  ex¬ 
cellence  to  be  of  unusual  degree. 

A  request  for  samples  accompanied  by 
the  name  of  your  dealer  will  be  honored 
at  once.  Write. 

MILLER-BRYANT- PIERCE 
COMPANY 

Department  4  ^  Aurora,  Ills. 


SAVE  YOUR  TONGUE 

BY  USING  THE  CLEANLY 

COLUMBIA 

ENVELOPE  MOISTENER 


To  moisten  envelopes,  place  the  gummed  surface  on  the 
pad  and  press  the  lid.  (It  is  not  necessary  to  rub  or  roll  gum 
surface  over  moistener,  as  in  other  so  called  moisteners, 
which  method  erases  the  gum  from  the  envelope.)  Moisten 
stamps  and  labels  the  same  way.  It  moistens  the  gummed 
surface  just  enough  to  stick  securely.  The  Columbia  does 
not  take  the  gum  off.  It  can  be  used  as  a  finger  sponge.  A 
child  can  operate  it.  It  only  requires  filling  with  water  once 
a  week.  It  is  sanitary,  efficient,  durable  and  always  in  work¬ 
ing  order.  This  cleanly  device  will  save  time  for  you.  The 
first  cost  the  only  cost.  Send  for  folder  “O.” 

By  Mall  Post  Paid  Only  $1.00 

ROZELLE  MFG.  GO.,  LIBEirrY  ST.,  NEW  YORK 


fi'’ 


BY 


MAIL 


THE  BUILDING  OWNED  AND  OCCUPIED 
BY  THE  BANK 


tr/@) 

imiiEST 


ESTABLISHED 
I  868 


CE.  No  matter  where  you  live,  you  can  send 
your  money  to  us  and  have  it  under  your 
own  control. 

Let  us  send  you  our  free  booklet  “K” 
telling  about  this  large,  safe  bank  and  why 
we  can  pay  4%  compound  interest  on  sav¬ 
ings  of  any  amount  from  $1.00  to  $10,000. 

ASSETS  OVER 

FORTY  MILLION  DOLLARS 


T"=CITI2 

SAVI  NGS  & 


CLEVELAND,  OHIO 


'i  the'modern 

.  ;  (JOREORATION 

I  ''■■■■  !  T*  j 


A  Book  For  Business  Men 

■She  MODERN  CORPORATION-Second  Editiori 

A  practical  work  on  the  formation  and  management  of  business  (Toroorations  For 

^  u  others  concerned  in  any  way  with  corporations,  k  book 
®  "'hy  and  the  how— the  advantage  and  disadvantage— the  use  value  and 
methods  of  the  modern  corporation.  Not  theories  but  facts.  It  is  distinctively 

A  WORKING  MANUAL 

for  the  busy  man.  It  gives  every  step  from  the  preparation  of  the  charter  to  the  success¬ 
ful  management  of  corporate  affairs.  Gives  remedies  for  existing  evils.  Tells  how  to 
secure  the  best  results.  Up-to-date,  clear  and  practical,  290-pages,  cloth,  prepaid  $2^00° 

others,  largely  interested  in  corporate  affairs  we  issue  two  books  by  the  same 
author,  Corporate  Oi^anization  and  Corporate  Management.”  Either  nrenaid  for  %2  70  in 
buckram  binding,  $3.20  in  sheep.  Specimen  pages  of  Iny  of  ihesebooL  sent  free  on  req^^^ 

THE  RONALD  PRESS  CO.,  545  Mail  and  Express  BId,g.,  NEW  YORK 


742 


THE  BUSINESS  MAN*S  MAGAZINE  AND  THE  BOOK-KEEPER 


the  minute  you  approach  him.  Your  entire 
interview  should  be  conducted  with  the 
idea  of  leaving  a  good  impression  with  the 
buyer.  If  you  get  an  order  from  him  this 
trip,  well  and  good,  that  was  one  purpose 
of  your  visit,  but  not  the  only  one.  You 
want  that  man’s  good  will  and  continued 
trade.  Part  of  your  prosperity  and  that 
of  your  house  is  resting  on  that  man’s  fu¬ 
ture  orders.  He  may  be,  17  different  kinds 
of  a  crank;  but  that  is  over-balanced  by 
the  fact  that  he  is  distributor  of  your  .goods 
in  your  territory.  The  skillful  salesman  is 
in  the  business  of  handling  cranks.  He 


should  take  as  much  pride  in  it  as  a  botanist 
in  finding  a  new  plant,  the  astronomer  in 
discovering  a  new  star,  or  the  mathema¬ 
tician  in  solving  a  knotty  problem. 

“The  business  of  permanent  salesman¬ 
ship  consists  of  attracting  by  unfailing 
courtesy;  harmonizing  without  the  sacrific¬ 
ing  of  high  principles;  conciliating  without 
truckling  and  holding,  and  continuing  to 
hold  through  the  strong  fabric  of  mutual  in¬ 
terest  and  respect,  woven  through  long 
years  of  continuous  association. 

“Who  of  you  will  say  that  is  not  a  call¬ 
ing  worth  while?” 


There  has  never  been  such  a  demand 
for  stenographers  in  the  city  of  Chi¬ 
cago  as  during  the  last  few  months. 
Employers  have  found  it  nearly  impossible 
to  secure  shorthand  writers,  and  the  bu¬ 
reaus  of  the  various  typewriter  companies 
have  been  overrun  with  demands  for  com¬ 
petent  help.  Monday,  August  28,  there 
were  205  calls  for  stenographers  with  one 
company,  and  absolutely  none  to  fill  the 
positions.  The  other  typewriter  concerns 
report  the  same  demand,  and  it  is  not  con¬ 
fined  to  Chicago,  but  is  reported  from  other 
large  cities. 

There  are  many  reasons  for  this  great 
demand.  In  the  first  place,  the  government 
is  continually  after  stenographers,  the  Phil¬ 
ippine  and  Panama  services  creating  a 
greater  call  than  ever  before  for  shorthand 
writers,  while  the  increased  business  of  the 
country  has  its  influence  on  lessening  the 
supply  for  people  engaged  in  this  work. 

The  government  is  in  sore  need  of  help 
of  this  character,  and  probably  will  be  so 
long  as  it  requires  a  high  decree  of  profi¬ 
ciency  for  mediocre  salaries.  Uncle  Sam 
does  not  realize  that  in  the  last  few  years 
the  growth  of  the  demand  has  been  respon¬ 
sible  for  larger  salaries,  and  consequently 
has  not  kept  pace  with  the  increased  wages. 


A  stenographer  capable  of  earning  $100  a 
month  will  hardly  be  tempted  with  a  salary 
in  the  United  States  of  $75  a  month,  with 
little  chance  of  promotion.  After  studying 
the  conditions,  the  shorthand  writer  finds 
that  about  the  only  salaries  of  any  conse¬ 
quence  are  those  in  the  Philippine  and  Pa¬ 
nama  services,  and  he  does  not  desire  to 
risk  his  health  in  order  to  secure  a  position 
of  that  kind.  Later  on,  when  the  sanitary 
conditions  are  improved  in  Panama,  that 
service  will  offer  more  inducements  to  the 
stenographer,  but  at  present  the  chances 
of  an  early  demise  are  too  great  for  the 
competent  shorthand  writer  to  risk  in  that 
climate.  There  are  too  many  positions,  pay¬ 
ing  good  salaries,  at  home  for  a  good  writer 
of  shorthand  to  hie  himself  to  the  fever  in¬ 
fested  tropics.  So  long  as  the  demand  re¬ 
ported  by  these  employment  bureaus  con¬ 
tinues,  the  government  'vyill  look  a  long  time 
for  enough  help  unless  better  inducements 
are  made. 

And,  notwithstanding  this  demand  for 
stenographers,  you  and  I  know  men  of  abil¬ 
ity  in  this  line  who  cannot  hold  a  position 
paying  anything  like  a  decent  salary.  Only 
a  few  days  ago  I  was  called  upon  by  a 
young  man  who  could  write  fast  shorthand, 
was  an  excellent  typewriter  operator  and 
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had  a  fine  command  of  the  English  lan¬ 
guage.  He  wished  me  to  help  him  get  a 
position — which  I  refused  to  do.  He  evi¬ 
dently  thought  that  a  position  would  come 
to  him  because  of  his  ability,  notwithstand¬ 
ing  his  lack  of  other  qualities  which  are 
necessary  to  success  in  any  line  of  work. 
He  protested  that  he  did  not  use  intoxi¬ 
cants,  while  his  breath  condemned  him  of 
being  addicted  to  their  use,  and  gave  the 
lie  to  his  protestations.  How  such  a  man 
could  hope  to  succeed  as  a  stenographer  or 
anything  else  is  beyond  comprehension. 

Many  stenographers  do  not  command 
salaries  commensurate  with  their  abilities, 
for  the  reason  that  they  do  not  advertise. 
By  this  is  not  meant  that  it  is  necessary 
for  them  to  proclaim  their  competency 
through  the  medium  of  circulars  and  “scare 
heads”  in  newspapers.  But  they  do  not 
apply  to  their  own  advancement  the  same 
methods  which  their  employer  uses  in  order 
to  advance  his  business.  A  man  in  business 
who  is  satisfied  with  the  customers  he  has, 
without  attempting  to  get  more,  would  be 
a  thing  unheard  of  in  this  age  of  progress. 
He  is  constantly  endeavoring  to  better  him¬ 
self,  and  uses  “follow-up”  letters  and  other 
means  in  order  to  accomplish  his  purpose. 

Now,  why  shouldn’t  the  stenographer  do 
the  same?  Instead  of  wishing  for  certain 
positions,  why  not  go  after  them?  If  he 
is  a  competent  man,  he  is  wanted,  and  if 
his  ability  is  not  appreciated  by  his  em¬ 
ployer  in  a  material  way,  there  are  other 
employers  who  desire  his  services  and  are 
willing  to  pay  for  them. 

Can  this  advertising  be  done?  How  much 
does  a  classified  liner  cost  in  the  “want” 
columns  of  the  daily  papers?  Suppose  you 
ran  an  advertisement  of  six  lines  each 
Sunday  for  six  weeks?  If,  in  the  end,  you 
secure  a  position  paying  even  $5  a  week 
more  than  you  are  getting  at  present,  would 
it  pay? 

But  there  are  other  means  of  securing 

If 

these  positions,  and  these  are  not  through 
the  employment  agencies.  Why  not  devote 
the  evenings  to  an  endeavor  to  advance 
your  interests?  How?  Does  your  employer 
solicit  business  by  means  of  “follow-up” 
letters?  Should  he  be  more  progressive 
than  you?  He  uses  these  letters  to  benefit 
himself.  Why  not  learn  something  from 
his  methods? 

If  you  do  not  own  a  typewriter,  it  costs 
but  little  to  rent  one.  If  you  have  per¬ 


formed  good  work,  there  are  people  who 
know  of  it,  and  without  doubt  these  people 
will  give  you  a  good  letter.  Determine  * 
what  line  of  business  you  desire  to  enter, 
and  then  go  after  it.  If  you  wish  a  private 
secretaryship  to  a  railroad  official,  he  will 
never  know  your  wishes  unless  he  is  in¬ 
formed  of  them.  There  are  many  railroad 
officials,  and  every  one  should  receive  such 
an  application.  Write  them  on  the  type¬ 
writer  at  your  home,  inclose  letters  of  rec¬ 
ommendation,  and  mail  the  application  to 
these  men. 

Perhaps  you  will  not  receive  an  answer. 
How  many  letters  does  your  employer  write 
to  prospective  customers  without  avail?  Is 
he  discouraged?  On  the  contrary,  he  sends 
out  a  “follow-up.”  Learn  from  his  example. 

In  about  a  month,  send  another  letter  to 
the  same  parties.  Keep  at  it  until  you 
make  them  know  you.  The  field  is  large 
and  the  result  must  come. 

Many  stenographers,  however,  will  be¬ 
come  discouraged  before  they  begin  and  say 
that  these  people  have  many  to  choose  from 
in  the  railroad  ^offices.  There  are  quite  a 
few  stenographers  in  Chicago  who  would 
be  pleased  to  receive  the  position  of  private 
secretary  to  one  of  the  millionaires  of  that 
city.  Within  the  last  two  months  the  little 
town  of  Auburndale,  Wis.,  furnished  the 
private  secretary  to  one  of  the  most  prom¬ 
inent  Chicagoans,  and  that  position  was  se¬ 
cured  with  no  other  influence  than  the  ef¬ 
forts  of  the  stenographer  himself.  There 
are  a  good  many  stenographers  working 
for  the  Southern  Pacific  railroad  company, 
yet  the  private  secretary  to  one  of  the  offi¬ 
cials  was  an  outside  stenographer  who  used 
the  methods  given  above  in  order  to  get 
the  position.  These  men  desire  wide¬ 
awake,  hustling  secretaries,  and  by  simply 
employing  the  same  methods  the  progres¬ 
sive  man  uses  in  his  own  business,  the 
stenographer  shows  himself  to  be  alive  to 
opportunities  and  thereby  advertises  him¬ 
self  as  one  who  would  look  after  the  inter¬ 
ests  of  the  one  by  whom  he  is  employed. 

♦  ♦  ♦ 

The  editor  of  this  department  is  desirous 
of  obtaining  the  views  of  the  readers  on 
the  advisability  of  the  formation  of  a 
society  of  stenographers,  and  would  be 
pleased  to  receive  suggestions  in  relation 
thereto.  He  believes  that  there  is  no  other 
calling  in  which  the  interchange  of  ideas 
would  be  so  beneficial,  while  much  good 
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BIG  DIVIDENDS 

and  sure  profits  have  always  been  made  in  oil 
refining,  but  the  big  fellows  have  been  getting  all 
the  money  in  the  past.  There  is  a  change  going 
on  and  it  will  be  different  in  the  future.  A  great 
independent  Co-Operative  Oil  Refinery  has  been 
organized  and  started  in  Chanute,  Kan.,  by  a  num¬ 
ber  of  reliable,  experienced  and  conservative  busi¬ 
ness  men  who  watched  and  investigated  the  great 
oil  fields  of  Kansas  until  they  were  satisfied  that 
it  would  pay  handsomely  to  build  a  large  refinery. 
They  found  the  prospects  so  flattering  and  the 
possibilities  so  great  and  practically  certain  that 
they  decided  to  organize  what  is  now  known  as 
the  Kansas  Co-Operative  Refining  Co.  It  is 
strictly  co-operative — the  officers  receive  no  sal¬ 
aries,  everybody  shares  alike,  according  to  the 
amount  of  stock  they  hold.  This  opens  the  way 
for  a  small  investor  to  become  a  stockholder  in  a 
very  profitable  business  where  all  the  profits  go 
to  the  stockholders. 

Right  now  is  your  time  to  take  advantage  of 
this  great  opportunity  while  you  can  buy  the 
stock  at 

7  CENTS  PER  SHARE, 

PAR  VALUE  $1.00.  It  will  sell  at  15  cents  or 
higher  within  a  very  short  time,  with  good  pros¬ 
pects  of  it  selling  at  50  cents  to  $1.00  and  paying 
BIG  DIVIDENDS  almost  before  you  know  it. 
This  company  owns  a  valuable  refinery  site,  and 
has  agreements  with  oil  companies  to  supply  at 
least  500  barrels  of  crude  oil  per  day.  Only  a 
limited  amount  of  stock  for  sale  at  present  price. 
BUY  NOW,  if  you  want  to  make  good,  big 
money.  Write  for  free  Co-Operative  Refining 
Prospectus.  DON’T  WAIT.  Address 

UNION  SECURITY  CO. 

314  CaH  Bldg.,  -  CHICAGO,  ILL. 


Don’t  Worry 


W  TT  Vll  J  and  slow 
accounts,  make  your  own  collec¬ 
tions  wi;h  our  wonderfully  etiec- 
tive,  quick  and  simple  system. 
Debtors  settle  direct  with  you.  No 
contracts  or  notes  to  sign,  no  possi¬ 
bility  of  you  being  swindled.  Can 
be  used  in  all  lines  of  Credit  Busi¬ 
ness  any  where  in  United  States  or 
Canada  with  astonishing  results. 
Complete  outfit  mailed  on  30  days 
free  trial.  Costs  but  $2.00  if  it  collects  less  than 
$500.  Nothing  if  not  satisfactory — May  we  send 
you  full  description?— Free. 

AMERICAN  B.  AGENCY,  Castorland,  N.Y. 

Send  for  a  copy  of  "The  Creditor's  fournat— it’s  free. 


is  our  Great  Physican.  Every 
Ill,  Pain,  Sorrow  and  Discomfort 
finds  a  panacea  here.  Mention 
your  troubles  and  ask  for  advice. 
Booklet  “Nature’s  Way”  12c  or  4c  and  six  addresses  of  men 
18  to  30.  Address,  CEO.  D.  WYATT,  B.  K.  Manitou,  Okla. 


The  best  kind  of  investment 
— nothing  could  be  safer. 


We  loan  your  money  on  improved 
real  estate  where  it  is  free  from  risk. 
You  get  5%  interest  compounded 
semi-annually  for  the  exact  number 
of  days  your  money  is  deposited, 
and  you  can  withdraw  it  imme¬ 
diately  on  notification.  We  have 
followed  this  plan  for  11  years  under 
the  same  board  of  directors  as  at 
present. 

Our  free  booklet  gives  the  facts 


CALVERT  MORTOAGE  &  DEPOSIT  CO. 

Dept.  C  Calvert  Bldg.,  Baltimore,  Md. 


i 


■ 


IS  COMING  SOON 


d.  Send  25c.  for  12  samples  of 
brand  new  Xmas  and  New 
Years  post  cards.  We  manufac¬ 
ture  all  kinds  of  post  cards,  and 
ship  to  all  parts  of  the  world. 

Ct.  If  you  haven’t  ordered  sam¬ 
ples  of  the  “  Poker  Series " 
do  so  TO-DAY. 

(L  Others  have  seen  and  heed¬ 
ed.  Their  orders  now  amount 
to  thousands  each  week.  Why 
don’t  you?  Our  cards  are 
profit  makers. 


U.  S.  SOUVENIR  POST  CARD  CO. 

1140  Broadway,  New  York 
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could  come  from  social  intercourse.  Mr. 
Beach,  the  editor  of  this  magazine,  has  done 
much  with  the  National  Association  of  Ac¬ 
countants  and  Book-keepers,  and  an  organ¬ 
ization  along  similar  lines  for  the  stenog¬ 
raphers  should  be  equally  effective.  Local 
organizations  affiliated  with  a  national  head 
office  could  be  placed  in  every  city  of  any 
size.  Addresses  on  shorthand  by  experts, 
and  discussions  on  the  various  phases  of 
stenography,  could  not  help  but  benefit. 
Aside  from  this,  an  employment  bureau  in 
each  city,  conducted  by  the  association, 
would  do  away  with  many  of  the  abuses 
now  perpetrated  by  bureaus  of  that  charac¬ 
ter  throughout  the  country. 

The  readers  of  this  department  are  re¬ 
quested  to  send  in  their  views  as  to  the 
best  way  to  form  such  an  association,  and 
how  it  should  be  conducted  after  it  is  once 
formed. 

♦  ♦  ♦ 

How  many  words  a  minute  does  the  ex¬ 
pert  court  reporter  write?  It  is  a  question 
often  asked,  and  very  few  reporters  will 
hazard  a  guess  as  to  just  how  many  words 
it  is  possible  to  record  in  ,60  seconds.  Many 
people  judge  of  a  stenographer’s  ability  by 
the  number  of  words  he  can  write  in  a 
given  time.  The  reporter  never  speaks  of 
the  number  of  words  per  minute,  and  the 
man  who  says  he  can  write  300  words  or 
more  a  minute  has  little  standing  in  the 
estimation  of  the  practical  shorthand  re¬ 
porter. 

It  is  an  impossibility  for  the  practical 
man  to  tell  how  fast  he  can  write.  He  must 
be  able  to  handle  his  pencil  at  such  a  rate 
of  speed  that  he  can  do  the  most  trying 
work,  and  were  he  able  to  get  down  600 
words  a  minute  there  would  be  times  in 
his  experience  when  that  would  not  suffice. 
When  the  witness  and  two  or  three  attor¬ 
neys  talk  at  the  same  time,  no  matter  how 
fast  the  stenographer  writes,  it  is  an  im¬ 
possibility  to  report  all  that  is  said. 

What  is  done  then?  The  court  reporter 
simply  does  the  best  he  can.  Then  it  is 
a  case  of  nerve  and  rapid  thought.  He 
must  determine  the  important  things  said, 
and  get  down  those  important  things.  So 
long  as  the  witness  or  one  of  the  attorneys 
talks  without  interruption,  the  man  who 
writes  250  words  a  minute  has  little  trouble 
in  reporting.  There  are  times  in  actual 
work  when  nearly  every  reporter  writes 
300  words  a  minute,  and  yet  in  a  test,  when 


not  so  much  importance  it  attached  to  his 
writing,  it  is  doubtful  whether  he  could  do 
so  well. 

A  stenographer  who  desires  to  succeed 
should  cultivate  confidence  in  his  ability. 
If  he  is  backward  and  hesitates  to  accept  a 
position  because  of  his  belief  that  he  may 
not  succeed,  he  will  have  a  hard  time  to 
get  along.  If  he  does  not  believe  in  him¬ 
self,  it  will  be  mighty  difficult  to  get  anyone 
else  to  believe  in  him.  It  is  the  fellow  who 
will  tackle  any  kind  of  a  job,  and  then 
“make  good”  who  succeeds,  and  three- 
fourths  of  the  ability  to  “make  good”  is 
the  determination  to  do  so.  A  position  is 
not  one-half  so  hard  as  the  stenographer 
anticipates,  and  if  he  simply  makes  up  his 
mind  that  he  will  hold  it,  he  generally 
does  so. 

♦  *  * 

All  questions  relative  to  shorthand  will 
be  answered*  through  these  columns  or  by 
personal  letter.  Address  all  communica¬ 
tions  to  Editor  Shorthand  Department, 
The  Business  Man’s  Magazine  and  The 
Book-Keeper,  Detroit,  Michigan. 


Personal. 

We  have  a  communication  from  a  num¬ 
ber  of  young  men  in  Pittsburg  and  Alle¬ 
gheny  relative  to  the  duties  of  clerks  in 
various  capacities.  We  would  very  much 
like  to  write  these  young  men  a  personal 
letter  but  unfortunately  cannot  do  so  as 
our  correspondent  gives  neither  name,  or 
street  and  number.  If  these  lines  meet  the 
eye  of  the  young  men  in  question  we  shall 
be  glad  to  have  the  omission  remedied. 


“He  Knew  It  All.” 

Herewith  please  find  my  answers  to  Instalment 
No.  2  of  the  “Individual  Home  Study  Course  in 
Higher  Accounting.”  We  have  this  day  re¬ 
ceived  “Thorne’s  Twentieth  Century  Book-keeping 
and  Business  Practice”  and  are  as  much  pleased 
with  this  text  book  as  with  the  others.  We  have 
already  derived  a  lot  of  valuable  information 
from  the  “Encyclopaedia.” 

G.  A.  Archambault, 

Public  Accountant  and  Auditor,  Montreal. 

Rochester,  N.  Y. 

♦  ♦  ♦ 

Tore  Down  His  “Play-house.” 

Before  I  begun  to  receive  your  lessons  in 
Higher  Accounting,  I  had  led  myself  to  believe 
I  was  a  “Good  Book-keeper”;  but  after  going 
over  the  First  Lesson  I  realized  that  you  had 
torn  my  “Play  House  Down,”  for  I  will  have  to 
start  like  the  little  fellow  with  his  A.  B.  C’s. 

However,  with  your  assistance  and  hard  work, 
I  expect  to  come  out  on  top. 

A.  J.  Priito,  Jr., 

Dyersburg,  Tcnn. 
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SPEED 

GETS  THERE 


SPEEDY  TYPEWRITERS 
EARN  ^  SALARIES! 

GET  SPEED? 

AND  THE 


WILL  YOU  GIVE  AN  HOUR 

a  day  for  the  next  ten  weeks  to  a  study  of  our  course  in 
touch  typewriting?  In  that  time, 

THE  TULLOSS  SCHOOL 

will  teach  you  the  fastest  system  in  the  world,  give  you  an 
accuracy  that  is  perfect,  and  make  you  able  to  read  your 
notes  and  write  on  the  machine  at  the  same  time.  Expert 
operators  all  over  the  country  are  my  graduates.  I  can 
make  you  just  as  successful.  No  matter  what  your  speed 
now,  I  will  guarantee  to  increase  it  40^  to  60  or  refund 
your  money.  My  free  book, 

250  WORDS  PER  MINUTE 

is  interesting  reading  for  the  operator.  It  tells  all  about 
the  wonderfully  rapid  Tulloss  Touch  System,  and  how  you 
can  become  faster  than  the  fastest  writer  you  know.  It  is 
FREE.  Send  for  it  to-day. 

THE  TULLOSS  SCHOOL  OF  TOUCH  TYPEWRITING 

DEPT.  M-114.  SPRINGFIELD,  OHIO 


HERE  UIME  STAMP 


YOU  SHOULD  KNOW  ABOUT 


NO  MATTER  WHAT 
BUSINESS  YOU’RE  IN 


THE  PERRY  TIME  STAMP 


PORTABLE— SELF'INKINC 
—AUTOMATIC 


Prevents  delay  in  handling  cor¬ 
respondence,  orders,  telegrams,  in¬ 
voices,  shipping  goods,  etc.  Un¬ 
equaled  for  factory  cost  systems  and 
timing  employees.  Guaranteed  one 
year — will  last  a  life-time. 

See  our  exhibit.  Office  Appliance 
Show,  Madison  Square  Garden,  New 
York  City,  October  28th  to  Novem¬ 
ber  4th, 1905. 

Write  for  latest  edition  No.  33  our 
FREE  booklet.  Tells  whole  story 
of  the  Business  Man’s  Time  Saver — 
ask  for  particulars  of  our  Ten  Day 
FREE  Trial  Offer. 


PERRY  TIME  STAMP  CO. 

5  W.  Hadison  St.,  Chicago 
27  Thames  St.,  N.  Y.  City 


Branch  offices  in  all 
important  cities. 


Prints  the  month,  day.  hour  and 
minute  on  any  surface  where  a  rub¬ 
ber  stamp  can  print. 


The  Perry  Time  Stamp,  unlike 
and  far  better  than  any  time  stamp 
ever  made. 


MONEY 

I  have  have  control  of  the  Treasury  Stock 
of  a  promising  silver-lead  property  in  the 
best  mining  camp  in  the  North  West. 

Payments  $2.60  to  $10.00  per  month  for 
10  months  may'  earn  from  $2,500.00  to 
$10,000,00.  Others  have  done  so.  A  square 
deal  and  protection  of  your  interest. 
ADDRESS 

F.  P.  Greene,  C.  P.  A. 

Box  982  Spokane,  Washington 


XMAS 
TREE 
LIGHTS 
WITH 
BATTERY 
$3  UP. 


¥ 


WE  ARE  SELLING 

Toy  Eleetrie  Railways,  • 

$3 

to 

$60.00 

Passenger  and  Freight  Trains, 

6 

to 

50.00 

Eleetrie  Hooks,  ... 

Keektie  and  Cap  Lights, 

-  lOe 

to 

5.00 

-  75e 

to 

5.00 

Battery  Table  Lamps, 

3 

to 

10.00 

Carriage  and  Kicyele  Lights, 

8 

to 

6.00 

Lanterns  and  Pocket  Lights, 

75e 

to 

3.00 

Battery  Motors  and  Fans, 
Eleetrie  Door  Kells,  complete. 

1 

to 

12.00 

-  75e 

to 

1.50 

Telephones,  complete. 

2.50  and 

5.95 

Telegraph  Outfits,  complete. 

-  1.75 

to 

2.50 

$8.00  Medical  Batteries, 

. 

• 

3.95 

$12.00  Eleetrie  Belt  and  Suspe 

DBOr^f 

. 

. 

2.50 

Dynamos  and  Motors, 

1 

to 

1000.00 

Gas  and  Gasoline  Engines, 

3 

to 

1400.00 

We  undersell  all.  Catalog  free.  Want  agents. 


OHIO  ELECTRIC  WORKS.  Cleveland.  Ohio 


^pWASHBURNE’S  O  K  PATENT  @ 


PAPER  FASTENERS 

The  “O.  K.”  Paper  Fastener  is  the  only 
fastener  which,  when  attached,  stays  attached, 
yet  is  detachable  without  injury  to  the  paper 
or  the  Fastener,  and  is  easy  to  apply  and  re¬ 
move.  They  are  always  ready  for  use  and 
require  no  machine  for  putting  them  on  or 
taking  them  off,  and  they  always  work. 


or  express  prepaid. 

Sample  box,  assorted,  10  cents. 
Illustrated  Booklet  Free. 


JAMES  V.  WASHBURNE,  Mfr. 
225  E.  Genesee  Street 
Syracuse,  New  York 


'f'' 

■o 


Put  up  in  brass  boxes  of  100  Fasteners  each. 

fVI 

ten  boxes  to  a  carton.  Price  20  cents  a  box; 

O-K 

$1.50  per  1000.  Made  in  3  sizes.  At  all 

stationers  or  from  the  Manufacturer,  postage 

IS/J 

Brevity  One  of  the  Chief  Requisites  in 
Business  Letter  Writing 

By  JOSEPHINE  TURCK  BAKER 


“THIS  IS  MY  BUSY  DAY.  : 
MAKE  IT  SHORT.”  : 


This  is  the  commandatory  notice  that 
greets  the  eye  of  the  business  caller, 
and  if  he  is  wise,  he  will  say  what  he 
has  to  say  briefly  and  to  the  point,  and  then 
depart.  This  notice  placed  conspicuously  so 
that  he  who  sits  can  read,  has  a  tendency 
to  curtail  the  verbose  tendencies  of  the 
caller,  and,  in  consequence,  the  business 
man  is  in  a  way  protected  from  interviews 
unnecessarily  prolonged;  not  so,  however, 
with  the  recipient  of  the  business  letter. 
Whether  he  will  or  not,  he  is  frequently 
obliged  to  wade  through  pages  of  subject 
matter  when  a  half  dozen  lines  would  suffice 
to  tell  the  story.  The  writer  of  the  business 
letter  should  be  brief;  but  this  does  not 
mean  that  clearness  should  be  sacrificed  to 
brevity,  for  a  business  letter  should  not  be 
so  condensed  as  to  make  it  difficult  for  the 
recipient  to  understand  its  meaning.  The 
writer  of  the  business  letter  should  say  so 
specifically  what  he  has  to  say  that  no  pos¬ 
sible  confusion  could  arise.  Some  very 
well-meaning  persons,  who  have  taken  a 
course  in  letter-writing,  and  who  have 
learned  that  a  business  communication 
should  be  brief,  mistake  undue  condensa¬ 
tion  for  brevity,  and  as  a  result,  the  recipi¬ 
ents  of  their  letters  fail  to  understand  the 
meaning  to  be  conveyed.  For  example,  the 
person  who  thinks  that  he  has  learned  how 
to  write  a  business  letter,  will  dictate  as 
follows : 

Common-Sense  Publishing  Co., 

Boston,  Mess. 

Gentlemen : 

Saw  your  ad  in  March  number  of  your 
magazine.  Kindly  give  full  particulars. 

Yours  truly, 

John  E.  Brief. 

Now,  this  advertisement  may  be  one  of 
several  about  which  “particulars”  might 
*be  sent;  and,  in  consequence,  the  publish¬ 
ing  company  in  question  would  be  unable 


to  determine  whether  to  send  particulars 
pertaining  to  the  “Offers  to  Agents;”  “An¬ 
nouncements  to  the  Advertisers,”  or  “Rates 
for  Clubs  of  Ten,”  etc. 

The  writer  of  this  business  letter  has 
certainly  been  brief;  he  has  borne  in  mind 
that  it  is  the  recipient’s  busy  day;  “make 
it  short,”  but  he  has  not  lightened  the  labors 
that  the  company  to  whom  it  is  addressed 
must  write  for  information  as  to  which 
“ad”  the  inquirer  refers — an  unnecessary 
task  had  the  writer  of  the  brief  letter  ex¬ 
pressed  his  meaning  specifically. 

So  we  see  that  while  a  business  letter 
should  be  brief,  at  the  same  time,  it  should 
be  so  explicit  that  but  little  time  need  be 
consumed  in  reading  it. 

One  of  the  faults  made  by  the  writer  who 
aims  to  be  brief  is  the  omission  of  the 
subject  pronoun.  The  writer  of  the  busi¬ 
ness  letter  has  read  somewhere  that  he 
should  not  use  the  pronoun  “I”  unneces¬ 
sarily,  and  so  he  omits  it  entirely;  in  con¬ 
sequence,  his  decapitated  letter  is  utterly 
lacking  in  that  personal  element  which  is 
so  important  in  correspondence — that  im¬ 
press  on  the  letter  which  makes  the  recipi¬ 
ent  feel  that  he  is  having  a  personal  in¬ 
terview  with  its  writer.  The  business  man 
who  prides  himself  on  the  brevity  of  his 
letters,  and  especially  upon  the  omission 
of  the  personal  pronoun  “I”  dictates  to  his 
stenographer  as  follows : 

Messrs  Black ’&  Grey, 

New  Haven,  Conn. 

Gentlemen : 

Received  your  letter  of  the  21st  inst., 
and  in  reply  would  state  that  the  books 
came  to  hand  in  fine  shape.  Would  ask 
as  a  special  favor  that  you  deliver  all  goods, 
in  the  future,  to  me  via  U.  S.  express  as 
have  a  frank  with  that  company.  Will 
write  again  relatively  to  my  order  of  last 
week.  Yours  truly, 

John  J.  Brief. 

This  unnecessary  omission  of  the  “I”  is 
about  as  senseless  as  would  be  that  of  the 
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^Salesmen 

Big  Money 

Wo  want  good  wide¬ 
awake  men  in  every 
locality  to  sell 

The 

Chicago 


W#  give  yon  a  1100  machine  to  tell  at  |35.  This  great 
•aving  alone  should  do  the  business.  But  you  can  back  this 
up  by  showing  a  man  that  Th«  Chicago  has  points  of  ad¬ 
vantage  possessed  by  no  other  machine;  and  the  touch 
•  PMd,  convenience  and  durability  equal  to  any  of  the 
f  1^00  machines  made  by  the  trust.  Write  Today  for  our 
Ul^rai  projiosition,  full  particulars  and  free  catalogue, 
^Chicago  Writing  Machine  Co.  151  Wabash  Ave.  Chicago  j 


GOOD  PRINTING 


1,000  Business  Cards  °  $1.00 

1,000  Bond  Envelopes  =•  1.50 

1,000  XXX  White  Envelopes  1.50 
1,000  6x9  Circulars  =  1.00 

GOOD  PAPER 


PRINTED  SAME 
DAY  RECEIVED 


CASH 
WITH  ORDE  R 


AMERICAN  PRINTINO  CO. 

2628  WASHINGTON  AVE.,  ST.  LOUIS,  MO. 


U/ye  Kiss  Gold 

Yoti  C£ti\  ^et  it-a-Free! 

“The  Kiss  of  Gold”  is  the  unique  title  of  a 
valuable  little  booklet  about  the  big  gold 
mines  of  the  West. 

It  How  to  invest  your  money  in 

mining  stocks  forprotit;of  mines  that  have 
paid  fabulous  dividends;  why  mining  stocks 
are  offered  to  the  public;  of  vast  fortunes 
from  small  investments;  How  One  Thousand 
Dollars  Nade  a  Million. 

We  want  YOU  to  have  a  copy 
of  ‘  ‘The  Kiss  of  Gold”— write 
today,  enclosing  2c  stamp 
to  pay  postage. 

SOUTHWESTERN  SECURITIES  CO 
503  B.  B.  Heilman  Building 
Los  Angeles,  California 


DIVIDEND 

Paying  Mining,  Oil,  Timber,  Smelter  and  Indus¬ 
trial  Stocks,  making  possible  Large  Interest  and 
Profits,  listed  and  unlisted,  our  specialty.  Booklets 
giving  full  information  mailed  free  on  application. 

DOUGLAS,  LACEY  «S.  CO. 
Bankers  6i  Brokers,  66  Broadway,  N.  Y. 


FOUNTAIN  PENS 


ACCOMPLISH  THAT  PERFECTION 
SO  MUCH  DESIRED  BY  ALL 
USERS  OF  PENS 


ffiEGRiZE  Peh  Company 

PATENTEES*  MANUFACTURERS 

PHILADELPHIA,- PA. 


New  Prism  Bottom 

Glass  Royal  Tnkstand 

The  inkstand  illustrated  here  is  3  inches 

square  Cut 
Glass  and  has 
a  Prism  bottom 
that  throws 
beautiful  high 
lights  all 
through  the 
glass,  making 
it  one  of  the 
hand  som  e  st 
inkstands  ever 
offered  to  the 
readers  of  this 
magazine. 

INKSTAND  TROUBLES 

It  is  well  known  that  in  ordinary  inkwells  the  loss 
by  evaporation  is  very  great.  It  is  also  known 
that  evaporation  causes  ink  to  thicken  and  be¬ 
come  full  of  sediment.  Such  inks  will  rapidly  in¬ 
crust  a  pen  and  end  its  usefulness.  It  was  to  avoid 
these  troubles  that  the  Royal  Inkstand  was  de¬ 
signed.  Requires  refilling  and  recleaning  only 
twice  a  year. 

Sent  express  prepaid  to  any  address  in  U.  S. 

or  Canada  for  $1.00.  2c.  stamps  preferred. 

C.  H.  mm,  Sole  Mfgr.,  104  Fulton  Street  NEW  YORK  CITY 
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second  person  “you”  or  “your.”  No  busi¬ 
ness  man  would  dictate  a  letter  as  follows : 

“Favor  of  31st  inst  received,  and  if  will 
enter  order  now,  we  can  give  discount  of 
three  per  cent.  Will  see  by  our  list  price 
that  our  offer  is  exceptional.” 

In  other  words  the  personal  pronoun 
“I”  should  not  be  omitted  any  more  than 
should  the  pronoun  “you,”  for  it  is  only 
unnecessary  repetition  that  '  should  be 
avoided.  The  following  letters  are  models 
in  that  they  combine  brevity  and  clearness 
with  correctness  of  diction : 

West  Chester,  Pa.,  March  15,  1905. 
Mr.  B.  S.  James, 

Dear  Sir: 

Will  you  kindly  send  me  samples  of  en¬ 
graved  visiting-cards  ?  I  shall  need  some 
cards  before  long.  Shall  you  be  able  to 
fill  the  order  on  short  notice? 

Hoping  to  receive  the  samples  promptly,  I 
am,  Very  truly  yours, 

Mary  B.  Blank. 

West  Chester,  Pa.,  March  15,  1905. 
Messrs.  Strawbridge  &  Clothier, 

Eighth  and  Market  Streets, 
Philadelphia,  Pennsylvania. 

Gentlemen : — When  shall  I  be  likely  to 
receive  the  goods  ordered  in  my  letter  of 
the  8th  instant?  They  should  have  been 
here  by  this  time.  I  trust  you  will  investi¬ 
gate  and  will  inform  me  promptly.  I  shall 


leave  West  Chester  for  New  York  on  Sat¬ 
urday  and  shall  need  them  before  that  day. 

Kindly  hurry  the  delivery  as  much  as 
possible,  and  oblige.  Very  truly  yours, 

Mary  B.  Blank. 

West  Chester,  Pa.,  March  15,  1905. 
Misses  Black  &  Metzger, 

Williamsport,  Pa. 

Ladies : — I  have  received  your  letter  and 
shall  be  pleased  to  have  James  attend  your 
school.  Shall  you  care  to  have  him  re¬ 
main  over  Sundays?  I  shall  call  at  an 
early  day  to  make  further  arrangements. 
In  the  meantime,  if  you  are  in  the  city,  I 
shall  be  glad  to  have  you  call  on  me. 

Very  truly  yours, 

Mary  B.  Blank. 

Mrs.  John  R.  Blank. 

West  Chester,  Pa.,  March  15,  1905. 
Mesdames  Rich  &  Clark, 

128  Juniper  Street, 

Burlington,  Vermont. 

Ladies : — I  send  you  herewith  a  recipe  for 
your  new  cook  book.  I  think  it  will  merit 
a  place  therein.  I  shall  be  delighted  to  see 
it  in  the  new  edition.  In  due  course,  I  am 
sure  that  you  will  receive  the  thanks  of 
many  housekeepers  for  your  excellent  work. 
I  shall  await  the  new  edition  with  pleasure. 

Yours  very  truly, 

Mary  B.  Blank. 


Harvesting  in  the  Wheat  Empire, 
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DIRECT  FROM  THE  FACTORY 


THIS  DESK  shipped  anywhere 
in  the  United  States  0  0  0  0 
upon  receipt  ofWWtUU 
Examine  Carefully  and  if  found 
be  A1  in  every  respect, pay  the 
balance  $12.00  and  the  freight, 
and  you  will  have  the  greatest 
desk  value  ever  offered.  This 
(iesk  is  made  of  selected  Oak 
throughout.  It  is  48  inches  long 
and  is  finished  golden.  Has  pen 
racks,  extension  slides,  book 
stalls,  etc.  All  drawers  lock  by 
closing  curtain.  Nothing  to 
equal  it  has  ever  been  offered 
heretofore  for  less  than  $25.00  to  $30  00.  Write  for  Desk  Catalogue 
CENTRAL  MANTLE  CO.,  1222  Olive  St.,  ST.  LOUIS,  MO. 


GEN 

NAIL 
CLIPPERS 


Is  very  handy.  It’s 
a  complete  mani¬ 
cure  outfit.  Yet 
smaller  than  a  knife 
or  scissors.  Your 
nails  can  easily  be 
kept  in  perfect  condition.  Price  25c. 
by  mail.  Sold  everywhere.  Sterling 
silver  handle,  price  $1.00, 


Send  2c.  stamp 
for  “Care  of  the 
Nails.’’ 


H.  C.  COOK  CO. 

o  18  Main  St.,  Ansonia,  Conn. 


The  Chest 

ITS  ACTION  AND  ITS  MUSCLES 

My  new  Book  will  teach  you  how  to 
breathe  properly.  It  is  fully  illustrated 
with  half-tones,  enabling  you  to  easily 
follow  the  exercises  outlined  therein.  I 
claim  two-thirds  of  the  people  of  the 
globe  do  not  know  how  to  breathe.  This 
fact  is  responsible  for  one-half  the  pres¬ 
ent  day  sickness.  Sent  to.  any  address 
upon  receipt  of  2S  cents. 

My  Book,  “Making  Faces”  which  outlines  a  series  of 
exercises  that  absolutely  beautifies  the  face,  has  met 
with  wonderful  success,  also  sent  to  any  address  for  25c. 

MY  SPECIAL  OF’FER.  I  will  send  my  complete  series 
of  Books,  The  Chest,  Making  Faces,  Development  of 
the  Neck  Muscles,  How  to  Beautify  the  Eyes,  and  my 
Chart  Course,  regular  price  $1 .25,  upon  receipt  of  $1.00. 

Prof.  ANTHONY  BARKER,  School  of  Physical  Culture 
1164  0.  Broadway,  NEW  YORK  CITY 


New  York  University 
School  of  Commerce 

Special  Evening  Courses  in  Banking, 
Accounting,  Insurance,  Real  Estate  and 
Advertising.  Washington  Sq.,  N.  Y. 


Straight  Legs 

If  yours  are  not  so,  they  will  appear 
straight  and  trim  if  you  wear  our  Pneuma¬ 
tic  or  Cushion  Rubber  Forms.  Adjusted 
instantly.  Impossible  to  detect,  easy  as  a 
garter.  Highly  recommended  by  army 
and  navy  officess,  actors,  tailors,  physicians 
and  men  of  fashion.  Write  for  photo¬ 
illustrated  book  and  testimonials,  mailed 
under  plain  letter  seal. 

The  ALISON  CO.,  Dept.  G.,  Buffalo,  N.  Y. 


THOUSMittS  WNKt 

(I)  »5;ooo' 

A  YE  A  R- IN  THE  - 

REkLLsTkTE  Business 


No  other  business  produces  the  profits  that  are  made  every 
year  in  the  real  estate  business.  ’ 

We  Wnt  to  teach  you  the  best  business  on  earth  and  its 
principles  and  practices  both  thoroughly  and  technically  in  a  few 
weeks’  time  without  interfering  with  your  present  employment. 

We  want  to  teach  you  the  Real  Estate,  General  Brokerage 
and  Insurance  Business. 

You  can  make  more  money  in  the  Real  Estate  Business  with¬ 
out  capital  in  less  time  than  you  can  in  any  other  business  in  the 
world.  It  is  a  profession  and  the  business  of  a  gentleman. 

Notice  for  yourself  in  the  newspapers  and  magazines  the  tre¬ 
mendous  growth  of  the  real  estate  business— railroads  selling 
land  grants;  the  government  opening  new  homestead  territories- 
timber  concessions  being  sold;  factories  going  up  in  small  towns- 
new  subdivisions,  etc.  ’ 

In  order  to  establish  our  graduates  in  business  at  once  we 
furnish  them  our  “Real  Estate  Journal’’  containing  descriptions 
of  all  kinds  of  real  estate,  business  opportunities,  investments 
etc.,  in  all  parts  of  the  United  States  and  Canada.  We  list  their 
properties:  help  them  secure  customers;  co-operate  with  and 
assist  them  to  a  quick  success.  We  appoint  them  members  of 
one  of  the  largest  co-operative  brokerage  companies  in  America. 

Don’t  spend  the  best  days  of  your  life  working  for  others  when 
you  can  make  an  independent  fortune  for  yourself.  We  assist  in 
establishing  you  in  business  or  to  profitable  employment.  Hun¬ 
dreds  indorse  our  institution.  Writs  for  Iroo  booklet.  It  will 
interest  you. 

H.  W.  CROSS  &  COMPANY 

109  Tacoma  Building,  Chicago 


Who  Are  They? 

Meaning  the  FREE  SPENDERS  who,  recruited  by 
thousands  upon  thousands,  each  year,  scatter 
wealth  broadcast  in  all  the  Centers  of  luxury 
throughout  the  World. 

How  did  they  get  the  money? 

That  open  secret  is  told  in — 

Z  “Speculative  V entures** 

Only  a  little  book — but  brimful  of  intensely  inter¬ 
esting  and  valuable  facts,  information  and  advice, 
for  those  who  want  to  share  in  the  present,  unpre- 
cedended  Era  of  American  Prosperity.  It  is  written 
by  a  Veteran  Expert  who  had  as  many  “Ups 
and  Downs”  as  an  elevator — before  he  became  wise. 

Price  Ten  Cents— if  found 
worth  dollars  after  readhig. 

Address:  PAUL  E.  de  RUYTER 
«  213  Com.  Nat.  Bank  Bldg.,  Chicago  < 


$5  to  $10 


par  day  easily  made  at  your  own  home.  You  can  devote 
either  all  or  only  part  of  your  time  to  the  work.  No  can¬ 
vassing  or  peddling.  For  particulars  write  to  C.  G.  FECHNER, Trenton,  Ill, 


Short  Stuff 


That’s  All 


To  Manufacturers  and  Exporteis. 

This  circular  is  being  sent  by  the  Bureau 
of  Manufactures  to  manufacturers  and  ex¬ 
porters  of  the  United  States  :*  The  Depart¬ 
ment  of  Commerce  and  Labor  is  desirous 
of  securing  the  co-operation  of  manufac¬ 
turers  and  other  persons  interested  in  the 
efforts  being  made  by  this  department, 
through  the  Bureau  of  Manufactures,  to 
extend  the  foreign  trade  of  the  United 
States.  In  furtherance  of  this  work,  it  is 
proposed  to  establish  a  comprehensive  card 
index  which  will  enable  the  department, 
upon  application,  to  furnish  information  de¬ 
sired  by  manufacturers,  or  by  intending 
purchasers,  and  it  is  contemplated  to  ex¬ 
tend  the  system,  if  the  necessary  authority 
shall  be  granted  by  Congress,  to  our  prin¬ 
cipal  consulates. 

To  enable  the  bureau  to  prepare  such  an 
index,  you  are  respectfully  requested  to 
fill  in  the  accompanying  blank,  and  fur¬ 
nish  briefly  any  additional  information 
which,  you  may  desire  to  have  recorded  in 
connection  with  your  business. 

Very  respectfully, 

JOHN  M.  CARSON, 

Chief,  Bureau  of  Manufactures. 


When  Duns  Distress. 

The  darkest  hour  begins  ere  dawn. 

Some  fogy  this  strange  statement  proffered 
For  comfort  to  the  weary-worn. 

And  as  a  consolation  offered. 

His  argument  is  far  from  right, 

Nor  soothes  financial  mundane  terror; 

The  day’s  oft  darker  than  the  night, 

And  that  is  no  substantial  error. 

— Town  Topics. 


Was  Not  Bonded. 

A  trusted  employe  of  a  manufacturing 
concern  had  been  in  the  employ  of  the  com¬ 
pany  20  years  and  was  held  in  such  high 
regard,  that  he  was  permitted  to  fill  posi¬ 
tions  of  great  trust  and  responsibility,  with¬ 
out  bond,  although  required' to  handle  large 
sums  of  money.  He  was  recently  discov¬ 
ered  to  be  short  in  his  accounts  between 
$75,000  and  $100,000  and  committed  suicide. 

This  is  only  one  of  many  instances,  which 
show  that  no  man  can  really  be  absolutely 
trusted  when  handling  large  sums  of 
money  without  supervision  of  any  kind. 


Not  the  Amount — But  the  Way. 

LOUIS  J.  STELLMANN. 

It  isn’t  the  money  you  spend  in  this  world 
That  counts; — not  the  sum  that  you  pay 
But  the  good  you  get  out  of  your  quota  of  coin; 
It’s  not  the  amount,  but  the  way! 

It  isn’t  the  time  you  devote  to  a  task 
That  counts — be  it  years  or  a  day — 

But  what  you  can  show,  when  your  labor  is  done; 
It’s  not  the  amount,  but  the  way  I 

It  isn’t  the  number  of  pleasures  that  count 
In  making  life  dreary  or  gay, 

But  how  you  enjoy  them; — the  ones  that  you  have; 
Is  not  the  amount,  but  the  way! 

Nor  is  it  the  obstacles  strewn  in  your  path 
That  matter.  If  you  can  but  say: 

“My  spirit’s  undaunted”-— you’ll  throw  them  aside. 
“Where’er  there’s  a  will,  there’s  a  way.” 

And  thus  it  is,  always,  whatever  may  be 
The  issue  that’s  brought  into  play; 

It’s  how  you  go  at  it,  and  not  what  you  do. 

That  counts;  not  the  deed  but  .the  way. 


American  Opportunities  in  Australia. 

Mr.  O.  J.  Nettlefold,  of  Hobart,  Tas¬ 
mania,  who  contributed  an  ar.ticle  to  the 
March  number  entitled  “American  Oppor¬ 
tunities  in  Australia,”  and  who  very  kindly 
announced  his  willingness  to  answer  any 
letters  from  subscribers  requesting  further 
information  on  the  subject,  advises  us  that 
the  Australian  mail  was  wrecked  March  22, 
at  Katka,  Idaho,  in  consequence  of  which  a 
number  of-  letters  were  lost  and  others  ar¬ 
rived  in  a  damaged  condition.  This  is  lor 
the  information  of  subscribers  who  may 
have  written  Mr.  Nettlefold  and  have  re¬ 
ceived  no  response.  He  wishes  to  repeat 
his  offer  of  information  to  any  who  desire 
it. 


Words  to  Avoid. 

Don't  use  “Rush”  or  “Hurry.”  Use  “In 
haste,”  or  “Emergency.”  Slang,  especially 
of  the  coarser  order,  must  not  be  used.  Po¬ 
lite  forms  of  expression  in  clear  English  in¬ 
dicate  good  breeding.  Profanity  will  not 
be  tolerated  at  any  time. 

Criticism. 

There  are  two  kinds  of  criticism — con¬ 
structive  and  destructive.  A  criticism  of  an 
existing  state  of  affairs  coupled  with  an  in¬ 
telligent  plan  for  bettering  it,  is  always 
welcome.  On  the  other  hand,  idle  fault¬ 
finding  is  not  only  harmful,  but  exceedingly 
distressing  to  all  right-minded  persons. 
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DOUBLE  ENTRY 
MADE  EASY 


SENT  ON  SIXTY  DAYS  TRIAL 

General  Trial  Balance  taken  in  ten  minutes  with  10,000 
open  accounts  on  your  books.  Errors  located  without 
the  use  of  the  key  figures,  slips  or  any  additional 
work  while  posting,  1  he  only  system  that  will  at  any 
time  show  a  correct  statement  of  tlie  business.  For 
descriptive  booklet  on  ‘'Double  Entry  Made  Easy,” 
address,  J.  F.  DRAUGHON,  Nashville,  Tennessee 


INDEXING 


MADE  EASY,  k  valuable  sug¬ 
gestion.  All  offices  should  use 
The  Subject-Dating  Index  Scheme 
for  General  Correspondence.  Students  should  learn  it.  No 
books  nor  cards  needed  ;  only  necessary  to  know  how 
For  instructions  send  $1  to  C.  VanAllen,  1013  Penn  Ave.,  Pittsburg,  Pa! 


SPENCERIAN 

PERFECT 

Steel  Pens 

USED  BY  EXPERT  AND  CAREFUL  PEN¬ 
MEN  FOR  NEARLY  FIFTY  YEARS 
Sample  card,  12  pens  different  patterns,  will  be 
sent  for  trial  on  receipt  of  6  cents  in  postage 
stamps.  .'\sk  for  card  R. 

SPENCERIAN  PEN  CO. 

349  BROADWAY  NEW  YORK 


THE 

Mechanical  Accountant 


SAVES  TIME  AND  LABOR 

If  you  or  your  clerks  are  using  a  “blind”  com¬ 
puting  machine,  50%  of  your  time  is  being  lost  in 
proving  and  checking  the  work.  The  Mechanical 
Accountant,  the  visible  results  computing  ma¬ 
chine  IS  the  only  computing  machine  that  performs 
self-proving  addition.  The  upper  set  of  dials 
automatically  registers  each  item  as  it  is  used. 

Write  for  free  trial  offer  and  circular  “  D.” 


I  SELL  PATENTS 

IF  YOU  WISH  TO  BUY 
IF  YOU  HAVE  ONE  TO  SELL 
WRITE  ME 

Phurloc  A  <9* 

UliailCO  Hi  OUUll  ItlKKALO,  NEWiVOUK 


ISTAFFORD  DESKS 

PRICE  $19,90  FkcU 

48  5n.  long,  32  in.  deep,  51  in. 
high.  White  oak,  finished  gold¬ 
en.  Has  built-up  writing  bed 
and  panels,  moulded  stiles, 
framed  extension  slides.  All 
side  drawers  have  movable 
partitions,  and  are  locked,  in¬ 
cluding  center  drawer,  by  clos¬ 
ing  curtain.  In  top,  four  oak- 
front  file  boxes;  one  letter 
file;  2  card-index  drawers; 
private  compartment  with 
door  and  lock;  blotter  racks, 
pen  racks,  small  drawer, 
bracket  drawers,  book  stalls, 
etc.,  as  shown.  The  depth  of  this  desk  (32  in.)  and  the  case’s  being 
well  up  from  bed,  makes  it  with  all  its  conveniences  a  MOST  PRAC¬ 
TICAL  DESK.  Sent  anywhere  on  approval.  Send  for  100-piige 
Catalogue  Desks,  Chairs,  Piles,  etc.  Alsu  ask  for  large  Catalogue 
Library  and  House  Furniture  and  get  Factory  Prices. 

We  Make  School  &  Church  Furniture,  Assembly  and  Opera  Chairs. 
Agents  and  dealers  wanted  everywhere.  E.  D.  Stafford  Mfg.  Co.  Chicago 


HAVE  YOU  A  BUSINESS 
MAN’S  PRINTING  OUTFIT? 


FULTON  RUBBER  TYPE  CO.,  455  Broadway,  NEW  YORK 


The  best  is  none  too  good  for 
you.  The  Fulton  Kew  Movable 
Type  Sets  are  the  BEST,  being 
the  most  perfect  and  complete 
outfits  ever  offered  the  busi¬ 
ness  man.  Outfit  No.  206 con¬ 
sists  of  a  5  A  font  of  type,  in 
handsome  polished  wood  box 
with  brass  trimmings,  includ¬ 
ing  a  two-line  holder  and  a 
Fulton  Self-inking  pad  sent 
complete  for  $1.  Other  sets 
rubber  stamps  and  pads  in 
proportion.  Send  for  catalog. 
If  you  have  not  sent  25c  for  a 
New  Non-Blurring  Wood  Ink 
Pad,  do  so  at  once. 


Get  PARK’S  Price 


OH  THE  BE3T 


LOOSE  LEAF  LEDGERS 
LOOSE  LEAF  BIHDERS 


Manifold,  Order,  Billing  and  Charging  Blanks,  and  all  kinds 
of  LOOSE  LEAF  SUPPLIES  for  any  and 
every  kind  of  business. 


MECHANICAL  ACCOUNTANT  COMPANY 

12-18  Warren  St.,  Providence,  R.  I. 


PARK  MANUFACTURING  COMPANY 


140  4TH  STREET 


LOUISVILLE,  KY 


Computing  -Present  Values 

By  CHARLES  E.  SPRAGUE 

Author  of  The  Accountancy  of  Investment 


Mr.  JACOBSON’S  able  and  interesting 
article  “Computing  Present  Values,” 
on  page  520  of  The  Business  Man's 
Magazine,  touches  upon  a  subject  of  im¬ 
portance  which  is  too  little  heeded  in  actual 
business,  and  I  hope  I  may  be  permitted  to 
offer  some  further  illustrations 

When  we  speak  of  “6  per  cent  per  an¬ 
num”  our  words  mean  strictly,  that  six  one- 
hundredths  of  the  principal  are  added  to  it, 
or  paid  in  cash,  at  the  end  of  each  year 
only,  but  we  all  are  in  the  habit  of  using 
the  same  words  loosely  when  we  really 
mean  3  per  cent  per  half  year,  one  and  one- 
half  per  cent  per  quarter  year  or  one-half 
of  one  per  cent  monthly. 

These  terms  may  at  first  thought  seem  to 
be  the  same,  but  as  Mr.  Jacobson  has  point¬ 
ed  out,  they  are  by  no  means  equivalent; 
for  when  the  .005  is  viewed  at  the  end  of 
the  first  month,  it  is  capital,  and  may  be 
re-invested  for  the  remaining  11  months, 
and  the  same  is  true  of  the  other  monthly 
payments  of  .005.  Thus  at  the  end  of  the 
year  the  revenue  will  have  become  .0616778 
instead  of  .06. 

We  remedy  this  ambiguity  by  the  some¬ 
what  awkward  device  of  saying,  for  ex¬ 
ample  :  “6  per  cent  per  annum  payable 
monthly,*'  rather  than  the  more  logical 
form,  “one-half  one  one  per  cent  per 
month.”  In  Mr.  Jacobson’s  first  example, 
if  the  terms  had  read  “6  per  cent  per  an¬ 
num  payable  monthly,”  then  the  solution 
would  have  been  the  correct  one. 

A  class  of  problems  in  which  this  uncer¬ 
tain  meaning  gives  rise  to  disputes  is  that 
of  the  valuation  of  bonds,  more  particular¬ 
ly  when  they  are  bought  and  sould  on  a 
certain  income  basis  at  some  date  shortly 
before  maturity  and  in  the  midst  of  the  last 
interest  period. 

We  will  suppose  a  . bond  for  $10,000,  bear¬ 
ing  interest  at  “5%  semi-annually,”  or  as 
it  properly  should  read,  “two  and  one-half 
per  cent  per  half  year,  the  bond  payable  in 
just  one  year.  Mr.  A  buys  this  bond  at 
such  a  price  as  will  pay  him  2%  per  half 


year  (“4%  semi-annually”)  and  this  price 
is  stated  by  experts  to  be  $10,097.08. 

A  deems  it  prudent,  as  the  time  is  short, 
to  verify  the  result,  as  follows : 


“My  investment  today  is . $10,097.08 

on  which  I  am  entitled  to  receive  2%  in 
A  half-year,  which  will  be .  201.94 


making  my  investment  then . $10,299.02 

I  shall  then  collect  in  cash .  250.00 


being  2%%  on  par,  leaving . $10,D49.02 

as  my  net  investment;  the  difference 
between  $201.94  and  $250  having  been 
applied  in  repayment  of  principal. 

“At  the  end  of  the  year  I  am  again 
entitled  to  2%  of  $10,049.02 .  200.93 


or  a  total  of . . $10,260.00 

which  is  the  exact  amount  I  shall  receive  in  cash.” 

When  half  of  the  last  interest  period  has 
elapsed  and  the  bond  still  has  3  months 
to  run,  A  needs  to  use  the  money  and 
agrees  to  sell  to  B  on  the  same  basis,  viz. : 
so  that  the  latter  will  net  at  the  rate  of 
4%  per  annum.  This  seems  easy  enough, 
but  the  two  men  arrive  at  different  results. 

A  says:  “I  must  have  my  principal  as 
it  was  at  the  beginning  of  the  half 

year  . $10,049.09 

and  interest  for  three  months  at  4%....  100.49 


$10,149.61 

But  B  replies:  “If  I  pay  you . $10,149.51 

I  am  entitled  to  interest  on  it  for  three 
months  at  4% .  101.60 


and  should  receive . $10,251.01 

All  I  can  collect,  however,  is .  10,250.00 


There  is  a  shortage  of .  $1.01 

What  has  become  of  it?  I  make  tne 
amount  which  I  should  pay  only...  .$10,148.51 
Interest  at  4%,  3  months .  101.49 


Total  at  maturity.. . . $10,250.00 


“In  that  case,”  says  A,  “I  should  be  short 
$1  in  my  interest,  but  as  the  amount  is 
small  I’ll  divide  it  with  you.  Pay  me 
$10,149.01  and  I  lose  50  cents  and  you  lose 
50  cents.  But  what  puzzles  me  is,  who 
gets  the  dollar?” 

“I  agree  to  the  settlement,”  says  B,  “but 
I  don’t  understand  it  yet;  let  us  ask  an 
accountant.”  » 

The  accountant  informed  thein  as  fol¬ 
lows  :  “You  were  trying,  gentlemen,  to  di¬ 
vide  a  quart  so  that  each  of  you  would 
have  a  little  more  than  a  pint. 

“The  terms  of  the  bond  are,  five  per  cent 
per  annum,  payable  semi-annually.  These 
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Don’t  Use 
Your  Tongue 

for  dampening  envelopes, 
stamps,  etc.  Disease 
germs  lurk  in  gums  used 
on  envelope  flaps. 

Send  us  35c  for  the 
Dainty  Moistener,  black  enameled ;  50 
cents  nickeled.  Clean  and  sanitary  office 
appliance.  Special  price  in  quantities.  Address 

O'Neill  Water  Heater  Mfg.  Co.,  Dept.  A,  Peoria,  III. 


WHY7>,G0  to  “college” 

iV’  TO  LEARN  BOOK-KEEPING 
k  i^^WHEN  I  WILL  MAKE  A 

j  first'Oass  Book-Keeper 


of 

YOU 

at 

YOUR  OWIM  HOME  in  SIX  WEEKS 
for  $3  or  REFUND  MONEY!  Fair 
enough?  Distance  and  experience  im¬ 
material.  I  find  POSITIOlYSf  too, 
EVERYWHERE,  FREE.  Have  placed 
THOUSANDS.  Placed  pupil  Oct.  lo,  at 
$75  weekly;  another,  Jan.  i6,at  $36  weekly; 
another,  April  17,  at  $50  weekly;  another. 
May  23,  at  $60  weekly— and  several  since. 
Perhaps  I  can  place  YOU,  TOO! 

8,116  TESTIMONIALS! 

—  SAVE  THIS  AND  WRITE  — ^ 

J.  H.  GOODWIN.  Expert  Accountant 

Room  342, 1215  Broadway,  New  York  . 


You  can  earn  $30  to  $100  a  week  after,  probably  before  grad¬ 
uation.  Satisfaction  guaranteed  or  money  back. 

We  teach  thoroughly  by  mail: 

Newspaper,  Magazine  and  Book  Illustrating. 
Caricature,  Cartoon  and  Comic  Drawing. 
Commercial  Designing  and  Lettering. 

Mechanical  or  Architectural  Drawing. 

Sheet  Metal  Pattern  Drafting. 

A  Special  Course  for  School  Teachers. 

Full  information  sent  FREE  by  return  mail  if  you  tell  which 
course  you  want  to  study.  Write  to-day,  while  you  think  of  it. 

ACME  SCHOOL  OF  DRAWING,  1312  Masonic  Temple,  KAUMAZOO,  MICHIGAN 


A  WATCHMAN  CLOCK 

The  “WA660NER  MAGNETO” 

will  reduce  your  insurance  and  protect  your  prop¬ 
erty.  For  information  and  catalogue,  address 

E.  A.  HAMILTON  &  CO. 

461  Old  Houseman  Bldg.,  Grand  Rapids,  Mich. 


NO  FEE!  NO  COMIVIISSION I 

The  best  scheme  ever  devised  for  collecting  poor 
accounts.  Quick  and  certain  Results.  Keep  ac¬ 
counts  in  your  own  hands.  Circular  free. 

R.W.Van  Hoesen,  Specialist,  Frankllnvllle,  IN.  Y. 


BEST  EVER  MADE 
A  perfect  manicure 
Quick,  easy, 
simple  and 
strong. 

The  Original, 

made  in  German 
silver,  25c. 

Kllp'KIip  Jr.,  nickeled,  15c,  At  deal¬ 
ers  or  mailed.  Accept  no  substitute. 

As  heretofore,  made  only  by 

KLIP-KEIP  COMPANY. 

Send  4C.  in  stamps  for  book,  595  Clinton  Ave.  S., 
“How  to  Care  for  the  Hands.”  Rochester,  N.  Y. 


Can  You  Draw  This? 

Copy  it  as  well  as  you  can,  send  to  us  and  we 
will  give  you  a  handsome  art  portfolio  of 
drawings  by  the  noted  artist,  Charles  Lederer. 
k  course  of  lessons  by  mail,  at  home,  will  quality 
you  to  earn  a  good  salary  as  an  artist  and  cartoon¬ 
ist.  Instruction  individual  and  exactly  adapted 
to  your  talent. 

THE  LEDERER  SCHOOL  OF  DRAWING 

CHATTANOOGA,  •  •  TENNESSEE 


diamond 


it  bespeaks  his 
Tliere  is  not  t 
good  .Character  ! 
or  b^^ble  to  pr 
theS^asy^lejrin 


:  4  T tamacliom^. 
reference 


0'Cuarantee  ie 


We  aref/ielo! 
llfsheif  1843 
|new' catalog  sho 
"ry  in  the  latesipno 
border..  Send  for  cata 


J.?M4LY0NmfC0 


NEW  YORK 


65s67'69  Nassau  St. 
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last  two  words  you  have  lost  sight  of ; 
3  months’  income  at  the  rate  of  2  per  cent 
semi-annually  is  ftot  one  per  cent — I  find  it, 
by  logarithims,  to  be  .9905  of  one  per  cent. 
Multiplying  $10,049.02  by  .0099505  we  have 
Mr.  A,  for  your  interest  at  a  rate  equiv¬ 
alent 

“Remember,  gentlemen,  that  frequency  of 
conversion  is  equivalent,  up  to  a  certain  de¬ 
gree,  to  a  raising  of  rate.  Neither  of  you 
has  lost,  and  your  compromise  turns  out 
to  be  exactly  what  is  scientifically  correct. 
Had  the  date  of  your  transaction  been 
earlier  or  later,  this  would  not*  have  been 
the  case ;  still,  the  variation  would  have 
been  trifling.  • 

“Mr.  A  might  have  obtained  his  result 


by  another  method  which  is  the  one  usually 
employed  by  dealers  in  investment  securi¬ 
ties.” 

To  2%  semi-annually . $  99.99 

Which,  with  your  principal... .  10,049.02 


makes  your  true  claim . $10,149.01 

“If  you  invest  this  for  the  remaining 
three  months  at  .99505%  it  will  earn...  100.99 


and  you  as  well  as  Mr.  B  will  have. ..  .$10,250.00 
As  the  price  of  the  bond  itself,  exclu¬ 
sive  of  accrued  interest,  will  depreciate 
during  six  months  to  the  extent  of....$  49.02 

we  may  assume  that  in  three  months  it 


will  depreciate  one-half  as  much .  24.51 

and  its  value  will  be . 10,024.51 

and  accrued  interest,  or .  125.00 


as  interest  accrues  at  5%  on  par. 

This  gives  A’s  result . $10,149.51 


This,  as  far  as  I  know,  is  the  invariable 
method,  established  by  custom,  and  to  which 
the  purchaser  would  have  to  submit. 


How  to  Keep  a  Record  of  Containers 
Loaned  to  Customers 


By  W.  J.  LeSELLE 


JUDGED  from  the  number  of  firms  that 
keep  absolutely  no  record  whatever  of 
outgoing  containers,  such  as  kegs,  cases, 
etc.,  we  would  conclude  that  the  compara¬ 
tive  value  of  the  container  to  its  contents 
is  very  little.  This  is  an  erroneous  im¬ 
pression  and  in  fact  has  been  the  cause  of 
the  failure  of  many  firms  that  would  other¬ 
wise  have  succeeded.  As  an  example  1 
would  say  that  the  actual  cost  of  the  “soda 
water”  in  a  case  of  this  class  of  goods  is, 
when  compared  to  the  actual  cost  of  the 
bottles  and  case,  as  1  is  to  4,  i.  e.,  the  con¬ 
tainer  is  worth  four  times  as  much  as  the 
goods  actually  sold.  As  no  charge  is  made 
for  these  containers  the  necessity  of  a  sys¬ 
tem  looking  to  the  prompt  and  sure  return 
of  same  becomes  more  and  more  apparent. 

As  the  question  is  one  that  has  had  the 
attention  of  several  conventions  without 
any  apparent  solution  it  will  be  my  aim  to 
explain  in  this  article  a  system  that  has 
been  tried  and  found  to  be  absolutely  re¬ 
liable. 

It  will  not  be  necessary  to  state  that  this 
system  has  for  its  foundation  the  card  sys¬ 
tem. 

Let  us  take  for  example  a  bottler  having 
5,000  cases  of  bottles  containing  two  dozen 
bottles  each.  To  install  this  system  it  will 
be  necessary  .that  these  cases  be  numbered 


in  numerical  order.  Not  only  will  they  have 
to  be  numbered,  but  the  numbers  must  be 
put  onto  the  case  in  such  a  way  and  such 
a  place  that  it  can  be  easily  read  and  easily 
distinguishable  as  long  as  the  case  is  fit  for 
use.  To  do  this  it  is  best  to  “brand”  the 
numbers  on  the  end  of  the  containers. 

Next,  he  will  have  to  provide  himself 
with  cards  numbered  the  same  as  the  cases. 
(See  Fig.  1.)  In  other  words  card  No.  729 
is  to  represent  case  No.  729,  and  is  to  give 
a  complete  history  of  its  life. 

He  also  provides  himself  with  a  number 
of  cards  of  a  different  description.  (See 
Fig.  2.)  These  cards  are  to  give  a  com¬ 
plete  record  of  all  transactions  with  the  par¬ 
ticular  customer  whose  name  and  address 
appears  at  the  top  of  same.  He  is  now  ready 
to  do  business  as  far  as  his  “Container  or 
Case  Record”  is  concerned. 

His  driver  now  starts  out  and  delivers 
case  No.  729  to  John  Jones,  801  State 
street.  As  is  customary  an  invoice  is  made 
out  for  this  sale  by  the  driver  in  a  book 
which  he  carries  for  the  purpose.  These 
books  are  printed  in  triplicate  and  the  bill 
is  therefore  made  out  in  triplicate.  One 
copy  goes  to  the  purchaser,  while  the  re¬ 
maining  two  stay  in  the  book  until  the 
driver  makes  his  report  at  night,  when  one 
of  them  is  turned  in  at  the  office  with  his 
report. 
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STENOGRAPHERS— A  Tabuiat 


The  Scale  screws  on  your  typewriter  in  place  of  the  one  you 
are  now  using,  and  solves  the  problem  of  getting  figures,  ditto 
marks,  etc.,  exactly  under  each  other.  Like  all  wonderful  In¬ 
ventions  it  is  simple,  practicable,  costs  little  and  does  the  work. 
I  will  send  you  one  on  my  Try-Before-Yoii-Buy  Plsn*-put  it  on 
your  machine  and  use  it.  Costs  just  one  cent  to  try  it — a  postal 
card.  Ifit  does  not  suit,  return  it.  I  pay  all  costs.  Save  your¬ 
self  tabulating  troubles.  Write  to-day,  giving  make  and  model 
oi  machine. 

W.  V.  KING,  1  15  North  8th  Street,  St.  Louis 


YOU  GAN  DOUBLEYOmNCOMEPRINTIN^^ 

Many  are  making  more  out  of  their  evenings  than  their  days.'  There’s  a  big 
market  for  small  pieces  of  printing — and  big  money  in  it  for  the  printer.  No 
experience  required.  We  teach  you  how  to  print  letter-heads,  cost  tickets, 
card  systems,  weeklies,  etc.,  on  the  Model  Press,  then  criticize  your  work 
free.  Letters  like  the  following  prove  that  men  are  making  big  money, 
without  capital,  printing  at  home  with  a  Model  Press. 

“The  Model  Press  is  the  very  best  investment  ever  made.  I  make  more 
some  weeks  after  supper  with  it,  than  at  my  regular  occupation.” 

OTHNIEL  G.  STACKHOUSE,  Camden,  N.  J. 

Not  a  toy.  The  leader  for  30  years.  Simple,  durable.  Pennsylvania  Railroad 
uses  6.  Your  office  boy  or  clerk  can  do  your  office  printing  with  a  Model  Press. 
“Our  books  show  that  we  have  done  $6,700.00  worth  of  printing  on  our 
Model  Press,  and  have  paid  out  for  actual  repairs  less  than  $5.00.” 

BRAZLETON  &  PUTNEY,  Fairmont,  Neb. 

You  can  do  nothing  better  for  children  than  give  them  a  Model  Press.  They  can  make  money, 
learn  business  and  find  more  pleasure  at  home  than  in  the  street. 

“Three  hours  after  the  arrival  of  the  Model  Press  my  ll-year-old  boy  had  printed  500  postal  cards  as 
neatly  as  anyone  could  do  it.  The  press  work  occupied  50  minutes.  O.  A.  HOUGHTON,  Elmira.  N.Y. 

Cost  from  $5.00  up.  Soon  pays  for  itself.  Send  to-day  for  booklet  “How  to  Make  Money  Printing 
at  Home.”  MODEL  PRINTING  PRESS  CO.,  102  N.  10th  St.,  Philadelphia,  Pa. 


YOU  ARE  WASTINB  YOUR  LIFE ,,  ,  . , 

a  successful  business  life  is  within  your  grasp.  To  be  successful  In  a  confidential  position,  it  is  first  of 
all  necessary  that  you  be  able  to  write  shorthand.  f  , 

The  McKee  Method  by  mail,  is  quick,  accurate,  and  within  the  sphere  of  your  present  earnings 

and  within  a  short  time  you  will  be  earning  more  than  triple  your  present  weekly  stipend! 

Success  is  before  you.  Let  us  show  you  the  way,  f  j 

We  teach  only  a  limited  number.  Delay  may  cause  you  to  miss  the  opportunity. 

McKEE  SHORTHAND  SCHOOL,  19  West  Mohawk  Street,  Buffalo,  N.Y. 


The  Best  Paper  Clip  Made 


The  “Cinch” 

The  simplest 
and  cheapest 
clip  made. 

Packed  250  in 
each  box. 

Sample  box 
10c.  postpaid. 
1,000  for  only  35c. 


“Niagara”  No.  1 

(Smaller  than  No.  2) 

Made  of  either  brass  or 
steel.  Holds  papers  up 
to  a  quarter  inch  thick. 
Sample  box  (100)  ISc. 
postpaid.  $1.35  per  1000 


‘Niagara”  No.  2 

(Medium  Size) 

Is  made  of  the  best  steel 
spring  wire  and  will  se¬ 
curely  hold  together  large 
quantities  of  papers  as  well 
as  the  thinest  sheets  with¬ 
out  mutilation.  Packed 
100  in  a  box.  Sample 
box  20c.  postpaid.  $1.50 
per  1,000. 


“Qiant” 

The  newest  paper  clip  out. 
The  handiest  time  saver — 
made  to  grip  large  quantities 
of  papers.  Put  up  in  boxes 
of  100  for  desk  use.  Price 
25c.  postpaid. 


$2.00  for  1,000. 

Send  for  our  Catalog  of  Office  Specialties _ 


NIAGARA  CLIP  CO.,  37  Park  St.,  NEW  YORK 
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This  book  is  printed  in  such  a- way  that  it 
shows  the  following: 

First — The  name  and  address  of  the  cus¬ 
tomer  to  whom  the  goods  were  sold. 

Second — The  number  of  cases  sold,  as 
well  as  the  numbers  on  the  cases  and  the 
amount  received  for  same. 

Third — It  also  shows  the  number  of  M. 


No.Tiq 

0»t  bciTt 

NaF\« 

A  d<J  ress 

lijboTe 

Mayn-05 

SoiSraTeSt-c.r;, 

May^i-05 

JuqCiO^ 

L  ec7 Ke/7> 

, 

Figure  I. 


T.  cases  received  in  return  as  well  as  the 
numbers  on  such  eases. 

As  stated  above,  one  of  these  copies  is 
turned  in  at  the  office  and  from  this  record 
our  case  clerk  enters  onto  card  No.  729  the 
fact  that  on  May  22nd  John  Jones,  801  State 
street,  received  this  case.  At  the  same  time 
he  takes  out  the  card  headed  “John  Jones” 
and  enters  thereon  the  fact  that  case  No. 
729  has  been  charged  to  him  on  the  above 
date.  This  completes  his  record  on  this 
particular  case  until  -he  receives  notice  at 
some  later  date  that  this  case  was  returned 
from  John  Jones. 

Possibly  a  week  or  ten  days  later  Mr. 
Jones  again  buys  goods  and  when  the  driv¬ 
er’s  leport  is  turned  in  he  finds  that  among 
the  M.  T.  cases  returned  Mr.  Jones  has  re¬ 
turned  case  No.  729.  Our  case  clerk  there¬ 
fore  takes  out  card  No.  729  and  sees  that 
on  May  22nd  same  was  charged  to  Mr. 
Jones.  He  therefore  fills  out  the  “In  Date” 
column  on  this  particular  card  with  the  date 
same  was  returned  and  at  the  same  time 
takes  out  the  card  headed  “John  Jones” 
and  also  fills  out  the  “In  Date”  column  on 
same  and  by  so  doing  credits  Mr.  Jones 
with  the  return  of  this  case. 

Possibly  someone  will  ask  the  object  of 
having  the  two  sets  of  cards.  In  the  case 
explained  above  the  case  was  charged  to 
John  Jones  and  returned  direct  by  him  and 
*  one  card  would  have  been  sufficient.  This, 
however,  is  not  always  the  case  and  a  sys¬ 
tem  to  be  of  any  value  must  provide  for 
unusual  cases.  Suppose,  therefore,  that  this 


case,  after  being  sold  to  John  Jones,  wa> 
loaned  by  him  to  his  neighbor  or  shipped 
out  into  the  country.  In  due  time  the  case 
is  returned  but  by  an  entirely  different  par¬ 
ty.  Our  case  clerk  therefore  simply  turns 
to  his  card  (Fig.  1)  and  it  shows  him  ex¬ 
actly  to  whom  it  was  originally  delivered 
and  to  whom  same  should  be  credited. 

*By  keeping  up  this  record  our  bottler 
can,  by  simply  referring  to  his  numbered 
cards,  tell  at  a  glance  to  whom  any  case 
charged  at  any  time  and  how  long  same 
has  been  out.  It  not  only  tells  him  where  a 
case  is  at  any  time,  but  shows  him  how 
long  same  has  been  in  use,  how  many  times 
it  has  been  out  and  how  long  a  case  lasts 
before  it  becomes  worthless. 

By  referring  to  his  “Customer  Cards”  he 
can  tell  at  a  glance  how  many  cases  John 
Jones  or  any  other  customer  has  charged 
to  him,  how  long  they  have  been  charged 
to  him  and  whether  he  returns  his  cases 
promptly  or  loses  them.  Not  only  can  he 
state  positively  to  John  Jones  that  on  such 


N(nr\e  JohnUor 

Ad 

yes  Card  No.  J 

flrpSN  ^0/  Stciti  it.  City ■ 

Oi)1  bole 

CciseNo. 

Ipbate. 

OotbaTe 

Case  No 

Ip  bate 

Main-05 

72<7 

Mai3h05 

Maylt-oS 

603 

Jl]ne5-05 

May  22- 05 

/045 

May}  1-05 

Mai22-o5 

76 

.June  5-05 

MaiihOS 

qo& 

Mavdl-05 

654 

June5-05 

JuoeS-os 

loq 

Jvoe5-Q5 

Jt5l 

JjjoeS-os 

Figure  II. 


and  such  a  date  he  received  a  certain  case 
that  has  not  been  returned,  but  he  can 
back  up  his  assertion  with  absolute  proof, 
as  he  can  give  him  a  complete  statement  of 
when  every  case  sold  him  was  delivered 
and  when  it  was  returned. 

It  is  evident  that  the  older  this  record 
becomes  the  more  valuable  it  is  as  it  is  not 
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ALWAYS  A  PERFECT  TISSUE  COPY 

If  you  use  OUR  ASBESTOS  COPYING  BATH 
for  Copying  Press  Cloths 

Quick,  Clean  and  Convenient.  Good  for  All  Tissue  Copies.  Avoid 
Substitutes.  Sold  by  leading  stationers.  Write  us  for  free  circular. 

THE  CLEVELAND  COPYING  BATH  CO*,  Cleveland.  Ohio 


Cyclopedias^ 


DR  AWI  N  G 


New,  enlarged  edition, 

TWO  VOLUMES 

Bound  iu  Half  Leather,  1200  pages, 
(size  8x10  ins.)  fully  indexed;  1500 
illustrations,  plates,  engravings,  etc. 


Both  books  sent  on  five  da^'s 
approval,  express  prepaid.  ^If 
satisfactory  send  and  $1  per 
month  for  six  months.  Other¬ 
wise,  notify  us  and  we’ll  trans¬ 
fer  the  books  absolutely  free. 

NOT  GOOD  AFTER  NOV.  1 


BKIEF  LIST  OF  SUBJECTS 
Freehand  Drawing 
Mechanical  Drawing 
Shades  and  Shadows 
Keuderingin  Pen  and- Ink 
Perspective  Drawing 
Architectural  Drawing 
Eenderingin  Wash  and  Color 
Water  Color  Hints  for  Draftsmen 
Working  Drawings 
Machine  Design 
Sheet  Metal  Pattern  Drafting 
Tinsmithing 

Practical  Problems  in  Mensuration 


American  School  of  Correspondence 

CH  ICAGO,  I  LL. 


Pen  Carbon 

After  much  experiment  we  have 
produced  a  carbon  paper  sensitive 
to  the  lightest  touch  of  an  ordinary- 
pen.  Ordinary  writing  pressure 
assures  a  clear  and  legible  copy. 
Ask  for  samples. 

We  manufacture  Carbon  Papers 
for  all  purposes,  and  Typewriter 
Ribbons  for  all  machines.  Write  us. 

The  Neutric  Chemical  Company, 

44  N.  4th  St.,  Phila.,  Pa. 


“EASY” TROUSER  HANGER 

Easy  to  keep  your  trousers  pressed 
and  in  shape  with  our  new  hanger. 

A  new  idea — quick  to  put  on  and  take 
off — trousers  always  hung  up  out  of  the 
way-  The  bag  is  all  gone  when  you  put 
them  on  again — no  metal  to  rust  in 
dampness.  Set  of  6  prepaid  $1.00. 

Sample  26e.;  3  for  BOe.  in  coin. 

Y ou  can  earn  a  good  salary  as  agent — they 
sell  easily.  Write  for  booklet. 

FRED  OLDS,  Box  583,  Alpena,  Mich. 


PENMANSHI 


Adequately  taught  by  snail.  Leam  to  write  a  good  business 
hand;  it  may  be  the  basis  of  your  success  in  life.  First  coujhs® 
of  instruction,  a  copy  of  Palmer’s  Penmanship  Budget,  yUann' 
a  ffuB  year’s  subscnption  to  the  beautiful  monffly.  The 
Western  Penman,  aU  now  for  $3.00,  A  handsome 
dipioma  when  course  is  completed.  We  are  maklTig  more 
good  business  penmen  than  all  other  agencies  in  America 
combined.  Over  100,000  pupils  enrolled.  Catalog  free. 

MINER  SCROOl,  (EsI.  1881)  8oi  R6,  CEDRR  RRPIDS,  (OWE 


irwiTir  SIX 
K  months 

THE  MINING  HERALD.  Leading  mining  and 
financial  paper,  giving  valuable  information  on  mining 
and  oil  industries,  principal  companies,  best  dividend 
paying  stocks,  and  showing  how  immense  profits  may 
be  made  on  absolutely  safe  investments. Write  for  it 
to-day.  A.  L.  Wisner  &  Co.,  32  Broadway,  New  York 


PATENTS 

VALUABLE  BOOK  ON  PATENTS  FREE 

TeiiS  how  tc  secure  them  at  low  cost.  ,  How  to  Sell  a 
Patent,  and  Wnat  to  Invent  for  profit.  Gives  Mechanical 
Movements  invaluable  to  inventors.  Full  of  Money-Making 
Patent  Information,  Inventors  Guide  Bookmailed  FREE  8 

O’MEAR  A  &  BROCK,  Patent  Attorneys 

918  W  St«,  WMblngtosT.,  D,  Co  ¥o  29C  Bposdirsy,  5.  Y.  (Sitf 


WANTED 


men  to  post  signs,  advertise, 
and  distribute  samples.  Salary 
$18.00  weekly.  $3.00  per  day  for 
expenses.  State  age  and  present  employment. 
KUHLMAN  CO..  Dept.  R.,  Atlas  Block,  Chicago 


MEN’S  35c  SOCKS 


PAIRS  FOR 


Ask  any  good  dealer  how  much  he  gets  for  fast  black  leunln*;, 
Blsle  thread  half-hose  and  he  will  tell  you  35c.  By  buying  direct 
from  us  you  save  nearly  half.  Our  famous  “Longwear’’  stockings 
are  true  to  their  name:  they  outwear  any  other  35c  stocking. 
The  best  lisle  thread,  fine  texture,  warranted  fast  blaek,  speciall 
ribbed  top  to  prevent  them  stretching  and  coming  down.  Abso- 
solutely  seamless,  perfect  fitting,  with  no  hard  ridges  to  hurt  the 
feet.  A  35c  sock  for  20c.  Simply  send  f  1.00  to-day,  stating  size, 
tor  5  pairs  by  mail  postpaid. 

Money  hack  if  you  want  it. 

A.  0.  600L0  &  CO.,  960  Washington  Ave.,  Portland,  Mi. 


Drawer  Partitions 

Readily  applied,  removed  or  adjusted  to  any  de- 
sited  position.  Four  sizes— 1 5^,  2, 2%  and  4  inches 
high.  Price,  50  cents  per  dozen,  postpaid. 

T.  P.  &  H.  H.  DIXON, 

1312  FILBERT  STREET.  PHILADELPHIA,  PA, 
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only  a  Container  Record  but  also  shows  at 
any  time  the  number  of  cases  purchased  by 
a  certain  customer  during  a  given  time,  and 
by  looking  over  these  cards  he  can  see  if  a 
customer  is  buying  more  or  if  his  purchases 
have  decreased.  It  also  shows  him  when  a 
customer  stops  buying  and  this  alone  is  of 
great  value,  as  oftentimes  drivers  fail  to 
report  the  loss  of  a  customer  for  various 
reasons.  The  very  fact  that  these  records 
are  kept  has  been  a  “prod”  to  an  other¬ 
wise  negligent  driver. 

In  the  example  taken  above  I  have  used 
a  case  as  an  example.  It  will  be  readily 
seen  that  a  barrel,  keg  or  any  other  con¬ 
tainer  can  be  easily  handled  in  the  same 
manner. 


How  Our  Agricultural  Department  Can 
Help  the  Business  Man. 

BY  JAS.  H.  COLLINS. 

TO  use  the  Agricultural  Department  at 
Washington  as  a  source  of  informa¬ 
tion  it  is  not  necessary  that  one  be 
engaged  in  tilling  the  soil,  even  as  an  ama¬ 
teur  gardener.  Many  men  whose  lines  of 
business  trend  right  away  from  the  soil 
rely  upon  this  bureau  for  aid  in  conducting 
their  enterprises. 

A  Brooklyn  hotel-keeper,  for  example, 
uses  the  Agricultural  Department  to  help 
supply  his  table  with  the  best  foods.  A 
year  ago  he  found  it  almost  impossible  to 
buy  fresh  eggs  either  from  dealers  or  farm¬ 
ers,  though  willing  to  pay  double  the  pre¬ 
vailing  price  if  necessary  to  secure  an  arti¬ 
cle  of  undoubted  quality.  Appeal  to  the 
Agricultural  Department  brought  the  rem¬ 
edy  at  once  in  the  form  of  a  simple  test¬ 
ing  solution.  This  is  made  up  according 
to  a  formula  furnished,  and,  any  egg  over 
three  days  old  dropped  into  it  is  bound  to 
float,  owing  to  the  slight  percentage  of  air 
that  has  been  absorbed  through  its  shell 
even  in  this  short  period. 

Oysters  from  certain  famous  beds  began 
to  deteriorate  in  quality.  Inquiry  at  the 
Agricultural  Department  led  to  an  investi¬ 
gation  and  the  hotel  man  was  told  that, 
owing  to  great  demand,  seed  oysters  from 
other  localities  had  been  planted  in  the 
beds  and  were  sent  to  market  before  they 
acquired  the  distinctive  flavor  associated 
with  oysters  native  to  them.  This  led  him 
to  serve  oysters  of  other  good  kinds  at  a  sav¬ 
ing  in  price.  Beef  began  to  be  of  poor  quality 


a  year  or  two  ago.  It  was  impossible  to 
buy  it  with  the  rich  fats  and  fine  grain 
that  are  the  mark  of  beef  fed  in  the  stall 
on  corn.  The  Agricultural  Department  re¬ 
ported  after  inquiry  that  farmers  were 
feeding  cottonseed  meal,  owing  to  the  high 
price  of  corn,  and  that  until  other  condi¬ 
tions  prevailed  the  hotel  man’s  search  for 
stall-fed  beef  of  the  old-fashioned  kind 
would  be  largely  a  waste  of  time  and 
money. 

The  Agricultural  Department  has  an  in¬ 
exhaustible  accumulation  of  special  infor¬ 
mation  applying  to  every  business  that  uses 
raw  materials  coming  from  the  soil — which 
is  the  same  thing  as  saying  all  business. 

Advertising  is  becoming  more  and  more 
a  presentation  of  sound  reasons  why  peo¬ 
ple  should  buy  certain  commodities  instead 
of  mere  assertions  of  superioritA^  An  ex¬ 
pert  advertising  writer  in  Philadelphia  gets 
valuable  help  from  the  department’s  bulle¬ 
tins  on  foods,  both  as  to  nutritive  values 
and  ways  of  detecting  adulterations.  In 
the  archives  are  many  costly  analyses  of 
fibers  and  plants,  as  silk  and  cotton,  to¬ 
bacco,  etc.  These  are  of  direct  importance 
to  manufacturers,  as  are  reports  on  pro¬ 
cesses  of  canning  and  preserving.  The  de¬ 
partment  has  investigated  bread-making  for 
the  baker,  types  of  poultry  for  the  poul¬ 
terer,  ways  of  packing  goods  for  market 
for  the  fruiterer,  and  can  often  suggest 
methods  of  marketing  by-nroducts  for  use 
as  fertilizers,  cattle  foods  and  other  pur¬ 
poses.  The  manufacturer  of  farm  ma¬ 
chinery  will  find  that  his  devices  have  often 
been  studied  and  dealt  with  in  bulletins 
such  as  that  on  the  uses  of  the  cream  sep¬ 
arator.  If  commodities  deteriorate  in  stor¬ 
age  or  manufacturing  or  spoil  on  the  re¬ 
tailer’s  shelves  the  Agricultural  Depart¬ 
ment  may  know  both  the  reason  and  the 
remedy.  In  fact,  any  business  man  con¬ 
cerned  with  a  raw  material  or  a  product 
even  remotely  associated  with  the  soil  will 
do  well  if  things  go  wrong  to  write  to  the 
Agricultural  Department  about  it. 


Accounting  Methods  for  the  Bituminous 
Coal  Mining  Business. 

Correction — On  ,  page  441,  a  statement 
is  made  indicating  the  passage  of  state 
laws  requiring  the  payment  of  employes  by 
the  month.  This  should  read  “bi-monthly.” 
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HEALTH,  STRENQTH 


AND 


PERFECT  MUSCULAR  DEVELCPMENT 

can  be  attained  AT  HOME  by  devoting  ten  minutes 
night  and  morning  to 

THE  PERFECT  SYSTEM  OF  PHYSICAL  CULTURE 

brea»'f„re7?"pVer„!L^^ 

XEEn'.'u'MrreL'Lr.lf'*'  ^0^%“: 

nnH^c  System  is  prescribed  and  highly  indorsed  by  eminent  physicians 

^  prominence  throughout  the  United  States,  Canada  and 

an  interesting  and  valuable  booklet  on  Health  It  is  free 

literature,  which  tells  you  about  The 
Perfect  System  and.how  to  attain  Health  and  Strength.  ^  ® 

Don’t  put  off  writing.  DO  IT  NOW.  * 

A  National  Institution  with  a  Natiorial  Purpose. 

NATICNAL  PHYSICAL  CULTURE  INSTITUTE 


Manhattan  Building 


SUITE  103 


Washington,  D.  C. 


l: 


A,  nickel  plated,  polished  oak  or  imitation  mahoeanv 
base  nm  and  cover,  one  roll  of  copying  paper,  (NOI  AO 
instruction  card,  etc.  -  ^ibliUU 

STYLE  B,  enamel  finish,  no  wood  cover  or  _ 

base  -  -  -  -  . 


$16.00 


IS  SENT  ON  10  DAYS  FREE  TRIAL 

Use  it  ten  days.  If  you  are  not  convinced  that  it  fulfills  every 
claim  made,  ship  it  back  at  our  expense. 

CL  It  will  copy  your  letters,  bills,  etc.,  on  loose  sheets 
better  than  any  other  known  method. 

CL  A  half  dozen  different  letters  copied  at  one  operation. 
CL  None  of  the  complication  and  half  the  cost  of  other 
rotary  presses. 

CL  You  file  the  copies  in  your  regular  letter  file  with  the 
letters  they  answer. 

CL  A  great  saving  of  time,  money  and  worry  in 
spying,  filing  and  looking  up  matters  of  reference. 

The  Quickeasy  uses  less  paper  and  makes  more 
copies  from  one  letter  than  any  other  rotary  press. 

CL  The  Quickeasy  uses  heavy  weight  roll  paper  and 
cuts  off  the  sheet  just  long  enough  to  cover  each  par¬ 
ticular  letter. 

CL  The  Quickeasy  press  is  more  desirable  to  use  than 
carbon  paper,  or  any  other  style  of  press  copying. 
Our  press  will  copy  any  size  sheet  up  to  8ixl3  inches. 


THE  qriOKEASY  C'OPYINW  PRESS  CO.,  Uept.  2  Marion,  Ind. 

Please  send  me  one  of  your  Quickeasy  Presses  (Style . )  on 

10  days'  free  trial.  It  is  fully  understood  that  this  in  no  way  "obligates 
me  to  purchase. 

Name 


Business 

.  Street 


Please  mention  The  Business  Man's  Magazine  when  writing  to  advertisers. 


-  The  Credit  Man  in  Modern  Business 

By  C.  J.  M’BRIDE 


I  HE  modern  business,  if  a  success  to¬ 
day,  is  made  so  by  good  management, 
the  efficient  and  conscientious  work  of 
everyone  in  the  business  from  the  office  boy 
up.  This  may  sound  like  a  truism.  If  we 
were  asked  what  was  the  most  important 
factor  in  business,  next  to  its  actual  finan¬ 
cial  management,  we  wou.d  say  unhesitat¬ 
ingly,  “the  extending  of  credit  and  the  col¬ 
lection  of  accounts,”  in  other  words,  the 
work  of  the  credit  man. 

Someone  has  referred  to  the  modern 
credit  man  as  “The  watchdog  of  the  finan¬ 
cial  world,”  a  name  which  has  too  much 
of  truth  in  it  to  be  altogether  pleasant. 

Under  the  name  “credit  man”  it  is  a 
comparatively  new  institution,  but  as  a 
matter  of  fact  we  have  had  the  credit  man 
with  us  since  the  first  transaction  in  which 
there  was  time  granted  for  part  of  the 
payment,  and  we  will  have  him  as  long  as 
business  is  carried  on  this  basis. 

The  duties  and  privileges  of  the  credit 
man  are  not  outlined  and  limited  as  aie 
those  of  the  president,  treasurer  and  secre¬ 
tary  of  an  organization,  and  his  training  is 
not  specific,  but  is  acquired  by  experience, 
observation  and  the  exercise  of  judgment. 

He  is  called  upon  to  decide  for  the  house 
employing  him  whether  or  not  they  will 
trust  their  money  to  the  customer  who  ap¬ 
plies  for  credit,  and  upon  his  judgment  his 
house  relies,  so  carrying  the  idea  out  to  the 
fullest  conclusion  it  would  seem  that  upon 
his  good  judgment  would  depend  the  rise 

or  fall  of  the  business. 

“Your  order  has  been  received,  and  re¬ 
ferred  to  the  credit  department.”  These 
words  often  cause  a  would-be  customer  a 
feeling  of  goneness,  and  he  holds  his  breath 
and  thinks  hard  while  being  interviewed 
by  the  credit  man,  for  he  knows  that  his 
past,  present  and  future  are  being  carefully 
weighed.  If  he  is  found  wanting,  the  ver¬ 
dict,  “cash  only”  is  given;  he  goes  away, 
hating  the  credit  man,  feeling  that  an  in¬ 
justice  has  been  done  him  and  yet  let  us 


look  the  ground  over  carefully  and  see  o.i 
what  the  credit  man  bases  his  verdict. 

Unless  one  has  had  personal  experience 
it  is  difficult  to  realize  what  the  credit  man 
has  to  contend  with  in  the  matter  of  getting 
the  information  necessary  on  which  to  for.n 
a  judgment.  It  would  seem  that  on  no 
side  is  a  man  more  sensitive  than  on  the 
question  of  his  financial  responsibility,  his 
resources,  his  ability  to  make  a  success,  and 
his  business  training,  in  fact  the  very 
things,  and  the  only  ones  which  would 
enable  a  credit  man  to  rate  him  sensibly, 
justly  and  fairly. 

Now  take  the  case  of  a  new  customer,  the 
report  given  is  rather  favorable  than  other¬ 
wise.  He  is.  a  new  man,  starting  in  a  new 
location.  He  may  never  have  been  in  busi¬ 
ness  before,  and  if  this  is  the  case  it  is 
harder  than  ever  to  determine  his  proper 
standing.  The  credit  man  must  ascertain 
regarding  the  would-be  customer,  first,  his 
character,  his  reputation  for  honesty,  punc¬ 
tuality  and  industry,  whether  he  is  of  good 
habits,  and  conservative.  Is  his  location  a 
good  one  for  the  particular  business  in 
which  he  is  about  to  engage?  If  there  was 
anything  questionable  in  his  past  was  it  his 
fault,  or  incompetence  on  his  part?  What 
is  his  financial  responsibility  as  shown  by 
his  statement  of  assets  and  liabilities?  Is 
his.  statement  inflated?  In  short  are  the 
conditions  under  which  he  is  placed  favor¬ 
able  for  the  growth  of  his  business,  and  are 
his  prospects  under  existing  circumstances 
favorable  for  success? 

Upon  all  of  these  elements  depends  the 
verdict  of  the  credit  man.  He  places  his 
“O.  K.”  on  the  order,  and  the  house  af 
which  he  is  a  part  invest  their  money.  If 
his  judgment  has  been  good,  all  right,  but 
if  not — well  that’s  another  story. 

An  element  of  success  along  the  line  of 
a  credit  man’s  work  is  the  careful  filing  of 
all  information  gathered  in  regard  to  a 
customer,  and  the  watchfulness  of  the  man 
at  the  helm.  For  simply  passing  on  whether 


% 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


ARE  YOU  SrsZS  AT  YOUR  OFFICE? 

If  you  keep  a  change  of 
linen  or  clothing  for  emer¬ 
gencies  the  Office  Couch 
and  Wardrobe  is  a  ne¬ 
cessity. 

.  ,  .  Handsome  high  grade 

metal  couch  convertible  into  a  double  bed  complete  with 
best  spring,  mattress  and  flounce  and  concealed  cedar  box 
rolls  out  from  beneath  on  castors.  Couch  2  ft.  2  in.  wide,  6 
ft.  in.  long.  Bed  4  ft.  wide.  Regular  price  $18.00,  but 
to  introduce  our  metal  furniture  in  every  community  we 
will  ship  this  couch  promptly  on  receipt  of  $10.00,  N. 
Y.  draft  or  money  order.  Money  returned  if  not  satis- 
factory.  Send  for  literature  and  prices  of  our  ironfold  office 
and  library  furniture. 


Metal  Furniture  M(g.  Co.,  si:  New  York 


IJ^^.Q^ALITV 


PrICE*160. 


Diamonds  Open  Account 


We  will  send  ring  like  cut  C.  O.  D.  $30,  subject 
to  examination,  to  any  merchant  with  good 
rating  or  to  individuals  holding  responsible 
positions.  Balance  may  be  paid  in  30  days,  8<fo 
off;  60  days,  2i  off  or  90  days  net.  Higher  or  low¬ 
er-priced  Diamonds  on  same  proportionate 
terms.  Our  unique  catalog,  showing  a  wealth  of 
Diamonds,  Watches  and  Jewelry,  will  be  sent 
free  on  request. 

R.  CHESTER  FROST  &  CO. 

215  (S225)  STATE  ST. 

Established  1881  CHICAGO 
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WEEKUV  BV  iVlAIE. 

Bleu  8  fine  clothing  made  to  order  after  the  latest 
York  designs  ON  CREDIT  BY  MAIE. 

We  will  trust  any  honest  man.  We  g’uarantee  a 
perfect  fit.  Send  for  samples  and  book  of  latest 
New  York  fashions,  FREE. 

EXCHANGE  CLOTHING  COMPANY 
Importers  and  Merchant  Tailors.  Estab.  1885 
239  Broadway,  New  York  City 


STUDY 

LAW 

AT 

HOME 


The  original  school.  Instruction  by  m&il  adapted 
to  every  one.  Recognized  by  courts  and  educators. 
Experienced  and  competent  instructors.  Takes 
yiare  time  only.  Three  courses — Preparatory. 
Business,  College.  Prepares 
for  practice.  \V  ill  better  your 
condition  and  prospects  in 
business.  Students  and  grad¬ 
uates  everywhere.  Full  par¬ 
ticulars  and  special  offer  free. 

The  Sprague 
Correspondence  School 
of  Law, 

449  MAjestie  Bldg,  Detroit,  Mich. 


THE  DETROIT  COIN  WRAPPER 


AGENTS 


Millionsare  used  annually  by 
large  handlers  of  coin,  such 
as  Banks,  Trust  Companies, 
Railroads  and  Street  Railway 
Companies,  etc.  Made  to 
hold  all  silver  coins,  nickels, 
pennies,  etc.,  in  amounts 
from  25  cents  up  to  $20.00 
Samples,  price  list  and  des¬ 
criptive  circular  free.  Write 
the  Detroit  Coin  Wrapper  Co., 
18  John  R  8t.,  Detroit,  Mich, 


Do  you  want  to  make  an  honest 
$1,000  from  a  capital  of  $7.00.  Ad¬ 
dress,  E.  J.  WORST,  Ashland.  O. 


“Looscarf”  Collars 

Are  y9u  enjoying  the  comforts 
and  satisfaction  which  is  to  be 
had  by  wearing  the  “Looscarf.” 
The  only  collar  with  the  back 
button  hole  pocketed  and  hav¬ 
ing  a  lasting  necktie  space. 

Made  in  eleven  styles,  round  and 
square  corners.  Sizes  12  to  1814. 
heights  1J4,  2,  and  inches. 
Brice  2  for  25  cents  or  $1.50  per 
dozen,  postpaid.  Descriptive  fol¬ 
der  on  application. 

THE  NORRIS  COMPANY 

Inventors  3.nci  Exclusive  Manufacturers 

Dept.  B.  DETROIT,  MICH. 


THE  KEY  TO 
SUCCESS 

is  my  correspondence 
course  in 


No  one  is 
greater  intellec 
tuaily  ichan  his 
memory  Write  to 
ifor  tree,,  wonder 
Interesting,  illus.  32-p 
book  '^‘How  to  Remember” 
sac%  Hjl!  fH(CA60 


(Memory 
K  Training 


ISAAC  PITMAN  SHORTHAND 

Re-adopted  by  N.  Y.  Board  of  Education  for  Five  Years 

Complete  Shorthand  Instructor,  . $1  50 

Shorthand  Dictionary,  (61,000  words  in  shorthand)  -  -  l.'so 

20th  Cent.  Dictation  Book  and  Legal  Forms,  ordinary  print  75 

Practical  Course  in  Touch  Typewriting,  cloth,  75c.  -  '50 

Pitman’s  Practical  Spanish  Grammar,  -  .  ’  .  .  ‘50 

Insurance;  A  practical  guide  to  this  important  subject,  340  pp  2  50 
I^nsurance  Oifice  Organization,  Management  and  Accounts!  I  50 
Parody  s  Spanish  Phonography  (complete)  .... 

^  Send  for  Trial  Lesson  and  sample  of  Pitman’s  Journal 

ISAAC  PITMAN  &  SONS,  31  Union  Square,  NEW  YORK 


BE  YOUR  OWN  BOSS! 

Many  Make  $2,000  a  Year.  You  have  the  same 
chance.  Start  a  Mail  Order  Business  at  home. 
W e  tell  you  how.  Money  coming  in  daily  Enor¬ 
mous  profits.  Everything  furnished.  Write  at 
once  for  our  ‘Starter”  and  FREE  particulars. 

B.  K.  KRUEGER  CO.,  155  Washington  St.,  Chicago,  III. 


Q 


overnment  Positions 


50,830  Appointments 


were  made  to  Civil  Service 
^  ,,  places  during  the  past 

_  year.  Excellent  opportunities  for  young  people.  Each 
year  we  instruct  by  mail  hundreds  of  persons  who  pass  these  ex- 
and  receive  appointments  to  life  positions  at  $840  to 
$12()0  a  year.  If  you  desire  a  position  of  this  kind,  write  for  our 
Civil  Service  Announcement  containing  dates,  salaries  paid,  places 
tor  holding  examinations  and  questions  recently  used  by  the  Civil 

COLUMBIAN  CORRESPONDENCE 
COLLECE,  223-25  Pa.  Avenua,  S.  E.,  Washington,  D.  0. 


flash  like  the  genuine  day  or 

light.  Solid  Gold  Mounting.  You  can 
mn  a  Diamond  equal  in  brilliancy  to  any 
Genuine  Stone  at  one  thirtieth  the  cost. 

BARODA  DIAMONDS 

■itand  acid  test  and  expert  examination. 
We  guarantee  them.  See  them  first, 
tben  pay.  H  Write  for  catalogue. 

THE  BARODA  COMPANY 

Dent.  (;3-71  R,  Wuhasli  Ave.,  Chicago,  III, 
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a  man  is  entitled  to  credit  or  not,  is  not  by 
any  means  all  there  is  to  it. 

For  instance,  take  the  case  of  the  man 
we  have  just  mentioned.  He  is  going  into 
a  line  of  business  where  it  is  possible  for 
him  to  buy  from  a  number  of  houses.  Our 
credit  man  after  looking  him  over  carefully 
decides  that  he  is  good  for  a  line  not  to 
exceed  $5,000.  His  house  gives  him  a  line 
of  this  amount.  It  is  discovered  that  two 
other  houses  are  giving  him  a  line  of  the 
same  amount,  allowing  his  total  indebted¬ 
ness  to  exceed  twice  what  it  should  be 
at  the  outside  figure.  He  pays  promptly 
at  first,  then  becomes  a  little  slow,  then  the 
old  story,  he  is  overstocked,  went  in  too 
heavily,  and  it  is  hard  work  getting  caught 
up.  This  is  a  serious  aspect  of  the  exten¬ 
sion  of  credit,  especially  to  the  small  mer¬ 
chants. 

The  credit  man  who  does  the  best  by 
his  house  is  the  one  who  comes  right  out 
and  says  what  he  means,  without  any  ifs 
or  ands,  and  who  sticks  to  it.  The  day 
will  come,  sooner  or  later,  when  the  debtor 
finds  out  any  excuses  or  equivocations,  and 
he  resents  them.  If  you  turn  down  an  or¬ 
der  because  the  man  is  behind  in  his  ac¬ 
counts,  the  man  who  tells  him  so  honestly, 
instead  of  giving  some  excuse  about  being 
short  of  the  goods,  etc.,  comes  out  best — 
■excuses  will  not  go.  The  customer  knows 
better. 

When  we  come  to  the  collections  we 
come  to  one  of  the  essentials  of  business. 
Lax  collection  methods  invite  bad  debts, 
and  do  not  make  friends.  A  concern  which 
does  not  collect  according  to  the  terms 
they  make,  start  many  a  merchant  in  a 
bad  habit  of  letting  his  accounts  run  as 
long  as  they  are  allowed  to. 

A  credit  man  must  be  in  close  touch  with 
the  customers,  keeping  his ‘finger  on  the 
pulse  of  business  and  knowing  just  what 
is  going  on.  A  credit  is  not  simply  to  be 
looked  up,  an  account  opened  and  then  for¬ 
gotten.  The  account  must  be  kept  right 
up-to-date,  as  long  as  the  customer  is  a 
customer. 

A  credit  man’s  relationship  to  the  cus¬ 
tomer  is  that  of  counselor.  The  condition 
of  his  account,  the  correspondence  in  re¬ 
gard  to  it,  the  statements,  and  all  that 
enters  into  their  commercial  intercourse, 
furnish  him  with  a  view  of  the  progress 
the  customer  is  making,  and  enables  the 


credit  man  to  give  a  word  of  encourage¬ 
ment  or  advice  where  it  is  most  needed, 
without  seeming  to  be  officious. 

But  there  is  still  another  ground  on  which 
the  credit  man  must  be  advised,  and  that  is 
knowledge  of  the  laws  governing  buying 
and  selling,  and  the  rights  of  purchaser  and 
creditor.  He  must  know  that  a  certain 
class  have  certain  exemptions,  legally,  that 
laws  exist  in  one  state,  while  in  the  adjoin¬ 
ing  state  there  is  an  entirely  different  law 
obtaining.  He  must  be  posted  on  all  mat¬ 
ters  regarding  days  of  grace,  interest  laws 
and  statutes  of  limitation,  etc.' 

When  we  sum  it  all  up  into  a  few  words, 
the  modern  credit  man  must  be  an  all- 
around  good  man,  must  keep  his  eyes  and 
his  ears  open  all  the  time,  and  work  with 
the  one  idea  of  “making  good”  on  every 
decision  he  makes  for  the  business  of  which 
he  is  an  important  part. 

Sometimes  in  the  business  world,  which 
is  supposed  to  be  prosaic,  and  absolutely  de¬ 
void  of  sentiment,  or  pity  or  anything  of 
that  kind,  one  catches  a  glimpse  of  a  real 
man,  and  his  disposition.  There  are  those 
who  are  hard  on  the  man  in  trouble,  but 
the  world  is  full  of  those  who  will  lend  a 
helping  hand,  and  who  have  a  word  of  en¬ 
couragement  to  the  man  who  is  doing  his 
best. 

A  few  years  since  a  large  wholesale 
house  had  the  misfortune  to  burn  out.  With 
modern  progressiveness,  it  was  only  a  few 
hours  before  they  were  in  temporary  quar¬ 
ters,  with  telephones,  etc.,  doing  business 
again.  Many  messages  of  sympathy  and 
offers  of  assistance  were  received,  even 
from  their  competitors,  both  by  letter  and 
’phone.  Perhaps  the  one  which  touched 
them  most  was  a  letter  received  from  a 
country  customer,  as  follows : 

“Dear  Sirs : — I  herd  with  sorrow  through 

the  papers  that  you  had  been  burned  out 

• 

of  your  store,  my  Bill  is  not  due  yet  but  i 
think  perhaps  you  need  the  money  so  i  send 
it  by  This  Letter  now  And  hope  you  start 
up  Again  soon.  Yours  truely.” 

The  amount  inclosed  was  $2.75. 


Banking  by  Mail. 

Credit  to  the  “Technical  World”  for  per¬ 
mission  to  reproduce  this  article  in  our 
September  number  was  inadvertently  omit¬ 
ted. 
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SEND 

FOP 

CAT 

A 

LOG 


GOOD  FOR  6  YEARS 


numbering  stamp,  •  15c 

Prints  any  Number  from  i  to  gggq 

rubber  STAMPS,  •  5c.  up. 

SIGNATURE  STAMP,  •  80c 

Exactly  as  you  write  it 

SELF-INKING  PADS,  ‘  ISc.  up. 

1000  other  Labor  Savers  at  bot* 
tom  prices  and  of  Best  Material. 


Free^ 


A  25c.  PRESENT  TO  EVERY 
EW  CUSTOMER  BUYING  60c. 
OR  MORE  FROM  CATALOG 


ITS  ^ 

FPFF  }  DiXIE5EALS.STAMP(p. 

■  ‘\6jKennesawBlock.Atianta,Ga. 


BRAINS  IN  ACCOUNTANCY 


A  SIDE-JOB  TO  MAKE  YOUR  JOB  BETTER 

The  accountant  must  be  at  once  an  expert  in  his  line  and  a  “sleuth”  in  busi¬ 
ness  affairs.  He  must  have  brains— brains  understood,  wide  awake,  well 
trained,  and  managed  to  act  at  the  willing. 


ERBES'  BRAIN  AND  MIND  BOOK 


is  a  hard-sense  treatise  based  on  the  author’s  natural  law  of  brain  and  mind 
development.  It  ends  the  blind  use  of  mind  and  memory.  In  a  few  weeks 
yon  are  master  of  the  situation, and  know  men.  .f  1.30  postpaid.  Write  to-day. 

THE  PROMETHEAN  PUB.  CO.,  622  N.  Rockwell  St.,  CHICAGO,  ILL. 


TIME  WASTED  IS  MONEY  LOST 

You  do  not  allow  time  to  be  lost  in  your  manufactur¬ 
ing  or  sales  department.  Why  have  it  wasted  in  your 
book-keeping  methods?  Get  a  copy  of  "The  Improved 
Cash  Book  Syslem"  and  save  time  in  your  cash-book  and 
check-book.  Price  $1.00. 

WILLIAM  M.  AFFELDER,  Room  1806,  61  Wall  SI.,  N.  Y. 


UNIVERSAL  PACKAGE  TIE 


®  osft  secuffc  way  olT 

sap  VMuabl®  Documemts,  Mote.  Deeds.  lasisi?" 
aaic®  Papess.  eSc..  wlheisi  puttlmg  away  Shff  saffsdy 
os?  coffiveaaSesice.  Comslderimg  Sheti?  uMMSy  asud! 
dusablMsy  Jhey  as?®  cheapeir  thass  pesrf^abSe 
rabbei?  bands  oi?  Jape.  Three  lengths  and  colosss. 
Statlossers  keep  them,  or  wirfte  us.  Sample  doz.  M-Jm. 
postpaid,  50  cents.  UNIVERSAL  PACKAGE  TIE 
DEVICE  COoQ  Oapt  C,  Macon,  Caoo  Uo  Sc,  Ar 


CERTAINLY 


\  our  face  burns  after  shaving  if  your  razor  pulls.  Why  stanc 
u’  always  have  a  good  sharp  razor  by  us 

®  ^'sss  Hone.  Any  person  can  hone  their  razor  oi 
It.  1  hey  are  made  for  the  inexperienced.  Nothing  to  learn 
1  he  only  HONE  on  the  market  that  the  inexperienced  cai 
sharpen  a  razor  on.  Especially  good  for  safety  blades.  Save 
nme,  money  and  vour  temper.  Give  it  a  trial.  Sample  25c 
Guaranteed.  ALDUS  SUPPLY  CO.,  P.  0.  Box  71,  Harrisburg,  Pa 


CUSTOM  TAILORING  ON  CREDIT 

B  V  IVl  A.  II  L, 

Suits  made  to  measure  for  Men  and  Women— latest  New  York 
styles.  Fit  and  workmanship  guaranteed.  $1.00  weekly  set¬ 
tles  the  bill.  Business  strictly  confidential.  For  particulars 
address  PAUL  MISCH,  "Tailor  and  Draper"  SO  West 
34th  Street  (between  Broadway  and  5th  Ave.)  New  York . 


OVERNMENT  POSITIONS 

More  than  80,000  appointments  made  last 
year.  Splendid  chances  now.  Post  Office  Clerk 
and  Carrier  and  other  examinations  soon  in 
every  State.  Thousands  we  prepared  have 
been  appointed.  Established  1893.  Work  con¬ 
fidential.  No  political  influence  needed.  Full 
particulars /ree  concerning  positions,  salaries, 
sample  questions,  etc. 

NATIONAL  CORRESPONDENCE 
INSTITUTE,  41-70  Second  Nat’I 
Bank  Bldg.,  WASHINGTON,  D„  C. 


^^-0UT0r5l5tiT — 

Scarf  Pin  Fastener— Every  man  should  have  one.  The 
only  absolute  protection  against  loss  or  theft  of  valu¬ 
able  scarf  pins.  Positively  prevents  pin  working  up 
and  looking  untidy.  Scarf  pin  slips  through  hole  in 
threaded  rod  and  a  twist  of  the  round  cap  grips  it 
tightly  on  pin  (seeillustration).  Fitsanypln.  Reliable 
and  quickly  adjusted  Prepaid  to  any  address  for  10c. 
(silver).  Money  back  if  not  satisfied.  Agents  wanted. 
Reference.  Austin  State  Bank. 

Erie  Supply  Co.,  5804  Erie  St.,  Chicago. 


STAMMER 

Write  at  once  for  our  new  illnstrated 
200-page  book.  The  Origin  and  Treat¬ 
ment  of  Stammering.  The  largest  and 
most  instructive  book  of  its  kind  ever 
published.  Sent  free  of  charge  to  any 
person  who  stammers  for  6  cents  in 
stamps  to  cover  postage.  Address 
The  Lewis  School  for  Stammerers, 

9  Adklaidb  St.,  Dbteoit,  Mich. 


BOOK-KEEPERS  =1.^ 

errors  nev¬ 
er  re-check.  It  prevents  all  errors  in  posting  without 
check  figure  or  re-writing  on  slips.  It  proves  work 
Daily.  Trial  Balance  unnecessary .  Latest  system 
published.  Write  to-day  for  free  information.  I  audit, 
design  special  systemsforanybusinesssavingSO?^  work 
ROBT.  J.  McIntosh,  Public  Accountant,  613-614  Spitzer  Bldg.,  Toledo,  0. 


It  Does  Away  With  Trial  Balances 

E  WILL  prove  to  your  satisfaction  that  our  Ledger 
Balance  Proof  is  THOROUGHLY  PRACTICAL, 
requires  no  extra  books,  change  of  system  or  ledgers,  and 
relieves  you  entirely  of  all  trial  balances  of  Personal  accounts. 

Something  entirely  new  -which  we  guarantee 
It  will  pay  you  to  write  us  for  information 

IVIIL-,L,ER  dt  HAM,  Chattanooga,  Tenn. 


HUBERT  E.  PECK.  629  r 
St.,  N.  W.,  Washington,  D.  Co 

Consulting  Expert  in  Patent  Cause? 
U.  S.  and  Foreign  Patents.  Send 
Joe  feafleS  oss  <5*  REJECTED  PATENT  APPLICATIONS/" 


PATENTS 
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SMOOTH 

PERFECT 

EASY 


SHAVES  for  1  c 


BY  THE 
USE 
OF  THE 


MORTON 


SAFETV  RAZOR 


ONE  PIECE 
HANDLE  and 
BLADE 

FULL  SIZE 

TRIPLE 

SILVER 

PLATED 


There  are  twelve  double-edged  blades  or  twenty-four  cutting 
edges  of  the  finest,  smoothest,  hardest  steel,  ground  by  our  own 
process  to  a  lasting,  perfect  edge.  They  are  tempered  so  hard  they  will  cut 
glass,  and  each  one  of  these  blades  will  give  20  to  40  smooth,  perfect,  easy 
shaves,  no  matter  how  harsh  the  beard,  with 

NO  HONING  OR  STROPPING 

A  set  of  new  blades  will  cost  $1.00 — 
so  you  can  see  how  you  can  get  300  to 
500  shaves  for  $1.00,  or  an  average  of 
about  four  shaves  for  a  cent. 

The  safety  razor  has  become  popular, 
and  self-shaving  is  now  a  part  of  every 
gentleman’s  education.  It  has  remained 
for  the  ^,QE.T.Pl!l  to  develop  to  the  highest 
point,  where  others  have  experimented. 

cannot  get  out  of  order,  and  any  one  can  use  it.  There  are  only  two  pieces 
handle  and  blade.  The  blade  slips  into  the  handle  without  screws,  clasps,  hinges, 
or  other  movable  parts.  With  the  cutting  the  face  is  impossible. 

PROVE  ALL  THIS  BY  A  TRIAL  AT  OUR  EXPENSE 

Use  the  MORTON  thirty  days  and  if  for  any  reason  you  want  your  money  back,  just  return  the  razor 
and  we  will  return  your  money  without  question.  We  pay  express  charges  both  ways.  We  authorize 
all  dealers  to  make  this  offer.  If  yours  don’t  handle  the  write  us  for  our  interesting  booklet, 

but  be  sure  he  doesn’t  induce  you  to  try  “some  other”  kind.  There  is  no  other  razor  “just  as  good. 


Exact  Size  of  Blade. 

Its  construction  is  so  simple  that  it 


MORTON  1176  Tacoma  Building,  Chicago,  III.,  U.  S.  A. 


c\ 


C 


A  large  Lumber  Company  in  Ten¬ 
nessee,  with  several  branches,  requires 


A  COMPETENT 
ACCOUNTANT 


to  systematize  the  book-keeping  meth¬ 
ods  in  the  several  offices,  check  up 
and  verify  the  books  and  arrange  for 
the  presentation  of  periodical  detailed 
and  accurate  statements,  showing  the 
condition  of  each  business. 

POSITION  PERMANENT 
SALARY  GOOD 


Qualifications  required,  integrity, 
accounting  ability  and  a  knowledge 
of  the  lumber  business.  The  latter 
qualification  is  not  necessary,  but 
applicants  possessing  same  will  be 
given  the  preference. 

Address,  with  full  particulars 

C.  L.  c/o  INTERNATIONAL  ACCOUNTANTS’ 
SOCIETY,  (INC.),  DETROIT,  MICHIGAN. 


The  famous  Calculating  Machine 

Enthusiastically  endorsed  the  world 
over.  Rapid,  accurate,  simple,  prac¬ 
tical,  durable.  Computes  nine  columns 
simultaneously.  Adds,  subtracts,  etc. 

Saves  time,  labor,  money.  Capacity 
999,999,999.  Will  last  a  lifetime. 

THE  MODERN  BUSINESS  NECESSITY 

Should  be  on  Every  Desk. 

Read  What  Pleased  Users  Say 

8100.00  would  not  take  it  from  me.  It  is  all  you  claim. — B.A. 
Carver,  Troy  Center,  Tl’is. 

I  do  not  think  the  8375.00  machine  can  be  compared  with 
your  $5.00  machine.— U.  G.  Malhint,  Avoca,  La. 

Have  found  It  entirely  equal  to  any  of  the  high-priced  cal¬ 
culating  machines. —  TF.  J.  Hirni,  Visalia,  Calif. 

Does  the  work  of  a  8375.00  machine  for  the  small  amount  of 
85.00. — Thomas  J.  Mitchell,  Helena,  Ark. 

Two  models:  oxidized  copper  finish,  $5.00;  oxidized 
silver  flnisli,  with  case.  SlO.OO,  prepaid  in  U.  S.  Size 
4  X  \Q%  ins.  Write  for  Free  Descriptive  Booklet, 
Testimonials  and  Special  Offer.  Agents  wanted. 

C.  E.  LOCKE  MFC.  CO.,  23  Walnut  St.,  Kensett,  Iowa. 
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THIS  BOOK  IS  FREE 


It  Tells  About  a  System  of 
Handling  Figures  With 
Lightning  Rapidity. 


This  book  tells  about  mar¬ 
velous  methods  of  shorten¬ 
ing  calculations;  methods 
that  simplify  the  most 
difficult  business  problems  and 
sometimes  make  it  possible  to  do 
the  work  of  an  hour  in  the  space 
of  a  minute.  It  is  from  the  pen 
of  a  man  who  has  devoted  his 
life  to  the  subject  of  rapid  and 
accurate  calculations.  He  is  known 
throughout  the  United  States  as 
the  foremost  calculator  of  the 
day.  Every  man  should  calculate 
quickly  and  with  ease.  Every 
business  man  must  calculate,  and 
often  a  certain  calculation  must 
be  made  mentally  and  instantly  if 
you  would  take  care  of  your  own 
interests.  By  our  improved  meth¬ 
ods  you  see  results  without  effort. 
You  multiply,  add,  subtract  and 
divide  fractions  or  whole  numbers 
with  marvelous  ease.  The  meth¬ 
ods  introduced  by  this  book  will 
revolutionize  figuring  and  arith- 


One  Thousand  Copies  Will 
Be  Given  Away  to  Those 
Who  Apply  First. 


metic  for  you.  You  can  learn 
at  your  own  home  with  little  ef¬ 
fort  and  without  loss  of  time. 
If  you  are  an  office  man,  the  re¬ 
sult  will  be  seen  in  your  pay  en¬ 
velope.  The  man  who  figures  ac¬ 
curately  and  rapidly  can  do  three 
times  as  much  work  as  the  one 
who  uses  ordinary  methods.  At 
present,  to  introduce  the  subject 
of  Rapid  Calculation,  this  book  is 
given  away  absolutely  free.  A 
postal  card  will  bring  it  to  your 
very.  door.  Unless  you  know  all 
about  figures  that  you  want  to 
know,  unless  you  are  accurate  in 
every  calculation,  you  cannot  af¬ 
ford  to  be  without  this  informa¬ 
tion.  It  costs  you  nothing  to 
write;  it  may  cost  you  a  good 
position  or  a  valuable  promotion 
to  neglect  this  opportunity.  Ad¬ 
dress  Commercial  Correspondence 
Schools,  59A  Commercial  Build¬ 
ing,  Rochester,  N.  Y. 


ARITHMOMETER  PAPER 

FOR  USE 
IN  ALL 

ADDING  MACHINES 

Plain  or  Ruled 

PER  100 

Rolls  2  5-16  in.  wide,  $8.00 
Rolls  3  15-16  in.  wide,  11.00 


PACKED  IN  CASESOF  50  and  100  ROLLS 


Freight  prepaid  east 
of  the  Mississippi  River 

THE  WHITAKER  PAPER  GO. 

CINCINNATI,  OHIO 


The  stock  on  which  this  publication 
is  printed  is  furnished  by  us 


A  50  Cent  Book  For  10  Cents 

- YOU  CAN  GET  IT - 

The  A.  B.  C.  of 
Loose=Leaf  Book=keeping 

By  Chas.  A  .  Sweetla7id 

Author  of  “The  Science  of  Loose-Leaf 
Book-keeping  and  Accounting.” 

GIVING  MANY  VALUABLE  SUGGESTIONS 
to  those  who  have  opened  or  intend  to 
to  open  a  set  of  loose-leaf  books. 
-  DO  IT  NOW  - — 

Address 

CHAS.  A.  SWEEILAND,  Suite  5,  2516-2518  Wabash  Ave.,  CHICAGO,  ILL. 


^  .<0 


ON  TYPEWRITERS 


of  all  riakes 

Send  for  ssimples  of  writing,  prices,  »nd 
catalogue.  Machines  shipped  for  inspection. 

NEW  YORK,  CHICAGO, 

Barclay  St.  319  Dearborn  St. 

BOSTON,  KANSAS  CITY, 

38  Bromfield  St.  817  Wyandotte  St, 

ST.  LOUIS,  209  North  9th  St. 
SAN  FRANCISCO, 

536  California  St 


THE 

TYPEWRITER 

EXCHANGE 
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NEVER  SOILS  OR  SPOILS 


Day’s  White  Paste 

It’s  the  paste  that  sticks,  but  doesn’t  leave  a  sticky  look- 
It’s  always  ready  in  our  Handy  Paste  Jar,  with  water-well. 
Paste  is  so  much  nicer  than  mucilage,  and  our  Handy  Jar 
makes  it  a  most  convenient  article 

ON  YOUR  DESK,  OR  TOR 

PHOTOS  OR  HOME  USE 

Day’s  is  not  only  as  good  paste 
as  is  made,  but  our  jar  holds  more 
of  it.  Write  us  and  we  will  send  a 

Sample  Free 

You  can  get  your  dealer  to  sup¬ 
ply  you  with  Day’s  25c.  jar,  15c. 
jar,  or  in  bulk,  6  lb.  pail,  $1.00. 


Diamond  Paste  Co.,  66  Hamilton  Street,  Albany,  N.  Y. 


A  Great  Help  forBusy  Men 

Handier  and  more  useful  than  any 
memo,  book  or  other  card  index. 


r  i 

Ckan^ad~lkt.ciMt 

1  T 

TCo. 

[ksilluMi 

\  w 

SIZE 

Of  CMOS  W 

vn  wi 

Forget  No  More— This 
things  at  the  right  time.  Saves  Time, Money, 


THE  POCKET  CARD  SYSTEM 

A  fresh  card  comes  to  the  front 
every  day  in  the  elegant  leather 
vest  pocket  case  which  carries 
dates  for  2  or  4  weeks  ahead  Extra 
cards  for  things  to  be  retained 

Simple  and  Practical — To-day’s 
card  always  at  the  front.  No  leaves  to 
turn.  Any  card  is  found  instantly  by 
its  tab.  Cards  for  the  year  make  a 
valuable  card  index  for  desk  use. 

Cards  are  2^x4J^  or  3x5J^. 

Automatic  Tickler  helps  you  to  do 

Opportunity. 


No  Other  Device  Answers  Its  Purpose— Used  and  recom¬ 
mended  by  Bankers,  Lawyers,  Doctors,  Merchants,  Manufacturers, 
Salesmen.  Insurance  Men,  Railway  Managers,  Contractors,  En¬ 
gineers,  Architects,  Educators,  Ministers,  etc.,  all  over  the  world. 
Invaluable  to  all  who  would  be  prompt,  systematic,  or  successful. 
ORDER  NOW  and  begin  at  once  to  enjoy  its  use.  Also  get 
the  benefit  of  our  best  SPECIAL  INTRODUCTORY  OFFER 
the  rest  of  this  year  FREE  with  each  outfit  for  1906.  Express 
prepaid  on  receipt  of  price. 


Genuine  Morocco  case,  quartered  oak  tray,  and  cards  •  $3.00 
Cow-seal  leather  case,  chestnut  tray,  and  cards  •  -  •  2.00 

Outfits  $1.50  to  $6.00  Future  years  1.00 

Sundays  .35 

lOc.  exchange  on  _  ,, 

local  checks.  In  Better  ^an  any 

Canada  duty  paid  ^ Calendar 
for  20  5^  extra.  Pad  for 

^  ■'  '  desk  use 

HELPS  YOU  ^  ^  ‘•esk 

Plan  your  Work 
Work  your  Plan 
Succeed 

Stop  Forgetting 
Accomplish  More 

You  Need  It 

Two  years’  experience 
has  proved  that  almost  all 
business  men  need  it. 

GET  IT  NOW 

HOWARD  L.WILSON,Mfr. 

59  Mill  Street,  Rochester,  N.  Y. 


Write  for  Booklet 


WESTON’S 

LEDGER 

PAPER 


MADE  BY 

BYRON  WESTON  COMPANY 

DALTON,  MASS. 


HEiy  Bonn  MU 

should  be  a  member  of  the  I.  A.  O.  M.,  but  you  need 
not  i^cessarily  be  an  accountant  to  become  a  member, 
all  office  men  are  welcome. 

THE  INTERNATIONAL  ASSOCIATION  OF  OFFICE  MEN 

is  a  business  man’s  organization  and  it  is  a  money-saver 
to  every  business  man.  Do  you  want  to  hire  a  clerk? 
The  association  will  get  the  right  man  for  you— no 
charge.  Do  you  want  to  buy  office  supplies?  The  as¬ 
sociation  will  tell  you  where  to  get  them  the  cheapest — 
no  charge.  Do  you  want  some  special  business  form 
for  your  personal  use  ?  The  association  will  supply  it 
—no  charge.  Do  you  purchase  books?  The  associa¬ 
tion  will  get  you  a  discount— no  charge.  If  you  buy 
five  dollars  worth  of  books  or  magazines  in  a  year  your 
membership  will  save  its  cost  in  the  discount  you  get. 

DO  YOU  WANT  A  SITUATION 

The  association  has  an  employment  bureau  which  is 
free  to  active  members.  Your  advertisement  for  a 
position  is  published  without  charge. 

Join  to-day,  $2.00  the  year,  including  the  official 
bulletin  ‘Home  Study”  published  monthly. 


SECRETARY  I.  A.  O.  M.,  61  W.  Fort  St.,  Detroit,  Mich. 

I  hereby  make  application  for  membership  in 
The  International  Association  of  Office 
Men  and  subscribe  most  heartily  to  its  objects,  and 
promise  to  aid  and  assist  in  their  furtherance  to 
the  best  of  my  ability.  Find  enclosed  two  dollars, 

in  payment  of  one  year’s  dues . 


MILLS’S  CORRESPONDENCE  SCBOOL 

OF  PENMANSHIP 

Every  book-keeper  and  anyone  having  office  work  of  any  kind 
to  do  should  take  advantage  of  our  mail  course  in  penman¬ 
ship.  Some  of  your  spare  time  only  is  required.  The  most 
thorough  school  of  its  kind  in  America.  Send  stamp  to-day 
for  full  particulars.  E.  C.  MILLS,  Penman,  195  Grand 
Avenue,  Rochester,  New  York,  Department  E. 


Name . 

Occupation . 

Employer . 

Street . 

City . State . 

No  application  is  acceptable  unless  the  occupation  is 
stated  in  full. 

Ask  for  employment  blank  if  you  wish  to  apply. 
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THIS  ENGINE 


or  one  equally  as  g'ood  will  draw  the  train  which  will 
carry  some  subscriber  of  The  Business  Man  s  Mag¬ 
azine  on  a /re^  trip  from  his  home  to 
« 

New  York  City,  San  Francisco, Cal., 
Chicago,  III.,  New  Orleans,  La., 
or  St.  Augustine,  Fla. 

and  we  will  pay  two  weeks’  hotel  bills,  making  the 
whole  trip  at  our  expense. 

It  does  not  matter  in  what  part  of  the  United  States 
or  Canada  you  live— but  you  must  live  in  the  United 
States  or  Canada — all  of  you  have  the  same  chance. 

WRITE  TO-DAY  FOR  FULL  PARTICULARS 

The  Book-Keeper  Publishing  Go.,  Lto.,  Detroit,  Mich. 


No  OTHER  school  in  the  world  can  justly  claim  the  dis¬ 
tinction  for  its  graduates  as  can  the  Success  Shorthand 
School.  Not  only  in  thoroughness,  speed  and  accuracy, 
but  in  ability  to  command  large  salaries  as  court  reporters,  pri¬ 
vate  secretaries,  or  in  establishing  a  business  of  their  own,  do 
they  excel  all  other  shorthand  school  graduates.  There  are  many 
good  reasons  why  these  facts  exist.  It  was  not  a  mere  accident 
when  seven  Success  Shorthand  writers  broke  the  World’s  Shorthand 
record  at  Milwaukee,  Wis.,  by  delivering  the  report  of  the  proceedings  of 
the  Modern  Woodmen’s  National  Convention  one  and  three-fifths  seconds 
after  adjournment.  It  was  not  an  accident  when  eighteen-year-old  George  L.  Gray  secured  the 
position  of  official  court  reporter  of  the  Fourth  Judicial  District  of  Iowa,  worth  $2,500  a  year;  it 
was  no  accident  when  W.  S.  Taylor  received  the  appointment  at  Duluth,  Minn.,  worth  $6,000 
a  year.  It  was  not  an  accident  when  S.  A.  VanPetten  formed  a  partnership  with  S.  M.  Majewski 
and  started  in  business  with  one  contract  which  alone  nets  them  $8,000  annually.  These  young  men 


were  both  Success  Shorthand  School  Graduates.  _  ,  T-f  • 

,  No— these  instances  are  not  accidents.  Our  graduates  are  doing  things  every  day.  there  is 

more  demand  (with  large  salaries)  for  our  graduates  than  for  those  of  any  other-  school  in  the 

Our  graduates  are  record  breakers.  Why?  Because  they  are  taught  the  Success  Shorthand 
System  by  experts  who  break  records — ^Valton,  James  &  Ford,  the  largest  court  reporting 
in  the  world,  doing  a  business  of  $100,000  annually,  writing  shorthand.  These  men  know  the 
value  of  shorthand  better  than  any  other  teachers  in  the  world.  They  have  been  in  business  more 
than  fifteen  years  (not  simply  teachers,  but  reporters),  and  their  combined  commercial  knowledge 
of  shorthand  has  resulted  in  the  Success  System.  It  is  simple,  allows  of  wonderful  speed  and  is 

perfectly  legible.  i  •  r 

Although  this  school  is  only  two  years  old,  it  has  more  graduates  commanding  salaries  of 

more  than  $100.00  a  month  than  any  other  shorthand  school  in  the  world. 

The  following  are  a  few  of  our  graduates.  Their  pictures  appear  on  the  opposite  page : 


1.  George  L,.  Gray,  Official  Reporter,  4th  Judi¬ 

cial  Diet.,  Iowa,  $2,600  a  year. 

2.  W.  li.  James,  Success  Shorthand  School  fac- 

ffity. 

3.  B.  J.  Walton,  Success  Shorthand  School  faculty. 

4.  J.  M.  Carney,  court  reporter.  Fort  Dearborn 

Building,  Chicago. 

6.  C.  R.  Cowell,  court  reporter.  Unity  Building, 
Chicago. 

6.  W.  J.  Morey,  private  secretary  to  Joseph  L.ei- 

ter,  Chicago  millionaire. 

7.  J.  W.  Neukom,  Grand  Forks,  N.  D.,  expert 

reporter. 

8.  W.  S.  Taylor,  court  reporter,  Duluth,  Minn., 

$6,000  annually^ 

9.  C.  A.  Rausch,  Baltimore,  Md. 

10.  F.  H.  Barker,  court  reporter.  Unity  Building, 
Chicago. 

1,1.  Roy  Ti.  Bolton,  236  S.  Washtenaw  Ave.,  Chi¬ 
cago,  legal  department  111.  Cent.  Ry. 

12.  J.  E.  Ford,  Success  Shorthand  School  faculty. 


13.  J.  M.  Mcliaughlin,  official  reporter,  Burling¬ 

ton,  la.,  $3,000  annually. 

14.  George  F.  UaBree,  official  reporting  staff  State 

Attorney’s  office,  Chicago. 

16.  R.  U.  Sanner,  official  reporter,  Decatur,  Ill., 
$3,000  annually. 

16.  C.  E.  Pickle,  official  reporter,  Austin,  Texas, 

$6,000  annually. 

17.  S.  A.  VanPetten,  court  reporter,  301  The  Tem¬ 

ple,  Chicago. 

18.  Edwin  A.  Ecke,  private  secretary  to  John  F. 

19.  S.  M.  Majewski,  VanPetten  &  Majewski,  The 

Temple,  Chicago. 

20.  Robert  F.  Rose,  Success  Shorthand  School  fac¬ 

ulty. 

21.  Mary  E.  Black,  court  reporter,  Ashland  Block, 

Chicago. 

22.  W.  R.  Ersfeld,  expert  reporter,  Cohocton,  N.  Y. 

23.  M.  R.  Riggs,  court  reporter,  Cabery,  lU. 

24.  A.  W.  Mahone,  private  secretary,  Conunercial 

National  Bank,  Chicago. 


We  do  not  confine  our  efforts  to  teaching  those  who  have  no  knowledge  of  shorthand,  but 
perfect  stenographers  for  expert  work.  No  matter  to  what  class  you  belong,  write  at  once  for 
copy  of  our  latest  catalog,  guaranty  and  shorthand  magazine.  ALL  FREE.  If  a  stenographer, 
please  state  system  used  and  experience. 


SUCCESS  SHORTHAND 


Suite  810,  79  Clark  Street 


SCHOOL 

Chicago,  Illinois 


“  The  School  'with  Expert  Court  Reporting  Teachers  Exclusively T 


A  COURSE  IN  BOOK  KEEPING 


ALL,  THIS 


FOR  $3.00 


A  TEXT  BOOK 

350  pages,  8xl0>^ — bound  in  yi  Mo¬ 
rocco;  hundreds  of  specially  drawn — 
photographed  and  engraved  forms — 
gold  top,  heavy  paper.  A  magnifice^nt 
book  from  every  point  of  view. 

A  SET  OF  12  LESSONS 

Twelve  separate  lessons — not  12  cards 
or  12  sections  of  a  pamphlet,  but  12 
separate  lessons— over  100  pages  ; 
size  6x9.  These  are  also  illustrated 
and  made  clear  by  specially  photo- 
engraved  forms. 

A  SET  OF  12  EXAMINATIONS 

A  clear  demonstration  of  your  fit¬ 
ness  on  each  lesson. 

A  FULL  AND  COMPLETE 

Set  of  instructions  for  opening  and 
closing  the  books  of  a  number  of 
separate  and  distinct  lines  of  busi¬ 
ness.  Something  given  nowhere  else. 


•S';  v'-v.w*;:? 


OUR  GUARANTEE  STANDS  BEHIND  THIS 


A  course  in  book-keeping  for  only  $3.00  sounds  like  too  big  a  pro¬ 
mise  to  be  genuine,  but  we  stand  behind  it  with  a  positive  guarantee. 
Over  ten  thousand  customers  will  tell  you  that  our  guarantee  is  as  good, 
as  a  government  bond.  We  can  furnish,  and  will  furnish,  all  the 
references  you  wish.  This  offer  has  no  kinks  or  curves — no  hidden 
meaning — ^no  “string”  to  it.  It  means  just  what  it  says.  You  get  the 
complete  set  of  twelve  lessons  and  examinations  at  once,  and  you 
can  learn  book-keeping  at  home. 


EVERY  MERCHANT— EVERY  CLERK— SHOULD  UNDERSTAND  E00K4EEPING 


THE  BOOK-KEEPER  PUBLISHING  CO.,  LTD., 

DETROIT,  MICH. 

I  enclose  herewith  $3.00  for  one  course  in  book-keeping,  as  above  described. 
1  Text-Book,  as  described. 

12  Lessons,  as  described. 

1  Set  Examinations,  as  described. 

ALL  BY  EXPRESS  PAID. 

Name . . ' . . . 

Address . . . 

Town  and  State . 
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An  Opportunity  Your 
Stenographer  Can’t 
Afford  to  Miss 

THE  HEALTH  BOOK  AND  COPY  HOLDER 


It  is  made  of  Quartered  Sawed 
Oak  aud  Nickle  Plated  Steel 
— Weight  Two  pounds. 

It  holds  the  note  book  firmly 
and  is  always  before  you  also 
holds  any  loose  sheets  that  you 
wish  to  rewrite;  Briefs,  Ab¬ 
stracts,  Circular  Letters,  etc. 
Every  part  is  reinforced  against 
any  strain.  Always  ready  for 
use,  nothing  to  get  out  of  order. 
Press  the  compressure  clamp, 
the  holder  does  the  rest. 

PRICE,  $1.25 

O.  R.  BROWN  CO. 

Ojffice  &  Type-writer  Supplies 
S4  Baldwin  Bldg.,  Indianapolis 


STAFFORD 

HIGH  GRADE 


SIGNS 


NEW  YORK 


Your  Business  Standing 


is  judged  by  your  sign. 
The  best  obtainable  is 
none  too  good.  Stafford 
Signs  have  quality — 
they’re  handsome  and 
durable.  Brass,  Bronze 
or  German  Silver.  Send  to-day  for  cata¬ 


logue  68.  which  also  describes  Name  and 
Number  Plates;  Letters,  Figures,  etc.  Busi¬ 
ness  established  in  1857  and  has  been 
awarded  medals  and  diplomas  at  some  of 
America’s  leading  expositions. 

N.  STAFFORD  CO.,  67  Fulton  St.,  N.Y.,U.S.A. 


A  Train  Load  of  Books 

Big*  Book  House  Failed 


We  bought  the  entire  stock  of  new  and  up-to-date  books 
We  are  closing  them  out  at  from  10  to  SO  cents  on  the  dollar 
These  are  sample  prices: 

_  Late  copyrights  were  $1.50.  Our  price,  38c.  The  38c  list 
includesThepnstian.Calloftlie  Wild,  Brewster’s  Million? 
Graustark,  The  Castaway,  David  Hamm,  Etc, 

Encyclopaedia  Britannica  regularly  $36.00.  Our  price,  $7  7S. 
Charles  Dickens  Complete  Works,  15  vols.,  regularly  $15  00 
Our  Pnce,  $2.95.  Balzac’s  Complete  Works,  32  vols.,  Saims- 
bury  Edition,  regularly  $64.00.  Our  price,  $18.50. 

Every  book  guaranteed  to  be  new,  perfect  and  satisfactory 
or  your  money  back  without  question  or  quibbling.  Practic- 
aiiy  any  book  or  set  of  books  you  want  at  a  fraction  of  thp  rp 
taif  price  WHILE  THEY  LAST.  Get  our  free  bargdn  Lis 
before  ordering.  Write  for  it  to-day. 


The  David  B.  Clarkson  Co.,  Dept.  24,  Chicago,  III. 


INVESTORS 


How  You  Can  Make  Money 


MONEY 

EARNS 

LARGE 

DIVIDENDS 


SAFELY 

INVESTED 


1st — We  make  money 

honestly. 

2nd — W e  make  big 
dividends  from  legit¬ 
imate  earnings. 

3rd — Your  interest  is  a 
preferred,  guaran¬ 
teed  Stock,  can’t  pay 
less  than  7%,  and  in 
addition  participates 
in  all  profits.  You 
get  “all  we  make.” 

4th — We  will  show  you 
how  this  business 
makes  $67.00  every 
year  on  $100.00  in¬ 
vested,  from  a  small 


10%  and  12%  net  earning  on  sales.’  Compound¬ 
ing  money  in  business  clearly  explained  to 
investors. 

5th— Our  plan  is  sound ;  we  have  no  losses. 

S  money  in  our  business. 

7t^This  Company  is  backed  by  an  able  Board  of 
Q  honest,  far-seeing,  good  financiers. 

oth  Our  business  has  demonstrated  it’s  earning 
power;  it  is  now  in  operation — a  permanent 
success. 


FEW  KNOW  HOW  TO  MAKE  MONEY 


but  our  straight  legitimate  methods  are  a  dem¬ 
onstrated  success.  You  will  be  satisfied  with  the 
security  and  safety  of  your  investment.  We  do 
not  speculate.  W e  believe  in  up-to°date  business 
methods.  We  have  developed  modern  plans,  and 
keep  the  principal  of^  the  investment  safely  and 
surely  secured,  which  is  always  saleable  and 
transferable.  We  can  pay 
you  Large  Dividends  in 
cash  semi=°annually,  and 
(7%  on  your  money  in¬ 


vested  is  absolutely 
guaranteed)  security 
exactly  the  same  as 
a  bank.  Tell  us  you 
want  information, and 
we  will  send  you  our 
Booklet  intelligently 
explaining  the  meth¬ 
ods  of  making  money 
earn  money.  ltisco= 
operative,  industrial 
and  banking  com¬ 
bined,  a  matter  only  of 
handling  capital  proper¬ 
ly.  We  have  customers 
that  produce  6500  Million 
Dollars  annually,  not  effective 
talk,  but  facts,  which  we  should 
like  to  explain  to  about  1000  interested  in¬ 
vestors.  Answer  this  advertisement,  and  write 
me  personally.  Mention  this  magazine. 


HOMER  J.  YOUNG.  Manager 

THE  HOMER  YOUNG  COMPANY,  Toledo,  Ohio 
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I  BOOKKEEPERS'  COMPANION  BOOKS 

j  COULE’S  Philosophic  COULE’S  New  Science 
f  *^Practical  Mathematics  *^and  Practice  of  Accounts 

•  iOte pp.,Sx1t  in.  7i9pp.  in. 

\  t  lie  master  works  of  the  age  on  the  sciences  that  hold 
r  :ommerce  and  finance  in  their  orbits.  They  are  revela- 
E  cions  in  Practical  Mathematics  and  in  Higher,  Expert 
and  Corporation  Accounting.  N  ew,  enlarged  editionSj 
Specimen  pages  and  indexes  sent  free.  Address 

Geo.  Soule,  603  St.  Charles  St  ,  New  Orleans,  La. 


FOR  SALE 


an  established  and 
profitable  low  price- 
ed  Adding  Machine  Business,  secured  by- 
patents,  contract  for  manufacture  and  list 
of  customers  included.  A  like  business 
opportunity  seldom  offered.  Address. 

BEACH,  422  Westside  Avenue,  Jersey  City,  N.  J. 


Card  Index  Supplies 

RUSH  ORDERS;— How  many  times  have  yoU 
wanted  index  cards  in  a  hurry  and  have  been 
compelled  to  wait  from  two  to  three  weeks  for 
same  .? 

Where  proof  is  not  required  we  can  ship  ordi¬ 
nary  jobs  in  twenty-four  hours,  at  the  same  time 
you  get  the  best  of  stock  and  right  prices. 

It  will  be  money  in  your  pocket  to  get  our 
quotations  before  placing  any  future  orders 
in  this  line.  Supplies  for  all  cabinets. 


STANDARD  INDEX  CARD  CO.,  112  N.  7th  St.,  PHILA.,  PA. 


Book-keepers,  Look ! 

A  BOOK-KEEPER'S  BOOK 

Most  book-keepers  are  spending-  more  time  copying  figures  and 
hunting  errors  than  is  necessary.  “Hints  and  Helps  to  Book¬ 
keepers’’  will  save  time  and  trouble.  No  “infallible  system”  but 
common  sense.  Tells  how  to  systematize  your  work,  to  use  your 
head  in  preventing  errors  and  finding  them,  to  avoid  repetitions  etc. 
Contains  short  cuts  and  a  list  of  sample  “differences”  with  instruc¬ 
tions  “where  to  look”. 

Think  how  quickly  it  will  pay  for  Itself.  50  cents  postpaid. 

GEO.  A.  HOWE,  Box  251,  Marshalltown,  la. 


I2  PRIZES  FREE 


We  will  give  away  $10,000 
worth  of  premiums  for  selling 
Prof.  Hoff’s  One  Night  Corn  and  Bun¬ 
ion  Cure.  Sells  like  hot  cakes.  A 
quick  and  permanent  cure  in  12  hours. 
Send  for  dozen  boxes  and  Premium  List. 
No  money  in  advance — we  trust  you  and 
take  back  all  unsold  packages.  A  pre¬ 
mium  for  every  package  sold.  No  work 
for  nothing. 


HOFF  DRUG  CO 

deptBEI 


CHICAGO 


And  Mail  Order  Business  in  th@ 


LEARN  ADVERTISING  only  practical. way,  by  reading 
THE  WESTERN  MONTHLY,  “An  Advertiser’s  Mag- 
asine.”  •Largest  circulation  of  any  advertising  Journal  m 
the  world.  Three  months  trial  subscription  10c.  •Address, 
Montblys  80i  Grand  Av®o  Kan,  City,  M®. 


Send  foF  tM^ 

Print  youir  own  cards,  circulars,  &Co  Press 
^5,  Small  mewspaper  press  918,  Mone^ 
saver.  Print  for  others,  big  profits.  Typ®° 
setting  easy,  printed  rules  sent.  Write  6® 
aaakers  for  catolog,  presses,  type  paper,  i&Co 
ITW*  t?IRJ58S  itSnaiRraiSH.  fflJtlTOo 


GINSENG 


Send  for  it.  Address, 


SEEDS  AND  ROOTS.  Prices 
low.  50  cent  book  on  Culture 
and  Profits  of’Ginseng  FREE. 
D.  BRANDT,  Box  507,  Bremen.  Ohio 


Bf  ATpiyTO  ^romptly^  Secured^^ 

■  I  I  w  I  Highest  references  from 

prcminenH  maniifacturerSj  Write  tot  Inventor’s  Hand  Bool? 

H  Pafkof.-,  992CSt.E  Wash.o  ©o 


Het'rew  Yarns— 

100  pages,  Hid . 25® 

Msh  Yarns— 

100  pages,  Hid . 25c 

Travelers*  Yarns— 

112  pages,  Hid . 25c 

SPECIAL  OFFER  to  the  readers 
of  this  magazine — all  three  for  60 
cents,  postpaid.  Satisfaetlon  gnar- 
anteed  or  money  back. 

The  Book'Keeper  Publishing  Co.,  Ltd. 

DETROIT  ss  MICHIGAN 


LEPAGE’S  MUCILAGE 

I  ^jo  gumming  to  clog  neck  of  bottle  — No 
sediment— will  not  spoil  nor  discolor  the 
finest  papers.  Full  2  oz.  bottle  retails  at 
,  6c.,  or  sent  by  mail  for  10c. ;  also  balf° 
pints,  pints  and  quarts. 

If  Page’s  Photo  Paste, 

20Z.  Size  retails  6c. ;  by  mall,  10c. 

PAGES  GLUPHST 

1  oz.  bottle  or  tube,  10c, ;  by  mail,  12c. 
RUSSIA  CERENT  CO.,  138  Essex  Are.,  Oloneester,  Rass. 


P  ATFWT<i  that  PROTECT 

*  A  A  w  72-p.  Book  Mailed  Free 

R.  S.  &  A.  B.  LACEY,  Patent  Att’ys, Washington,  D.C. 


PARKER’S 
HAIR  BALSAM 

I  Cleanses  and  beautifies  the  hair. 
Promotes  a  luxuriant  growth. 
Never  Fails  to  Restore  Gray 
Hair  to  its  Youthful  Color. 

I  Cures  scalp  diseases  &  hair  falling. 
50c,  and  $1.00  at  Druggists 


SELL  GOODS  BY  MAIL— THE  COMING  BUSINESS 
method.  Start  now;  stop  working  for  others.  Big 
profits.  Money  comes  with  orders.  Our  plan  for  start¬ 
ing  beginners  is  a  “sure  winner.”  Particulars  for  stamp 
Franklin-Howard  B.  Company,  Kansas  City,  Mo. 

$25,000  made  from  half  acre.  Easily 
grown  in  garden  or  farm;  roots  and 
seeds  for  sale.  Send  4c  for  postage 
and  get  booklet  A.  H.  telling  all  about  it.  McDOWELL 
GINSENG  GARDEN.  Ioplin.  Mo. 


GINSENG 


EDUCATION  IN  BUSINESS,  $  .50 

BUSINESS  MAN’S  MAGAZINE,  1.00 

BUSINESS  SHORT  CUTS,  1.00 


ALL 

THREE  FOR 

$1.00 


if 


Business  Men: — 
you  cannot  afford  to 
do  without  this  splen¬ 
did  combination. 
Send  $1.  to, 

HARLAN  EUGENE  READ,  Editor 

Education  in  Business 

200  South  Jefferson  PEORIA,  ILLINOIS 


<() 


WHITFIELD’S  CARBON  PAPER  WORKS/ 

test  of  oounterflt  and  genuln® -prue  the  competi- 
■  '  let  ting  Oaibon  Paper*  Note  the  tors  carbon  is  very 
^Mn  OOP!  and  then  compare  It  poor,  but  you  can 
one  along  side.  Which 
te  will  send  samples  per  at  a  trifle  more, 

to  dsMonstrate.  it  pays.  Our  sam- 

plel’for'Pen,  Pencil  and  Typewriter  are  good  salesmen  and  Price  folder 
explains  in  detail.  Both  yours  for  a  request. 

WHITFIELD  CARBON  PAPER  WORKS,  123  Liberty  Street,  NEW  YORKi 
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Manufacturing  Cost 


is  the  subject  of  greatest  interest 
to  every  manufacturer.  He  wants 
to  know  what  it  costs  to  make  his 
goods,  and  he  wants  a  system  of 
cost  finding  that  will  give  accur¬ 
ate  results  with  as  little  labor  as 
possible. 


“Manufacturing 

Cost” 


has  been  written  for  the  man  in 
the  factory  who  wishes  to  devise 
a  system  of  cost  finding  suited  to 
his  own  requirements.  It  is  not 
a  description  of  the  systems  vUsed 
in  some  particular  concerns,  but 
it  tells  how  to  organize"  a  simple, 
efficient  cost  finding  system  for  any  factory.  Manufacturing  cost  was 
selected  as  a  text  book  by  the  International  Accountants’  Society,  Inc., 
after  examining  every  book  published  on  the  subject  because  it  teaches 
the  principles  underlying  a  successful  system  of  cost  finding. 

Among  the  subjects  treated  in  this  little  book  are  ‘‘Organization” 
(being  a  discussion  of  the  proper  organization  of  the  factory)  ;  “Cost 
Accounts  and  General  Accounts,”  “Store  Room”  “Tool  Room,”  “Pat¬ 
tern  Shop,”  “Labor  and  Its  Records,”  “Mechanical  Devices”  and  a 
complete  “Time  Record  and  Pay-Roll  System.” 

The  book  is  handsomely  bound  in  half  morocco — gilt  top — 
marbled  edges — price,  $2.00  post  paid. 

Say  where  you  saw  this  Ad.  and  we  will  include  a  copy  of  “The 
Factory  Manager”  without  extra  charge. 


THE  BOOKKEEPER  PUBLISHINfi  CO.,  Ltd. 

DETROIT  MICHIGAN  U.  S.  A. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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A  WONDERFUL  HELP  foi  BUSY  MEN 


Handier  and  more  useful  than  any 
memo,  book  or  other  card  index. 


THE 


Pocket  Card  System 

A  fresh  card  comes  to  the 
front  every  day,  in  the  elegant 
leather  vest  pocket  case, 
which  carries  dates  for  2  or 
4  weeks  ahead.  Extra  cards 
for  things  to  be  retained. 

A  Brain  Saver 

Today’s  card  always  at  the 
front.  No  leaves  to  turn. 
Any  card  is  found  instantly  by 
its  tab.  Cards  for  the  year 
make  a  valuable  card  index 
for  desk  use. 

FORGET  NO  MORE 

This  automatic  tickler  helps 
you  to  do  things  at  the  right 
time.  Saves  time  and  money. 

AN  IDEAL  CONSTANT  REMINDER 


X  X  offll 


No  Other  Device  Answers  Its  Purpose. 

Used  by  thousands  of  wide-awake  business  men  all  over 
theU.  S.  A  practical  system  for  memoranda.  Takes  care 
of  all  appointments  and  duties  automatically.  Invaluable 
to  all  who  would  be  prompt,  systematic  or  successful. 

Order  now  and  fm  wiM  ^lad  that  did  not  wait  any  longer , 

Outfits  include  one  year  from  date.  small  larch 

Real  Seal  Leather  Case,  Quar.  Oak  Tray  $3.00  $4.00 
Russia  Leather  Case,  Plain  Oak  Tray  2.50  3.25 

Cow  Seal  Leather  Case,  Ash  Tray  2.00  2.75 

Sunday  cards,  35c,  50c,  Dated  cards,  per  year  1.00  1.25 


Order  now  and  save  express  charges.  To  Introduce  quickly^ 
we  prepay  in  the  U.  S,  In  Canada  we  deliver,  without 
delay,  express  and  duty  paid,  for  20  per  cent,  extra. 

Order  now  and  begin  to  benefit  by  its  use. 


You  Can  Accomplish  More,  with  Ease. 

Do  not  tax  your  brain  with  things  to  be  remembered.  The 
details  of  modern  business  are  too  many  to  carry  on  the 
mind.  The  little  things  are  often  the  important  things 
Get  the  memorandum  habit.  It’s  easy  with  a  Memindex! 

A  Few  among  Thousands  of  Satisfied  Purchasers 

H.  D.  J  ACKSON,  Electrical  Engineer,  Boston  :  “It  has  proved  in  ivery  way  a  good 
thing.  I  enclose  money-order  in  payment  for  two  more.” 

General  Electric  Co.,  Schenecta  dy,  N.  Y. :  “  Please  send  me  two  more  Mem- 
i  ndex  for  which  I  enclose  $5.”  Alex.  Churchward. 

A.  Haviland,  Grand  Central  Station,  N,  Y,  t  **ltis  quite  up  to  your  description.’^ 
H.  S.  Harde,  Architect,  New  York:  “  Without  doubt  the  best  thing  of  its  kind!” 
L.  H.  Slawson,  Real  Estate,  New  York:  “  I  find  it  very  usefuland  very  satis¬ 
factory.  My  friends  say  they  are  very  well  pleased  with  theirs.” 

Rvrie  Bros.,  Toronto  :  “We  are  more  than  delighted  with  it.”  (Use  about  ilUli 
Wax’d  Exchange  Bank,  N.  Y,  :  Feb.  6  ordered  one,  Feb  20,  two,  Feb.  24,  five. 

Covsrad  Trav  2  Keys,  f  | 


YOU  NEED  IT 


A  year’s  experience 
has  proved  that  almost 
all  business  men  need  it. 


HELPS  YOU 

to  Plan  your  Work 
to  Work  your  Plan 
to  Succeed 
to  Stop  Forgetting 
to  Accomplish  more 
to  Find  your  Memos, 
to  Avoid  Trouble 


BETTER  THAN  ANY 
CALENDAR  PAD 
FOR  DESK 
USE 


Cards  filed  awav 

MAKE  A 

Valuable  Record 
OF  one’s  activities 


Order  now  and  get  the  benefit  of 
our  best  introductory  offer. 


Write  for  Booklet 


C.  D.  BURTON,  Box  816.  DETROIT,  MICH^ 


Medicinal 

UrrOfT  Plants 

Fortunes  In  Small  Gardens 


There’s  Big  Money  in  growing  Medicinal  Plants — Ginseng, 
Golden  Seal,  Snake-root,  Helladonna — all  pay  well. 
A  Money  Making  Home  Industry.' Hardy  everywhere  in  the 
United  States  and  Canada.  Easy  to  cultivate  in  City  or  County. 
Very  small  space,  little  time  required.  Staple  as  wheat.  Wild 
supply  failing,  and  prices  advancing.  We  sell  reliable  plants 
and  seeds,  and  our  patrons  have  expert  advice  free.  Send 
two  2  cent  stamps  for  postage  for  our  complete  booklet  and  cur¬ 
rent  issue  of  “Ginseng  Garden,”  the  leading  magazine;  cir¬ 
culation  10,000,  25  cents  per  year.  It  tells  all  about  medicinal 
plants  and  herbs  and  how  you  can  make  your  back-yard  pay  big 
dividends.  It’s  an  opportunity — don’t  miss  it.  Write  to-day. 
CHINESE  .AMERICAN  GINSENG  COMPANY, 

Originators  of  Ginseng  Culture  in  America. 

679  Eacka  St.,  Elmhurst,  Pa-,  (Suburb  of  Scranton.) 


Chiropody  Taught  By  Mail 

AMERICA’S  FIRST  Correspondence  School  teach¬ 
ing  Chiropody  by  mail  for  actual  practice. 

Graduates  receive  diplomas.  EXCEL¬ 
LENT  paying  profession  for  EITHER 
SEX.  Can  be  studied  with¬ 
out  interfering  with  present 
occupation.  Young  or  old 
can  easily  learn.  Send  for  New 
Prospectus,  Illustrated  1905. 

Weekly  Payments.  UR.  P.  KAIILER’S  SONS,  Surgeon  Chiropodists,  I 
Established  1868.  48 IL  Fifth  Avenue,  NEW  YORK  CITY 


BUSINESS  LAW  IN  BRIEF 


HANDY 

AW  niCTIONARY 

TWQ 

CONCISE 

D0UARS|J  AGOPY 

■w  COMPREHENSIVE. 

Second  Edition 


360  PAGES.  6,000  DEFINITIONS.  400  CROSS  REFERENCES 
HANDY  Publishing  company 

94  LIBERTY  STREET  NEW  YORK  CITY 
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THE  TECHNIQUE  OF  ACCOUNTICS,  (Inc.) 

Announces  that  the  services  of  the  well-known  American 
Expert  HRAINK  BROAICEIR,  C.R.A.,  have 
been  retained  for  instruction  and  supervision  of  the 

EXPERT  ACCOUNTANCY  COURSE  BY  CORRESPONDENCE 

Designed  to  qualify  COMPETENT  BOOK-KEEPERS 
for  private  or  public  practice  and  to  pass  the 

C.  P.  A.  EXAMINATIONS  IN  ANY  STATE 

FOR  GENERAL  INFORMATION,  TERMS,  ETC.,  ADDRESS 

THE  TECHNIQUE  OF  ACCOUNTICS,  (INC.),  150  NASSAU  ST.,  NEW  YORK 


Salesmen 

Wanted 

We  have  a  few  fine  openings 
for  first  class  specialty  sales¬ 
men,  competent  to  handle  a 
high-grade  office  device.  Ex¬ 
clusive  and  guaranteed  terri¬ 
tory  will  be  given  to  the  right 
men.  Applicants  should  be 
in  a  position  to  invest  $1,000. 
Personal  interview  necessary 
before  contracts  are  closed. 


The  Bookkeeper  Publishing  Co. 

LIMITED 

Book-Keeper  Building.  Detroit,  Michigan 


N  O  N  -  S  M  U  T 
CARBON  PAPER 

MADE  OF  GELATINIZED  INK 

Is  All  the  Name  Implies 


Our  Machine  Papers  print  like  a 
ribbon. 

Our  Pen  and  Pencil  carbons  are 
the  cleanest  made. 

Our  Carbons  for  Billing  Machines 
give  25%  more  wear  than  others. 

Write,  stating  your  requirements. 
We  will  forward  samples  adapt¬ 
ed  to  your  use. 

Boxes  containing  Genuine  Non- 
Smut  Carbons  invariably  bear 
our  name. 


NON-SMUT  CARBON  MFG.  CO. 

904  Granite  Building 

ROCHESTER,  N.  Y. ,  U.  S.  A. 


Greater  security  is  impossible  at  any  price.  A  |25  check  protector  contains  $5  worth 
of  protection  and  |20  worth  of  intricate,  easily  broken  machinery  and  ornamental 
designs.  The  Stewart  check  protector 

Indelibly  Stamps  and  Embosses  the  Amount 

It  cuts  the  paper  on  irregular  lines  and  sinks  an  indelible  ink  into  its  very  fibre.  Our 
ink  is  proof  against  every  known  acid  or  chemical  process.  No  check  protector  does 
more  and  many  higher  priced  ones  do  less.  Protects  amounts  ranging  from  |5to$500. 
Has  nine  lines  of  copper  face  type  like  this. 

$5  LESS  THAN  FIVE  DOLLARS  $5 

{Actual  size  of  impression) 

Constructed  entirely  of  metal,  base  handsomely  japanned,  top  heavily  nickel  plated. 
Weighs  20  ounces.  Size  2x3x3^  inches.  Sent  to  any  address,  express  prepaid,  upon 
receipt  of  $5.  Money  refunded  if  a  trial  does  not  prove  satisfactory. 

STEWART  CHECK  PROTECTOR,  99  Randolph  Street,  CHICAGO 
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We  will  deliver  a  Wellington  Typewriter  to  your  home 
for  ^60.00 — ^$1.00  down  and  jjSl.OO  per  week.  You  can  pay  the  in¬ 
stallments  with  its  earnings,  from  the  start,  thus  making  the  typewriter  pay  for  itself. 

THE  WELLINGTON  No.  2  VISIBLE  TYPEWRITER 

is  the  full  equal  of  any  machine  made.  Universal  Keyboard — 28  keys  84  characters.  Alignment  and  spacing  perfect.  The 
greatest  or  all  manitolders  12  carmns  from  one  writing.  Most  easily  adjusted  and  cleaned.  Weighs  only  15  pounds  with 
cairymg  case.  bend  us  #1.00  as  hrst  payment  and  the  names  of  three  reputable  business  men  as  reference,  and  the  type¬ 
writer  will  be  shipped  to  your  home,  anywhere  in  the  United  States,  without  delay. 

LIT  BROTHERS.  Dept.  87,  M  arket,  8th  and  7th  Sts.,  PM  I LADELPM  I  A,  PA. 


^1.00  Brings 

A  Typewriter 

To  Your  Hoiwc 


Hi 

y 

nuU 

THE 

Hammond  Typewriter 


FOR  ALL 

NATIONS 

AND 

TONGUES 


LATEST  ACHIEVEMENT 

BRAILLE  SHUTTLE  FOR  THE  BLIND 

—  T5he  — 

Hammond  Typewriter  Company 

Factory  a7id  General  Offices 

69th  to  70th  Streets  and  East  River,  New  York 


MONEY 

MAKING 

THE  MASTER 

PROBLEM 


"xells  about  the  art  of  money-making.  A  guide  for 
investors.  How  to  distinguish  between  a  good  and 
poor  inv'estment.  Handsomely  Bound  in  Boards. 
Artistically  printed — beautifully  illustrated.  Con 
tains  no  advertising.  The  first  edition  will  be  sent 
out  absolutely  FREE.  Write  immediately-before 
you  forget  it. 

BARNARD  &  CLARK,  Suite  0.,  25  Broad  St.,  NEW  YORK 


A 


•  THIS 

BOOK 


ABSOLUTELY 


^Thi^e^Qf  ^  kVItcI”  IF  INTERESTED  IN  SIGNS 

We  will  give  you  as  good  a  sign  for  the  money  as  any  concern  in  the  world  and  will  submit  designs  and  quote  prices  promptly. 

ALUMINUM  SIGNS  LITHOGRAPHED  METAL  SIGNS  ENAMELED  IRON  SIGNS 

weatherproof  and  everlasting,  one  or 

ot  equisitive  design  and  artistic  finish  very  beautiful,  from  one  to  ten  colors  one  hundred  thousand;  also  in  colors 

SOUVENIRS  AND  NOVELTIES  also  CALENDARS  OF  ANY  SIZE  with  the  Willis  Pat.  Folding  Indicator.  . 

N.  J.  ALUMINUM  COMPANY,  iNew  York  Office,  150  Nassau  Street,  H.  M.  Willis,  Mgr. 
Telephone  930  John.  Call  us.  Give  US  a  show  and  we  will  give  you  a  showing. 


1 


THE  BUSIXESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


I  I .) 


kr  . 


COAST 


■ 


•  California,  Oregon,  and  Washington,  splendid  in 
their  climatic  and  health-building  conditions,  offer  the 
opportunity  of  a  lifetime  for  building  up  a  new  home. 
The  division  of  great  ranches  affords  a  fine  oppor¬ 
tunity  to  get  a  small  farm  that  will  assure  you  a 

. '  competence.  Profitable  crops  of  fruit  and  grain  can  be 

raised  with  a  minimum  of  labor ;  business  is  good  and 
capital  finds  profitable  investment. 

One-way  Colonist  tickets  are  on  sale  daily.  Sept.  15th 
to  Oct.  31st,  at  the  rate  of  $33.00  from  Chicago  to 
San  Francisco,  Los  Angeles,  Portland,  Tacoma,  Seattle, 
Bellingham,  Vancouver,  and  Victoria,  with  corre¬ 
spondingly  low  rates  from  all  points,  good  on  daily  and 

Personally  Conducted  Tours 

In  Pullman  tourist  sleeping  cars.  Double  berth,  Chicago  to 
San  Francisco,  Los  Angeles  or  Portland,  only  $7.00.  S.  A. 
Hutchinson,  Manager,  212  Clark  Street,  Chicago. 

$62.50  California 


j:i. 


•  •  .  -  'SB 


AND  RETURN 

liCi' 

Strictly  first-class  round-trip  tickets  are  on  sale  from 
all  points,  Oct.  17th  to  21st;  rate  from  Chicago  to 
San  Francisco  and  Los  Angeles  and  return,  $62.50. 

All  Agents  sell  tickets  via 


■ 


. .  V'.tl 


Chicago,  Union  Pacific 

and  North=Western  Line 

If  you  want  to  know  how  to  reach  the  Pacific  Coast,  how 
much  it  costs  to  go,  how  long  it  takes,  and  what  you  can  do 
when  you  get  there;  if  you  want  to  know  about  the  resources, 
climate,  and  opportunities  of  the  West,  send  4  cents  in  stamps 
for  booklets,  maps,  etc. 

W.  B.  KNISKERN,  Passenger  Traffic  Manager 

CHICAGO  &  NORTH-WESTERN  RY..  CHICAGO,  ILL. 

N.-W.  594 
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PRUDENTlAi: 

THE  / 

STRENGTH OF 
'  GIBRALTAR  I 


/ti,. 


J 


The  Prudential 

Issues  the  Ideal 
Life  Insurance  Contract. 

Simple  and  explicit  as  a  bank 

A  using  technicalities. 

A  dehnite  promise  to  pay,”  with 

Rstcs,  Benefits  dnd  Privileges 
Absolutely  Fixed  and  Guaran= 
teed  in  the  Policy. 

Cash  Loans.  Paid-up  Insurance. 
Automatic  Extended  Insurance. 
Lash  Surrender  Values.  Occupa- 
tion,  Residence  and  Travel  Unre- 
stricted,  and  many  other  valuable 
reatures. 

POLICIES  MAY  BE  ISSUED  WITH 

^'^'^dends  payable  an¬ 
nually  OR  EVERY  FIVE  YEARS. 

The  Instalment  Privileg'e 

IS  a  Splendid  Feature  of  Prudential  Policies. 

WHEN  POLICY  MATURES  it  u  j 

twenty-five  annual  instalments  -  o?  in^c^tfiinrf i  ^rom  two  to 

the  Whole 

The  Prudential  Insurance  Co.  of  America 

JOHN  F.  DRYDEN,  Presid^nV^^  '  h'  " 

dept,  ns  NEWARK,  N.  J. 
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For  15  Cents,  We 

DIVORCE  YOU 

Send  us  the  15c.  for  30  styles  of  _ 

You  will  receive  the  pens  prorhptly,  mounted 
on  a  Souvenir  Sample  Card. 


IMITATED  EVERYWHERE 
EQUALLED  NOWHERE 


FROM  THAT  UNSATISFACTORY 
PEN  YOU  HAVE  BEEN  MARRIED 
TO  SO  MANY  YEARS. 


The  Best  Penmen  in  the  World  tell  us  that  we 
make  the  Best  Pens  ever  made. 

Of  course  we  do — people  have  been  telling  us  so 
for  the  last  30  years. 

Are  you  married  to  an  inferior  quality  pen? 


GLUCINUM 

PENS 


MANUFACTURED  ONLY  BY 


The  Turner  &  Harrison  Pen  Manufacturing  Co.,  fn^ 

FALCON  PEN  WORKS  R.  Malpass,  Treasurer  PHILADELPHIA,  PA. 

All  Canadian  Inquiries  Addressed  to 

The  Rs  J.  Lovell  Company,  Sole  Canadian  Agents 


BEWARE  OF 
IMITATIONS 


56  and  58  Yonge  Street,  TORONTO,  ONT. 
TRADE 


ACCEPT  NO 
SUBSTITUTE 
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■Jl NY  clerk  or  book-keeper  handling  figures  bv  the 

W%  old  hand  and  mind  method  is  wasting  five-sixths 
■  of  the  time  he  gives  to  making  footings  in  his 
Cash  Book  and  Ledgers,  in  making  bills  and  state¬ 
ments,  and  in  handling  the  details  of  cost  systems. 

There  can  be  no  argument  about  it — 

BURROUGHS  ADDING  and 
LISTING  MACHINE 

adds  and  lists  six  times  as  fast  as  he  can  do  it  in  the  old  way. 

Apart  from  such  a  saving  the  systems  that  have  come 
with  the  more  extended  use  of  the  listing  feature  of 
the  machine,  have  resulted  in  so  much  greater  accuracv, 
such  a  saving  in  worry  and  in  time,  that  clerks  and 
book-keepers  everywhere  are  now  insisting  that  a 
BURROUGHS  be  installed.  It  has  become  a  necessity 
of  economical  conduct  of  an  office. 

Let  us  show  you  Short  Cut  Systems.  Let  us  know  what 
your  line  of  business  is,  We  will  have  our  system 
specialists  make  a  suggestion  with  forms  and  a  plan. 
These  will  cost  you  nothing  and  place  you  under  no 
obligation  of  any  kind. 

Besides,  we  will  gladly  send  you  free  of  charge,  a 
machine  to  test  our  system  suggestions,  if  you  say  so. 

BURROUGHS 

ADDING  MACHINE  COMPANY 

Block  G-DETROIT.  MICH.,  U.S.A. 


s.  3 
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Great  Cash  Prize  Offer! 


FULL  PARTICULARS 
IN  THIS  NUMBER 


Ml  C  H 


VOL.  XVIII  No.  5. 


NOVEMBER  1905 


PRICE  10  CENTS 


INESS  MAN'S 

6AZINE 


AND 


the  book-keeper 

-  E!.H.  Be.a.ch,  Editor*. 
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The  advantage  of  ten  years’  experience  in  making  adding 
machines;  five  years’  hard  usage  of  former  models;  the  con¬ 
stant  addition  of  well  tested  improvements ;  all  these  are 
expressed  in  the 

New  No.  5 

UltiVCrsaf  Adding^achine 

Don’t  let  anything  prevent  your  making  a  free  test  of  this  machine. 

THE  UNIVERSAL  ADDING  MACHINE  COMPANY 

GENERAL  OFFICES  and  FACTORY,  3807  Laclede  Avenue,  St.  Louis,  Mo. 

Branches  in  All  Principal  Cities. 


Prints 

Those 

Red 

Totals 
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PRICE  BOOK 

mOST  persons  know  a  thing-  or  two  if  they  could  only 
remember  them.  The  only  way  to  be  certain  of 
your  facts  and  figures  is  to  put  them  down  on  paper. 
The  cleverest  device  ever  invented  for  such  jottings  -is 

The  National  Simplex  Price  Book 

It  is  light,  compact  and  inexpensive.  Bound  in  black  cow¬ 
hide  seal,  fully  flexible,  leather  lined  and  flat  opening.  There 
is  nothing  to  get  out  of  order,  and  they  will  stand  long  and 
constant  usage.  Obtainable  in  14  sizes,  with  plain,  record 
or  price  book  rulings.  Send  for  circulars. 

CL  A  slight  pull  on  one  ring  draws  all 
back,  locking  them  .open.  They  can  be 
snapped  together  by  pressing  any  ring. 

NATIONAL 
BLANK  BOOK 
COMPANY  s 

HOLYOKE,  MASS. 

FREE — Send  us  the  name  of  your  local 
stationer  and  receive  six  issues  of  our 
bright  little  publication,  The  National. 


CL  Remember  that  this  eagle  is  our 
trade-mark.  We  make  every  variety 
of  blank  books  and  are  the  largest 
manufacturers  in  the  country. 
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Why  Ad.  Writing  Pays 


Remarkable  Success  of 
Former  Student  Showing 
Increasing  Possibilities 


Incomes  from  $100  to 
$500  a  Month  Through 
Mail  Instruction 


By  GEORGE  H.  POWELL 


The  readers  of  The  Business  Man's  Maga¬ 
zine  who  have  read  what  I  have  from  time 
to  time  said  about  advertising  writing  as  a 
money-making  business  have  been,  in  many  cases, 
surprised  at  the  rapid  growth  of  this  new  voca¬ 
tion,  although  they  have  realized  that  the  maga¬ 
zines  and  newspapers  are  constantly  increasing 
their  space  devoted  to  publicity. 

Just  how  rapidly  this  increase  is  going  on  may 
be  fairly  judged  by  an  examination  of  the  vari¬ 
ous  National  publications  of  to-day  and  of  a 
year  or  two  back,  although  the  daily  papers  like¬ 
wise  show  the  trend  of  the  times  in  an  equally 
conclusive  manner. 

And  a  wonderful  bearing,  too,  it  has  on  the 
future  of  the  advertising  writing  business.  Take 
the  latest  report  of  the  New  York  World  just 
laid  on  my  desk;  the  records  show  that  the  net 
gain  in  the  amount  of  advertising  carried  in  its 
columns  during  the  dullest  month  of  the  year, 
August,  1905,  was  more  than  500  columns  over 


the  same  period  of  1905!  The  same  increase  is 
also  seen  in  all  great  publications. 

These  figures  are  readily  comprehended,  and 
they  go  to  prove  that  commercial  America  finds 
advertising  so  profitable  that  it  is  increasing  its 
expenditure  over  a  hundred  millions  of  dollars 
annually  in  this  one  direction. 

The  young  man  or  woman  who  is  thinking  of 
learning  the  art  of  “Ad.  writing,”  as  it  is  com¬ 
monly  called,  will,  in  face  of  facts  and  figures, 
cease  to  wonder  that  the  competent  writer  is  able 
to  earn  from  $100.00  to  $500.00  a  month,  and 
that  the  picked  workers  are  filling  positions  at 
far  greater  salaries. 

Columns  might  be  written  showing  scores  of 
reasons  why  modern  advertising  is  forging  to  the 
front  in  leaps  and  bounds,  but  this  space  forbids 
more  than  a  reference  or  two. 

In  the  first  place,  it  has  been  demonstrated  in 
every  conclusive  test  that  the  retailer  who  adver¬ 
tises  wisely  is  bound  to  absorb  most  of  the  trade 
of  his  competitor  who  doesn’t  advertise,  and  in 
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a  like  manner  the  manufacturer  is  wonderfully 
successful  or  not,  as  he  practices  or  declines  the 
great  momentum  that  comes  only  with  up-to-date 
advertising  methods. 

Never  before  since  the  creation  of  man  has 
any  one  factor  appeared  in  the  business  world 
bearing  such  a  mighty  money-producing  wand 
as  does  modern  advertising.  It  is  less  of  an  un¬ 
certainty  than  formerly,  because  its  principles 
are  getting  to  be  thoroughly  understood  and  ap¬ 
preciated. 

In  a  word,  the  new  advertiser  can  be  quickly 
put  next  to  the  right  methods,  and  competent 
advertising  writers  will  take  care  of  his  copy  and 
other  details  when  he  has  not  the  time  to  attend 
to  this  himself,  as  is  generally  the  case. 

The  lack  of  a  sufficient  number  of  good  ad. 
writers,  however,  has  compelled  many  a  business 
man  to  take  up  correspondence  instruction  him¬ 
self,  or  to  put  one  of  his  clerks  under  my  tutelage. 
Scarcely  a  week  passes  that  some  very  prominent 
merchant  does  not  enroll  in  my  course  for  the 
specific  purpose  of  learning  how  to  branch  out 
into  a  wider  field.  The  wholesale  grocer  wants 
to  create  a  National  demand  for  his  coffees,  the 
shirt  manufacturer  wants  to  establish  stores  in  all 
large  cities,  the  department  store  is  anxious  to 
build  a  new  building  or  develop  a  mail  order 
trade— and  they  all  realize  that  their  salvation  de¬ 
pends  almost  wholly  upon  the  judicious  use  of 
printers’  ink. 

And  in  this  onward  march  to  greater  prosper¬ 
ity  I  want  to  go  on  record  with  a  prophecy; 
within  the  next  ten  years  the  present  volume  of 
advertising  will  be  doubled  over  the  figures  of 
1905!  So  marvelous  a  weapon  as  scientific  ad¬ 
vertising  will  never  be  allowed  to  get  rusty  from 
want  of  use.  Let  a  man  discover  gold  in  the 
coldest  confines  of  the  North,  and  thousands  will 
flock  thence  if  they  have  to  walk.  So,  too,  will 


our  merchants  and  manufacturers  follow  the 
golden  path  blazed  by  good!  advertising  and 
gather  their  fortunes.  The  failures  of  the  past 
will  be  avoided  by  reason  of  greater  knowledge, 
and  there  will  soon  be  no  valid  reason  for  grop- 
ing  in  the  dark  and  stumbling  over  obstacles 
I  want  to  add  a  word  about  the  Powell  stu¬ 
dents  who  have  won  distinction.  Mr.  Green  and 
Mr.  Lidell,  whose  portraits  appear  herewith,  show 
how  old  Powell  students  start  on  their  careers 
and  continue  to  advance.  Mr.  Green,  1146  15th 
St.,  Washington,  D.  C.,  is  advertising  manager 
for  a  great  medical  corporation  spending  nearlv 
$100,000.00  yearly.  Mr.  Lidell  I  placed  in  a  $25 
position  after  completing  my  course;  a  year  later 
he  established  his  own  advertisng  agency  at  108 
Fulton  St.,  New  York,  and  has  constantly  earned 
a  large  income  from  a  score  of  clients.  I  have 
sent  him  many  new  accounts,  as  I  have  other 
Powell  graduates.  The  careers  of  both  young 
men  show  what  good  instruction,  conscientious 
endeavor  and  a  growing  field  offer  to  the  am¬ 
bitious. 

The  fact  that  the  Powell  System  of  mail  in¬ 
struction  can  do  so  much  is  amply  strengthened 
day  by  day  by  the  continued  successes  of  the 
students.  That  it  is  the  one  correct  system  of 
teaching  advertising  there  can  be  no  doubt,  and 
the  testimony  is  so  different,  so  much  stronger, 
and  so  much  more  specific  than  ever  before  heard 
of,  that  I  know  it  is  a  power  for  good,  aliloe 
to  the  man  or  woman  who  wishes  to  earn  more, 
or  to  the  business  man  who  is  anxious  to  seize 
his  golden  opportunities. 

To  these  I  shall  be  glad  to  mail  my  two  free 
books— beautiful  new  Prospectus,  the  most  inter¬ 
esting  work  of  its  kind  ever  issued,  and  “Net 
Results,”  together  with  the  strongest  kind  of  tes¬ 
timony.  Simply  address  me  George  H.  Powell, 
1620  Temple  Court,  New  York,  N.  Y. 


From  $3.50  to  Assistant  Advertising  Manager 

Siegel=Cooper  Co. 

My  Dear  Mr.  Powell:  Brooklyn,  N.  Y.,  Sept.  11,  1905. 

•  be  interested  to  learn  that  since  Tulv  1st  I  havf*  hppn 

fn  thi  wor?d"wT.?,  YTr.T''  Siegel-Cooper  Co.,  the  lariest  departm^n?  stor2 
advertisTnJ  System  of  Instruction  I  knew  nothing  about 

man  and  salesman*  ^  secured  a  combination  position  as  advertising 

man  and  salesman,  later  I  resigned  to  enter  the  dept,  store  field  where  in 

inf  ap^propdatior?r$fooo  ^  $100,000  yearly  on  an  advertis¬ 

ing  appropriation  ot  $2,000.00  in  a  town  of  20,000.  I  then  took  hold  of  the  mail 

noun«d"1hfc?eve"rirof%frT'  5''°^'*  3  ™arketi„g  plan  .hat  wal  p?oI 

1  j  ^  of  its  kind.  An  ad.  that  drew  replies  at  60c  each  T  re 

placed  with  one  that  got  them  for  20c.  The  firm  still  uses  my  old  copy! 

final  ^  Powell  System  I  owe  my  success.  You  started  me  wnting  prac¬ 
tical  ads.  and  your  personal  attention  and  interest  were  constant.  ^ 

secured  from  writing,  as  I  wished  to  wait  until  I  had 

®  Very  t/uiryoS™" 

Ernest  Gilmore  Gardner. 
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Baker -Vawter 

Loose  Leaf  Ledgers 

Satisfy  Every  Demand 


The  B-V  Screw 
Loch  Ledger 


The  B-V  Auto¬ 
matic  Ledger 


Manufactured  by  Baker-Vawter  Company 

^  These  two  controlling  principles  in 

loose  leaf  manufacture  were  applied  at  the  beginning 
of  the  loose  leaf  industry  by  Baker- Vawter 
Company  with  the  result  that 

^  Thousands  have  been  sold  and  every 
one  of  them  is  still  in  daily  use. 

^  Baker-Vawter  Binders  outwear  all 

other  Binders.  Both  mechanisms  are  designed  for 
strength,  simplicity  and  ease  of  operation. 

^  Baker-Vawter  Leaves  fit  evenly  into  the 
binder.  They  are  unequalled  in  flexibility,  making 
them  lie  flat  and  in  perfect  alignment. 

^  There  is  no  good  feature  in  loose  leaf  manufacture 
which  the  originators  have  not  thought  out  and  applied. 

^  Let  us  tell  you  more  about  them. 

Baker-Vawter  Company 

Originators  of  the  Loose  Leaf  System 

350  Broadway,  New  York  Tribune  Bld^.,  Chicago 


trade 


mark 
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AMERICAN  EDITION 

DICKSEE^S  ^ 

NOW  READYI 


Auditing 


Edited  by  Robert  H.  Montgomery,  C.  P.  A.,  with  introduction  by 
Arthur  Lowes  Dickinson,  F.  C.  A.,  C.  P.  A. 

SN  THIS  work  all  of  the  essential  features  of  the  last 
English  Edition  have  been  retained  although  the  entire 
text  has  been  revised  to  accord  with  the  best  American 
practice.  Dicksee’s  Auditing  is  the  only  book  on  the  subject 
which  has  received  official  endorsement  from  any  of  the  State 
Accountancy  Boards  and  since  the  issue  of  the  first  edition  in 
1892  has  been  recognized  as  the  Standard  Authority  on  Audit¬ 
ing.  No  student  who  is  preparing  for  the  C.  P.  A.  degree  can 
afford  to  be  without  this  book,  as  a  complete  mastery  of  its 
contents  will  enable  him  to  pass  any  State  Board  Examination 
in  this  subject.  It  should  be  in  the  library  of  every  practising 
public  accountant.  This  is  the  first  general  treatment  of  the 
subject  of  the  liabilities  of  Auditors  from  the  American  Point 
of  View.  The  Liability  of  Directors  for  payment  of  divi¬ 
dends  out  of  capital  is  fully  dealt  with  and  the  celebrated 
American  Malting  Case  in  which  the  directors  were  held  per¬ 
sonally  liable  for  over  $1,300,000  is  cited  in  full. 

Sent  postpaid  to  any  address  on  receipt  of  Price,  $5.00  net 

luatttMa  Warih  Qromtiatta  ’  “NtrYoAS;*; 


SPECIAL  TO 

BOOK=KEEPER 

READERS 


SIX  MONTHS  Subscription  to 
THE  BUSINESS  WORLD 
FREE 


(Fill  out  this  Blank) 

The  Business  World  Company 
*  New  York 

Gentlemen -.  —  Enclosed  please  find 
$5.00  for  which  send  me  the  Ameri¬ 
can  edition  of  “Dicksee’s  Auditing” 
and  six  months’  subscription  to 
The  Business  World. 


Name. 


Address. 


Invest  Your  Brain 

Where  it  Will  Earn  the  Most  Money 


Book-keepers,  Accountants,  Bank  Clerks 
and  Office  Men  should  make  the  highest  use 
of  their  mental  abilities.  Specialists  in 
Auditing  earn  large  salaries.  And  it  is  all 
a  matter  of  training.  We  can  teach  you  how. 
Write  us  and  we  will  show  you  why  there  is 
an  ever  increasing  demand  for  the  services-of 

expert 

Public  Accountants 

and  how  our  course  in  Certified  Public  Ac¬ 
counting  will  thoroughly  qualify  you  by 
mail  to  open,  to  take  charge  of  or  audit 
the  most  intricate  set  of  books.  Only  Certi¬ 
fied  Public  Accountants  are  on  our  Board  of 
Instruction.  All  of  them,  men  who  are  suc¬ 
cessful  in  their  chosen  profession.  Each 
student’s  work  has  individual  attention.  No 
detail  is  slighted.  We  guarantee  against 
failure.  And  the  fee  for  the  entire  course 
is  within  reach  of  everyone. 


Mental  Insurance  is  the  best  form  of  in¬ 
vestment  for  brainy  men.  Investigate  our 
course  in  Certified  Public  Accounting,  con¬ 
ducted  by  correspondence.  It  will  show 
you  how  to  train  your  brain  to  its  highest 
earning  capacity.  It  will  increase  your 
present  income  and  give  you  the  opportun¬ 
ity  to 

EARN 

to  $100.  a  Day 

as  Expert  Public  Accountant.  Our  course 
differs  from  all  others.  It  has  many  unique 
and  decided  advantages.  It  is  conducted 
by  practicing  experts.  Nothing  theoretical 
or  visionary.  Write  for  free  prospectus 
which  tells  the  whole  story. 

NOTE:— We  now  furnish  each  student  with  Bound 
Volumes  for  course  selected,  as  soon  as  enrollment 
is  received.  Each  volume  in  each  course  is  com¬ 
plete  in  itself.  We  also  teach  by  mail.  Practical 
Accounting,  Theory  of  Accounts,  Auditing,  Com¬ 
mercial  Law,  Book-keeping  and  Business  Practice 
and  Business  Arithmetic.  Write  which  subjects  in¬ 
terest  you  and  we  will  mail  full  particulars. 


Arthur  Wolff,  C.  P.  A.,  Secretary 


Universal  Business  Institute,  Inc.  ®‘"'* 
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ORDER^N^^ 

PH(^GRAPHS 

MSSfc., 

1@S« 


'1 


'ir®®?AiLjrFii!i 

IS  USED  roR 

PAY  ROLL  BINDERS 
bill  &  CHARGE  BINDER 
minute  book 

SIGNATURE  BOOJ^ 

ledger 
CASH  BOOK\ 
JOURNAL’ 

^taloo  covers 
Fecial  records 

IksfNSt 


#■ 


Every 


Tengwall  File 

Is  his  own  Loose  Leaf 
Manufacturer 


Patented  June  2nd,  1891 

All  infringers  will  be 


Tengwall  File  with  the  Tengwall  Desk  Punch  offers  all  of  the  advantages 
which  any  Loose  Leaf  System  affords  and  may  be  used  for  a  greater  number  of  prac¬ 
tical  purposes  with  a  greater  economy  of  time,  money  and  annoyance  than  any  other 

office  device. 

C[,  The  Tengwall  File  is  furnish¬ 
ed  with  hinged  or  divided  back. 
Curved  metal  prongs,  one  pair  on 
each  side,  hold  the  sheets  as  firmly 
as  in  a  bound  book  and  in  perfect 
alignment.  The  pressing  of  a 
thumb  spring  opens  the  file,  mak- 
ing  it  possible  to  insert  new  leaves 
instantly  or  remove  old  ones  with¬ 
out  disarranging  the  others.  Close 
the  file,  it  locks  automatically, 

€,  The  Tengwall  File  is  the  hand¬ 
iest  file  for  reference.  There  is  no 
dead  matter  to  finger  over.  The 
contents  may  be  classified  numer¬ 
ically,  alphabetically,  or  by  any 
other  method  desired. 

O,  Tengwall  Files  are  made  in 
ten  sizes,  carried  in  stock  for 
prompt  delivery.  Special  sizes  fur¬ 
nished  on  short  notice. 

Tengwall  Desk  Punches  are  sup¬ 
plied  with  proper  guage  to  fit  prongs 
of  files.^  Light  Punch  Style  A,  nick¬ 
eled,  with  base  of  polished  veneer 
wood.  Punches  1  to  6  sheets  in  one 

neat  and  durable,  based  of  hard  wood.  Over  half  a  million  Tengwall  Files  now  in 
use  m  tne  U.S,  and  Canada,  Sold  by  leading  Stationers  everywhere  or  through  the  Manufacturers. 

TENGWALL  FILE  AND  LEDGER  CO. 

Ravenswood  SUtlon,  CHICAQO,  ILL, 


ueary  Paneh— Style  “B'» 
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HERE  is  no  doubt  that  your 
letters  written  under  an  Em¬ 
bossed  Letter-head  and  on 
good  paper  are  efficient  result- 
bringers. 

d.  People  very  quickly  judge 
your  business  by  the  stationery 
you  send  out.  This  stationery  question  is  one 
of  great  importance,  and  to  make  your  business 
a  success,  should  not  be  overlooked.  Our 
large  plant  and  equipment  allows  us  to  give 
you  the  benefit  of  wholesale  rates. 

Cl.  Fill  out  the  blank  form  at  the  corner  of  this 
page.  Enclose  with  it  the  Letter-head  that  you 
are  now  using.  Mark  out  anything  that  you  do 
not  want  and  write  in  anything  that  you  wish  to 
have  printed.  Tell  us  whether  you  want  as 
good,  better,  or  the  same  kind  of  paper. 

G.  To  any  firm  who  writes  to  us  on  its  own 
Letter-head  and  fills  out  the  mailing  form  be¬ 
low,  we  will  be  glad  to  send  a  rough  suggestion 
for  a  design  and  give  prices  on  the  execution 
of  the  suggestion.  We  are  always  very  happy 
to  submit  samples  of  oui  work. 

d.  Engraved  and  Embossed  invitations.  An¬ 
nouncements,  Business  and  Calling  Cards. 


CALENDARS 


Something  Unique 
to  fit  6K  Envelope 
EMBOSSED, 
ENGRAVED  and 
HAND  PAINTED 

Cost  from  20  to  100 
Dollars  per  1,000. 
Samples  now  ready 


AMERICAN 

EMBOSSING 

COMPANY 

Seneca  Building 
BUFFALO,  N.  Y. 


American  Embossing  Co., 

Seneca  Bldg.,  Buffalo,  New  York 
We  will  be  glad  to  consider  a  sugges¬ 
tion  for  a . we 

enclose  a  sample  of  what  we  have  been 
using,  with  changes  noted.  We  want 

. thousand  . . 

printed  on . quality 

. paper.  We  want  some¬ 
thing  (as)  good  (or)  better. 


Signed... 

From . 

Business. 
Street... 
Town  . ... 
State . 
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Santa  Fe 


All  the  Way 


Scotty 


And  his 

record-breaking 

ride? 


Tti,  IS  a  picture  of  him,  and  of  his  dog 
with  the  $1,000  coll  ar. 

Tke  story  ? 

Briefly  tins —  i 

\Valter  Scott,  tke  Deatk  Valley 

gold  miner,  made  the  trip  from  Los  Angeles 
to  Chicago  last  summer  on  a  special  train  over 
the  Santa  Fe  in  less  than  45  hours.  That 
whirlwind  train  cost  him  more  than  $6,000. 
It  was  the  fastest  long  distance  run  over 
mountains  and  plains  ever  made  on  any 
American  railway.  It  demonstrated  beyond 
dispute  that  the  Santa  Fe  track,  equipment  and 
employes  are  of  the  dependable  kind. 

Probably  you  wouldn  t  care  to  ride  so  fast^ 
You  prefer  the  luxurious  * 

California  Limited 

j 

at  $110  the  round  trip  from  Chicago.  Ii| 
service  the  year  round  between  Chicago,  Los 
Angeles  and  San  Francisco.  Now  semi¬ 
weekly;  daily,  beginning  early  in  November. 


^Vritc  to  Passenger  Department,  A.  T.  6^  S.  R  Ry., 
Railway  Exchange.  Chicago,  for  Scott  Specialfffolder 
and  a  California  Limited  booluet. 
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We  thoroughly  understand  the  wants  of  the  critical  buyer. 
Operating  the  most  complete  Engraving  and  Printing  Mail- 
Order  plant  in  America  day  and  night,  you  receive  prompt 
service,  satisfactory  goods  and  prices  that  <!reate  friends 
whether  yon  are  in  Mexico,  New  York  or  *Frlsco. 

niustraUons  of  every  kind  and  description,  either  in  colors  or  black  and  white. 

Printing,  such  as  booklets,  line  catalogs,  private  correspondence 

paper,  olilce  stationery,  etc. 

All  orders  executed  promptly  and  artistically. 

Work  Right  or  Money  Back. 

WRITE  NOW  AND  **WE'LL  DELIVER  THE  GOODS. 


^1  A  DIT  engraving  fit 

WL/\KfV  PRINTING  CO. 

MILWAUKEE,  U.  S.  A. 

ARTISTS  =  ENGRAVERS  &  PRINTERS. 


ENGRAVING  AND 


COLUMN 

^S1.00, 


PRINTING 


V  2. 

COLUMN 
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Stenographers  Using 


\  ROCHfSTCR.  h  Y.  USA 


wnen  tney  use  any  of  the  LITTLE,  Brands.  It  is 
better  to  get  results  than  to  get  fired— ’most  any 
Stenographer  will  admit  that.  Some  Stenographers  say 
our  Ribbons  and  our  Carbon  paper  help  them  keep  jobs 


COBWEB 

SATIN 

FINISH 

GOLD 

SEAL 


COPIES 
CLEAR 
DOESN’T 
BLUR 
DON’T  FADE 


Cheap  material  does  just  what  its  name  indicates.  “Just 
as  good  as  LITTLE'S"  means  that  they  are  not  “just  as  good.” 
You  don’t  hear  us  saying  “just  as  good.”  We  don’t  have  to 
“ SECRETS 


for  Stenographers  SENT  FREE 


CARBON 
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Invented  by  a  man  (Dr.  Faber)  who  wanted  a 
good  fountain  pen — wanted  it  for  his  own  use. 
Tried  them  all — some  leaked — soiled  his  pocket, 
hands,  paper,  etc.;  some  let  the  ink  out  in  drops  at 
times  and  at  others  failed  to  let  it  out  at  all. 

CL  None  could  be  filled  except  with  a 
“  filler,”  didn’t  have  the  “filler”  handy  when 
his  pen  was  empty.  Pen  as  useful  as  a 
gun  without  ammunition. 

CL  The  result  was,  the  idfea  of  DR.  FABER’S 
SELF=FILLINQ  FOUNTAIN  PEN,  in  which 
every  good  point  of  other  Fountain  Pens 


\..>VvfLO 


# 


was  included  without  their  faults,  and  with  special  features  of  its  own. 

A  PEN  FOR  PARTICULAR  PEOPLE 

€1.  'It  has  a  solid  gold  pen— no  better  pen  can  be  made.  If  you  are  rated  in  Dun  or  Bradstreet  will 
send  you  one  on  trial — pay  for  it  if  it  is  the  BEST  pen  you  ever  saw,  otherwise  return  it. 

CL  If  you  have  no  rating  send  your  money  and  we  will  return  it  to  you  if  pen  is  not  satisfactory. 
CL  You  can’t  know  how  good  it  is  until  you  USE  it. 


SOLD  BY 

GOOD 

DEALERS 


$  1 .50  -  $6.00 


WRITE 

FOR 

BOOKLET 


REIVIINSULrAR  SURRUV  CO.,  DETROIT,  MICH. 

A  DR.  FABER’S  FOUNTAIN  PEN  makes  the  kind  of  CHRISTMAS  PRESENT  one  likes  to  get. 
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To  Stenographers! 

Have  You  Seen  the 

Shorthand  Department 

Of  the  Law  Register? 

/ 

d.  It  is  the  only  weekly  shorthand  journal  in  the  world  con¬ 
ducted  by  expert  court  reporters. 

d.  It  teaches  law  forms,  legal  phraseology,  court  reporting, 
technical  outlines,  law  pleadings,  and  all  other  subjects  of  interest 
to  stenographers. 

d.  It  gives  you  the  benefit  of  advice  of  the  most  successful 
experts  in  shorthand. 

d.  Its  “Encyclopedia  of  the  Crafts”  will  broaden  your  vocabu¬ 
lary  and  make  you  conversant  with  matters  in  every  day  life  with 
which  very  few  people  have  a  knowledge. 

d.  It  is  edited  by  W.  L.  James,  Robert  F.  Rose  and  J.  F. 
Wood,  expert  court  reporters  and  the  most  successful  in¬ 
structors. 

d.  “The  best  and  most  instructive  shorthand  periodical  ever 
published”  is  the  verdict  of  all  who  have  seen  it. 
d.  If  you  have  not  seen  it,  fill  out  the  coupon  printed  below  and 
send  for  a  sample  copy. 


W.  L.  JAMES,  79  Clark  St.,  Chicago. 

Send  sample  copy  of  shorthand  publication  to 

Name  . 

Address . 

City  and  State . 


Please  mention  The  Business  Man's  Magazine  when  writing  to  advertisers. 
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LAKEWOOD 


The  Fashionable  Fall  Resort  of  America 


REACHED  ONLY  BY 

NEW  JERSEY  CENTRAL 


Best  Hotels  ’  Golf  ’  Polo  ’  Outdoor  Sports 


BOOKLET  ON  APPLICATION  TO  C.  M.  BURT,  GENERAL  PASSENGER 
AGENT  V  V  V  V  V  143  LIBERTY  STREET,  NEW  YORK  CITY 


O’LEARY- PADBERG 
LITHOGRAPHING  CO. 


MODERN  IN  EVERY  DETAIL 


Detroit,  Michigan 


BONDS,  STOCK  CERTIFICATES,  DIPLOMAS,  LETTER¬ 
HEADS,  CHECKS,  DRAFTS,  CERTIFICATES  OF  DEPOSIT, 
CALENDARS,  SHOW  CARDS,  POSTERS,  LABELS,  ETC,  ETC 


Please  mention  The  Business  Man’s  Magannt  when  writing  to  advertisers. 
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WnCHBOOK 

SHAU  WE 
SEND  YOU 

WITH  THE 


CIENTIFK 


MERICAN 


This  marvelous  offer  of  Munn  &  Company  is  limited  to  ONE  THOUSAND  READERS 

Business  Man's  Magazine.  It  is  an  opportunity  for  one  thousand  readers 
of  this  publication  to  obtain  the  ScientiEc  American  Reference  Book  or  George  M.  Hop¬ 
kins’  book  entitled  Home  Mechanics,  for  amateurs,  absolutely  without  charge  with  a  year’s 
subscription  to  Scientific  American.  The  offer  boiled  down  in  a  few  words  is  simply  $4  50 
offer  for  $3.00  cash. 

Either  one  of  these  books  sells  anywhere  for  $1.50  and  the  offer  which  we  make  is  to  new 
subscribers  only.  Lawyers,  ministers,  merchants,  men  of  every  profession,  of  every  business  pur¬ 
suit  should  take  advantage  of  this  offer,  which  is  limited  to  one  thousand  readers  of  this  publi¬ 
cation.  The  subscription  price  of  the  “Scientific  American”  is  $3.00  a  year.  You  receive  fifty- 
two  numbers  of  the  most  interesting  paper  published. 

Our  $4.50  Offer  for  $3.00 

Embrace  this  offer  now.  Either  book  makes  a  good  Christmas  gift.  The  “Scientific  Amer¬ 
ican  should  come  to  your  home.  Subscription  can  start  any  time.  Christmas  day  if  you  wish. 

REFERENCE  BOOK  Contains  fifty  thousand  facts,  over  five  hundred  pages.  Fully  illus- 
.  trated.  Colored  plates.  Accurate,  up-to-date,  complete.  Condensed 

information  from  great  encyclopedias.  Any  subject  can  be  referred  to  instantly.  Sold  every¬ 
where  for  $1.50.  To  new  subscribers  answering  this  advertisement,  it  is  free  with  a  year’s  sub¬ 
scription  to  “Scientific  American.” 

HOME  MECHANICS  370  pages.  Over  three  hunudred  illustrations.  A  thoroughly  prac- 
FOR  AMATEURS  ^  tical  book  by  the  most  noted  amateur  experimenter  in  America 
author  oi  Experimental  Science.  This  book  is  just  published  and  its  retail  price  is  $1.50.  This 
book  is  given  free  under  our  great  offer,  with  a  year’s  subscription  to  “Scientific  American.” 

Send  in  your  subscription  to=day  and  choose  which  book  you  want 

Don’t  forget  and  thus  miss  this  opportunity.  Descriptive  prospectus  of  either  book  and  sam¬ 
ple  copies  of  the  “Scientific  American”  sent  free. 

MUNN  COMPANY.  Publishers 

572  Broadway,  New  York 

{Notice  to  Prospective  Advertisers— Advertising  rates  7S  cents  per  line.  Rate  card  and  full  particulars  on 
request.  It  will  pay  you  to  advertise  with  us.) 


Please  mention  The  Business  Man’s  Magasine  when  writing  to  advertiser^. 
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I  Shall  Give  Away 

50  SCHOLARSHIPS 

IN  THE 

International  Accountants’  Society,  Inc. 


E.  H.  BEACH,  Pres. 

International  Accountant’s  Society 

courses  of  instruction  without  a 


DO  YOU 
WANT  ONE? 

'O  FIFTY  STUDENTS  who  enroll 
between  October  1st,  1905  and 
January  1st,  1906  I  shall  give  a 
course  of  instruction  absolutely  free — 
including  all  necessary  text  books. 
This  means  just  what  it  says  —  50 
penny’s  cost,  as  follows  : 


All  these  will  be  given  away  to  students  who  enroll  in  the  various 
courses  before  January  1st — and  only  to  those  who  enroll  during  the  time 
mentioned.  The  first  twenty  students  in  higher  accounting  to  gain  an 
average  of  500  (out  of  a  possible  600)  marks  on  the  first  six  lessons  will 
get  their  courses  of  instruction  free — for  I  shall  return  to  them  every 
penny  they  have  paid  for  their  instruction  and  shall  send  each  one  a 
receipt  in  full  for  the  entire  course.  The  same  thing  will  be  done  for 
the  first  ten  who  who  reach  the  required  average  in  the  other  courses 
until  the  full  50  courses  have  been  given  away  free. 

I  shall  give  these  rewards  for  prompt,  faithful  and  efficient  work 
and  the  students  who  first  complete  six  lessons  with  an  average 
of  %  of  correct  answers  will  receive  them.  The  award  will 

be  based  upon  the  sixth  lesson  in  the  order  of  its  receipt. 


ENROLL  NOW 

GET  TO  WORK  PROMPTLY 

AND  GET  YOUR  MONEY  BACK 


f  -  ^  #  w— *  Prest. 

INTERNATIONAL  ACCOUNTANTS’  SOCIETY,  Inc. 
DETROIT,  MICH. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Do  You  Want  More  Salary? 


ARE  YOU 


A  clerk  on  a  small  salary — a  book-keeper  who  wants  to  get  out  of  the 
rut — a  merchant  who  wants  to  increase  results — a  shipping  clerk  who 
wants  to  become  a  manager  ?  Do  you  want  more  income  ?  We  can 
show  you  how  to  get  it — not  by  any  patent  method,  but  by  straight 
legitimate  means.  Simply  fill  out  the  coupon  and  send  it  in  to-day. 
What  you  will  receive  in  return  will  amply  repay  you. 


The  International  Accountants’  Society,  Inc. 

Detroit,  Michigan 

You  may  “show  me.”  The  information  here  given  is  confidential  and  is  not  to  be  com¬ 
municated  to  anyone.  Send  me  your  information,  If  I  am  not  interested  I’ll  say  so — but  I 
put  myself  under  no  obligation  whatever.  This  is  to  be  thoroughly  understood. 


Name  - 

Address _ - 

Town  and  State 


0 


0 


I  am  at  present  a 


_ with 

I  would  like  to  get  a 


better  salary  as  a 


O 
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FOR  BUSINESS  MEN 


the;  BOOK:=K:e;BPE:R  RUBEISMINQ  CO.,  Ltd.,  Detroit,  Mich. 

■  -  60c.  Extra  for  Postage  Required  for  Foreign  Subscription  .  -  _ 


This  book  is  the  systematic  man's 


guide.  Ct,  In  this  book  are  systems 


for  every  business.  CL  No  theories. 


only  tested  plans  in  .  . 


IT  WON’T  COST  YOU  A  CENT 


’’HIS  BOOK — about  200  pages — is  the  finest 
collection  of  business  systems  ever  pub¬ 
lished.  It’s  not  a  pamphlet — not  a  trump¬ 
ed-up  lot  of  rehash — but  a  fine  collection 
of  business  systems  all  ready  to  put  into  opera¬ 
tion  in  your  own  office — your  own  store — your  own  factory.  Your  copy  will  be  mailed 
to  you— carriage  paid — in  about  sixty  days — now  being  completed.  Bound  in  boards,  hand¬ 
some,  durable  and  above  all — useful.  Full,  from  cover  to  cover,  of  actual  business  systems 
all  ready  to  jump  into  action  to  make  your  work  easier — your  results  bigger — your  every 
effort  more  productive. 


AND 


Th^Business  Man's  Magazine 

AND 

The  Book=Keeper 


WHOLESALE  SELLING  SYSTEMS 
ADVERTISING  SYSTEMS 
ACCOUNTING  SYSTEMS 
BILLING  SYSTEMS 
SHIPPING  SYSTEMS 


RETAIL  SELLING  SYSTEMS 
COST  SYSTEMS 
LOOSE-LEAF  SYSTEMS 
CHARGING  SYSTEMS 
BUYING  SYSTEMS  . 


AND  EVERY  ONE  PRACTICAL 


The  Business  Man’s  Magazine  and  The  Book= Keeper 

Over  seventeen  years  has  this  magazine  been  published.  Month  after 
month  and  year  after  year  its  pages  have  been  full  of  good,  honest, 
straightforward  business  information.  Not  sensational  exposures — not 
fulsome  flatteries  of  this  prominent  man  or  that — but  useful,  solid,  prac¬ 
tical  ways  in  which  a  merchant  could  become  more  successful  and  a  clerk 
become  a  better  clerk.  Its  contributors  are  good,  solid  business  men — 
not  men  who  stole  millions  and  got  away  with  them  without  being 
caught — but  men  who  do  things  and  who  share  their  knowledge  with 
you.  Monthly — 200  pages  or  more. 

More  Actual  Business  Reading  More  Actual  Business  Information  More  Good,  Soild  Meat 

Than  Any  Other  Business  Magazine  in  the  World 

THE  MAGAZINE  FOR  A  YEAR  AND  A  t  ID  lY  T7  "D  "M  \T7 

COPY  OF  THE  BOOK  BY  MAIL  FOR  \  \ 
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A  Business  Book  for  Business 
Men  and  Book=keepers 


//ere  is  a  Book  which  Every  Business  Man — Every  Book-keeper — Every 

Cashier — Every  Clerk — Should  Own 


Thorne’s 
20th  Century 
Book=keeping  and 
Business  Practice 


There  are  hundreds  upon  hundreds 
of  works  on  accounting.  Some  of  them 
were  good  before  they  got  too  old. 
Some  of  them  would  be  good  now — if 
they  were  only  practical.  Some  of 
them  never  were  any  good  at  all. 
Thorne’s  20th  Century  Book-Keeping 
and  Business  Practice  is  all  that  the 
others  should  be — practical,  scientific, 
modern,  clear,  concise  and  down-to- 
the-minute  in  its  methods.  This  work 
is  something  rarely  to  be  found — a 
first-class  text-book  and  a  first-class 
reference  work  as  well.  With  it,  the 
business  man  has  all  necessary  infor¬ 
mation  at  his  fingers’  ends.  With  it  at 
hand  the  book-keeper  can  never  be 
“stumped”  on  a  knotty  point.  Prom  it 
the  clerk  can  learn  book-keeping. 


UBARIV  BOOK-KEEPirva 

Yes,  learn  book-keeping — actually  learn  it.  It  contains  a  complete  course  in 
itself,  instructions  for  study,  practice  blanks  and  all  the  necessary  information — 
and  the  whole  cost  is  only  $3.00 — including  an  audit  of  your  work  when  you 
finish  your  study.  When  you  do  finish  you  will  have  something  worth  while — 
not  something  you  will  be  compelled  to  forget  when  you  go  to  work. 


BUSIIVESS  MEN  ENDORSE  IT 

A  prominent  business  man  of  Cincinnati — Mr..P.  M.  Bedell,  of  the  S.  C.  Tatum 
Co. — wrote  us  just  a  little  while  ago,  “Why  don’t  business  colleges  use  this  book? 
If  they  would,  graduates  would  be  of  some  use.”  An  opinion  of  this  sort  means 
something  coming  from  such  a  man.  No  business  man  can  afford  to  be  without 
this  book.  If  he  refers  to  it  once  a  month  it  pays  for  itself. 

IT  COSTS  $3.00  POSTPAID 


Over  900  references  in  the  index — all  arranged  for  instant  reference.  Over 
350  pages — bound  in  half  leather,  gold  top — not  an  old,  out-of-date  or  copied 
reference  in  it.  Hundreds  of  business  and  accounting  forms,  all  drawn  specially 
for  this  work.  The  forms  alone  cost  the  publishers  over  two  thousand  dollars. 
No  more  thorough  work  was  ever  offered  at  any  price. 


The  Book=Keeper  Publishing  Company,  Ltd. 

DETROIT - MICHIOAN -  U.  S.  A. 

A  copy  of  “The  Art  of  Business  Getting”  free  if  you  mention  this  ad. 
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SCRIBNER’S 

IN  NOVEMBER 


MR.  ROOSEVELT’S 

Second  Article 

A  Wolf  Hunt  in 
Oklahoma 

Describes  a  very  different  sort  of  country 
and  hunting  experiences  from  those  told  of 
in  the  article  in  the  October  number  about 
“A  Colorado  Bear  Hunt.”  Here  it  is 
riding  at  full  speed  across  the  broad  plains 
in  the  wake  of  the  pack  of  trained  hounds. 

The  Beginning  of  the  New  Serial  by 

F.  HOPKINSON  SMITH 

The  Tides  of  Barnegat 

The  new  story  by  the  author  of  “The 
Fortunes  of  Oliver  Horn,”  “Caleb  West, 

Master  Diver,”  “Tom  Grogan,”  etc.,  is  a 
distinct  advance  upon  any  of  his  previous 
work.  There  is  wholesome  vigor,  abundant 
humor,  the  note  of  tenderness  and  broad 
human  sympathy  throughout  the  story  that 
will  at  once  make  a  strong  appeal  to  all 
readers.  The  illustrations  by  George  Wright 
will  be  printed  in  color. 

Diaries  and  Letters  of  Mr.  George  Bancroft.  A  most  interesting  instalment. 
“The  House  of  Mirth.”  Concluded. 

H.  G.  Dwight’s  “An  Impressionist’s  New  York”  an  appreciation  of  the 
many-sided  interests  and  wonderful  energy  of  the  greatest  city  of  the  world. 

Several  short  stories,  etc. 


From  a  Photograph 

Copyright  1905,  by  Alexander  Lambert,  M.  D. 


Please  tnention  The  BusiHess  Man’s  Magazine  when  writing  to  advertisers. 
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MAGAZINE 


IN  FUTURE  NUMBERS 

MRS.  FRANCES  HODGSON  BURNETT 

will  contribute  a  Christmas  Story  in  two  parts;  the  first  part  to  appear 
in  the  December  number. 

RICHARD  HARDING  DAVIS 

will  contribute  a  short  story. 

KATE  DOUGLAS  WIGGIN 

i 

will  contribute  to  an  early  number  a  short  story  entitled  ^'Philippas 
Nervous  ProstratiorC — a  very  charming  love  story  and  a  most  amusing 
picture  of  a  very  up-to-date  sanitarium. 

ERNEST  THOMPSON  SETON 

has  prepared  for  early  publication  six  articles  on  the  Great  Horned  Game 
Species  of  North  America.  .  ^ 

RAILWAYS  OF  THE  FUTURE 

A  series  of  articles  on  the  great  railway  enterprises  which  are  in  con¬ 
templation  and  in  progress. 

EDITH  WHARTON 

will  contribute  other  stories. 

THOMAS  NELSON  PAGE 

will  be  represented  by  a  short  story.  ■ 


SCRIBNER’S  MAGAZINE  IS  KNOWN  THE  WORLD 
OVER.  IT  SELLS  FOR  $3.00  A  YEAR,  NO  LESS. 

IT  IS  EASY  TO  GET  SUBSCRIPTIONS  FOR  IT. 

The  Publishers  of  SCRIBNER’S  MAGAZINE  offer  a  liberal  cash 
commission  for  earnest  and  efficient  work  in  securing 
new  subscribers.  Write  for  terms. 

25c.  per  number  $3.00  per  year. 


CHARLES  SCRIBNER’S  SONS,  Publishers,  NEW  YORK 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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The  only  book  or  set  of  books  ever  published 
whose  contents  entitle  them  to  be  called 
a  Business  Man’s  Encyclopaedia  is 

The  American  Business  and  Acconnting  Encyclopaedia 

Other  books  contain  partial  answers  to  a  few  of  the  questions  that  confront 
some  business  men — but  the  American  is  the  only  work  that  solves  all  of  the  prob¬ 
lems  met  by  men  in  every  line  of  business.  It  is  the  only  work  covering  the  entire 
field  of  business — answering  the  questions  that  come  up  every  day  in  every  depart¬ 
ment  of  business — from  the  purchasing  of  raw  material  to  marketing  the  finished 
product — from  advertising  to  shipping. 

The  American  Business  &  Account¬ 
ing'  Encyclopedia  was  written  by  busi¬ 
ness  men  for  business  men.  Manufac¬ 
turers',  Department  Managers,  Bankers, 

Credit  Men,  Accountants,  Advertising 
Specialists,  Attorneys,  Merchants,  Cost 
Accountants,  Production  Engineers, 

Factory  Economists,  Credit  Men,  Office 
Managers — all  have  contributed  to  this 
great  work.  No  one  man  or  a  dozen 
men  could  in  a  life-time  collect  the 
mass  of  practical  information  to  be 
found  in  the  American,  but  we  have 
had  the  assistance  of  more  than  100 
practical  business  men.  These  men 
have  given  from  their  experience — the 
most  valuable  asset  of  any  business 
man — those  plans,  ideas,  methods,  that 
they  have  found  of  greatest  practical 
value. 

In  the  American  what  these  men 
have  learned  in  a  lifetime  of  actual 
business  is  presented  in  condensed 
form.  Four  volumes  of  practical  ex¬ 
perience  is  the  result.  Not  a  system 
has  been  described,  not  a  plan  is  dis¬ 
cussed,  not  an  idea  advanced  which  has 
not  first  been  tested  and  found  practi¬ 
cal  in  actual  business.  There  is  not 
a  single  word  of  theory  in  the  entire 
four  volumes  of  over  1,100  pages. 

NOTE — Do  not  confuse  this  original  American  Business  and  Account¬ 
ing  Encyclopedia  with  any  other  so-called  Business  Man’s  Encyclopedia. 

No  part  of  the  American  has  ever  been  issued  as  a  premium  book  and 
it  is  sold — not  given  away — by  no  one  but  the  publishers  and  authorized 
book-sellers. 


The  Book-Keeper  Pnblishiog  Co.,  Ltd.,  Detroit,  Mich. 


More  than  20,000  business  men  now  own 

* 

the  American  Business  and  Accounting  En¬ 
cyclopedia,  and  to  them  it  is  the  guide 
which  shows  the  way  to  overcome  their 
business  difficulties.  These  20,000  business 
men  are  our  references — their  endorsements 
of  the  American  are  the  strongest  ever  given 
any  business  book. 


We  have  a  few  sets  of  the  last  edition — • 
see  next  page — revised  and  brought  up  to 
date  in  1904.  Order  now — mention  this  ad. 
— and  we  will  include.  Free,  a  copy  of 
The  Science  and  Practice  of  Auditing.  No 
more  copies  of  this  edition  will  be  printed. 
During  the  past  year  more  than  40  special¬ 
ists  have  been  engaged  in  revising  and  en¬ 
larging  the  American.  The  new  edition, 
which  will  sell  at  an  advanced  price,  will 
be  ready  about  Dec.  1st.  The  present  edi¬ 
tion  will  then  be  withdrawn  from  sale. 
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TH^ 


American  Business  and  Accounting 

Encyclopedia 


A  year’s  subscription  to  “The 
Business  Man’s  Magazine’’  is 
included  with  each  set.  ::  :: 


There  has  never  been  published 
in  this  country  a  work  which 
would  in  any  way  approach  this 
one  as  a  reference  work  for  the  use 
of  business  men  of  all  classes  and  all 
positions.  It  is  at  once  the  most  com¬ 
plete  and  the  most  authoritative  reference 
book  and  the  most  exhaustive  text  book 
on  the  market.  This  work  contains  over 
eleven  hundred  and  fifty  pages  and  is 
printed  on  heavy  paper  of  a  special 
quality  for  the  purpose  of  enabling  it  to 
withstand  constant  use.  No  matter  what 
your  business,  you  will  find  all  questions 
relative  to  its  accounting  features  ans¬ 
wered  in  this  work  and  answered  fully. 

Eighty  complete  methods  for  eighty 
separate  lines  of  business  are  among  its 
other  features.  For  reference  purposes 
it  is  exhaustively  cross  indexed.  No 
matter  what  you  want  or  under  what  name  you  look  for  it  you  will  find  it  in 


The  American  Business  and  Accounting  Encyclopaedia 


ORDER  FOR  4-VOLUME  SET. 


To  The  Book-Keeper  Publishing  Co.,  Ltd. 

Detroit,  Mich; 

You  may  send  me — by  Express — prepaid — 1  set  of  the  American  Business  and 
Accounting  Encyclopaedia,  4  Volumes,  ^  Morocco  binding,  gold  top.  For  this  I 
promise  to  pay  you  $12.00  in  monthly  payments  of  $1.00  each.  I  enclose  $1.00  here¬ 
with  and  will  pay  $1.00  every  30  days  hereafter  until  $12.00  in  all  have  been  paid. 

Name . 


Address 


Town 


Reference 


800 


/ 
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The  Ri^ht  Cabinet  at  the  Ri^ht  Price 


Shipped  on  Approva’, 
Direct  from  Factory. 
Freight  Paid  by  us. 


Upright  Vertica.1  File 


The  most  improved,  the  most  practical,  the  most 
economical  Letter  Filing  Cabinet  on  the  market 

DIMENSIONS  —  15K  in,  wide,  52  in.  high  and  28  in.  deep. 

CAPACITY  —  20,000  letters. 

CONSTRUCTION  —  Each  drawer  is  provided  with  an  anti¬ 
friction  suspension  slide,  permitting  the  drawer  to  be  with¬ 
drawn  its  entire  length;  it  also  has  an  automatic  follower 
block  which  compresses  contents  of  drawer  tightly  at  the 
bottom,  leaving  the  upper  edge  of  the  papers  loose  and 
easily  referred  to. 

MATERIAL  AND  FINISH  —  The  cabinet  is  made  of  selected 
quarter-sawed  oak,  finished  in  dark,  golden  oak  color,  hand 
rubbed  and  polished.  Trimmings  finished  in  oxidized  copper. 

IVrtie/or  illustrated  catalogue  51- K  of  our  complete  line  of filing  cabinets 


The  C.  J.  LUNDSTROM  MFC.  CO.,  Little  Falls,  N.  Y. 


Mfrs.  of  Sectional  Bookcases  and  Filing  Cabinets. 
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You  can’t  afford  to 
waste  your  brain 
energy  with  annoying  routine— lost 
correspondence — confused  records  and  ac¬ 
counts.  That’s  mere  carpenter  work.  Make  your  system 
take  care  of  it.  Use  your  own  gray  matter  for  the  real  creative — 
the  business  building — the  architect  work.  Put  the  letter  hunting — the  record- 

keeping — the  business  routine — the  bus¬ 
iness  detail  on  Multi-Cabinet  Systems. 
Multi-Cabinet  Systems  are  not  so  many  pounds 
of  senseless  oak  and  card  stock.  Each  individ¬ 
ual  cabinet  represents  so  much  brain — ^so  much 
business  experience  —  so  many  labor-saving 
schemes  and  tconovc\\es,~-7Jtoulded  into  cabinet 
form.  They  are  mechanical  business  assistants; 
automatic  private  secretaries  that  take  care  of  all 
the  business  detail — handle  the  correspondence 
— keep  the  records — and  relieve  you  of  the 
petty  matters  that  interfere  with  brain  work. 
But  our  book  describes  these  systems  better  than  we  can 
—tells  of  47  simple,  economical,  time  and  labor  saving 
methods  of  handling  detail,  systems,  for  every  department 
of  your  business— advertising— selling— credits— and  fac¬ 
tory  work.  And  if  you  do  not  find  in  these  47. systems  one 
that  meets  your  own  needs  exactly— we  get  up  a  special 
one  for  you.  But  first  let  us  send  you  the  book  describ¬ 
ing  this  complete  line  of 


Stops  Pain  Instantly 

Relieves  Soreness  Quickly 

Cures  Diseases  Instantly 


Words  cannot  describe  the  simple,  ever-ready  and  in¬ 
expensive  invention  that  replaces  all  medicines,  the  liot 
water  bag,  mustard  plasters  and  all  other  forms  of  honie 
treatment:  The  excruciating  pains  of  Rheumatism,  Sci¬ 
atica,  Neuralgia,  Headache,  Cramps,  Qout,  Indiges¬ 
tion,  etc.  can  be  stopped  in  one  to  five  minutes;  sore 
muscles,  stiff  joints,  brain  and  nerve  fag,  general 
debility,  tired  feeling,  etc.,  may  be  relieved  in  two  to  ten 
minutes.  In  fact  most  ailments  and  diseases  caused  by  con¬ 
gestion  or  poor  circulation  readily  succumb  to  the  operation 
of  the 

Veedee  Vibrator 

the  latest  and  most  phenominal  of  all  discoveries  and  in¬ 
ventions  for  the  treatment  of  ailments  of  the  human  body. 
Scientists  and  Physicians,  as  well  as  laymen  are  astounoed 
at  the  wonderful  results  obtained  by  the  use  of  this  simple 
little  machine,  .  .  '  ui 

While  a  five  minutes  test  will  convince  any  reasonable 
persons  that  the  Veedee  Vibrator  is  correct  in  pnncyile, 
simple  in  construction,  wonderfully  cheap  in  price  and  as¬ 
tonishing  in  results,  yet  we  are  willing  to  send  a  Veedee 
Vibrator  to  any  interested  person. 

On  7  Days  Trial.  If  it  does  not  accomplish  all  we 
claim  and  more  too,  send  it  back  at  our  expense.  We  will 
leave  the  entire  matter  to  you.  If  after  reading  this  an¬ 
nouncement  you  cannot  quite  conclude  to  order  immediate¬ 
ly  on  trial  one  of  these  wonderful  curative  agents,  send  us 
your  name  and  address  on  a  postal  card  and  we  will  send 
you  full  descriptive  and  illustrated  literature,  references,  etc. 
You  will  thank  us  for  the  suggestion.  Address 

Veedee  Vibrator  Co.,  Dept,  21 


47  SYSTEMS 
FOR  BUSINESS  MEH; 


“grow  as  you  grow”  Multi- 
Cabinet  Business  Systems. 


iaw= 


Walker 


I5I-I53  Wabash  Avenue 
CHICAGO 

Factories:  Muskegon,  Michigan 
Representatives  in  90  Cities. 
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REAL  MAIL 
SERVICE 

Yonr  office  efficiency  is 
determined  by  yonr  *'mail 
i.  e.,  the  way  your  Brains 
are  put  through  your  Type¬ 
writer.  If  you  lack  either, 
the  other’s  small  value.  The 
best  commercial  brains  in 
the  world  have  decided  the 

VISIBLE 
WRITING 

Underwood 
Typewriter 


docs  the  best  work 
in  the  shortest  time 

UNDERWOOD 
TYPEWRITER  CO., 
241  Broadway,  New  York. 

Adapted  for  use  with  the 
"Unit  Book-keeping  System” 


THE 


Slightly  Used 

TYPEWRITERS 

At  Less  Then  He/f  Price 

Thousands  of  machines,  all  leading  makes,  in  use 
to  insure  smooth  running  adjustment. 
fiOtofOD.  We  are  the  largest  handlers  of  slightly-used 
typewriters  in  the  world  and  offer  guaranteed  rare 
barg’ains  such  as  no  other  house  can  approach. 

Q  n  F  A I  M  I  2300  absolutely  new  Visible  Shales 

Ol  IbIIIIIL  machines,  built  to  sell  foT  $100— 

our  price  while  they  last,  $4S, 


Machines  shipped  foe  your  examination 

and  approval  to  any  point  in  United  States. 


We  rent  all  makes  of  machines  at  $3  a  month  and  up. 

ETDCC  Send  today  for  our  big  catalog  list  of  rare 
rnCb  writer  bargains.  Don*t  buy  until 

.  ,  you  see  It*  Write  today  before  our  big 

clearing  sale  closes.  Special  offer  to  agents. 

BIG  DISCOUNT  ON  TYPEWRITER  SUPPLIES 

OOMPANY 

351  Baldwin  Building,  GHICAGO,  ILLINOIS 


Hammond  Typewriter 


FOR  ALL 

NATIONS 

AND 

TONGUES 


LATEST  ACHIEVEMENT 

BRAILLE  SHUTTLE  FOR  THE  BLIND 


^J>e 


Hammond  Typewriter  Company 

Factory  and  General  Offices 

69th  to  70th  Streets  and  East  River,  New  York 


5,000 


USED  AND 
REBUILT 


Typewriters 


MARK 


©  @  ® © ® ©©0®© 
©®®®©®©®©©® 
®®©®©®®0©@O 
OO0©@00@®@@0 

ALL  MAKES— ALL  PRICES 

WHOLESALE  and  RETAIL 

SAMPLES  OF  WORK  ON  APPLICATION 

American  Writing  Machine  Co. 

343  Broadway,  NEW  YORK. 
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TYPEWRITERS 

Appeal  to  your  sense  and  your  senses 

Letters  written  upon  the  Smith  Premier  always 
present  a  sightly  appearance,  because  of  faultless 
alignment  and  clean  type-impression  —  due  to 
mechanical  accuracy. 

L  Th*  Smith  Premier  Typewriter  Co.,  Syracuse,  N.Y  i 
^  Branch  Stores  Everywhere  M 


$50 

The  AMERICAN  TYPEWRITER 

Has  the  Simplest  Possible  Type  Bar 

and  Ty^ 

▼  y.  ON  ONF  STEEL  BAP 

No  wabbly  bearings  to  work  loose,  dis¬ 
turb  the  alignment,  and  finally  break 
down. 

The  saving  of  twelve  hundred  useless 
parts  enables  us  to  offer  you  a  standard 
machine  for  $50. 

Standard  keyboard.  Ball-bearing  car¬ 
riage.  Highest  speed. 

If  you  want  $100  typewriter  value  for  $50 
write  to-day  for  our  catalogue.  “The 
American  Way,”  and  Easy  Payment  Plan 

AMERICAN  TYPEWRITER  CO. 

Established  14  Years 

264  BROADWAY  NEW  YORK,  N.  Y. 


COMMERCIAL 

Visible  Typewriter 

MODERN  FACILITIES 
SUCCESSFUL  FEATURES  - 


F'OR  $:25.00 

To  introduce  the  Commercial  more  widely  this 
season  we  offer  the  regular  $50.00  Machines,  in 
mcalities  where  not  represented  by  agents,  for 
$2S.OO  net  cash  with  order.  Send  for  hand¬ 
some  illustrated  catalogue  free,  and  ask  for  Special 
Proposition  Guaranteeing  satisfaction  or  ma> 
chine  may  be  returned. 

Also  inquire  our  inducements  to  Agents. 

COMMERCIAL  TYPEWRITER  CO. 

259  Williams  Street  New  York  City 


ON  TYPEWRITERS 


of  all  riakes 

Send  for  samples  of  writing,  prices,  and 
catalogue.  Machines  shipped  for  Inspection. 


NEW  TORE,  CHICAGO, 

Barclay  St.  819  Dearborn  St. 
BOSTON,  KANSAS  CITY, 

88  Bromfield  St.  817  Wyandotte  St. 

ST.  LOUIS,  209  North  9th  St. 
SAN  FRANCISCO, 

636  California  St. 


THE 

TYPEWRITER 

EXCHANGE 


TYPEWRITERS  MAKE3 


All  the  Standard  machines  SOLD  OR  RENTED  ANY¬ 
WHERE  at  HALF  MANUFACTURERS’  PRICES. 
Shipped  with  priviledge  of  examination.  Send  for  Catalog. 

TYPEWRITER  EMPORH'M,  202  La  Salle  St.,  CHICAGO 
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International  Edition  of 

PROFITABLE 

ADVERTISING 

For  November  now  ready.  Over  300  pages  profusely  illustrated. 
The  greatest  event  in  Advertising  Journalism 


Price,  25c.  or  full  yearly  subscription,  $2;  foreign  subscription  $3;  single  copy  35c. 


Address,  PROFITABLE  ADVERTISING,  Boston,  Mass. 


Contributors 

to  the  International  Edition  from 
abroad  include :  Frank  Colebrook 
on  “Tariffless  Great  Britain”;  Wm. 

Beable  on  “Continental  Adver¬ 
tising”;  Paul  E.  Derrick  on  “Amer¬ 
ica’s  Foreign  Trade  Opportunity”’, 
Edwin  Pugh  on  “Advertising  in  the 
British  Colonies  and  India”;  Ed¬ 
mund  Street  on  “Advertising  in 
English  Newspapers”;  Philip  Smith 
on  “Mail  Order  AdvertiMng  in  Eng¬ 
land”;  John  Fred  Jones  on  “Adver¬ 
tising  in  France”;  J.  H.’  DeBussey 
on  “Advertising  in  Holland”;  and 
many  others.  Among  the  American 
contributors  are  J.  Walter  Thomp¬ 
son,  H.  H.  Douglas,  Chas.  H.  Ful¬ 
ler,  Frank  Presbrey,  Ralph  Holden, 
Hon.  J.  Hampton  Moore,  J.  D'.  Mor¬ 
rison  and  others. 


Advertisers 


in  the  International  Edition  from 
abroad  include:  Sir  Alfred  Harms- 
worth,  publisher  of  the  London  Daily 
Mail  and  51  other  publications;  Sir 
George  Newnes  &  Co.,  Ltd.,  pub¬ 
lishers  of  the  Strand  and  other  pub¬ 
lications;  Cyrus  Pearson,  publisher 
of  Pearson’s  Magazine,  Daily  Stand¬ 
ard  and  other  publications;  T.  B. 
Browne,  Ltd.,  largest  advertising 
agency  in  the  world;  Mather  & 
Crowther,  the  large  colonial  adver¬ 
tising  agency;  G.  Street  &  Co.,  one 
of  the  most  substantial  advertising 
agencies  in  the  world;  Walter  Hill 
&  Co.,  largest  billposters  in  Eng¬ 
land;  John  Huddon  &  Co.,  largest 
type-founders  in  England;  Petit 
Journal,  with  a  million  and  a  quar¬ 
ter  circulation;  Petit  Parisian,  with 
a  million  and  a  half  circulation;  Le 
«  Figaro,  the  famous  illustrated  pa¬ 
per;  Hachette  &  Co.,  largest  book 
and  magazine  publishers  in  France; 
John  Fred  Jones  &  Co.,  largest  ad¬ 
vertising  agency  in  France;  August 
Scherle,  a  great  German  advertis¬ 
ing  agency;  and  a  host  of  other 
leading  publishers  and  advertising 
agents  in  Great  Britain,  France, 
Germany,  Belgium  and  Holland. 


JIS' 

■C  ENT'  S 
A  COPY* 


KATE  E.  GRISWOLD> 

P  U  B  L'  I  S  H  E  R 
B.  O  .S  T  a  M  -U  S  A- 


JL^ 

DOLLARS 
■A  YEAR. 


COVER  DESIGN  IN  FOUR  COLORS  AND  GOLD. 


ORDERS  FOR  COPIES  OF  THE  INTERNATIONAL  EDITION  SHOULD  BE  FORWARDED 

EARLY  AS  THE  EDITION  IS  LIMITED. 


Please  mention  Th6  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Three  Things  That  Stick! 

Glue,  Paste  and  Mucilage 

Deunisou's  adhesives — pure,  sweet,  clean  and  of 
full  strength  —  are  put  up  in  our  Paten*  Pin 
Tubes.  The  pin  plug  can  be  pulled  out  at  will.  All 
other  containers,  cans  or  bottles,  become  gummed 
and  hard — unfit  to  use.  Here  are  the  best  adhesives 
in  the  revolutionary  pin  tube.  Simply  pull  out  the 
pin  and  apply.  No  brush  needed — use  it  direct 
from  the  tube  No  waste,  no  soiling  of  hands, 
clothes  or  surroundings. 

If  Dennison’s  adhesives  are  not  for  sale  at  your 
dealer’s,  a  Patent  Pin  Tube  of  Glue, 
Paste  or  Mucilage  will  be  mailed  on 
receipt  Of  lo  cents. 

Please  address  Dept.  19  at  our  near¬ 
est  store. 

DENNISON 
MANUFACTURING 

The  Tag  Makers. 

Boston,  2G  Franklin  St. 

NewYork,  15  John  St. 

Philadelphia, 

1007  Chestnut  St. 

Chicago,  128  Franklin  St. 

St.  Louis, 

413  North  4th  St. 


SAVE  YOUR  TONGUE 

LET  THE  CLEANLY 


BE  YOUR  HEALTH  INSURANCE  POLICY 

(NO  GRAFT) 

Unrestricted  investigation  solicited. 

This  sanitary,  efficient  and  durable  device  puts 
just  enough  moisture  evenly  on  the  gummed  surface 
to  make  it  stick  securely. 

No  parts  to  take  oft  or  adjust.  A  child  can  oper¬ 
ate  it.  It  can  be  used  as  a  finger  sponge.  It  does  not 
take  off  the  gum.  It  is  useful  in  any  office. 

Mailed  Post-Paid  for  $1.00. 

Send  for  Folder  “N.” 

ROZELLE  MF6.  CO.  u.£Fl  st.  NEW  YORK 


AGENTS  WANTED. 


You  Can  Earn 

„  from  — 


3000 


^  5000  ^ 

AYear  NTHE  Real  Estate  Business 


No  other  business  produces  the  profits  that  are  made 
every  year  in  the  Real  Estate  Business.  We  want  to 
teach  you  a  business  in  which  you  can  make  a  large 
income  without  capital.  We  will  teach  you  the  Real 
Estate  (also  General  Brokerage  and  Insurance)  Busi¬ 
ness,  its  principles  and  practices  thoroughly,  tech¬ 
nically,  in  a  few  weeks,  without  interfering  with  your 
present  employment.  Notice  the  phenomenal  growth  of 
the  real  estate  business.  The  newspapers  and  magazines 
indicate  the  tremendous  opportunities  offered  those  who 
know  how  to  grasp  them.  We  appoint  our  graduates; 
members  of  one  of  the  largest  co-operative  companies 
in  America;  list  their  properties;  help  them  to  secure 
customers;  co-operate  with  and  assist  them  to  a  quick 
success.  Choice  real  estate  and  investments  in  all  sec¬ 
tions  listed  with  our  graduates.  Don’t  spend  the  best  days 
of  your  life  working  for  others^  when  you  can  make 
an  independent  fortune  for  yourself.  We  assist  in  estab¬ 
lishing  you  in  business  or  to  profitable  employment.  We 
are  the  orginators  of  this  plan  of  instruction,  as  our  long 
advertising  campaign  shows.  Hundreds  indorse  our 
institution.  Write  for  FREE  BOOKLET.  It  will  interest  you. 

H.  W.  CROSS,  140  Tacoma  Building,  CHICAGO. 


PAPER  FASTENERS 

The  ‘‘O.  K.”  Paper  Fastener  is  the  only 
fastener  which,  when  attached,  stays  attached, 
yet  is  detachable  without  injury  to  the  paper 
or  the  Fastener,  and  is  easy  to  apply  and  re¬ 
move.  They  are  always  ready  for  use  and 
require  no  machine  for  putting  them  on  or 
taking  them  off,  and  they  altvays  work. 


EVQ 

Put  up  in  brass  boxes  of  100  Fasteners  each. 

fVI 

& 

ten  boxes  to  a  carton.  Price  20  cents  a  box; 

O’K 

$1.50  per  1000.  Made  in  3  sizes.  At  all 

stationers  or  from  the  Manufacturer,  postage 

or  express  prepaid. 

Sample  box,  assorted,  10  cents. 
Illustrated  Booklet  Free. 


JAMES  V.WASHBURNE,  Mfr. 
225  E.  Genesee  Street 
Syracuse,  New  York 
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Ready  for  Distribution 


THE  NEW  BOOK 

Tools  of  Business 


CONTAINS  DESCRIPTIONS 
OF  1288  DIFFERENT 
DEVICES 


CONTAINS  THE  NAMES  AND 
CORRECT  ADDRESS  OF 
800  MANUFACTURERS 
OF  THESE  DEVICES 


CL  Three  separate  indexes,  so  that  any 
device  or  the  name  of  any  manufacturer  may 
be  readily  found. 

CL  The  Only  Book  ever  published  as  an 
encyclopaedia  of  office  equipment  and  labor 
saving  devices. 

CL  Handsomely  bound  in 
with  gold  edges. 

THIS  BOOK  AND  A  YEAR’S  SUBSCRIPTION 
TO  “  THE  BUSINESS  MAN’S  MAGAZINE 
AND  THE  BOOK-KEEPER”  FOR  ^ 

-  ADDRESS  - 

The  Book=Keeper  Publishing  Company,  Ltd. 

(Tools  of  Business  Department) 

DETROIT  MICHIQAIV 


half  morocco 

$2^2 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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WHAT  does  it  mean  for  a  man  to  know 
how  to  write  advertisements  and  how  to 
manage  the  advertising  department  for  a 
concern  ? 

Is  there  a  future  in  the  business  of  advertis¬ 
ing,  and  are  there  positions  available  for  those 
who  become  qualified  in  our  school  by  corre¬ 
spondence  ? 

These  are  two  important  questions  I  intend  to 
answer  for  the  benefit  of  Book-Keeper  readers.  If 
I  fail  to  make  the  subject  plain  to  you,  the  failure 
will  not  arise  from  any  fault  in  the  profession, 
but  rather  from  my  own  lack  of  ability  to  concen¬ 
trate  this  vast  industry  within  the  allotted  space. 

MILLIONS  SPENT  IN  ADVERTISING. 

Just  look  about  you  at  the  advertisements  on 
billboards  and  in  street  cars,  and  then  realize,  if 
you  can,  the  tons  of  ink  required  to  place  them 
there.  You  cannot  view  the  result  of  this  tre¬ 
mendous  outlay  of  millions  of  dollars  a  year, 
reaching  into  every  nook  and  corner  of  the  uni¬ 
verse,  without  drawing  your  own  conclusions  as 
to  the  stupendous  amount  of  advertising  being 
done  and  the  field  afforded  you.  And  this  is  but 
one  small  part  of  the  vast  field  for  advertisement 
writers.  Turn  the  pages  of  this  magazine  and 
give  thought  to  the  meaning  of  all  the  advertise- 
rnents  found  here ;  then  pick  up  another  maga¬ 
zine,  and  another  and  another  until  you  have 
become  amazed  at  the  number  of  similar  maga¬ 
zines — 3,000  in  all — showing  thousands  upon 
thousands  of  advertisements,  each  one  the  work 
of  some  man  or  woman  who  was  trained  to  pre¬ 
pare  it;  besides  the  magazines,  there  are  30,000 
newspapers ;  and  all  these  publications  are  de¬ 
voted  largely  ^  to  advertising  the  goods  which 
merchants  desire  to  bring  before  the  80,000,000 
people  of  the  United  States. 

If  the  newspaper  advertisements  alone  were 
sewed  together,  they  would  make  a  blanket  that 
would  cover  the  ocean.  This  gives  you  a  slight 
idea  of  what  is  meant  when  we  speak  of  the 
great  business  of  advertising. 


My  object  in  bringing  before  you  this  immense 
industry  is  to  show  that  there  is  a  field  for 
you.  The  larger  the  business,  the  more  men  re¬ 
quired  to  handle  it,  and  the  more  expensive  the 
business,  the  higher  the  class  of  technical  training 
required  to  take  care  of  it. 


THERE^S  MONEY  IN  IT  FOR  YOU. 

For  the  past  few  months  the  Page-Davis  Com¬ 
pany  has  issued  a  list  of  graduates  who  have  se¬ 
cured  positions  at  from  $25  to  $100  per  week. 
They  were  clerks,  stenographers,  bookkeepers, 
salesmen,  merchants,  journalists,  farmers,  busi¬ 
ness  men,  professional  men — men  and  women  in 


every  walk  of  life,  from  factory  hands  to  finan¬ 
ciers.  They  are  now  filling  the  most  responsible 
positions  as  advertisement  writers  and  managers. 
Business  men  through  this  training  have  largely 
increased  their  business  ability.  Men  and  women 
who  take  this  training  are  those  who  intend  that 
their  brain  power  shall  be  used  to  its  full  capacity ; 
that  they  will  not  be  kept  back  by  circumstances. 

We  will  be  glad  to  send  you,  free,  our  large  ad¬ 
vertising  book  telling  all  about  this  business  and 
how  you  can  learn  it  practically  and  thoroughly 
by  mail.  Also,  we  will  send  you,  free,  full  details 
regarding  the  opportunities  for  getting  imme¬ 
diate  employment;  and  the  latest  list  of  em¬ 
ployed  graduates  earning  up  to  $100  a  week, 
as  a  result  of  this  very  training  we  now 
ofifer  you.  Just  enter  your  name  on 
the  coupon  and  address  your  letter  im 

PAGE. 

Page-Davis  Co.  sr! 

,  ,  kV  New  York 

Address  Either  Office  s  Send  me  without 

Dept.  1124,  90  Wabash  Avenue,  anT^an°other°inform- 

CHICAGO  A*- 

Dept.  1124,  ISO  Nassau  St.  ^ 

NEW  YORK  Name. 

Address . 

. 


N.tic.  I.  Employ...  Concerns  deetrons  o/ engaging  comfeeent  nd.  mriters  are  requesSed  to  eomenunieate  eoUh  us.  This  service  is  gratis. 
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Have  You  a  Clear  Understanding  of  the  Many  Uses  to 
Which  the  Comptometer  is  Being  Put  ? 

FOR  PAY-ROLL  AND  COST-KEEPING  accounts,  the  Comptometer,  once  used, 
becomes  indisperhsable.  It  has  no  substitute.  But  that  is  only  a  part  of  it.  On 
balances  or  any  other  kind  of  adding,  it  turns  out  the  work  with  absolute  accuracy  and 
so  easily  and  rapidly  as  to  pay  for  itself  several  times  a  year.  Then  there  is  Bie  multiply¬ 
ing  and  dividing.  To  those  who  have  used  the  Comptometer  on  multiplication  or 
division  from  the  simplest  bill  extensions  and  checking  to  the  large  computations  invo  yed 
in  railroad  accounting,  the  mental  process  by  comparison  seems  absurd  and  foo hsh. 
They  wonder  why  anyone  would  waste  time  and  useless  pain  by  pursuing  the  old,  slow, 
uncertain  and  nerve-racking  methods. 

You  could  use  the  Comptometer  and  though  not  a  mere  toy.  it  does  not  cost  too 
much.  Light  to  carry,  small  and  convenient  to  set  on  a  book  or  desk. 

WITH  MULTIPLICATION  OF  ANY  KIND  it  cuts  the  time  of  the  most  expert 
mental  computer  two-thirds;  makes  hard  work  a  pleasure,  and  insures  accuracy  beyond 
the  possibilities  of  any  other  known  method.  So  simple  and  easy  that  a  child  can  Larn 
to  multiply  accurately  and  rapidly  in  ten  minutes.  From  extending  or  checking  bills 
of  any  kind — fractions  and  all — to  computing  railroad  tonnage,  ther.e  is  absolutely  nothing 
that  can  compare  with  it. 

It  will  save  you  money ;  also  worry.  It  really  does  the  work.  All  you  have  tp  do  is 
simply  touch  the  keys  and  read  the  Answer;  and  you  touch  them  in  bunches ;  two,  three, 
four  at  a  stroke,  and  the  answer  will  be  correct  just  the  same.  _  Nothing  else  like  it  in  aJ 
the  world.  It  will  do  all  your  adding,  multiplying  and  dividing  in  a  niere  fraction  of 
the  time  it  takes  to  do  it  mentally  and  so  easily  and  surely  that  you  will  wonder  why 
you  did  not  look  into  it  before.  The  only  machine  that  is  rapid  on  all  classes  of  adding 
and  calculating,  and  it  is  more  rapid  than  any  other  on  any  class  of  work  Thou^n^ 
our  customers  started  with  one  machine  who  today  use  from  to  lUU.  WHY  uiu 
THEY  BUY  MORE? 

A  GOOD  CALCULATING  MACHINE  gives  better' satisfaction  and  saves  more 
money  than  almost  any  other  modern  invention.  Saves  overtime  and  headaches,  too. 
The  best  is  not  necessarily  the  most  expensive,  neither  *is  it  a  toy. 

The  Western  Electric  Co.,  New  York,  writes; 

“We  have  over  twenty  Comptometers  in  use  in  our  different  houses 
perlmented  with  most  all  the  adding  and 

have  come  to  the  conclusion  that  for  all-around  work  the  Comptometer  is  the  bpst. 

The  Hartford  Fire  Insurance  Co.,  which  uses  six  Comptometers,  writes; 

“Most  of  our  work  requires  results  only,  and  ^r  .^g^t 

machine  as  reliable  and  rapid  as  the  Comptometer.  We  use 

a  $375.00  adding  and  listing  machine.  We  make  use  of  this  only  where  a  lisr  i 
required.’’ 

Meyer  Bros.’  Drug  Co.,  St.  Louis,  Mo.,  writes; 

“We  use  the  Comptometer  exclusively  in  our  billing  department; 
other  adding  machines  in  different  departments,  ninety  per  cent 

made  on  the  Comptometer.  A  great  time  saver,  executing  work  accurately  and 

promptly.  WHY  NOT  INVESTIQATE? 

FEUT  &  TARRANT  MFQ.  CO.,  S3  Orleans  St.,  Chicago 
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The  American  Insurance  Situation  in  Eng-land 

By  ERNEST  CAWCROFT 


The  recent  disclosures  relative  to  the 
unhappy  condition;  and  the  injudicious, 
if  not  criminal,  methods  of  certain 
American  life  insurance  companies,  have 
placed  the  English  financiers  in  a  posi¬ 
tion  to  utilize  these  scandalous  reports  as 
a  tool  for  the  purpose  of  condemning  the 
fiscal  arrangements  of  this  country  in  gen¬ 
eral.  The  editorial  proteges  of  these  apt 
financiers  have  risen  to  the  occasion ;  and 
from  observations  made  by  the  writer  dur¬ 
ing  his  summer  trip  through  all  the  com¬ 
mercial  centers  of  the  kingdom,  it  must  be 
confessed  that  this  indictment  of  American 
methods  has  been  both  heavy  and  harmful. 
The  animus  of  this  sweeping  condemnation 
is  not  a  hidden  one,  nor  is  its  purpo'se  leased 
upon  ulterior  motives ;  but  rather  is  it  an 
interesting  chapter  in  the  Anglo-Saxon 
commercial  situation,  which  has  developed 
since  the  incoming  of  the  McKinley  regime. 
Year  after  year  during  the  course  of  the 
past  decade,  the  London  financiers  have 
turned  to  the  annual  report  of  the  clearing 
house  there  to  find  the  unsatisfactory  an¬ 
nouncement  that  the  balance  of  trade  con¬ 
tinues  to  increase  in  favor  of  this,  a  so- 
called  protected  country.  Season  after  sea¬ 
son  they  have  witnessed  the  increasing  ac¬ 
tivity  of  American  export  houses  in  the 
populous  markets  of  the  United  Kingdom ; 
and  as  the  Board  of  Trade  files  the  annual 


returns,  the  conclusion  of  the  past  year  is 
simply  reiterated :  that  the  unwholesome 
Yanks  are  not  only  competing  with  increas¬ 
ing  successfulness  in  the  English  home 
markets,  but  that  gradually,  though  none 
the  less  surely,  the  colonial  markets  are 
being  wrested  from  the  grasp  of  the  Mother 
Country.  Thus  a  double  grief  has  been  the 
fortune  of  the  average  business  man  of 
England;  in  the  first  -place,  the  conviction 
is  sinking  into  his  head  that  he  must  divide 
his  purse  with  the  Yankees,  whose  commer¬ 
cial  morale  has  not  received  his  approval ; 
and  secondly,  but  not  less  sadly,  his  no¬ 
tions  of  “free  trade,  fair  trade  and  cheap 
bread”  for  the  masses  of  his  countrymen 
have  been  rudely  shocked. 

Were  he  an  American  as  he  is  an  Eng¬ 
lishman,  he  would  seek  to  remedy  this 
situation  by  a  direct  application  of  modern¬ 
ized  processes.  He  would  try  to  drive  the 
shuttle  a  little  faster;  he  would  seek  to 
inject  more  energy  into  those  in  his  em¬ 
ploy;  and  he  would  strive  by  words  of 
praise,  rather  than  by  a  premature  con¬ 
clusion  as  to  its  futility,  to  encourage 
those  whose  initiative  led  them  to  present 
suggestions  for  progressive  alterations  in 
business  policies.  Possibly,  indeed,  he  would 
consider  a  change  in  his  methods  before  he 
devoted  his  time  to  the  entertainment  of 
his  conceits.  But  however  severely  we  may 
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condemn  this  tendency,  it  is  this  situation 
which  has  made  possible  the  campaign 
against  American  interests,  having  the  in¬ 
surance  scandals  as  a  text. 

The  business  men  of  England  are  too 
conservative  to  change  commercial  methods 
having  the  sanctity  of  half  a  century’s  ap¬ 
plication;  and  so  assured  are  they  of  the 
ultimate  predominance  of  the  kingdom  in 
the  affairs  of  the  world,  the  more  auda¬ 
cious  of  English  financiers  are  now  seek¬ 
ing  to  achieve  by  means  of  an  indirect 
attack  what  they  should  accomplish  by  an 
agile,  evolutionary  change  in  economic  poli¬ 
cy.  Rather  than  remove  the  mote  from 
their  own  eyes,  they  prefer  to  place  a  beam 
in  those  of  America.  Is  it  not  fortunate, 
indeed,  that  at  this  pivotal  time  in  the  re¬ 
public’s  endeavor  to  conquer  world  mar¬ 
kets  the  evident  rottenness  of  a  home  cor¬ 
poration  should  enable  jealous  foreigners 
to  breed  distrust  of  American  methods?  As 
a  matter  of  fact,  from  the  survey  which 
the  writer  has  made  of  the  British  com¬ 
mercial  situation,  he  is  convinced  that  there 
is  a  deliberate  attempt  to  poison  the  minds 
of  the  English  masses  against  American 
methods  and  enterprises.  The  series  of  ar¬ 
ticles  appearing  in  the  English  weeklies,  so 
similar  in  trend  and  so  alike  in  conclusions, 
substantially  affirm  this  fact.  In  a  word,  the 
English  leaders  of  business,  prompted  at 
the  moment  by  the  envious  minds  of  home 
insurance  managers,  are  striking  a  blud¬ 
geon  blow  at  the  commercial  activity  of 
Americans  in  the  kingdom.  Some  detailed 
examination  of  the  English  insurance  situa¬ 
tion,  from  an  American  viewpoint,  together 
with  a  brief  consideration  of  measures 
available  to  offset  .this  attack,  will,  there¬ 
fore,  be  apropos. 

And  why  should  not  English  insurance 
managers  take  advantage  of  this,  an  ap¬ 
parent  opportunity  of  a  lifetime?  Twenty 
years  ago,  in  particular,  the  insurance  com¬ 
panies  of  the  United  States  invaded  the 
English  field  with  characteristic  vigor; 
handsome  offices  were  established  in  Lon¬ 
don,  and  branches  were  opened  in  every 
city  of  the  kingdom ;  the  cleverest  and  most 
diplomatic  managers  of  this  country  wei  c 
sent  to  England,  there  to  compete,  like 
western  wheat,  for  a  share  of  the  insur¬ 
ance  business  of  the  islands.  Over  in  Eng¬ 
land  they  have  a  government  blue  book, 
whose  place  in  literature  is  as  recognized 
as  the  “Hamlet”  of  Shakespeare  or  tfie 


odes  of  Tennyson.  The  life  insurance 
business  has  become  so  large  and  the  Eng¬ 
lish  regulations  so  stringent,  that  the  Board 
of  Trade  has  issued  during  each  of  the 
past  20  years,  a  blue  book  dealing  exclu¬ 
sively  with  that  subject.  A  summary  of  the 
volume  for  the  fiscal  year  recently  ended 
will  show  the  enormity  of  the  business,  as 
well  as  serving  to  display  some  of  the  ripe, 
but  unplucked,  fruit  available  for  the  Yan¬ 
kees  under  proper  conditions.  The  latter 
will  in  turn  account  in  a  measure  for  the 
zeal  with  which  the  Equitable  scandal  has 
been  exploited  in  the  United  Kingdom.  But 
to  return  for  a  moment  to  the  blue  book. 
It  appears  that  the  total  face  value  of  the 
policies  in  force  amount  to  four  billions 
nine  hundred  and  ninety-five  thousand  dol¬ 
lars  ;  and  that  to  meet  such  portions  of  this 
obligation  as  accrue,  the  companies  have 
on  hand  one  billion  six  hundred  and  sixty- 
five  millions.  Excluding  industrial,  there 
are  two  million  two  hundred  and  thirty- 
four  thousand  ordinary  life  policies  in 
force. 

As  previously  intimated,  the  sum  total  of 
the  kingdom’s  insurance  is  immense ;  but 
considered  in  a  comparative  light,  the 
amount  per  capita  is  relatively  small.  That 
fact  is  partially  due  to  economic  causes, 
such  as  the  low  wages  paid  to  thousands  of 
factory  operatives,  which  only  assure  a  bare 
sustenance.  The  population  of  the  islands 
is  forty-two  million  souls,  and  when  it  is 
considered  that  only  about  one  in  18  per¬ 
sons  carries  an  insurance  policy,  the  reader 
will  be  impressed  with  the  previous  inapti¬ 
tude  of  the  English  companies.  Looking  at 
these  figures  from  another  standpoint,  it 
will  be  seen  that  the  per  capita  protection 
afforded  by  these  policies  is  only  $115.  De¬ 
plorable  as  are  the  conditions  in  many  of 
the  industrial  centers,  the  English  manager 
has  awakened  within  recent  years  to  the 
fact,  longer  patent  to  the  more  far-seeing 
Americans,  namely,  that  more  than  one  per¬ 
son  in  every  18  can  afford  and  is  available 
for  insurance  purposes  in  the  British  Isles. 
They  are  accordingly  impressing  upon  the 
British  public  the  notion  so  popular  in 
this  country,  that  the  man  who  does  not 
provide  insurance  for  his  family  is  derelict 
in  his  moral  obligations. 

It  is  conservatively  estimated  that  the 
American  managers  have  written  20  per  cent 
of  the  policies,  in  number  and  amount,  now 
in  force.  Knowing  the  widespread  popular- 
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ity  of  life  insurance  in  the  United  States, 
the  latter  have  been  forcing  the  business 
with  vigor  in  the  hope  of  obtaining  the 
larger  proportion  ot  the  available  unin¬ 
sured.  The  English  managers,  unlike  their 
fellow-countrymen  in  many  other  spheres 
of  business  activity,  have  injected  some 
American  zest  into  their  solicitations  of 
prospective  policy-holders,  and  thus  they 
hope  to  stay  the  hand  of  the  invader.  Thus 
the  Equitable  scandal  has  furnished  not 
only  a  method  of  discrediting  American 
insurance  usages,  but  it  is  impressed  upon 
the  public  mind  as  only  one  chapter  in  the 
volume  of  Yankee  commercial  rottenness. 
Thus  the  situation  constitutes  a  serious 
menace  to  American  interests  abroad,  in  de¬ 
partments  other  than  insurance. 

This  exploitation  of  the  Equitable  scandal 
would  do  credit  to  the  cleverest  New  York 
publicity  bureau.  “Why  insure  in  American 
life  offices?**  is  the  startling  headline  of  an 
advertisement  frequently  seen  in  the  Eng¬ 
lish  newspapers.  “In  marked  contrast  to 
American  office  policies,  all  the  options  un¬ 
der  this  policy  are  written  into  the  con¬ 
tract  and  absolutely  guaranteed,”  contin¬ 
ues  this  particular  advertisement.  Whether 
or  no  that  remark  is  true  is  of  no  imme¬ 
diate  concern,  when  the  whole  situation 
continues  to  poison  and  prejudice  the  Brit¬ 
ish  public.  “The  startling  disclosures  made 
in  The  Daily  Report  articles  on  the  Equit¬ 
able  insurance  scandals,”  continues  this 
publication,  “are  confirmed  by  independent 
investigation.  We  cordially  invite  corre¬ 
spondence  on  this  subject  from  our  read¬ 
ers.  Copies  of  The  Daily  Report  containing 
our  articles  may  still  be  obtained  upon  ap¬ 
plication.”  Just  what  prompts  this  journal 
to  furnish  copies  of  these  particular  articles 
may  be  left  with  the  speculative  faculties 
of  the  reader  to  determine. 

Nor  is  the  spreading  of  this  indictment 
confined  to  advertisements  merely.  The 
London  Opinion,  The  London  of  Today, 
The  Daily  Report,  as  well  as  a  host  of  dis¬ 
tinctly  financial  sheets,  are  publishing  a 
series  of  articles  simply  reiterating  the 
charges  made  in  this  country;  and  unfor¬ 
tunately,  but  not  unnaturally,  pointing  a 
moral.  “Beware  of  American  life  offices; 
take  out  your  policies  in  good  English  con¬ 
cerns,”  is  the  obvious  conclusion  of  one 
article.  The  general  conclusion  of  anoth¬ 
er  may  be  quoted  in  view  of  the  vital  im¬ 
portance  of  the  subject:  “Whatever  the  ul¬ 


timate  result  of  this  agitation  this  fact  has 
been  distinctly  brought  out,  that  the  gov¬ 
ernment  investigation  in  regard  to  insur¬ 
ance  companies  in  America,  which  the 
American  offices  have  hitherto  claimed. to  be 
of  a  far  more  searching  character  than  the 
Board  of  Trade  requirements  in  this  coun¬ 
try,  is  a  mere  farce.  Such  a  thing  is  not 
possible  in  Great  Britain,  and  intending 
British  assurers  will  be  well  advised  in  the 
future  to  place  their  business  with  one  or 
the  other  of  our  well-managed  British  of¬ 
fices.” 

The  conclusion  of  still  another  paper  dem¬ 
onstrates  that  the  animus  of  this  campaign 
is  deeper  than  the  mere  hostile  feeling  of 
British  holders  of  Equitable  policies.  “One 
of  the  best,”  declares  this  weekly,  in  re¬ 
ferring  to  another  American  company,  “has 
been  advertising  lately  in  this  country,  that 
it  received  a  clean  bill  of  health  when  it 
was  inspected  by  the  United  States  of 
ficials  some  time  ago.  So  did  the  Equitable. 
In  fact  the  most  disconcerting  feature  of 
Mr.  Hendricks’  report  is  the  frank  admis¬ 
sion  that  the  American  state  control  of  life 
insurance  is  defective  and  misleading;  that 
an  official  certificate  is  no  proof  of  a  sound 
and  clean  administration.”  These  remarks 
are  followed  by  the  pertinent  intimation  that 
the  questionable  insurance  methods  are  in¬ 
dicative  of  other  commercial  practices, 
which  affect  unfavorably  other  classes  hav¬ 
ing  business  with  various  American  trading 
houses. 

Then  there  is  the  case  of  Mr.  Chauncey 
M.  Depew.  Every  year  he  has  gone  to  Lon¬ 
don  and  rarely  has  he  missed  ad¬ 
dressing  a  prominent  commercial  body 
“regarding  the  mutual  and  honorable 
business  relations  which  should  exist 
between  the  two  nations.”  Suave,  elo¬ 
quent  and  moreoever  once  before  a  con¬ 
vention  as  a  presidential  candidate,  that  lat¬ 
ter  fact  alone  caused  the  English  mind  to 
picture  him  as  the  personification  of  the 
better  elements  in  American  business  life. 
It  is  not  proper  to  indict  and  try  Mr.  Depew 
in  magazine  type,  but  candor  compels  one 
to  declare  that  the  revelations  concerning 
his  financial  relations  with  the  Equitable 
have  done  more  than  any  other  two  causes 
to  discredit  American  interests  in  British 
circles.  “When  we  find  a  respected  and 
popular  American  senator  admitting  his  par¬ 
ticipation  as  an  officer  of  the  Equitable,” 
said  a  weekly  magazine  in  discussing  the 
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Depew  Improvement  Company  loan,  “we 
must  all  agree  with  Mr.  Hendricks  in  his 
declaration  that  no  superficial  measures 
will  correct  the  evils  in  the  society.  Would 
that  we  could  believe  that  only  the 
Equitable  among  all  the  great  American 
life  offices  was  capable  of  such  a  sweeping 
indictment — but  we  cannot.” 

Alive  to  the  opportunity  which  this  la¬ 
mentable  situation  affords,  the  subtle  hand 
of  the  English  managers  may  be  seen  in 
the  direct  effort  which  is  being  made  to 
induce  policy-holders  to  transfer  their  in¬ 
terests  to  the  home  companies.  “How  pol¬ 
icies  can  be  transferred,”  is  the  black-let¬ 
ter  heading  of  a  notice  which  invariably 
follows  the  series  of  articles  mentioned. 
“Some  times  when  a  policy  has  been  in 
force  a  number  of  years,”  says  this  item, 
“it  would  be  the  height  of  folly  to  inter¬ 
fere  with  it  in  any  way.  When,  however, 
a  policy  has  only  been  in  force  for  a  few 
years  a  transfer  to  a  British  office  may  in¬ 
variably  be  arranged  with  distinct  advan¬ 
tage.  Holders  of  policies  in  American  life 
offices  desiring  reliable  information  should 
write  at  once  to  the  editor.”  The  writer 
communicated  with  this  particular  editor 
and  in  turn  he  received  a  printed  blank,  the 
spaces  of  which  when  filled  would  contain 
complete  information  regarding  holdings  in 
American  insurance  companies.  This  again 
displays  the  nature  ^nd  deliberateness  of 
the  menace  and  t|ie  need  for  such  judicious 
but  drastic  remedies  as  will  restore  the 
world’s  confidence  in  American  corporate 
methods. 

Steps  have  already  been  taken  to  give 
practical  effect  to  this  popular  clamor.  Has- 
1am  and  Co.,  a  well-known  London  firm, 
claiming  to  “have  been  instructed  by  their 
client,  a  policy-holder  in  the  Equitable  Life 
Assurance  Company  of  the  United  States,” 
have  issued  an  address  to  the  public  sug¬ 
gesting  the  feasibility  of  concerted  action  to 
the  end  that  British  holders  be  protected, 
and  that  measures  be  taken  to  eliminate 
the  evils  in  these  companies.  It  is  pur¬ 
posed  to  form  a  Policy-Holders’  Associa¬ 
tion  and  speaking  in  regard  to  this  propo¬ 
sition,  the  firm  said  to  the  writer:  “Our 
view  is  that  the  different  American  socie¬ 
ties  should  welcome  the  appointment  of 
such  a  committee  as  if  it  were  duly  recog¬ 
nized  and  its  influence  felt  it  would  no 
doubt  lead  to  greater  confidence  in  the  fu¬ 
ture.  If  the  societies  on  the  other  hand 


adopt  a  hostile  attitude  towards  such  a 
committee  it  will  in  our  opinion  be  inim¬ 
ical  to  their  interests.”  There  is  an  influ¬ 
ential  organization  in  London  known  as  the 
Foreign  Bond-Holders’  Council,  which  will 
no  doubt  furnish  the  pattern  for  this  pro¬ 
posed  organization.  The  proposition  to 
form  such  a  protective  association  has  al¬ 
ready  met  with  such  a  manifestation  of  pop¬ 
ular  favor,  that  a  distinct  summary  of  its 
purposes  will  be  opportune  in  that  such  a 
statement  expresses  in  a  measure  the  es¬ 
sential  reforms  desired  by  the  great  body 
of  well  intentioned  British  policy-holders : 

First — The  representation  of  British  pol¬ 
icy-holders  on  the  Board  of  Directors. 

Second — The  mutualization  of  the  com¬ 
pany  by  the  elimination  of  the  stockholder. 

Third — The  investment  of  the  company’s 
funds  in  first-rate  securities. 

Fourth — The  auditing  of  the  accounts 
yearly  by  a  responsible  firm  of  British  ac¬ 
countants  and  the  issuance  to  policy-holders 
of  the  annual  balance  sheet. 

Fifth — The  distribution  of  the  surplus 
funds  amongst  the  policy-holders  entitled 
thereto. 

Sixth — The  protection  of  the  interests  ol 
the  individual  policy-holders. 

But  the  writer  will  consider  that  he  has 
been  of  some  service,  that  this  note  of  warn¬ 
ing  has  not  been  in  vain,  should  this  article 
stimulate  a  demand  for  effective  remedial 
legislation.  But  he  cannot,  however,  be 
content  with  merely  chronicling  the  menace 
without  the  addition  of  some  reformatory 
suggestions.  The  legal  maxim  “that  for 
every  wrong  there  is  a  remedy”  should  apply 
to  the  conduct  of  the  modern  insurance 
company  as  forcibly  as  it  does  in  the  law 
of  tort.  Happily,  the  elasticity  of  the  Eng¬ 
lish  constitution  furnishes  the  remedial  clue 
for  which  we  are  looking.  There  is  no 
double-headed  jurisdiction  in  the  kingdom 
such  as  precipitates  feeling  between  the 
state  and  federal  governments  in  this  coun¬ 
try.  Parliament,  unlike  the  American  Con¬ 
gress,  is  in  its  omnipotence  alike  the  judge 
of  the  wisdom  and  constitutionality  of  leg-» 
islative  enactments.  As  a  natural  conse¬ 
quence,  therefore,  the  kingdom  has  in 
practical  operation  the  system  which  Pres¬ 
ident  Roosevelt  demands  and  the  one  pro¬ 
vided  for  in  the  bill  introduced  by  Senator 
Dryden,  the  national  regulation  of  insur¬ 
ance  corporations.  Believing  that  this  is  the 
essential  remedy,  the  writer  made  some  ex- 
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amination  of  the  English  insurance  statutes 
in  comparison  with  the  provisions  of  the 
law  in  the  state  of  New  York.  A  resume 
of  the  former  will  not  be  inopportune. 

.  Not  unlike  other  countries  wherein  capi¬ 
talism  has  reached  the  climax  of  develop¬ 
ment,  the  incorporation  of  an  English  in- 
.surance  company  is  effected  by  filing  with 
the  Board  of  Trade  the  customary  memor¬ 
andum  relating  to  officers,  stockholders  and 
the  like.  Once  the  corporate  memorandum 
is  filed,  the  organization  is  under  the  uni¬ 
formly  stringent  control  of  the  Board  of 
Trade  as  provided  in  the  Life  Assurance 
act  of  1870  and  the  several  amendments 
thereto.  Thereupon  the  company  is  com¬ 
pelled  to  deposit  one  hundred  thousand  dol¬ 
lars  in  the  Chancery  Court,  just  as  the  New 
York  companies  place  a  similar  amount  with 
the  superintendent  of  insurance.  The  Chan¬ 
cery  Court  invests  the  money  in  securities 
designated  by  the  company,  it  having  the 
power  to  order  the  deposit  of  other  obli¬ 
gations  to  safeguard  the  policy-holders 
against  unusual  contingencies;  and  by  a 
singular  provision,  the  corporation  may  pe¬ 
tition  the  chancellor  for  a  return  of  the 
securities  whenever  the  undivided  surplus 
accruing  from  annual  premiums  exceeds 
two  hundred  thousand  dollars.  Having 
commenced  operations  the  governmental 
supervision  is  certain  because  of  the  strin¬ 
gency  of  the  law,  the  centralization  of  au¬ 
thority  in  the  Board  of  Trade  and  the  de¬ 
tailed  examination  made  by  another  de¬ 
partment  of  the  government  for  the  pur¬ 
pose  of  levying  the  income  tax.  A  glance 
at  the  following  requirements  as  to  the 
necessary  detailed  nature  of  the  reports 
will  afford  an  insight  into  the  governmental 
methods : 

First — There  must  be  a  yearly  return  to 
the  Board  of  Trade  of  the  balance  sheet. 

Second — There  must  be  filed  with  the 
board  an  abstract  of  the  actuarial  report 
showing  the  date  of  the  estimate,  the  prin¬ 
ciples  upon  which  the  valuation  is  made 
and  the  basis  of  the  estimate  for  the  distri¬ 
bution  of  profits  to  policy-holders. 

Third — The  rate  oi  interest  assumed  in 
calculating  the  valuation. 

Fourth — The  proportion  of  the  annual 
premium  income,  if  any,  reserved  for  future 
expense  and  profits. 

Fifth — It  is  further  provided  that  the 
companies  must  furnish  what  is  called  a 
consolidated  revenue  account,  since  the 


period  of  the  previous  valuation,  showing 
the  amount  of  life  premiums  received  dur¬ 
ing  the  period  under  survey,  and  the  aver¬ 
age  rate  of  interest  at  which  the  funds  have 
been  improved.  As  a  result,  it  is  requisite 
that  the  total  amount  of  profits  made  by 
the  company  since  the  previous  investiga¬ 
tion,  together  with  the  amount  divided  be¬ 
tween  the  policy-holders  and  the  number 
and  amount  of  the  policies  which  partici¬ 
pated,  must  be  stated. 

In  view  of  the  multifarious  operations  of 
the  American  companies  in  banking,  rail¬ 
roading  and  underwriting,  chapter  two  of 
the  English  act  contains  both  a  lesson  and 
a  suggestion.  It  is  provided  that  in  case 
of  a  company  transacting  other  than  dis¬ 
tinctly  insurance  business  a  separate  ac¬ 
count  shall  be  kept  of  all  receipts  in  re¬ 
spect  to  life  and  annuity  contracts,  and 
such  receipts  shall  be  carried  to  and  from 
a  designated  fund  of  the  company.  Such 
fund  shall  be  as  absolutely  the  security  of 
the  life  policy-holders  as  though  it  belonged 
to  a  company  carrying  no  business  other 
than  that  of  lile  insurance;  and  that  fund 
shall  not  be  liable  for  any  contracts  of  the 
company  for  which  it  would  not  have  been 
liable  had  the  business  of  the  company  been 
only  that  of  insurance. 

The  minor  provisions  of  the  act  relate  to 
the  forwarding  of  an  annual  report  to  every 
policy-holder ;  the  right  of  every  party  in 
interest  to  inspect  a  list  of  policy-holders; 
and  the  clauses  for  the  protection  of  the 
insured  primarily  in  case  it  is  necessary  to 
petition  chancery  for  the  appointment  of  a 
receiver.  Then  there  is  that  bone  of  conten¬ 
tion  in  all  insurance  statutes :  in  order  to 
assure  standing  in  court,  anyone  seeking  to 
sue  must  submit  his  complaint  to  the  at¬ 
torney  general  for  his  written  indorse¬ 
ment,  thereby  securing  his  consent  is  es¬ 
sential  to  the  validity  of  the  action.  The 
law  is  formulated  along  similar  lines  in 
New  York  and  other  states;  and  that  its 
judiciousness  is  open  to  debate  in  England 
as  well  as  here,  is  demonstrated  by  the  mo¬ 
tion  which  recently  prevailed  in  the  House 
of  Lords  eliminating  this  particular  sec¬ 
tion,  placing  complainants  on  the  same  foot¬ 
ing  as  when  they  purpose  bringing  suits 
against  other  corporations.  The  Commons 
did  not  consider  the  clause  because  of  the 
pressure  of  previous  business.  But  this  cita¬ 
tion  shows  the  drift  of  English  sentiment 
and  it  renders  pertinent  another  warning 
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to  American  insurance  executives;  pop¬ 
ular  clamor  may  produce  unjust  legislation 
in  this  country,  but  corporations  may  rely 
upon  the  courts  to  conserve  the  rights  ot 
property.  But  there  is  no  judiciary  in  the 
kingdom  that  can  decree  the  invalidity  of 
parliamentary  action.  Supposing,  then, 
that  the  continuance  of  the  American  scan¬ 
dal  without  effective  legislation  should  in¬ 
crease  the  clamor  in  England  and  that  such 
popular  indignation  should  be  tactfully  di¬ 
rected  by  the  British  insurance  managers — 
is  it  not  evident  that  there  is  a  possibility 
of  legislation  by  Parliament  adverse  to 
American  interests?  And  is  this  not  a  fac¬ 
tor  worthy  of  consideration  by  those  in  a 
position  to  deter  the  passage  of  effective 
legislation  by  the  federal  government? 

But  the  one  way  to  preserve  our  privileges 
abroad  is  to  do  right  at  home.  It  is  evi¬ 


dent  that  the  supervision  of  American  com¬ 
panies  by  45  states  will  never  assure  such 
confidence  as  would  rigid  federal  super¬ 
vision.  The  English  method  has  not  been 
commended  simply  to  disparage  the  Amer¬ 
ican;  in  law  making,  if  not  in  industrial 
commerce,  we  can  still  learn  much  of  the 
Mother  Country.  Whatever  Englanders 
may  think  of  our  methods  and  of  some  of 
our  public  men,  their  confidence  in  Theo¬ 
dore  Roosevelt  is  unquestioned.  The  writer 
is  impressed  with  the  fact  that  Roosevelt’s 
federal  regulation  plan,  as  a  non-partisan 
reform,  strengthened  along  English  lines,  is 
the  one  method  of  affording  satisfaction  at 
home,  and  the  only  means  of  restoring 
abroad  such  confidence  in  American  com¬ 
mercial  enterprises,  that  never  again  will  it 
be  shattered  by  the  mendacious  attacks  of 
adverse  interests. 


Modern  Business  Methods 


The  tendency  of  our  modern  industry 
and  commerce  is  sound  and  helpful  to 
the  whole  human  race,”  says  Mr.  H. 
C.  Frick.  “Such  evils  as  may  exist  are  in¬ 
cidental  and  temporary. 

“The  great  achievement  of  industrial  en¬ 
terprise  on  a  large  scale  is  the  prevention^ 
of  waste  of  human  effort.  By  the  massing 
of  capital,  useless  competition  is  eliminated, 
administrative,  inventive  and  manual  skill 
are  combined  with  the  resources  of  nature 
on  big  lines ;  and  in  such  an  ordered  sys¬ 
tem,  brains,  energy  and  character  find  their 
true  level.  If  men  are  to  have  shorter 
hours  of  labor,  if  the  raw  wealth  of  the 
world  is  to  be  utilized  to  the  highest  degree, 
and  the  intelligence  and  strength  of  the 
race  is  to  tell  as  it  should  in  advancing 
civilization,  it  is  certain  that  we  have  en¬ 
tered  the  threshold  of  better  times. 

“The  tendency  of  our  modern  methods  of 
commerce  and  finance  is  to  give  courage 
and  stability  to  enterprise.  No  important 
business  has  to  stand  alone,  exposed  to  the 
shocks  of  fortuitous  conditions.  It  can 
command  credit,  support  and  sympathy 
from  the  world  about  it.  Gradually  the 


whole  fabric  of  American  industry,  com¬ 
merce  and  finance  has  grown  into  inter¬ 
supporting  relationships,  the  result  of  a 
sensible  understanding  of  the  present  and 
the  future.  Conditions  in  this  country  were 
never  more  sound  and  wholesome,  the  out¬ 
look  never  more  encouraging  than  at  pres¬ 
ent. 

“It  is  true  that  the  development  of  mod¬ 
ern  methods  of  business  has  disturbed  old 
conditions  and  that  there  has  been  some  , 
consequent  suffering.  That,  however,  is  an 
incident  of  progress.  It  is  a  temporary 
phase  of  a  great,  necessary  and  wholesome 
growth.  The  vital  fact  is  that  the  instru¬ 
mentalities  of  production  are  increasing; 
that  vast  works  impossible  25  years  ago 
are  easily  accomplished  today ;  that  the 
field  for  invention,  skill  and  energy  is 
broadening;  that  wages  are  higher  and 
hours  of  labor  shorter,  and  that  the  pro¬ 
ductive  forces  of  the  country  and  the  finan¬ 
cial  credit  back  of  them  are  not  at  the 
mercy  of  chance,  and  one  blunder  by  one 
man  cannot  arrest  progress  or  bring  ruin 
to  a  whole  community.  This  is  just  as  im¬ 
portant  to  the  manual  laborer  as  it  is  to 
the  capitalist.” — The  American  Grocer. 


O  more  striking  illus¬ 
tration  of  the  changes 
in  industrial  and  ed¬ 
ucational  work  can 
be  found  than  in  the 
revolution  that  has 
taken  place  in  the 
learning  of  trades. 
Formerly  a  young 
man  who  wished  to 
master  a  handicraft 
served  an  apprentice¬ 
ship  in  some  shop,  but  today  few  em¬ 
ployers  care  to  assume  the.'  responsibility 
of  teaching  a  boy  a  trade.  The  apprentice 
system  is  virtually  a  thing  of  the  past.  Sev¬ 
eral  years  ago  Col.  Richard  Tylden  Auch- 
muty,  who  was  much  interested  in  philan¬ 
thropic  work,  saw  this  change  coming,  and 
it  was  largely  due  to  his  forethought  that 
the  first  and  best  trades  school  was  founded 
for  the  purpose  of  teaching  young  men 
various  branches  of  useful  handicrafts  and 
a  scientific  knowledge  of  trade.  This  sys¬ 
tem  has  produced  such  remarkable  results 
that  it  has  attracted  the  attention  of  soci¬ 
ologists  in  this  country  and  Europe,  for  it 
advocates  a  combination  of  trades  school 
and  workshop  adapted  to  modern  condi¬ 
tions.  Philanthropy  and  effort  started  this 
unique  enterprise  and  as  the  school  is  liber¬ 
ally  endowed  so  that  terms  of  admission 
are  nominal  and  has  the  advantage  of  such 
men  as  R.  Fulton  Cutting,  J.  Pierpont  Mor¬ 


gan  and  William  E.  Dodge  as  trustees,  its 
success  is  assured. 

A  visit  to  this  unique  sdiool  reveals  many 
secrets  that  the  ordinary  person  does  not 
know,  for  here  are  trained  men  to  decorate 
theaters,  public  buildings,  to  paint  sign¬ 
boards,  friezes,  to  build  houses,  do  all  man¬ 
ner  of  practical  work  that  we  see  daily 
without  conscious  thought  as  to  where  the 
trade  is  learned.  In  reality  the  pupils  of 
this  school  are  taught  trades  like  so  much 
arithmetic,  spelling  or  geography.  One  of 
the  most  interesting  of  the  departments  is 
the  drawing  class,  for  a  knowledge  of  dr?.w- 
ing  is  almost  a  necessity  to  the^mechanic, 
not  alone  for  use  In  ornamental  painting, 
but  in  bricklaying,  plumbing,  carpentry  and 
steam  fitting. 

One  of  the  first  courses  of  instruction 
furnished  by  the  school  was  bricklaying, 
and  there  are  many  buildings  in  New  York 
City  which  were  built  by  young  men  who 
could  not  handle  a  trowel  before  entering 
the  school.  Day  and  evening  classes  arc 
devoted  to  learning  essentials  regarding 
straight  walls,  blocking  and  toothing,  re¬ 
turn  corners  and  intersecting  walls,  and  to 
the  advanced  pupil  fireproof  work  is  also 
taught.  The  work  is  gradual  from  the  first 
instruction  of  how  to  handle  a  trowel  and 
spread  mortar  to  practice  on  12-inch 
straight  walls.  When  these  are  conquered 
the  class  builds  fireplaces,  flues,  etc.  The 
young  men  work  under  the  supervision  of 
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instructors,  and  when  a  wall  is  finished  it 
is  torn  down  by  workmen  at  night,  so  the 
work  can  be  repeated  after  the  bricks  have 
been  cleaned,  the  next  morning. 

An  attendance  of  four  consecutive 
months  is  necessary  to  qualify  for  a  certifi¬ 
cate,  and  everything  is  taught  in  manual 
instruction  from  the  building  of  8,  J2,  Id 
and  20-inch  straight  walls  to  setting  win¬ 
dow  frames,  sills  and  lintels  and  toothing 
and  corbelling.  The  manner  of  laying  hol¬ 
lo^  and  solid  slabs  is  also  taught,  varied  by 
scientific  instruction  upon  the  properties  of 


on  walls  and  ceiling.  This  is  taken  off 
every  evening  and  the  work  repeated  until 
it  can  be  done  neatly  and  rapidly.  The 
scratch  coat  is  then  allowed  to  remain  and 
final  finishing  is  done. 

Such  painstaking  instruction  is  a  neces¬ 
sity  in  fresco  and  sign  painting,  botlj ,  pf 
which  are  trades  for  which  the  demand 
creases.'  A  visit  to  the  fresco  department 
reveals  young  men  preparing  walls  arfd 
ceiling  for  kalsomining,  making  and  cutting 
stucco,  flat  ornaments,  moldings  and  all 
kinds  of  wall  and  ceiling  work.  That  ac- 


Students  at  Work  in  Cornice  Department. 


cement  and  mortar,  various  styles  of 
arches  and  the  constructions  of  different 
parts  of  a  building  where  brick  might  be 
employed.  Part  of  the  school  building  it¬ 
self  was  erected  by  students  who  were  tak¬ 
ing  the  course.  Often  this  course  is  com¬ 
bined  with  plastering,  in  which  case  the 
young  man  has  every  facility  for  learning 
the  business.  A  plastering  room  is  divided 
into  compartments  with  walls  and  ceilings 
laid  in  the  usual  manner  and  here  the  stu¬ 
dents  are  taught  to  apply  the  scratch  coat 


tual  practice  may  be  had  canvas  screens  are 
stretched  across  the  room  and  plastered 
walls  and  ceiling  are  used,  arranged  in  al¬ 
cove  fashion  to  afford  space.  Attractive 
work  is  done  in  this  department  and  speci¬ 
mens  of  the  students’  work  decorate  some 
New  York  buildings. 

Quite  as  interesting  in  its  way  is  the  sign 
department  where  young  men  learn  how 
to  prepare  boards  for  lettering,  how  to 
treat  old  signs,  how  to  letter  in  one  or  more 
colors,  how  to  gild  on  wood  and  glass  and 
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how  to  work  on  wire,  muslin  and  Japanese 
plates.  One  young  man  may  be  forming 
letters  in  Roman,  block  or  Egyptian  style 
while  another  may  with  palette  and  pencil 
be  painting  signs  from  designs  furnished  by 
the  instructor.  All  kinds  of  signs  and 
si2e  are  used  even  to  those  that  require  a 
high  ladder  to  work  from.  During  this 
process  the  would-be  sign  painter  attends 
lectures  .on  the  use  of  colors,  space,  etc., 
and  he  leaves  at  the  end  of  the  period  re- 


about  $40.  Here  he  will  attend  lectures, 
learn  how  to  mix  colors,  match  paints,  to 
stain,  varnish  and  to  do  the  innumerable 
things  that  a  house  painter  does  in  these 
days.  That  he  may  become  a  good  brush 
hand,  he  will  paint  on  wood,  brick  and 
plaster  surfaces  and  finally  will  learn  to 
marble  and  grain.  This  runs  into  fresco 
work  and  frequently  the  young  man  at¬ 
tends  both  classes.  Closely  allied  to  these 
classes  are  those  in  pattern  making  and 


House  Painting  Class. 


quired  for  proficiency,  competent  to  do 
the  lettering  and  painting  that  we  see  on 
sign  boards,  office  doors  and  store  windows. 
Every  year  this  department  becomes  larger 
as  advertising  grows  in  popularity  and  it  is 
mainly  patronized  by  young  men  from  20 
to  25  years  of  age. 

Often  a  young  man  comes  along  who 
wants  to  learn  house  painting.  Such  an 
one  is  put  in  the  house  painting  class  and 
the  cost  to  him  to  learn  the  trade  will  be 


printing.  Practical  work  in  drawing  of 
patterns  is  supplemented  by  scientific  in¬ 
struction  in  woods  and  their  values,  metals, 
shrinkage  of  castings  as  well  as  work  in  a 
shop  equipped  with  a  modern  plant  of  tools 
and  machinery.  The  printing  class  is  for 
young  men  who  desire  instruction  in  mer¬ 
cantile  printing,  bill  heads,  note  heads,  let¬ 
ter  heads,  business  cards  and  circular  work. 
They  are  taught  to  make  matter  ready  for 
the  press,  to  set  type  and  the  principles  that 


Incipient  Bricklayers. 


apply  to  an  attractive  appearance  in  cards 
and  books.  Sometimes  this  course  is  taken 
by  young  men  who  are  employed  in  print¬ 
ing  offices,  at  other  times  the  novice  starts 
in  with  n(>  knowledge  whatever  and  is 
taught  in  a  short  time  a  trade  that  it  would 
take  years  to  acquire  in  a  printing  office. 
The  endowment  fund  enables  the  tuition 
fee  in  this  department  to  be  nominal  and 
all  kinds  of  press  work  is  set  forth  by  com¬ 
petent  instructors. 

A  trade  that  has  increased  in  importance 
in  recent  years  is  steam  and  hot  water  fit¬ 
ting,  for  complicated  plants  require  intelli¬ 
gent  workmen  to  fit  them.  To  attain  this 
proficiency  a  young  man  attends  this  de¬ 
partment  and  learns  how  to  set  and  con¬ 
nect  radiators,  to  pipe  dwellings  and  the 
various  systems  of  heating.  In  the  work¬ 
shop  the  work  is  attached  to  beams,  and 
pipes  are  run  as  in  actual  practice,  connec¬ 
tions  being  made  with  one  of  the  steam 
lines  of  the  school.  Other  interesting  sights 
are  to  watch  the  young  men  in  the  electrical 
department  learning  about  bell  work,  burg¬ 
lar  alarms,  electric  gas  lighting  and  wir¬ 


ing.  A  huge  workshop  affords  all  the  room 
desired  for  running  wires  and  the  installing 
of  electric  apparatus  so  the  work  is  prac¬ 
tical. 

It  is  a  step  from  this  to  the  plumbing  de¬ 
partment  where  lectures  are  given,  ques¬ 
tions  asked  on  sanitation  as  well  as  scien¬ 
tific  instruction  in  all  manner  of  branches 
of  the  plumbing  trade.  These  classes  are 
full  to  overflowing  and  each  student  has  a 
bench  and  a  locker  to  keep  his  tools,  work 
and  overalls.  Ventilating  fans  keep  the  shop 
cool  and  the  benches  are  equipped  with  fur¬ 
naces  to  heat  solder. 

Carpentry  classes  are  another  interesting 
feature  of  this  wonderful  school  which  also 
teaches  cornice  and  sky  light  work  and 
bricklaying.  Some  of  the  large  buildings 
in  New  York  City  are  of  brick  work  done 
by  graduates  of  the  school,  for  all  branches 
are  taught,  even  to  arches,  fireplaces  and 
other  fancy  work.  In  fact  every  branch 
of  trade  is  represented  in  this  unique  course 
Cl  instruction  from  blacksmith’s  work  to 
finer  grades  that  will  enable  a  young  man 
to  get  a  thorough  knowledge  of  practical 
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and  scientific  methods  of  earning  a  living. 

Fortunately  the  ample  endowment  enables 
this  trades  school  to  carryout  the  object  for 
which  it  was  founded  at  a  nominal  cost  to 
the  student.  Granting  the  terms  vary  from 
$25  to  $50  according  to  the  department  he 
enters,  a  young  man  can  learn  in  a  short 
time  the  essentials  of  his  trade  and  learn 
it  so  well  that  he  is  equipped  to  meet  life’s 
monetary  demands.  A  trade  is  a  good 
thing  to  know.  Many  a  poor  professional 
man  wishes  that  he  knew  one  and  there  is 


hardly  a  thinking  person  but  acknowledges 
the  value  of  manual  training.  The  ability  to 
use  one’s  hands  well  simply  augments  the 
facility  to  use  one’s  brain.  The  work  here 
is  not  theoretical  but  practical  and  of  such 
a  nature  that  a  young  man  can  quickly  de¬ 
termine  whether  he  is  fitted  for  a  trade 
and  if  so  for  what.  Day  and  evening  classe.s 
conduce  to  learning  methods  quickly  and 
the  worker  steps  out  into  the  world  equip¬ 
ped  with  a  knowledge  of  some  useful  busi¬ 
ness  which  may  benefit  himself  and  others. 


The  Man  Afar  Off 

By  S.  ROLAND  HALL 


The  assistant  manager,  after  an  investi¬ 
gation,  recommended  that  the  new  de¬ 
partment  be  installed  at  once,  but  in 
his  report  he  ventured  the'  opinion  that  it 
would  be  no  easy  matter  to  find  a  suitable 
man  for  the  executive  position. 

That  company  employed  more  than  50 
welDpaid  men  in  their  administrative  work, 
and  many  of  these  had  been  with  the  com¬ 
pany  five,  ten  or  fifteen  years.  Did  the 
assistant  manager  look  among  these  for  a 
David  to  tackle  the  new  giant  in  their 
work?  I  do  not  know,  but  the  incident 
made  an  impression  on  me. 

In  these  days  we  hear  much  about  the 
way  promotion  is  earned,  of  how  big  con¬ 
cerns  are  always  ready  to  give  responsi¬ 
bility  to  the  man  who  has  manifested  abil¬ 
ity  to  shoulder  it.  It  is  logical  reasoning, 
but  does  it  always  prove  true  in  practice? 
Is  it  not  a  common  sight  nowadays  when 
a  big  company  desires  to  expand  to  see  the 
managers  mount  the  ramparts  and  with 
powerful  telescopes  search  the  horizon  un¬ 
til  a  new  man  is  found  not  a  whit  better 
fitted  for  the  purposed  work  than  one  or 
more  already  within  their  own  walls — 
often  not  near  so  well  qualified.  But  he 
is  secured  at  a  large  salary,  creating  jeal¬ 
ousy  and  dissatisfaction  among  old  em¬ 
ployes  longing  for  a  chance  to  show  what 
they  can  do  in  a  larger  sphere. 

Distance  lends  enchantment  to  the  view, 
they  tell  us,  and  somehow  the  man  afar 
off  seems  to  appeal  to  many  employers.  I 
have  known  supposedly  careful  men  to 


hire  outside  “experts”  at  fabulous  prices 
to  do  work  that  their  own  employes  could 
have  done  far  more  intelligently. 

I  am  not  protesting  against  the  intro¬ 
duction  of  new  ideas  and  new  blood  into 
business;  I  know  their  value.  Neither  am 
I  discounting  the  service  of  the  telescope 
when  it  is  necessary  to  find  the  man  on  the 
mountain,  but  I  am  asking  if  it  is  not  al¬ 
ways  well  to  give  the  old  employe  a  chance 
when  he  has  earned  a  right  to  be  consid¬ 
ered.  I  know  he  is  too  often  neglected.  I 
am  an  advertising  man  and  I  have  known 
concerns  to  let  out  their  publicity  work 
when  they  had  able  advertising  men  in 
their  own  employ  doing  first-class  adver¬ 
tising  work  for  other  concerns,  in  their 
spare  hours,  simply  because  they  were  not 
given  opportunity  to  do  it  for  their  regular 
employers. 

Dr.  Russell  Conwell,  in  his  “Acres  of 
Diamonds,”  tells  how  the  Arab  left  his 
farm  and  wasted  his  life  hunting  over  the 
world  for  the  precious  stones  that  lay  lit¬ 
erally  in  acres  on  the  land  he  had  owned. 
And  that  tendency,  while  not  universal  by 
any  means,  seems  yet  partly  true  of  our 
business  life.  Often  it  is  not  the  man  at 
the  manager’s  elbow,  who  has  grown  up 
with  the  business  and  knows  what  is  need¬ 
ed  that  will  do  for  the  new  work,  but  some¬ 
one  way  off  somewhere,  whose  weaknesses 
are  lost  and  whose  virtues  are  enhanced  hy 
the  distance. 

It  is  high  time  for  every  prophet  to  get 
honor  in  his  own  country. 
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0f  a  Strtator 

BY  F.  E.  GALE. 

I  make  a  pretty  fair  success  of  most  things  that  I  care  to  tackle, 

But  in  one  line,  I  must  confess,  I’ve  mighty  little  cause  to  cackle. 

My  bitterest  misfortune  is  that  I  must  needs  be  served  by  misses. 

And  surely  not  quite  chance-work  ’tis  that  that  word  rhymes  so 
pat  with  “kisses.” 

Now,  don’t  mistake  my  meaning  here;  I’m  proof  against  all  airs  and 
graces; 

It’s  other  fellows  who  are  sheer  rank  idiots  where  a  pretty  face  is. 

Countless  the  pink-cheeked  scribes  I’ve  trained!  Small  wonder  if  I 
do  grow  bitter 

When,  just  as  some  result  is  gained,  I  catch  a  diamond’s  baleful 
glitter. 

Then,  when  I’m  overpressed  with  work  and  feeling  tired,  cross,  and 
harried. 

She,  with  an  aggravating  smirk,  says,  “Sir,  I’m -going  to  get  mar¬ 
ried.” 

And,  when  I  fain  would  roundly  swear,  I’m  forced  to  grind  out 
something  pleasant. 

Disgust  to  hide,  a  smile  to  wear,  and  e’en  to  send  a  wedding 
present. 


If  I  should  catch  (I  dare  surmise)  a  Filipino,  and  should  tamelher, 

Cupid  in  stalwart  mortal  guise  of  six  foot  two  would  come  and 
claim  her. 

I  do  my  best  to  keep  him  out.  I  frown  on  each  suspicious  stranger. 

Clients  are  sometimes  put  to  rout  in  warding  off  what  looks  like 
danger. 

When  comes  politely  through  the  ’phone,  “May  I  speak  with  Miss 
Rosebud  Flowers?” 

I  answer  in  an  awful  tone,  “No,  Sir!  These  are  our  business 
hours.” 

But  all  in  vain.  The  little  god  who  laughs  at  locksmiths  laughs  at 
me,  too. 

Years  past  I  bowed  beneath  his  rod,  like  others;  now  he  scorns  my 
veto. 

Yet,  surely  he  is  in  the  wrong.  Why  should  I  by  defeat  be  dis¬ 
graced? 

In  drawing-rooms  he  should  belong;  in  offices  he’s  wholly  mis¬ 
placed. 

I’ll  take  steps  in  my  own  defence  against  these  matrimonial  fusses; 

I’ll  have  recourse  to  violence,  bull-dogs,  spring-guns  and  blunder- 
busses. 

Most  solemnly  I  hereby  warn  each  stranger  (and  I  am  no  ranter) 

Unless  his  rashness  he  would  mourn  he’ll  state  his  business  here 
instanter. 

For,  should  I  note  one  sidelong  look,  one  unintelligible  mumble, 

I  now  declare,  by  bell  and  book,  down  thirteen  flights  of  stairs  he’ll 
tumble. 

And  should  a  jury  undertake  to  in  my  act  a  crime  discover. 

The  one  defending  plea  I’ll  make  is  this — “I  took  him  for  a  lover.” 


^EIGH-HO !”  yawned 
Charley  Peterson, 
sitting  up  on  his 
high  stool  in  the  of¬ 
fice  of  the  Brilliant 
Varnish  Works  and 
stretching  his  cramped 
arms. 

This  is  tough,”  he  sighed, 
addressing  nobody  in  par¬ 
ticular.  “A  tall  young  man 
me,  made  for  the  out-of-doors  and 
hustle  a-plenty,  condemned  to  sit  on  a  high 
stool  and  make  out  unending  bills  for  var¬ 
nish.” 

“There  are  hundreds  of  young  fellows 
who  would  jump  for  that  high  stool  of 
yours  if  it  should  chance  to  become  vacant.” 


like 


said  the  book-keeper,  eyeing  the  young  fel¬ 
low  severely  over  his  spectacles. 

“It’s  all  right — any  excuse  for  getting  a 
start  with  the  Brilliant,”  said  Charlie  has¬ 
tily.  “I  suppose  you’ve  got  to  creep  before 
you  can  walk,  but  my  burning  ambition  is 
to  get  out  and  sell  varnish — lots  of  it.  Say, 
Mr.  Goodsell,”  coaxingly,  “I’ve  been  here 
three  months  and  I’m  saturated  with  Bril¬ 
liant  varnish.  I’ve  got  Brilliant  varnish  on 
my  trousers  and  Brilliant  varnish  in  my 
hair  and  I’ve  even  eaten  a  little  Brilliant 
varnish — can’t  you  speak  a  good  word  for 


me  and  have  me  sent  on  the  road  on  trial  ?” 

The  book-keeper  sighed. 

“Ever  sell  anything?”  he  asked. 

“No-o,  I  haven’t,”  admitted  Charlie. 
“But  I  know — ” 

“They  all  know,”  said  the  book-keeper. 
“I  have  seen  dozens  of  men  start  out  to  sell 
varnish,  firmly  convinced  that  they  had  it 
in  them  to  dazzle  the  trade  and  gobble  the 
orders,  but  when  they  found  themselves  up 
against  the  men  from  about  a  hundred  com¬ 
peting  houses,  just  as  good  as  the  Brilliant, 
they  soon  lost  heart,  began  to  sag,  and 
then — off  went  their  heads.” 


“You  talk  as  if  varnish  salesmen  were 
born  and  not  made.,”  said  Charlie  doubt- 
ingly. 

“There’s  something  born  in  them  that 
makes  them  salesmen,”  admitted  Goodsell, 
‘and  that  is — grit.  The  varnish  business  is 
peculiar;  you  can  get  a  working  knowledge 
of  it  in  a  month  sufficient  to  start  out  on 
the  road,  but  unless  you’ve  got  never-dy¬ 
ing  grit  you  may  know  your  goods,  be  aff¬ 
able  and  all  that,  but  you’ll  fail.” 

“I’ve  played  football,”  said  Charlie. 

“You  don’t  go  at  folks  lhat  way,”  laugh¬ 
ed  the  book-keeper,  “you  just  stick  till  you 
make  your  sale.  Talking  about  stickers,  I 
recommend  Mr.  Flint,  our  president,  as  a 
pattern — he’s  the  best  salesman  in  the  busi¬ 
ness.” 

“He  certainly  gets  fine  contracts,”  said 
Charlie,  who  saw  the  shipments  on  the 
president’s  contracts  and  handsomely  billed 
them.  “I’ve  never  seen  Mr.  Flint,  where 
is  he  now?” 

“On  his  vacation,  I  guess,”  said  the  book¬ 
keeper,  “we  don’t  see  much  of  him  around 
here — he’s  one  of  your  kind,  made  for  out- 
of-doors.”  The  subject  was  dropped  and 
the  tall  invoice  clerk  turned  to  his  task 
somewhat  enlightened. 

“I  can  stick  some— if  I’m  teased,”  he 
muttered. 

There  were  opportunities  for  selling  var¬ 
nish  and. making  fat  contracts  in  the  Bril¬ 
liant  office,  and  Mr.  Goodsell,  the  book¬ 
keeper,  was  an  able  office  salesman.  Many 
of  the  customers  of  the  house  had  the  old- 
fashioned  habit  of  journeying  to  the  works 
to  make  their  dickers,  expecting  and  never 
failing  to  be  taken  around  and  shown  the 
varnish  in  the  making,  and — what  was  more 
gratifying— enjoying  a  first  class  time  at 
the  expense  of  the  Brilliant  people.  Occa¬ 
sionally  strangers  came  in,  and  their  method 
of  treatment  had  to  be  modified.  Once 
Goodsell  knew  the  stranger’s  house,  its  size 
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and  varnish-biiying  ability,  its  mercantile 
standing  and  its  reputation  for  paying,  he 
hooked  to  the  stranger,  talked  grades  and 
prices,  brought  forth  samples  by  the  dozen 
and  did  business  on  its  merits  until  he 
landed  his  fish.  Every  visitor  was  handled 
according  to  his  peculiarities,  and  there 
was  only  one  unvarying  rule — not  to  let 
him  escape  without  buying.  A  record  was 
kept  of  every  man  who  came  in  on  a  var* 
nish  quest,  and  there  had  to  be  explana¬ 
tions  to  Mr.  Flint  if  a  good  possible  cus¬ 
tomer  slipped  away.  When  a  representa¬ 
tive  of  some  concern  which  had  formerly 
bought  Brilliant  varnish  but  had  gone  over 
to  a  competitor  came  in,  things  whirled  until 
the  man  renewed  his  allegiance  to  Brilliant, 
and  time  and  money  were  nothing. 

The  tall  young  man  making  out  bills  look¬ 
ed  at  all  this  with  sharp  eyes  and  listened 
with  long  ears.  In  his  career  of  a  few 
months  he  saw  plenty  of  examples  of 
‘‘grit”  and  “stick,”  for  Goodsell  had  been 
a  heaven-born  salesman  himself  until  sick¬ 
ness  had  incapacitated  him  for  the  road. 
In  his  noon  hours  and  other  moments  of 
leisure,  Charlie  fiddled  around  outside  in 
the  works,  poking  his  nose  into  huge  ket¬ 
tles  and  asking  endless  questions  of 
grimy  varnish  boilers  and  mixers,  with  all 
of  whom  he  was  a  prime  favorite.  The 
chemists  liked  Charlie  and  guided  him  in 
making  practical  tests  of  varnish  at  his 
boarding  house,  much  to  the  landlady’s 
discomfort,  who  occasionally  acquired  an 
unwished-for  gloss,  from  messes  of  varnish 
left  carelessly  around. 

“Oh,  for  an  opportunity,”  sighed  Charlie, 
filled  with  all  this  lore.  “If  I  could  only 
get  Coodsell  out  sometime  and  make  one 
good  capture,  maybe — ”  Charlie  didn’t 
known  it,  but  his  chance  was  coming. 

“There’s  going  to  l>e  something  doing 
this  week,”  said  the  book-keeper,  casually, 
one  Monday  morning  as  he  opened  the 
mail.  “David  Abercrombie,  the  secretary 
of  the  International  Chair  Company, 
writes  that  he  expects  to  call  on  our  Mr. 
Flint  in  relation  to  a  contract  for  a  year’s 
supply  of  varnish.  The  Unexcelled  people 
got  the  International  away  from  us  last 
time — 500  barrels  of  fillers,  dipping  varnish 
and  rubbing  varnish — about  $30,000  worth. 
I  wish  Mr.  Flint  was  here,  but — David’s 
got  to  place  that  contract  with  the  Brilliant 
this  time,  or  I’ll  break  a  leg.” 


“Whew !  $30,000  in  one  contract,”  said 
Charlie,  wistfully. 

“Cheer  up,”  said  the  book-keeper  kindly. 
“You’re  doing  good  work,  and  when  Flint 
comes  home  I’ll  speak  that  word  for  you.” 

“Oh,  thank  you,”  said  the  invoice  clerk, 
overjoyed. 

Tuesday  and  Wednesday  passed,  and  no 
Abercrombie  came.  Thursday  and  Friday 
likewise  effaced  themselves  from  the  cal¬ 
endar  and  still  no  secretary  of  the  Inter¬ 
national  Chair  Company.  The  book-keeper 
was  puzzled,  but  there  was  nothing  to  do 
but  wait  on  Mr.  Abercrombie’s  pleasure. 
Saturday  was  a  half-holiday  in  the  summer 
months,  and  this  particular  Saturday  came 
two  days  before  the  Fourth  of  July  which 
fell  on  Monday.  Coodsell  gave  the  matter 
up  when  the  gentleman  had  not  arrived  by 
half-past  eleven  on  Saturday  morning. 

“I’m  going  to  take  my  family  out  of 
town  over  the  Fourth,  Peterson,”  he  said 
to  the  invoice  clerk  as  he  put  on  his  coat. 
“Abercrombie  won’t  bother  us  now  until 
after  the  holiday — ^^if  he  bothers  us  at  all. 
I’m  afraid  the  Unexcelled  people  have  gob¬ 
bled  him  again.”  The  going  of  Goodsell 
w*as  the  signal  to  depopulate  the  offices,  the 
clerks  all  having  their  private  holiday  busi¬ 
ness  to  attend  to,  and  in  ten  minutes, 
Charlie,  who  wanted  to  quit  with  a  clean 
desk,  was  alone  in  his  glory. 

“How  I  wish — ”  began  Charlie.  His  wish 
dealt  with  the  recalcitrant  Abercrombie,  but 
got  no  farther,  for  the  door  banged  open, 
and  a  well-dressed  man  of  middle  age  came 
in  breezily. 

“All  hands  gone?”  demanded  the  strang¬ 
er,  pulling  out  his  watch.  “Where’s  Good¬ 
sell  or — ” 

Charlie  fought  a  tendency  to  faint  away 
and  jumped  down  from  his  stool. 

“Come  right  in,  Mr.  Abercrombie,”  he 
said  pleasantly,  “we’ve  been  looking  for 
you  all  week,  and  Mr.  Goodsell  gave  you 
up  ten  minutes  ago  and  went  away.” 

“Eh,  what?”  said  the  stranger,  looking 
queerly.  “Oh,  yes,  I  expected  to  get  here 
before  this,  but  I  was  detained.  Who  are 
you  ?” 

“I’m  Mr.  Charles  Peterson,”  said  the  in¬ 
voice  clerk.  “Don’t  let  the  fact  that  Mr. 
Flint  and  Mr.  Goodsell  are  away  bother 
you  for  I  am  conversant  with  the  situation 
and  prepared  to  discuss  matters  right  to 
the  bottom.” 
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“Oh,  you  are?”  said  Mr.  Abercrombie. 
He  spoke  rather  crossly  and  Charlie  re¬ 
flected  that  the  hour  of  noon  was  not  the 
time  to  plunge  for  a  $30,000  contract.  He 
mentally  figured  the  amount  of  money  in 
his  pocket  and  his  savings  in  a  drawer  in 
the  safe ;  the  total  was  $68. 

“I  was  just  about  going  to  lunch,  Mr. 
Abercrombie,”  he  said  cordially.  “Won’t 
you  join  me?” 

The  secretary  of  the  International  Chair 
Company  gazed  doubtfully  at  the  tall  young 
man  before  him. 

‘T  guess  I’ll — ”  he  began,  but  Charlie 
had  his  hat  and  coat  on  and  was  banging 
the  safe  doors  to,  after  extracting  his 
wealth. 

“  ‘Never  take  no  for  an  answer,’  ”  he 
said,  and  led  the  bewildered  Abercrombie 
straight  to  the  Fanshaw  House,  the  swellest 
hotel  in  town. 

“Order  for  both,  please,”  said  Mr.  Peter¬ 
son,  when  they  were  comfortably  seated 
under  a  big  electric  fan.  Mr.  Abercrombie 
had  apparently  yielded  to  the  situation  and 
ordered  a  double  porterhouse  with  mush¬ 
rooms,  a  salad,  sundry  side  dishes  and  a 
bottle  of  wine. 


“I  can’t  join  you  there,”  said  Oiarlie, 
honestly. 

“Eh?  You  a  varnish  man  and  not  drink 
wine?”  demanded  Abercrombie. 

“Yes,  sir,”  said  Charlie  stoutly.  The  sec¬ 
retary  forbore  any  more  comments  and  the 
lunch  proceeded  with  the  utmost  pleasant¬ 
ness.  Abercrombie  was  a  good  guest  but 
Charlie  afterward  reflected  that  he  had 
done  most  of  the  talking  himself.  The  con¬ 
versation  touched  on  anything  but  varnish, 
and  got  by  degrees  around  to  colleges, 
which  brought  up  football  and  Charlie 
fought  half  a  dozen  games  over  again,  his 
eyes  snapping.  Dessert  came  and  went,  and 
Charlie  called  for  the  bill.  It  was  $12.60 
and  he  paid  it  without  a  blink. 

“You  must  have  had  some  plan  on  foot 
for  the  afternoon,”  said  the  International 
man  as  they  left  the  hotel. 

“Yes,  I  had,”  said  the  invoice  clerk  “I 
was  going  to  a  quiet  place  about  30  miles 
in  the  country  where  they  have  a  dandy 
golf  links — 18  hole — ever  play  golf?” 

“Some,”  said  Abercrombie,  who  was  act¬ 
ing  ill  at  ease  for  a  man  who  had  just  had 
a  $12.60  lunch.  Several  people  had  looked 


“ Shake  1”  roared  Peterson. 
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at  him  as  if  about  to  speak,  and  he  had 
turned  his  head  abruptly. 

“Be  my  guest,”  said  Charlie,  his  heart 
palpitating. 

“Whew!  It’s  hot  in  this  town — glad  to 
get  out  in  the  country — quiet  golf  has  its 
charms — guess  I’ll  go  you,”  said  Aber¬ 
crombie  disjointedly,  turning  down  a  side 
street.  There  was  a  handy  train  and  the 
pair  journeyed  to  the  scene  of  rural  de¬ 
light,  Mr.  Abercrombie  becoming  perceptib’y 
easier  as  the  miles  grew  behind  them. 

“When  is  he  going  to  unbutton  about  that 
$30,000  contract  ?”  thought  the  invoice  clerk, 
and  talked  interestingly  himself  about  every¬ 
thing  else. 

The  afternoon  was  waning  when  they 
arrived  at  their  destination  and  a  cool 
breeze  was  blowing.  Charlie  had  a  good 
bag  of  sticks,  plenty  for  two,  and  they 
peeled  down  to  their  negligee  shirts,  lit  re¬ 
markably  good  cigars  which  Abercrombie 
produced,  and  set  forth  over  the  course 
which  abounded  in  natural  scenery.  Aber¬ 
crombie  was  easy  now,  and  happy  as  a  boy. 
Charlie  was  no  -mean  hand  at  the  game 
himself,  but  here  was  a  man  who  put  him 
to  his  trumps.  The  $30,000  contract  faded 
for  the  present,  for  the  business  of  his 
life  just  then  was  to  beat  Abercrombie,  and 
the  two  went  out  and  in  over  the  18-hole 
course  like  a  pair  of  distinguished  generals 
fighting  a  deadly  campaign.  At  the  last 
hole  they  stood  even  and  Charlie  to  play. 
He  sized  up  the  distance,  swung  his  club, 
steadied  his  beating  heart,  and — muffed. 
Abercrombie  made  his  play  and  holed. 

“Gad  1  what  a  game !”  he  breathed,  while 
Charlie  grinned  ruefully. 

“Do  you  suppose  Mrs.  Flint’s  in  town?” 
asked  the  'secretary  suddenly.  “I — I’m 
slightly  acquainted  with  her,  and  perhaps 
she—” 

Charlie’s  man  was  going  to  get  away 
from  him  and  nothing  said  about  the  con¬ 
tract  I 

“I  believe  she’s  been  expecting  Mr.  Flint 
to  return,  but  he  hasn’t  come,  and  she’s  at 
one  of  her  married  daughter’s,”  said  Charlie, 
fully  resolved  to  invite  himself  along  if 
Mr,  Abercrombie  persisted  in  his  design. 

“Which  daughter?”  asked  Abercrombie. 
Charlie  couldn’t  tell.  “Oh,  well,  it’ll  keep,” 
said  the  secretary,  to  Charlie’s  infinite  re¬ 
lief,  and  asked  about  the  hotels  in  the 
neighborhood  of  the  links, 

“There’s  a  good  one  down  by  the  river,” 


said  the  bill  clerk,  dissembling  his  satisfac¬ 
tion,  and  led  the  way  to  the  cosy  retreat 
surrounded  by  willows,  where  they  bathed 
luxuriously  and  supped  without  a  recollec¬ 
tion  of  the  $12.60  lunch  in  the  middle  of 
the  day.  • 

“Come  spend  the  evening  in  my  room,” 
said  Abercrombie  cordially,  as  they  left  the 
table.  “I’ve  a  little  proposition  to  make 
which  I  think  will  fill  in  the  time  pleas¬ 
antly.”  At  last  the  $30,000  contract!  Seated 
in  rocking  chairs,  smoking  some  of'  Aber¬ 
crombie’s  fine  cigars,  that  gentleman  cleared 
his  throat,  and  said :  “Any  scruples  about 
taking  a  hand  at  cribbarge  with  a  trifle  up 
to  make  it  interesting?”  Charlie  swallowed 
a  CLissword  and  admitted  that  he  sometimes 
indulged  in  the  game,  whereupon  the  secre¬ 
tary  produced  a  peg-board  he  had  borrowed 
from  the  barkeeper  together  with  a  pack  of 
cards,  and  with  keen  enjoyment  whiled  the 
hours  away  until  midnight,  taking  Charlie’s 
dollars  from  him. 

“Good  night,  my  young  friend,”  said 
Abercrombie.  “I  am  a  busy  man  without 
much  time  for  the  frivolities,  and  I  want 
to  thank  you  for  one  of  the  happiest  days  I 
ever  spent  in  my  life.  If  I  can  do  anything 
for  you  in  return,  command  me.” 

If  he  could  do  anything  for  him!  Charlie 
counted  over  his  money  which  had  shrunk 
from  $68  to  $29.40,  for  he  had  paid  for 
everything,  and  lost  over  $20  at  cribbage 
besides,  a  game  he  thought  he  could  play 
until  that  evening.  Why  in  the  name  of 
sense  didn’t  the  man  come  to  the  center 
and  fight  it  out  about  that  contract?  That 
would  be  doing  something  for  him.  Thus 
reflecting,  Charlie,  being  exceedingly  tired, 
went  off  to  sleep. 

The  next  day  was  Sunday  and  Aber¬ 
crombie  at  breakfasD  asked  Charlie  about 
I  his  attitude  on  Sunday  golf.  Charlie’s  at¬ 
titude  displayed  itself  in  a  prompt  challenge 
to  set  forth,  and  he  proceeded  to  whip  his 
adversary  savagely  on  the  field  where  he 
himself  had  suffered  defeat  the  day  before. 
Abercrombie  chuckled  and  was  hugely  de¬ 
lighted  at  the  outcome,  and  suggested 
y  church,  and  the  pair  hunted  up  a  place  of 
worship,  denomination  unknown,  and  lis¬ 
tened  to  a  vivid  description  of  the  hereafter 
of  those  who  broke  the  Sabbath  by  playing 
golf.  It  was  most  edifying. 

Monday  was  the  Fourth  of  July  and  as 
a  holiday  a  failure,  for  it  was  raining  and 
golf  was  not  practicable.  It  was  a  good 
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day  for  discussing  $30,000  contracts,  thought 
Charlie,  and  was  half  tempted  to  broach 
the  subject  and  learn  his  fate.  Somebody 
said  that  the  pickerel  were  biting  in  a  pond 
not  far  away,  and  Abercrombie  hinted  that 
he  hadn’t  fished  in  years.  There  is  no  bet¬ 
ter  place  in  the  world  to  talk  business  than 
a  boat  on  a  pond  on  a  rainy  day  with  the 
fish  biting,  so  Charlie  rose  to  the  hint,  bor¬ 
rowed  a  couple  of  overcoats,  bought  bait, 
hired  a  boat  and  tackle  and  they  fished 
royally  all  day  with  never  a  word  about 
varnish. 

On  Tuesday,  Charlie  omitted  to  go  back 
to  the  invoice  desk  of  the  Brilliant  Varnish 
Works,  and  instead,  got  a  loan  on  his  watch 
from  the  hotel  clerk  and  hired  a  team  and 
took  Mr.  Abercrombie  driving  over  some 
beautiful  country.  The  secretary  of  the 
International  Chair  Company  was.  charmed. 
On  Wednesday  they  fished  in  the  morning 
and  golfed  in  the  afternoon.  On  Thursday 
the  same  in  every  particular.  On  Friday, 
Charlie  was  confronted  with  the  fact  that 
he  was  broke7  probably  out  of  a  job  and 
30  miles  from  home,  and  listened  with  . joy 
to  a  wild  proposition  of  Abercrombie’s  to 
walk  in  and  take  the  day  to  it. 

They  walked,  and  Abercrombie  suddenly 
recalled  the  object  of  his  visit  to  the  Bril¬ 
liant  Varnish  W6rks.  Fillers,  dipping  var¬ 
nish  and  rubbing  varnish,  prices,  terms,  the 
faults  of  the  varnishes  in  the  past,  the  faults 
in  shipping  and  20  other  phases  were  re¬ 
viewed,  and  Charlie  fought  manfully  for 
his  firm.  Abercrombie  knew  what  he  was 
talking  about,  Charlie  could  see  it,  and 
when  the  secretary  coaxed  him  along  to  the 
subject  of  varnish  manufacture  and  tests, 
Charlie  gave  himself  free  rein  and  turned 
himself  inside  out  with  a  flood  .of  eloquence 
in  favor  of  Brilliant  varnishes  over  all  the 
rest  of  the  varnishes  An  the  world,  which 
would  have  amazed  Goodsell  if  he  could 
have  heard  it. 

“The  Unexcelled  people  beat  the  Bril¬ 
liant  folks  in  one  respect,”  said  Abercrom¬ 
bie,  “their  salesmen  are  more  persistent. 
They  have  had  a  man  at  the  International 
factory  for  three  days,  fighting  for  a  re¬ 
newal  of  the  contract,  and  now  that  I’ve 
heard  both  sides,  I  think  I  will  give  the 
contract  to  that  persistent  fellow.” 

The  young  man  tramping  at  Mr.  Aber¬ 


crombie’s  side  loomed  about  seven  feet  tall 
as  he  delivered  his  ultimatum. 

“Mr.  Abercrombie,”  he  said,  “if  persist¬ 
ence  is  what  appeals  to  you,  I  have  stuck 
to  you  for  a  solid  week,  waiting  for  you  to 
broach  the  varnish  subject.  I  am  going  to 
stick  to  you  like  an  old  man  of  the  moun¬ 
tain  and  talk  Brilliant  varnish  until  I  get 
that  contract.  If  I  die  before  I  get  it,  my 
ghost  will  walk  beside  you  until  the  con¬ 
tract  is  handed  in.  That  contract  is  righte¬ 
ously  the  property  of  the  Brilliant  Varnish 
Works  and  if  you  had  talked  to  Robert 
Flint/.  you  would  have  given  it  to  him,  you 
know  you  would,  for  he  has  got  the  vai- 
nish  world  skinned  when  it  comes  to  per¬ 
sistence.  Now,  I  want  that  contract!” 

“Oh,  take  the  blamed  contract,  Mr. 
Charles  Peterson,”  said  Abercrombie,  “1 
guess  I’ve  drawn  you  out  enough.”  . 

“Shake !”  roared  that  gentleman  and 
wrung  Mr.  Abercrombie’s  hand. 

“I’ve  got  it !  I’ve  got  it  I”  declaimed 
Charlie,  bouncing  into^  the  quiet  offices  of 
the  Brilliant  Varnish  Works  on .  Saturday 


morning.  $ 

“Got  what?”  asked  Goodsellr  severely. 
“The  j  im-j  ams  ?” 

“The  International  $30,00(^*contract  I" 
shouted  the  invoice  clerk.  ~  •  > 

“Nonsense!”  said*the  book-keeper.  “Mr. 
Flint  got  wind-that-^AdDercrombie  was  corn¬ 
ing,  and  he  stopped ’  off  and  saw  Aber¬ 
crombie,  beat  the  Unexcelled,  horse,  foot 
and  dragoons,  and*  got  the  contract!” 

“Wh — wh — who  in  blazes  have  I  i  been 
sticking  to  like  a  leech  for  the  last  .week, 
thinking,  it  was  Abercrombie?”  asked 
Charlie,  with  a  dismal  vision  of  a  good 


$100  gone  to  the  bad. 


“Mr.  Flint’s  back,  and  wants  to  see 'you,” 
said  the  book-keeper  curtly.  Sadly  the  tall 
young  fellow  made  his  way  to  the  private 
offices,  where  Mr.  Flint  wa^  busily  dictat¬ 
ing  letters.  The  voice 'sounded  familiar  to 
the  invoice  clerk — where  had  he  heard  it? 
He  twisted  the  door  knob  and  walked  in. 

“Hello,  you  sticking-plaster,  Mr.  Charles 
Peterson,  I  hear  you’re  suffering  to  go  on 
the  road  and  sell  varnish,”  said  Mr.  Flint, 
smiling  amiably.  “Well,  try  it  at  $2,000  a 
year  for  a  starter,  and — much  obliged  for 
my  happy  week!” 


Association  of  lumber  manufac¬ 
turers  for  the  purpose  of  selling  their 
product  through  an  agency  owned  and 
controlled  by  themselves  is  of  comparative 
recent  origin.  Such  associations,  especiallv 
when  confined  to  the  wholesale  business, 
have  been  generally  successful,  and  the  fu¬ 
ture  will,  without  doubt,  see  many  such 
selling  agencies  formed.  The  object  of  the 
manufacturers,  in  combining  to  sell  their 
own  product  independent  of  the  brokers,  is  , 
not  in  any  sense  “trust  control  of  prices.” 

Greater  economy  and  increased  sales  are 
the  main  inducements  to  such  association. 

This  article  deals  with  the  accounting  meth¬ 
ods  of  two  such  lumber  selling  agencies. 

The  Lumber  Manufacturers’  Agency  of 
Centralia,  Washington,  handling  the  output 
of  11  mills  in  southwestern  Washington  and 
the  Consolidated  Lumber  Assn.,  of  Harri- 

The  writer  was  born  in  the  former  lumber  manufacturing  town  of  Grand  Haven,  Michigan,  and 
his  boyhood  and  school  days,  excepting  a  period  at  a  Grand  Rapids,  Mich.,  school,  were  passed  there. 

At  the  age  of  20,  he  went  west,  and  for  two  years  was  employed  by  mining  companies  in  Utah 
and  Colorado.  Returning  to  Michigan,  he  was  employed  as  accountant  by  the  lumber  manufacturing 
firm  of  Torrent,  Brown  &  Co.,  of  Muskegon,  Mich.  He  remained  with  them  two  years.  The  Muske¬ 
gon  Shingle  &  Lumber  Co.  was  then  organized.  He  was  made  secretary  and  treasurer  of  the  com¬ 
pany,  and  remained  in  this  position  for  the  eight  years  following.  After  the  loss  of  the  company’s 
plant  by  fire,  he  removed  to  Montana  and  engaged  in  the  lumber  and  real  estate  business  there. 
From  there  he  went  to  Puget  Sound  and  was  employed  as  an  accountant  generally  for  lumber  firms 
and  finally  accepted  a  position  as  head  book-keeper  for  the  Lumber  Manufacturers’  Agency.  From 
there  he  went  to  Harrison,  Idaho,  to  open  and  systematize  the  books  for  the  newly-formed  "Consoli¬ 
dated  Lumber  Association.” 


son,  Idaho,  selling  the  entire  product  of  si.x 
Idaho  mills. 

The  accounting  methods  of  these,  two 
agencies  difter  in  some  minor  details,  as 
they  are  organized  on  somewhat  different 
lines.  The  Centralia  Agency  realizes  a  rev¬ 
enue  based  on  a  percentage  commission  on 
the  net  returns,  also  a  profit  based  on  the 
difference  between  buying  and  selling  price 
on  the  product  of  mills  outside  the  agency. 
The  Harrison  Association  has  no  revenue 
account.  The  expenses  are  totaled  at  the 
end  of  each  month,  and  the  different  mills 
are  assessed  pro  rata  (based  on  an  agreed 
capacity  in  feet  of  lumber  output)  for  their 
proportion  of  this  expense. 

The  shipments  are  all  by  rail,  and  go  to 
points  anywhere  from  the  Pacific  to  At¬ 
lantic,  to  Manitoba  on  the  north,  and  to 
New  Mexico  and  an  east  and  west  line 
through  there  on  the  south. 


Landing  on  Railway  in  Fir  Timber. 
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The  books  used  are 
the  ordinary  journal, 
ledger  and  four  column 
cash  book,  supplement¬ 
ed  by  order  book,  car 
record  book,  and  in  the 
Centralia  agency  an  in¬ 
dividual  book  for  each 
mill,  wherein  is  en¬ 
tered  from  the  invoice 
the  number  of  feet  of 
each  particular  class  of 
stock. 

Branch  agencies  are 
maintained  at  some  of 
the  large  centers,  such 
as  Chicago,  Denver,  St, 

Paul  and  Winnipeg, 
and  a  force  of  travel¬ 
ing  salesmen  covers 
other  portions  of  the 
great  lumber  consum¬ 
ing  territory.  Orders 
from  them  are  received 
at  the  home  office  and 
entered  in  the  order 
book.  This  is  a  bound 
book  with  pages  over 
two  feet  wide,  and  it 
contains  an  index.  The  pages  are  in  blank, 
and  are  ruled  horizontally  only. 

The  handling  of  these  orders  and  their 
proper  distribution  to  the  different  mills  is 
a  work  that  calls  for  a  thorough  knowledge 
of  the  lumber  business,  familiarity  with 
prices,  grades,  etc.,  and  a  keen  sense  of  jus¬ 
tice  to  all  concerned. 

Much  for  the  success  or  failure  of  the 
association  depends  upon  the  able  carrying 
out  of  this  task.  The  “community  of  in¬ 
terest”  is  not  strong  enough  to  prevent  a 
vigorous  protest  if  any  individual  mill 
thinks  it  is  getting  the  worst  of  the  orders 
or  less  than  its  proper  share. 

According  to  their  by-laws,  each  mill  is 
to  receive  a  certain  percentage  of  the  or¬ 
ders.  The  amount  is  based  on  the  capacity 


of  the  mill  in  feet.  To 
see  that  the  mill  is  get¬ 
ting  its  share,  the  total 
of  all  orders  received  as 
well  as  the  total  given 
out  to  the  various  mills 
must  at  all  times  be 
available. 

When  a  shipment  is 
made  by  the  mill  an  in¬ 
voice  is  made  out  Jby 
them  on  a  uniform 
blank  furnished  by  the 
agency. 

This  invoice,  together 
with  the  shipping  re¬ 
ceipt,  is  sent  to  the 
agency  office.  It  is  care¬ 
fully  checked  over.  If 
errors  are  found,  it  is 
either  returned  to  the 
mill  for  correction  or 
corrected  at  the  agency 
and  the  mill  notified  in 
order  that  the  books 
may  agree.  If  correct, 
it  is  entered  in  the  jour¬ 
nal,  simply  debiting  the 
customer  and  crediting 
the  mill ;  the  only  explanatory  nota¬ 
tions  being  the  car  number  and  initials,  and 
the  word  “delivered”  if  the  prices  are  de¬ 
livered  ones,  or  the  word  “mill”  if  the  price 
is  F.  O.  B.  at  shipping  or  mill  point.  On 
the  shipments  of  outside  mills,  where  there 
is  a  difference  between  the  buying  and  sell¬ 
ing  price,  a  revenue  account  is  credited  for 
the  difference,  if  gain,  or  debited  if  loss. 
The  invoices  reach  the  office  in  duplicate, 
or  if  the  customer  desires  more  than  one 
copy,  as  many  as  are  wanted  are  made  out 
by  the  mill.  One  or  more  copies  are  mailed 
to  the  customer  with  the  shipping  receipt, 
and  one  is  kept  in  the  agency  files.  Before 
filing,  however,  each  invoice  is  entered  in 
the  Car  Record  book  and  also  in  the  Indi¬ 
vidual  Mill  Register. 


Loading  Fir  Logs  9^^  Feet  in  Diameter. 


At  the  Saw  Mill. 
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The  Car  Record  is  a  book  with  pages 
nearly  four  feet  wide.  It  is  columnar 
ruled,  and  the  printed  heads  show  the  date, 
weight  at  weighing  point,  consignee,  des¬ 
tination,  ledger  folio,  total  feet  and  amount. 
Then  follows  columns  for  feet  and  amount 
for  each  separate  mill,  and  extra  columns 
for  outside  mills. 

The  terms  of  sale  for  west  coast  forest 


products  are  almost  uniformly  “sixty  days 
or  2  per  cent  discount  for  cash,  less  freight, 
if  paid  in  15  days.  Bills  past  due  draw  10 
per  cent  interest  per  annum.”  The  ma¬ 
jority  of  sales  are  made  on  a  delivered 
price  and  the  customer,  after  receipt  of  car 
and  the  payment  of  freight  thereon,  returns 
the  expense  bill  to  the  agency  for  credit. 
The  agency  debits  the  amount  to  the  mill 


Hauling  Back  Wire  Cable  from  Road  Donkey  to  Yarding  Donkey. 


and  gives  the  customer  credit  for  the  same. 
The  customer  often  sends  in  a  claim  for  an 
alloAvance  for  shortage,  poor  grade,  etc. 
These  claims  are  no  doubt  often  just,  but 
in  many  cases  they  are  palpably  unjust,  and 
the  allowances  made  on  such  unjust  claims 
would  amount  to  a  handsome  sum  at  the 
end  of  the  year.  If  an  allowance  is  granted 
the  mill  is  charged  and  the  customer  cred¬ 
ited  with  same  and  debit  and  credit  memo¬ 
randums  mailed. 

Many  customers  send  settlement  in  full 
soon  after  receipt  of  the  car,  thereby  get¬ 


ting  the  benefit  of  the  two  per  cent  dis¬ 
count.  Others  wait  the  full  60  days,  and 
some  even  longer. 

To  such  mills  as  desire  it,  a  cash  advance 
of  about  80  per  cent  of  the  net  amount 
of  the  invoice,  is  made  by  the  agency  soon 
after  the  shipment  is  made.  The  amount 
of  such  advance,  and  the  date,  is  noted  on 
the  copy  of  the  invoice  kept  in  the  agency 
files.  Other  notations  such  as  freight,  al¬ 
lowances,  commission,  and  discount  are 
made.  When  final  settlement  is  received 
the  invoice  is  removed  from  its  place  in 
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the  files  and  the  settlement  is  noted  on  its 
face.  Customers’  settlements  are  usually  ac¬ 
companied  by  a  statement.  After  careful 
checking  and  the  making  of  the  proper*en- 
tries,  these  are  filed  under  the  head  of 
“Customers’  Settlements.” 

Every  few  days  a  settlement  is  made  to 
the  various  mills  for  all  cars  which  have 
been  paid  for  to  date.  Often  these  settle¬ 
ments  are  for  30  to  40  cars  from  one  mill. 
The  settlement  blank  has  columns  for  date, 
car  number,  amount,  freight,  discount,  com¬ 
mission,  advance,  allowance,  balance  and 
remarks. 

The  paid  invoices  for  a  certain  mill  are 
bunched  together  and  the  statement  is  made 
from  them.  All  of  the  necessary  notations 
have  been  previously  made.  After  the  state¬ 


ment  for  each  individual  car  has  been 
made,  each  column  is  footed  and  the  totals 
proved.  The  total  of  the  amount  column 
must  equal  the  sum  of  the  other  columns. 
A  check  is  made  out  for  the  amount  of  the 
balance  column  and  forwarded  »with  the 
statement  to  the  mill.  On  the  stub  of  the 
check  is  noted  the  amount  of  the  discount 
column  and  also  the  amount  of  commis¬ 
sion,  and  when  the  check  is  entered  in  the 
cash  book  these  two  items  are  charged  to¬ 
gether  with  the  balance.  All  other  charges 
against  the  invoice  have  been  previously 
made,  thus  the  entry  of  this  final  settlement 
check  is  the  finis  for  all  cars  covered  by 
the  statement.  The  payment  and  date  of 
same  is  noted  on  the  invoice  and  it  is  then 
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filed  under  the  head  of  “Invoices  Paid  To 
Mills.” 

The  associated  mills,  realizing  that  there 
was  greater  economy  in  buying  their  sup¬ 
plies  in  larger  quantities,  are  buying  through 
the  agency  for  all  the  mills  such  supplies 
as  wire  cable,  oils,  etc.  Invoices  for  such 
items  are  received  by  the  agency  in  dupli¬ 
cate.  One  copy  is  sent  to  the  mill  together 
with  debit  memo,  and  the  other  copy  re¬ 
tained.  After  having  been  entered,  the 
amount  is  deducted  from  the  next  settle¬ 
ment  to  the  mill. 

After  the  settlement  to  the  mill,  the  item 
in  the  ledger  account  is  marked  “paid,”  and 
the  date  noted. 

At  certain  intervals,  meetings  of  the 
stockholders  are  held  and  reports  are  sub¬ 
mitted  showing  the  condition  of  the  busi¬ 
ness,  the  amount  of  outstanding  accounts, 
cash  on  hand,  etc.  As  most  of  the  accounts 
on  the  books  are  charged  at  the  delivered 
prices  and  the  expense  bills  in  many  cases 
not  returned,  the  net  amount  outstanding 
can  only  be  determined  by  an  estimate  of 
the  freight.  At  these  meetings  they  will 
also  want  to  learn  the  amount  of  total  ship¬ 


ments  to  date,  the  amount  of  orders  re¬ 
ceived,  and  their  percentage  of  each  par¬ 
ticular  class  of  stock.  They  wnll  also  in¬ 
quire  as  to  the  number  and  amount  of  un¬ 
filled  orders. 

The  above  outlines,  to  a  certain  extent, 
the  systems  used  by  both  of  the  agencies 
with  which  the  writer  is  familiar.  The 
Idaho  Association,  however,  unlike  the 
Washington  Agency,  has  no  revenue  other 
than  the  monthly  assessment  charged  to 
the  mills  for  the  total  amount  of  the  ex¬ 
penses  for  the  month 

The  Idaho  Association  also  handles  the 
retail  business  in  Harrison  and  vicinity  for 
all  the  mills ;  while  the  Washington 
Agency  confines  itself  strictly  to  the  whole¬ 
sale  or  car  trade. 

A  large  sum  is  expended  for  advertising 
in  the  various  lumber  journals.  Experi¬ 
ence  has  shown  that  this  is  money  well 
spent.  The  car  sign  is  next  in  importance 
as  an  advertising  medium.  A  familiar 
sight  on  any  of  the  northwestern  railways 
is  a  long  string  of  cars  carrying  the  red 
and  black  banner  of  the  Lumber  Manufac¬ 
turers’  Agency  or  the  wooden  car  sign  of 
the  Consolidated  I/Umber  Association. 


Short  Stuff 

Do  More  Than  Duty. 

USINESS  men  are  appreciative  of  the 
assistant  or  employe  who  can  do  some 
thinking  and  remembering  for  them 
The  man  who  must  plan  and  execute  mo¬ 
mentous  enterprises  cannot  possibly  endure 
around  him  anyone  for  whom  it  is  neces¬ 
sary  to  provide  reminders.  The  head  of 
the  firm  or  executive  of  the  company  does 
the  original  thinking;  it  is  the  duty  of  all 
associated  with  him  to  execute.  The  associ¬ 
ate  who  exerts  his  faculties,  gets  in  touch 
with  the  chiefs  line  of  thought,  understands 
his  policy  and  keeps  closely  abreast  of  it 
is  a  helper  indeed. 

The  clerk,  secretary,  stenographer,  de¬ 
partment  head  and  so  on  along  the  line 
should  not  only  perform  with  despatch 
and  accuracy  such  routine  matters  as  come 
within  their  exact  sphere,  but  should  en¬ 
deavor  to  do  some  original  thinking  and 
whenever  possible  offer  a  timely  sugges¬ 
tion  to  the  chief.  Also,  they  should  be 
quick  to  correct  inadvertent  errors  made 
by  those  above  them,  but  always  unosten¬ 
tatiously.  Matters  that  are  to  be  attended 
to  in  the  future  should  be  remembered  by 
the  alert  subordinate.  In  fact,  he  should 
be  the  memory,  the  right  and  the  left 
hand  and  the  ward  of  small  things  for  his 
employer.  In  this  way  he  not  only  be¬ 
comes  indispensable  as  an  assistant,  but 
he  develops  the  executive  faculty.  That’s 
the  thing  that  brings  its  own  reward  later. 
— New  York  Commercial. 

The  Radium  Cure. 

Wonderful  indeed  is  the  treatment  which 
it  is  reported  is  curing  President  Harper, 
of  the  Chicago  University,  of  the  hitherto 
incurable  disease  of  cancer.  The  treatment, 
it  is  stated,  consists  “in  administering  to 
the  patient  a  certain  fluid  solution  which 
has  the  property  of  becoming  fluorescent 
when  struck  by  radium  rays.  When  the 
whole  system  is  absorbed  with  this  solu¬ 
tion  so  that  it  may  be  found  in  all  the 
blood  cells,  especially  those  affected  by  the 
cancer,  the  radium  rays  are  turned  on  the 
seat  of  the  trouble.  The  light  which  they 
produce  is  destructive  to  the  germs  of  the 
disease.” 


That’s  All 


There  is  a  disease  which  is  feeding  upon 
the  life  of  the  business  and  the  politics  of 
this  country.  It  is  the  cancer  of  “graft.” 
The  only  cure  for  this  is  some  solution  of 
truth  which  absorbed  into  the  blood  cells 
of  business  will,  when  subject  to  the  X- 
rays  of  publicity,  destroy  the  germs  of  cor¬ 
ruption. 

It  would  appear  from  the  developments 
which  are  taking  place  that  this  cure  is  in 
process. — Wall  Street  Journal.' 


“Back  to  the  Mines.” 

Back  Irom  the  wave-kissed,  sandy  beach. 
Back  from  the  place  he  went  to  rest; 

Back  from  the  dainty,  summer  “peach,” 
Back  from  the  spot  where  life  is  blest. 

Back  to  the  Mines  once  more  he  comes. 
Back  to  his  work.  Now  watch  his  Smoke! 

Back  to  his  haunts  where  business  hums. 
Back  with  a  coat  of  tan  and  broke. 

Weird  are  the  tales  he  tells  of  fish. 

He  caught  and  those  that  got  away; 

He  never  speaks  except  to  wish 
He  could  have  stayed  another  day. 

He  dreams  of  summer  maidens  fair. 

Who  loved  him  for  his  manly  worth; 

Whose  charms  so  beautiful  and  rare. 

Turned  into  heaven  the  prosy  earth. 

Back  to  the  Mines,  O  Youth  so  gay! 

Forget  the  maids  for  just  a  year; 

While  you’re  at  work,  it’s  safe  to  say. 
They’ve  found  another  just  as  dear. 

Forget  those  tales  of  fish  and  bites. 

Forget  the  hit  you  made  with  all; 

For  summer  girls  are  “fly-by-nights,” 

And  summer  joys  won’t  last  till  fall. 

You've  had  your  rest,  and  now  for  you. 
There’s  work  ahead,_  so  buckle  down; 

Forget  that  dainty  thing  in  blue. 

And  lay  aside  that  hero’s  crown 

Forget  the  promises  she  made. 

Come  on,  young  man.  Take  up  your  pen; 

The  summer  memories  should  fade. 

Until  vacation  comes  again. 

— Detroit  Free  Press. 


An  Ambassador’s  Expenses. 

The  salary  of  the  United  States  ambas¬ 
sador  in  Great  Britain  is  $17,500  per  an¬ 
num. 

The  rent  of  the  ambassador’s  London 
residence  is  $45,000  per  annum.  This 
means  that  the  position  of  ambassador  is 
one  from  which  a  poor  man,  however  com¬ 
petent  and  brilliant,  is  debarred.  If  it  is 
desirable  that,  as  the  representative  of  a 
rich  and  powerful  nation,  the  American 
ambassador  should  be  compelled  to  incur 
such  large  expenditures,  surely  these  ex¬ 
penditures  should  be  borne  by  the  nation 
and  not  by  the  individual. 


The  best  gift  of  nature  to  mankind  is 
coal.  Of  its  uses  as  fuel  and  for 
steam  purposes  all  know,  but  the  pro¬ 
cesses  by  which  gas,  coke,  tar,  ammonia  and 
nearly  or  quite  3,000  separate  and  distinct 
products  are  obtained  is  ncnt  so  well  known. 
The  writer  proposes  to  describe  a  few  of 
these  processes,  not  in  a  technical  way  (as 
volumes  have  been  written  on  each  of  these 
subjects  in  a  manner  to  interest  only  the 
chemist  or  those  directly  engaged  in  the 
actual  manufacture  of  one  or  more  of 
them),  but  giving  to  our  readers  some  of 
the  methods  used  in  these  processes  and 
some  hints  towards  simplifying  or  sys¬ 
tematizing  these  methods. 

The  first  in  the  series  of  processes  will 
treat  more  particularly  of  gas  making  and 
the  consequent  production  of  coke,  coal 
tar  and  ammonia,  the  products  which  for 
many  years  were  regarded  of  but  little 
value,  but  which  in  recent  years  have  be¬ 
come  so  valuable  as  to  become  a  large 
source  of  revenue^to  the  gas  producers. 

The  second  section  of  this  article  will 
treat  more  particularly  on  coal  tar  and  some 
of  its  derivatives,  to  be  followed  by  a  de¬ 
scription  of  creosote  oil  and  its  uses  as  a 
wood  preservative. 

For  the  manufacture  of  gas,  bituminous 
coal  only  is  used,  but  not  all  varieties  are 
suitable.  In  the  United  States  the  coal 
from  the  Youghiogheny  mining  district, 
near  Pittsburg,  and  a  few  veins  in  West 
Virginia,  are  far  superior  to  any  other. 
Coal  mined  in  Ohio,  Indiana,  Illinois, 
Michigan  and  a  large  proportion  of  West 
Virginia  is  used  only  in  emergencies,  as 
gas  produced  from  it  lacks  richness  and 
the  by-products  are  of  very  poor  quality. 


Some  years  ago  when  electricity  came  in¬ 
to  prominence  as  a  competitor  to  gas,  pre¬ 
dictions  were  freely  made  that  it  was  the 
beginning  of  the  end  for  the  latter,  but 
the  actual  result  has  been  the  reverse,  for 
while  the  former  has  made  enormous  strides 
in  furnishing  light  and  power  and  indeed 
for  heat,  yet  gas  has  fully  kept  pace  with 
it  and  has  in  many  cities  quadrupled  its  out¬ 
put  during  the  past  ten  years. 

There  are  several  reasons  for  this :  the 
increase  of  population,  a  decrease  in  price, 
its  use  as  fuel  and,  last  but  not  least,  the 
fact  that  cities  and  individuals  have  become 
so  accustomed  to  well-lighted  streets  and 
dwellings  that  the  light  considered  sufficient 
20  years  ago  would  not  be  tolerated.  In 
other  words  we  are  far  beyond  the  time 
of  the  tallow  candle  and  snuffers. 

As  a  result,  gas  properties  have  become 
extremely  valuable,  combinations  of  capital 
have  bought  the  plants  in  the  larger  cities, 
have  “frenzy  financed”  the  stocks,  issued 
bonds  in  many  cases  for  large  amounts  ex¬ 
ceeding  their  cost,  and  have  deflected  vast 
amounts  of  “system”  money  for  the  benefit 
of  the  incorporators ;  yet  notwithstanding 
this  fact,  and  the  heavily  watered  condition 
of  these  stocks  and  bonds  very  few  of  these 
securities  are  for  sale  and  the  inference  is 
plain  that  the  investments  are  remunerative 
to  the  owners. 

In  the  majority  of  cases  franchises  were 
granted  in  the  early  days,  with  but  little 
if  any  cost  to  the  applicants,  streets  have 
been  used  for  mains  and  connections  until 
a  network  underlies  the  cities,  making  it 
a  practical  impossibility  for  a  new  com¬ 
pany  to  lay  their  pipe  lines,  or  in  fact  to 
secure  a  franchise.  This  feature  produces 
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a  practical  monopoly  in  any  given  city,  sub¬ 
ject  only  to  the  action  of  the  common  coun¬ 
cils. 

One  ton  of  gas  coal  produces  as  follows ; 
Gas,  12,000  cubic  feet;  coke,  1,300  pounds; 
tar,  12  gallons ;  ammoniacal  liquor,  4  gal¬ 
lons. 

The  output  of  gas  is  controlled  by  the 
demand — the  other  products  are  based  on 
the  gas  produced — but  being  produced  they 
must  be  marketed. 

COKE. 

Tn  recent  years  the  companies  have  de¬ 
voted  much  of  their  energies  and  advertis¬ 
ing  to  placing  coke  to  consumers  in  com¬ 
petition  with  anthracite  or  hard  coal — pre¬ 
viously  it  was  used  as  a  fuel  by  the  com¬ 
panies  themselves  in  heating  retorts,  but 
while  it  can  be  sold  at  the  present  average 
price  other  fuel  is  cheaper  and  very  little  is 
used  as  mentioned  above. 

Tn  some  instances  the  companies  contract 
their  entire  output  of  coke  to  a  retailer  or 
selling  agent,  but  the  general  rule  is  that 
they  do  their  own  reifailing, 

11 
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In  this  case  large  storage  capacity  is  an 
absolute  necessity,  as  the  production  during 
the  summer  months,  when  the  sale  is  lim¬ 
ited,  must  be  stored  and  protected  from 
storms.  It  must  also  be  graded  into  sizes, 
furnace,  stove,  nut,  pea  and  slack,  com¬ 
paring  with  anthracite  coal. 

These  sizes  are  not  standard  for  all  com¬ 
panies,  but  an  effort  is  being  made  to  stan¬ 
dardize  them. 

There  are  also  quite  large  amounts  of 
coke  dust  or  as  it  is  commonly  called  “coke 
breeze”  for  which  there  is  little  market  in 
the  larger  cities,  but  which  is  used  in  small¬ 
er  cities  for  making  tar  concrete  sidewalks. 
When  mixed  with  gravel  and  tar  it  forms 
an  excellent  surface,  durable  and  elastic, 
much  resembling  Trinidad  asphalt. 

It  would  seem  that  gas  companies  could 


profitably  use  coke  breeze  and  the  very 
fine  coal  and  dust  from  their  gas  coal  in 
the  manufacture  of  bricquettes  or  patent 
fuel,  for  which  a  demand  could  be  readily 
created. 

This  industry  has  been  practically  over¬ 
looked  in  this  country,  although  extensively 
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carried  on  in  France,  Belgium,  England, 
and,  to  a  lesser  degree,  in  other  foreign 
countries. 

Immense  quantities  of  coal  dust  or  culm 
accumulated  around  coal  pits  might  also  be 
profitably  used  in  this  enterprise  and  some 
purchases  of  these  accumulations  have  re¬ 
cently  been  made  in  Pennsylvania,  and  the 
business  of  bricquette  making  will  no  doubt 
receive  the  attention  it  deserves. 

Bricquettes  should  weigh  16  to  22  pounds 
each  and  possess  the  firmness  of  natural 
coal.  This  result  is  reached  by  mixing  five 
per  cent  in  weight  of  coal  tar  pitch,  with 
the  coal  dust  and  the  mass  put  into  molds 
under  heavy  pressure. 

It  is  claimed  bricquettes  have  10  per  cent 
more  heating  power  than  good  coal,  are 
much  more  convenient  to  handle  and  can 
be  shipped  with  practically  no  loss. 

If  manufactured  of  hard  pitch,  bricquettes 
are  comparatively  smokeless,  which  would 
be  especially  true  if  made  from  coke  breeze 
or  of  coke  breeze  and  anthracite  coal  dust. 

Until  recently  the  people  of  the  United 
States  have  been  much  behind  those  of 
Germany,  France  and  England  in  the  sur¬ 
veying  and  testing  of  different  qualities  of 
coal  to  ascertain  the  chemical  and  relative 
values  of  it  for  steam  producing,  domestic 
use  and  gas  producing,  but  by  an  act  of 
Congress,  approved  March  18,  1904,  the 
Geological  Survey  has  been  conducting  an 
initial  line  of  government  coal  tests.  This 
act  carried  an  appropriation  of  $30,000, 
which  was  increased  by  the  general  de¬ 
ficiency  bill,  approved  April  17,  1904,  to 
$60,000. 
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A  suggestion  from  these  initial  tests  of 
how  vast  sums  may  be  saved  to  the  federal 
government  in  coaling  our  navy  led  to  an 
appropriation  of  $200,000  by  the  last  Con¬ 
gress  for  a  continuation  of  those  tests,  and 
a  testing  plant  has  now  been  erected  near 
St.  Louis,  Mo.,  which  is  very  complete  in 
all  respects  for  the  purposes  intended. 

The  results  that  so  far  have  been  achieved 
are  very  interesting  and  instructive.  For 
illustration  it  has  been  shown  that  14  sam¬ 
ples  of  coal  from  nine  different  states  of 
the  union  produce  two  and  one-half  times 
as  much  power  when  the  gas  produced 
from  it  is  used  as  fuel  than  though  the 
coal  was  placed  directly  under  the  boiler.  In 
o'ther  words,  one  ton  of  these  coals  used  in 


itable  to  work  up  these  products  except  in 
large  quantities. 

The  roofing  or  distilling  firm  contracts 
with  perhaps  50  gas  producers  for  their 
product. 

As  an  illustration  of  the  value  of  these 
by-products,  coke,  tar  and  ammonia,  the 
fact  is  that  in  some  of  the  large  cities  they 
more  than  pay  the  entire  expense  of  gas 
production,  and  gas  is  put  into  the  mains 
at  a  profit,  to  which  may  be  added  the 
selling  price  of  the  gas. 

By  reference  to  the  statement  made  pre¬ 
viously,  as  to  the  products  realized  from 
one  ton  of  coal  carbonized,  it  can  be  readily 
seen  how  profitable  the '  business  of  gas 
making  may  become  when  operated  on  a 


Typical  Coke  Shed. 


i 


the  gas  producer  plant  developed  as  much 
power  as  two  and  one-half  tons  of  the 
same  coal  used  under  a  steam  boiler. 

Extensive  experiments  are  being  made 
with  briquettes  and  eggettes,  made  from 
the  slack  of  soft  coal  and  the  culm  of  hard 
coal,  and  there  is  no  doubt  that  the  experi¬ 
ments  now  being  conducted  will  do  much 
to  promote  the  manufacture  of  these  arti¬ 
cles  and  thereby  use  up  the  immense  accu¬ 
mulations  of  refuse  around  the  coal  min¬ 
ing  districts. 

■  The  majority  of  gas  producers  make  no 
effort  towards  distilling  coal  tar  or  am¬ 
monia,  but  instead  sell  to  roofing  or  dis¬ 
tilling  factors  their  entire  output  of  these 
commodities,  as  it  is  not  practical  nor  prof- 


large  scale,  and  after  the  original  outlay 
for  mains  and  connections  has  been  met. 

Many  plants  have  been  erected  in  recent 
years  in  which  gas  is  produced  from  crude 
petroleum.  This  product  is  commonly 
known  as  oil  gas,  water  gas  or  producer 
gas. 

Such  plants  have  no  coke,  little  tar,  and 
of  a  very  poor  quality,  and  no  ammonia  as 
by-products,  yet  where  crude  oil  is  cheap 
and  coal  is  high  in  price  from  long  carri¬ 
age,  there  may  be  an  economy,  especially 
in  the  larger  cities  where  these  oil  plants 
have  been  put  in  as  an  auxiliary  or  addi¬ 
tion  to  the  coal  gas  plant. 

It  is  claimed  by  the  operators  that  a 
higher  light  unit  is  produced  from  a  mix- 
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ture  of  the  two  gases,  than  by  either  of 
them  separately. 

Little  need  be  said  in  this  article  as  to 
the  construction  of  gas  works — they  are  in  • 
every  city  and  may  be  inspected  by  those 
interested. 

It  might,  however,  be  mentioned  thait  the 
construction  of  retort-houses  is  very  simi¬ 
lar,  varying  only  in  size.  The  retorts,  spe¬ 
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cial  fire  clay  sections,  are  built  up  in 
benches  of  six  or  nine  retorts,  under  which 
is  a  furnace.  The  retorts  are  kept  at  a 
white  heat  and  are  filled  with  coal  from 
the  front.  Each  retort  is  fitted  with  an  air¬ 
tight  door  which  is  closed  immediately  after 
coal  is  introduced.  The  retort  is  also  con¬ 
nected  with  the  hydraulic  mains  and  the 
gas,  smoke  and  all  products  are  exhausted 
from  the  retorts  by  a  pump  operated  by  an 
engine. 

The  hydraulic  mains  are  large  cast  iron 
pipes  of  considerable  length.  They  act  as 
condensers  and  in  these  are  collected  the 
tar,  whiich  from  them  runs  direct  to  the 
wells  or  cisterns. 

The  gas,  however,  is ,  drawn  through 
these  pipes  and  is  washed  and  “scrubbed” 


by  being  forced  through  chemically  prepar¬ 
ed  baths,  and  it  is  during  this  process  that 
the  larger  percentage  of  the  ammonia  is 
produced. 

From  the  scrubbers  the  gais  goes  into 
the  receivers  which  are  connected  with  the 
mains  and  pipes  running  to  the  consumer. 

The  office  detail  connected  with  the  man¬ 
ufacture  and  marketing  the  product  of  a 
large  gas  company  is  intricate,  a  large 
corps  of  assistants  being  necessary. 

Reports  are  made  at  the  works  daily 
giving  all  information  in  detail  as  to  the 
amount  of  gas  manufactured,  the  coal 
used,  coke  made  and  sold,  and  the  order 
department  gives  its  report  as  to  meters ; 
in  fact  each  department  makes  its  report 
daily  to  the  general  office,  showing  in 'de¬ 
tail  every  transaction  of  expenditure  or  in¬ 
come.  These  reports  are  carefully  tabu¬ 
lated  and  totaled  at  the  close  of  each 
month’s  business  for  the  information  of  the 
general  manager  and  directors. 

Accounts  with  consumers  of  gas  are  kept 
on  a  form  as  shown  below  and  naturally 
the  consumers’  ledger  is  the  one  around 
which  and  to  which  all  reports  center. 

The  reports  of  gas  manufactured  and  of 
the  amount  sold,  as  shown  by  the  con¬ 
sumers’  meters,  never  balance,  owing  to 
leakages  and  other  waste — there  being  a 
usual  deficiency  of  four  to  ten  per  cent. 

Every  company  has  for  its  highest  aim 
the  reduction  of  this  deficiency  to  a  mini¬ 
mum. 

A  few  forms  are  shown  as  used  by  a 
large  gas  company,  but  space  will  not  per¬ 
mit  the  use  of  more  than  these  from  180 
forms  used  by  them. 
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Some  Stenographers  I  H  ave  Known 

By  R.  SMALLMAN 


EADING  Mr.  H.  G.  Chapin’s  arti¬ 
cle,  “Some  Stenographers  I  Have 
Known,”  in  your  June  issue  interested 
me  very  much.  If  permitted,  I  should  like 
to  make  a  few  remarks  on  the  subject  of 
shorthand.  Now,  it  appears  to  me  that  most 
people,  and  even  the  major  portion  of  the 
business  men,  seem  to  have  the  idea  that 
this  art  can  be  mastered  in  a  short  time. 
They  get  this  erroneous  impression,  no 
doubt,  through  seeing  such  a  large  number 
of  students  being  constantly  turned  out  from 
the  shorthand  schools.  Of  course,  it  does 
not  take  a  great  while  to  learn  the  theory 
of  shorthand,  still  the  opinion  of  the  public 
in  general  could  not  be  further  from  the 
truth.  The  average  age  of  the  student  is 
about  18  years,  and  his  vocabulary  is  natur¬ 
ally  very  limited.  He  attends  the  short¬ 
hand  college  for,  say,  six  or  eight  months, 
at  the  end  of  which  time  he  “graduates”  and 
is  “ready”  to  go  into  the  office,  and  while  he 
should  be  qualified  to  write  at  the  minimum 
from  135  to  150  words  of  ordinary  English 
per  minute,  some  consideration  should  be 
shown  him  when  it  comes  to  writing  tech¬ 
nical  terms — words  with  which  he  would 
perhaps  never  meet  elsewhere.  When  he 
comes  in  contact  with  these  for  the  first 
time  and,  in  all  probability,  dictated  by  a 
man  who  does  not  utter  his  words  distinct¬ 
ly,  can  it  be  expected  that  his  transcript 
will  be  free  from  errors?  Where  does  the 
trouble  lie?  The  dictator  should  speak  dis¬ 
tinctly;  but  there  is  something  else,  per¬ 
haps  of  more  importance:  the  business  col¬ 
lege  should  teach  its  students  to  “think.” 
The  student  should  be  made  to  transcribe 
all  his  notes  on  the  typewriter,  and  his 
transcript  should  be  analyzed,  his  mistakes 
pointed  out,  and  he  should  understand 
wherein  and  why  he  is  wrong.  I  believe  it 
would  be  a  good  plan  to  give  students 
faulty  dictation,  and  have  them  make  all 
necessary  corrections  when  transcribing. 
This,  I  think,  would  have  a  tendency  to 
make  the  student  use  his  brains  as  well  as 
his  pencil,  and  if  he  makes  a  practice  of  this 
before  commencing  his  career,  he  will  find  it 


of  material  assistance  to  him  when  called 
upon  to  fill  a  position. 

I  think  the  study  of  shorthand  is  one 
that  can  very  well  be  compared  with  that 
of  music.  The  student  of  the  piano  com¬ 
mences  by  learning  the  notes,  while  the  stu¬ 
dent  of  phonography  commences  by  learn¬ 
ing  the  alphabet  and  theory.  The  former 
in  time  is  able  to  play  simple  airs,  the 
equivalent  of  which  in  shorthand  would  be 
the  writing  of  simple  dictation.  As  time 
goes  on  the  musician  is  able  to  play  some¬ 
thing  a  little  more  difficult,  while  the  short¬ 
hand  student  is  taking  harder  dictation. 
The  time  has  at  last  arrived  when  the  mu¬ 
sician  is  studying  the  difficult  compositions 
of  the  great  masters,  Mozart,  Beethoven, 
Wagner,  etc.  We  now  direct  our  attention 
to  the  stenographer.  What  progress  has  he 
been  making?  Like  his  friend,  the  musi¬ 
cian,  he  has  been  working  hard,  and  has, 
in  consequence,  made  a  corresponding  ad¬ 
vance  in  his  study,  and  is,  therefore,  now 
learning  the  technical  words  used  in  every 
business  and  profession,  and  is  practicing 
to  write  their  shorthand  outlines  rapidly — 
in  fact  he  has  been  working  faithfully  for 
nearly  two  years,  and  is  now  a  fairly  good 
all-round  stenographer.  There  are  thous¬ 
ands  of  musicians,  but  how  many  are  there 
equal  to  Wagner,  or  any  of  the  other  great 
masters?  Many  are  excellent  concert  per¬ 
formers  and  confined  to  two  or  three  styles, 
which  they  play  exceptionally  well,  while 
they  are  painfully  weak  in  all  others.  Is 
not  this  the  case  in  shorthand?  I  think  so. 
There  are  thousands  of  stenographers,  but 
how  many  of  them  are  as  well  up  in  that  art 
as  Wagner  was  in  music?  There  are  not 
many  (if  any)  for  there  are  only  a  few 
masters  of  shorthand.  Many  are  able  to 
write  shorthand  exceptionally  well  in  cer¬ 
tain  lines,  while  they  are  a  complete  failure 
when  they  strike  “something  new.”  Short¬ 
hand,  like  music,  is  a  life  study,  and  the 
man  who  is  going  to  progress  in  the  art  is 
the  one  who  is  striving  to  add  to  his  vocab¬ 
ulary,  and  who  is  constantly  keeping  up  his 
practice  in  writing,  and  unless  he  does  this, 
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although  he  may  be  an  expert  shorthand 
writer  in  several  lines,  he  will  never  become 
anywhere  near  to  being  perfect  in  the  art. 

When  the  shorthand  man  goes  to  report, 
say,  a  medical  convention,  he  must  be  well 
posted  on  medical  terms  in  order  to  make 
a  rapid  transcript.  Even  though  his  notes 
may  be  perfect,  if  he  is  not  familiar  with, 
and  cannot  spell  the  words  he  has  written, 
how  is  he  going  to  make  a  rapid  transcript? 
His  valuable  time  is  being  lost  through  be¬ 
ing  compelled  to  resort  to  a  medical  dic¬ 
tionary.  The  stenographer  has  not  always 
an  opportunity  of  getting  a  foreknowledge 
of  the  subject  he  is  about  to  take,  as  he  is 
sometimes  called  upon  very  unexpectedly, 
and  if  he  has  previously  “worked”  on  the 
subject  he  is  about  to  take,  he  considers 
himself  lucky.  It  is,  therefore,  plain  to  be 
seen  that  the  stenographer  who  is  constant¬ 
ly  on  the  alert  getting  the  terms  of  the  dif¬ 
ferent  businesses  and  professions  at  his  fin¬ 
gers’  ends,  will  have  a  decided  advantage 
over  the  man  who  does  not  make  such  good 
use  of  his  time. 

It  is  my  opinion  that  this  art  is  given  al¬ 
together  too  low  a  rating  as  compared  with 
other  professions.  I  have  observed  this  in 


a  great  many  instances ;  business  men  seem 
to  know  that  it  is  a  difficult  matter  to  pro¬ 
cure  a  new  stenographer  who  can  at  once 
do  his  work  to  his  entire  satisfaction,  and 
he  is  content  to  drag  along  with  the  burden 
until  the  stenographer  acquires  the  ability 
to  do  this.  Why  is  such  difficulty  experi¬ 
enced  in  getting  a  “graduate”  from  the 
shorthand  college  who  can  at  once  fill  the 
bill?  The  answer  is  simply  this:  “Because 
shorthand  cannot  be  mastered  in  six 
months,  nor  in  six  years.”  Like  music,  it 
is  a  life  study,  and,  naturally,  the  more  time 
devoted  by  a  person  to  it,  the  more  profi¬ 
cient  he  will  become;  but  even  after  putting 
in  a  great  many  years  at  the  art,  he  will 
still  be  far  from  perfect.  I  know  a  char-  • 
tered  stenographer  who  has  been  at  the 
business  for  about  25  years,  and  I  have 
seen  him  “stuck”  in  his  notes,  so  what  can 
be  expected  of  a  mere  boy  or  girl,  without 
experience,  who  has  only  been  at  the  study 
for  six  or  eight  months?  The  stenogra¬ 
pher  who  wishes  to  get  a  place  up  with  the 
“good  ones”  will  do  well  to  “get  busy,”  in¬ 
stead  of  being  content  to  lie  in  the  same 
old  rut.  ’Tis  the  non-proficients  who  are 
lowering  the  standard  of  this  profession. 
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A  New  Cash  Register 

A  cash  register  appears  to  be  an  essential  piece  of  apparatus  in  all  mercantile  estab¬ 
lishments  and  the  elaborations  and  embellishments  that  have  been  devised  for  the  greater 
protection  of  the  purchaser  and  the  seller  have  made  this  device  the  most  complicated 
mechanism  in  use  by  the  general  public. 

Not  content  with  the  protecting  features  already  provided,  one  of  the  largest  manu¬ 
facturers  has  just  secured  a  new  patent  which  affords  still  greater  protection  for  both 
parties  to  a  transaction.  The  distinguishing  feature  of  the  new  improvement  is  a 
visible  display  of  the  amount  of  the  sale  at  a  distance  from  the  cash  register.  This 
unique  end  is  attained  by  the  introduction  of  electric  commutators,  contacts  and  electric¬ 
ally  lighted  universal  numerals,  operated  automatically  by  the  manipulation  of  the  register 
keys.  The  numerals  are  formed  of  block  letters,  illuminated  with  electric  lights  and  so 
designed  that  any  numeral  can  be  flashed  out  of  the  same  space  by  varying  the  contacts — 
that  is,  by  obscuring  certain  lines  and  illumining  others. 

Whenever  a  purchase  is  registered  the  amount  of  the  sale  is  flashed  out  in  large 
figures  on  a  conspicuously  located  electric  sign,  so  that  there  does  not  appear  to  be  the 
slightest  opportunity  for  false  registration  without  detection.  The  indicator  comprises  a 
rectangular  frame  with  a  semi-opaque  front  of  frosted  or  ground  glass. — Chicago 
Chronicle.  ...  . 


Factory  Management 

A  COLLECTION  OF  FACTS  CONCERNING  REPORTS  OF  ADDITIONS  TO  PL^NT 
AND  EQUIPMENT;  INSPECTION  OF  STOCK  RECORDS:  TABULATION  OF  AVER¬ 
AGES  OF  WAGES;  HISTORY  OF  SPECIAL  OPERATIONS;  CHART  OF  PRODUCTION: 
STATISTICS  OF  FACTORY  EXPENSE;  PURCHASE  AND  FOLLOW-UP  SYSTEMS 

By  CHAS.  B.  cook 
Article  II 


Before  reading  the  following  points  on 
systematizing,  the  reader  should  study 
Article  1  published  in  the  September 
number,  as  many  of  the  explanations  on 
the  different  forms  will  help  one  to  follow 
more  intelligently  each  article  that  is 
written  hereafter. 

A  monthly  report  giving  value  of  all  new 
machinery,  tools,  furniture  or  fixtures  made 
by  the  factory,  or  bought  outside,  was  sent 
to  the  manager  and  superintendent.  (See 
Form  O-IOA.)  The  factory  order  number 
or  a  series  of  selected  numbers  are  used  on 
the  machine  as  its  number  for  all  refer¬ 
ences.  Size  of  report  9^x12  inches.  (See 
cost  department  for  further  particulars.) 

The  Stock  Books  were  inspected  weekly 
by  the  superintendent;  these  books  show¬ 
ing  at  all  times  the  quantities  of  each  part 
and  supply  on  hand.  These  forms  will  be 
shown  later  under  the  heading  of  Stock- 
keepers. 

A  monthly  report  of  stock  drawn  from 
t  h  e  stockrooms  giving 
value  only  of  the  stocks 
drawn  under  the  dif¬ 
ferent  accounts,  was 
sent  to  the  manager 
and  superintendent 
from  the  cost  depart¬ 
ment.  This  report 
comprised  such  items 
as  machines,  raw  ma¬ 
terial,  finished  parts, 
construction  of  ma¬ 
chinery  and  tools,  con¬ 
struction  of  buildings 
and  fixtures,  mainte- 
nance  of  machinery 
and  tools,  maintenance 
of  buildings  and  fix¬ 
tures,  factory  supplies, 
tools  expense  supplies, 
experimental,  etc.  (See 
Form  0-11.)  CIIAS.  B. 


THE  FACTORY  CASH  REPORT, 

Receipts  covered  petty  sales,  scrap  metal, 
supplies  to  workmen,  uncalled  for  wages, 
etc.  Expenditures  covered  traveling  ex¬ 
penses,  expressage,  freight,  petty  depart¬ 
ment  supplies,  petty  office  supplies,  postage, 
superintendent’s  expenses,  general  expense, 
etc. 

A  quarterly  report  to  the  manager  and 
superintendent  of  the  average  rate  paid  the 
factory  employes,  under  the  headings 
“Under  Twenty”  and  “Over  Twenty”  and 
“Females”  with  the  combined  rate  per  de¬ 
partment  ;  also  giving  combined  rate  of  all 
departments  under  above  headings,  com¬ 
bined  employes’  factory  rate  with  and  with¬ 
out  foremen’s  rate.  (See  Form  0-12.) 

A  semi-annual  report  of  the  Plant  ac¬ 
count,  giving  value  of  buildings  and  fix¬ 
tures,  electrical  equipment,  pulleys  and 

shafting  and  general  belting;  also  quantity 

and  value  of  numbered  machinery  such  as 

milling  machines,  drill 
presses,  automatic 
screw  machines,  lathes, 
planers,  grinders,  spe¬ 
cial  machinery,  etc.,  in 
each  department;  this 
report  has  many  col¬ 
umns,  each  column 
headed  with  the  de¬ 
partment  number  and 
name  as  shown  in  the 
illustration.  (See  Form 
0-13.) 

The  additions  acro.ss 
the  sheet  give  the  total 
value  of  the  account. 
In  other  words,  by  add¬ 
ing  the  amounts  across 
the  page,  say.  Drill 
Presses,  Guide  No.  7, 
COOK.  this  will  give  you 


"^0  Manager  and  Supt.  MONTHLY  REPORT 

FROM  STOCK 


Month  of .  . 190. . .. 


Main  Account 

Acct. 

No. 

Sub-Account 

Sub-Acct. 

Amount 

Main  Acct. 
Amount 

Total 

FACTORY 

EXPENSE 

1 

2 

3 

4 

5 

6 

7 

8 

9 

10 

11 

12 

13 

14 

15 

16 

Experimental . ; . 

Factory  Stationery . 

Office . 

Oils . 

Packing . 

Porters . 

Shipping . 

Stock  Rooms— Production . 

Stock  Rooms— Supply . 

Supplies— Factory . 

Teamsters . 

Testing . . 

Tool  Expense . 

Waste . 

Miscellaneous . 

• 

BUILDINGS  and 

FIXTURES 

MAINTENANCE 

26 

27 

28 

29 

30 

31 

32 

33 

34 

35 

36  . 

Carpenters  Maintenance . 

Carpenters  Up-keeps . 

Electrician  Up-keeps . 

Electrician  Maintenance . 

Gas  House  Maintenance . 

Gas  House  Up-keeps . 

Grounds  Maintenance . 

Plumbers  Maintenance . 

Plumbers  Up-keeps .  .. 

MACHINERY 
and  TOOLS 
MAINTENANCE 

41 

42 

43 

44 

45 

46 

47 

48 

49 

50 

51 

52 

53  - 

Draughting. . . 

Furnaces — Maintenance . 

“  Up-keeps . 

Machinery  “  . 

“  Maintenance . 

Millwright  “  . 

“  Upkeeps., . 

Power  Dept.  "  . 

“  *•  Maintenance . 

Patterns . 

lools  Maintenance . 

Tools  Up-keeps . 

MACHINERY 
and  TOOLS 
CONSTRUCTION 

101 

102 

103 

104 

105 

106 

107 

108 

109 

Draughting  Tools . 

Draughting  Machinery . 

Experimental . 

Furnace . 

Machinery . 

Millwrights . 

Stock  Tools . 

Tools . 

Miscellaneous . 

BUILDINGS  and 

FIXTURES 

CONSTRUCTION 

126 

127 

128 

129 

130 

131 

Carpenters . . . 

Electrical . 

Gas  House . 

Masons . 

Plumbers . . . 

PRODUCTION 

151 

152 

153 

Foundry . 

Machining . 

Assembling . 

_ 
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the  total  value  of  all  drill  presses  and 
quantity  of  same  in  the  factory,  and  so  on. 
The  additions  of  each  column  give  the  to¬ 
tal  value  of  the  Plant  account  in  each  de¬ 
partment  of  the  factory. 

A  statement  by  the  office  of  the  indirect 
expense  per  department,  and  proportioned 
to  the  producing  departments  by  way  of  a 
percentage  which  was  governed  by  actual 
conditions,  or  as  near  as  possible  consistent 
with  economy.  This  statement  showed  rent 
charged  against  the  different  departments, 
according  to  space  used,  electric  lighting  as 
per  16-candle  power  equivalents  used  by 
each  department;  power  and  labor  costs 
charged  as  per  amount  of  horse  power  re¬ 
quired  to  run  the  machinery  in  the  depart¬ 
ment;  freight  and  cartage,  office  expense, 
expenses  of  non-producing  departments,  in¬ 
direct  producing,  monthly  depreciation,  su¬ 
perintendent’s  help,  stockroom,  manage¬ 
ment  expenses,  etc.  These  were  proper-' 
tioned  to  the  many  departments.  After  this 


was  done,  the  proportions  were  totaled,  and 
to  prove  same  the  amount  charged  should 
equal  the  total  Indirect  Expense  account  of 
the  factory  ledger.  Explanation  regarding 
the  pro  rating  of  expense  with  forms  used 
will  be  given  under  the  cost  department. 

PARTS  HISTORY  REPORT. 

In  the  superintendent’s  department  all 
parts  were  listed  by  numbers,  and  infor¬ 
mation  given  regarding  material  for  pro¬ 
duction  of  ten  thousand  or  more,  with  the 
time  required  for  manufacturing,  time  al¬ 
lowed  for  purchasing,  date  part  was  in¬ 
vented,  or  first  used,  number  of  operations 
to  complete  the  part,  quantity  and  name  of 
tools  used  in  manufacturing  same.  This 
report  was  kept  up-to-date  by  this  depart¬ 
ment,  the  necessary  data  for  keeping  it  up 
in  proper  shape  being  secured  from  the  of¬ 
fice,  the  purchasing  department  and  the 
cost  department.  (See  Form  0-14.) 

The  cost  of  all  machines  produced  was 
recorded  monthly  by  chart  system  and  sub- 
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mitted  to  the  manager.  This  chart  as  de¬ 
sired  covered  from  two  to  ten  years’  com¬ 
parison  and  showed  fluctuations  of  cost  by 
red  circles  for  decrease  and  black  circles 
for  increase.  (See  Form  0-15.)  On 
the  back  of  this  report  was  recorded 
by  the  chart  system,  the  number  of 
machines  produced  and  the  number  oi 
machines  shipped,  with  possible  com¬ 
parison  for  ten  years,  red  circles  showing 
increased  production  and  shipment,  the 
black  circles  showing  decreased  production 
and  shipment. 

SALES  DEPARTMENT. 

A  monthly  report  of  cash  receipts  and 
expenditures  was  sent  to  the  manager  cov¬ 
ering  receipts  from  the  branches  of  regular 
sales  and  miscellaneous  sales.  The  expen¬ 
ditures  covered  traveling  expenses  as  per 
branches,  expressage,  freight,  office  ex¬ 
penses,  rents,  salary  account  per  branch 
managers,  manager’s  expenses,  insurance, 
etc. 


A  weekly  report  was  made  to  the  gen¬ 
eral  manager  showing  the  amount  of  busi¬ 
ness  done  by  each  branch.  This  report  was 
made  out  on  a  special  form  (quarterly), 
showing  each  week’s  business  by  each 
branch,  total  business  done,  gain  or  de¬ 
crease  in  business  by  each  branch,  per¬ 
centage  of  each  branch’s  business  to  the 
whole. 

A  special  report  of  the  auditing  depart¬ 
ment  to  the  manager  showing  the  condi¬ 
tion  of  the  books  of  the  branches  exam¬ 
ined,  suggestions  made  concerning  new 
methods  and  office  systems,  etc. 

The  head  auditor  and  sales  manager  re¬ 
ported  to  the  manager  all  important  cor¬ 
respondence  connected  with  the  branches. 

The  advertising  manager  came  under  the 
sales  division,  and  was  enabled  by  his  card 
system  to  instantly  show  what  concerns 
were  publishing  his  advertisements,  and 
what  papers,  magazines  and  trolley  systems 
they  were  displayed  in ;  and  where  it  was 
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possible,  the  magazine,  paper  and  trolley 
system  giving  the  best  results  were  shown 
on  the  card. 

The  sales  manager  closely  watched  the 
TO  MANAGER  AND  SUPERINTENDENT 


many  branches,  and  when  business  appeared 
to  be  dropping  off,  would  investigate  thor¬ 
oughly  and  take  steps  to  improve  this  con¬ 
dition. 


CHART  OF  PRODUCTION  COST 

FROM  1902 
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A  percentage  report  was  submitted  to  the 
manager  each  month,  showing  the  percent¬ 
age  of  expense  to  the  amount  of  business 
done  by  each  branch.  It  is  well  known  that 
in  certain  sections  of  the  country  the  sell¬ 
ing  expense  is  heavier  than  in  others.  In 
this  the  sales  manager  is  always  confronted 
with  a  hard  problem,  and  it  is  very  apt  to 
test  his  executive  ability  when  meeting  with 
this  condition  to  try  and  make  a  good 
showing. 

A  quarterly  report  by  the  sales  manager 
to  the  general  manager  gave  the  best  man¬ 
aged  branches  and  their  respective  standing. 
This  report  showed  machines  sold,  etc.,  ac¬ 
counts  receivable,  amount  of  business,  con¬ 
dition  of  the  system  recording  the  business, 
the  system  for  keeping  in  touch  with  ter¬ 
ritory,  follow-up  calls  and  so  on.  (See 
Form  0-16.) 

PURCHASING  DEPARTMENT. 

The  correspondence  of  this  department 
covered  such  items  as  affected  all  requisi¬ 


tions  for  the  factory  requirements  from 
outside  concerns.  Acknowledgment  of 
these  requisitions,  specifications,  quotations, 
stocks,  contracts,  catalogs,  substitution  of 
material  ordered  caused  by  conditions  aris¬ 


Fcictor,  N0.1CG7.  Or  ICl  NM. 

To  Pii'-ct)insir)0  bei?orTp\ei)t 

bfte _ ^ - 

Ple.i,eordfrT^etoUov.-,9^.irT.cl€ifor  DtPARTMLNT  bTOO\RoOMNo - 

be^cripTio^ 

S. Anpd 

1,'  O'- 

Ord<  d _ _ _ 

Form  0-17. 


ing  over  which  the  factory  had  no  control, 
market  fluctuations  of  certain  classes  of 
goods,  goods  proving  defective  after  being 
inspected  before  using,  deliveries  of  goods, 
financial  standing  of  concerns  with  whom 
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orders  are  placed  or  about  to  be  placed, 
changes  of  construction  in  goods  ordered, 
appointments  with  salesmen  of  other  con¬ 
cerns,  etc.  Labor-saving  machinery  or  de¬ 
vices  were  reported  on  a  special  form  to 
the  superintendent. 


through  the  purchasing  department.  All 
unusual  conditions  of  this  department  were 
reported  to  the  manager  and  superintend¬ 
ent  for  their  approval  on  the  contemplated 
action  of  the  purchasing  department. 

A  daily  report  was  sent  to  the  manager 
and  superintendent  on  the  conditions  of 
certain  stocks,  receipts  of  special  material 
and  supplies.  Reports  covering  compari¬ 
sons  of  stock  bought  during  certain  periods 
were  given  every  month  on  a  special  form 
to  the  manager  and  superintendent.  (See 
Form  0-18.) 

Catalogs  when  received  were  numbered 
by  means  of  a  gummed  label  (already  num¬ 
bered)  and  then  recorded  in  a  special  index 
book  (loose  leaf).  The  odd  numbered 
pages  of  this  book  show  the  Catalog  Index 
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ISSUING  OF  REQUISITIONS. 

This  is  a  very  important  matter  and  with 
a  little  study  can  be  made  to  run  systemat¬ 
ically  and  accurately.  The  stock-keeper 
must  at  all  times  be  in  thorough  touch  with 
the  purchasing  department.  Requisitions 
for  supplies,  etc.,  should  be  specified  cor¬ 
rectly  so  as  not  to  take  too  much  time  of 
the  purchasing  agent  investigating  the 
“whys”  and  the  “wherefors.”  The  stock- 
keeper  issued  a  special  requisition  to  the 
purchasing  department,  this  being  made  out 
in  duplicate  form,  the  duplicate  being  re¬ 
tained  by  the  stock-keeper  issuing  the 
requisition,  and  these  requisitions  coveren 
the  regular  requirements  of  the  factory. 
(See  Form  0-17.) 

All  special  requisitions  caused  by  changes 
in  the  product,  machinery  to  be  installed, 
or  substitution  of  material  were  reported 
by  the  superintendent  himself  and  ordered 


of  Concerns  (alphabetically  arranged).  The 
even  numbered  pages  show  the  Catalog 
Index  of  Goods.  (See  Form  0-19.) 

Specifications  were  listed  of  all  material 
and  supplies  for  the  product. 


Form  0-21. 


848 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


THE  IMPERIAL  MEG.  COMPANY 


Purchase  No.  100 

All  invoices  must  bear  above  order  number. 
All  invoices  must  be  rendered  in  duplicate. 
Mark  all  shipments  with  above  order  number, 


Hartford,  Conn 


O  R  I  G  I  N  .\  L 


190.. 


To 


How  ship .  Deliver  no  goods  without  written  order. 

Terms . 

Please  deliver  goods  as  follows ; 


The  Imperial  Mfg.  Company 

Per . 

Purchase  Order  No.  100  Date  received . 190.... 

Kindly  return  this  slip  without  delay. 

The  Imperial  Mfg.  Company 

Gentlemen  We  will  ship  above  order  number  on .  . 

By .  Sign  below 


Form  0-22 


Quotations  when  received  were  immedi¬ 
ately  entered  on  a  card,  each  card  covering 
a  certain  material  or  supply.  The  order 
clerk  in  the  purchasing  department  priced 
all  goods  at  inventory  that  were  bought 
outside,  also  all  requisitions  for  such  stock 
not  kept  in  the  regular  stock  books,  and 
that  were  of  a  special  nature.  (See  Form 
0-20.) 

The  regular  stock  was  priced  in  the  stock 
books  by  a  code  system,  and  when  the 
stock-keeper  filled  the  requisition  he  cred¬ 
ited  his  stock  books  with  same,  and  imme¬ 
diately  put  the  code  price  on  the  requisition 
which  he  obtained  from  the  stock  book,  and 
which  was  placed  in  the  stock  book  by  the 
order  clerk. 

A  follow-up  system  was  used  which  play¬ 
ed  a  very  prominent  part  and  had  a  great 
deal  to  do  with  the  perfect  running  of  the 
purchasing  department  system.  For  an  ex¬ 
ample — say  a  certain  article  ordered  from 
an  outside  concern  was  promised  delivery 
on  a  certain  date,  the  order  clerk  would 
take  an  ordinary  blank  card  about  two  by 
three  inches;  upon  same  he  would  record 
the  number  of  the  requisition  issued  for 
the  article  wanted,  the  initials  of  the  con¬ 


cern  from  whom  the  article  was  ordered ; 
the  date  of  delivery  promised  was  then 
stamped  prominently  upon  same,  and  the 
card  was  filed  with  others  according  to  date. 
(See  Form  0-21.) 

The  result  of  this  was  that  the  order 
clerk  was  thoroughly  conversant  with  all 
due  deliveries.  When  the  goods  did  not 
arrive  as  specified,  the  card  was  brought  to 
the  notice  of  the  purchasing  agent  who  in¬ 
stantly  wrote  in  reference  to  the  matter, 
and  the  card  was  re-dated  according  to  the 
judgment  of  the  purchasing  agent  and  re¬ 
placed  in  the  file. 

When  a  requisition  was  made  out  it  was 
typewritten  in  duplicate  form.  (See  Form 
0-22.) 

The  final  forms  and  explanations  of  the 
purchasing  department  will  be  given  in  the 
January  number.  The  cost  department  will 
be  thoroughly  explained  to  the  readers,  sev¬ 
eral  vital  points  of  cost  accounting  given 
under  various  conditions,  embracing  such 
subjects  as  Indirect  Expense  and  how  pro 
rated.  Stock  in  Process,  Stock  Keeping,  Is¬ 
suing  of  Factory  Orders,  etc.,  and  several 
ways  of  dealing  with  these  interesting  items 
will  be  illustrated. 


A  Problem  in  Incomes 

DEALING  WITH  FORMULAS  FOR  DETERMINING  THE  AMOUNT  NECESS'^RV 
TO  REDEEM  A  BOND  AT  A  PREMIUM  PRIOR  TO  THE  DATE  FIXED  FOR  ITS 
REDEMPTION  AND  THE  RATE  OF  NET  INCOME  AT  ANY  GIVEN  PRICE 


By  CHAS.  E.  SPRAGUE 

Author  of  “The  Accountancy  of  Investment” 


SN  esteemed  friend  propounds  a  ques¬ 
tion  substantially  as  follows :  “A 
bond  for  $100,000  at  four  per  cent  in¬ 
terest  payable  semi-annually  is  payable  ab¬ 
solutely  49  years  from  now,  but  the  issuer 
has  the  right  to  redeem  it  after  24  years  at 
105,  How  can  the  rate  of  net  income  be 
found  which  it  will  pay  at  any  given  price, 
say  at  108  or  106?” 

In  this  question  there  is  a  contingenc> 
involved,  which  will  not  be  decided  until 
1929,  Now  I  take  it  that  in  computing  in¬ 
come,  where  a  contingency  arises,  we  ought 
to  assume  that  it  will  be  decided  against 
us,  and  the  income  or  profit  stated  should 
be  the  minimum  with  a  chance  of  extra 
gain,  not  the  maximum  with  a  chance  of 
loss.  For  example,  if  bonds  are  redeem¬ 
able  by  lot,  and  there  is  a  profit  in  their 
being  drawn  early,  theij  each  holder  should 
assume  that  his  own  bond  is  going  to  be 
drawn  last  of  all,  and  computes  his  in¬ 
come  accordingly,  so  as  to  be  on  the  safe 
side.  If  a  debtor  has  the  option  of  pay¬ 
ing  his  debt  before  maturity,  he  will  take 
advantage  of  the  privilege  if  it  is  beneficial 
to  himself;  the  creditor  cannot  count  on  his 
doing  so.  Suppose  a  trustee  has  bought 
bonds  at  a  premium,  which  are  redeemable 
at  an  earlier  or  a  later  date  at  the  option 
of  the  debtor;  if  the  trustee  bases  his  res¬ 
ervation  of  sinking  fund  on  the  longer 
date,  he  may  be  disappointed  and  the  sink¬ 
ing  fund  prove  inadequate.  He  must  as¬ 
sume  that  the  bond  will  be  called  in  at  the 
redemption  date;  that  is,  he  must  expect 
the  worse  and  welcome  the  better  if  it 
comes. 

The  problem  before  us  is  not  an  easy 
one,  especially  if  it  is  to  be  solved  by 
arithmetic  and  tables  alone  without  log¬ 
arithms.  The  optional  redemption  at  a 
p'remium  shifts  the  values  in  rather  a  per¬ 
plexing  way. 

We  first  must  find  what  rate  of  net  in¬ 


come  the  redemption  price  will  earn.  As 
the  redemption  date  is  25  years  before  ma¬ 
turity,  we  turn  to  the  25  year  column  for 
four  per  cent  bonds  in  the  extended  bond 
tables  and  find  that  the  nearest  rate  given 
is  3.70,  at  which  the  price  should  be 
104.8657,  and  by  interpolation  we  find  that 
at  3.69  it  would  be  105.033257.  Therefore 
3.69  is  the  basis  as  closely  as  practicable. 
Turning  to  49  years,  we  seek  the  value  on 
a  3.69  basis,  and  this  we  find  to  be 
107.000712,  practically  107. 

It  follows  that  if  we  now  buy  at  107  we 
shall  enjoy  3.69  per  cent  income  for  24  years 
and  possibly  for  longer,  up  to  49  years. 

If  we  buy  below  107  our  book  value  will 
in  1929  be  less  than  105;  a  redemption  will 
give  us  a  profit ;  but  we  must  not  count 
upon  it  now. 

If  we  buy  above  107  and  write  off  as  if 
for  the  entire  49  years,  the  bonds  will  stand 
us  in  1929  at  more  than  105;  redemption 
will  cause  us  a  loss,  hence  we  must  write 
off  under  the  assumption  that  the  redemp¬ 
tion  will  take  place. 

To  illustrate  the  former  case,  let  us  take 
the  price  at  106.  This  proves  to  be  a  3.73 
basis  for  the  full  time,  and  the  amount  in- 
vested  will,  in  1929,  have  been  reduced  to 
a  little  over  $104,000.  Therefore  redemp¬ 
tion  at  105  has  no  fears  for  us ;  if  it  oc¬ 
curs,  we  shall  realize  a  profit  in  addition 
to  the  3.73  interest. 

At  106  the  answer  is :  a  sure  3.73  for  24 
years  and  for  the  remaining  25  years  either 
3.73  income  or  a  profit  on  the  bonds. 

Next  take  108,  which  is  a  more  difficult 
case.  If  we  were  sure  of  holding  till  ma¬ 
turity  we  would  have  a  3.65  investment. 
But  we  cannot  count  on  that  rate,  because 
at  a  3.65  basis,  the  bonds  ought  to  be  worth 
on  the  redemption  date  $105,707.  Yet  they 
might  be  called  in  at  105,  which  would  in¬ 
volve  a  loss  if  we  had  been  computing  the 
income  at  3.65.  The  redemption  privilege 
holds  the  value  down  to  105; 
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As  the  redemption  would  be  adverse  to 
the  buyer  at  this  rate,  we  must  assume  that  ■ 
the  bonds  will  be  called.  The  whole  prob¬ 
lem  is  then  transformed.  We  consider  the 
principal  as  $105,000  not  $100,000 ;  the  time 
as  24  years  not  49 ;  and  the  rate  of  cash  in¬ 
terest  paid  as  3.8095238+  instead  of  4.  The 
latter  may  need  explanation.  $4,000  per 
annum  is  not  four  per  cent  of  $105,000,  but 
only  3.8095238  per  cent.  A  3.81  bond  is 
very  unusual,  but  conceivable. 

The  problem  then  is  to  find  at  what  nei 
income  rate  $108,000  will  be  amortised 
down  to  $105,000  in  24  years.  The  $105,- 
000  cost  $108,000  which  is  equal  to  a  price 
of  102.857143.  We  look  in  the  24  year  col¬ 
umn  for  three  per  cent  and  four  per  cent 
bonds  in  order  to  locate  a  3.8095238  per 
cent  bond  at  its  proper  place  between  three 
per  cent  and  four  per  cent,  so  as  to  bring 
as  nearly  as  possible  to  102.857143.  By  suc¬ 
cessive  trials  we  ascertain  that  at  the  basis 
of  3.63  a  four  per  cent  bond  is 

worth  .  105.89420 

and  a  three  per  cent  bond  is  worth  89.96395 

Difference  .  15.93025 

This  difference  must  be  multiplied  by 

.8095328,  giving  .  12.89592 

and  added  to  the  three  per  cent 

value  .  89.96395 

and  the  result  . 102.87987 

as  a  cost  rate  on  $105,000  gives.  .$108,002.86 
which  is  as  near  as  it  is  practicable  to  ar¬ 
rive.  We  have  thus  ascertained  the  true 
income  rate  certain  for  24  years  to  be  3.63, 
with  a  possibility  of  continuing  for  25  years 
beyond  at  3.69. 

The  two  principles  involved  are :  First, 
that  an  adverse  option  is  assumed  to  be 
enforced,  but  not  a  favorable  one;  second, 
that  in  redemption  at  a  premium,  the  real 
principal  sum  is  the  redemption  value,  the 
“par”  being  only  nominal.  These  points 
are  treated  in  the  (English)  “Institute  of 
Actuaries’  Text  Book,  Part  1,”  pages  71 
and  72. — The  Banking  Lazv  Journal. 


The  Ad  Writer  Must  Have  Personality. 

HERE  is  no  characteristic  which  is 
an  unconscious  influence  for  success 
as  is  personality.  One  rarely  finds 
a  salesman  possessed  of  a  strong,  pleas¬ 
ing  personality,  who  is  a  failure.  This 
individuality  with  a  genial  nature  as  a 


background  is  what  marks  the  clerk  or 
merchant,  whose  customers  preferably 
trade  with  him  because  it  is  a  pleas¬ 
ure,  because  “he  is  always  courteous  and 
obliging,”  because,  in  other  words,  be 
has  a  true  and  inborn  politeness. 

It  is  he  who  has  the  ever-widening 
circle  of  friends  or  patrons.  One  of  the 
brightest  links  on  my  friendship  chain 
is  a  young  clerk  in  one  of  the  leading 
department  stores  of  our  western  me¬ 
tropolis.  This  young  woman  is  a  mar¬ 
vel  of  never-failing  patience  and  cour¬ 
tesy.  I  have  known  her,  when  so  ill 
that  most  people  in  her  condition  would 
be  confined  to  bed  with  nurses  and  doc¬ 
tors  in  attendance,  to  be  a  perfect  mar¬ 
vel  of  patience  and  politeness  through 
an  entire  sale,  which  has  consumed  four 
hours,  during  which  time  she  lifted 
■  cloaks  by  the  dozen  from  the  racks  and 
placed  them  before  her  critical  custom¬ 
er.  In  the  end  she  made  no  sale,  but 
the  customer  was  dismissed  with  a 
graceful  politeness  and  asked  to  come 
again  in  such  a  manner  that  she  did  not 
realize  the  weariness  of  the  saleswoman. 
Clerks  in  the  department  shrugged  their 
shoulders,  suggesting  that  she  had 
wasted  time  and 'it  certainly  did  seem 
so. 

But  the  next  day  the  critical  customer 
returned,  saying  “You  were  so  indul¬ 
gent  with  my  criticism,  Miss  - - , 

that  I  have  come  back  to  see  if  I  can¬ 
not  find  something  to  please.” 

The  result  was  the  sale  of  one  of  the 
most  expensive  cloaks  in  the  establish¬ 
ment  and  the  customer  asking  the  clerk’s 
name  and  adding:  “You  have  waited 
upon  me  so  kindly  that  I  wish  to  send 
my  friends  to  you.”  This  was  due  not 
only  to  politeness  but  to  a  patient  in¬ 
dividuality  in  the  background — the  pleas¬ 
ing  personality  of  the  clerk. 

Now,  why  cannot  the  ad  writer  m 
like  manner  impress  his  personality  upon 
his  readers?  He  simply  must  do  it — 
and  he  does  do  it  occasionally.  He  gets 
this  pleasing,  assuring  and  convincing 
effect  into  his  advertising  literature — in 
other  words  a  strong  personality — and 
this  is  his  ad  which  is  a  success. — The  Mail 
Order  Journal. 


Accounting  Methods  in  the  Savings  Fund 
Department  of  a  Trust  Company 

By  H.  R.  HOLCOMBE 


nuM  Holcombe  has  been  employed  in  the  savings  fund  department  of  the  Union  Trust  Co.,  of 
1  hiladelphia,  for  the  past  four  years.  He  is  a  very  competent  accountant,  successfully  passed  the 
severest  examination  in  connection  \vith  the  International  Accountants’  Society,  Inc.,  and  is  now 
doing  his  best  to  gain  the  degree  of  Certified  Public  Accountant  of  Pennsylvania. 


ST  the  request  of  the  depositor  an  at¬ 
tractive  little  home  bank  made  of  plan¬ 
ished  steel  is  furnished  free  to  any 
one  who  opens  an  account  in  the  sum  of 
one  dollar  or  more.  The  size  of  these 
home  banks  is  2%  x  x  4^  inches.  They 
contain  a  chute  in  one  end  for  the  purpose 
of  receiving  any  coin,  and  a  round  hole  in 
the  other  end  for  the  purpose  of  receiving 
paper  money.  A  simple  device  prevents  the 
extraction  of  anything  from  the  bank,  ex¬ 
cept  through  the  door,  and  to  this  door  we 
have  the  only  key.  (Fig.  1.) 

THE  CARD  SYSTEM. 

The  card  sysitem  is  in  operation  in  this 
department  and  is  considered  to  be  of  high 
order  by  many  accountants. 

Each  account  is  numbered  to  correspond 
with  the  depositors’  pass  book  number. 

The  Ledger  Cards  (Fig.  2),  are  arranged 
in  numerical  sequence  in  a  large  cabinet 
which  contains  21  drawers. 

The  system  is  represented  in  the  general 
ledger  in  five  divisions,  10,000  accounts 
forming  a  division  as  follows ;  Accounts 
numbering  from  1  to  10,000 — 10,001  to  2q 
000  and  so  on.  This 
is  done  to  facilitate 
the  working  of  the 
trial  balance. 

Every  person  de¬ 
sirous  of  becoming  a 
depositor  with  this 
company  shall,  at  the 
time  of  making  the 
first  deposit  sign  his 
or  her  name  on  a 
card  provided  for  the 
purpose,  and  shall 
state  therein  his  or 
her  business,  occupa¬ 
tion  or  calling,  na¬ 
tivity  and  place  of 
residence.  (Fig.  3.) 


If  a  home  bank  is  requested,  the  depositor 
signs  a  receipt  which  is  on  the  other  side 
of  the  signature  card. 

These  signature  cards  are  also  arranged 
in  numerical  sequence  and  filed  in  a  sep¬ 
arate  cabinet. 

The  depositor  is  now  given  a  pass  book 
where  all  deposits  are  entered  by  the  re¬ 
ceiving  teller.  He  at  the  same  time  writes 
the  depositor’s  name  and  number  of  ac¬ 
count  on  a  deposit  ticket,  and  enters  each 
denomination  of  money  on  its  respective 
line,  as  all  kinds  of  money  is  received  in 
the  home  bank. 

The  receiving  teller  now  arranges  his  tick¬ 
ets  according  to  divisions  as  previously 
mentioned,  and  records  the  name  and 
amount  in  his  scratcher.  This  book  has 
five  columns — a  column  for  each  division. 
At  the  end  of  each  day  he  adds  the  totals 
of  each  division,  which  of  course  should 
agree  with  his  cash.  The  receiving  teller 
now  reports  his  day’s  work  to  the  general 
ledger  book-keeper  as  per  Fig.  4.  The  de¬ 
posit  tickets  finally  reach  the  book-keeper 
where  they  are  posted  to  the  proper  ac¬ 
counts — he  having  a 
proof  scratcher  ruled 
with  five  columns, 
each  division  having 
its  own  column.  As 
a  post  is  made  the 
book-keeper  at  t  h  e 
same  moment  inserts 
the  amount  and  num¬ 
ber  of  account  in  its 
respective  column. 
After  the  day’s  work 
is  completed  the  re¬ 
capitulations  are  made 
and  compared  with 
the  receiving  teller, 
and  must  agree. 

As  each  posting  is 
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made  a  pink  card  is  inserted  in  front  of  the 
Ledger  Card.  The  following  mornifig  the 
pink  card  is  taken  out  and  the  posting  com¬ 
pared  with  the  deposit  ticket  and  additions 
verified.  The  small  pencil  additions  are 
made  at  this  time. 

WITHDRAWALS. 

After  the  expiration  of  ten  days’  notice 
the  depositor  presents  his  pass  book  at  the 
withdrawal  window  and  a  receipt  is  made 
out  in  original  and  duplicate.  (Fig.  5.) 
The  duplicate  is  made  by  means  of  a  car¬ 
bon  and  remains  in  book-form,  while  the 
original  is  torn  out;  then  the  proper 
amount  is  entered  in  the  depositor’s  pass 
book,  and  the  little  ticket  (Fig.  6)  is  de¬ 
tached  and  given  to  the  depositor,  which 
will  identify  him  to  the  paying  teller.  The 
pass  book  and  receipt  is  in  the  meantime 
handed  to  the  paying  teller.  If  the  with¬ 
drawal  closes  the  account  the  book  and  re¬ 
ceipt  is  stamped  by  a  rubber  stamp,  “Ac¬ 
count  Closed.” 

The  paying  teller’s  scratcher  is  arranged 
like  the  receiving  teller’s  scratcher  and  the 
day’s  figures  are  reported  to  the  general 
ledger.  The  receipts  are  now  returned  to 
the  book-keeper  and  are  charged  to  the 
proper  accounts  with  red  ink.  The  book¬ 
keeper  has  an  extra  scratcher  for  with¬ 
drawals — same  form  as  for  deposits — and 
the  totals  of  the  different  columns  are 
compared  with  the  paying  teller  at  the  end 
of  the  day’s  work. 

TRIAL  BALANCE. 

Only  one  division  is  taken  off  each  month 
and  the  reader  can  therefore  readily  see 
that  if  a  difference  occurs  in  the  balance — 
and  .where  there  are  hundreds  of  accounts 
and  running  five  months  it  is  a  difficult 
matter  to  locate  it  unless  a  proper  system 
is  used.  The  following  system  takes  con¬ 
siderably  longer  time  to  take  off  than  the 
old  way  by  simply  taking  the  balances — but 
when  finished  we  feel  quite  confident  that 
every  account  has  been  figured  in  correctly. 

The  Burroughs  adding  machine  is  used 
for  this  purpose:  a  sheet  of  paper  the  full 
width  of  the  carriage  is  inserted,  and  long 
enough  to  hold  150  accounts.  The  sheets 
are  capable  of  holding  six  columns.  Now 
the  carriage  is  shifted  to  the  third  space 
and  the  “balance”  column  is  taken  off,  and 
a  total  taken  at  the  end  of  the  column. 
The  carriage  is  then  shifted  to  the  second 
space  to  the  left  and  the  “totals  deposit” 


column  is  taken  off.  The  carriage  is  again 
shifted  to  the  first  space  and  the  “with* 
drawals”  are  taken  off.  The  figures  for  these 
two  latter  columns  are  obtained  by  the 
small  pencil  additions.  These  columns  are 
made  to  agree  before  proceeding  further. 
Finally  all  the  sheets  are  taken  and  re¬ 
capitulations  made. 

The  closed  accounts,  withdrawals  and 
deposits  being  equal,  are  obtained  and  fig¬ 
ured  in  with  the  current  withdrawals  and 
deposits.  The  totals  are  now  all  obtained 
and  we  are  ready  to  compare  with  the  gen¬ 
eral  ledger.  If  any  difference  occurs  in 
the  balance  it  is  bound  to  affect  ope  of  the 
other  columns  and  we  can  proceed  to  look 
for  the  difference  in  the  column  affected. 

The  reader  can  readily  see  the  advantage 
of  taking  the  balance  in  this  way  where  a 
difference  occurs  in  such  a  large  volume 
of  figures.  With  the  old  way  with  just  the 
balance  we  might  be  looking  for  the  dif¬ 
ference  in  the  withdrawals  whereas  it  may 
have  been  in  the  deposits  and  vice  versa. 

INTEREST, 

Interest  is  allowed  by  this  company  at 
the  rate  of  three  per  cent  per  annum;  but 
no  interest  will  be  allowed  on  any  deposit 
until  it  amounts  to  the  sum  of  five  dollars. 

Interest  is  estimated  by  calendar  months; 
and  no  interest  will  be  allowed  for  the 
fractional  part  of  a  month. 

At  the  conclusion  of  every  year,  the  in¬ 
terest  payable  on  deposits  will  be  added  to 
the  principal  and  bear  the  same  interest. 

FIGURING  INTEREST. 

The  form  (Fig.  7)  is  used  in  computing 
the  interest.  The  number  of  the  account 
is  inserted  on  the  top  of  the  sheet.  The 
balance  is  intended  for  the  amount  that 
was  on  deposit  at  the  previous  interest 
period.  The  deposits  that  have  been  made 
since  the  previous  interest  period  are  put 

INTEREST. 

on  the  line  as  per  the  month  the  deposit 
was  made.  If  any  withdrawals  were  made 
on  the  account  during  the  year  the  amount 
is  put  on  the  lower  part  of  the  sheet  and 
on  the  line  as  per  the  month  the  with¬ 
drawal  was  made. 

This  part  of  the  work  can  be  started  any 
time  after  December  5th,  as  all  deposits 
that  are  made  before  the  5th  of  any  month 
are  entitled  to  a  month’s  interest.  All  de¬ 
posits  made  during  the  remaining  part  of 
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December  come  under  tlie  following  inter¬ 
est  period. 

This  part  of  the  work  is  done  by  our  own 
office  force  and  as  fast  as  the  work  is  turn¬ 
ed  out  the  sheets  are  counted  100  in  a 
bundle,  and  are  given  to  outsiders  to  com¬ 
plete,  where  they  are  multiplied  by  the 
figures  on  the  right  of  the  deposits;  these 
figures  represent  the  rate  of  interest;  for 
instance,  money  deposited  in  January  is 
entitled  to  11  months’  interest  or  two  and 
three-fourths  per  cent,  in  February  two 


by  25  which  represents  one-fourth  of  one 
per  cent  and  is  subtracted  again. 

As  the  sheets  are  returned  to  us  com¬ 
pleted  they  are  taken  in  hand,  and  the  ac¬ 
count  number  and  the  amount  of  interest 
is  inserted  on  a  ruled  sheet.  This  sheet 
forms  the  original  entry.  We  are  now 
ready  to  post,  each  account  bearing  interest 
is  stamped  with  a  rubber  stamp:  “Interest 
to  Jan.  1,  1905.”  The  postings  are  made 
from  the  above  sheets. 

After  the  posting  is  all  completed  the 


and  one-half  per  cent,  in  March  two  and 
one-fourth  per  cent,  and  so  on. 

After  all  the  multiplications  are  made  the 
totals  are  taken.  The  withdrawals  are  also 
done  in  like  manner,  multiplications  are 
made  and  additions  brought  down ;  this 
amount  is  then  subtracted  from  the  total 
above,  and  the  difference  pointing  off  four 
places  represents  the  amount  of  interest 
payable  on  the  account.  If  any  withdraw¬ 
als  occur  during  the  month  of  December 
after  these  sheets  are  written  up  the  amount 
is  put  on  the  December  line  and  multiplied 


next  thing  in  order  is  to  make  the  addi¬ 
tions  of  the  different  sheets,  and  prove  the 
amount  posted.  Each  column  is  added, 
and  at  the  same  time  the  account  cards  that 
are  represented  in  that  column  are  taken  in 
hand  and  interest  items  added  on  the  add¬ 
ing  machine ;  if  the  two  amounts  tally  the 
additions  are  made  and  amounts  brought 
forward  to  the  next  column  and  so  on. 

Finally  all  the  sheets  are  taken  and  re¬ 
capitulations  made,  bearing  in  mind  always 
to  keep  each  division  separate. 

The  interest  is  now  ready  to  report  to 
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Ncir\e _ John  boe _ 

Address  7950  Che5tnvt  5t 

Ccird  No. 
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Figure  II. 


the  general  ledger  book-keeper  by  divisions 
on  a  deposit  ticket  made  out  in  red  ink, 
first  being  O.  K.’d  by  an  officer  of  the 
company. 

The  general  ledger  book-keeper  passes 
them  through  the  cash  book  as  money  paid 
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out.  The  tickets  are  now  handed  to  the 
receiving  teller;  he  enters  them  with  red 
ink  in  his  scratcher  and  these  figures  finally 
reach  the  general  ledger  again  as  money  de¬ 
posited,  it  already  being  credited  to  the 
depositor’s  account. 

THE  BANKING  DEPARTMENT, 

In  this  department  the  loose  leaf  ledgers 
are  in  operation,  and  their  arrangement  is 
of  high  order  and  capable  of  handling  a 
large  volume  of  business.  Two  book-keep¬ 
ers  and  two  scratcher  clerks  perform  the 
work.  They  handle  on  an  average  each 
day  1,000  checks  and  450  deposit  tickets. 

The  accounts  are  represented  in  the  gen¬ 
eral  ledger  in  two  divisions,  namely,  A  to 
K  and  L  to  Z, 

DEPOSITS. 

Deposits  are  received  by  the  receiving 
teller,  the  depositor  making  out  the  deposit 


ticket  before  presenting  the  deposit.  The 
teller  now  arranges  his  tickets  and  enters 
each  division  separately  in  his  scratcher. 
These  tickets  are  handed  to  the  book-keeper 
as  rapidly  as  possible  and  they  form  the 
original  entry.  They  are  arranged  in  al¬ 
phabetical  order  and  posted  directly  to  the 
depositor’s  account.  They  are  then  handed 
to  the  scratcher  clerk;  he  records  them  with 
red  ink  in  his  scratcher.  Fig.  8,  keeping 
them  in  alphabetical  order  as  much  as  pos¬ 
sible,  marking  off  spaces  in  his  book  for 
that  purpose. 

CHECKS  COLLECTED. 

In  this  city  trust  companies  are  not  mem¬ 
bers  of  the  clearing  house,  consequently  we 
have  to  make  our  collections  through  the 
national  banks. 

All  checks  that  are  deposited  with  this 
company  are  in  turn  made  out  on  a  large 
deposit  ticket,  in  originals  and  duplicates, 
the  original  is  sent  to  the  national  banks 
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with  the  checks  where  they  are  collected 
and  the  proceeds  put  to  the  credit  of  The 
Union  Trust  Co. 

CHECKS  PAID 

The  runners  from  the  different  national 
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Figure  V,  and  VI. 


banks  of  the  city  present  each  morning  a 
large  envelope  containing  the  checks  our 
depositors  have  drawn  on  us  and  which 
they  wish  to  collect.  They  are  at  once 
examined  and  written  in  the  paying  teller’s 
scratcher;  keeping  the  checks  from  each 
bank  separate,  bearing  in  mind  also  to  keep 
the  two  divisions  A  to  K,  and  L  to  Z  sep¬ 
arate.  By  this  method  the  paying  teller 
ascertains  the  amount  due  each  bank  and 
prepares  his  draft  on  the  corresponding 
bank  accordingly  for  the  runner  when  he 
returns  later  in  the  day. 

After  the  checks  have  been  written  in  the 
paying  teller’s  scratcher  they  are  stamped 
on  the  back  “Paid,”  also  giving  date  pay¬ 
ment  was  made.  They  are  now  given  ito 
the  book-keepers,  where  they  are  chargea 
to  the  proper  accounts ;  they  are  in  turn 
handed  to  the  scratcher  clerk,  who  writes 
them  in  his  scratcher  with  black  ink.  These 
checks  are  finally  filed  in  a  steel  case  where 
they  are  held  until  the  depositors’  pass 
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books  are  balanced,  when  they  are  returned 
to  the  maker. 

SETTLEMENTS. 

The  scratcher  clerks  obtain  the  totals  ot 
their  checks  and  deposits  by  bringing  for¬ 
ward  the  totals  of  one  page  to  the  other. 
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Figure  VIII. 


The  receiving  teller  and  paying  teller  each 
obtain  the  totals  of  their  columns,  and  they 
are  now  ready  to  compare  amounts,  and 
they  must  agree  with  each  other. 

PAYING  teller’s  BALANCE  BOOK  (fIG.  9.) 

This  book  is  ruled  with  columns,  one  col¬ 
umn  for  each  depositor’s  name,  and  has  31 
lines  ruled  horizontally,  a  line  for  each  day 
in  the  month.  This  book  must  have  the . 
depositor’s  balance  and  is  obtained  in  the 
following  manner:  The  scratcher  clerk 
takes  the  balance  book  and  his  scratcher  in 
hand;  he  notes  on  the  scratcher  the  changes 
of  the  different  depositors  during  the  day, 
and  proceeds  to  change  the  depositor’s  bal¬ 
ance  in  the  balance  book;  for  instance,  if  a 
depositor  had  a  balance  of  $1,500  in  the 
morning,  and  he  has  a  check  paid  for  $300 
and  he  deposits  also  $600,  his  balance  will 
be  changed  to  $1,800  and  so  on. 


Figure  VII. 
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The  following  morning  the  balance  books 
and  ledgers  are  taken  in  hand  by  the  book¬ 
keepers,  and  the  changes  that  were  made 
the  day  previous  are  called  off  from  the 
ledgers  and  amounts  verified  in  the  balance 
book.  If  any  difference  occurs  in  a  deposi¬ 
tor’s  account  it  is  at  once  investigated  and 
corrected. 

Interest  is  allowed  by  this  company  at 
the  rate  of  two  per  cent  per  annum  on  daily 
balances  of  $100  and  over. 

FIGURING  INTEREST. 

The  balance  book  is  used  for  this  purpose 
and  interest  is  figured  every  six  months. 
The  balance  books  are  all  taken  that  are 
involved  for  that  period.  The  depositors’ 
balance  column  is  added,  amounts  brought 


forward  from  one  book  to  the  other;  for 
instance,  a  depositor  has  $1,000  balance  for 
every  day  for  six  months  or  182  days,  the 
total  of  his  deposits  would  be  $182,000. 
Now  the  interest  on  $1,000  for  six  months 
is  just  the  same  as  $182,000  for  one  day. 
When  all  the  totals  are  obtained  in  this 
manner  we  have  a  table  which  we  refer 
to  where  the  interest  is  computed  on 
amounts  of  this  character. 

We  now  proceed  to  write  the  names  and 
amount  due  each  depositor  in  the  interest 
book,  when  completed  the  total  is  obtained 
and  the  amount  passes  through  the  general 
ledger  in  the  same  manner  as  explained 
in  the  savings  fund  department. 

The  interest  items  are  now  ready  to  post 
to  the  different  depositors’  accounts. 


Graphology 

“TO  BE  .4  WELL  F.4VORED  MAN  IS  THE  GIFT  OF  FORTUNE,  BUT  TO  READ 
AND  WRITE  COMES  BY  NATURE.”-MUCH  ADO  ABOUT  NOTHING.  ACT  III 


By  MARY 

The  study  of  handwriting  in  its  various 
individual  forms  reveajs/  the  natural  tem¬ 
perament  and  expresses  the  personality 
more  vividly  than  is  generally  supposed. 
One  correspondent  writes :  ‘T  have  been 
under  the  best  teachers  of  the  country  to 
try  to  improve  the  get  up  of  my  penman¬ 
ship,  but  they  give  me  up  as  a  hopeless 
case.”  His  failure  is  probably  owing  to 
some  nervous  disorder  which  must  be  over¬ 
come  before  his  writing  improves.  Another 
writer  with  steady  nerves  and  even  temper¬ 
ament  writes  with  ease  a  graceful  hand. 


H.  BOOTH 

Many  persons  of  marked  ability  and 
genius  write  an  illegible,  inelegant  hand, 
due  to  an  impulsive  and  enthusiastic  tem¬ 
perament,  and  where  the  thought  is  in  ad¬ 
vance  of  the  pen.  Contrary  to  general 
opinion,  beautiful  chirography  does  not  al¬ 
ways  indicate  the  best  character.  The  com¬ 
binations  which  make  up  the  highest  stand¬ 
ard  of  character  may  have  unpleasing  angu¬ 
lar  forms  and  terminals  which  reflect  en¬ 
ergy  and  penetration,  whilst  the  beautifully 
rounded  forms  and  graceful  curves  may 
only  reflect  an  agreeable  nature  without  the 
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elements  which  count  for  success  in  the 
highest  sense. 

RESULTANTS. 

A  specimen  of  writing  may  embody  one 
or  more  graphological  principles,  'each  giv¬ 
ing  color  and  tone  to  the  individuality  and 
reflecting  the  variations  of  mood  and  tem¬ 
perament  on  the  same  principle  that  the 
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fleeted  the  plodder” — one  who  achieves, 
silently  but  surely,  his  ambition.  The  as¬ 
cending  lines  of  the  ambitious  and  sanguine 
resemble  the  major  key  while  the  descend¬ 
ing  lines  reflect  the  minor  and  more  dis¬ 
couraging  elements  that  dominate. 

One  quality  will  modify  or  intensify  an¬ 
other  as  an  indication  of  selfishness  will 


different  combinations  of  the  chromatic 
scale  produce  harmony  of  sound  and  mel¬ 
ody. 

The  principles  are  first  studied  in  their 
single  relation  as  reflecting  energy,  ambi¬ 
tion,  impulse,  etc.,  then  in  their  resultant 
force  as  energy-f-ambition-l-impulse=an  ag¬ 
gressive,  enthusiastic  nature.  Substitute 
deliberation  for  impulse  and  we  have  re¬ 


modify  the  value  of  the  generous  hand,  in¬ 
dicating  that  “self”  will  be  prominent  in 
any  liberal  expenditure.  Contra,  the  sign 
of  an  altruistic  spirit  will  intensify  the 
quality  of  generosity. 

ANSWERS  TO  CORRESPONDENTS. 

M.  F.  V. — The  irregular  and  erratic 
movement  indicates  mental  agitation  and 
excitability.  The  inflated  loops  to  y’s  suggest 
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a  lively  imagination  and  the  resultant  char¬ 
acteristics  are  an  animated,  enthusiastic  na¬ 
ture  with  genius  of  a  versatile  order. 

F.  N.  A. — The  angular  and  regular  sipp¬ 
ing  hand  and  evenly  formed  letters  denote 
an  energetic,  equable,  frank  and  agreeable 
nature,  with  kind  sentiments  and  strict  de¬ 
votion  to  duty  and  principle. 

A.  F.  T. — A  boldly  and  rapidly  traced 
angular  open  hand  indicating  a  fearless  and 
aggressive  nature  and  abrupt  manner. 
Long  heavy  bars  to  t’s  suggest  an  impa¬ 
tient  and  dominant  spirit.  Originality  of 
thought  and  method  is  expressed  in  the 
eccentric  capitals  of  signature. 

A.  S.  G. — The  pronounced  and  exagger¬ 
ated  movement  indicates  great  mental  ac¬ 
tivity  and  a  vivid  imagination.  The  con¬ 
nected  letters  denote  a  logical  mind  and 
imagination  will  be  held  within  the  limits 
of  reason. 

A.  C. — A  large,  clear  and  legible  hand, 
deliberately  traced,  indicating  a  proud,  so¬ 
cial  and  generous  nature,  frank  speech,  de¬ 
liberate  thought  and  action. 

Semper. — Rather  indifferent  and  indeperi 
dent  hand  with  original  formation  and 
style,  indicating  an  independent  spirit  and 
some  eccentricity  of  manner  or  method. 
Large  and  extended  formation  suggests 
lavish  expenditures  to  gratify  aristocratic 
or  exclusive  tastes. 


G.  E.  A.  writes  a  large,  wide  spreading 
hand,  indicating  a  proud,  social  and  gen¬ 
erous  nature  inclined  to  great  extravagance. 
Will  prefer  occupation  of  a  versatile  rather 
than  sedentary  nature. 

M.  A.  N. — Writing  denotes  an  equable 
temperament.  No  extremes.  The  pro¬ 
nounced  slope  assures  kindly  sentiments  and 
devotion.  The  clearly  and  legibly  traced 
letters  frankness  and  sincerity  of  purpose. 

A.  V.  A. — Letters  are  clearly,  legibly  and 
rapidly  traced,  with  rounded  forms,  kindly 
curves  and  inflated  loops,  indicating  a 
frank,  amiable  nature  with  refined  and  ar¬ 
tistic  tastes. 

U.  S.  E. — The  gracefully,  rapidly  and 
clearly  traced  letters  and  flourish  of  signa¬ 
ture  suggest  a  refined,  artistic  nature  and 
the  pronounced  slope  assures  kindly  senti¬ 
ments. 

B.  J.  M. — The  alternating  ascending 
and  descending  letters  of  signature  suggest 
depressing  influences  affecting  present  en¬ 
vironment. 

G.  F.  R. — An  open,  bold  and  confident 
signature.  Flourish  denotes  some  assump¬ 
tion  and  vanity. 

W.  L.  B. — A  pleasing  signature,  indicat¬ 
ing  a  social  and  genial  nature,  with  high 
aspirations  and  steady  aim. 

G.  W.  S. — Angular  forms  predominate, 
indicating  great  energy,  also  some  severity 
and  harshness. 


Betty’s  Cheque 


When  Betty  draws  a  cheque,  a  little  frown 
Bursts  into  crumpled  bloom  upon  her  brow, 

As  though  a  rose  might  seek  to  disavow 
Its  rose-hood  and  its  tenderness  put  down 
With  coldest  dignity.  Her  tresses  brown 
With  finger  tips  she  touches,  soft;  and  now 
She  opes  the  little  book  and  wonders  how 
Men  do  it — easy — with  the  date  and  all 
In  the  right  places  ?  So — she  dips  the  pen 
And  dates  the  number  blank;  with  flourish  tall 
And  angular  writes  Thursday — thinks — and  then 
She  fills  it  for  a  thousand — meaning  ten. 

Then  signs  her  father’s  well-known,  honored 
scrawl. 

And  sighs  and  blots  it!  Nothing  but  the  bloom 
Of  wrinkled  brow  to  indicate  the  wreck 

She  consummates.  Ah,  drums  should  boom, 
And  fussy  bank  cashiers  be  hurled  to  doom. 

And  harps  should  tink — when  Betty  draws  a 
cheque. 

—Lift. 


A  System  of  Accounts  for  Attorneys 

THIS  SYSTKM  IS  IN  USE  IN  AN  OFFICE  OF  ORDINARY  PRACTICE.  BUT  THE 
(GENERAL  PRINCIPLES  ARE  GOOD  AND  CLEARLY  EXPLAINED,  AND  SOME  OF 
THE  METHODS  ARE,  UNDOUBTEDLY,  WORTHY  OF  CAREFUL  CONSIDERATION 

By  LEON  JOSEPH 


The  following  forms  with  explanations 
will  show  a  simple  yet  accurate  sys¬ 
tem  for  keeping  accounts  in  an  attor¬ 
ney’s  office.  By  means  of  special  column 
cash-journal  and  fee  book  the  moneys  earnr 
ed  will  be  separately  shown,  together  with 
details  of  expense  accounts  for  running  the 
office.  The  ledger  will  be  one  of  separate 
sheets  for  each  and  every  case,  of  sufficient 
size  to  enter  all  the  details  of  any  case  or 
suit  so  that  reference  need  not  be  made  to 
any  other  book.  Law  offices  at  best  are 
poorly  equipped  for  book-keeping  so  that 
simplicity  and  original  entry  must  be  the 
dominating  features  of  a  successful  sys¬ 
tem. 

Together  with  the  regular  account  sys¬ 
tem,  there  is  added  a  combination  journal- 
ledger  for  keeping  accounts  with  estates  in 
course  of  settlement.  The  pages  for  this 
book  are  so  ruled  that  the  income  and  ex¬ 
penditures  will  be  shown  in  original  form, 
no  other  books  being  necessary  for  entries. 
The  balance  of  the  cash  on  hand  is  shown 
by  the  “bank  balance”  column  as  all  money 
is  immediately  deposited  in  bank  and  with¬ 
drawn  by  check  only.  No  cash  accounts 
with  estates  is  therefore  necessary  in  the 
general  cash  book  except  for  the  receipt  of 
the  fees. 

In  connection  with  this  book  a  small 
memorandum  estate  book  is  kept  in  which 
is  entered  all  the  details  of  the  will  to¬ 
gether  with  the  separate  pieces  of  property, 
real  or  personal,  that  are  a  source  of  in¬ 
come  or  expenditure  so  that  reference  can 
be  made  to  this  book  from  the  journal- 
ledger  pages,  where  it  would  be  impracti¬ 
cable  to  spread  all  this  detailed  informa¬ 
tion. 

The  operation  and  description  of  the  of¬ 
fice  system  is  as  follows : 

(1)  Office  blotter  or  slate  for  details  of 
new  matter  coming  up. 

(2)  Card  calendar  for  laying  out  daily 
work. 


(3)  Cash- journal  for  receipts  and  ex¬ 
penditures;  also  money  advanced  to  clients 
for  costs  of  suits  and  money  received  from 
them  in  return. 

(4)  Single  sheet  three  column  ledger  to 
contain  costs  in  detail  in  debit  column, 
credit  money  paid,  and  balance  column  for 
amount  due. 

(5)  Fee  book  for  charging  fees.  Made 
out  with  duplicate  extension  sheets  from 
which  entries  are  posted.  Extension  sheet 
with  columns  for  the  several  kinds  of  fees 
charged  so  that  the  total  may  be  ascertained 
at  end  of  month  for  posting. 

(6)  Journal-ledger  designed  for  estates 
to  be  used  in  connection  with  the  forego¬ 
ing.  Debit  side  has  wide  column  for  re¬ 
ceipts  from  all  sources,  bank  column  and 
bank  balance  column.  Credit  side  has  wide 
column  for  all  expenditures,  bank  check 
column  and  column  for  all  fees  allowed  by 
court. 

Original  entries  will  be  made  on  office 
blotter,  fee  book,  and  calendar  cards  and 
posting  made  thence  to  cash -journal  or 
ledger  and  credited  or  charged  in  ledger 
when  effecting  personal  accounts.  Totals 
only  of  representative  accounts  posted 
monthly. 

Office  slate  is  used  by  the  entire  office 
force.  Card  calendar  is  kept  up  by  clerk 
keeping  the  accounts  from  memoranda  fur¬ 
nished  by  the  office  clerks.  Cards  are  ar- 
langed  by  days  and  can  be  filed  ahead  for 
any  day  or  month.  Cash  is  to  be  paid  out 
on  receipts  or  vouchers  only.  Clerks  re¬ 
ceiving  money  to  be  used  for  payment  of 
costs  of  any  client’s  account  must  give  per¬ 
sonal  receipt  for  same,  this  to  be  the  book¬ 
keeper’s  authority  until  the  regular  receipt 
for  which  the  money  is  paid  is  turned  in. 
The  petty  cash  (for  which  column  is  pro¬ 
vided  in  the  cash-journal)  embraces  such 
items  as  car  fare,  entertainment,  etc.,  a 
check  to  be  drawn  each  month  for  as  much 
as  the  account  is  estimated  and  the  ad- 
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justment  to  be  made  monthly  from  details 
gained  from,  petty  cash  memorandum  book. 
New  ledger  accounts  are  opened  from  the 
details  as  written  on  office  slate. 

REPRESENTATIVE  ACCOUNTS. 

Clients’  accounts,  Payments — Debited  for 
moneys  advanced  and  credited  when  same 
are  repaid,  balance  showing  amount  due 
for  advanced  moneys. 

Clients’  accounts,  Fees — Same  as  above. 

Fee  account — Credited  monthly  with  to¬ 
tal  as  added  in  fee  book. 

Office  Furniture  and  Library  account — 
The  library  in  law  offices  is  quite  an  im¬ 
portant  feature  not  alone  on  account  of 
the  value  of  the  books  but  because  there  is 
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a  constant  expense  attached  to  the  main¬ 
tenance  of  the  current  reports  from  all  over 
the  United  States.  To  the  account  charges 
will  be  made  for  all  new  books  added.  Re¬ 
binding  and  depreciation  to  be  charged  to 
expense  and  loss  accounts  respectively. 

Administrative  Expense — As  per  form 
showing  the  details  of  expenses  for  run¬ 
ning  expenses. 

Cash  account  and  proprietor’s  account 
will  complete  trial  balance  accounts. 

The  office  slate — In  diary  form,  each  day 
having  a  page.  Designed  esnecially  for  par¬ 
ties  calling  in  event  of  new  cases  or  con¬ 
sultation.  In  addition,  every  call  affecting 
the  office  work  should  be  entered.  In  the 


remark  column  should  be  entered  any  spe¬ 
cial  information  gained  in  the  interview. 
The  entered  column  is  for  the  use  of  the 
clerk  keeping  the  accounts  and  is  checked 
as  items  are  written  off. 

Card  calendar — Used  in  connection  with 
office  slate;  a  great  many  entries  being 
made  immediately  from  slate  to  cards  for 
the  day  required.  In  addition  original  en¬ 
tries  are  made  on  the  cards  and  posted 
thence  to  ledger  and  cash-journal  as  indi¬ 
cated.  The  current  day’s  card  is  carefully 
gone  over  by  the  clerk  at  end  of  day  and 
if  a  memorandum  is  found  for  future  work 
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it  is  transferred  to  the  card  of  that  day. 
The  used  cards  are  kept  in  transfer  boxes 
arranged  monthly. 

Cash-journal — The  debit  column  contains 
name  of  clients,  amount  of  money  received 
in  return  for  that  advanced  for  costs,  pay¬ 
ment  of  fees  charged  and  bank  column. 
The  fee  column  is  divided  into  respective 
fees  so  that  data  is  always  on  hand  show¬ 
ing  how  much  of  each  kind  of  fees  charged 
is  being  paid.  Totals  are  credited  to  client’s 
account  in  the  ledger.  The  total  of  clients’ 
payments  is  credited  at  end  of  month  to 
that  ledger  account. 

Credit  side  shows  name  of  client  and 
column  for  moneys  paid  for  costs  with  a 
number  column  which  is  the  designation  of 
the  kind  of  cost,  as  follows :  Have  a  printed 
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schedule  of  all  costs  likely  to  be  used  in 
connection  with  all  suits  and  cases  so  that 
when  the  detailed  cost  charge  is  entered  in 
the  ledger  debit  column  all  that  it  is  nec- 
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essary  to  enter  in  the  cash  book  credit  side 
is  the  number  of  the  cost  item  and  the 
amount.  This  saves  duplication.  The  costs 
in  civil  and  criminal  cases  are  always  the 
same  as  far  as  caption  is  concerned,  so 
that  the  schedule  can  be  easily  used.  Total 
costs  advanced  charged  to  debit  of  client’s 
account  payment,  in  ledger.  Office  furnii- 
ture  and  library  account  charged  for  new 
material  and  subscriptions.  Administra¬ 
tive  expenses  are  for  the  carrying  on  of 
the  office  work  and  include  rent,  clerk  hire 
and  stenographers,  printing  and  stationery, 
telephone,  telegraph  and  postage,  petty  cash 
for  incidentals.  The  bank  column  for 
checks  drawn  and  column  for  sundries  (in¬ 
cluding  proprietor’s  personal  account) 
completes  the  credit  side. 

Ledger — Each  case  has  a  separate  page. 
The  account  is  headed  with  name  of  party, 
date  of  first  visit  (from  office  slate)  with 
all  details  necessary  to  a  ready  grasp  of 
the  steps  that  have  been  taken  in  connec¬ 
tion  with  the  case.  Costs  as  charges  being 


entered  in  detail,  the  ledger  page  shows 
the  account  in  such  form  that  no  refer¬ 
ence  is  necessary  to  other  books 

Fee  book — Made  in  check  book  form  with 
the  under  duplicating  sheet  extending  out 
from  the  original  and  ruled  with  columns 
for  entering  the  amount  of  fee  charged  so 
that  same  can  be  added  at  end  of  month 
and  posted  in  total  to  ledger  account.  Used 
with  .carbon  and  entry  made  from  carbon 
copy,  original  going  to  client  as  bill. 

Journal-ledger  for  estates- with  bank  col¬ 
umn  is  so  ruled  that  all  the  details  con¬ 
cerning  the  income  and  expenditure  of  an 
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estate  in  course  of  settlement  can  be  en¬ 
tered  without  the  use  pf  any  other  books. 
The  receipts  are  entered  in  the  bank  col¬ 
umn  and  immediately  deposited  making  the 
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debit  charge  to  cash.  All  payments  being 
made  by  check  on  bank  and  entered  in 
bank  column  (Cr.)  the  bank  balance  col¬ 
umn  shows  the  amount  of  cash  on  hand  so 
that  no  other  cash  entries  are  necessary. 
Estates  usually  take  eight  to  ten  months  for 
settlement,  the  final  entries  being  the 
amounts  distributed  to  legatees  and  the  fees 
allowed  by  the  court  for  administering.  In 
connection  with  this  book  keep  a  memo¬ 
randum  estate  book  that  shows  the  details 
of  the  will  governing  the  distribution  of 
the  estates  with  the  value  of  the  separate 
pieces  of  property,  names  of  legatees,  etc., 
manner  of  distribution,  and  such  items  as 
are  necessary  for  a  complete  understanding 
of  the  course  to  be  pursued.  The  fees  al¬ 
lowed  by  the  court  to  the  attorney  (pro¬ 


prietor)  will  go  through  the  regular  office 
cash-journal  as  other  fees  do. 

The  net  earnings  of  the  business  will  be 
shown  by  gross  fees  charged  during  year, 
less  administrative  expenses,  expense  of 
maintaining  library  and  office,  depreciation 
on  books  and  furniture.  Close  this  amount 
into  Attorney  Proprietor  account  and  when 
his  withdrawals  are  deducted  it  will  give 
the  present  worth. 

There  are  some  offices  that  do  not  make 
a  practice  of  advancing  costs  for  clients, 
making  the  clients  pay  the  costs  of  the 
case  as  it  progresses.  This,  of  course, 
makes  the  book-keeping  much  simpler  but 
with  the  above  system  any  sized  office  can 
be  accommodated  and  it  is  simple  yet  ac¬ 
curate  enough  to  show  the  earnings  of  the 
same. 


The  Cash  Account 


I  cannot  make  the  thing  come  out, 

Though  I  have  thought  and  thought  and  thought, 
And  tried  to  make  a  careful  note 
Of  everything  that  I  have  bought. 

The  more  I  think  and  think  and  think 
The  more  in  vain  my  brain  ferments; 

Confound  the  pesky  cash  account, 

Where  did  I  spend  that  thirty  cents? 


Ten  cents  for  car  fares — that’s  all  right; 

Three  dollars  for  a  new  straw  hat; 

For  luncheon,  fifty;  shoeshine  five — 

Oh,  hang  it;  yes,  I’ve  got  all  that. 
Considering  the  scant  supply. 

The  treasury  has  too  many  vents; 

It’s  outgo,  outgo  all  the  time — 

Where  did  I  spend  that  thirty  cents? 


Cigars,  four-fifty;  grape  juice,  ten, 

(I  think  it  had  some  foam  on  top); 

Bleachers  and  peanuts,  thirty-five. 

And  ten  cents  more  for  ginger  pop. 

But  still  that  haunting  deficit 
My  deep  perplexi^  augments; 

What  was  it  for?  C)h,  well,  here  goes — 

“For  foreign  missions,  thirty  cents.” 

— Louisville  Courier-Journal. 


Cost  Accounting  for  Cotton  Goods  Manu¬ 
facturing  Business 

By  GEORGE  BROWNLEE 


COST  of  production  for  the  manufactur¬ 
ing  of  cotton  goods  is  figured  monthly, 
on  a  special  blank  book  known  as  Cost 
of  Production,  and  is  based  on  the  total 
number  of  pounds  of  manufactured  goods 
baled  for  month,  plus  pounds  of  loose  goods 
unbaled  at  end  of  month,  less  pounds  of 
loose  goods  unbaled  at  close  of  previous 
month.  Yards  of  manufactured  goods  are 
not  taken  into  consideration,  so  far  as  the 
figuring  of  cost  is  concerned,  but  when  the 
cost  per  pound  is  obtained  the  cost  per 
yard  can  readily  be  ascertained.  Pounds 
of  manufactured  goods  baled  are  taken 
from  Baling  Record,  and  pounds  of  loose 
goods  from  report  of  cloth  room  overseer. 
Where  there  are  several  organizations  or 
different  kind  of  goods  manufactured,  these 
are  kept  separate  on  baling  record,  but  this 
will  be  taken  up  further  on. 

Cotton  is  considered  the  raw  material  in 
this  business,  and  is  the  principal  item  of 
cost.  Labor  is  the  next  important  item  of 
cost,  and  is  made  up  from  the  wages  paid 
operatives  and  overseers,  in  the  five  de¬ 
partments,  as  follows,  into  which  the  man¬ 
ufacturing  of  such  goods  is  divided :  picking 
and  carding,  spinning,  spooling,  warping 
and  slashing,  weaving  and  drawing  in, 
cloth  room,  machine  shop,  etc.  As  to  the 
other  items  which  go  into  cost,  these  will 
be  shown  on  the  accompanying  chart  or 
form. 

Cost  of  Production. 

Amount.  Cost  per  Lb. 

Cotton  . 

Labor  . 

Supplies  . 

Fuel  . 

Ceneral  Expenses 

Taxes . 

Insurance . 

Salaries . 

Interest  and  Discount . 

Total . 

If  desired,  labor  can  be  subdivided  and 
the  cost  in  each  department  shown,  but  I 
think  best  to  show  total  amount  of  labor, 
and  have  cost  of  each  separate  department 
figured  as  an  auxiliary. 

I  will  now  explain  how,  and  from  where. 


the  items  which  go  to  make  up  cost  of  pro¬ 
duction  are  obtained. 

Pounds  of  cotton  consumed  are  ascertain¬ 
ed  by  taking  total  pounds  of  goods  manu¬ 
factured  for  month,  and  adding  thereto  an 
allowance  of  15  per  cent  for  waste.  (An 
allowance  is  made  for  waste  in  cotton,  as 
in  the  picking  and  carding  process  there  is 
found  to  be  a  part  of  the  cotton  with  staple 
so  short  as  to  make  same  unfit  for  yarn ; 
there  is  also  found  to  such  waste  substances 
in  cotton,  as  dirt,  sand,  etc.  This  allow¬ 
ance  taken  for  12  months,  where  a  good 
average  grade  of  cotton  is  used,  has  been 
proven  to  be  so  very  near  accurate  that  cot¬ 
ton  mills,  universally,  use  this  plan  of  as¬ 
certaining  number  of  pounds  of  cotton  con¬ 
sumed  monthly.)  The  price  per  pound  of 
cotton  consumed  is  taken  at  average  price 
of  cotton  on  hand,  and  this  price  is  obtained 
by  dividing  total  number  of  pounds  of  cot¬ 
ton  on  hand,  as  per  Cotton  Stock  book,  into 
balance  amount  of  cotton  account,  as  repre¬ 
sented  on  ledger.  Having  pounds  of  cotton 
consumed  and  price  per  pound,  amount  of 
cost  is  easily  obtained. 

Cost  of  labor  is  taken  from  paymaster’s 
certificates,  made  up  from  pay  rolls,  show¬ 
ing  amounts  expended  for  wages  in  each 
separate  department  for  month,  and  total 
amount.  Pay  rolls  are  kept  on  loose  leaf 
sheets,  wages  in  each  department  being 
kept  separate. 

Cost  of  supplies  is  taken  from  Supply 
Record,  ruled  lengthwise  with  columns  for 
each  department  and  total  column,  and 
ruled  crosswise  so  as  to  accommodate  num¬ 
ber  of  days  in  month;  one  page  accommo¬ 
dating  one  month’s  entries.  Supplies  are 
issued  daily  by  supply  man,  to  each  depart¬ 
ment.  Orders  for  said  supplies  being  writ¬ 
ten  on  special,  provided  triplicate  forms, 
showing  quantity  and  articles  wanted,  and 
signed  by  overseer.  Supply  man  inserts 
amount  of  cost,  as  he  issues  supplies,  re¬ 
turns  original  sheet  to  overseer,  puts  trip¬ 
licate  on  his  file,  and  sends  duplicate  to 
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office,  where  same  is  entered  daily  on  sup¬ 
ply  record  in  respective  column. 

Cost  of  fuel  is  taken  from  Fuel  Record, 
which  is  ruled  crosswise  with  columns  for 
12  months,  and  lengthwise,  as  to  accom¬ 
odate  number  of  days  in  month.  Pounds 
of  fuel  used,  being  reported  daily  to  office 
on  special  forms,  and  entered  daily  from 
these  forms  on  fuel  record.  Price  per  ton 
of  fuel  is  obtained,  by  dividing  total  num¬ 
ber  of  pounds  of  fuel  on  hand,  as  per  Fuel 
Stock  book  into  amount  of  balance  as  rep¬ 
resented  on  ledger,  which  balance  should 
agree  with  balance  on  Coal  Stock  book.  It 
is  best  to  allow  five  or  ten  per  cent  for 
waste  in  fuel,  to  cover  slack,  dirt,  etc.,  in 
coal. 

GENERAL  EXPENSES. 

Taxes  is  generally  based  on  amount  of 
taxes  paid  previous  year,  where  there  is  no 
increase  to  be  made  to  plant  or  no  consid¬ 
erable  addition  to  machinery  during  year, 
and  this  amount  is  pro  rated  over  12 
months,  taxes  being  paid  at  close  of  each 
year. 

As  insurance  premiums  are  paid  in  ad¬ 
vance,  this  is  also  pro  rated  over  12 
months.  In  case  of  a  return  premium,  the 
average  return  premium  for  a  certain  past 
period  is  ascertained,  and  this  average  re¬ 
turn  premium  is  deducted  from  amount  of 
gross  premium,  then  pro  rated.  Only  in¬ 
surance  on  plant  is  charged  to  cost,  insur¬ 
ance  on  cotton  being  charged  to  cotton 
account,  and  insurance  on  manufactured 
goods  carried  in  stock  being  charged  to  con¬ 
signment  account  or  against  profits  on  con¬ 
signments. 

Salaries  go  into  cost,  as  per  actual  sal¬ 
aries  paid  per  month  to  executives,  office 
force  and  superintendent 


As  to  interest  and  discount,  say  where 
there  is  a  large  bills  payable  account  car¬ 
ried,  and  there  is  a  large  stock  of  accum¬ 
ulated  goods  on  hand  unsold,  some  man¬ 
ufacturers  want  this  interest  carried  into 
cost  of  production,  while  others  want  it 
charged  off  direct  against  profits  on  con¬ 
signments  (or  sales),  that  is,  interest  for 
month.  In  case  of  such  interest  being  due 
to  the  large  accumulation  of  goods  unsold, 
I  think  the  best  method  is  for  same  to  be 
charged  off  against  profits  on  consignments 
(or  in  other  words,  profits  on  sales)  ;  but, 
when  said  goods  are  sold,  the  seller  must 
bear  in  mind  amount  of  interest  charged  off 
for  carrying  goods,  or  he  will  badly  fool 
himself  as  to  profits  to  be  realized. 

The  above  form  now  shows  total  amount 
of  cost,  and  general  cost  per  pound,  of 
goods  manufactured  for  month. 

As  to  the  cost  of  each  different  organiza¬ 
tion  of  goods  manufactured,  this  is  only 
figured  in  the  weaving  and  drawing  in  de¬ 
partment,  and  is  governed  by  price  paid 
operatives,  per  cut  for  weaving,  and  price 
per  beam  for  drawing  in,  on  each  respec¬ 
tive  organization.  To  this  price  paid  per 
cut,  and  per  beam,  on  each  different  organ¬ 
ization,  would  be  added  pro  rated  amount 
paid  overseers  and  loom  fixers,  in  this  de¬ 
partment,  in  order  that  total  cost  of  weav¬ 
ing  and  drawing  in  on  Cost  of  Production 
book  would  agree  with  amount  of  cost  of 
said  department  on  pay  roll.  Number  of 
bales  of  each  different  organization  are  now 
taken  -from  baling  records,  ascertain  total 
number  of  cuts  and  beams  of  each  (there 
being  so  many  cuts  to  bale,  and  so  many 
cuts  to  beam),  take  cuts  of  each  different 
organization  at  price  paid  for  same  for 
weaving,  and  number  of  beams  of  each  dif- 
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ferent  organization  at  price  paid  per  beam 
for  drawing  in  (pro  rated  amount  paid 
overseers  and  loom  fixers  having  been  add¬ 
ed  to  these  prices),  and  this  gives  the  cost 
of  weaving  and  drawing  in  of  each  differ¬ 
ent  kind  of  goods — the  total  amount  of 
which  should  agree  with  total  amount  of 
cost  of  said  department  on  pay  roll.  This 
amount  of  cost  of  weaving  and  drawing  in 
would  then  be  deducted  from  first  amount 
of  complete  cost,  as  mentioned  above,  and 
other  cost  of  production  would  be  in  pro¬ 
portion  of  pounds  of  each  different  organ¬ 
ization  produced  for  month  to  this  balance. 
Weaving  and  drawing  in  cost  of  each  re¬ 
spective  organization  would  then  be  added 
to  other  cost,  as  mentioned,  of  each  respec¬ 
tive  organization.  The  total  of  these 
amounts  of  cost,  of  each  different  organiza¬ 
tion,  should  agree  with  first  complete  cost 
of  total  pounds  of  goods  manufactured  for 
month — ^that  is  in  dollars  and  cents,  and  of 
course,  these  agreeing,  the  average  cost  per 
pound  would  be  the  same  as  first  complete 
average  cost  per  pound.  Having  bales. 


pounds,  yards,  and  amount  of  cost,  of  each 
different  organization,  price  per  pound  and 
price  per  yard  can  easily  be  obtained. 

The  above  cost  is  then  entered,  from  Cost 
of  Production  book,  on  cost  ledger,  as 
given  in  form  of  cost  ledger  shown. 

As  there  is  a  possibility  of  there  being 
several  different  organizations  of  goods 
manufactured  in  one  month,  the  form  is 
ruled  SO  as  to  accommodate  15  different  or¬ 
ganizations.  If  desired,  the  cost  ledger 
could  be  gotten  up  so  as  to  accommodate 
as  many  organizations  as  required,  or  be 
provided  with  an  auxiliary  sheet,  opposite, 
for  organization,  looms,  pounds,  etc.,  only. 

The  superintendent  of  mill  should  be  fur¬ 
nished  with  sheet,  showing  cost  to  manu¬ 
facture  in  each  department,  cost  of  fuel, 
cost  of  supplies,  and  other  cost,  for  month ; 
also  pounds  of  goods  manufactured.  This 
sheet  should  also  show  amount  of  supplies 
used  in  each  department;  and  where  differ¬ 
ent  kinds  of  looms  are  used,  the  cost  of 
supplies  per  loom  per  month,  of  each  dif¬ 
ferent  make  of  loom  used. 
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Municipal  Accounting 

By  otto  BREMER 

'r 

Mr.  Bremer  is  city  treasurer  of  the  City  of  St.  Paul,  Minnesota,  and  therefore  an  authority 
on  the  subject  of  “Accounting  for  Municipalities.”  The  following  address  was  delivered  before  a 
well  attended  meeting  of  the  St.  Paul  Association  of  Accountants  and  Book-keepers  and  was  found 
Doth  interesting  and  instructive. 


CERTAINLY  it  is  a  great  privilege  and 
a  high  honor  to  appear  before  such  an 
intelligent  body  of  men  comprising  the 
members  of  the  St.  Paul  Association  of 
Accountants  and  Book-keepers  and  their 
friends,  to  address  them  on  that  great  and 
difficult  subject  of  Municipal  Accounting. 
The  system  in  vogue  in  the  municipalities 
of  the  United  States  vary  to  such  a  great 
extent  that  exact  comparison  between  them, 
the  financing,  the  financial  condition  of  our 
cities,  is  almost  impossible.  Successful  ef¬ 
fort  in  later  years  has  been  made  toward 
a  uniform  system  of  accounting  for  large 
cities  by  students  of  political  economy,  by 
the  authorities  in  Washington  in  order  to 
facilitate  statistical  work  in  municipal  af¬ 
fairs. 

The  modern  municipality,  unlike  other 
corporations,  is  not  engaged  in  business  for 
financial  gain.  The  funds  to  carry  out  its 
obligations  must  be  supplied  from  taxes. 
Under  our  charter  the  conference  commit¬ 
tee  consisting  of  13  members  comprising  the 
heads  of  the  different  city  departments,  and 
the  mayor,  the  comptroller  and  treasurer 
meet  every  year  in  November  to  consider 
the  financial  needs  of  the  city  for  the  fol¬ 
lowing  fiscal  year  beginning  January  1st  and 
ending  December  31st.  A  budget  is  pre¬ 
pared  providing  for  expenditures  of  the 
community,  the  cost  of  fire,  police,  health, 
public  works,  schools  and  other  depart¬ 
ments,  the  maximum  amounts  of  which  are 
limited  by  charter  provisions,  the  interest 
on  public  indebtedness  and  other  needed 
improvements.  After  the  budget  so  pre¬ 
pared  has  received  the  sanction  of  the  com¬ 
mon  council  the  aggregate  amount  is  placed 
in  the  tax  levy,  and  no  more  than  the  sums 
agreed  upon  and  so  named  in  the  budget 
can  lawfully  be  used. 

Borrowing  from  one  fund  for  use  of  an¬ 
other  is  prohibited  by  law.  As  the  taxes 
are  not  collected  immediately  (one-half  be¬ 


comes  due  and  payable  before  May  31st  and 
the  other  half  before  October  31st),  in  or¬ 
der  to  provide  necessary  funds  to  carry  on 
its  administration  uninterruptedly  the  city 
issues  annually  certificates  of  indebtedness 
in  anticipation  of  the  coming  tax  levy.  The 
issue  is  limited  to  80  per  cent  of  the  total 
levy,  and  is  redeemed  through  the  collec¬ 
tion  of  taxes  the  year  following.  The  funds 
thus  raised  are  proportionately  divided 
among  the  different  accounts  supplemented 
by  credits  from  miscellaneous  receipts  such 
as  licenses,  fines,  department  receipts  and 
state  and  county  taxes. 

The  transaction  of  public  business  of  a 
great  and  growing  city  like  St.  Paul  is  of 
necessity  very  complicated,  and  requires  due 
diligence  on  the  part  of  the  heads  of  the 
different  departments,  and  the  respective 
boards.  The  financial  needs  (receipts  and 
disbursements)  are  under  immediate  super¬ 
vision  of  the  common  council,  mayor, 
comptroller  and  treasurer.  Every  cent  col¬ 
lected  by  or  on  behalf  of  the  city  and  every 
cent  of  expenditure  passes  through  the 
treasurer’s  office.  The  departments  deposit 
their  receipts  daily,  and  their  financial  obli¬ 
gations  are  paid  through  checks  by  the  city 
treasurer.  The  city  treasurer  is,  by  virtue 
of  his  office,  treasurer  ex-officio  of  every 
board,  and  thus  all  financial  transactions  are 
centered  in  this  office.  After  proper  war¬ 
rants  have  been  issued,  originating  in  the 
separate  departments,  sanctioned  by  the 
common  council  and  signed  by  the  city 
clerk,  approved  by  the  mayor  and  audited 
by  the  city  comptroller,  the  treasurer  using 
these  original  warrants,  makes  the  same 
payable  at  some  bank  in  the  city  holding 
public  funds.  In  this  way  we  have  a  public 
document  showing  the  authority  and  pur¬ 
pose  for  its  issue,  and  evidence  of  its  pay¬ 
ment  all  in  one.  This  saves  an  extra  issue 
of  check,  and  a  useless  accumulation  of 
vouchers  as  every  payment  for  the  city  is 
made  by  check. 
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The  monthly  and  semi-monthly  payments 
come  to  the  treasurer  properly  executed, 
and  accompanied  by  the  separate  warrants 
are  then  verified  and  made  bankable  by  the 
use  of  a  stamp  over  the  signature  of  the 
treasurer,  which  makes  each  separate  war¬ 
rant  payable. at  a  bank  where  previously  the 
total  amount  of  the  payments  has  been  de¬ 
posited.  Thus  these  so  created  checks  are 
given  to  the  secretaries  of  the  departments, 
and  by  them  for  proper  receipts  handed  to 
the  parties  entitled  to  same  for  services  ren¬ 
dered,  and  after  all  pay  roll  checks  have 
been  paid  by  the  banks  each  pay  roll  ac¬ 
count  balances.  Other  warrants  drawn  in 
regular  course  of  business  for  other  pur¬ 
poses  and  charged  against  their  respective 
accounts  are  handled  in  a  like  manner.  In 
every  case  the  original  warrant  passes 
through  the  different  stages  until  paid  and 
canceled  by  the  banks  who  return  same  to 
the  city  and  after  proper  reconcilements  are 
filed  away  as  paid  vouchers. 

The  department  book  accounts  and  their 
statistical  works  are  under  department  con¬ 
trol  supervised  by  the  comptroller,  and  a 
monthly  report  of  the  workings  of  every 
department  is  filed  with  the  conference 
committee  every  month.  The  treasurer’s 
monthly  report  contains  a  statement  of  all 
receipts  and  disbursements  up  to  the  date  of 
the  meeting.  A  like  report  is  also  made  to 
the  common  council  at  the  close  of  every 
month.  Failure  to  furnish  these  reports 
and  absence  of  heads  of  departments  from 
these  meetings  for  two  consecutive  meet¬ 
ings  constitutes  cause  for  removal  from  of¬ 
fice.  These  in  brief  are  the  main  points  of 
interest  in  our  municipal  accounting  sys¬ 
tem,  and  now  a  few  words  in  regard  to  the 
workings  of  the  treasurer’s  office  which  I 
have  the  honor  to  represent. 

Business  in  this  office  is  transacted  in 
exactly  the  same  way  as  any  up-to-date 
bank  handles  its  affairs.  The  treasurer  of 
a  city  occupies  a  position  similar  to  that  of 
a  cashier  of  a  bank;  he  has  the  custody 
of  and  is  responsible  for  all  moneys  and  se¬ 
curities  belonging  to  the  city.  Full  and 
accurate  accounts  and  records  are  kept,  and 
all  expenditures  are  duly  authorized  and 
evidenced  by  proper  receipts.  The  original 
entry  forms  the  basis  of  accounting  in  the 
treasurer’s  office.  Each  business  day  is 
started  with  two  loose  blank  sheets  prop¬ 
erly  ruled :  on  one  are  recorded  the  amounts 


paid  in  and  on  the  other  the  expenditures 
are  recorded.  The  cashier  enters  the  num- 
ber  and  the  amounts  of  the  receipts  and 
the  number  and  the  amounts  of  the 
warrants  separately,  and  after  the  day’s 
work  is  finished  these  sheets  are 
handed  to  the  chief  accountant  for  proper 
entries  of  totals  in  the  general  cash  book 
and  ledger.  We  close  our  books  at  noon 
in  order  to  give  our  cashier  ample  time  to 
prepare  his  deposit  in  time  for  banking. 
The  deposit  slip  is  made  up  in  our  books 
and  a  carbon  copy  is  retained..  De¬ 
posits  are  made  daily,  and  the  treasurer’s 
vaults  very  rarely  contain  more  than  one 
or  two  hundred  dollars  over  night.  Only 
enough  cash  is  kept  on  hand  for  making 
change.  The  book-keeper  makes  a  cash  bal¬ 
ance  every  day  and  verifies  same  with  the 
cashier’s  balance  of  money  on  hand  and 
deposited.  A  statement  showing  the 
amounts  to  the  credit  of  the  city  in  the  des¬ 
ignated  banks  and  cash  on  hand  is  sub¬ 
mitted  to  the  treasurer  every  day.  For 
moneys  received  receipts  are  made  in  dupli¬ 
cate  using  carbon  copies  which  are  kept  in 
book  form  in  the  office :  entries  are  made 
by  the  book-keepers  from  these  duplicates. 
Report  is  made  to  the  comptroller  of  all 
these  transactions,  and  thus  another  check  is 
had  through  that  department  (the  general 
acounting  office  of  the  city). 

The  comptroller  renders  a  daily  state¬ 
ment  showing  the  balances  to  the  credit  of 
each  and  every  separate  account,  and  after 
due  verification  is  certified  to  by  the  city 
treasurer  as  to  its  correctness,  before  public 
business  can  be  transacted  in  our  office.  I 
consider  this  feature  of  the  utmost  ijh- 
portance  and  absolutely  essential  to  public 
accounting.  It  is  a  double  check,  and 
keeps  the  treasurer  posted  as  to  the  condi¬ 
tion  of  various  funds,  outstanding  war¬ 
rants,  etc.  .Trial  balances  are  thus  made 
daily,  and  are  compared  with  those  of  the 
comptroller’s  office,  and  in  this  way  we  are 
able  to  render  our  monthly  statements  im¬ 
mediately  upon  close  of  business  the  last 
day  of  the  month.  And  the  city  treasurer’s 
office  during  my  incumbency  has  never 
failed  to  have  the  yearly  statement  com 
pleted  in  the  afternoon  of  the  last  day  of 
the  year. 

We  have  about  260  to  280  active  accounts 
on  our  books,  and  the  total  business  done 
in  the  treasurer’s  office  amounts  in  money 
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The  city  acts  simply  as  financial  agent  be¬ 
tween  contractor  and  property  owner,  and 
a  separate  ledger  account  is  kept  for  each 
and  every  improvement  so  made.  I  do  not 
intend  to  go  into  the  question  of  assess¬ 
ments  in  detail,  but  wish  to  say  in  this  re¬ 
gard  that  the  utmost  care  and  diligence  is 
absolutely  necessary  to  guard  the  interests 
of  the  city,  as  advantage  is  only  too  often 
taken  by  interested  parties  to  avoid  the 
payment  of  assessment  on  mere  technical 
grounds,  and  state  with  pardonable  pride 
on  the  part  of  the  treasurer  and  his  official 
family,  that  not  a  single  loss  to  the  city 
has  been  had  on  account  of  errors  or  lack 
of  diligence  on  their  part. 

The  affairs  of  the  city  treasurer’s  office 
as  well  as  every  other  administration  of¬ 
fice  in  the  city  of  St.  Paul  is  regularly  ex¬ 
amined  by  the  public  examiner  of  the  state 
of  Minnesota  and  a  report  thereon  made 
by  the  latter  to  the  mayor  for  transmission 
to  the  common  council.  The  finances  of 
the  city  are  looked  after  by  the  finance 
committee,  consisting  of  the  mayor,  comp¬ 
troller  and  treasurer,  who  also  designate 
the  banks,  furnishing  proper  surety  bonds, 
in  which  public  funds  are  to  be  deposited. 
The  banks  allow  the  city  1^2  per  cent  inter¬ 
est  on  daily  balances.  The  securities  be¬ 
longing  to  the  sinking  funds  of  the  city  are 
also  in  the  hands  of  the  treasurer  for  safe 
keeping. 


to  over  five  million  dollars.  The  balance  of 
cash  in  banks  at  the  beginning  of  the  year 
amounted  to  $483,210.54. 

Besides  these  functions  as  enumerated 
before,  the  city  treasurer  of  St.  Paul  is 
charged  with  the  collections  of  assessments 
made  for  public  improvements  such  as  pav¬ 
ing  streets,  laying  sidewalks,  sewers,  etc., 
which  are  charged  against  abutting  and 
benefited  property.  These  assessments  are 
made  by  the  board  of  public  works,  and 
after  having  been  ordered  by  the  common 
council,  are  certified  to  the  city  treasurer 
for  collection,  to  enable  the  city  to  dis¬ 
charge  its  obligations  to  the  contractor  for 
the  improvements  made  by  him.  The  col¬ 
lection  of  these  assessments  is  a  very 
complicated  affair,  and  is  regulated  by  law. 
Each  lot  and  each  parcel  of  a  lot  is  assessed 
separately,  and  is  so  charged  on  the  rec¬ 
ords  in  the  treasurer’s  office.  After  pay¬ 
ment  is  made  by  the  property  owner  an 
itemized  receipt  is  given  of  which  also  a 
carbon  copy  is  retained  in  the  office.  The 
receipt  is  made  by  a  clerk,  and  must  be 
countersigned  by  the  cashier  to  be  binding. 
In  case  assessments  are  not  paid  the 
treasurer  proceeds  to  get  judgment  for  the 
amount  assessed  plus  costs  and  interest, 
and  in  due  time  sells  the  so  acquired  lien 
to  investors  or  to  the  city  itself,  which 
holds  these  liens  as  assets  (bills  receiv¬ 
able,  so  to  speak)  until  they  are  redeemed. 


Loading  Railroad  Ties. 


H  ow  the  Ordinary  Stenographer  May  Become 

a  Court  Reporter 

By  H.  graham  PATERSON 


There  are  many  grades  of  verbatim 
reporters,  as  there  are  many  degrees 
of  ability  in  the  ranks  of  commercial 
stenographers.  Those  who  remain  ’at  the 
bottom  have  a  limited  education,  or  are  af¬ 
flicted  with  that  mental  laziness  which  nega¬ 
tives  all  desire  to  acquire  the  versatile 
knowledge,  which  is  necessary,  but  is  only 
gained  by  much  reading  and  study. 

Before  the  ordinary  stenographer  decides 
to  enter  the  reporting  field  he  should  first 
be  assured  that  he  has  the  faculty  of  devot¬ 
ing  himself  to  a  severe  course  of  study  and 
training.  If  he  be  not  so  endowed,  it  were 
better  he  should  not  make  the  attempt.  The 
best  to  be  hoped  for,  in  such  case,  would  be 
a  permanent  place  in  the  lower  ranks.  From 
these  come  inaccurate  transcripts  of  evi¬ 
dence,  and  in  the  doing  of  even  that  much, 
there  are  many  unhappy  moments. 

A  good  reporter  requires  experience  in  a 
variety  of  lines  of  stenographic  effort ;  a 
wide  general  knowledge;  natural  skill  in 
the  rapid  execution  of  shorthand  notes ;  in¬ 
telligence  and  coolness  that  will  guide  him 
in  making  a  coherent  record  when  lawyers 
wrangle,  and  to  make  readable  the  confu¬ 
sion  of  question  and  answer  arising  from 
the  excitement  of  both  lawyer  and  witness, 
i.  e.,  questions  answered  before  asked,  or 
questions  put  before  answers  are  completed. 
He  must  have  energy  and  physical  endur¬ 
ance,  not  only  to  stand  the  strain  of  rapid 
I  and  continuous  note-taking  for  many  hours, 
but  the  long  hours  thereafter  in  which  to 
produce  transcripts  prior  to  the  next  day’s 
proceedings. 

The  intense  concentration  and  the  physi¬ 
cal  strain  during  the  course  of  a  trial  is 
wearing,  especially  so  on  the  young  prac¬ 
titioner  in  the  first  years  of  his  work.  After 
that  period,  the  .familiarity  gained  with  the 
proceedings,  and  the  similarity  of  testi¬ 
mony  in  the  average  case,  with  its  simple 
verbiage,  make  the  work  much  easier — it 
b^l(!!dfnes  a  mechanical,  or  rather,  an  in¬ 
stinctive  effort. 


The  first  step  of  the  ordinary  stenogra¬ 
pher  who  wishes  to  become  a  court  re¬ 
porter,  and  feels  called  to  the  work,  is  to 
gain  shorthand  speed.  The  question  as  to 
what  rate  of  speed  is  necessary  is  hard  to 
define.  The  greater  the  speed  ability,  the 
easier  the  work.  One  of  our  good  reporters 
said :  “I  don’t  know  what  rate  of  speed  I 
have  written  in  ordinary  cases.  There  are 
times  when  it  may  have  been  much  over 
the  200  mark,  but  I  have  become  so  used 
to  taking  the  stuff  that  it  doesn’t  bother 
me.  But  in  a  case  I  reported  recently,  in 
which  there  was  considerable  medical  testi¬ 
mony,  I  am  certain  I  had  to  work  pretty 
hard  at  times  to  write  100  words  a  minute.” 
Perhaps  the  best  guide  to  a  person’s  ability 
to  take  court  testimony  with  certainty,  so 
far  as  speed  is  concerned,  would  be  to  write 
editorial  matter,  in  legible  notes,  at  the  rate 
of  150  words  a  minute.  It  is  conceded,  how¬ 
ever,  that  there  are  many  reporters  doing 
good  work  who  could  not  maintain  that 
speed  on  such  matter.  It  is  true  there  are 
spurts  of  speed  greater  than  this,  but  they 
do  not  last  long;  breathing  spaces  will  oc¬ 
cur  where  the  writer  can  catch  up.  It  is 
not  unusual  for  a  reporter  to  be  laboring 
30  or  more  words  behind  the  speaker,  but 
the  memory  training  received  through  for¬ 
mer  similar  experiences  enables  him  to  hold 
on. 

The  bugbear  of  the  reporter  is  technical 
testimony.  To  mitigHe  this,  the  prospect¬ 
ive  reporter  would  do  well  to  seek  employ¬ 
ment  in  as  many  different  lines  of  business 
as  possible,  staying  in  each  place  until  fa¬ 
miliar  with"' the  language  peculiar  to  that 
business.  Included  in  this  list  should  be, 
architecture,  manufacturing  of  various 
kinds,  medicine,  brokerage,  ahd^  patent  law. 
In  addition  to  this  preliminary  training  he 
should  occupy  spare  time  in  taking  lectures 
(there  are  many  opportunities  for  this,  es¬ 
pecially  in  the  larger  cities),  and  do  as 
much  writing  as  possible  from  the  dictation 
of  the  folks  at  home.  The  oft-repeated  ad- 
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vice  to  shorthand  writers  to  “read  every¬ 
thing  written  in  shorthand”  is  of  the  ut¬ 
most  importance  in  preparing  for  this 
work.  The  ability  to  read  good  notes  is 
not  a  guarantee  that  those  written  at  high 
speed  are  legible. 

The  last  position  to  be  held,  before 
entering  the  field,  should  be  with  a  law 
firm,  preferably  one  having  a  large  and 
varied  practice.  The  knowledge  gained  in 
this  position  will  be  of  the  greatest  value. 
In  addition  to  becoming  acquainted  with 
legal  terms,  the  periods  when  “nothing  is 
doing”  can  be  devoted  to  studying  the  law 
of  evidence,  the  nature,  name  and  style  of 
the  different  documents  and  processes  of 
law,  and  many  other  features,  the  knowl¬ 
edge  of  which  will  prove  useful.  The  more 
law  read,  the  better  will  be  the  understand¬ 
ing  of  proceedings  in  court.  The  reporter 
who  has  studied  law  has  a  decided  advant¬ 
age,  as  he  can  intellieently  understand 
what  is  going  on  around  him  in  court,  and, 
of  course,  be  more  certain  to  produce  a 
proper  report.  When  confident  of  his  abil¬ 
ity  to  take  a  case  and  make  a  good  tran¬ 
script  of  it,  the  bep^inner  should  let  his  em¬ 
ployer  understand  his  desire  to  report  some 
of  the  easier  cases.  If  the  first  case  proves 
satisfactory,  other  engagements  will  fol¬ 
low,  and  a  new  reporter  will  be  fairly 
launched. 


A  plan  adopted  by  an  office  stenographer, 
who  has  since  become  quite  successful,  was 
to  take  lessons  in  the  evening  from  a  court 
reporter,  and  later  accompanied  him  to 
court,  where  they  both  took  the  case  in 
hand.  In  this  way  he  became  used  to  the 
surroundings  and  the  general  procedure. 
He  later  went  alone  to  courts  where  trials 
were  being  held,  and  took  the  evidence  as 
best  he  could,  always  reading  his  notes 
when  through.  No  objection  was  ever 
raised  by  the  court  officials  to  his  presence 
at  the  reporters’  table.  The  only  embar¬ 
rassment  he  ever  suffered  was  when  a 
judge  asked  him  to  read  a  certain  question 
that  had  been  propounded.  He  told  the 
judge  he  was  just  practicing,  to  which  the 
answer  was  “all  right,”  and  the  reporter 
employed  on  the  case  read  it.  His  next 
step  was  to  report  default  divorce  cases.  In 
this  manner  he  gradually  gained  that  con¬ 
fidence  in  his  ability,  without  which  no  one 
has  any  title  to  undertake  the  reporting  of 
a  trial. 

The  remuneration  in  this  profession  is 
liberal,  and  when  a  good  practice  has  been 
established,  the  income  is  handsome.  The 
only  way  to  reach  that  point  is  through 
patience,  discouraging  influences,  persever¬ 
ance  and  hard  work,  but  the  reward  in 
money  and  satisfaction  is  full  compensation. 


Old  houses  on  Holborn,  London,  Eng. 
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The  Filing  of  Correspondence. 

BY  J.  II.  K.  SHANNAHAN,  JR. 

F  the  many  new  methods  and  improve¬ 
ments  generally  introduced  in  the 
last  five  years,  I  believe  it  can  be 
safely  said  that  no  department  of  the  busi¬ 
ness  office  has  received  more  attention  or 
benefit  than  the  filing  of  correspondence. 

In  modern  business  houses  the  old  meth¬ 
od  of  entrusting  this  work  to  the  office 
boy,  who  filed  all  letters  received  alpha¬ 
betically  in  cabinets  and  copied  all  out¬ 
going  correspondence  in  bulky  letter  books, 
has  been  abandoned  and  the  “Vertical, 
Loose  Leaf,  Numerical,”  system  adopted. 
A  regular  filing  clerk,  at  a  good  salary,  is 
now  employed,  and  the  additional  expense 
is  more  than  compensated  for  by  the  ease 
with  which  correspondence  can  be  located, 
the  saving  of  time  to  high-.salaried  officials, 
and  by  increased  accuracy  and  efficiency. 

THE  OLD  SYSTEM.  • 

All  out-going  letters  were  copied  in  let¬ 
ter  books,  which  were  indexed  by  boys  who 
very  often  made  mistakes  by  indexing  a 
letter  under  the  name  of  the  person  ad¬ 
dressed  instead  of  the  firm  or  company 
name.  All  letters  received  were  filed  alpha¬ 
betically,  i.  e.,  all  those  from  concerns 
whose  titles  began  with  “R”  were  filed  to¬ 
gether  under  that  letter.  As  a  result,  when 
it  was  required  to  examine  the  correspon¬ 
dence  with  any  firm,  extending  over  a  year 
or  more,  it  necessitated  the  handling  of  a 
great  quantity  of  letters  from  other  par¬ 
ties  and  the  going  through  of  numerous 
letter  books.  One  can  readily  appreciate 
the  amount  of  time  consumed  in  this  man¬ 
ner.  W'hen  even  one  letter,  several  years 
old,  had  to  be  found,  the  above  work  was 
increased  accordingly. 


THE  NEW  SYSTEM. 

In  brief,  this  system  consists  in  giving 
every  subject  or  correspondent  a  number, 
filing  a  card  bearing  that  number  alpha¬ 
betically  in  a  card  index,  and  in  placing 
all  letters  from  and  carbon  copies  of  all 
letters  to,  the  correspondent,  in  a  folder 
bearing  the  same,  number  as  that  on  the 
card.  It  is  then  an  easy  matter  if  it  is 
desired  to  refer  to  the  correspondence  with 
a  given  firm,  or  on  a  given  subject,  to  looK 
in  the  card  index  for  that  card,  note  tue 
number  and  take  the  folder  bearing  that 
number  from  the  cabinet,  and  the  whole 
story,  letters  from  everyone  and  copies  of 
letters  to  everyone  who  has  handled  that 
subject  is  before  you. 

The  writer,  who  has  charge  of  all  filing 
and  handling  of  records  for  the  Maryland 
Steel  Company,  will  describe  as  briefly  as 
possible  the  methods  as  he  employs  them. 
At  the  first  it  must  be  borne  in  mind  that 
no  set  rules  can  be  laid  down  regarding 
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Girard  Building, 

Philadelphia, 

o 

Form  I. 


the  handling  of  correspondence.  The  sys¬ 
tem  must  be  more  or  less  elastic  and  bend 
to  meet  the  requirements  in  each  case. 
What  would  be  a  good  system  for  us 
might  not  do  for  some  other  concern.  The 
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essential  featiues  are,  however,  common 
to  all. 

The  correspondence  at  Sparrows  Point 
is  divided  into  two  distinct  classes  and 
treated  as  such,  first,  the  internal  corres¬ 
pondence,  meaning  that  between  our  own 
people,  whether  at  the  works  or  at  any  of 
the  company’s  various  offices.  The  other 
class  is  known  as  the  foreign  correspond¬ 
ence,  all  that  which  is  not  included  in 
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Form  II. 


Class  1.  One  rule  applies  to  both,  file  the 

correspondence  under  the  subject.  If  H. 

0  ^ 

F.  Jones  Company  writes  to  the  president 
of  our  company  and  asks  for  a  quotation 
on  a  certain  quantity  of  rails,  the  president 
refers  the  inquiry  to  the  superintendent  for 
his  criticism  on  the  section,  chemical  anal¬ 
yses,  etc.,  who  replies  to  same.  After  the 
order  is  placed  there  may  be  several  heads 
of  departments  corresponding  with  Jones 
&  Co.  arranging  the  various  details  of  tests, 
loading  and  shipping,  etc.  A  card  is  made 
for  the  firm  as  shown  by  Fig.  1,  and  placed 
in  the  index.  It  can  be  readily  seen  that 
when  it  is  necessary  to  refer  in  later 
months  to  this  subject,  that  it  is  a  mat¬ 
ter  of  but  a  few  minutes,  to  have  the  whole 
story  before  you,  absolutely  every  scrap 
that  has  ever  been  written  to  anyone  re¬ 
garding  the  order,  as  well  as  all  letters  re¬ 
ceived  from  all  sources. 

The  only  difference  in  handing  the  let¬ 
ters  in  Class  1  and  Class  2,  which  have  no 
definite  subject,  is  this:  that  in  the  inter¬ 
nal  correspondence  the  letters  are  filed  ac¬ 
cording  to  the  person  addressed  and  in 
Class  2  under  the  person  writing.  That  ap¬ 
plies  to  incoming  letters  only.  All  outgo¬ 
ing  letters  are  filed  under  the  person  ad¬ 
dressed.  This  you  will  note  brings  the  cor¬ 
respondence  together.  If  the  superintend¬ 
ent  writes  to  the  president  a  general 
letter,  no  specific  subject,  the  letter  is 


filed  51-M,  51  being  the  president’s  number 
and  M  being  one  of  the  26  alphabetical 
folders  placed  behind  his  folder  to  separate 
the  letters  from  the  different  persons  writ¬ 
ing.  The  president’s  reply  is  attached  to 
the  original  letter  and  the  two  filed  to¬ 
gether. 

If  C.  H.  Smith  (foreign  correspondence; 
writes  to  the  company,  the  letter  is  filed 
under  his  name  and  the  answer  is  likewise 
attached  to  his  letter  and  the  two  filed  to¬ 
gether. 

In  a  correspondence  as  large  as  ours, 
there  are  of  necessity  a  large  number  of 
letters  received  from  parties  from  whom  it 
is  doubtful  if  we  would  ever  hear  again. 
It  would  be  foolish  to  give  a  whole  folder 
to  one  letter  and  its  reply.  To  meet  this 
demand,  we  have  what  we  call  a  miscel¬ 
laneous  file  which  has  an  alphabetical  set 
of  folders  behind  it,  that  is,  an  A-Z  set, 
and  the  miscellaneous  letters  are  filed  here 
according  to  the  initial  letter  of  the  cor¬ 
respondent.  For  example :  The  number 
is  1344.  C.  H.  Shriver  writes  us  and  a 
reply  is  made  to  his  letter.  In  the  opinion 
of  the  filing  clerk  the  letter  or  matter  dis¬ 
cussed  is  dead,  that  is  all  there  is  apt  to  be ; 
he  marks  the  letter  1344-S  and  files  it  in 
the  “S”  folder  back  of  1344.  A  yellow 
card  is  made,  however,  and  put  in  the  in¬ 
dex  like  Fig.  2,  the  date  beneath  the  file 
number  showing  when  that  subject  or  cor- 
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respondence  was  started.  In  case  it  should 
later  develop  into  something  serious,  the 
filing  clerk  would  not  have  to  examine  let¬ 
ters  in  that  miscellaneous  folder  back  of 
that  date. 

It  was  suggested  that  it  was  a  useless 
waste  of  time,  cards  and  material,  to  write 
a  card  for  each  miscellaneous  correspond¬ 
ent,  but  the  writer  has  found  that  it  pays 
and  for  this  reason :  your  card  index  is 
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THE 

LOFTIS  SYSTEM 
^AT  CHRISTMAS  TIMe' 

is  a  great  and  timely  convenience  to  thous¬ 
ands.  It  enables  persons  in  all  circumstances  ’ 
to  make  beautiful  and  appropriate  Christmas 
Gifts  -with  a  very  small  initial  cash  outlay. 

Everyone  at  Christmas  time  is  anxious  to  give 
to  their  loved  ones  handsome  Christmas  Presents 
but  it  is  not  always  convenient.  The  Loftis  System 
^of  Credit,  means  convenience.  Diamonds,  Watches 

and  Handsome  Jewelry  of  all  kinds  for  Christmas  Pres¬ 
ents  on  convenient  terms. 

You  Arc  Welcome  to  Credit  are  a  moderate  salaried  , 

■thlj®r  earnln?s®™  inc'^oml  not  thlifk  ^b/ad jousting  term Jto  nilet  > 

Our  Christmas  Cataloaue  ever  n 

of  Gems.F.ne  Watches  and  miscellaneous  Jewel'l  l glance  through  the  wealth 
entsiorall.  Diamond  Rings  Brooches  and  Pln.i  ^  pages.  Beautiful  Xmas  pres- 

Scarf  Ptos,  Fl„«  “““““'I 

ppete'/^vVyeuSand  wewmSdvo™'‘a°?l*drvo5m,^^^^^^  !>*«“  «' ■>e"'elT  you 

[  It  thoroughly.  You  are  perfectly  free  Examine 

risks,  wl  deliver  goods^iny  whe^re  In  thrUnfcd  States.'’  take  all 

means  eoiive^lcnee.°^Every  tran^actl'on^s'^fn^lm^^nrmTin'^^  with  the  famous  Loftis  System.  Remember  It 

,  Uvery.  You  retain  the  article,  sending  balance  in  eight  eq^armon^hS^^SAn/rec? 

Cash  Buyers  mLnond  pay  cash  for  any 

and  give  you  spot  cash  for  all  you  paid— \ess  te^  per  ^ent*^*Vnn*^mi^hI^f  back  at  any  time  within  one  year, 

a  year,  then  send  it  back  to  us  and^t  lorty-flve  dollars  dollar  Diamon  for 

year,  ,es,.u„  tea  ce..,.  week.y.  lo 

uiamonds  As  An  Investment  j^^^^'easing  m  value  every 

they  will  advance  twenty  per  cent  in  vahip^diirino-Tuf Journal  says  in  an  editorial  that 
is  there  so  acceptable  and  so  profitable  1  Write  Ldaribl.''cffitm“s‘'ca*ia^ 

Do  Your  Christmas  ShoDoina  Now  Dt  it  conveniently  and  leisurely  in  the  privacy 

mas  rush  Is  on.  Now  Is  the  time  to  secu^  the  choice  '^^‘1'  until  theChrist- 

goods.  Write  Tod'Iy  for  or  mrUani-me"cL7sVm^^^^ 

A  Test  of  Merit.  yrrTur^Ss'^nrre^^^'I'*'''®^'’!’'*  bond’s  Fair  last 

highest  award  given  to  any  Ixhlb^Lf  No  methods  won  the  Gold  Medal,  the 

glveu.  Wrf.e‘^T«d.‘rfSr.^r''ir;ilL7.‘.rrcVr^^^^^^^^  ««•'"*  “““  »» 

Our  Reliability.  ]nfn''arBradst’reet''r^^  consult  their  commercial  gu.des 

questioned.  We  give  a  signed  guarantee  as  to  the  onaPt  responsibility  and  promptnecs  are  un- 

&,a..oud  w,  sA  may  fe  e"xSrg?rar,'u°,,%X*'l?.\^"Tfr 

WRITE  TODAY  FOR  OUR  CHRISTMAS  CATALOGUE. 

IaFTI  C  diamond  cutters 

I  1 4^  Watchmakers,  Jewelers 

^LhI  RDAC  Q  rf\  Dept.  M-39, 92  to  98  State  St. 

■■1  dKUw  &  LU.  1858  CHICAGO}  ILLINOIS,  U.S.A. 


The  Gold  Medal 
Hiijhest  Award 
which  W6  won  at 
the  World’s  Fair, 
St.  Louis. 
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then  an  index  to  your  correspondence.  If 
you  do  not  have  the  man’s  card,  you  do  not 
have  any  letters  from  him.  It  often  hap¬ 
pens  that  a  head  of  a  department  will  re¬ 
ceive  letters  and  hold  them  on  his  desk  for 
several  days,  possibly  weeks,  and  then 
thinking  they  had  been  filed,  would  call  on 
the  filing  clerk  for  them.  If  he  did  not 
index  every  correspondent,  no  matter  how 
obscure,  he  would  have  no  protection. 

In  order  to  keep  “tab”  of  the  correspon¬ 
dence,  when  a  head  of  a  department  re¬ 


quires  the  correspondence  on  a  certain  sub¬ 
ject  he  fills  in  a  form  and  sends  it  to  the 
filing  clerk,  who  will  hand  out  the  letter 
or  folder  asked  for,  noting  on  the  slip  the 
time  same  is  done  and  file  same  on  his 
desk  before  him  in  case  of  anyone  else  ask¬ 
ing  for  the  same  correspondence,  and  same 
is  missing  from  the  file,  he  can  account 
for  it. 

One  of  the  best  features  of  this  system 
is  the  unlimited  amount  of  cross  indexing 
that  can  be  done.  A  firm  will  have  a  cer¬ 
tain  number,  shown  on  a  white  card,  and 
each  individual  member  of  the  firm  will 
have  a  yellow  card  bearing  the  same  num- 
.  ber  filed  in  its  proper  alphabetical  place  in 
the  index.  (Fig.  4.) 

Subjects  like  cord  wood  dealers,  scrap 
buyers,  sand  dealers,  are  all  filed  alpha¬ 
betically,  and  on  each  card  is  a  list  of  per¬ 
sons  or  firms  dealing  in  that  special  mat¬ 
ter,  with  their  file  numbers.  (Fig.  3.) 
If  the  store-keeper  wants  to  write  to  a 
number  of  scrap  men  asking  for  quotations 
on  a  car  load  of  scrap,  he  has  but  to  turn 


to  the  card  “Scrap  Buyers,”  and  he  has  the 
list  complete. 

This  matter  of  cross  indexing  can  be 
carried  to  any  extent.  Sometimes  it  is  car¬ 
ried  too  far  and  is  confusing,  but  when 
properly  used  is  one  of  the  greatest  aids  to 
successful  filing. 

When  a  folder  in  the  cabinet  gets  too 
full  of  letters  (and  some  fill  up  rapidly), 
they  are  transferred  to  a  regular  box  file 
which  is  given  the  same  number,  and  filed 
away  in  numerical  order  in  a  fire-proof 
vault  built  separate  and  removed  from  the 
building. 

If  the  letters  in  the  folders  do  not  go 
back  far  enough,  it  is  merely  a  matter  of 
getting  the  box  of  the  same  number.  When 
the  boxes  get  full,  as  they  frequently  do, 
they  are  numbered,  1,  2,  etc. 

The  equipment  oi  the  filing  system  is 
simple,  one  16  drawer  cabinet  taking  500 
folders  in  each  drawer,  one  12  drawer  in¬ 
dex  cabinet  and  the  required  amount  of 
cards.  The  equipment  in  use  here  was 
furnished  by  the  Library  Bureau  of  Phila¬ 
delphia. 

Tab  cards  can  be  used  to  good  advantage 
both  in  filing  cabinet  and  in  the  index 
itself.  These  tabs  cut  to  fifths  will  mark 
the  location  of  a  card  or  folder  that  is  re¬ 
ferred  to  frequently  and  will  save  consid¬ 
erable  time. 

Since  this  system  was  started  in  1902  we 
have  about  2,700  subjects.  Our  system  of 
miscellaneous  letters  described  above  has 
saved  us  a  large  number  of  folders.  Had 
we  given  each  correspondent  a  separate 
folder,  as  is  usually  the  case  in  these  sys- 

MARYLAND  STEEL  COMPANY 


Sparrow’s  Point,  Md., . 190.. 

Filing  and  Mailing  Dept.: 

Please  deliver  correspondence  relative  to 


Delivered 


. Signed 

.  M. 

Form  V. 


terns,  we  would  have  had  our  cabinet  full 
and  bought  a  new  one. 

The  letters  are  filed  once  a  day  by  the 
filing  clerk  who,  with  the  index  before  him, 
marks  dhe  number  on  each  letter  in  the 
upper  right  hand  corner,  and  later  puts  them 
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Do  you  keep  your  Prices,  Costs  and  other 
Records  in  the  most  convenient, 

accessible  form  ? 

Or  have  you  been  using  bound  books  for  important  data?— If  so,  you  have  ex¬ 
perienced  difficulty  and  trouble  in  finding  certain  items  and  loss  of  time  in  look¬ 
ing  over  obsolete  entries. 

C.  If  you  had  the ‘-UNIMATIC’’ Book  In  use,  all  obsolete  and  out  of  date  matter 
could  be  instantly  removed  and  new  sheets  inserted.  The  “Unimatic”  Book  is 
self  indexing  and  any  subject  may  be  referred  to  instantly.  Also  it  is  perfectly 
.  opening  and  the  sheets  may  be  written  on  from  edge  to  edge.  Being  bound 
in  genuine,  flexible  black  seal  grain  cowhide  leather  and  having  a  strong  simple 
mechanism,  positive  in  action,  it  will  last  a  life-time. 

d.  These  are  not  all  the  good  points  about  the  “Unimatic”  Book.  Select  and 
order  a  sample,  and  if  it  is  not  better  than  you  expected,  return  it  at  our  expense. 


d,  A  slight  pull  on  the  metal  slide  opens  the  3  rings  simultaneously — a  push 
closes  them. 

Write  for  32-page  catalogue  of  S.  &  T.  Loose  Sheet  Devices 


Sieber  &  Trussell  Mfg.  Co., 


4004 


Laclede  Avenue 

Largest  Exclusive  Manufacturers  of  Loose  Leaf  Devices 


St.  Louis,  Mo. 
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in  their  proper  folders  as  indicated  by  the 
figures.  This  should  be  done  every  day, 
particularly  where  correspondence  is  large, 
or  it  will  soon  get  ahead  of  you.  The 
same  applies  to  writing  cards  for  new  sub¬ 
jects  or  correspondents.  New  subjects  will 
sometimes  lay  on  the  filing  clerk’s  desk  for 
a  day  or  two  awaiting  an  opportunity  to 
index  them.  In  the  meantime  these  very 
letters  may  be  required  by  an  officer  of  the 
plant,  the  index  doesn’t  show  where  they 
are  for  they  are  not  indexed,  then  it  is  up 
to  someone  to  explain.  If  a  filing  clerk 
has  good  judgment,  and  is  careful,  the  sys¬ 
tem  will  easily  run  itself  and  give  entire 
satisfaction. 

Vertical  Filing. 

BY  L.  C.  ALLEN. 

The  subject  of  Vertical  Filing  has  been 
broached  to  almost  every  prominent 
business  man  in  this  country,  either  by 
mail  or  personal  solicitation,  and  has  been 
incorporated  into  business  of  every  kind 
during  the  last  few  years  with  varying 
success.  It  has  been  the  “secret  mixture” 
or  “trump  card”  of  many  an  expert,  who, 
in  his  audience  with  the  business  man  has 
painted  in  golden  colors  a  picture  of  the 
result  of  the  use  of  his  wonderful  system. 

In  this  article  we  will  confine  ourselves 
to  vertical  filing,  its  uses  and  abuses,  and 
try  to  help  to  an  understanding  of  the 
subject  those  who  already  have  a  system 
that  is  not  a  complete  success,  and  also 
those  who  are  deterred  from  employing 
this  method  of  filing  in  their  business  be¬ 
cause  of  the  knowledge  that  it  has  proven 
a  failure  in  the  business  of  some  of  their 
associates. 

Vertical  filing,  if  made  a  study  of,  and 
applied  with  intelligence  to  a  business,  will 
benefit  that  business  more  than  any  single 
improvement  that  can  be  made  for  a  like 
expenditure  of  time  and  money.  The  com¬ 
plaints  that  have  been  brought  to  my  no¬ 
tice  and  the  disadvantages  that  have  been 
talked  about  are  not  due  to  the  system  but 
to  the  application.  I  do  not  venture  to 
suggest  a  system  that  will  apply  in  every 
case,  but  will  try  to  present  the  different 
schemes  of  indexing  in  such  a  way  that  a 
person  can  select  the  one  best  suited  to  his 
needs. 

Perhaps  the  oldest  system  of  vertical  fil¬ 
ing  was  the  idea  of  filing  documents  ver¬ 
tically.  Legal  documents,  contracts  and 


other  papers  of  a  like  nature  were  filed 
vertically  because,  in  folding,  a  space  is 
left  on  the  cover  for  writing  the  date,  sub¬ 
ject,  and  enough  explanatory  matter  to  tell 
what  the  cover  incloses  without  going  to 
the  trouble  of  reading  the  papers.  Custom  • 
put  this  subject  matter  in  such  a  place  that 
it  was  easier  to  read  the  title  if  the  docu¬ 
ments  were  filed  vertically,  and  it  also 
helps  to  keep  the  dust  of  time  from  destroy¬ 
ing  any  part  of  the  papers  except  the  edges. 
This  makes  the  papers  clean  to  handle.  So 
that  the  first  point  in  favor  of  vertical  filing 
is  that  the  dirt  does  not  accumulate  on  any 
of  the  papers  or  outer  covers,  but  falls  to 
the  bottom  of  the  receptacle  that  hold.'; 
them. 

A  single  vertical  file  drawer  of  standard 
depth  will  hold  approximately  nine  times 
as  much  correspondence  as  any  standard 
horizontal  drawer  on  the  market.  This 
eliminates  a  great  part  of  the  transferring 
and  simplifies  the  reference  materially. 
The  drawer  of  most  horizontal  systems  can 
be  taken  from  the  case  and  here  arises  the 
danger  of  spilling  all  the  papers.  Such  an 
accident  would  necessitate  assorting  the  en¬ 
tire  correspondence  of  the  drawer.  In  the 
vertical  system  the  danger  of  spilling  the 
contents  of  more  than  one  folder  at  a  time 
is  remote. 

The  vertical  system  accommodates  a  sep¬ 
arate  folder  or  folders  for  each  subject, 
letter  of  the  alphabet,  firm,  or  individual, 
as  the  case  may  be,  enabling  a  number  of 
persons  at  the  same  time  to  secure  all  the 
correspondence  relating  to  the  particular 
problem  they  are  dealing  with,  without  in 
any  way  interfering  with  one  another. 

The  floor  space  taken  up  is  much  in  favor 
of  the  vertical  file  with  the  same  volume  of 
correspondence. 

In  laying  out  a  system  for  handling  cor¬ 
respondence,  the  management  of  a  con¬ 
cern  interested  should  investigate  the  dif¬ 
ferent  ways  of  indexing  and  select  the 
one  best  suited  to  its  needs. 

Some  catalogs  on  the  subject  of  vertical 
filing  place  what  is  called  the  Numerical 
System  at  the  head  of  the  list,  and  make 
extravagant  claims  for  it  in  systematizing."' 
the  business  of  concerns  that  have  a  large 
volume  of  correspondence. 

Briefly  describing  the  numerical  system 
of  filing  I  will  use  the  substance  of  an  arti¬ 
cle  written  by  a  concern  who  are  very  en-' 
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Why  Don’t  You  ? 


O  Book-Keeper  Readers ; 

For  several  months  advertisements 
have  been  appearing  in  this  magazine 
in  regard  to  The  Success  Shorthand 
School,  and  by  citing  what  others  have 
done,  we  have  endeavored  to  inspire  yon 
with  a  desire  to  follow  in  the  foot-steps  of 
those  who  have  found  success  through  our 
institution. 

We  have  shown  you  that  our  school  is 
the  only  one  presided  over  by  expert  short¬ 
hand  writers — men  who  are  qualified  to  do 
the  most  expert  work.  We  have  shown 
you  that,  because  of  the  ability  of  our  in¬ 
structors,  we  have  built  up  the  largest 
shorthand  business  in  the  world,  doing 
$100,000  worth  of  shorthand  work  each 
jear.  We  have  shown  you  that  we  are 
competent  to  impart  this  expert  knowledge 
of  shorthand  to  others — for  our  graduates 
are  so  expert  that  they  have  broken  all 
shorthand  records.  We  have  shown  you 
that  we  are  responsible,  for  we  are  en¬ 
dorsed  by  eminent  judges  of  courts,  law¬ 
yers  and  prominent  business  men  of  Chi¬ 
cago,  and  by  every  pupil  with  whom  we 
have  done  business.  We  have  shown  you 
that,  although  our  institution  is  but  two 
years  old,  we  have  turned  out  more  grad¬ 
uates,  now  getting  $25  a  week  and  more, 
than  any  other  school  in  the  world,  no 
matter  how  long  it  has  been  in  existence. 
We  have  guaranteed  our  instruction,  for 
we  give  every  accepted  pupil  an  agreement 
to  return  money  in  case  of  dissatisfaction. 
We  have  shown  you  that  in  case  you  are 
accepted  you  will  succeed,  for  we  do  not 
accept  applicants  who  are  not  qualified. 
Why,  then,  do  we  not  hear  from  you  ? 

Is  it  because  you  have  no  knowledge  of 
shorthand?  Roy  L.  Sanner,  the  official  re¬ 
porter  of  the  Circuit  Court  of  Decatur,  III, 
a  place  worth  $3,000  a  year — was  in  the 
same  position  nine  months  before  he  re¬ 
ceived  his  appointment.  George  L.  Gray, 
the  18-year-old  official  reporter  of  the 
Fourth  Judicial  District  of  Iowa— a  place 

worth  about  the  same  amount — knew  noth- 

« 

mg  of  shorthand  a  year  before  he  helped 
break  the  world’s  shorthand  record.  War¬ 
ren  Hannum,  Lancaster,  Wis.,  studied  at  his 


home  while  attending  high  school,  and  when 
he  had  finished  his  studies  in  school  was 
ready  for  an  officialship — and  he  got  it. 
Hundreds  of  others  had  no  knowledge  of 
shorthand  when  they  began  the  study  and 
are  now  holding  good  positions.  Do  not 
discount  your  intellect.  If  they  have  done 
this,  can’t  you? 

Or  is  it  because  you  think  that  as  you 
now  have  a  knowledge  of  shorthand  you 
should  study  no  more?  “Fools  alone  com¬ 
plete  their  education  ]  wise  men  are  always 
learning.”  James  A.  Lord,  official  re¬ 
porter  at  Waco,  Texas,  was  an  expert  for 
twenty  years  before  taking  up  this  course, 
but  we  improved  him  so  that  he  wrote 
faster  and  more  legible  shorthand.  He 
makes  $6,000  a  year.  Gordon  L.  Elliott, 
official  reporter.  Mason  City,  Iowa;  W.  F. 
Cooper,  official  reporter,  Tucson,  Arizona; 
Charles  E.  Pickle,  official  reporter,  Austin, 
Texas;  Walter  S.  Taylor,  official  reporter, 
Duluth,  Minn.;  Charles  E.  Sackett,  court 
reporter,  Butte,  Mont.;  J,  M.  McLaugh¬ 
lin,  official  reporter,  Burlington,  la.  (You 
will  note  that  we  give  their  addresses)  — 
all  old  shorthand  reporters,  earning  thous¬ 
ands  each  year  because  of  their  ability, 
have  had  their  writing  improved  by  tak¬ 
ing  this  course  by  home  study.  Now,  Mr. 
or  Miss  Stenographer,  if  these  experts  can 
afford  to  take  this  course,  and  are  helped 
by  it,  how  about  you? 

Now,  let  us  get  down  to  brass  tacks. 
The  time  you  throw  away  each  day,  if  de- 
^voted  to  this  study  of  our  expert  short¬ 
hand  system,  will  make  you  competent  to 
enter  this  fascinating,  elevating  and  lucra¬ 
tive  profession.  Write  to  us  and  we  will 
show  you  how  it  is  done.  We  will  send 
you  the  most  elegant  shorthand  prospectus 
ever  published,  a  copy  of  our  agreement  to 
return  money  in  case  of  dissatisfaction, 
and  newspaper  and  magazine  accounts  of 
how  our  graduates  broke  all  shorthand 
records.  If  you  are  a  stenographer,  tell' us 
the  system  you  use.  A  two-cent  stamp  may 
be  the  means  of  changing  your  entire  fu¬ 
ture.  Don’t  put  off — do  it  today,  address¬ 
ing  Success  Shorthand  School,  Suite  111, 

79  Clark  Street,  Chicago,  Ill. 
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thusiastic  over  the  numerical  system  and 
advocate  it  for  everything. 

The  numerical  system  of  filing  uses  an 
auxiliary  in  the  form  of  a  card  index.  The 
cards  are  numbered  from  one  upward  and 
the  folders  for  holding  the  matter  to  be  filed 
are  also  numbered  from  one  upward.  A 
letter  coming  in  is  written  upon  a  card 
which  is  filed  alphabetically.  The  letter 
with  a  copy  ot  the  reply  is  then  inserted  in 
the  folder  the  number  of  which  corresponds 
with  the  guide  card.  To  facilitate  the 
search  for  a  folder  number,  numerical 
guides  numbered  by  tens  are  placed  at  regu¬ 
lar  intervals  in  the  letter  drawers.  To  fur¬ 
ther  increase  the.  efficiency  of  this  system 
the  subject  to  which  the  letter  refers  is 
written  upon  a  card  of  a  different  color  and 
indexed  alphabetically  or  by  writing  the 
subject  on  the  projection  of  a  guide  card. 
A  person  in  search  of  a  particular  subject 
on  finding  the  card  relating  to  that  subject 
is  directed  to  the  letter  drawers  by  the  num¬ 
ber  on  the  card,  which  is,  of  course,  the 
same  as  that  to  be  found  on  the  letter 
folder.  A  step  further  in  this  direction  is 
made  by  indexing  all  the  letters  received  on 
a  certain  date  on  a  card  or  cards  and  filing 
in  the  card  index  drawers. 

Another  point  made  that  sounds  nice  is 
the  instance  where  some  company  official 
writes  a  letter  on  the  company’s  letter¬ 
head  and  it  is  desired  to  index  so  that  ref¬ 
erence  can  be  made  to  it  either  by  knowing 
the  firm’s  name,  or  by  knowing  the  official’s 
name  who  wrote  the  letter.  The  letter,  of 
course,  would  be  filed  under  the  name  of  the 
firm  on  whose  letter-head  the  correspond¬ 
ence  was  written.  This  would  lose  to  refer¬ 
ence  the  name  of  the  company  official  if 
another  card  were  not  made  out  recording 
his  connection  with  the  company  and  giv¬ 
ing  a  record  of  his  correspondence.  As  an 
illustration  of  this  point,  nearly  all  the  cata¬ 
logs  give  an  instance  where  John  Smith, 
an  official  of  the  Big  Coal  Company,  writes 
a  letter  in  the  interest  of  the  company.  The 
letter  is  put  in  the  folder  assigned  to  the 
Big  Coal  Company,  number  121,  and  a  card 
put  in  the  index  in  the  ordinary  way.  A 
card  is  then  made  out  giving  the  name  of 
John  Smith,  but  bearing  the  number  of  the 
Big  Coal  Company  folder  number  121. 
This  card  gives  the  official  title  of  John 
Smith,  his  address,  etc.  Mr.  John  Smith 
may  also  have  correspondence  with  the  firm 
of  a  personal  nature.  If  this  occurs  he  has 


assigned  to  him  another  folder  and  a  sub¬ 
ject  card  made  out.  The  card  giving  his 
name  in  the  alphabetical  index  is  found  and 
the  number  of  the  folder  in  which  his  cor¬ 
respondence  is  put  is  entered  on  his  card 
with  a  few  words  relating  to  the  subject  of 
his  correspondence,  so  that  the  one  in 
search  can  determine  whether  they  should 
go  to  the  folder  assigned  to  the  Big  Coal 
Company  or  to  the  folder  that  bears  the 
name  of  John  Smith. 

This  system  in  its  entirety  has  been  tried 
by  a  number  of  large  corporations,  but  in 
most  instances  modified  in  some  way  so  as 
to  secure  good  results. 

The  system  as  above  given  will  recom¬ 
mend  itself  to  a  firm  whose  correspondence 
is  carried  on  with  comparatively  few  cor¬ 
respondents,  whether  their  business  be 
large  or  small,  but  the  index  cards  will  ac¬ 
cumulate  too  fast  and  prove  too  large  a 
proposition  for  the  filing  force  of  a  com¬ 
pany  whose  salesmen  and  agents  refer  in 
their  letters  and  reports  to  sometimes  as 
many  as  a  dozen  different  subjects. 

In  defense  of  the  auxiliarv  card  index 
those  who  advocate  it  say  that  it  also  acts 
as  a  mailing  list,  customers’  record,  etc. 
But  almost  always  the  filing  case  is  far 
away  from  the  busy  man  who  wants  this 
information  and  he  has  not  the  time  to  send 
for  every  card  he  wants,  or,  if  he  did  send 
tor  a  number  of  cards  and  had  them  out  of 
their  proper  place,  how  could  anyone  in 
search  of  a  letter  noted  on  the  cards  that 
are  out,  find  that  particular  letter? 

A  number  of  arguments  could  be  ad¬ 
vanced  against  the  numerical  system,  but 
we  leave  the  rest  unsaid. 

The  alphabetical  system  is  a  system  that 
uses  a  number  of  paper  partitions  or  divi¬ 
sion  sheets  with  projecting  tabs.  These 
tabs  bear  different  parts  of  the  alphabet, 
the  alphabet  being  divided  into  anywhere 
from  five  to  a  thousand  parts.  Two  corre¬ 
spondents  are  divided  into  two  classes, 
large  and  small.  If  the  volume  of  corre¬ 
spondence  warrants  it  a  correspondent  is 
given  a  folder.  If  his  correspondence  be 
small  it  is  filed  together  with  its  reply  in  a 
general  folder.  In  both  cases  the  folders 
go  back  of  the  guide  which  designates  the 
part  of  the  alphabet  the  name  or  title  of 
the  correspondent  is  nearest  to.  This  is 
the  alphabetical  system  in  its  simplicity. 

Now  for  a  way  to  index  by  subject  those 
letters  that  are  worth  a  reply.  Let  us  have 
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WHEN  the  American  public  really  demand 
anything,  and  keep  on  demanding  until 
they  get  it,  it  certainly  must  be  some¬ 
thing  worth  having. 

That  something,  in  the  present  instance,  is 
old-line  life  insurance  with  low  premiums  which 
may  be  deposited  in  small  monthly  sums 
If  you  only  knew  exactly  what  membership 
in  the  Life-Insurance  Club  of  New  York  means 
to  you: 

If  you  only  knew  our  system,  which  renders 
a  life-insurance  agent  unnecessary,  thereby  sav¬ 
ing  the  policy-holder  a  large  amount  which 
other  insurance  companies  have  to  pay  out  in 
commissions  and  for  the  maintenance  of  branch 
offices,  etc.; 

If  you  only  knew  the  special  privileges  en¬ 
joyed  by  members  of  the  Club — privileges 
which  are  denied  insurers  by  all  other  com¬ 
panies; 

'If  you  only  knew  the  advantages  of  setting 
aside  a  small  portion  of  your  savings  in  the 
Club  way,  which  is  better  than  a  savings  bank 
and  better  than  most  forms  of  investment; 

If  you  only  knew  how  far  ahead  of  other 


insurance  policies  the  Club  policies  really  are, 
you  would  write  at  once  for  particulars. 

They  will  be  sent  you-  by  mail  only,  as  the 
Club  has  no  agents. 

In  order  that  we  may  quote  you  the  premium 
rate  for  your  age,  and  give  you  detailed  par¬ 
ticulars  of  membership,  please  do  not  fail  to 
answer  in  your  first  letter  the  two  following 
questions: 

1st.  What  is  your  occupation? 

2d.  What  is  the  exact  date  of  your  birth? 

This  is  an  insurance  opportunity  which  you 
ought  not  to  miss.  The  men,  women,  and 
young  people  who  are  reaching  out  for  mem¬ 
bership  in  the  Life-Insurance  Club  of  New  York 
are  delighted  with  what  they  are  obtaining. 

When  you  write,  kindly  mention  The  Busi¬ 
ness  Man’s  Magazine,  and  we  shall  be  pleased 
to  send  you  a  free  subscription  to  the  “Licny 
Dial,”  a  bright  little  magazine  for  men  and 
women  who  appreciate  economy  in  life-insur¬ 
ance.  Address  Life-Insurance  Club  of  New 
York  (Business  Man’s  Magazine  Section),  Rich¬ 
ard  Wightman,  President,  425  Fifth  Avenue, 
New  York. 
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the  stenographer  make  two  copies  of  all 
replies  we  send  out  by  the  carbon  method. 
Now  if  we  file  one  copy  alphabetically  we 
have  another  copy  which  we  can  file  by  sub¬ 
ject.  In  case  it  is  necessary  to  file  by  date 
also,  make  three  copies  instead  of  two,  and 
put  the  third  copy  back  of  the  guide  bearing 
the  date.  It  is  economical  in  the  long  run 
to  do  this  rather  than  keep  up  a  card  sys¬ 
tem.  The  paper  will  cost  less  than  the 
smallest  cards.  The  sheets  are  a  good  deal 
larger  but  they  are  also  several  degrees 
lighter,  so  that  the  space  occupied  is  really 
in  favor  of  the  thin  copy  except  wheic  oii^ 
card  is  used  to  index  a  number  of  letters 
on  the  same  subject.  Experience  will 
recommend  the  indexing  of  all  correspond¬ 
ents  alphabetically  until  the  number  of  let¬ 
ters  warrants  assigning  them  to  a  separate 
folder.  Even  in  the  numerical  system 
officials  find  and  advocate  the  filing  of  cor¬ 
respondence  by  subject  as  it  takes  care  ot 
their  needs  better  than  any  other  system. 

Correspondence  filed  by  date  only  in 
paper  transfer  cases  has  made  many  a  man 
gray  before  his  time,  whether  filed  vertically 
or  horizontally. 

Filing  geographically  solves  the  problem 
in  lots  of  cases.  The  guides  in  this  case 
indicate  the  locality  from  which  the  letter 
came.  It  may  be  a  street  or  town.  It  may 
be  a  county  or  state,  according  to  man’s 
business  requirements.  Even  the  street 
numbers  are  sometimes  used  m  a  system  ot 
this  kind. 

The  geographical  system  has  its  recom¬ 
mendations  where  salesmen  are  employed, 
as  each  salesman’s  territory  is  kept  separate. 

.  In  sorne  cases  a  combination  of  the  alpha¬ 
betical  and  the  geographical  proves  an  ideal 
system. 

A  mail-order  business  with  an  advei- 
tiser  working  over  a  large  territory  will 
find  a  system  along  these  lines  of  great 
value  in  determining  the  results  of  his  can¬ 
vass. 

There  are  many  other  points  that  can  be 
brought  up  in  favor  of  each  system  and  in 
going  over  your  filing  problems  weigh  them 
all.  Don’t  underestimate  your  require¬ 
ments.  Get  an  equipment  large  enough  to 
provide  for  possible  future  requirements, 
because  the  larger  the  cabinet  the  less  you 
will  have  to  transfer.  The  way  to  tell  about 
how  large  a  cabinet  one  should  purchase  is 
to  divide  by  ten  the  average  correspondence 
daily  received,  and  the  result  will  be  the 


number  of  drawers  necessary  for  a  year’s 
correspondence  in  the  vertical  file. 

One  thing  more.  The  best  is  the  cheap¬ 
est  in  the  long  run.  Inferior  goods  and 
workmanship  in  no  part  of  a  business  show 
up  more  than  in  a  filing  system,  and  this 
is  one  of  the  reasons  so  many  equipments 
are  failures.  Another  thing  often  lost  sight 
of  is  the  number  of  inches  of  filing  space 
available  in  a  cabinet. 

Last  but  not  least,  don’t  make  a  fad  of 
vertical  filing  and  file  yourself  vertically  all 
night  trying  to  work  out  an  ideal  system. 


A  System  for  Electros. 


BY  S.  A.  HALE. 


By  the  employment  of  this  system  one 
can  tell  instantly  the  location  of  every 
electro  in  the  establishment — how 
many  electros  on  any  subject — cost,  size, 
quality,  and  source  of  each  electro — all  this 
may  be  done  without  ever  going  to  the 
electro  cabinet. 

Perhaps  one  of  the  greatest  scourges  of 
the  mail-order  man  is  keeping  track  of  the 
advertising  electros,  many  of  which  are 


Electro  No.  47 

GENERAL  MAIL  MERCHANDISE  CO. 
New  Orleans,  La. 

Form  I. 

quite  expensive.  However  by  the  use  of 
the  system  herein  described  this  scourge  is 
done  away  with. 

The  forms  illustrated  are  in  themselves 
almost  self  explanatory  but  to  clearly  de- 


ELECtRO  CARD 


Electro  No.  47_ Cost  .tn  7  .CTt 

Source;  Buchet-  Engraving  Co.,  Colombui;,  (TKtn. 

DESCRIPTION 

Buggy  (Catedogue  #7A  522)  Outline  gear. 

150  line  screen,  from  drawing 
Size  5"  X  4"  Points  excellent  (especially 
on  high  grade  paper,  book  and  enamel . 


Form  II. 


fine  their  use  we  will  go  through  an  imag¬ 
inary  transaction. 

The  General  ‘Mail  Merchandise  Company 
have  a  particularly  fine  buggy  which  is 
known  as  the  Winthrop  Special.  A  cut  of 
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loTifrU. 
a  pi? 
apt 
‘'lie 
his 

for 
^nable 
|l  but 
'Iven 
r  col' 
lioue 
opor%, 
cost 
good 

Ibehalf 
%  tel* 


AN  EDUCATION,  BY  AUI. 
MEANS,  IP  YOU  can. 

W.  R.  Hearst,  Editor  Evening  Journal : 

Dear  Sir I  have  been  a  constant  reader  ^ 

of  the  Evening  Journal  ^  t 

years  and  have  read  the  hind  advice  that,^ 
you  give  to  others.  I  am  a  young  man  o 
eighteen.  Five  years  ago  I  left  the  public  ^ 
school,  having  become  tired  «tudylng^  ^ 
Now  I  see  many  of  my  friends  who  have 
got  an  education  and  become  doctors, 
vers  civil  engineers,  etc.,  and  have  changed 
my  mind  and  ahould  like  td  continue  study¬ 
ing  to  fit  myself  for  teacher  or  engineer  or 
something  that  would  me  to  parn^ 

better  living  In  the  future.  J  nave  U-m 
worTfnJ'TT  various  factories,  with  no  pros* 
pact  of  advancement  and  would  Hke  your 
,«vlce  on  this  ^  ^ 

I  NO  ATTENTION  PAID  TO  COMMENT 

1  .  CATIONS  unsigned.  :v;- 


IV 


better 
liviiv^ 

9 


This  letter  from  a  young  man  to  the  editor  of  the 
New  York  Ev^ening  Journal  voices  the  need  of  thousands 
upon  thousands  just  like  him.  Fortunately  there  IS  a  way  for 
this  man  or  any  other  man,  no  matter  how  apparently  helpless 
his  lot,  to  get  a  special  training  and  earn  a  comfortable,  yes, 
even  a  luxurious  living  in  his  chosen  line  of  work. 

It  was  to  help  such  men  that  the  International  Correspondence 
Schools  were  founded  14  years  ago.  It  w^as  to  give  such  men  every  facility  for 
self-advancement  that  $5,000,000  has  been  invested  in  buildings,  equipment 
and  text  books.  It  is  to  answer 
that  vital  question  “How  can  I 
earn  a  better  living**  that  the 
coupon  here  shown  is  provided. 

If  you  want  to  know  how  you 
can  qualify  to  rise  in  a  preferred 
line  of  work,  without  loss  of  time; 
without  leaving  home ;  without 
worrying  about  the  cost,  mark  on 
the  coupon  the  occupation  you  pre¬ 
fer  and  mail  it  to  the  I.  C.  S.  In 
return  they  will  show  you  how 
thousands  just  like  you  have  been 
helped  to  succeed  and  how  you, 
too,  can  become  just  as  much  of  a 
success  as  vou  desire. 


No  Text  Hooks  to  Buy. 


Internajon^l  Correspondence  Schools, 

Bo.xl0?6,  SCRANTON.  PA. 

Please  explain,  without  further  obligation  on  my  part 
how  1  can  qualify  for  a  larger  salary  in  the  posi- 


Rook  keeper 

Meeli.ni.  l>ri;f Isiiinn 

Stenographer 

Telepii  one  Enirlneer 

AdvrrtUriiieiit  Wrller 

Elee.  Liichtinic  Supt. 

Show  Card  Writer 

1  Meehan.  Engineer 

Window  T'rimmer 

►•iirveyor 

Ornnmrntnl  Designer 

Stationary  Engineei 

Illustrator 

Ci\  II  Entiiiieer 

Civil  .'«er\lec 

lliiildlntr  Contractoi 

Chemist 

Architec’l  Draftsman 

Textile  Mill  Supt. 

A  rchiteet 

Electrieian 

Structural  Engliieei 

Elec.  I.iiglneer 

Bridge  Engineer 

1  oremnti  Pluniher  | 

.Olniii!;  Engineer 

Name 

Street  and  No. 

City _ 


_ State _ 


1 
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SUBJECT  CARD 

Subject  i _ VehieleB _ _ 

Electros  Nos.  3  -  7  -  31  -  47  -  48  -  49  -  59  -  103  - 


Form  III. 

this  is  made  by  the  engraving  company. 
When  the  electro  company  send  the  engrav¬ 
ing  the  man  in  charge  of  the  cuts  imme¬ 
diately  pastes  Form  1  on  the  electro.  All 
electros  are  numbered  consecutively.  This 
one  happens  to  be  number  47. 

Then  Form  2  is  filled  out  as  illustrated. 


SPECIAL 

SUBJECT  CARD 

For  fWinthrOD  SDecial^ 

Catalogue  No.  7A  ^9^ 

Electros  Nos.  47  —  103 

REMARKS 

47  is  5"  X  4" 

103  '  2"  X  12’' 

Excellent  on  book  paper 

Very  difficult  to  print 

Form  IV. 


This  is  a  white  three  by  five  card  and  it  is 
filed  numerically  in  the  card  cabinet. 

Notice  of  the  receipt  of  the  electro  is 
then  sent  the  vehicle  department  with  a  slip 
bearing  the  information  on  the  Electro 
Card  (Form  2).  Then  this  information  is 
entered  in  a  book  kept  for  that  purpose  by 

1 

'  2  1  4  i  6  '  8  9  10  It  12 

OUT 

Electro  No.  47  Doe  9/3/04 

Sent  to  Curti8  Publishing  Co., 

(L^ies  Home  Journal)  Philadelphia,  Pa. 

Date  6/2/04  Shipped  by  Mail 

Returned 


Form  V. 

the  department.  Then  also  a  check  is  made 
against  7A322  in  a  department  catalog  so 
that  they  may  know  for  'what  vehicles  in  the 
catalog  they  have  electros. 

The  clerk  in  charge  of  the  electros  then 
goes  to  the  alphabetical  files  and  picks  out 
the  Subject  Card  (which  should  be  any 


color  but  white)  and  puts  down  the  proper 
number.  (See  Form  3.) 

He  also  fills  out  a  Special  Subject  Card 
as  shown  in  Form  4.  This  card  is  white 
and  is  filed  in  the  same  cabinet  as  the  pre¬ 
ceding  Subject  Card  (Form  3).  The  card 
in  the  present  instance  is  filed  among  the 
last  of  the  Bee’s  on  account  of  the  Win- 
throp  so  that  if  called  on  to  find  that  card 
he  will  turn  to  the  guide  card  Be  and  then 
to  Wi  in  the  cards  behind  that  guide. 

Then  when  this  cut  is  used  an  Out  Card, 
Form  5,  is  filled  out.  For  the  sake  of 
economy  these  cards  are  of  light  stock  or 
paper.  These  are  filed  in  front  of  the  Elec¬ 
tro  Card  (Form  2).  A  steel  pointer  over 
the  month  indicates  to  the  clerk  when  look- 
ing  over  the  cards  whether  or  not  an  elec¬ 
tro  is  due  that  month,  without  first  exam¬ 
ining  the  cards.  The  files  should  be  exam¬ 
ined  every  five  or  ten  days  so  that  pub¬ 
lishers  tardy  in  returning  electros  can  be 
written  to.  When  the  electro  is  returned 
by  the  publisher,  the  Out  Card  is  either 
'destroyed  or  filed  numerically  in  a  transfer 
case  for  reference. 


Loan  Records  in  Detail. 

BY  D.  D.  ROWE. 

WHERE  many  loans  are  made  that  run 
for  years,  in  trust  companies,  savings 
banks  and  building  and  loan  associa¬ 
tions,  it  often  becomes  necessary  that  a 
complete  knowledge  of  the  whole  transac¬ 
tion,  from  the  time  the  loan  was  made  to 
the  present  date,  be  had,  and  in  many  cases 
the  management  of  the  company  has  chang¬ 
ed  since  the  loan  was  first  made,  or,  as  it 
often  occurs,  the  property  in  question  has 
changed  hands  a  number  of  times  and  the 
loan  has  been  transferred  with  the  property. 
In  such  cases  if  a  complete  and  detaileu 
record  of  all  transactions  has  not  been 
kept  and  properly  preserved,  it  is  often  very 
hard  and  sometimes  very  expensive  to  clean 
the  matter  up  'with  entire  satisfaction  to 
the  borrower  and  credit  to  the  company. 

Someone  may  say  that  no  company  ever 
makes  a  loan  of  any  kind  of  which  they  do 
not  keep  a  record  consisting  of  letters,  re¬ 
ceipts,  etc.,  in  connection  with  it.  This  may 
be  true,  but  the  trouble  may  lie  in  the  man¬ 
ner  in  which  such  a  record  is  kept  and  pre¬ 
served.  The  writer  is  employed  by  a 
Building  and  Loan  Association  that  oper¬ 
ates  throughout  the  state,  and  has  had  the 
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Making  a 
Notation 


Binder  Closed — size  5%" 
wide,  8^”  long,  3”  thick 


"PIRST  and  foremost  we  wish  to  emphasize  the  fact  that  there  are  no  records  of  any  sort,  kind 
*  or  description  which  cannot  be  kept  better  and  found  quicker  in  our  Loose  Leaf  Binders  than 
if  kept  in  any  other  way.  Many  users  of  Card  Index  Systems  have  been  converted  to  our 

Methods,  for  the  reason  that  while  Cards  are  good,  loose  sheets  are  much 
better  and  less  expensive. 

As  an  illustration  of  this,  it  is  simply  necessary  to  consider  how  easy 
and  natural  it  is  to  open  a  book  and  refer  to 
any  page,  making  a  notation  if  desired,  as 
compared  with  the  inconvenience  of  search¬ 
ing  through  a  drawer,  removing  the  card  to 
read  it,  and  if  a  notation  is  to  be  made,  finding 
a  suitable  place  to  rest  it  on  before  writing;  then 
hunting  through  the  drawer  again  in  order  to  file  it, 
always  with  a  chance  of  putting  it  back  in  the  wrong  place. 

After  a  customer  has  purchased  one  of  our  Loose  Leaf  Binders,  he  becomes  so  impressed 
with  the  many  advantages  of  “Moore’s  Modern  Methods”  that  he  very  soon  wants  another 
Binder  for  some  other  purpose ;  in  fact,  the  more  records  he  keeps  in  our  books,  the  more  he 
wants  to  keep  in  them,  the  result  being  that  eventually  he  finds  it  desirable  to  have  a  suitable 
cabinet  for  holding  the  record  books. 

To  meet  this  constantly  growing  demand,  we  invented  and  patented  special  cabinets,  made 

in  various  sizes  for  holding  any  number  of 
books,  from  two  up  to  twelve,  each 
cabinet  containing  a  separate  dust-proof 
compartment  for  each  book.  The  com¬ 
partments  are  of  a  proper  size  to  hold 
our  standard  Binders,  measuring  in. 
wide  by  8^  in.  long  by  3  in.  thick. 

The  twelve-volume  cabinets,  being  made 
in  sectional  form,  can  be  stacked  together,  a  sufficient 
number  making  a  complete  cabinet  of  any  desired  size.  They  fit 
together  without  any  unsightly  metal  connections,  and  are  made  of  quarter-sawed  White  Oak, 
the  top,  back  and  ends  being  hand  rubbed  and  polished  in  a  golden  oak  finish 

Each  cabinet  is  complete  in  itself,  and  does  not  require  an  extra  top  or  base  to  give  it  a 
finished  appearance.  You  can  start  with  any  size  you  want,  add  as  many  as  you  need,  and 
finish  with  what  you  re- 
quire,  having  at  all 

times  a  com-  ‘  Twelve-Volume  Sectional  Cabinet — capacity 

1  ^  j  ....nMtm  /:  C  ^  -  '  '*’%  '•*  /  8400  sheets  8x5,  outside  dimensions  7^^" 

plete  and  I  high,  38%'' wide,  9”  deep 

perfect 

Cab  inet. 

Let  us  send 
you  one  of  our 
Special  Intro¬ 
ductory  Outfits 
On  Approval. 

It  will  do  more 
to  convince  you 
of  the  value  of 
our  goods  than  any¬ 
thing  we  can  say  on  the  sub¬ 
ject.  If  you  keep  it,  you  will  SAVE 
far  more  than  it  costs,  in  both  time  and  trouble. 

If  you  send  it  back,  we  will  pay  the  charges  both  ways 


Patented  1905 


Two-Volume 
Cabinet — capacity  1400  sheets  8x5, 
outside  dimensions  4"  high,  18”  wide, 
9"  deep 


JOHN  C.  MOORE  CORPORATION,  366  Stone  Street,  Rochester,  N,  Y. 

Established  1839.  Makers  of  everything  in  the  line  of  Blank  Books,  Loose  Leaf  Binders  and  Office  Stationery. 


You  have  a  choice  of  40  different  record  sheets  to  select  from  —  they  are 
shown  in  our  FREE  BOOK  “  MOORE’S  MODERN  METHODS.”  Why  not  send  for  it 
at  once  ?  A  postal  brings  it.  WE  DO  NOT  SEILL  THROUGH  DEALERS. 
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pleasure  of  spending  hours  in  a  musty  cel¬ 
lar  or  vault  looking  through  files  of  rec¬ 
ords,  if  they  may  be  called  such,  for  a  tax 
receipt,  or  receipt  for  the  payment  of  pre¬ 
mium  on  an  insurance  policy  that  the  asso¬ 
ciation  was  obliged  to  pay  owing  to  the 
neglect  of  some  borrower,  and  when  the 
loan  is  being  cleaned  up,  probably  five  or 
ten  years  from  the  time  the  loan  was  first 
made,  must  be  produced  or  the  association 
will  have  no  recourse  for  the  money  paid. 
Often  has  he  spent  hours  turning  the  leaves 
of  old  letter  books  in  order  to  produce  the 
copy  of  a  letter  giving  special  instructions 
to  an  agent  in  regard  to  completing  a  cer¬ 
tain  loan.  These  records  have  been  kept; 
yes !  records  till  you  cannot  rest,  and  rec¬ 
ords  that  will  give  you  no  rest  if  you  at¬ 
tempt  to  trace  any  particular  matter  up. 

I  am  happy  to  say  that  a  new  method  has 
now  been  adopted  by  our  association,  which 
will  enable  any  clerk  five  or  ten  years  hence 
to  place  his  hand  on  all  papers  that  passed 
between  the  association  and  other  parties 
concerned  in  regard  to  any  loan  that  we 
have  on  our  books,  if  he  is  capable  of  read¬ 
ing  the  writing  of  this  age. 

Our  system  in  brief  is  as  follows :  When 
application  for  loan  is  received  receipt  of 
same  is  acknowledged  and  advice  given  as 
to  when  the  application  will  be  passed  upon 
by  the  Loan  Committee,  and  a  copy  of  the 
letter  is  attached  to  the  application;  let¬ 
ters  of  inquiry  are  then  sent  out,  the  copies 
of  which  are  attached  to  the  application,  as 
their  replies  are  when  received.  If  the  ap¬ 
plication  is  approved  by  the  Loan  Commit¬ 
tee  the  applicant  is  so  advised  and  request 
for  abstract  made  and  copy  of  the  letter 
attached  to  application.  When  abstract  is 
received,  receipt  of  same  is  acknowledged 
and  the  abstract  sent  to  attorney  for  exam¬ 
ination  and  report,  copy  of  these  letters  as 
well  as  attorney’s  report  are  also  attached 
to  application.  It  is.  well  to  state  hepe  that 
we  make  carbon  copies  of  all  letters,  and 
each  letter  that  is  written  in  connection 
with  any  loan  is  placed  with  the  application, 
and  attached  to  same  by  means  of  a  very 
large  clip,  sufficiently  large  to  hold  as  many 
letters  as  may  be  necessary.  These  appli¬ 
cations,  with  attached  papers,  are  filed  in 
large  desk  draws  just  the  size  of  the  appli¬ 
cation  when  laid  flat;  none  of  the  copies 
are  folded.  The  average  desk  draw  will 
hold  from  ten  to  a  dozen  of  these  applica¬ 
tion  papers,  and  same  can  be  got  at  and 


withdrawn  from  the  draw  very  easily.  In 
this  manner  a  desk  with  six  or  eight  draws 
will  accommodate  about  as  many  applica¬ 
tions  for  loans  as  the  average  company  will 
have  pending  at  one  time. 

Any  member  of  the  Loan  Committee  may 
drop  in  at  any  time  and  seat  himself  at  this 
desk  and  withdraw  the  applications  that  do 
not  already  bear  his  signature  of  approval, 
and  have  before  him  a  full  record  and  his¬ 
tory  of  the  application  and  applicant  with¬ 
out  one  word  of  advice  from  the  manage¬ 
ment  of  the  company.  The  application  will 
show  for  itself  whether  the  loan  is  a  good 
one,  and  he  may  approve  or  reject  as  may 
be  proper. 

.If  everything  is  satisfactory  the  papers 
are  made  out  and  mortgage,  note,  lien 
waiver,  etc.,  are  sent  out  for  signature  and 
completion  and  a  copy  of  the  letter  of  in¬ 
structions  to  the  agent  regarding  this  par¬ 
ticular  loan  is  attached  with  the  other  pa¬ 
pers.  Copy  of  letter  sent  when  proceeds 
of  the  loan  are  forwarded,  as  well  as  the 
letter  received  when  the  mortgage  and  other 
papers  are  returned,  are  also  attached.  If 
this  closes  up  the  matter  the  abstract,  mort¬ 
gage,  note  and  insurance  policies  are  placed 
in  a  filing  envelope  which  is  plainly  marked, 
showing  the  number  of  the  loan,  amount, 
name  of  borrower,  town,  county  and  state, 
when  mortgage,  note,  abstract  and  insur¬ 
ance  policies  were  received,  and  unpaid 
taxes,  if  any  there  be;  in  fact  a  detail  of 
everything  contained  in  the  package  is 
plainly  shown,  and  if  at  any  time  anything 
is  removed  from  the  package  it  is  so  mark¬ 
ed,  giving  time  and  purpose  of  removal  and 
to  whom  sent.  (This  marking  is  shown 
in  a  blank  space  by  pencil  and  removed 
when  the  paper  is  returned.)  Of  course 
expiration  of  insurance  policies  are  not 
shown  as  that  is  another  matter,  and  kept 
by  special  card  system.  This  package  is 
then  placed  in  the  vault  files  as  same  may 
be  referred  to  often.  The  application  with 
all  papers  attached  is  now  taken  from  the. 
draw  and  placed  in  a  similar  envelope  to 
that  used  for  the  other  papers,  and  so  mark¬ 
ed  as  to  be  easily  identified  with  the  other 
package.  These  are  placed  in  fire-proof 
files  or  stored  so  as  to  be  easily  obtainable 
if  necessary.  They  are  not  needed  for  ref¬ 
erence  very  often  but  when  they  are  needed 
they  are  needed  very  badly.  Our  system 
of  filitig  is  by  towns,  but  by  letter  would 
be  as  good 
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H  Inch  Size,  Paper  Faced 


One  Inch  Size,  Plain  Leather 


1 54  Inch  Size.  Paper  Faced 


Two  I  nch  Size,  Paper  Faced 


Guarantee  :  to  be  not  only  perfect  in  material  and  construction,  but 

,  PAY  for  Itself  in  the  time  saved  by  its  use  On  ledcrprc  thpir  _ _ 

half  time  in  posting.  For  general  purposes  the  saving  averages  twenty  per  cent.  I  prepay  transportation 
and  will  send  tags  cO.any  responsible  person  or  firm  on  trial,  to  be  returned  if  not  found^pJofitable^ 


The  following  are  a  few  of  the  establish. 

order  Paper  Faced  Tags  in  lots 
of  1.000  or  more  : 

Simmons  Hardware  Company,  St.  Louis 
General  Electric  Company,  Schenectady 
Eastman  Kodak  Company,  Rochester 
DcBeers  Mining  Syndicate.  South  Africa 
Westinghouse  Electric  &  Mfg.  Co.,  Pittsburg 
United  States  Navy  Department 

Fill  out  the  coupon,  mail  it  with  your  letterhead  and 
receive  my  catalog  and  price  list  showing  how  YOU 
can  save  time  and  labor.  Sample  tag  for  5  cents. 

Dept.  A.  CHAS.  C.  SMITH,  Mfr. 

EXETER.  NEBRASKA 


TO-DAY-Don’t  Delay 

Dept.  A,  Chas.  C.  Smith,  Kxeter,  Nebraska. 

for^sample^L^e^  Enclosed  .S  cents 

Name . 

Street . 

. State . .  _ 

Business . 

Am  Interested 

llN  Indexing . 


This  Cut  Shows  how  Tags  are 
Put  on  Leaves 


Indexes  which  you  can  put  on.  take 
off,  or  move  to  suit  your  requirements 

Tags  to  Write  on 

When  my  Adjustable  Index  Tags  were  first  placed  on  the 
market  I  advertised  “Blank  Tags  to  Write  on.”  Like  all  my  ad¬ 
justable  tags  they  were  made  with  spring  steel  clips  enclosed  in 
silk  stitdied  buff  leather  tabs,  but  with  the  projecting  portion  left 
plank.  Book-keepers  at  once  appreciated  the  convenience  of  hav- 
ing  on  hand  indexes  which  they  could  letter  with  pen  as  desired 
and  the  Blank  tags  immediately  became  popular.  ’ 

In  1898,  in  response  to  a  request  from  the  United  Gas  Improvement  Co  of  Philadelnhia 
be  written  on  with  pencil  and  erased,  I  sent  them  the  taS  S 

®  Ledger  p4per  on  ea  "h  side  OTer  thf  feather 

The  ledger  paper  facings  not  only  proved  far  superior  to  celluloid  or  silicate  for  erasiiio-  but 

"’L°  surfaces  for  writing  permanent  inscriptions  and  although 

widely  used  as  erasable  tags  they  are  now  more  extensively  used  for  permanent  inscrintioifs 
I  carry  m  stock  over  1,000  different  kinds  of  printed  tags,  including  alphabets  mtnthT  dttt 
numbers,  acTOunts,  cities,  states,  etc.  and  print  to  order  a  great  mLv  tags  whh  ;neT; 
inscriptions  but  the  sales  of  the  Paper  Faced  tags  exceed  the  com-  ^  ^ 

pined  sales  of  all  others.  Gummed  paper  stickers  for  renewing  the 
facings  are  furnished  for  10c  per  100.  Both  “Plain  Leather”  and 

Uaper  Faced  tags  are  made  in  the  six  sizes  shown  here  also  in 
special  sizes.  ’ 


Vi  Size,  Paper  Faced 


^  X  54  Size,  Paper  Faced 


S86 


THE  Business  maH's  magazine  and  the  book-keeper 


If  at  any  time  after  filing  the  papers 
there  should  be  any  correspondence  in  re¬ 
gard  to  a  loan,  or  a  transfer  made,  copies 
of  all  letters  in  connection  with  it  are 
placed  in  the  file  with  the  application. 

Under  the  above  system  we  can  at  any 
time  place  our  hands  on  all  papers  pertain¬ 
ing  to  any  particular  loan,  no  matter 
whether  the  loan  be  ten  days  or  ten  years 
old,  and  we  find  it  a  great  saving  of  lime 
and  annoyance,  and  in  many  cases  of  ex¬ 
pense.  Of  course  this  system  may  be  bet¬ 
ter  adapted  to  business  carried  on  by  mail 
but  we  also  find  it  very  desirable  in  con¬ 
nection  with  our  home  business. 


Real  Estate  Instalments. 

BY  A.  J.  CONEN. 

Herewith  is  submitted  a  method  for 
arriving  at  the  amount  of  interest  to 
be  paid,  and  the  number  of  payments 
necessary,  where  property  is  purchased 
upon  the  instalment  plan. 

Take  a  case  where  the  purchaser  is  re¬ 
quired  to  pay  down  a  certain  percentage 
(say  10  per  cent)  of  the  purchase  price, 
and  thereafter  make  certain  payments  per 
month  (say,  $1  per  $100  of  the  purchase 
price)  the  interest  at  the  close  of  each  year 
being  calculated  upon  the  balance  of  pur¬ 
chase  price  due  at  the  beginning  of  that 
year,  and  the  difference  between  such  in¬ 
terest  figured  at  the  stipulated  rate  (say  six 
per  cent)  and  the  total  amount  paid  during 
the  course  of  the  year  by  instalments  is 
applied  to  reducing  the  principal. 

ILLUSTRATION. 

House  and  lot  worth  $4,500;  cash  pay¬ 
ment  down,  $450;  balance  ($4,050)  payable 
$45  per  month ;  total  payment  for  year  $540 ; 
interest  on  $4,050  at  six  per  cent  is  $243; 
amount  applied  on  reduction  of  principal, 
$297 ;  interest  for  second  year  to  be  paid  on 
$3,753. 

To  arrive  at  a  short  method  for  solving 
such  problems  arithmetically  it  is  necessary 
to  resort  to  tables  of  compound  interest 
and  annuities,  and  any  persons  or  company 
doing  much  of  this  instalment  business 
should  provide  themselves  with  such  tables, 
which  can  be  found  in  some  of  the  higher 
arithmetics  or  in  some  insurance  manuals. 
Eor  the  purpose  of  illustrating  the  rule 
given  below,  I  have  copied  off  a  portion  of 
such  tables,  “A”  showing  the  “Present 
Worth”  of  an  annuity  of  $1  per  year,  pay¬ 


able  at  the  end  of  each  year,  and  figuring 
interest  at  six  per  cent  per  annum,  com¬ 
pounded  annually,  for  a  period  ranging 
from  one  to  15  years.  “B”  shows  what  $1  will 
amount  to  at  the  end  of  from  one  to  15 
years,  with  compound  interest  at  six  per 
cent  per  annum  compounded  annually. 
(Care  must  be  taken  to  see  that  the  tables 
secured  are  compounded  annually,  and  not 
semi-annually,  as  the  latter  could  not  be 
used  in  the  rules  given  below,  without  some 
modification.) 

In  giving  the  different  sections  of  the 
rule  for  determining  the  desired  result,  I 
will  at  the  same  time  illustrate  same  by 
working  out  the  illustration  given  above. 

RULE. 

To  find  the  number  of  equal  monthly 
instalments  necessary  to  liquidate  a  cer¬ 
tain  principal,  interest  at  the  close  of  each 
year  to  be  calculated  at  a  given  rate  upon 
the  balance  of  principal  due  at  the  begin¬ 
ning  of  that  year,  and  the  difference  be¬ 
tween  such  interest  and  the  total  amount 
paid  during  the  course  of  the  year  by  said 
instalments  to  be  applied  to  reducing  the 
principal. 

(a)  Divide  the  principal  by  the  amouni 
of  twelve  monthly  payments. 

$4,050-L540=  7,500  000 

(b)  Refer  to  table  of  present  worth  of 
annuities  (“A”)  of  $1  at  given  rate  and 
find  the  number  of  years  for  which  the 
present  worth  is  nearest  and  lower  than  the 
result  of  (a).  This  will  be  the  number  of 

years  such  instalments  will  have  to  be  paid. 

10'  years  7.360  087 

(c)  Subtract  the  “present  worth”  for  the 
number  of  years  determined  by  (b)  from 
the  result  of  (a) 

7.500  000 

7.360  087 

.139  913 

(d)  Multiply  the  remainder  by  the 
amount  (Table  “B”)  of  $1  compounded  an¬ 
nually  at  given  rate  for  the  number  of  years 
determined  by  (b) 

.139  913X1.790  848=.2505S4 

.  (e)  Multiply  the  result  by  the  amount  of 
the  yearly  instalment  (12  monthly  instal¬ 
ments)  and  the  result  will  be  the  balance 
of  principal  due  at  the  expiration  of  the 
number  of  years  as  determined  by  (b). 

.250584X540=$135.32 

From  which  it  will  be  seen  that  in  the 
illustration  given  it  will  require  10  years 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


887 


\ 


New  Catalog 


From  the  press  of  The  Globe- 
Wernicke  Co*  are  now  ready  for 
distribution. 

No*  805 -W^*  describes  our 
complete  line  of  filing  cabinets 
including  nearly  fifty  different 
patterns  in  both  sectional  unit 
and  solid  construction* 

No*  905 -W^*  describes  the 
various  supplies  which  we  also 
manufacture  for  these  cabinets 
including  card  index  cards,  guid¬ 
es,  vertical  file  folders,  indexes, 
transfer  cases,  etc* 

These  two  catalogues  are 
fully  as  comprehensive  as  any 
and  more  valuable  than  most 
text  boohs  on  the  subject  of 
modern  office  equipment*  Copies 
mailed  free  on  request  together 
with  list  of  authorised  agents* 
Where  not  represented  we  ship 
filing  cabinets  on  approval,  freight 


3l)c  0lobc^\i^rt)icke  Qo 


1 

,  ,  ,  r 

tJ 

BRANCH  STORES 


CINCINNATI. 

-New  York,  Boston,  Chicago* 
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and  3  months,  with  a  fraction  over,  to  liqui¬ 
date  the  debt  upon  terms  stated. 

Where  sales  are  all  made  on  same  basis 
as  above,  viz.,  10  per  cent  of  purchase 
price  cash,  balance  $1  per  month  for  each 
$100  of  purchase  price,  it  would  not  be  nec¬ 
essary  in  each  case  to  work  it  out  as  above, 
but  simply  multiply  the  amount  of  monthly 
instalment  by  3.0072  (135.32-i-45)  which 
would  represent  the  amount  of  principal 
due  at  expiration  of  ten  years. 

In  some  cases  of  these  instalment  agree¬ 
ments,  interest  is  credited  upon  each  instal¬ 
ment  as  paid ;  thus  in  the  illustration  cited 
above — balance  $4,050;  interest  on  same, 
one  month  at  six  per  cent  per  annum,  $20.25 ; 
monthly  payment,  $45;  $45 — $20.25  equals 
$24.75,  applied  on  reduction  of  principal ; 
next  month,  interest  at  six  per  cent  on 
$4,025.25  for  one  month  equals  $20.13;  $45 — 
$20.13  equals  $24.87,  applied  on  reduction 
of  principal,  etc. 

This  plan  is  more  equitable  for  the  pur¬ 
chaser,  as  he  gets  full  benefit  of  interest 
upon  his  monthly  instalments  as  paid,  and 
it  will  be  seen  from  the  illustration  given 
in  connection  v/ith  the  following  rule  that 
this  interest  on  monthly  payments  effects  a 
saving  to  the  purchaser  of  about  3 1/5 
monthly  instalments,  or  $144. 

It  however  is  impracticable  to  arrive  at 
a  short  solution  arithmetically  of  a  prob¬ 
lem  of  this  character,  as  it  would  necessi¬ 
tate  the  use  of  tables  similar  to  “A”  and 
“B”  in  the  previous  problem,  but  figured 

‘A”  “B” 


PRESENT  WORTH 
of  an 

annuity  of  $1.00 
payable  at  the  end  of 
-  each  year  at  6  per  cent 
compounded  annually. 
■Years.  Amount. 

AMOUNT  OF 
$1.00 

compounded 
annually 
at  6  per  cent 
per  annum. 
Amount.  Years. 

1 

$0,943  396 

$1,060  000 

1 

2 

1.833  393 

1.123  600 

2 

3 

2.673  012 

1.191  016 

3 

4 

3.465  106 

1.262  477 

4 

5 

4.212  364 

1.338  226 

5 

6 

4.917  324 

1.418  519 

6 

7 

5.582  381 

1.503  030 

7 

8  . 

6.209  744 

1.593  848 

8 

9 

6.801  692 

1.689  479 

9 

10 

7.360  087 

1.790  848 

10 

11 

7.886  876 

1.898  299 

11 

12 

8.383  844 

2.012  197 

12 

13 

8.852  683 

2  J32  928 

13 

14 

9.294  984 

2  260  904 

14 

15 

9.712  249 

2.396  558 

15 

at  interest  compounded  monthly  and  car¬ 
ried  out  to  125  or  130  months.  As  I  ques¬ 
tion  whether  such  tables  are  published,  they 
would  have  to  be  worked  out  for  each  dif¬ 
ferent  rate  of  interest  required,  and  would 
entail  an  enormous  amount  of  labor.  Such 
problems,  however,  are  very  easily  solved 


by  the  use  of  logarithms  (which  were  ex¬ 
plained  in  this  magazine  some  months  ago) 
the  following  rule  being  applicable : 

RULE. 

To  find  the  number  of  equal  instalments, 
payable  at  the  close  of  stated  regular  in¬ 
tervals,  required  to  liquidate  a  certain  prin¬ 
cipal,  interest  at  the  close  of  each  interval 
to  be  calculated  at  a  given  rate  upon  the 
balance  of  principal  due  at  the  beginning  of 
that  interval,  and  the  difference  between 
such  interest  and  the  amount  of  the  regular 
instalment  to  be  applied  to  reducing  the 
principal ;  interest  for  the  following  inter¬ 
val  to  be  calculated  upon  such  reduced 
principal. 

(a)  Calculate  the  interest  at  the  given 
rate  for  the  period  of  one  interval  upon 
the  original  amount  of  the  principal. 

(b)  Subtract  such  interest  from  the 
amount  of  one  of  the  equal  instalments.  " 

(c)  Consult  a  table  of  logarithms  and' 
ascertain  the  logarithm  of  the  difference  re¬ 
sulting  from  (b)  and  subtract  same  frorq/^ 
the  logarithm  of  one  instalment,  and  divide 
the  result  by  the  logarithm  of  the  amount 
of  $1  at  the  given  rate  of  interest  for  the 
period  of  one  interval. 

The  result  will  be  the  number  of  instal¬ 
ments  required. 

For  example— taking  the  illustration 
cited  above : 

.  (a)  The  interest  upon  $4,050  for  one  month 
at  six  per  cent  per  annum  is  $20-.25. 

(b)  $45.00  less  $20.25  equals  $24.75' 

(c)  Logarithm  of  $45.00  is  1.653  213 

Logarithm  of  $24.75  is  1.393  575  ' 

.259  638 

Logarithm  of  1.005  (amount  of  $1  with 
interest  at  six  per  cent  per  annum  for  one 
month)  is  .002  166.  .259  638  divided  by 

.002  166  is  119.87.  It  will  therefore  take 
119.87  monthly  instalments  of  $45  each  to 
liquidate  the  debt  of  $4,050  upon  terms 
stated. 

Not  Necessary  to  Say  “Satisfied.” 

I  really  do  pot  think  it  is  necessary  for  you 
to  say  that  you  know  I  will  be  “satisfied”  if  I 
go  through  the  course  to  the  end.  I  don’t  see 
how  anybody  can  have  any  doubt  of  it.  The 
knowledge  that  one  will  gain  from  this  course 
is  apparent  to  anyone  who  Wi.i  take  tlie  trouble 
to  glance  over  a  few  of  the  lessons  that  you 
send.  I  assure  you  I  am  very  sorry  to  have 
been  compelled  to  be  so  slow  in  this  matter,  but 
trust  you  will  have  a  little  patience  with  me,  and 
I  will  try  and  make  up  for  it  when  I  do  get 
at  it.  C.  A.  Phillips, 

St.  Paul,  Minn. 
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Pabst 

American  Indian 
Calendar  for  1 906 

A  beautiful,  decorative  art 
panel,  of  historic  value  as  illus¬ 
trating  Indian  character  and  Indian  art, 
suitable  for  the  living  room,  den  or 
Lbrary.  The  photographic  reduction 
here  shown  conveys  but  a  faint  idea  of 
its  color  and  beauty.  Send  for  it,  en¬ 
closing  1 0  cents  in  stamps  or  coin. 

PaDstExiract 

is  pure  malt — the  most  healthful  of 
foods.  Its  benefits  are  two-fold — it  quiets 
the  nerves  and  aids  digestion.  It  invig¬ 
orates,  it  builds,  it  keeps  you  in  condi¬ 
tion,  physically  and  mentally.  That  is 
why  it  is  the  “Best  Tonic.” 

Pabst  Extract  is  sold  at  all  druggists  for  25c. 

Avoid  imitations.  Insist  upon  the  original. 

Pabst  Extract  Dept.,  Milwaukee,  Wis. 


More  difficulty  has  been  experienced  by 
shorthand  writers  in  the  writing  of 
figures  than  with  any  other  branch  of 
stenography.  The  shorthand  reporter  al¬ 
ways  dreads  the  testimony  of  the  expert 
accountant,  and  any  other  testimony  which 
has  to  do  with  figures.  The  commercial 
stenographer  is  confused  when  the  dictator 
gives  many  dates,  and  amounts  of  money 
are  frequently  repeated  in  order  that  the 
stenographer  may  get  them  down  correctly. 
For  this  reason,  many  schemes  for  writing 
numerals  have  been  originated,  but  until 
recently  they  have  been  discarded  as  im¬ 
practical  because  of  conflict  with  shorthand 
outlines. 

Some  years  ago,  Mr.  Ruel  Smith,  an  ex¬ 
cellent  shorthand  reporter,  occupying  the 
position  of  official  to  the  supreme  court  of 
Maine,  compiled  a  plan  for  writing  numer¬ 
als,  but  did  not  extend  it  to  any  great  de¬ 
gree.  His  rough  plan,  however,  was  a  great 
deal  better  than  the  writing  of  the  figures 
themselves.  He  taught  the  justices  of  that 
court  his  numeral  scheme  and,  although 
they  were  not  shorthand  writers,  they  used 
this  plan  to  take  down  the  citations  of  au¬ 
thorities  given  by  lawyers  in  their  court, 
and  used  it  successfully.  The  numeral 
scheme  given  herewith  is  built  upon  that  of 
Mr.  Smith’s,  but  greatly  elaborates  it.  It 
was  gotten  up  by  Mr.  J.  F.  Wood,  an  ac¬ 
complished  court  reporter  in  Chicago,  who 
has  used  it  successfully  in  his  work.  A 
short  time  ago  Mr.  Wood  called  the  atten¬ 
tion  of  the  writer  to  it,  and  in  less  than  an 
hour  imparted  it  to  him,  and,  although  that 
was  but  less  than  two  weeks  prior  to  the 
date  of  the  writing  of  this  article,  the  writer 
can  now  use  it  to  much  better  advantage 
than  by  writing  the  figures  themselves. 

The  importance  of  a  plan  for  writing  nu¬ 
merals  of  this  character  cannot  be  over¬ 
estimated.  In  the  first  place,  it  allows  the 
writer  to  get  down  figures  in  one-fourth  the 
time  utilized  in  the  old  way;  it  is  more  ac¬ 


curate,  inasmuch  as  with  its  use  the  stenog¬ 
rapher  can  make  the  nice  distinctions  in  his 
writing,  such  as  telling  whether  the  witness 
actually  said  “two  twenty-two”  or  “two 
hundred  and  twenty-two,”  “two  thousand, 
six  hundred  and  forty,”  or  “twenty-six  hun¬ 
dred  and  forty,”  and  other  distinctions  of 
that  kind.  Its  use  will  save  the  reporter 
many  a  bad  hour  in  court  for  it  will  enable 
him  to  write  figures  faster  than  any  liv¬ 
ing  man  can  enunciate  them. 

Let  the  digits  be  represented  as  follows 
(the  outlines  for  “3”  and  “7”  being  written 
up  or  down)  : 

.c...Q.v..:a.. .  ...\. . ^ . . . 

1  2  3  4  5 


6  7  8  9 

The  figures  10,  11  and  12  are,  so  far  as 
the  reason  of  the  scheme  is  concerned,  ar¬ 
bitrary  characters,  although  perfectly  sug¬ 
gested  to  every  writer  of  Pitmanic  short¬ 
hand. 

. J . C. . L. . 

10  11  12 

“Teen”  is  added  to  the  digits  by  the 
n-hook  of  Pitmanic  shorthand,  and  the  fig¬ 
ures  13  to  19  inclusive  are  written  accord¬ 
ing  to  the  principle,  as  shown  in  the  plate 
following;  the  only  exception  being  that 
with  the  digit  for  “8”  tee  is  doubled  before 
the  n-hook  is  added  to  distinguish  the  char¬ 
acter  from  “10 :” 

. . . -  '  . 

I 

13  14  15  16  17  18  19 

The  figures  20,  30,  40,  50,  60,  70,  80  and 
90  are  made  by  halving  the  digits  2,  3,  4, 
5,  6,  7,  8,  and  9  respectively;  and  if  the 
character  of  the  shorthand  notes  written 
by  the  individual  adopting  the  scheme  re- 
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This  picture  is  self-explaining.  It  tells  the  story  !  The  man  who  to-day 
shaves  with  a  Gillette  shaves  with  comfort  and  with  safety.  Other  men  take 
chances  or  are  slaves  to  the  “  barber  habit.”  Which  kind  of  man  are  you? 

A  single  trial  will  convince  the  most  incredulous.  It  is  not  what  we  say 
alone,  but  what  others  say  who  use  a  Gillette  Safety  Razor,  that  will  have  with 
you  the  greatest  weight.  Ask  the  man  who  uses  a  Gillette  and  hear  what  he  says. 

$5.00  Complete — An  Ideal  Christmas  Gift 

The  Razor  is  triple  silver-plated ;  has  12  thin,  flexible,  highly  tempered,  and 
keen  double-edged  blades.  These  blades  are  sharpened  and  ground  by  a  secret 
process  and  require  no  honing  or  stropping.  New  Blades  $1.00  per  dozen. 

Each  Blade  miill  gi^ve  from  Twenty  to  Forty  Smooth  and  Delightful  Sha^ves 

You  therefore  have  by  using  a  Gillette  Safety  Razor  400  shaves  without  strop¬ 
ping,  at  less  than  1  cent  a  shave. 

OVER  200,000  NOW  IN  USE 

Ask  your  dealer  for  the  Gillette  Safety  Razor.  Accept  no 
substitute*  He  can  procure  it  for  you. 

Write  to-day  for  our  interesting  booklet  which  explains  our  SO-day  Free 
Trial  Offer.  Most  dealers  make  this  offer;  if  yours  does  not,  we  will. 

GILLETTE  SALES  COMPANY 

1 1 1 6  TIMES  BUILDING  : ;  42d  Street  and  Broadway  : :  NEW  YORK 


T. 
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quires  further  distinction,  let  the  simple 
digits  always  rest  on  the  line  (second  posi¬ 
tion)  and  the  eight  halved  characters  in  the 
first  position,  making  them  exceedingly 
short,  and  it  will  be  easily  found  that  there 
is  no  possible  conflict: 

\  ^  ^  f  ^ 

20  30  40  50  60  70  80  90 

The  above  suggestion  applies  only  to  the 
eight  characters  mentioned,  as  any  deriva¬ 
tive  of  any  of  them  is  represented  by  join¬ 
ing  full  length  digits,  except  in  the  in¬ 
stances  immediately  following: 

. . 

23  34  ,  46  58  63  72  86 

To  obviate  an  awkward  joining,  add  an 
n-hook  in  the  five  instances  shown  below. 
The  placing  of  the  hook  in  the  numeral  in 
these  instances  is,  of  course,  arbitrary,  so 
far  as  the  scheme  is  concerned,  and  is  - 
simply  for  convenience  in  joining;  and  if 
the  character,  according  to  the  scheme  and 
without  the  hook,  is  easily  executed  and 
meets  the  demands  of  any  individual  writer, 
the  hook  is,  of  course,  unnecessary : 

. . . ^ . . 

27  28  29  48  64 

A  double  digit  is  made  by  lengthening: 

22  83  44  55  66  77  88  99 

The  great  frequency  of  small  numerals 
ending  in  “5”  caused  the  adoption  of  the 
Pitmanic  ster-loop  to  represent  it,  as  shown 
below ;  this  principle  applying  to  all  digits 
except  “5”  itself,  which  is  doubled  by  the 
principle  last  mentioned : 

. J. . L.:^. . 

25  35  45  65  75  85  95 

An  application  of  the  principles  above  will 
enable  the  writing  of  all  figures  up  to 
‘TOO.”  The  rest  are  easily  disposed  of. 

“Hundred”  alone,  initially,  medially  or  final¬ 
ly,  is  added  by  the  circle  “s”: 

. . ^ . 

100  500  306  406  930  503 


“Thousand”  is  added  by  the  Pitmanic 
sign  for  that  word;  “million”  by  the  Pit¬ 
manic  “em”  and  “billion”  by  “bel.” 

h . ^  . A . 

5,000  8,000,000  2,000,000,000  6,000 

If  there  is  a  fear  on  the  part  of  the  be¬ 
ginner  that,  on  account  of  their  close  re¬ 
semblance  to  shorthand,  he  may  not  recog¬ 
nize  the  characters  as  figures,  the  time 
saved  by  writing  them  will  more  than  allow 
him  to  make  a  designation  by  throwing  a 
small  curve  (or  such  other  designation 
as  is  suited  to  the  individual’s  style  of 
writing)  under  the  characters  representing 
figures. 

. . £ . 

100  206  9999  185 

In  Other  issues  of  this  department,  this 
principle  will  be  further  explained,  apply¬ 
ing  it  to  fractions,  money,  etc. 

*  *  * 

A  great  many  letters  have  been  receive  1 
relative  to  the  stenographic  situation  in 
Panama.  All  desiring  to  obtain  stenographic 
positions  in  Panama,  should  apply  to  the 
Civil  Service  Commission,  Washington,  D. 
C.,  and^full  information  will  be  given.  The 
Panama  and  Philippines  services  are  lim¬ 
ited  to  men. 

4^  ♦ 

All  questions  relating  to  stenography  will 
be  answered  through  these  columns  or  by 
personal  letter.  Address  all  communica¬ 
tions  to  Editor  Shorthand  Department,  The 
Business  Man’s  Magazine  and  The  Book- 
Keeper,  Detroit,  Mich. 


It  Compels  the  Reader  to  Exercise  His 
Thinking  Faculties. 

I  have  just  finished  reading  “The  Credit  Man 
and  His  Work.”  There  can  be  no  doubt  but 
that  the  book  is  destined  to  prove  of  great  value, 
not  only  to  the  credit  man,  but  also  to  any  mem¬ 
ber  the  business  world.  It  is  in  such  form 
tkat  it  compels  the  reader  to  exercise  his  think¬ 
ing  faculties — your  epigrammic  style  keeping  in¬ 
terest  alive  from  first  to  last.  You  have  steered 
a  middle  course,  wandering  neither  into  the  arid 
desert  of  dry  facts,  statistics  and  advice  in  which 
so  many  of  the  goads  of  the  how-to-do-things 
style  have  been  lost,  nor,  on  the  other  hand, 
have  you  gone  so  near  the  whirlpool  in  which 
many  others  have  been  engnlfed  as  to  be  smoth¬ 
ered  by  the  foam  which  you  characterize  as 
“rambling  memoranda  of  inconsequent  anec¬ 
dotes.”  My  metaphors  may  possibly  be  a  little 
mixed,  but  you  understand  what  I  mean. 

H.  Gerald  Chapin, 

Editor  “The  American  Lawyer,” 

New  York  City. 
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The  Elliott-Fisher  has  always 
been  the  only  real  Billing 
Machine  and  is  today.  Now 


it  is  the  sole  and  only 

Combined 

Billing  and 

Adding 

Machine 

Think  what  this  means  in  the  way  of  ficility  in  the 
Billing  and  Order  Department. 


It  will  do  ALL  the  printing  and  adding  of  figures 
hitherto  done  by  Adding  and  Listing  Machines.  It  will 
print  the  figures  in  the  columns  and  automatically  total 
the  figures  wherever  the  column  or  columns  may  be 
located  ; 

ALL  the  Billing  hitherto  done  by  the  Billing  Machine  5 

• 

ALL  the  carbon  copies  which  are  required,  type¬ 
writing  the  descriptive  matter  on  the  bill  with  all  its 
carbon  records  ; 

ALL  this  without  requiring  any  operation  other  than 
mere  fingering  of  the  regular  keys  of  a  regular  type¬ 
writer  keyboard  of  an  Elliott-Fisher  Machine.  By 
placing  two  or  more  registers  on  the  machine,  a  great 
variety  of  tabulated  work  may  be  done. 


U  inch  Elliott-Fisher  Billing  Machine,  bank  or  regular  I  v  T'll*  'n'*  1 

keyboard,  including  electiic  light  attachment .  I165.00  '  IShcr  CoiTlDanV 

Adding  attachment  with  one  register .  160.00  T  J 

-  $}2?.oo  3^9*33*  Broadway,  cor.  Worth  Street,  New  York  City 

Extra  registers,  each .  6000  '  LONDON  PARIS 

Capacity  of  each  register  9999999-9'L  Branch  offices  and  agencies  in  all  principal  cities. 


Saturday  Morning  Talks  by  the  Sales  Manager 

THIS  ARTICLE  INDICATES  HOW  THE  SALESMAN  MAY  AVOID  COLD  FEET 
AND  ACQUIRE  TACT,  COURAGE,  CONFIDENCE  AND  MANY  OTHER  INESTIMA¬ 
BLE  QUALITIES  WHICH  WILL  BE  OF  VALUE  TO  HIM  IN  PROCURING  BUSINESS 

By  CHARLES  EDMUND  BARKER 


Gentlemen,”  said  the  Sales  Mana¬ 
ger,  with  unusual  impressiveness,  I 
want  to  have  a  little  game  of  talk  with 
you  this  morning  upon  the  unpoetic  sub¬ 
ject  of  ‘cold  feet.’ 

“In  and  around,  up  and  down,  through 
and  across  every  inch  of  the  selling  pro¬ 
fession  there  is  no  element  so  destructive 
as  ‘cold  feet.’  The  short  cut  to  failure,  the 
royal  route  to  oblivion  and  the  hand¬ 
maiden  of  plus-disaster  are  ‘cold  feet’ 

“The  very  atmosphere  that  surrounds  the 
selling  of  goods  on  the  road,  is  so  sur¬ 
charged  with  discouragement  that  the  sales¬ 
man  must  have  a  heart  as  stout  as  an 
Arctic  explorer  and  a  faith  as  sublime  as  a 
Christian  martyr  to  hold  out  to  the  end. 
Nobody  wants  to  buy  any  goods  when  you 
approach  them.  ‘No,  I  don’t  believe  I 
want  anything  this  trip,’  is  a  phrase  you 
hear  oftener  than  any  other.  If  you  don’t 
hear  that  one,  the  chances  are  that  you 
hear  something  about  ‘that  last  bill  not  be¬ 
ing  right,’  or  ‘those  last  goods  you  sent  me 
did  not  give  satisfaction.’  If  the  customer 
shows  symptoms  of  buying,  about  the  first 
thing  he  throws  at  you  is  that  your  prices 
are  ‘out  of  sight’  and  he  can  ‘beat  them  to 
death.’  And  so  it’s  all  discouragement.  Not 
alone  when  you  first  start  out,  but  as  long 
as  you  stay  at  the  business.  It’s  inevitable. 
You  can’t  get  away  from  it.  All  you  can  do 
is  to  have  yourself  vaccinated  with  the  virus 
of  Anti-Cold  Feet  and  render  yourself  im¬ 
mune. 

“It  used  to  be  a  marvel  to  me,  when  I 
was  a  youngster  in  a  retail  store  and  some 
of  the  old  seasoned  salesmen  would  come 
in.  My  old  man  would  hand  them  a  pack¬ 
age  of  ice  the  minute  they  came  throug^n 
the  door  and  would  add  to  it  as  the  occa¬ 
sion  offered  until  it  didn’t  look  like  the 
salesman  had  a  shadow  of  a  show  to  sell 
a  bill  of  goods.  But  Lord,  those  fellows 
didn’t  seem  to  mind  the  old  man’s  cold 
blasts  any  more  than  a  duck  would  a 


shower  bath.  They  would  start  to  dipping 
around  in  stock,  bringing  up  tljis  point  and 
that,  and  the  first  thing  you  knew  they  had 
the  old  man  going  and  maybe  landed  a  big 
order  from  him  before  they  went  away. 

“It  used  to  discourage  me  terribly  in 
those  days  to  show  a  fussy  old  lady,  for  in¬ 
stance,  two  or  three  pairs  of  shoes  and 
have  her  find  fault  with  all  of  them.  I 
used  to  get  sore  and  I  could  feel  my  feet 
getting  cold.  I  would  try  to  get  her  out 
the  door  or  turn  her  over  to  some  of  the 
other  clerks.  After  I  had  watched  the 
‘drummers’  for  a  while,  I  began  to  see  that 
the  real  interest  in  the  game  commenced 
when  the  customer  was  hard  to  handle.  1 
became  a  better  salesman.  And  I’ve  been 
a  better  salesman  ever  since. 

“There  is  nothing  that  equals  the  feeling 
of  loneliness  and  isolation  that  comes  over 
a  man  who  faces  a  new  territory  for  the 
first  time  with  a  new  line  of  goods.  He 
comes  uninvited  to  dispose  of  something 
that  is  unthought  of  and  undesired.  He 
depends  solely  upon  his  own  courage  and 
confidence.  His  house  may  be  a  powerful 
concern  in  its  own  city,  but  it  is  only 
known  vaguely  here,  if  at  all.  To  all  prac¬ 
tical  purposes  all  that  this  house  is,  stands 
represented  by  the  salesman  who  faces  the 
possible  customer.  If  the, salesman  has  not 
succeeded  in  absorbing  such  complete  con¬ 
fidence  in  that  house  and  its  ability  to  serve 
this  possible  customer  as  well,  yes  better, 
than  any  house  in  the  country,  and  has  not 
the  courage  and  strength  to  press  home 
that  conviction  in  the  mind  of  the  cus¬ 
tomer,  the  question  of  selling  must  remain 
an  impossibility. 

“Boys,  I  don’t  overestimate  these  quali¬ 
ties  of  courage  and  confidence.  They 
are  the  two  legs  the  salesman  stands  on. 
Tact  will  get  you  a  hearing;  knowledge 
will  get  you  respect;  but  it  takes  courage 
and  confidence,  or  will  power  and  assur¬ 
ance  to  grapple  you  to  the  task  and  win 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


895 


The  Colonial  Endowment  Contract 


WILL  GIVE  YOU  $1,000  IN  TWENTY  YEARS  BY  PAYING  $684.00. 

OF  COURSE  YOU  PAY  IT  IN  INSTALLMENTS-A  MODERATE  SUM  EVERY  YEAR  OR  OFTENER 


When  you  .make  the  first  yearly  payment  of  $34.20  we  hand  you  the  contract. 

This  amount  paid  yearly  will  buy  a  $1,000 — 20-year  contract.  CL.  If  you  want  a  contract 
payable  in  15,  10  or  5  years,  you  can  buy  it  by  paying  larger  yearly  installments.  CL,  Sup¬ 
pose  you  want  a  15-year  contract?  Agree  to  pay  $50.10  a  year — we’ll  deliver  you  the  $1,000 
contract.  Or  you  can  buy  a  contract  for  $2,000 — or  for  any  amount  in  even  thousands. 

No  matter  what  your  profession  or  trade  may  be— $1,000  will  come  in  handy  when 
the  contract  matures,  whether  it  be  in  5,  10,  15  or  20  years.  You  can  buy  books,  instruments 
or  tools — enlarge  your  business — educate  your  boy  or  girl.  Perhaps  you’ll  covet  some 
choice  piece  of  real  estate — ready  money  will  bring  it  within  your  reach. 

Officials  of  Cities,  Towns,  School  Districts,  Corporations,  etc.,  who  are  laying  aside  a 
sinking  fund  to  meet  a  bond  issue,  will  find  this  contract  most  useful.  For  example : 

If  your  bond  issue  is  $100,000,  to  run  twenty  years,  a  sinking  fund  of  $5,000.00  a  year 
would  be  required,  in  the  usual  way.  The  Colonial  Endowment  Contract  would  cost  but 
$3,420.00  a  year.  The  corporation  would  save  $1,580.00  a  year  for  twenty  years  or  a 
gross  sum  of  $31,600.00  in  that  time. 

The  Colonial  Endowment  Contract  offers  very  great  and 
unusual  advantages.  It  is  an  economical  way  to  gather  a  fund  for 
any  purpose — provides  capital  to  establish  a  business,  etc.,  etc. 

The  safety  of  your  money  is  assured.  All  payments  made 
on  the  Colonial  Endowment  Contract  are  invested  in  gilt=edged 
First  Mortgage  Bonds — kept  separate  from  the  other  assets 
of  this  Company  and  are  safe-guarded  by  the  entire  Capital 
and  Surplus  of  this  Company,  whose  total  assets  are  $20,000,000.00. 

The  Colonial  Endowment  Contract  gives  you  an  incentive 
to  thrift  such  as  has  never  before  been  offered  by  any  financial 
institution  in  the  world.  You  have  a  certain  obligation  to  meet 
regularly.  It  is  much  easier  to  do  this  than  to  be  merely  de¬ 
pendent  upon  the  whim  of  the  moment. 

Money  may  be  withdrawn  by  giving  proper  notice — any  time 
after  your  first  payment  has  been  made.  You  receive  the  amount 
paid  in,  plus  the  accrued  earnings,  as  shown  in  the  rate  tables  in 
our  booklet,  which  will  be  sent  you  on  request. 

If  you  die,  your  legal  representative,  upon  presentation  of 
proper  proof  of  death  will  receive  immediate  payment,  covering 
cash  value  of  the  contract  as  shown  by  the  tables  in  our  booklet.  Your  legal  representative 
may  continue  payments  and  draw  the  $1,000  or  more,  upon  completion  of  the  contract. 


The  Colonial  Trust  Company 
Building 


CAPITAL 

$4,000,000.00 


TrtE  0LOMIAL 

Trvst  0>MPANY 

317  FOURTH  AYE  *314-316  DIAMOND  ST- 
PITTSBURGH,  PA. 


SURPLUS  and  UNDIVIDED 
PROFITS 

$6,000,000.00 


Board  of  Directors  composed  of  Pittsburgh's  most  Prominent  and  Successful  Men  known  throughout  the  Country 


TEAR  OFF  AND  MAIL  THE  ATTACHED  COUPON  FOR  FURTHER  INFORMATION 


THE  COLONIAL  TRUST  CO., 

Dept.  A  5,  Pittsburgh,  Pa. 

Gentlemen; — I  am  interested  in  your  Colonial  Endowment  Contract.  Please  send  me  your 
Booklet,  explaining  this  matter  fully,  together  with  a  copy  of  contract. 

Name . . . 

Address . . . 

County .  State . . . 
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results.  Doggedness  and  stubbornness  are 
good  qualities  for  a  salesman  to  cultivate 
if  he  mixes  intelligence  with  them.  The 
salesmen  in  whom  difficulties  in  condi¬ 
tions,  and  indifference  in  buyers  only  in¬ 
spire  fight — a  grim  determination  to  win 
or  die,  are  safe.  They  will  win.  The  sales¬ 
man  should  be  like  a  good  air-pump — the 
more  perfect  the  vacuum  the  greater  the 
suction.  Nothing  breaks  the  vacuum  like 
‘cold  feet.’  You  can’t  sell  goods  feeling 
that  you  are  a  dismal  failure  and  that 
things  have  all  gone  to  smash — that  nobody 
wants  your  old  stuff.  If  you  find  yourself 
with  a  first-class  case  of  ‘blues’  don’t  try 
to  sell  goods.  It  will  only  intensify  your 
trouble.  Go  off  by  yourself  somewhere. 
Reason  things  over  and  get  a  grip  on  your¬ 
self  once  more  and  then  go  out  and  tackle 
it  again. 

“I’ve  had  salesmen  tell  me  they  could 
sell  goods  if  they  could  only  get  an  open¬ 
ing.  What  would  you  think  of  a  preacher 
who  would  say  he  could  preach  a  sermon 
all  right  if  he  could  only  get  a  text.  The 
fact  that  you  have  been  entrusted  to  go 
out  and  handle  this  line  is  the  best  proof 
in  the  world  that  your  house  thinks  you 
capable  of  making  an  opening.  No  intel¬ 
ligent  selling  department  is  paying  out  ex¬ 
pense  money  to  put  an  infant  on  the  road. 

“Other  men  have  written  in  to  me  that 
‘conditions  were  all  against  them’  and  ‘the 
line  was  no  go  in  that  territory.’  Nothing 
but  a  case  of  ‘cold  feet.’  Conditions  against 
them?  Why,  conditions  are  always  against 
the  man  who  is  out  selling  goods.  If  that 
was  not  the  case  the  house  would  never 
send  men  out.  The  first  thing  that  is  ex¬ 
pected  of  you  is  to  meet  and  overcome  con¬ 
ditions.  We  knew,  before  this  firm  opened 
its  doors,  that  we  had  a  right  to  enter  this 
field  of  business.  We  selected  lines  of 
goods  that  could  be  handled  at  a  profit  in 
this  territory.  We  got  those  goods  as 
near  right  as  we  could.  We  knew  that 
goods  of  our  style,  quality  and  kind  were 
sold  and  used  in  the  territory  we  proposed 
to  cover.  We  knew  we  had  competition. 
We  therefore  made  prices  as  low  as  was 
consistent  with  quality  and  a  legitimate 
profit.  That  is  as  far  as  the  house  can  go 
in  meeting  conditions.  The  rest  we  have 
got  to  leave  to  you  men  on  the  road.  We 
aim  to  direct  the  fight  here  in  a  general 
sort  of  a  way.  We  furnish  the  ammuni¬ 


tion  to  the  best  of  our  ability;  but  you  fel¬ 
lows  will  have  to  do  the  shooting. 

“Now  to  generalize  a  little — 

“Don’t  forget  that  there  is  more  joy  over 
the  lining  up  of  one  ‘sorehead’  than  over 
the  ninety  and  nine  customers  who  never 
bought  goods  from  anybody  else.  And 
don’t  hesitate  to  open  a  new  account  on 
your  territory  occasionally;  this  house  is 
growing  bigger  every  day  and  it  takes  more 
business  to  keep  us  running  to  our  full 
capacity. 

“Don’t  be  afraid  of  your  competitors. 
Get  it  out  of  your  heads  that  the  opposi¬ 
tion  houses  are  better  fixed  in  any  way  to 
furnish  our  goods  than  we  are.  The  hu¬ 
morous  part  of  this  fright  at  a  competitor 
is,  that  if  you  were  only  able  to  read  the 
inward  thoughts  of  the  opposition  sales¬ 
men  you  would  find  that  they  are  about  as 
much  afraid  of  you,  as  you  are  of  .  them. 
The  truth  is,  that  each  house  has  its  strong 
points — features  in  which  they  excel.  You 
can  trust  a  discriminating  buyer  to  pick 
out  those  hisrh  lights  and  respect  the  house 
that  possesses  them.  There  is  justifica¬ 
tion  for  you. 

“Don’t  think  that  in  selling  a  dealer 
a  bill  of  goods  your  obligation  to  him 
ends  there.  Those  goods  have  got  to  be 
turned  over  by  that  dealer  or  he  fails  to 
receive  the  benefit  that  is  due  him.  The 
man  who  looks  in  from  the  outside  can 
very  frequently  offer  valuable  suggestions 
to  the  dealer  along  the  lines  of  proper 
merchandising.  A  commercial  traveler  who 
handles  a  certain  line  of  goods  owes  it 
to  himself  and  his  trade  to  be  a  sort  of 
past-master  in  marketing  that  particular 
line.  Any  pains  he  takes  to  educate  the 
dealer  is  bound  to  redound  to  him  in  bet¬ 
ter  sales  and  closer  business  relations  with 
his  customer. 

“The  observing  traveler  can  offer  sug¬ 
gestions  to  the  merchant  that  are  valuable 
and  highly  appreciated.  One  of  the  nicest 
bills  of  shoes  I  ever  sold  in  my  life  came 
as  the  direct  result  of  a  suggestion  I  made 
to  a  merchant  one  time  about  selling  straw 
hats.  It  was  early  in  the  season  and  he 
had  acquired  somewhere  what  looked  to 
me  to  be  a  half  a  car  load  of  cheap  straw 
hats.  He  had  them  stacked  up  on  tables 
away  back  in  the  rear  of  his  store.  I  sug¬ 
gested  that  he  get  a  wagon  load  of  clean 
straw  that  had  been  stored  in  a  barn  all 
winter  and  pile  it  in  his  front  window  and 
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A  SAFE  WAY  TO  INVEST 
SMALL  SAVINGS 


An  opportunity  is  now  open  to 
secure  a  profitable  interest  in  an  old 
established  concern  that  last  year 
did  a  gross  business  of  $445,943.85 
and  earned  a  net  profit  of  $21 6,897.85. 

The  Company  is  incorporated  on 
a  10  4  5  per  cent  basis  calculated  on 
its  business  of  last  year  but  the  con¬ 
cern  is  growing  every  day 
and  within  a  short  time 
should  pa^mgreat  deal  more 

This  stock  should  par¬ 
ticularly  appeal  to  medical 
men,  college  professors, 
ministers,  literary  workers, 
or  infactanypersons  whose 
source  of  income  is  limited 
and  who  want  to  invest  a 
portion  of  their  savings  in 
something  that  will  pay 
them  as  well  as  is  consist¬ 
ent  with  safety  and  will 
provide  a  nest  egg  for  a 
rainy  day  or  old  age. 

We  want  to  interest  at 
least  1000  investors  in  this  enter¬ 
prise  and  so  cannot  sell  more  than 
10  shares  to  one  person. 

We  began  selling  this  stock  less 
than  four-months  ago,  advertising  it 
in  only  an  indirect  way,  yet  up  to 
date  $128,000  of  it  has  been  sub¬ 
scribed. 

We  honestly  believe  this  is  the 


best  stock  we  ever  handled  and  con¬ 
sider  its  prospects  exceedingly 
bright.  And  when  we  say  this,  we 
are  fully  taking  into  account  another 
stock  we  sold  some  years  ago 
that  has  in  the  past  two  years  paid 
its  holders  (our  clients)  29  per  cent 
on  their  investment. 

You  can  invest  as  little 
as  $10.00  a  month  in  this 
business  and  receive  your 
pro-rata  share  of  the  profits 
the  business  earns. 

If  you  have  money  you 
want  to  profitably  and  safe¬ 
ly  invest,  you  cannot,  in 
justice  to  yourself,  over¬ 
look  this  proposition. 

We  cannot  tell  you  all 
about  it  here  but  will  if  you 
will  write  to  us.  And  with 
a  full  detailed  statement  of 
this  business  we  will  send, 
if  you  request  it,  a  copy  of 
our  free  book  “How  Money 
grows”  which  tells  all  about  invest¬ 
ments  in  general  and  which  should 
be  in  every  person’s  hands  before 
they  invest  a  dollar.  Write  to  us  to¬ 
day  before  you  forget  it.  Simply  say 
“send  information  concerning  stock 
advertised  in  “The  Business  Man’s 
Magazine.”  You  cannot  spend  a 
penny  postcard  more  profitably. 


W.  M.  OSTRANDER,  Inc., 


134  NORTH  AMERICAN 
- BUILDING - 


PHILADELPHIA 
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make  a  window  trim  of  those  hats  and 
then  get  an  old  colored  ‘mammy’  or  some¬ 
one  who  conld  plait  the  straw  like  the 
farmers  used  to  do  for  the  braided  home¬ 
made  hats  the  men  folks  wore  in  harvest 
time,  and  le’t  the  suggestion  be  carried  that 
the  hats  were  made  right  in  the  window. 
He  fixed  up  his  window  trim  and  he  was  so 
tickled  over  the  success  of  his  hat  sale  that 
he  could  not  do  enough  for  me.  It  was  a 
simple  thing  and  not  at  all  original  with 
me.  I  had  observed  a  window  trim  of  that 
character  in  another  town  and  simply  re¬ 
membered  it.  That  was  all. 

“To  return  to  the  text  once  more,  watch 
the  temperature  of  your  feet.  Keep  your 
courage ;  keep  right  with  yourself.  Recog¬ 
nize  that  it  is  part  of  a  shrewd  buyer's 


business  to  smother  your  enthusaism  and 
bluff  about  your  prices.  It  is  a  rare  case 
where  the  retail  dealer  is  better  posted  on 
values  than  the  salesmen.  Stand  your 
ground  firmly,  but  courteously,  and  in  the 
majority  of  cases  he  will  weaken. 

“I  know  these  qualms  of  discouragement 
and  feelings  of  panic  will  come  occasionally. 
This  impulse  to  ship  samples  in  and  take 
to  the  woods  is  a  thing  I  have  experienced 
more  than  once;  and  so  when  you  fellows 
have  a  hunch  that  it’s  all  up  with  you,  or 
you  get  to  walking  on  your  toes  for  fear 
the  courage  oozing  out  of  your  shoe  soles 
will  make  a  big  wet  track  on  the  floor,  just 
cast  your  thoughts  back  home  and  remem¬ 
ber  that  the  ‘old  man’  appreciates  just  what 
you  are  going  through.” 


Content 

Along  about  this  time  o’  year 
The  while  I  set  a-blinkin’ 

In  the  warm  sunshine  here, 

I  always  git  to  thinkin’ 

The  old  farm  ain’t  so  bad  a  place 
But  what  I  feel  some  pity 
Fur  the  dumb  fools  thet’s  in  the  race 
Fur  gold  down  in  the  city. 

You  don’t  ketch  me  a-prayin’  God 
To  better  my  condition. 

I  only  want  my  fishin’-rod 
An’  time  to  go  a-fishin’. 

I  got  a  shirt,  a  pair  o’  pants. 

Coat,  hat  an’  appetite; 

I  know  the  fish  an’  all  their  ha’nts 
An’  when  they’re  like  to  bite. 

An’  all  the  clo’es  I  want  is  what 
Will  keep  off  chill  and  shiver 
While  I’m  a-settin’  in  this  spot — 

The  best  along  the  river. 

Ketch  me  a-combin’  of  my  hair 
An’  wearin’  cuffs  an’  collars ! 

I  wouldn’t  be  a  millionaire 
Fur  seven  hundred  dollars! 

— T.  A.  Daly  in  the  Catholic  Standard  and 
Times. 
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By  CHARLES  N.  CREWDSON 


TALESOP 

theROAD 


A  Book  for 
Business  Men 

A  Book  for 
Salesmen 

A  Book  for 
Ambitious 
Young  Men 


It  will  give  you  NEW  IDEAS. 

It  will  INCREASE  YOUR  SALES. 

It  will  STIMULATE  your  Ambition. 

It  will  give  you  BACK  BONE. 

It  will  put  DOLLARS  in  your  POCKET. 


IS  loaded  down  with  bright,  clever  snappy 
^1  stories,  full  of  human  nature  that  are  cracker- 
jacks.  On  the  other  hand  it  contains  more  prac¬ 
tical  pointers  in  the  art  of  SELLING  GOODS  than 
can  be  had  from  any  other  source.  It  is  brimful  of  lessons  for  every  one 
in  business  and  appeals  strongly  to  every  wide-awake,  professional  man, 
merchant,  clerk,  or  stock-boy. 

NOTE  THESE  CHAPTER  HEADINGS 


The  Square  Deal  Wins. 

Social  Arts  as  Salesmen’s  Assets. 
Tricks  of  the  Trade. 

How  to  Get  on  the  Road. 


First  Experience  in  Selling:. 
Tactics  in  Selling:  1. 

Tactics  in  Selling:  2. 

Tactics  in  Selling  3. 
Cutting  Prices. 


Canceled  Orders. 

Winning  the  Customer’s  Good  Will. 
Salesmen’s  Don’ts. 

Hearts  Behind  the  Order  Book. 


WHAT  THE  PRESS  SAYS 

“A  genuinely  entertaining  work.*’ — Boston  Herald. 

“Worth  reading  more  than  once.” — Denver  Republican. 

“To  the  drummer,  to  the  clerk,  to  the  young  man  or  boy 
just  starting  out  into  business  life,  and  even  to  the  merchant, 
its  value  cannot  be  over-estimated.” — Syracuse  Herald. 

“Stories  that  have  the  real  David  Harum  quality.” — 
Hartford  Telegram. 

“It  may  most  aptly  be  compared  with  such  a  book  as 
‘  Letters  from  a  Self-Made  Merchant  to  his  Son.’  ” — 
The  Outlook. 

“The  book  should  have  a  place  on  the  Christmas  list 
of  every  one  wishing  to  remember  business  people,  boys 
and  girls,  men  and  women,  with  a  helpful  book  at  holiday 
time.” — Evening  Press,  Grand  Rapids. 

“Sharp  and  incisive  as  cut  glass,  clear  as  a  cameo.”— 
Baltimore  Herald. 


WHAT  STRONG  BUSINESS  MEN  SAY 

“Of  great  benefit  to  the  salesmen  of  the  country.” — 
E .  E.  Simmons  Hardware  Co, 

“Worth  the  time  of  every  salesman  of  this  country  to 
read.” — Hamilton  Brown  Shoe  Co. 

“I  took  great  pleasure  in  reading  them.” — Frank  L. 
Erskine,  A  dvertising  Mgr.  IV.  L.  Douglas  Shoe  Co 

“It  is  ‘ rattling  good  stuff.’” — Howard  Htimphreys— 
J.  F.  Humpheys  Sr’  Co. 

“They  contain  good  solid  advice.” — Dr.  T.  A .  W ood- 
ruff. 

“Something  you  need,  if  you  read.” — Bill  Barlow  in 
Sagebrush  Philosophy . 


Some  of  the  chapters  appeared  in  the  Saturday 
Evening  Post  with  tremendous  success.  The  book 
contains  many  articles  never  before  in  print. 

Cloth:  12  mo.  Gilt  Top.  Price 
Sixteen  Drawings  by  J.  J.  Gould 

Special  Traveling  Man’s  Edition,  Full  Morocco, 
Flexible,  Boxed.  Price  $2.00. 

For  sale  by  all  Book-sellers  or  sent  postpaid 
by  publishers  on  receipt  of  price. 

PUBLISHED  BY 

THOMPSON  &  THOMAS,  338  Wabash  Av.,  CHICAGO 


CHARLES  N.  CREWDSON 


Sale  of  Good  Will  as  a  Stop  to  Com¬ 
petition. 

LITTLE  further  on,  we  answer  the 
query  of  a  subscriber  who  is  desirous 
of  ascertaining  whether  a  good  will 
account  is  legal. 

Apropos  thereof  is  the  decision  of  the 
Massachusetts’  supreme  court  in  Hutchin¬ 
son  vs.  Nag^  wherein,  after  holding  that 
the  good  will  of  a  business,  as  part  of 
the  partnership  assets,  may  be  sold  on  the 
firm’s  dissolution  at  the  death  of  a  mem¬ 
ber,  it  is  said  the  surviving  partner  is  not 
precluded  from  entering  into  a  competing 
business  and  soliciting  trade  from  the  old 
customer. 

ACCEPTANCE  OF  OFFER. 

In  a  recent  issue^  the  question  was 
discussed  of  what  constitutes  a  sufficient 
acceptance  of  an  offer  so  as  to  give  rise  to 
a  contract.  It  was  then  said  that  the  pro¬ 
posal  must  be  squarely  assented  to  since 
an  acceptance  with  modifications  consti¬ 
tutes  a  rejection.  A  recently  reported  Cal¬ 
ifornia  case®  may  be  cited  as  a  further  illus¬ 
tration. 

The  Four  Oil  Company  wrote  to  the 
United  Oil  Producers  offering  to  sell  crude 
petroleum  of  15  degrees  gravity.  The 
United  Oil  Producers  answered  that  they 
accepted  the  proposition  but  added  that  they 
wished  it  distinctly  understood  that  the 
petroleum  must  be  of  the  15  dearrees  grav¬ 
ity  at  60  degrees  Fahrenheit.  These  two 
letters,  it  was  held,  did  not  constitute  a 
contract. 

SALES  IN  BULK. 

By  its  Act  of  1903,  Indiana  declared  void 
a  sale  in  bulk  unless  an  inventory  of  the 
stock  and  of  the  debts  of  the  seller  con¬ 
tracted  for  the  continuance  of  the  business 
is  made  by  him  under  oath  and  delivered  to 
the  buyer.  Five  days  before  the  sale,  notice 
was  also  required  to  be  given  to  the  credi¬ 
tors.  Should  these  provisions  not  be  ob¬ 


served,  the  merchandise  in  question  con¬ 
tinued  subject  to  the  seller’s  debts  for  such 
goods  sold  and  money  borrowed  to  con¬ 
tinue  the  business  and  the  buyer  might  be 
held  personally  responsible. 

In  a  recently  reported  decision*,  the 
act  in  question  has  been  declared  unconsti¬ 
tutional  on  the  ground  that  it  violates  the 
prohibition  contained  in  the  Fourteenth 
Amendment  against  the  denial  by  a  state 
“to  any  person  within  its  jurisdiction  the 
equal  protection  of  its  laws.”  As  the  court 
viewed  the  law,  it  created  two  favored 
classes,  namely  those  who  had  sold  mer¬ 
chandise  and  loaned  money  for  the  con¬ 
tinuance  of  the  business  and  left  other 
claimants  to  shift  for  themselves,  thus  de¬ 
nying  them  equal  protection. 

The  pertinent  query  is  put:  “Why  then 
should  the  classes  of  creditors  described  in 
the  statute  have  an  equity  to  take  all  as 
against  the  various  employes  engaged  in 
transacting  the  business,  as  against  the 
owner  of  the  building  so  used,  or  even  as 
against  those  who  have  supplied  the 
creature  needs  of  the  merchant  and  his 
family  while  he  was  engaged  in  the  pros¬ 
ecution  of  the  business.” 

Right  on  top  of  this,  comes  a  decision 
from  Washington®  that  the  creditor  can¬ 
not  bring  a  direct  suit  against  one  who 
purchased  goods  in  bulk  from  a  merchant 
who  failed  to  comply  with  statutory  re¬ 
quirements,  as  the  Washington  Act  merely 
declares  such  sales  void  without  expressly 
providing  for  the  bringing  of  a  suit  against 
the  purchaser. 

LEGALITY  OF  GOOD  WILL  ACCOUNT. 

A  Wisconsin  subscriber  wishes  to  ascer¬ 
tain  whether  a  corporation  can  open  a 

Note  (1). — 68  Lawyers’  Reports,  Annotated  186. 
Note  (2). — August,  1905,  “Contracts  by  Mail 
and  Telegraph.” 

Note  (3). — Four  Oil  Company  vs.  United  Oil 
Producers.  68  Lawyers’  Reports,  Annotated,  226. 

Note  (4). — McKinster  vs.  Sager,  68  Lawyers’ 
Reports,  Annotated,  273. 

Note  (5). — Rothchild  Bros.  vs.  Trewella,  68 
Lawyers’  Reports,  Annotated,  281. 


Residences  of  Joseph  Brown,  Mayor  of  Port  Republic,  and  Joseph  Bartlett,  near  the  Port  Office  in  Port  Republic 


$3  Pays  in  Full  for  a  Beautiful  H  ome  Site 


THERE  ARE  NO  “STRINGS  TIED”  TO  THIS  OFFER  WHICH  IS  ONLY  TO 
READERS  OF  THIS  MAGAZINE.  YOU  ARE  NOT  OBLIGED  TO  BUILD 


TO  THE  readers  of  The  Business  Man’s  Mag¬ 
azine  and  Book-Keeper  the  Seashore  Land 
and  Improvement  Company,  of  54  N.  13th 
Street,  Philadelphia,  Pa.,  offer  absolutely  free 
of  charge  a  beautiful  $25.00  home  site.  25  by  100 
feet,  in  the  modern,  prosperous  and  charming 
little  city  of  Port  Republic,  New  Jersey. 

This  suburb  of  Atlantic  City  has  a  direct  deep¬ 
water  channel  to  the  sea,  it  has  a  modern  public 
school,  church,  stores  and  fine  residences,  as  the 
above  illustration  shows. 

The  Van  Sant  Boat  Building  Yards  are  located 
there  and  the  three  million  dollar  boulevard  which 
is  planned  to  run  from  New  York  to  Cape  May 
passes  Port  Republic. 

There  are  no  “strings  tied”  to  this  unusually 
liberal  offer  and  this  company  only  requests  you 
to  send  them  the  names  and  addresses  of  five  of 
your  friends,  to  whom  they  will  send  their  beauti¬ 
fully  illustrated  book,  which  is  printed  in  four 
colors,  and  they  will  then  send  your  deed. 

They  also  request  the  readers  of  this  magazine 
to  casually  mention  to  their  friends  and  acquaint¬ 
ances  the  fact  that  they  own  a  building  lot  in  the 
city  of  Port  Republic. 

You  are  not  obliged  to  canvass  your  friends  and 
acquaintances  or  ask  them  to  buy  lots — all  this 
Company  asks  you  to  do  is  to  send  them  the 
names  and  addresses  of  five  of  your  friends  to 
whom  they  will  send  their  illustrated  book  post¬ 
paid  and  they  will  not  mention  your  name  unless 
you  request  it  and  in  this  event  they  will  pay  you 
a  cash  commission  of  20  per  cent  should  any  sales 
result  through  your  efforts  either  directly  or  in¬ 
directly.  The  $3.00  which  you  should  send  with 
your  acceptance  pays  for  the  New  Jersey  Com¬ 
missioner  of  Deeds  fee  as  well  as  the  charge  for 


making  out  the  deed  to  you  and  transferring  the 
lot  to  you  on  their  property  books. 

This  liberal  offer  is  open  for  a  limited  time 
only  and  it  is  made  with  the  idea  of  securing 
desirable  representatives  on  a  commission  basis. 

The  ground  they  offer  is  high,  healthful  and 
slightly  rolling  and  is  well  wooded  in  sections  and 
absolutely  free  from  swamp  or  marsh.  The  soil 
is  sandy  loam  with  gravel  base  and  it  will  grow 
any  fruit  or  vegetable  known  to  the  clime. 

The  tremendous  increase  in  real  estate  values 
in  the  vicinity  of  Atlantic  City  warrants  the  safe 
prediction  that  purchasers  will  have  opportunities 
to  dispose  of  their  holdings  at  a  handsome  profit. 

You  will  no  doubt  recall  many  instances  when 
you  or  your  friends  could  have  purchased  land 
for  a  trifle  in  some  large  city  or  its  suburbs  and 
which  is  now  worth  five  or  ten  times  the  price 
it  was  when  offered  to  you.  Nearly  everyone  can 
remember  such  lost  opportunities,  therefore  it 
will  be  to  our  readers’  advantage  to  send  in  their 
application  and  $3.00  for  deed  today. 

You  will  not  have  to  pay  any  taxes  until  1906 
and  then  the  taxes  will  only  amount  to  25  cents 
on  each  lot. 

Remember,  you  are  not  obliged  to  build  unless 
you  wish  to.  This  offer  is  for  early  acceptance. 
If  more  convenient  you  may  send  $1.00  with  your 
order  and  the  balance  in  weekly  payments. 

Send  money  by  currency,  personal  check,  bank 
draft,  express  or  postoffice  money  order.  You  can 
send  currency  at  their  risk.  Make  checks  and 
money  orders  payable  to  Charles  H.  Peck,  Treas¬ 
urer,  Seashore  Land  and  Improvement  Company, 
and  address  all  correspondence  to  the  main  office 
of  the  Company,  No.  54  N.  13th  Street,  Phila¬ 
delphia,  Pa. 
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good  will  account  on  its  books  and  take 
the  amount  thereof  and  distribute  it 
amongst  its  stockholders  as  a  dividend. 

Now  the  declaration  of  dividends  is 
within  the  control  and  subject  to  the  dis¬ 
cretion  of  the  directors  (so  runs  the  gen¬ 
eral  rule),  but,  inasmuch  as  the  funds  of  a 
corporation  are  impressed  with  a  trust  pri¬ 
marily  for  the  benefit  of  its  creditors  and 
secondarily  for  the  stockholders,  it  is  held 
(and  in  Wisconsin  as  in  the  majority  of 
states,  provided  by  statute)  that  there  can 
be  no  dividends  declared  except  from  net 
profits.® 

Let  us  see  just  what  good  will  is.  It 
may  be  defined  to  be  the  favor  which  a 
business  wins  from  the  public  and  the 
probability  that  old  customers  will  con¬ 
tinue  their  patronage.  (Chittenden  vs.  Wil- 
beck,  50  Mich.,  401.)  As  part  of  the  firm 
or  corporation  assets,  it  is  an  element  to  be 
considered  in  determining  whether  at  a 
given  date  the  parties  conducting  the  bus¬ 
iness  were  insolvent.  (Bell  vs.  Harrison, 
33  Cal.,  620.)  It  may  be  ordered  sold  as 
a  part  of  such  firm  assets  on  the  dissolution 
of  the  partnership  (Sheppard  vs.  Boggs,  0 
Neb.,  257;  Brass  and  Iron  Works  vs. 
Payne,  50  Ohio,  115)  ;  it  passes  to  the  as¬ 
signee  for  the  benefit  of  creditors  under 
an  assignment  covering  all  the  assignor’s 
property  and  effects  and  may  be  assigned  by 
the  assignee  to  third  persons  in  connection 
with  the  real  estate  and  other  property  for¬ 
merly  used  by  the  assignor  (Bank  of  To- 
mah  vs.  Warren,  94  Wis.,  151)  and  as  it 
has  a  value  and  is  “property”  within  the 
meaning  of  the  statute,  stock  of  the  corpor¬ 
ation  may  be  issued  for  it,  (Washburn  vs. 
National  Wall  Paper  Co.,  81  Fed.,  17 ;  Be- 
bee  vs.  Hatfield,  67  Mo.  App.,  609.) 

Now  as  good  will  is  “property”  and  con¬ 
stitutes  a  part  of  the  firm  assets,  there  is 
no  good  reason  why  it  should  not  be  con¬ 
sidered  in  fixing  the  fund  out  of  which  the 
creditors  may  secure  re-imbursement  (i.  e. 
the  capital),  otherwise  it  is  difficult  to  see 
how  it  could  have  been  considered  to  con¬ 
stitute  “property”  for  which  stock  could 
be  issued,  for,  if  the  creditors  of  the  com¬ 
pany  are  deemed  protected  in  one  case, 
they  must  be  deemed  protected  in  the  other. 

Consequently  when,  because  of  good 
management,  the  business  of  a  corpora¬ 
tion  has  increased,  it  is  evident  that  the 
appreciation  in  the  value  of  the  good  will 
must  represent  that  much  profit,  as  would 


the  increase  in  value  of  any  other  asset. 
Hence,  when  the  assets  inclusive  of  good 
will  reach  a  figure  which  permits  of  the 
declaration  of  a  dividend  without  lower¬ 
ing  the  value  of  the  assets  to  a  sum  less 
than  the  total  amount  of  the  liabilities,  in¬ 
cluding  the  capital  stock,  it  is  difficult  to 
see  why  .the  directors  may  not  declare  a 
dividend.’^ 

Of  course,  it  must  be  kept  in  mind  that 
the  good  will  bf  a  company  must  be  placed 
at  a  reasonable  valuation,  for  the  opening 
of  a  good  will  account  must  not  be  adopted 
as  a  mere  book-keeper’s  jugglery  for  the 
purpose  of  dodging  the  statute  against  the 
impairment  of  capital. 

SUNDRY  POINTS  AS  TO  AGENTS. 

How  Agency  May  Be  Created.  Here 
the  law  divides  agreements  into  two  classes, 
those  under  seal  and  those  unsealed  and 
the  general  rule  is  that  the  authority  of  the 
agent  must  be  of  as  high  a  nature  as  the 
act  which  is  to  be  performed.  Thus,  while 
it  requires  a  formal  power  of  attorney  un¬ 
der  seal  to  execute  a  deed  of  land,  you 
may  give  oral  authority  to  sign  a  note. 

Still,  if  A  is  about  to  convey  real  estate 
to  B  and  C  is  standing  by,  he  may  turn  to 
the  latter  and  ask  him  to  sign  his  (A^s) 
name  for  him  and  this  will  be  good.  The 
law  in  such  a  case  considers  that  C  was  as 
much  A’s  passive  instrument  as  the  pen 
with  which  he  might  sign  the  document. 

Personal  Liability  of  Agents.  The 
general  impression  is  that  under  no  cir- 

Note  (6). — It  is  immaterial  what  form  the  trans¬ 
action  takes.  An  illustration  of  how  far  the  law 
will  go  is  found  in  the  New  York  case  of  Rorke 
vs.  Thomas  (56  N.  Y.,  559).  Here  the  trustees 
of  the  Brooklyn  Flint  Glass  Co.  made  an  agree¬ 
ment  with  one  Houghton  to  sell  him  all  of  the 
property  and  effects  of  the  company  except  the 
debts  and  claims  due  to  the  corporation.  This 
agreement  was  carried  out  by  transferring  to  him 
nearly  all  of  the  stock  (and  by  the  way,  they  did 
not  accomplish  their  end  by  adopting  this  method, 
as  the  corporation  still  remained  in  existence  and 
there  was  simply  a  change  of  stockholders),  and 
thereafter  the  secretary  of  the  company  converted 
these  claims  into  cash  and  distributed  the  pro¬ 
ceeds  among  the  stockholders  who  had  assented  to 
the  plan.  It  was  shown  that  the  assets  prior  to 
the  transfer  to  Houghton,  after  payment  of  the 
debts  and  incumbrances,  were  of  less  value  than 
the  amount  of  the  capital  stock,  for  which  reason 
the  court  refused  to  sanction  the  distribution  which 
the  secretary  had  made. 

Note  (7). — The  Wisconsin  Revised  Statutes 
(Sec.  1765)  provide  that  a  corporation  whose  prop¬ 
erty  shall  have  increased  in  value  may  lawfully 
declare  a  dividend  payable  to  stockholders  upon  its 
capital  stock,  either  in  money  or  in  stock,  to  the 
extent  of  the  said  increase  in  the  value  of  its 
property;  but  the  total  amount  of  such  dividends 
shall  not  exceed  the  actual  cash  value  of  the  assets 
owned  by  the  corporation  in  excess  of  its  total  lia¬ 
bilities,  including  its  capital  stock. 
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THE  BEST  OF  EVERYTHING 


IN 


Typewriter  Supplies 


'HE  continued  superiority  of  the  line  of  typewriter  supplies 
and  accessories  manufactured  by  the  F.  S.  Webster 
Company  has  insured  to  the  minds  of  typewriter  usei's  well 
^  deserved  confidence  in  all  products  bearing  the  name  Webster.  ^ 


I 

I 

i 


I 

I 

I 


All  manufacturers  claim  their  line  of  supplies  ^ 
to  be  the  best,  but  we  take  pride  in  pointing  to 
the  past  years  of  wonderful  success  which  we  ^ 
have  earned  by  strict  adherance  to  a  standard  of 


m 


highest  quality  and  true  value,  strict  conformity 
to  our  strong  guarantees  and  the  most  liberal 
treatment  of  our  customers. 

We  are  constantly  increasing  the 
variety  of  our  line,  and  wherever  pos¬ 
sible  making  our  goods  still  more  perfect. 


CARBON  PAPERS 

S  v5 

'A  m  '-"'  I-:,'; 

‘Cl  r.  a.  WEBSTER  COMPANVl  ; . 
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^  New  Catalogue  of  Typewriter  and  Office  Supplies. 

M  We  have  lately  issued  the  most  com- 
^  plete  catalogue  of  typewriter  supplies 
^  (including  a  select  line  of  office  supplies) 

^  ever  issued  in  this  country,  and  will  send 
^  copy  on  request.  This  catalogue  is  of  in- 
^  terest  and  advantage  to  all  those  who 
^  operate  or  own  typewriters,  and  you  can- 
^  not  afford  to  be  without  a  copy.  When 

^  purchasing  any  article  in  the  line  of  typewriter  supplies,  remem- 
^  ber  if  it  bears  the  name  of  F.  S.  Webster  Company  it  is  of  the  S 
^  highest  quality  and  fully  guaranteed.  ^ 

If.  S.  WEBSTER  COMPANY* 

I 

I 

i 


i 

I 


332  Congress  Street,  BOSTON.  10  Park  Place,  NEW  YORK.  ™ 

211  Madison  Street.  CHICAGO.  908  Walnut  St.,  PHILADELPHIA.  K 

432  Diamond  Street,  ^  ^  ^ 

PITTSBURG. 

London,  Paris,  Berlin, 

Budapest,  Vienna. 

CARBON  PAPERS.  CARBON  PAPERS. 


dll  maoison  otreei. 


inut  ot.,  ytui^AUiLi^ytiLPi. 
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cumstances  may  an  agent  be  held  person¬ 
ally  liable  on  contracts  executed  for  the 
principal,  but  to  this  there  are  several  ex¬ 
ceptions,  chief  of  which  are  the  following : 
(a)  Where  an  agent  does  not  purport  to 
act  as  such  but  holds  himself  out  as  the 
principal.  Thus  if  A  makes  a  contract 
with  B  to  purchase  merchandise  and  says 
nothing  about  his  agency,  he  will  be  held 
personally  responsible,  although,  as  a  mat¬ 
ter  of  fact,  he  may  all  the  time  have  been 
acting  for  the  benefit  of  some  undisclosed 
third  party,  (b)  When  one  assumes  to 
act  as  agent  where  there  is  no  principal, 
the  theory  being  that  every  agent  impliedly 
warrants  his  agency. 

Liability  of  Principal  for  Unauthor¬ 
ized  Contracts  of  Agent,  To  what  extent 

« 

is  a  principal  bound  to  third  parties  for 
the  unauthorized  contracts  of  his  agents? 
The  answer  is  that  he  will  be  held  respon¬ 
sible  only  for  contracts  which  come  with¬ 
in  the  presumed  scope  of  the  agent’s  du¬ 
ties.  Thus  it  is  clear  that  one  who  is  sent 
“on  the  road”  to  solicit  orders  has  no  Im¬ 
plied  authority  to  buy  goods. nor  would  an 
ordinary  clerk  be  deemed  to  possess  the 
power  to  sign  the  firm’s  name  to  a  prom¬ 
issory  note.  This,  of  course,  goes  without 
saying,  but  there  are  other  questions  not 
so  easy  to  answer.  For  instance,  an  agent 
who  is  given  power  to  sell  goods  has  no  im¬ 
plied  authority  to  warrant  the  quality  of 
them.  Hence  if  Jones  buys  cloth  of 
Smith’s  agent.  Smith  will  not  be  bound  by 
a  statement  of  the  agent  that  the  cloth  was 
all  wool,  nor,  as  held  in  another  case, 
where  twine  was  sold  which  the  agent  war¬ 
ranted  hemp,  would  the  buyer  be  entitled  to 
disaffirm  his  contract  if  the  twine  on  de¬ 
livery  proved  to  be  of  jute.  Authority  to 
sell  gives  implied  authority  neither  to  war¬ 
rant  nor  to  receive  payment.  Authority  to 
accept  payment  does  not  confer  authority 
to  receive  notes.  Although  a  cashier  is  only 
entited  to  certify  checks'  where  there  * 
are  funds  of  the  maker  in  the  bank,  yet 
as  it  will  be  presumed  that  he  has  ex¬ 
ercised  his  functions  in  a  proper  man¬ 
ner,  the  bank  will  be  bound  to  inno¬ 
cent  third  parties,  even  though  the 
'  certification  is  wrongful.  But  a  cashier 
has  no  authority  to  certify  his  own 
check,  and,  as,  his  lack  of  power  appears 
on  the  face  of  the  instrument  when  the 
name  of  the  drawer  and  that  of  the  party 
certifying  is  the  same,  then  the  bank  will 


not  be  responsible  even  to  one  who  may 
subsequently  became  the  check’s  owner  if 
cashier’s  deposit  was  insufficient. 

Revocation  of  Agency.  The  moment 
the  principal  dies,  the  agency  is  revoked 
for  a  dead  man  cannot  act  through  an¬ 
other.  An  exception  is  grafted  upon  this 
rule  in  cases  which  the  law  refers  to  as 
“powers  coupled  with  an  interest.”  In  oth¬ 
er  words,  where  the  agent  has  an  interest 
in  the  subject  matter  involved,  authority 
is  irrevocable.  Thus  where  A  sells  a  mort¬ 
gage  to  B  giving  him  power  to  collect  the 
funds  for  the  latter’s  benefit,  even  A’s 
death  will  not  operate  as  a  revocation.  An 
interesting  case  on  this  very  point  was  de¬ 
cided  by  the  supreme  court  of  the  United 
States. 

Rousmanier  owed  Hunt  a  considerable 
sum  of  money  and  offered  his  creditor  bills 
of  sale  or  mortagages  upon  his  interest  in 
certain  ships.  If  Hunt  had  accepted  either 
of  these  forms  of  security,  there  would 
have  been  no  trouble.  He  chose,  how¬ 
ever,  to  adopt  a  mere  circuitous  course  so 
as  to  avoid  the  necessity  of  changing  the 
ships’  papers  and  took  two  notes  and  a 
power  of  attorney  authorizing  him  to  sell 
the  ships,  deduct  his  debt  and  return  the 
balance.  Rousmanier  died  and  his  admin¬ 
istrators  attempted  to  stop  the  sale  of  the 
vessels  by  Hunt,  whereupon  it  was  held  that 
there  was  a  distinction  between  an  inter¬ 
est  in  the  thing  itself  and  in  the  proceeds 
to  be  obtained  by  the  exercise  of  the  power 
of  attorney. 

Rousmanier’s  death  operated  as  a  revo¬ 
cation  and  consequently  the  ships  not  hav¬ 
ing  been  sold  at  the  time.  Hunt,  instead  of 
getting  all  of  his  money,  would  be  forced 
to  share  pro  rata  with  the  other  creditors. 

Liability  Where  the  Agent’s  Authority 
Has  Been  Revoked.  Suppose  a  purchasing 
agent  has  been  employed  for  a  number  of 
years.  He  is  discharged  but  nevertheless 
makes  a  number  of  contracts  with  firms  to 
which  he  has  become  known  while  acting 
for  his  employers.  Here  the  latter  will  still 
be  responsible  unless  they  have'  personally 
notified  parties  dealing  with  them.  Very 
often  we  see  notices  in  the  newspapers  to 
the  effect  that  a  particular  individual  is  no 
longer  in  the  service  of  a  certain  firm.  Lay¬ 
men  seem  to  think  that  this  is  sufficient,  but 
it  is  not  unless  the  third  party  has  actually 
seen  the  notice  or  the  fact  has  otherzuise 
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The  Word  Fitly  Spoken 


is  no  more  essential  than  the  word  genteelly  written.  There  is  no  alter¬ 
native  for  the  modern  business  man;  he  must  have  the  best  stationery 
obtainable. 

COUPON  BOND  meets  this  requirement.  For  dignified  corre¬ 
spondence  and  documents  of  all  kinds  it  has  no  equal.  It  is  the  entire 
product  of  one  mill. 

WE  HAVE  29  MILLS  AIND  YET  WE  ARE  SPECIALISTS 

SEND  FOR  A  FREE  COPY  OF  OUR  SPICY 

LITTLE  ‘  AMERICAN  CORRESPONDENT.” 

IT  IS  PRINTED  ON  COUPON  BOND  PAPER 


American  Writing  Paper  Company,  Holyoke,  Mass. 


* 
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been  brought  to  his  attention.  It  casts  a 
tremendous  burden  upon  the  principal  to 
notify  everyone  with  whom  his  agent  has 
had  dealings,  and  yet  the  law  requires  him 
to  do  so  if  he  would  be  absolutely  protect¬ 
ed.  Of  course  this  does  not  apply  to  new 
parties  who  are  not  used  to  dealing  with 
the  agent. 

In  written  powers  of  attorney  the  clause 
“with  power  of  substitution”  is  often  no¬ 
ticed.  The  reason  for  this  is  that  an  agent 


cannot  delegate  his  agency  and  employ  an¬ 
other  man  to  do  his  work,  as  there  is  con¬ 
sidered  to  be  a  personal  relation  of  trust 
and  confidence  existing.  But  when  this 
clause  is  inserted,  it  will  have  the  effect,  of 
permitting  him  to  do  so. 

Among  the  noteworthy  cases  which  will 
be  referred  to  in  this  department  from  time 
to  time,  several  will  be  found  which  will 
further  illustrate  many  of  the  principles 
referred  to.  ^ 


Any  book  reviewed  in  these  columns  can  be  obtained  from  this  magazine  on  remitting  the 
amount  stated  as  the  frice.  In  addition  we  fublish  a  48-fage  and  cover  catalog  devoted 
to  Recommended  Books  for  Business  Men— free  on  request. 


WE  are  in  receipt  of  two  little  paper- 
covered  booklets  for  review.  This 
latest  addition  to  current  business  lit¬ 
erature  is  called  “The  Business  Man’s  En¬ 
cyclopaedia”  and  is  published  by  The  Sys¬ 
tem  Co.  If  these  booklets  were  allowed  to 
seek  their  own  level  no  excuse  for  mention¬ 
ing  them  would  exist  but  as  they  are  en- 
tensively  advertised  it  is  perhaps  as  well  to 
pass  them  in  review  in  order  that  our 
readers  may  be  advised  as  to  their  true 
value.  Hence  we  break  through  our  usual 
rule,  which  is,  to  say  nothing  where  there 
is  nothing  good  to  say. 

These  booklets  are — as  we  understand  it 
— intended  for  free  circulation  as  premi¬ 
ums.  They  remind  us  of  a  remark  of  Tom 
Sawyer’s.  Speaking  of  his  uncle,  who  was 
a  cross-roads  preacher,  he  said :  “He 
preaches  every  Sunday — for  nuthin’ — and 
it’s  worth  it.”  Being  given  away  their  price 
is  not  exorbitant — ^but  it  is  high  enough  at 
that.  . 

The  small  size  of  the  page  (4^4x6  inches) 
is  another  feature  ,which  few  will  be  in¬ 
clined  to  comment  upon  unfavorably  for 
“such  as  it  is  there  is  enough  of  it” — even 
with  small  pages.  The  author  is  given,  as 
one  B.  C.  Bean  and  it  would  seem  that  the 
riches  of  many  back  issues  of  Hostetter’s 
Almanac  had  been  liberally  drawn  upon. 
If  not  this  source,  it  was  probably  some 


very  similar  authority  for  the  booklets  teem 
with  startling  information  such  as: 

A.l  means  first  class. 

Capital  means  available  wealth. 

Par  means  face  value. 

One  oz,  equals  one-sixteenth  of  a  pound. 

Six  months  equals  one-half  of  a  year. 

Two  pints  make  a  quart. 

From  them  we  learn  that  “Before  at¬ 
tempting  to  close  a  set  of  books  a  correct 
trial  balance  must  be  had.”  We  also  learn 
that  inventories  are  to  be  entered  in  red 
ink.  By  doing  this  latter  the  accountant 
will  surely  know  that  the  item  is  an  in¬ 
ventory  and  not  a  90-day  acceptance.  But 
why  in  red?  Why  not  green — and  why 
are  inventories  only  to  be  thus  embellished  ? 
A  combination  of  red,  blue  and  purple 
would  give  a  “neat  but  not  gaudy”  effect 
greatly  to  be  desired. 

Mr.  Bean  evidently  uses  and  indorses 
card  systems— he  practically  says  so— but 
his  indorsement  loses  some  of  its  force 
from  another  circumstance — that  he 
touches  upon  no  other  method.  Possibly 
he  is  unfamiliar  with  loose  leaf  books.  It 
is  to  be  regretted  that  he  has  not  included 
a  treatise  upon  this  subject  as  the  search 
light  of  his  investigation  would  doubtless 
have  resulted  in  more  information  of  a 
startling  character. 

Joking  aside,  Mr.  Bean  has  apparently 
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BOOK 


ON  MONEY  MATTERS 

FREE 

Our  new  book  will  be  of  great  inter¬ 
est  to  you  if  you  want  to  profitably 
and  safely  invest  $10  to  $100  or 
more.  The  book  will  cost  you  noth¬ 
ing  but  a  postal  card. 

A  Covina,  Calif.,  client  says:  “Your  book 
contains  a  full  dollar’s  worth  of  pointers. 

I  believe  I  should  have  been  hundreds  of 
dollars  ahead  if  I  had  had  it  before.” 

A  Johnstown,  Pa.,  client  says  :  “Your  book 
is  really  an  eye-opener  on  money  matters.” 

The  president  of  a  big  Boston  corporation 
says:  “Your  book  struck  me  as  being  by  far  ahead 
of  anything  I  had  ever  seen.” 

A  Glen  Richey,  Pa.,  man  says:  “Had  I  had  your 
book  several  years  ago  I  might  have  been  spared  the 
humiliation  of  losing  my  savings  of  years.” 

Every  reader  of  The  Business  Man’s  Maga¬ 
zine  should  send  for  this  book. 

The  following  are  a  few  of  the  many  sub¬ 
jects  covered  : 

(1)  How  you  can  surely  make  a  lot  of  money  through 
good  investments  even  if  you  start  with  as  little  as  one 
dollar  or  a  few  dollars  a  month. 

(2)  How  to  double  your  money  in  six  months. 

(3)  How  safe,  non-speculativo  business  enterprises 
earn  100%  to  300%.  (This  is  not  a  .careless  statement. 
The  book  contains  nothing  but  proven  facts— \oXs  of 
them— suprising  facts.) 

(4)  How  a  bit  of  business  advice  was  worth  fifty  thou¬ 
sand  dollars.  This  advice,  included  in  our  book,  applies 
to  you  no  matter  how  little  money  you  are  earning. 

(5)  How  and  where  to  get  reliable  information  about 
any  investment. 

(6)  Some  names,  facts,  and  figures  of  special  in¬ 
terest  to  every  one  who  has  any  money  on  deposit 
in  any  bank. 

(7)  The  real  secrets  of  success;  monthly  divi¬ 
dends;  listed  and  unlisted  stocks,  etc. 

This  copyrighted  book  is  not  like  any  other 
book  ever  published,  although  others  are  adver¬ 
tised  in  a  similar  way.  It  is  not  an  advertisement 
of  any  investment.  It  is  entitled  “The  Wells 
&  Corbin  Guide  for  Investors.”  Send  us  a 
ostal  saying,  simply:  “Send  guide  for  investors, 
ou  will  receive  the  book,  by  return  mail,  free. 

WELLS  &  CORBIN 

2219  Land  Title  Building 
PHILADELPHIA 
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made  an  error  in  his  title  for  the  book¬ 
lets.  It  should  have  been  “The  Office  Boy’s 
Own  Book.” 


The  Robinsonian  Universal  Calendar,  by 

J.  Watts  Robinson.  Paper  25c;  with  The 
Business  Man’s  Magazine  and  The 
Book-Keeper,  $1.00. 

In  this  booklet  Mr.  Robinson  has  presented  in 
compact  form  a  means  for  determining  the  day  of 
the  week  for  any  given  date 'from  A.  D.  1  to  _A. 
D.  2800.  Unlike  previous  efforts  in  this  direction 
reference  is  made  easy  by  the  arrangement  adopt¬ 
ed  and  the  calendar  for  any  given  year  either 
past  or  future  can  be  instantly  referred  to. 


Corporate  Organization.  Thos.  Conyng- 
ton,  The  Ronald  Press,  New  York. 
Buckram,  post-paid,  $2.70;  Sheep,  post¬ 
paid,  $3.20. 

Corporate  Management.  Same  author 
and  publisher,  same  price  as  above. 

In  this  day  of  consolidation  and  amalgamation, 
these  two  works  are  more  than  usually  valuable. 
The  author  is  a  leading  member  of  the  New 
York  Bar  and  these  works  are  conclusiye  evi¬ 
dence  of  his  thorough  knowledge  of  this  sub- 

j  6Ct.  , 

Unlike  the  usual  writings  of  a  lawyer,  these 
books  are  free  enough  from  puzzling  technicali¬ 
ties  to  make  them  easily  comprehensible  to  an 
ordinary  business  man. 

All  the  details  necessary  to  successful  organi¬ 
zation  and  management  of  corporations  of  all 
sorts  are  clearly  shown  and  carefully  explained. 
These  two  books  should  be  at  the  elbow  of  every 
man  interested  in  corporate  bodies  and  their 
conduct. 


Failed  Savings  Banks,  by  Willis  S.  Paine, 
LL.  D.,  president  of  The  Consolidated 
National  Bank  of  New  York,  and  ex-su¬ 
perintendent  of  banking  of  the  state  of 
New  York.  150  pages,  bound  in  half  cloth, 
gold  title.  Price  $1,  post  free;  with  The 
Business  Man’s  Magazine  for  one  year, 
$1.60  post  free. 

Readers  of  The  New  York  Financier,  who_  fol¬ 
lowed  with  pleasure  and  _  profit  the  exceedingly 
interesting  series  of  articles  on  “Failed  Sav¬ 
ings  Banks,”  published  a  year  or  more  ago  over 
the  signature  of  Willis  S,  Paine,  president  of 
The  Consolidated  National  Bank  of  New  York, 
and  ex-superintendent  of  banking  of  the  state  oi 
New  York,  will  be  interested  in  the  announce¬ 
ment  that  these  articles  have  been  brought  to¬ 
gether  in  book  form. 

Commercial  Education,  the  Mezining  and 
Practice,  by  Cheesman  A.  Herrick,  Ph. 
D.,  director  School  of  Commerce,  Phila¬ 
delphia  Central  High  School.  Macmil¬ 
lan’s  Commercial  Series.  Illustrated,  378 
pp.,  cloth,  $1.25,  post  free;  with  The 
Business  Man’s  Magazine  one  year, 
$165,  post  free. 

Professor  Herrick  displays  an  unusual  grasp 
of  actualities.  We  detect  the  facts  and  figures 
of  actual  business  knowledge  in  his  development 
of  his  theme.  He  shows  us  how  our  widening 


commercial  life  is  making  commercial  education 
necessary.  Our  schools  have  given  little  serious 
attention  to  the  condition  confronting  the  com¬ 
munity  at  large.  School  men  are  still  more 
apart.  Ours  is  a  commercial  country,  this  is  our 
age,  and  our  schools  must  realize  it.  We  need 
school  training  for  business  men,  because  we 
need  higher  ideals  in  business;  ideals  tnat  shall 
make  for  honesty,  for  high  honor,  for  the  best 
in  government,  in  society.  Such  a  training  will 
make  better  citizens  for  the  great  class  of  busi¬ 
ness  men  will  be  trained  to  government. 

There  are  chapters  devoted  to  “Commercial 
Education  in  Germany  and  America;”  “Com¬ 
mercial  Education  in  France  and  Belgium;”  “Com¬ 
mercial  Education  in  England;”  “Private  Com¬ 
mercial  Schools  in  the  United  States;”  “Second¬ 
ary  Commercial  Education  in  the  United  States;” 
“Curriculum  of  the  Secondary  School  of  Com¬ 
merce;”  “Higher  Commercial  Education  in  the 
United  States;”  “Commercial  Education:  How 
Provided.” 

The  author  has  not  only  given  us  an  excellent 
survey  of  the  history  and  present  condition  of 
commercial  education,  but  he  has  suggested  ex¬ 
cellent  remedies  for  many  of  the  evils  and  short¬ 
comings  of  our  present  inadequate  system.  We 
can  most  cordially  recommend  this  book  to  those 
interested  in  commercial  education. 

Wall  Street  and  the  Country:  A  Study  of 
Recent  Financial  Tendencies,  by  Charles 
A.  Conant,  247  pp.,  cloth,  $1.25  post  free ; 
with  The  Business  Man’s  Magazine 
one  year,  $1.85  post  free. . 

Mr.  Conant  discusses  in  an  eminently  fair  and 
impartial  manner  “The  Future  of  Undigested 
Securities;”  “The  Trusts  and  the  Public;”  “The 
Function  of  the  Stock  and  Produce  Exchanges;” 
“The  Economic  Progress  of  the  Nineteenth  Cen¬ 
tury;”  “Putting  China  on  the  Gold  Standard;” 
“The  Growth  of  Trust  Companies.” 

In  the  chapter  devoted  to  “The  Function  ot 
the  Stock  and  Produce  Exchanges,”  there  is  so 
much  said  that  will  tend  to  clarify  cloudy  con¬ 
ceptions,  and  to  set  right  much  erroneous  think¬ 
ing,  that  we  wish  we  had  space  to  quote  it  en¬ 
tire.  The  whole  object  of  the  exchange  is  to 
“give  mobility  to  capital,”  to  let  it  flow  out  of 
unproductive  channels  and  into  productive  chan¬ 
nels  at  the  will  of  the  investor.  The  publicity 
which  the  exchanges  gives  all  transactions  pro¬ 
tects  buyers  and  sellers,  because  the  world  can 
and  does  know  the  value  of  any  stock  is  in  the 
open  market.  The  exchange  affords  a  test  of  the 
commercial  utility  of  any  new  enterprise — the 
price  of  its  stock  is  an  almost  infallible  sign. 
It  does  not  require  much  thought  to  see  how  the 
same  principle  applies  in  the  produce  exchanges. 

Rich  Man’s  Guide  and  Poor  Man’s 
Friend,  by  Willard  Graves.  220  pages, 
cloth,  with  allegorical  frontispiece. 

This  book  is  a  somewhat  bewildering  mixture 
of  cant  and  rant.  It  is  one  of  that  large  tribe 
of  publications  devoted  to  a  half-digested  theory 
of  social  rejuvenation,  in  which  we  are  impressed 
with  the  idea  that  the  man  who  works  for  money 
is  a  man  who  has  sold  himself  to  Satan.  Yet 
we  are  asked  to  pay  one  dollar  for  the  publica¬ 
tion,  when  it  can  be  printed  in  any  print  shop 
for  eighteen  cents  a  copy  in  lots  of  one  thou¬ 
sand. 

House  Hints,  by  C.  E.  Schermerhorn. 
Paper,  25c. 

A  valuable  little  book  for  one  who  expects  to 
buy,  build  or  rent,  a  home.  Anyone  who  has  done 
one  or  all  of  these  things,  will  admit  that  some¬ 
thing  is  sure  to  be  forgotten  which  should  have- 
been  remembered — this  little  book  acts  as  a  re¬ 
minder,  setting  forth  all  the  things  which  should 
be  attended  to  beforehand. 
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BUSINESS  MEN  THAT  WANT  SOMETHING 
THAT  WILL.  SAVE 

TIME  SPACE  MONEY 

THE  RAND  PAT.  DIVIDED  LEAF  LEDGER 

WILL  DO  THAT  FOR  YOU 

A  sheet  to  fit  the  Account.  Large  and  small  sheets  in  same  binder 

INSTANTANEOUS  | 
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Post  an  inquiry  to  us  and  we  wiil  give  full  description,  partTculars  and  prices 


THE  RAND  COMPANY 


SOLE  MANUFACTURERS 
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E.  H.  BE^CH.  Editor. 


Authorized  vs.  Actual  Capital. 

NE  of  our  subscribers  who  styles  him¬ 
self  an  “Agriculturist”  has  been  at¬ 
tracted  by  the  papers  published  in 
another  column  under  the  above  title,  and 
is  “moved  by  the  spirit”  to  make  some  jocu¬ 
lar  remarks  about  Treasury  Stock,  Floating 
Assets,  Sinking  Funds,  Watered  Stock  and 
Inventory. 

After  requiring  information  as  to  what 
becomes  of  Treasury  Stock  if  nobody  buys 
it,  he  proceeds : 

“Before  I  studied  accounting  text  books 
I  had  many  ideas  of  accounts;  now  I  see 
that  one  man  may  deal  in  all  of  the  ac¬ 
counts,  but  the  way  I  saw  it,  certain  men 
had  accounts  to  their  business  that  others 
could  not  have,  and  I  had  a  system  too. 

“Anyone  that  owned  ships  or  boats  had 
floating  asset  accounts  and  nobody  else 
that  had  no  ships  or  boats  had  no  Floating 
account,  and  if  these  ships  should  sink  by 
accident,  or  otherwise,  that  was  a  sinking 
fund. 

“‘Stock’  was  a  farmers’  account  and  no 
one  else  that  had  no  live  stock  could  have 
no  Stock  account,  and  if  the  farmer  had 
just  watered  his  stock  that  was  ‘watered 
stock.’ 

“And  so  an  inventory  was  an  account 
for  someone  that  had  invented  something. 

“A  journal  was  for  a  man  that  traveled 
or  joumied  much. 

“Freight  was  for  a  railroad. 

“A  Bank  account  was  for  a  banker. 

“So  you  see  that  it  depended  on  what  a 
man  was,  or  owned,  in  order  to  tell  what 
his  account  would  be  named.” 

After  reading  this  ebullition  it  will  prob¬ 
ably  be  conceded  that  some  farmers  possess 
horse-sense.  _ 

Mail  Orders  for  Retailers. 

Is  there  any  good  reason  why  the  re¬ 
tailer  in  a  small  town  should  not  do  a 
mail  order  business?  If  there  is,  it  is  not 


apparent.  Rural  mail  delivery  makes  it 
possible  for  the  dweller  outside  of  a  town 
or  village  to  order  goods  by  mail  and  to 
get  them  delivered  in  the  same  way  if  de¬ 
sired.  If  the  dealer  in  the  nearest  town  is 
prepared  to  handle  the  trade  there  would 
seem  to  be  no  reason  why  he  should  not 
have  it.  The  chances  are  that  he  will  be 
given  the  preference  by  the  surrounding 
•  community  as  against  a  less  well  known 
competitor  further  away,  but  he  must  go 
after  the  trade.  It  is  not  very  likely  that  it 
will  come  to  him  without  solicitation  of 
some  sort  and  no  legitimate  means  should 
be  overlooked.  Circulars,  fence  signs,  ad¬ 
vertisements  in  local  papers  and  many 
other  means  present  themselves,  and  last 
but  not  least  is  personal  solicitation.  The 
man  with  a  windmill,  a  washing-machine  or 
a  photograph  album  solicits  his  trade  in 
person.  It  is  a  method  which  the  merchant 
in  a  small  community  cannot  afford  to 
omit,  yet  it  is  a  far  from  common  thing  to 
see  him  take  advantage  of  it.  Under  or¬ 
dinary  circumstances  he  need  have  little 
fear  of  not  finding  his  man  at  home.  He 
will  probably  meet  him  on  the  road  if  he 
is  not  at  home.  Carry  the  war  into  the 
enemy’s  country  and  use  his  own  weapons. 

The  Future  of  the  Individual  Worker. 

Is  the  rise  of  great  corporations  a  men¬ 
ace  to  the  individual  worker?  It  has 
come  to  be  a  commonly  expressed  opinion 
that  this  is  the  case  and  yet  we  see  every¬ 
where  the  rapid  rise  of  individuals  to 
places  of  great  power  and  profit  in  these 
same  corporations  which  it  is  customary  to 
call  soulless.  A  census  of  the  leading  men 
in  great  industrial  enterprises  will  bring  out 
the  fact  that  nine  out  of  ten  of  them 
started  in  the  ranks  in  one  capacity  or  an¬ 
other  and  that  they  reached  their  present 
positions  by  push  instead  of  pull.  A  study 
of  individual  cases  seems  to  show  that  the 
big  corporation  has  made  it  harder  for 
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Force  your  way  into  a  higher  position.  A  iittie 
effort-a  spiendid  position;  a  iittie  “push”— and 
“Keister’s”  opens  the  way  to  a  bright  future  for  you. 

If  you  are  tired  of  sitting  on  the  old  stool — tired  of  drudging  your  life  away  for  a  few 
dollars  a  week,  we  can  help  you  to  a  profitable  position. 

If  you  knew  how  to  open,  conduct  and  close  the  books  of  all  kinds  of  corporations, 
under  all  conditions  possible  to  arise;  knew  the  many  features  of  Public  Accounting 
essential  to  practical  purposes;  could  master  the  problems  of  corporation  auditing 

you  could  command  almost  any  salary  you  asked— you  could  have  an  independent 
business  of  your  own.  ^ 

KEISTER’S  CORPORATION  ACCOUNTING  AND  AUDITING 


tells  you  all  about  these 
things  and  many  more.  In 
a  simple  and  thorough  man¬ 
ner  it  takes  up  every  point 
in  higher  accounting  neces¬ 
sary  to  practical  use.  It 
opens  the  way  to  an  inde¬ 
pendent  future  for  you. 


WHAT  KEISTER'S  DID. 

I  consider  my  investment  in  a  copy 
ol  Keister’s  Corporation  Accounting 
and  Auditing  the  best  I  ever  made. 
By  masteri7igits  contents,  I  prepared 
myself  to  practice  as  a  Public  Ac- 
jcountant.  This  virork  should  be  in 
every  business  office  as  a  book  of  ref¬ 
erence,  as  it  certainly  is  the  highest, 
best,  roost  practical  and  up-to-date 
work  published  on  these  subjects. 

W.  E.  BARDWELL, 
Public  Accountant  and  Bank 
Examiner,  Pittsfield,  Mass. 


We  have  a  little  booklet 
“Describing  a  Great  Book” 
we  want  to  send  you  free  of 
charge.  It  tells  of  “Keis¬ 
ter’s” — explains  how  a  new 
position  is  possible  as  soon 
as  you  want  it.  A  postal 
brings  the  booklet. 


••Keister’s  Is  the  only  book 
of  its  kind  recommended 
by  The  American  Library 
Association. 


THE  BURROWS  BROTHERS  CO. 


CLEVELAND,  OHIO 


Tile  New  York  University 
School  of  Commerce,  Ac¬ 
counts  and  Finance  recom¬ 
mends  ’‘Keister’s.” 
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the  mediocre  worker  and  that  it  has  of¬ 
fered  better  opportunities  for  the  man  of 
push  and  energy.  What  the  big  corpora¬ 
tion  finds  an  over  supply  of,  it  buys  as 
cheaply  as  possible  but  the  material  which 
is  secure — the  workman  or  clerk  who  has 
brains,  and  is  willing  to  use  them,  is  re¬ 
warded  much  more  liberally  than  ever  be¬ 
fore.  It  is  a  bad  outlook  for  the  lazy  and 
the  incompetent  but  has  no  element  of  un¬ 
certainty  or  gloom  for  the  man  of  parts. 

Unnecessary  Book-keeping  Verbiage. 

In  these  advanced  days  we  do  not  often 
have  an  inquiry  as  to  the  necessity  of  using 
that  ancient  formula  ‘‘sundries  to  sundries” 
when  making  journal  entries.  Why  any  ac¬ 
countant,  or  book-keeper,  should  consider  it 
desirable  to  cumber  up  the  records  with 
such  transparent  facts  is  not  apparent,  ex¬ 
cept  on  the  theory  of  the  infallibility  of 
those  who  first  undertook  the  teaching  of 
double  entry  book-keeping,  and  adopted 
this  particular  method  of  heading  entries. 

Another  example  of  unnecessary  verbi¬ 
age  is  the  constant  employment  of  the  words 
“to”  and  “by”  on  the  ledger,  as  these  serve 
absolutely  no  purpose,  and  are  simply  ex¬ 
amples  of  a  really  inexcusable  waste  of 
time. 

Other  examples  on  similar  lines  may  be 
quoted  in  the  ruling  off  of  ledger  accounts 
instead  of  using  “balance”  columns ;  the  en¬ 
tering  of  inventories  and  balances  in  red 
ink;  the  posting  of  items  in  detail  instead 
of  providing  special  columns  for  them,  etc., 
etc. 

Government  Supervision. 

It  is  notorious  that  individuals  and  cor¬ 
porations  in  the  United  States  find  very 
little  difficulty  in  evading  assessments  on 
property  by  means  of  false  or  misleading 
statements,  misrepresentation  of  assets, 
etc.,  and  these  unscrupulous  devices  for 
saving  a  few  dollars  go  undetected  and  un¬ 
punished  because  there  is  no  efficient  gov¬ 
ernment  supervision  of  business  interests. 

The  income  tax  in  Great  Britain  offers 
official  opportunity  to  investigate  and  verify 
the  returns  so  that  any  falsification,  or  con¬ 
cealment  of  sources  of  income,  is  almost 
impossible,  and  is  severely  dealt  with  when 
discovered. 

The  consequence  is,  of  course,  that  hon¬ 
est  business  men  in  America  pay  a  great 


deal  more  than  their  proper  share  of  the 
cost  of  governing  the  country,  while  the 
unpatriotic  manipulators  of  figures  flourish 
like  the  green  bay  tree. 

Depreciation. 

The  average  business  man  persistently 
objects  to  writing  off  a  certain  portion 
each  year  of  what  he  considers  good  as¬ 
sets,  and  in  many  cases  his  objections  are 
justifiable. 

Depreciation  to  a  very  large  extent  is 
simply  a  matter  of  precaution.  We  read 
of  manufacturing  businesses  being  wrecked 
on  account  of  the  neglect  of  writing  off 
depreciation  on  machinery  and  buildings, 
etc.,  but  we  think  this  very  rarely  occurs 
except  in  the  imagination  of  accountants. 
At  the  same  time,  as  machinery  does  de¬ 
preciate  there  certainly  should  be  some 
provision  in  any  well  regulated  commercial 
establishment  to  provide  new  machines 
when  the  old  become  obsolete,  or  useless, 
owing  to  wear  and  tear. 

The  provision  of  a  reserve  against  de¬ 
preciation  appears  to  answer  every  require¬ 
ment.  This  reserve  is  established  out  of 
profits  earned  and  can  be  applied  at  any 
time  to  replacements.  It  is  also  advan¬ 
tageous  in  the  case  of  a  fire  to  show  on  the 
books  the  actual  cost  of  the  property  that 
has  been  destroyed.  If  depreciation  is  con¬ 
tinually  deducted  from  the  value  of  this 
property  it  gives  a  considerable  leverage  to 
the  insurance  adjustor  which  he  does  not 
require. 

The  establishment  of  this  reserve  also 
satisfies  the  objection  of  the  average  mer¬ 
chant  who  has  at  the  end  of  20  years  a 
large  substantial  building  in  good  repair,  ac¬ 
tually  worth  so  many  thousand  dollars,  and 
yet,  which,  under  the  regular  depreciation 
method,  is  not  represented  in  any  way  on 
the  books.  The  depreciation  reserve  is  a 
part  of  the  earnings  of  the  company,  and 
any  portion  of  that  reserve  that  is  not  re¬ 
quired  for  replacements  on  account  of  ex¬ 
cessive  depreciation,  is  available  for  distri¬ 
bution  among  the  stockholders.  ■ 

A  Back-to-Date  Country. 

Now  that  the  Emperor  Menelik,  the  Lion 
of  the  Tribe  of  Judah,  is  sending  a  special 
commissioner  to  investigate  the  commer¬ 
cial  conditions  in  the  United  States,  it  may 
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the  Closet  with  a  slant.  A  universal  favorite, 
because  a  universal  necessity.  The  first  closet 
to  meet  in  full  the  Natural  Laws  of  Physiology  and 
Hygiene.  Because  of  this  fact  it  has  the  immedi¬ 
ate  endorsement  of  physicians  and  architects.  We 
do  not  enter  into  the  details  of  the  “why  and  where¬ 
fore”  but  give  them  to  you  in  our  Book  28,  which  is 
mailed  to  you  post-paid  on  request.  There  is  nothing 
of  theory,  there  is  nothing  of  “fad.”  The 
is  a  common-sense,  reasonable  and  necessary  equip¬ 
ment  to  every  home.  It  means  not  only  longer  life, 
but  fuller  enjoyment  of  life.  This  is  a  very 
important  claim.  Surely  you  will  be  suffici¬ 
ently  interested  to  write  for  our  Book  28. 


The 


Company 


SALEM,  N.  J. 
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be  interesting  to  know  that  to  this  date  the 
Abyssinians  are  using  cartridges,  and  bars 
of  salt,  as  money. 

The  Abyssinian  empire  is  50  per  cent 
larger  in  extent  than  the  German  empire 
in  Europe,  and  yet  does  not  possess  one 
mile  of  railroad,  and  only  one  short  wagon 
road.  Although  the  country  is  traversed 
by  countless  river  gorges,  they  are  spanned 
but  by  one  iron  bridge. 


The  Field  of  Trust  Companies. 

In  a  recent  number  of  the  “Bulletin  of 
the  American  Institute  of  Bank  Clerks” 
it  is  stated  that  “trust  companies  were  or¬ 
iginated  not  to  compete  with,  or  invade  the 
field  of  commercial  banks,  nor  to  draw 
upon  the  deposits  of  the  savings  banks.” 
The  trust  company  deals  with  capitalists 
who  do  not  require  discounts,  and  there¬ 
fore  demand  interest  for  the  use  of  their 
money,  or  desire  to  pay  bills  by  check  and 
at  the  same  time  receive  interest  on  money 
in  bank,  therefore,  finding  savings  banks 

a. 

impracticable. 

In  The  Bankers*  Magazine,  on  the  other 
hand,  we  find  the  chart  of  a  trust  com¬ 
pany  providing  for  savings  bank  depart¬ 
ment  as  well  as  the  regular  commercial 
banking  and  trust  departments.  We  also 
publish  in  the  November  number  of  The 
Business  Man's  Magazine  a  special  arti¬ 
cle  on  accounting  methods  for  the  savings 
bank  department  of  a  trust  company,  and 
think  it  rather  strange  that  apparently  au¬ 
thoritative  statements  should  be  made  by 
trust  company  officials  that  they  do  not 
compete  with  commercial,  or  savings,  banks. 


The  Age  of  Graft. 

Contemporary  magazines  and  papers  are 
full  of  stories  of  private  and  public  theft 
which  is  designated  as  “graft.”  A  gen¬ 
eral  house-cleaning  is  in  progress  and  as 
usual  the  house-keeper  finds  that  careless 
servants,  both  public  and  private,  have  been 
much  in  the  habit  of  helping  themselves 
to  the  sugar  and  sweeping  dust  and  dirt 
into  dark  corners  and  under  the  bed. 

It  does  not  develop  that  conditions  are 
worse  than  they  have  been  for  many  years 
but  it  does  seem  that  the  honest  business 
man  owes  it  as  a  duty  to  society  to  pay  a 


little  more  attention  to  the  public  good 
even  if  it  does  take  a  little  of  his  time  and  a 
little  of  his  thought.  When  public  busi¬ 
ness  is  left  entirely  in  the  hands  of  those 
who  are  interested  only  in  what  they  can 
get  out  of  it  for  their  personal  gain  it  is 
not  to  be  wondered  at  that  all  is  not  as  it 
should  be. 

The  country  is  not  going  to  the  “bow¬ 
wows”  but  there  is  room  for  improvement 
and  in  that  improvement  the  business  man 
should  take  a  hand  without  delay. 


Dummies. 

From  a  list  recently  compiled,  it  appears 
that  fifty-seven  hnanciers  hold  1460  direc¬ 
torates  of  various  companies,  some  of  the 
largest  being,  W.  K.  Vanderbilt,  56;  G.  H. 
Gould,  52;  J.  H.  Hyde,  47;  and  C.  M.  De¬ 
pew,  74. 

It  may  be  taken  for  granted  that  every 
one  of  these  men  is  amply  qualified  to  serve 
as  a  director,  but  is  it  possible  that  any 
one  man  can  really  direct  the  affairs  of 
74  corporations  and  still  find  plenty  of  time 
to  represent  the  state  of  New  York  in  the 
United  States  Senate? 

There  is  very  little  doubt  that  Mr.  De¬ 
pew  has  nothing  to  do  with  the  directing 
of  the  affairs  of  most  of  the  corporations 
with  which  he  is*  connected  as  a  director. 
He  is,  probably,  a  dummy  director,  who  has 
been  placed  on  the  board  at  a  certain  re¬ 
muneration  for  the  use  of  his  name. 

Among  the  many  devious  methods  that 
appear  to  be  typical  of  modern  business 
finance  may  be  mentioned  not  only  the 
dummy  director,  but  also  the  dummy  stock¬ 
holder. 

We  are  fairly  familiar  with  the  dummy 
director  who  does  not  direct,  but  the  dum¬ 
my  stockholder  who  does  not  own  any 
stock  is  not  so  generally  known.  His  name 
is  on  the  list  of  stockholders  and  his  name 
is  in  the  certificate  book,  but  the  stock  was 
really  purchased  by  someone  else,  and  the 
actual  purchaser  holds  it  and  votes  it. 

It  is  stated  that  many  of  the  supposed 
stockholders  of  a  large  New  York  institu¬ 
tion  which  recently  failed  belong  to  this 
class,  and  that,  being  men  of  straw,  the 
creditors  will  be  unable  to  obtain  anything 
from  them  under  the  stockholders’  liability 
law. 
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^1500  a  Year 

For  Life 


One  of  Our 
15  Month-Old  Trees. 


F  you  wish  to  save 
for  old  age  or 
provide  for 
healthy  middle 
age,  you  cannot 
find  a  more 
conservative  or  a 
more  reasonable 
investment  than  we 
have  to  offer — more 
profitable  than  life  in¬ 
surance — safe  as  city 
real  estate,  yet  not  so 
costly — better  than  a 
savings  bank,  for  the 
return  is  greater. 

We  have  full  and 
complete  literature, 
showing  conclusive 
facts,  logical  figures 
and  definite  reference 
of  good  character, 
proving  beyond  any 
doubt  that  our  propo¬ 
sition  is  bona  fide,  certain  and  profitable. 
Our  booklets  give  “reasons”  and  anyone 
who  can  spare  from  $5  to  $25  a  month  can 
provide  for  old  age  and  protect  themselves 
against  the  ravages  of  time,  the  chances  of 
poverty  and  the  misfortune  of  ill  health  by 
securing  a  competent  income  that  will  cover 
all  necessary  living  requirements. 

It  is  worth  ^our  time  to  ask  for  our 
booklets — do  this  today  in  justice  to  your 
future.  It  is  not  only  the  man  who  saves, 
but  he  who  saves  profitably.  The  demand 
for  rubber  can  never  be  fully  supplied — a- 
rubber  plantation  is  more  hopeful  than  a 
gold  mine — our  booklets  tell  you  the  facts 
that  have  taken  years  to  prove — ^write  for 
them  today. 

This  company  is  divided  into  only  6,000 
shares,  each  one  representing  an  undivided 
interest  equivalent  to  an  acre  in  our  Rub¬ 
ber  Orchard  and  Plantation.  Our  book¬ 
lets  will  prove  to  you  that  five  shares  in 
this  investment,  paid  for  at  the  rate  of  $25 
a  month,  will  bring  you  an  average  return 
of  25  per  cent  on  your  money  during  the 
period  of  seven  years  and  an  annual  in¬ 
come  of  $1,500  for  life.  This  investment 
insures  absolutely  the  safety  of  your  future. 
The  man  or  woman  who  owns  five  shares 
in  a  rubber  plantation  in  tropical  Mexico 
need  have  no  fear  of  old  age,  no  doubts 
about  illness,  no  care  nor  anxiety  for  after 
years- — you  are  safe — absolutely  and  cer¬ 
tainly — our  booklets  will  prove  these  state¬ 
ments — write  for  them  today. 


Conservative  Rubber  Production  Co. 


918  Parrott  Building, 


SAN  FRANCISCO,  CALIFORNIA 


The  Mann 
Ledger 

Interchangeable  Leaves 


CURRENT  LEDGER 

The  Mann  Ledger  is  easy  to  manliptAate, 
has  strength  to  stand  usage  a.nd  the  ap¬ 
pearance  of  a  blank  book.  It  is  the  best 
binder  of  its  type  on  the  market.  Our 
Yale  Lock  gives  absolute  security. 

TRANSFER  LEDGER 

The  Ma.nn  End  Lock  Sectiona.1  Post 
Binder  has  the  merits  of  careful  and 
strong  construction,  combined  with  a 
light  and  graceful  appearance. 

CURRENT  HOLDER 

In  uniform  binding  this  Holder  makes  a 
splendid  auxiliary  to  the  ledger  outfit. 
Its  use  saves  the  opening  of  the  current 
ledger  but  once  a  day. 

INDEXES 

Loose  division  leaves  alphabetically  ar¬ 
ranged,  allow  the  insertion  of  ledger 
leaves  in  their  exact  lexicon  arrangement, 
forming  an  automatic  index. 

LEAVES 

Our  leaves  are  ruled  and  printed  on  special 
ledger  paper  and  treated  by  our  "Deprima’’ 
process  to  insure  a  flat  opening  record. 

Send  for  illustrated  booklet  and 
stock  form  leaves. 

William  Mann  Company 

BLANK  BOOK  MAKERS 
Stationers,  Printers,  Lithographers, 
M&.nufacturers  of  Copying  Books  zwnd 
Papers  and  Loose  Leaf  Devices. 

529  Market  St.  »  Philadelphia. 

New  York  House,  59-61  Maiden  Lane. 
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The  Boston  Show. 

Great  interest  seems  to  be  developing 
in  the  New  England  Office  Appliance 
and  Business  Systems  Show,  to  be 
held  in  Mechanics  Bldg.,  Boston,  from  Nov. 
27  to  Dec.  2,  inclusive,  and  this  interest  is 
being  shown  by  the  many  inquiries  for  in¬ 
formation  of  the  manager,  Mr.  Chester  I. 
Campbell,  5  Park  Sq.,  Boston. 

Mr.  Campbell,  who  has  achieved  success 
with  many  exhibitions,  has  perfected  plans 
to  not  only  secure  a  record  attendance,  but 
has  completed  arrangements  that  will  make 
the  show  such  a  valuable  advertising  me¬ 
dium  for  the  manufacturer,  that  his  attend¬ 
ance  at  any  future  show  in  Boston  will  be¬ 
come  an  absolute  certainty. 

Model  offices  are  to  be  erected  with 
everything  new  and  useful  in  time  saving 
and  accuracy  securing  devices  and  no  doubt 
will  be  copied  by  many  business  men,  as 
New  England  Bankers  and  Merchants  are 
seeking  at  all  times  the  best  of  everything  in 
office  fixtures  and  appliances.  The  contests 
between  computing  and  typewriting  ma¬ 
chines  will  add  interest  to  the  proceedings 
and  incidentally  bring  to  the  front  some  of 
the  good  points  of  the  many  machines  to  be 
exhibited. 

These  business  shows  have  become  very 
popular  among  those  who  have  participated 
in  them  in  the  past  and  with  the  energy  dis¬ 
played  by  the  Boston  management  the  suc¬ 
cess  of  this  show  seems  assured. 


Helping  Employes  to  Succeed. 

BY  HENRY  SIEGEL. 

Siegel-Cooper  Co.,  New  York,  Chicago  and 
Elsewhere,  in  Success. 

The  modern  American  department  store 
employer  is  at  his  wit’s  end  to  devise 
new  methods  to  help  the  employe  to 
succeed.  In  the  smaller  cities  and  towns, 
the  public  has  little  knowledge  of  the  free 
medical  attendance  and  drug  stores  the 
employer  has  established  for  the  over¬ 
worked  and  poor  young  women  and  luen; 


of  the  exceedingly  cheap  and  wholesome 
food  served  to  employes ;  of  the  relief  bene¬ 
fit  associations;  of  the  savings-bank  fea¬ 
tures;  or  of  the  airy  and  comfortable  retir- 
ingj^  resting  and  reading  rooms.  The  food 
furnished  to  the  employes  is  provided  at  an 
expense  to  the  employer,  not  a  profit.  These 
departments  of  help  are  what  we  term 
“dead”  departments.  By  that  is  meant  that 
they  bring  the  employer  no  income. 

I  should  really  hesitate  to  say  exactly 
what  these  things  cost  the  department  store 
employer. 

So  far  as  help  of  this  kind  is  concerned, 
the  end  is  not  yet  in  sight.  The  employer 
realizes  that  to  help  the  employe  is  to  help 
himself.  It  would  not  surprise  me,  in  the 
near  future,  to  see  all  employes  of  the  great 
department  stores  stockholders  in  the  busi¬ 
nesses  of  their  employers.  The  profit-shar¬ 
ing  plan  is  as  yet  a  new  and  untried  thing. 

Which  Rule? 

BY  ROBERTUS  LOVE. 

I  say,  shall  we  rule  by  the  Golden  Rule, 

Or  the  Rule  of  Gold  that  sways 
So  mightily  human  interests  now 
In  the  keen  commercial  days? 

Shall  a  man  be  a  man  in  the  sense  God  meant 
When  he  made  in  His  image  fine, 

Out  of  the  drifting  dust  of  the  earth. 

The  human  form  divine? 

Or  shall  he  be  as  a  broken  clod. 

For  growing  of  other  men’s  grain? 

I  say,  shall  we  rule  by  the  Law  of  God, 

Or  the  Law  of  Might  and  Main? 

Shall  we  grind  men’s  bones  in  the  money  mills. 
In  the  gourmand  hopper  of  greed. 

Unheeding  the  cry  of  the  crushed-out  lives. 

And  the  blood  of  the  hearts  that  bleed? 

Shall  a  man  be  clay  in  the  hands  of  his  kind 
And  bound  to  the  potter’s  wheel, 

Or  an  agent  free  to  aspire  and  attain 
To  the  goal  of  the  spirit’s  zeal? 

Shall  we  make  him  as  ore  in  the  ingot  stamp. 

As  a  cog  in  the  conquering  mills? 

I  say,  shall  we  sway  by  the  Gold  of  Love, 

Or  the  Love  of  Gold  that  kills? 

Shall  we  bind  men’s  soul«  to  the  barren  rock 
For  the  vulturous  beaks  to  flay. 

For  the  buzzards  of  lustful  loot  to  pick 
Till  the  soul  shall  wither  away? 

Shall  a  man  be  booty  for  men  more  strong. 

Be  prize  for  the  pirate’s  sack. 

Or  a  craft  to  sail  safe  seas  of  hope 
On  his  own  unhampered  track? 

Shall  we  make  him  an  admiral  on  the  bridge 
Or  a  slave  in  the  galley’s  hold? 

I  say,  shall  we  rule  by  the  Golden  Rule, 

Or  ruin  by  the  Rule  of  Gold? 

— Exchange. 
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a)aReai).oi(imaii.ttlaKcUP! 

Be  a  Book-keeper  I 
Be  a  FIRST=CLASS  Book=keeper  1 

You  Will  Never  Fall  Asleep  Over  Your  Work 

or  be  troubled  over  long  columns  of  figures,  if  you  will  purchase  and  master 
“Goodwin’s  Improved  Book-keeping  and  Bnsiness  Manual.” 
This  book  is  not  a  luxury  but  a  necessity — particularly  to  the  progressive. 
It  leads  directly  to  money-making  and  money-saving.  You  can  learn  from 
It  w'ltliin  SIX  weeks’  home  study  how  to  open,  keep  and  close  ANY  set  of 
frnm  entry  books,  in  the  most  modern,  “up-to-date”  manner;  change 

from  single  to  double  entry;  locate  errors  in  trial  balances;  prove  postings;  improve  systems;  audit 
K  accounts;  compute  interest;  teach  book-keeping;  earn  money  as  an  expert;  save  one- 

third  labor;  make  balance  sheets;  render  comparative  statements;  keep  books  for  or  manage  a  stock 
company  or  manufacturing  concern,  and  more — MUCH  more! 

Why  go  to  “College”  to  Learn  Book-keeping 

fnn  to  .$600  Of  money  and  from  6  to  16  months  of  time  to  learn  an  antiquated  system, 

idll  fortbe  has  had  32  years’  practical  experience  as  an  accountant! 

Hnn’ ^^alify  you  at  your  own  home  within  6  weeks’  time  to  fill  ANY  posi- 

±6  required  or  REFUND  MONEY!  Could  you  ask  for  anything 
and  securinff^  course  ),  $3.00.  Complete  set  of  Practice  Blanks,  for  passing  examination 

125a  Certificate  of  Competency,  75  cents  extra.  NO  FURTHER  CHARGES  OF  ANY  KIND, 

w^rth^!”"'  particulars,  or  enclose  $3.00  in  manner  directed  below,  and  you  will  “get  your  money’s 

I  Find  Positions,  Too,  Everywhere,  Free! 

supplies  more  business  houses  with  book-keepers  than  any  ten  “commercial  schools” 
^  named,  and  there  is  a  greater  demand  for  GOODWYN  BOOK-KEEPERS  than  for  any 
I  cin  place  YOU^^TOoP^  experience  immaterial.  Have  8,146  TESTIMONIALS  from  PUPILS!  Perhaps 

“Goodwin’s  P^^tical  Instruction  for  Business  Men”  (an  extremely  valuable  book— 
price  $1.00)  will  be  sent,  FREE  OF  CHARGE,  tp  those  who  will  cut  out  this  “card,”  pin  $3.00 

or  hand  it  to’ somebody  el^se  to®use-as^"if  i^^onh’ O^NE  DOLLAR  m  CAShTo  'THE^USERf 

J.  H.  GOOD  W  I  IN 

Room  -403,  121S  BROAD’W/AY',  ■  ■  ’  ■  ■  .  ■  NEW  YORK 


^^Comfort 
Durability 
Siyie~ 


IN  COTTON  HOSIERY 

FOR  MEN 

Young  and  Old 

Once  Worn,  Always  Worn.  WHY  ? 


BECAUSE  every  pair  is  guaranteed. 

BECAUSE  this  well-known  hosiery  is  free  from  seams. 
BECAUSE  the  yarn  is  made  from  the  finest  of 
Egyptian  Cottons  and  thoroughly 
combed. 

BECAUSE  the  colors  are  sanitary 
and  absolutely  fast. 

BECAUSE  the  heels  and  toes  are 
reinforced,  insuring  durability. 

This  illustration  represents  a  sock  having  Black  Uppers  and  Natural  Cream 
Colored  Egyptian  Soles,  and  are  made  in  Two  Weights  as  follows ; 

STYLE  l9sW— Medium  Light  Weight  for  Fall  Wear. 

STYLE  2sW — Medium  Heavy  Weight  for  Winter  Wear. 

Both  made  in  sizes  9-llJ^. 

Prices  25cm  per  Pair,  or 
6  Pairs  in  a  Neat  Box  for  $1,50 

Transportation  charges  prepaid  to  any  part  of  the  U.  S. 

If  Your  Feet  Burn  or  Perspire,  These 
Styles  Are  What  You  Should  Wear 

SHAW  STOCKING  COMPANY 
lo  Shaw  Street  Lowell,  Mass. 


If  your 
dealer  will 
not  supply 
you,  send 
your  order 
to  us,  for 
we  want 
you  to  try 
them. 


on  the  toes 


Send  for 
our  free 
illu.strated 
Catalog — ■ 
describing  over 
100  styles  made  in 
cotton,  linen, 
worsted,  lisle, 
and  merino. 


/ 


Letters  intended  for  publication  in  this  department  must  be 
signed  in  full  by  the  ■writer's  name,  not  necessarily  for  Publica¬ 
tion  but  as  an  evidence  of  good  faith.  Letters  of  more  than  500 
words  will  not  be  published  unless  of  unusual  interest  and 
import  to  a  sufficient  number  of  our  readers  to  warrant  the 
space.  Address  all  communications  to  the  editor. 


The  Decay  of  Duty. 

To  THE  Editor: — The  article  on  this  sub¬ 
ject  in  the  May  number  brings  very  forcibly 
to  mind  the  old  saying  “there  are  always 
two  sides  to  a  case,” 

While  it  is  true  and  likewise  a  deplorable 
condition  of  affairs  that  the  old  idea  of 
loyalty  to  the  house  and  allegience  to  those 
who  are  paying  us  the  wages  by  which  we 
are  able  to  exist  seems  to  be  declining,  still 
it  is  equally  true  that  this  condition  of  af¬ 
fairs  is  largely  due  to  the  modern  condi¬ 
tions  of  business. 

In  the  so-called  “independent”  corpora¬ 
tions  the  old  loyalty  is  nearly  always  evi¬ 
denced  toward  those  who  are  considerate  of 
their  employes,  but  in  the  gigantic  strides 
we  have  taken  toward  consolidation  the 
employe,  the  “unit”  as  it  were,  has  lost  all 
identity,  his  own  employers  do  not  know 
him,  he  probably  never  sees  them;  there¬ 
fore  under  such  conditions  he  loses  a 
possible  personality  he  might  have,  and  be¬ 
comes  merely  “number  so  and  so,”  to  be 
discharged  immediately  business  becomes 
capable  of  being  conducted  without  him. 
By  that  I  do  not  mean  he  is  necessarily 
up  to  that  time  necessary  for  the  conduct¬ 
ing  of  the  business,  but  someone  like  him 
has  to  do  his  work,  so  if  business  is  dull 
or  a  new  machine  makes  it  possible  to  dis¬ 
pense  with  his  position,  he  goes. 

There  is  no  question  in  most  modern 
factories,  shops  or  business  houses  of 
whether  he  is  doing  good  work,  but  how 
soon  can  we  so  cut  down  operating  expenses 
that  we  can  discard  as  many  employes  as 
possible. 

Again  under  modern  business  conditions 
if  he  is  not  discharged  is  not  his  rate  of 
wage  cut  as  often  as  possible,  does  not 
modem  business  method  call  for  the  pay¬ 
ment  of  a  good  salary  to  one  or  two  heads, 
and  the  lowest  possible  wage  to  the  “rank 
and  file”? 

This  is  a  condition  with  which  the  own¬ 
ers  of  a  plant  cannot  have  any  personal 
sympathy,  it  is  also  a  condition  for  which 


the  heads  of  departments  are  not  always  re¬ 
sponsible.  For  instance,  if  the  stockholder 
places  his  money  in  a  modern  business,  he 
naturally  looks  for  results,  it  is  human 
nature,  it  does  noit  matter  to  him  whether 
John  Jones  is  a  loyal  and  enthusiastic 
worker  further  than  that  the  work  of  John 
Jones  redounds  to  his  interest  in  the  form 
of  hard  cash  profits;  also  it  is  not  to  John 
Jones  the  reward  comes,  it  is  to  the  head 
of  the  business,  the  active  manager,  that  the 
increase  of  salary  or  the  increase  of  author¬ 
ity  is  given.  Therefore  it  is  to  the  interest 
of  the  head  of  the  department  and  the  head 
of  the  business  to  draw  from  the  working 
ability  and  energy  of  John  Jones  as  much 
as  possible  for  the  least  amount  of  recom¬ 
pense. 

There  are  undoubtedly  cases  of  "misfits” 
where  the  employer  is  willing  to  reward 
merit  and  work  and  who  has  under  him 
some  men  whose  principal  object  in  life 
seems  to  be  “to  watch  the  clock,”  men  who 
are  not  worth  rewardSj  but  I  doubt  if  there 
are  any  more  of  those  than  there  are  of 
the  employer  who  exacts  all  the  work  and 
energy  possible  from  a  man  for  the  least 
amount  of  wage,  and  who  never  gives  any 
substantial  acknowledgment  of  such  a  man 
unless  he  is  forced  to  do  so. 

The  modern  laborer  is  usually  a  union 
man,  his  employer  is  either  actually  affili¬ 
ated  with  some  Employers’  Association  or 
is  in  sympathy  with  them.  If  capital  consol¬ 
idates  why  should  not  labor,  but  if  labor 
makes  unjust  demands  why  should  capital 
meet  them?  This  is  the  great  problem 
before  the  world  today,  and  the  man  or  the 
system  that  can  offer  a  satisfactory  solution 
of  that  problem  can  command  the  place 
and  price  he  or  it  deserves. 

We  have  an  instance  in  the  Chicago 
strike  now  before  the  public,  and  no  sane 
or  loyal  citizen  can  uphold  the  work  and 
methods  of  the  strikers  and  their  sympa¬ 
thizers,  but  there  is  one  question,  these  men 
and  women  are  not  educated  up  to,  or  have 
they  the  comprehension  of,  a  standard  of 
passive  resistance,  and  there  is  some  reason 
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j  rwo  BOOKS 
EVERY.jt  ^ 


BOOK-KEEPER 

B 
B 


SHOULD 
^  ^USEI 


URR’S  Patent 
Combination 
Index  and 

URR’S  Improved 
Trial  Balance 
Sheet. 


Sold 


BY  All  Stationers 
Generally. 

Ask  to  See  Iti 


The  use  of  these  books  saves 
valuable  time  and  labor.  They 
will  be  found  invaluable  in  every 
office  having:  numerous  names 
to  handle.  The  “INDEX”  is 
alphabetically  subdivided,  so  that 
any  name  can  be  found  at  a  glance 
—practical,  simple  and  con¬ 
venient.  The  “TRIAL  BAL¬ 
ANCE  SHEET”  is  so  arranged 
with  short  leaves  that  writing  the 
names  but  ONCE  in  twelve 
months  is  avoided.  Send  for 
Illustrated  Catalogue  and 
Price  List. 

WILBUR  &  HASTINGS,  37  Fulton  St.,  New  York  City. 
MARSHALL-JACKSON  COMPANY,  140  Monroe  St.,  Chicaeo,  Ills 
THE  OMAHA  PRINTING  CO.,  918-924  Farnham  St.,  Omaha,  Neb; 
A.  CARLISLE  &  CO.,  417  Montgomery  St.,  San  Francisco,  Cal 
HENRY  GOOD  &  SON,  12  Mooregate  St.,  London,  England. 
PEACOCK  BROS.,  578  Collins  St.,  Melbourne,  Australia. 
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for  their  plea.  Is  it  not  true  that  very 
often  we  find  where  the  employer  has 
brought  about  such  a  condition  of  affairs 
that  the  employes  will  “strike,”  do  em¬ 
ployers  not  sometimes  force  issues  by  wait¬ 
ing  for  a  rather  dull  season  and  then 
“testing”  a  point  by  forcing  the  men  “to 
go  out”? 

Also  if  a  body  of  men  have  a  just  de¬ 
mand,  are  they  always  listened  to?  By  no 
means.  Then  they  have  three  alternatives, 
accept  their  employers’  decision,  leave  as 
units  or  in  a  body,  or  “strike,”  and  leaving 
in  a  body  may  be  summed  up  as  a  “strike.” 
As  long  as  they  are  passive  strikers,  and  do 
not  object  to  non-union  men  or  strike 
breakers  taking  their  places,  they  have  the 
public  sympathy,  but  the  great  question 
under  such  conditions  is  “where  do  they 
come  in  ?”  If  they  grow  violent  and  destroy 
lives  and  property  they  are  a  menace  to  the 
community  and  law-breakers,  and  are  no 
more  entitled  to  the  protection  of  the  law 
or  the  sympathy  of  the  public  than  any 
oither  malefactor.  This  condition  of  affairs 
certainly  denotes  a  lack  of  “loyalty”  on 
both  sides. 

It  is  a  truth  and  a  privilege  that  any  man 
who  has  the  brains,  exceptional  ability  or 
the  shrewdness  to  make  money  and  acquire 
a  business  ought  to  be  able  to  determine 
what  that  money  shall  be  expended  for  and 
how  that  business  shall  be.  conducted,  also 
that  h"?  shall  have  a  larger  voice  in  business 
affairs  and  in  the  affairs  of  the  nation  than 
the  man  with  a  mediocre  ability  who  draws 
ai  salary  from  him,  but  there  should  be 
some  law  or  “governor”  that  guides  that 
man  and  that  business  along  a  course  that 
isi  beneficial  to  the  community,  not  a  menace. 

The  smaller  business  houses  and  factories 
having  fewer  men  and  their  business  being 
a  matter  of  their  individual  employes  taking 
interest,  are  still  referred  to  as  “our  house” 
and  “our  trade,”  etc.,  and  interest  is  usu-. 
ally  mutual.  This  is  also  true  of  some  large 
corporations,  who  stimulate  their  employes 
by  their  very  power,  who  have  improved 
conditions,  taken  a  personal  interest  in  the 
welfare  of  their  employes,  taking  steps  to 
help  educate  them  in  the  business,  and  have 
met  with  willing  and  appreciative  response. 

The  fact  remains  that  the  reward  we  are 
all  looking  for  is  the  substantial  one,  in¬ 
crease  in  our  finances.  It  is  all  very  well 
to  grieve  over  the  fact  that  men  will  leave 
their  positions  for  an  increase  of  wages,  to 
remonstrate  because  they  make  demands 


for  additional  rates  of  pay  because  business 
seems  a  little  prosperous,  but  it  is  no  more 
unjust  than  to  hear  of  the  corporation  or 
the  head  of  departments  cutting  down  scale 
of  wages  or  reducing  force  because  of  lack 
of  business.  If  the  owners  and  stockholders 
of  a  business  demand  “returns”  or  dis¬ 
missal,  why  should  not  the  employes  de¬ 
mand  more  pay  or  leave  for  a  better  offer? 
Mind  you,  these  conditions  are  not  always 
the  case,  but  they  are  the  general  rule,  a 
man  must  live,  and  appreciation  will  usu¬ 
ally  beget  appreciation. 

To  sum  the  matter  up,  it  seems  natural 
to  blame  modern  business  methods  for  the 
lack  of  “personal  loyalty.”  A  man  in  these 
times  is  the  small  unit  of  the  whole,  men 
are  swung  in  bodies,  they  are  a  part  of  a 
“system.”  While  I  recognize  the  fact  that 
in  this  age  of  “commercialism”  system  is 
not  only  necessary  but  indispensable,  that  it 
is  one  of  the  great  factors  for  our  modern 
American  superiority,  while  I  study  and 
apply  it  myself,  it  is  still,  I  believe,  largely 
responsible  for  what  decrease  there  is  in 
“personal  loyalty.” 

There  is  one  class  of  employers  and  em¬ 
ployes  that  exist  and  probably  always  will 
exist,  a  detriment  to  the  world,  and  they 
are  these  unappreciative  employers,  and 
the  drones  among  the  employes,  L.e  “clock¬ 
watchers,”  the  poorest  excuse  an  employer 
comes  in  contact  with.  G.  E.  H. 


Life  and  Death  and  Commonsense. 

BY  RICHARD  WIGHTMAN, 

President,  Merchants’  Life  Insurance  Club  of  N.  Y. 

IFE  is  the  soul’s  adventure  and  oppor¬ 
tunity. 

Death  is  the  collapse  of  the  human 
tenement. 

Commonsense  is  the  mental  trait  which 
makes  Life  good  and  Death  tolerable. 

Life  belongs^  to  universal  humanity  and 
every  man  and  woman  must  decide  what  is 
to  be  done  with  it.  This  use  of  one’s  Life, 
this  nurture  and  upbringing  of  the  spirit, 
this  investment  of  one’s  talents  and  ener¬ 
gies  is  a  very  serious  proposition.  Within 
certain  limits  it  is  true  that  a  man’s  life 
lies  in  his  hand  as  lies  the  plastic  clay  in 
the  hand  of  the  potter,  who,  before  putting 
it  upon  the  wheel,  settles  in  his  own  mind 
whether  he  is  to  make  of  the  clay  a  plate 
for  food,  a  vase  for  flowers,  or  a  pitcher 
in  which  the  clear  water  from  the  spring 
may  be  carried. 
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STANDARD  OUTFITS  SHIPPED  ON  APPROVAL 


112.75 


For  the  Razall  Special  Complete  Outfit, 
consistlns:  of  Ledger,  Transfer  Ledger,  two 
Index  Sets  and  500  Best  Quality  Leaves. 


ONE  MINUTE 

will  find  any  account  in  a  Razall  Loose  Leaf 
Ledger.  Three  would  be  employed  in  the 
old  style  ledgers.  One  minute  will  post  an 
account  in  a  Razall.  Three  would  be  re¬ 
quired  to  ascertain  the  proper  book  and 
page  in  the  old  style. 

One  minute  will  suffice  to  put  away  or  take 
from  the  vault  a  complete  Razall  Loose 
Leaf  Ledger.  It  would  require  at  least  three 
to  handle  the  many  heavy  cumbersome 
books  of  the  old  way. 

The  Razall  Loose  Leaf  System  will  save 
two-thirds  of  the  book-keeper’s  time  straight 
through  the  day. 

Our  Booklet^  Systematic  Accounting,  free. 

It  tells  how  easily  our  system  can  be  adapted 
to  your  business.  Ask  for  edition  “C.” 


THE  H.  Q.  RAZALL  MFG.  CO.,  405-407  East  Water  St.,  MILWAUKEE,  WIS. 

Canadian  Manufacturer,  CHAS.  F.  DAWSON,  1813-1815  Notre-Dame  Street,  Montreal,  Canada. 
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It  is  good  for  a  man  thus  to  take  his  life 
in  his  hand,  to  look  at  it  in  an  analytical 
way,  to  appreciate  its  capacity  for  both 
beauty  and  ugliness,  to  realize  its  relation 
to  other  lives,  and  then  to  deliberately  shape 
it  in  the  fashion  which  his  judgment  pro¬ 
nounces  best. 

This  prevents  one  from  dealing  with  Life 
in  a  haphazard  way  and  enables  him  to  feel 
at  sunset  that  he  has  packed  the  day  with 
the  details  of  a  well-considered  plan. 

Of  course,  this  bars  neither  emotion,  in¬ 
tuition  nor  inspiration,  which  are  but  spurs 
and  sidelights  to  the  systematic  builder, 
helping  him  to  improve  and  more  com¬ 
pletely  beautify  the  structure  which  has 
been  previously  conceived  and  thought  out 
as  an  architectural  whole. 

It  is  a  fine  thing  for  a  gray-haired  man 
to  rest  a  bit  near  the  completion  of  his 
task  of  life-building,  and  be  able  to  say 
“Well,  I  admit  there’s  a  flaw  here  and 
there,  but  I  did  a  pretty  good, job  after  all, 
didn’t  I?” 

So  much  for  Life. 

Now,  as  to  the  second  thing.  Death. 

Death  is  the  tumbling  down  of  the  house 
in  which  we  live,  necessitating  our  removal 
to  other  quarters.  Just  where  we  move  to 
when  the  tumbling  down  occurs,  no  one 
seems  really  to  know,  but  that  we  do  get 
out,  and  that  suddenly,  is  mighty  certain. 

We  hear  a  great  deal  about  the  sacred¬ 
ness  of  human  life,  which  of  course  com¬ 
prehends  the  endurance  of  the  physical  ten¬ 
ement  which  we  have  leased  and  in  which 
we  are  at  home,  but  really.  Nature  seems 
to  have  no  more  personal  regard  for  these 
bodies  of  ours  than  we  have  for  the  bodies 
of  the  ants  we  grind  into  the  earth  with 
our  heels  while  taking  a  pleasure  walk  in 
the  green  woods. 

In  other  words,  as  we  on  our  saunter, 
tread  blithely  and  fatally  on  thousands  of 
living  things,  so  Nature  inevitably  and  with 
the  utmost  nonchalance  crushes  our  bodies, 
the  tenements  in  which  we  live,  with  years, 
disease,  cyclones  and  fire,  and  we  are  com¬ 
pelled  to  move  out  with  barely  time  to  even 
say  goodbye  to  the  shattered  timbers  of  the 
dwelling  which  has  sheltered  us. 

And  we  cannot  tell  when  Death  is  to 
come.  It  foremarks  no  calendar  with  the 
date  of  its  advent.  The  average  longevity 
of  a  thousand  men  can  be  statistically  dem¬ 
onstrated,  but  the  exact  hour  at  which  the 


body  of  William  Henry  Jones  will  go  back 
on  him  is  absolutely  untellable. 

When  I  was  nine  years  old  I  was  very 
ill.  The  doctor  shook  his  head  sidewise, 
my  father  and  mother  wept,  and  the  minis¬ 
ter  thought  he  was  praying  my  spirit  into 
a  peaceful  destiny,  but  I  surprised  them  all, 
got  well,  and  am  still  alive  and  kicking, 
though  the  tenure  of  my  physical  activity 
is  as  uncertain  as  the  duration  of  the  breeze 
which  ruffles  the  lake  when  the  morning 
sun  climbs  over  the  hill  and  peeks  through 
the  towering  pines  at  the  placid  valley. 

I  may  not  die,  say,  until  Tuesday  after¬ 
noon,  or  Wednesday  morning,  or  perhaps 
the  following  Saturday,  but  Death  is  not 
going  to  be  kinder  to  me  than  he  has  been 
to  others.  He  will  come  quickly  and  un¬ 
guessed  and  my  friends,  if  I  have  any,  will 
put  into  a  very  small  space  the  splinters  of 
my  mortal  frame.  For  in  such  an  hour  as 
ye  think  not  the  clod  falls  upon  the  pine, 
and  those  who  are  left  tread  slowly  the 
homeward  way. 

And  now,  finally,  as  to  Commonsense,  the 
mental  trait  which  makes  Life  good  and 
Death  tolerable. 

Commonsense  is  by  no  means  as  universal 
as  Life  or  Death.  The  gods  do  not  give  it 
to  all,  and  those  who  are  blessed  with  its 
possession  have  it  in  varying  degree. 

The  function  of  Commonsense  is  to  help 
us  to  do  right  things  in  the  right  way.  It 
is  a  trait  which  may  be  cultivated  and  is 
the  best  part  of  every  “liberal  education.” 

Education  is  the  ability  to  assort  things — 
to  put  each  kind  by  itself  and  attach  its 
proper  label.  The  educated  man  never  puts 
the  paregoric  tag  on  the  arsenic  bottle, 
knows  enough,  when  distributing  type,  to 
keep  the  A  out  of  the  Z  compartment,  and 
to  deal  promptly,  surgically  if  necessary, 
with  any  sliver  which  he  may  run  into  his 
hand. 

Nowadays,  the  man  of  Commonsense  and 
education  argues  with  himself  thus :  “To¬ 
day,  I  am  what  they  call  alive;  tomorrow, 
or  the  day  after,  or  two  years  from  next 
July,  I  may  be  what  they  call  dead,  and  I 
guess  I  would  better  look  around  and  see 
if  I  cannot  get  some  material  thing  to  act 
as  a  substitute  for  me  when  my  present 
lift-plan  has  struck  its  period,  when  my 
tenement  has  collapsed,  when  I  have  passed 
into  the  shadows.” 

Thus  arguing,  he  arrives  at  the  conclu- 
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When  yon  buy  a  diamond  see  that  you  get  a  genuine,  high- 
grade  stone, — and  don’t  pay  too  much  for  it. 

IF  you  have  an  expert's  knowledge,  you  don’t  need  this  advice,  because 
you  will  know  how  to  judge  the  ^quality  and  the  price  of  a  diamond. 
But,  if  you  are  not  an  expert,  and 'fall  into  the  hands  of  an  unscrupulous 
dealer,  nothing  can  prevent  you  from  being  imposed  upon. 

Your  safety  lies  in  choosing  the  right  dealer.  You  probably  can’t  come 
to  New  York  to  visit  us,  but  you  can  examine  our  credentials.  Here 
they  are: 

Oiifi  Pporlontiole  We  are  the  oldest  house  in  the  trade. 

I  vrlir  v/rvUcnililla  were  established  in  1843. 
k  We  are  experts  in  every  branch  of  the  diamond  business.  Read 
^  our  booklet.  We  handle  fine  gems  only.  We  give  an  absolute 
guarantee  of  quality  with  every  diamond  we  sell.  We  will 
accept  at  any  time  and  at  full  price,  any  diamond  we  have  sold, 


f  all  express  charges, if  its  equal  can  be  secured  elsewhere  at  our  price. 
We  can  produce  the  best  bank  references  in  New  York  if  you  wish  to 
investigate  our  standing. 


Where  customers  pay  cash  we  allow  a  discount  of  10  per  cent. 

WhvOiirl  nw  Prirp«  are  wholesale  importers, 

v/uruow  rntes.  but  we  do  not  import  polished  dia¬ 
monds,  on  which  heavy  duties  are  levied.  We  save  these  duties  by 
importing  uncut  diamonds  in  the  "rough”  and  polishing  them  in  our 
New  York  lapidary.  We  do  not  sell  through  jewelers,  but  sell  to  you 
direct,  so  that  you  save  their  profits. 

Our  New  Holiday  Catalogue  k’&S'boSi,  I'.S 

splendid  illustrations  of  the  latest  styles  in  diamond  rings,  earrings, 
studs,  scarf  pins,  watches  and  other  jewelry.  It  also  contains  a  short 
account  of  diamonds.  Send  to-day  for  it  and  select  your  Christmas 
gifts  early.  There  is  always  a  rush  in  December.  Avoid  it.  We  will 
forward  any  goods  for  examination.  Ask  for  Catalogue  11. 


providing  its  owner  wishes  to  exchange  it  for  a  larger  stone. 
We  sell  at  lower  prices  than  any  other  dealer  who  sells  direct  to 
the  public.  To  back  this  statement  we  offer  to  take  back  any 
■M^diamond  we  have  sold,  refund  all  money  paid  on  it,  and  pay 


J.  M.  LYON  Si  CO,,  65-67-69  Nassau  St.,  New  York 


UP  TO  DATE  BOOK  KEEPERS 


WANT  MODERN 
IMPROVEMENTS 

The  Progress  of  Science  is  made  appar¬ 
ent  immediately  if  you  use 


Ms 

Mucilage, 


AND 


Sealing  Wax 


Above  cut  Illustrates  the  safe  and  convenient  way 
In  which  we  pack  the  quarts,  pints  and  half-pints 
Keller’s  Is  the  only  Ink  packed  In  this  manner. 


For  Sale  by  all  Stationers. 

Discounts  made  known  to  the  trade. 

THE  ROBERT  KELLER  INK  CO. 


DETROIT 


MICHIGAN 
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sion  that  it  is  desirable  to  lay  aside  a  por¬ 
tion  of  his  savings  for  the  purpose  of  in¬ 
vesting  in  life-insurance.  An  arrangement 
which  enables  him  to  sleep  nights,  eases  his 
mind  in  sickness,  and  helps  to  take  the 
nettles  out  of  the  final  couch. 

Life  -insurance — the  right  sort — should  be 
built  into  the  life-plan  of  every  man  and 
woman  of  health,  intelligence  and  thrift — 
the  others  can’t  get  it  at  any  price  how¬ 
ever  much  they  may  want  it.  The  sanity 


Dummies  vs. 

By  H.  L. 

WHAT  brings  customers  to  your 
store?  Advertising.  What  brings 
them  back  again?  More  advertising 
— maybe — unless  you  or  your  clerks  were 
too  raw  when  they  came  before.  Think 
it  over  a  minute.  Why  do  you  patronize 
certain  places  to  the  exclusion  of  others? 
Prices  in  some  cases — of  course — but  how 
about  the  times  when  prices  cut  little  fig¬ 
ure.  When  you  come  to  consider  you’ll 
see  that  personality  has  a  great  deal  to  do 
with  it.  Whose  personality?  Not  the  pro¬ 
prietor’s  for  if  he  has  ten  clerks  it  is  a  safe 
bet  that  you  would  not  know  him  if  you 
'saw  him. 

Then  it’s  the  general  atmosphere  of  the 
place,  made  up  of  the  personality  of  the 
salespeople.  Some  large,  establishments — 
department  stores  and  the  like — seem  not 
to  care  to  have  salespeople.  They  hire  per¬ 
sons — dummies.  Seemingly  they  say  to 
you :  “We  force  you  to  come  here  by  our 
advertising — once  here  you  have  not  sense 
enough  to  go  out  without  buying  even  if 
these  persons  we  hire  do  insult  you.” 
Whether  they  say  it  or  not  it  is  true.  Once 
in  the  place  you  buy — ^but  it  is  in  spite  of 
the  clerk  and  not  because  of  his  or  her 
efforts. 

To  buy  in  one  of  these  places  you  act  as 
your  own  salesman.  If  you  know  just 
what  you  want  and  can  describe  it  in 
words  of  one  syllable,  the  person  behind  the 
counter  will  show  it  to  you  if  you  are  very 
polite  in  asking  for  it.  Then  you  take  it — 
or  leave  it — ^just  as  may  chance.  But  it  is 
up  to  you.  The  person  does  not  care  which 
you  do.  Persons  cost  four  to  eight  dollars 
per  week.  Salespeople  cost  ten  to  fifty — 


of  life-insurance,  its  utility,  ingenuousness 
and  helpfulness,  is  best  demonstrated  by 
the  fact  that  those  who  know  most  about 
it  have  the  most  of  it. 

The  man  whn  is  alive  and  well,  and  who. 
conceding  the  fact  of  Death,  is  wise  enough 
to  throw  around  his  home  interests  the 
rampart  of  life-insurance,  is  the  sort  of  cit¬ 
izen  who  is  now  at  peace  with  himself,  and 
later  is  held  in  kindly  remembrance  by  the^ 
friends  who  survive  him. 

Salespeople 

HALL 

and  are  worth  it.  TJie  establishments  re¬ 
ferred  to  above  do  not  seem  to  figure  it 
that  way  but  it  is  so.  Perhaps  it  is  a  good 
thing  that  they  do  not  figure  it  so — for  if 
they  did  you  would  find  it  harder  to  get  and 
keep  trade  in  your  smaller  places.  The  big 
store  carries  a  larger  stock  than  you  do — 
or  you  can — or  than  you  need  to.  You  can 
make  up  for  this  by  careful  selection  of 
your  stock  and  its  careful  presentation  to 
your  customer.  The  big  store  needs  a  big 
stock  when  it  is  to  be  simply  slammed  upon 
the  counter  by  a  person. 

The  one  who  comes  to  your  store  is  at 
least  a  possible  purchaser.  She  comes  to 
your  store  with  a  more  or  less  clear  idea 
of  what  she  wants.  You  have  something 
which  will  exactly  suit  her — if  your  sales¬ 
people  will  but  convince  her  of  the  fact. 
Not  that  they  are  to  sell  her  something  she 
does  not  want  or  need — quite  the  contrary. 
What  they  are  to  do  is  to  determine  what 
she  does  need  and  assist  her  in  making  a 
choice. 

There  are  20  styles  or  patterns  of  a  given 
article  in  stock,  any  one  of  which  will  suit 
her  and  one  of  which  will  give  her  value 
received  in  use.  Slam  the  whole  lot  on 
the  counter  before  her  and  she  will  be  thor¬ 
oughly  undecided  which  to  take  and  will 
probably  be  dissatisfied  later  with  the  one 
she  does  take.  Make  an  intelligent  esti¬ 
mate  of  what  she  wants,  show  her  a  reas¬ 
onable  line  to  choose  from,  give  intelligent 
assistance  in  choosing  and  she  will  take  her 
purchase  home  and  be  perfectly  satisfied 
with  it.  What’s  more  she  will  probably 
come  back  again  another  time.  But  it  takes 
salespeople  to  do  this.  Suggestion  is  a 
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DESKS 

FILING  DEVICES 


YOU  DON’T 
GET  DONE 
WHEN  YOU 
BUY  A  GUNN 


Our  New  400 

Desk  Series 

No.  400  (like  cut)  has  deep 
drawers  arranged  with  verti¬ 
cal  filing  equipment  card  in¬ 
dex  drawer  with  cards.  The 
Gunn  Patent  drop  front  pigeon 
hole  box,  exclusive  with  Gunn 
Desks.  The  writing  bed  is  not 
broken  by  typewriter,  which 
disappears  in  a  dust  proof 
compartment. 

Desk  401  same  as  400  except 
it  has  no  typewriter  shelf — the 
left  pedestal  is  all  drawers. 

Desk  402  same  as  400 — in  flat 
top. 

Desk  403  same  as  401 — in  flat 
top. 

All  in  fine  quarter  sawed  oak, 
hand  rubbed,  highly  polished. 

Gunn  Desks 

are  made  in  250  different  styles, 
in  all  woods  and  finishes  to  suit 
every  business.  They  are  all 
fitted  with  the  famous  drop-front 
pigeon  hole  boxes  and  many 
special  and  practical  features 
which  makes  the  Gunn  the  most 
satisfactory  desk.  If  you  want  an 
up^to'date  office  desk  of  any  des¬ 
cription  and  the  best  posssible 
value  for  your  money.  Buy  a  Gunn; 
at  least  send  for  free  catalogue  of 
Gunn  Desks  and  Filing  Devices. 

Gunn  Desks  and  Filing  Devices 
are  sold  by  all  leading  retailers  or 
shipped  direct  from  factory. 

Our  reference-The  User-Tlie  Man  with  a  Gunn 
Awarded  Gold  Medal  Worlds  Fair  at  St.  Louis 

GUNN  FURNITURE  GO. 


Michigan 


Mfrs.  Gunn  Sectional  Book-cases 


A  Quick  Trial  Bal 


ance 


•Our  Saturday  noon 

different  all  balances  were 

by  aity  aSd  our  bookkeepers 

O.K’d  and  .J^i^ker  hearts  than  they 

vent  home  Ig^oed  before  at  trial 

n  fir'u-S  in  haf  a 

.  #  _ _ 

day.  -  — 


So  writes 
one  of  the 
biggest 
Wagon 
Makers 
in  the 
world. 


$18522 


HAT  monthly  nightmare,  the  Trial  Balanee 
can  be  made  easy — there’s  no  need  of  its 
dragging  along  for  a  week,  delaying  business, 
wasting  time.  Ninety-nine  times  out  of  a 
100  the  cause  is  some  little  mistake  in  addition  which  the 

STANDARD 

Adding  Macli  me 

would  have  prevented,  because  it  is  always  accurate 
the  first  time. 

The  Standard  has  less  than  half  the  parts — is  less 
than  half  the  weight — less  than  one-quarter  the  keys,  and 
sells  at  $185.00,  less  than  half  the  price  formerly  asked 
for  Adding  Machines  that  print  their  work. 

Our  Simple  Keyboard  explains  it  all — only  19 
keys — just  ten  figure  keys — 1-2-3-4-5-6-7-8-9-0 — as  com¬ 
pared  with  a  confusing,  mistake-breeding  bank  of  keys 
on  the  old  kinds. 


The  Standard  Must  Sell  Itself 

Now  ju^t  try  the  machine— that’s  all  we  ask,  and  there’s  not 
the  slightest  obligation  to  buy.  If  the  machine  will  pay  for 
itself  and  earn  steady  profits  for  you  afterward,  you'll  take 
it,  won’t  you?  Well,  juft  put  the  machine  in  operation  In 
your  own  office  and  figure  it  out  on  its  performance.  Then 
say  "I’ll  buy"  or  "Don’t  want  It"— whichever  economy 
dictates.  This  coupon  for  your  convenience. 

Tke  Standard  Adding  Mackine  Co. 


.•  ’  ..  ®  Standard  A 

n  Di  to  this  business^ - - 

LJ  Please  send  me  your  book,  "  The  Standard  Way  » 

Name 


Business 

Address 
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potent  factor  in  making  sales,  but  all  sug¬ 
gestions  must  be  made  with  tact.  Your 
average  customer  resents  being  told  what 
she  wants — but  is  unconsciously  grateful  if 
your  salespeople  show  her  without  forcing 
the  suggestion. 

There  is  a  concern  in  this  city  which 
sells  men’s  shoes.  Three-fifty  a  pair  is  the 
price.  Every  man  who  goes  into  the  store 
goes  there  with  the  intention  of  spending 
three-fifty.  It’s  no  trick  to  sell  the  goods. 
A  little  patience  in  getting  a  proper  fit  is 
all  that  is  necessary.  Almost  anyone  of 
average  intelligence  could  sell  these  shoes. 
Advertising  and  good  honest  values  have 
done  the  trick.  But  this  concern  hires  sales¬ 
men — and  the  result  is  that  seven  custom¬ 
ers  out  of  every  ten  spend  four  or  five 
dollars  instead  of  three-fifty.  Suggestion 
does  it  and  the  customer  comes  away  with 
the  shoes  he  went  after  and  a  pair  of  shoe¬ 
trees  or  a  bottle  of  polish  or  a  patent  pol¬ 
isher  or  rubber  heels,  or  some  other  spe¬ 
cialty  on  which  there  is  a  handsome  profit. 
And  the  best  part  of  it  is  that  the  sugges¬ 
tion  is  so  cleverly  made  that  the  Qustomer 
is  glad  he  made  the  extra  purchase.  It  pays 
this  concern  to  hire  salesmen. 

On  a  main  street  of  this  city  are  two 
soda-fountains  within  a  stone’s  throw  of 
each  other.  The  locations  are  splendid — 


one  as  good  as  the  other.  There  is  noth¬ 
ing  to  choose  between  the  two  so  far  as 
equipment  is  concerned.  Both  are  as  near¬ 
ly  perfect  as  may  be.  People  drift  into 
both  simply  because  they  are  there.  One 
does  a  good  business — keeps  two  girls  fair¬ 
ly  busy  at  all  times.  At  the  other,  people 
are  waiting  their  turn  almost  three  deep — 
and  why? 

At  one  place  you  get  what  you  ask  for 
without  comment  and  without  any  seem¬ 
ing  interest  in  the  matter  whatever.  That 
is  you  usually  get  what  you  ask  for.  Some¬ 
times  you  say,  “Claret  phosphate,  please.” 
“All  out,”  says  the  girl  and  turns  to  wait 
on  the  next.  Another  time  you  go  else¬ 
where — across  the  road  perhaps.  I  wonder 
why ! 

Across  the  road  they  have  salespeople. 
Three  young  men  in  white  jackets  are  “on 
the  jump.”  Again  you  say:  “Claret  phos¬ 
phate,  please.”  “Sorry,”  says  the  young 
man,  “we  just  served  the  last  drop.”  “Have 
you  tried  this  fruit  punch?”  It’s  only  a 
soda  counter,  but  he  is  a  salesman  and  you 
try  the  punch  and  depart  perfectly  satisfied. 

It  costs  money  to  hire  salespeople  but 
it’s  worth  all  it  costs.  The  merchant  who 
knows  how  to  hire  the  right  sort  need  not 
worry  about  competition. 
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Bates  Numbering  Machine  Costs  Least 


Much  of  the  repairs  and  poor  work,  characteristic 


The  Bates  Automatic  Numbering:  Machine  is 


PRESIDENT-BOILEAU 
CALENDAR,  1906 

TO  enable  art  lovers  to  obtain 
a  complete  set  bf  the  beautiful 
heads  by  Boileau,  with  which 
the  President  Suspender  boxes 
are  decorated,  we  have  issued  a 
President-Boileau  Calendar. 
All  the  printing,  including  the 
calendar  for  the  entire  twelve 
months,  is  on  the  first  sheet. 
The  other  three  are  devoted  ex- 
clusively  to  the  Boileau  heads 
i'  in  color.  The  size  of  the  calen- 
I  dar  is  8x12.  These  beautiful 
pq  studies  are  suitable  for  framing, 
and  make  an  attractive  decora¬ 
tion  for  a  den  or  living-room. 
Sent  postpaid  for  25  cents. 

The  C.  A.  Edgarton 
Manufacturing  Company 

"Bojc  30t,  Shirley,  Majs. 

«V¥.MI1P*MP  . . . 


A  SENSIBLE.  SERVICEABLE  GIFT 
EVERY  MAN  WILL  APPRECIATE 

An  article  for  wear  that’s  comfortable,  at¬ 
tractive  an  I  gives  good  service  always  makes 
an  acceptable  gift.  In  choosing 

A  combination  box  of  President  Sus¬ 
penders  and  Ball  Bearing  Garters 

you  will  be  sure  to  please  any  man.  This  box, 
decorated  wnth  an  attractive  “  Head”  by  the 
great  arti^Jt,  BOILE.AU, makes  the  most  beau¬ 
tiful  holiday  package  we’ve  yet  offered. 

Most  men  wear  President  Siispenders,  but  the  man  who 
has  yetto  try  them  will  also  appreciate  your  discriminating 
judgment  in  selecting  them  tor  his  gift.  The  long  service 
they  render,  the  delightful  comfort  they  insure,  and  their 
attractive  patterns,  make  them  a  giftthat’s  worth  while. 

Ball  Bearing  Garters  are  also  made  on  the  principle  of 
most  comfort  and  wear.  Their  ball  bearing  sock-hold  re¬ 
lieves  the  strain  on  the  elastic,  adding  greater  life  to  it. 
Tiiey  will  not  bind— cannot  slip— and  do  not  sag,giving  a 
secure  and  comfortable  hold  to  the  sock.  Like  President 
Suspenders,  every  pair  is  guaranteed.  „  ,  ,  ^ ,  ,,, 

T  he  sense  ol‘  security  and  full  comfort  that  he  will 
e.xpcrienee  In  both  Suspenders  and  Garters  w  ill  go  far 
towards  making  vonr  gift  a  lasting  and  pleasing  re- 
iiicmbranee.  At  all  first-class  stores  or  mailed  direct  for  75c . 

he  C.  A.  Edgarton  Mfg.  Co.  Box  301 ,  Shirley  .Mass. 


of  cheap  numbering  machines,  is  due  to  their  open 
construction.  It  does  not  take  much  dust  or  dirt  to 
render  them  uncertain  in  their  action,  and  conse¬ 
quently,  _ina£cura^  and  worthless,  until  cleaned  by 
a  mechanic.  This  costs  money  to  say  nothing  of 


the  time  lost  in  rectifying  the  machine’s  errors. 


This  is  but  one  of  many  points  of 
superiority  of  a  Bates  Automatic 
Numbering  Machine,  but  it  is  enough 
to  prove  that  a  dollar  or  two  saved  in 
the  getting  of  a  cheap  machine  is  paid 
out,  with  compound  interest,  in  the 
keeping.  It  is  cheaper  and  better  to  buy 
the  best,  the  Bates,  in  the  start  than  to 
buy  it  after  you  get  tired  repairing  a 
cheap  machine.  The  Bates  Machine 
numbers  automatically,  consecu¬ 
tively,  in  duplicate  or  indefinite¬ 
ly  repeats  the  same  number,  as 
desired.  This  is  all  controlled 
by  the  dial  adjustment,  found 
only  on  this  machine.  Write 
for  booklet  5. 


different.  All  working  parts,  even  the  number  dials, 
are  enclosed  in  a  metal  case — dust  and  dirt  proof. 
This  insures  cleanliness  and  accuracy.  The  element 
of  repairs  is  not  worthy  of  consideration,  as  abuse 
only  will  break  a  Bates  Machine.  You  do  not  use 
a  watch  with  exposed  works.  .  Why  a  numbering 


Machine  ? 


Beware  of  imitation  machines.  The  Genuine  Bates 


is  made  only  by 


Bates 
Manufacturing 
Company 

Factory,  ORANGE,  N.  J. 

New  York, 

31  Union  Square. 

Chicago, 

304  Wabash  Aye. 


Competitors  must  sign  their  articles  and  give  address — not  necessarily  for  publication  but  as  an 
evidence  of  good  faith. 

Competitors  are  requested  to  send  their  photographs,  carefully  marked.  All  forms  should  be  drawn 
on  separate  sheets  and  carefully  numbered.  Write  on  one  side  of  the  paper  only.  Address  everything 
Competition  Editor.  ’ 


Authorized  Capital  vs.  Actual  Capital 

By  G.  BROWNLEE 


CORPORATIONS  when  getting  a  char¬ 
ter  or  certificate  of  incorporation, 
sometimes  specify  an  amount 'of  au¬ 
thorized  capital  stock  of  somewhat  larger 
amount  than  they  really  intend  to  issue  at 
said  time ;  but,  with  the  intention,  prob¬ 
ably  of  issuing  stock  later  on  to  the  limit 
of  said  authorized  capital,  and  thereby  save 
additional  trouble  and  expense  of  getting  a 
new  charter  or  an  amendment  to  the  first 
charter.  As  in  the  state  of  South  Carolina, 
the  stockholders  of  a  corporation  are  only 
liable  for  the  amount  of  stock  subscribed 
and  paid  in,  that  is  in  case  of  insolvency  of 
a  corporation,  the  stockholders  of  same 
would  only  lose  amount  of  stock  owned, 
and  nothing  personally.  Of  course,  if  the 
amount  of  the  insolvency  was  not  equal  to 
the  amount  of  capital  stock,  the  stockhold¬ 
ers  would  lose  according  to  the  number  of 
shares  of  stock  owned  in  said  corporation, 
or  in  other  words  the  value  of  the  stock 
would  deteriorate  to  the  amount  of  the  in¬ 
solvency.  So,  in  the  state  above  mentioned, 
there  is  no  additional  liability  to  the  stock¬ 
holders,  in  case  all  the  stock  is  not  issued  to 
the  amount  of  the  authorized  capital.  Fur¬ 
thermore,  a  corporation  in  the  state  of 
South*  Carolina  only  pays  tax  on  its  paid-in 
capital.  Now,  say  for  example  that  a  cor¬ 
poration  gets  a  charter  for  $50,000  author¬ 
ized  capital  stock,  and  after  every  available 
effort  on  the  part  of  the  officers  or  pro¬ 
moters  of  the  company,  there  is  only  sub¬ 
scribed  and  paid  in  $25,000  of  this  capital, 
with  the  probability  that  the  remainder  will 
never  be  disposed  of;  then,  to  let  the 


$50,000  appear  on  the  books  as  a  liability 
under  the  head  of  capital  stock,  and  to  put 
the  unpaid  and  unsubscribed  bdance  of 
$25,000  on  books  as  an  asset  under  the 
head  of  treasury  stock,  in  my  estimation 
would  be  very  fictitious.  There  is  no 
more  judgment  and  sense  in  placing  the 
$25,000  unsubscribed  stock  on  books  as  an 
asset,  than  in  placing  this  amount  of  dum¬ 
my  accounts  receivable  on  said  books  as 
assets,  for  to  sift  the  matter  to  the  bottom, 
such  an  asset  as  unsubscribed  stock  is  noth¬ 
ing  of  the  nature  of  a  real  asset. 

To  call  the  difference  between  authorized 
capital  and  actual  capital  treasury  stock,  I 
think  is  entirely  erroneous.  As  treasury 
stock  in  my  opinion,  may  be  described  as 
follows :  Stock  that  has  been  issued  by  a 
corporation,  and  has  come  back  into  pos¬ 
session  of  same  corporation.  It  is  an  asset 
of  the  company,  and  may  be  sold  by  the 
board,  as  any  other  property  would  be  sold. 
If  it  has  been  full  paid,  it  retains  that 
character,  and  may  be  sold  below  par  with¬ 
out  involving  the  purchaser  in  any  way 
possible  on  that  account.  Sometimes,  when 
a  company  is  formed  to  develop  some  new 
property  or  enterprise,  they  issue  all  or  a 
part  of  their  stock  for  property,  thereby 
making  it  full  paid ;  and  then  from  this  full 
paid  stock  to  have  a  certain  amount  donated 
to  the  company  for  the  express  purpose  of 
selling  it  below  par  in  order  to  raise  a 
working  capital.  When  stock  is  donated  to 
the  company,  the  certificates  turned  in 
should  be  assigned  to  “Treasurer  of  Com¬ 
pany.”  The  certificates  so  assigned  are  can- 
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Raise  Your  Own  Salary! 

-  Raise  Your  Own  Income!  — zziz 


Lift  yourself!  Move!  Go  forward 
after  opportunities!  When  wishing,  wish 
for  something  worth  while.  Let  the 
other  fellow  bemoan  his  fate  and  quarrel 
with  the  conditions,  but  as  for  you,  forget 
the  things  that  are  behind  and  press  to¬ 
ward  the  goal — the  goal  of  self-mastery. 

A  business  transaction,  and,  par¬ 
ticularly,  a  sale,  requires  knowledge  of 
yourself,  confidence  in  yourself,  the  force 
of  your  personality — all  of  which  will  de¬ 
termine  whether  you  secure  a  favorable 
interview,  how  long  you  will  sustain 
attention,  to  what  extent  you  will  create 
interest  and  bring  about  desire  with  an 
accompanying  resolution,  insuring 
Success. 

The  science  of  business,  the  science 
of  labor  and  the  science  of  life  are  all 
based  upon  organized  laws,  truths  and 
principles  which  govern  the  development 
of  the  personality  of  the  individual.  The 


Sheldon  School  is  prepared  to  teach  by  a 
special  correspondence  Course  any¬ 
one  desiring  to  acquire  wealth,  riches 
and  honor,  together  with  the  capacity  to 
enjoy  them.  It  has  already  taught  many 
thousands  of  men  of  all  ages  and  from  all 
walks  of  life.  They  have  increased  their 
salaries  and  incomes. 

It  is  a  simple  and  easy  course  of  in¬ 
struction,  requiring  thorough,  earnest 
and  studious  reading  of  the  Lessons. 
If  we  really  desire  to  improve,  the  best 
thing  in  the  world  is  to  find  out  wherein 
we  are  weak,  in  what  we  are  lacking,  what 
our  mistakes  are.  The  remedy  is  easy 
to  find  and  readily  applied  when  we  have 
recqgnized  that  we  really  need  to  know 
more  in  order  to  be  other  than  we  are. 

It  will  cost  you  two  cents  to  ask 

us  for  our  literature,  but  this  will  be  the 
only  expense  attached.  It  will  be  sent 
with  pleasure  on  receipt  of  your  request. 


The  Sheldon  School,  (1650)  The  Republic,  Chicago. 


The  Best  Paper  Clip  Made 


The  “Cinch” 

The  simplest 
and  cheapest 
clip  made. 

Packed  250  in 
each  box. 
Sample  box 
10c.  postpaid. 
1,000  for  only  3Sc. 


(Smaller  than  No.  2) 

Made  of  either  brass  or 
steel.  Holds  papers  up 
to  a  quarter  inch  thick. 
Sample  box  (100)  ISc. 
postpaid.  $1.35  per  1000 


“Niagara”  No.  2 

(Medium  Size) 


Is  made  of  the  best  steel 
spring  wire  and  will  se¬ 
curely  hold  together  large 
quantities  Of  papers  as  well 
as  the  thinest  sheets  with¬ 
out  mutilation.  Packed 
100  in  a  box.  Sample 
box  20c.  postpaid.  $1.50 
per  1,000. 


The  newest  paper  clip  out. 
The  handiest  time  saver — 
made  to  grip  large  quantities 
of  papers.  Put  up  in  boxes 
of  100  for  desk  use.  Price 
25c.  postpaid. 

$2.00  for  1,000. 


.  Send  for  our  Catalog  of  Office  Specialties - 

NIAGARA  CLIP  CO.,  37  Park  St.,  NEW  YORK 


980 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


celcd,  and  when  treasury  stock  is  to  be 
sold,  new  certificates  are  issued  to  the  pur¬ 
chasers.  Certificates  might  be  issued  to 
the  treasurer  for  this  treasury  stock,  pend¬ 
ing  its  sale,  or  other  disposition,  but  to  do 
so  would  be  entirely  unnecessary  and  would 
place  it  within  the  power  of  the  treasurer 
to  transfer  such  stock  without  the  knowl¬ 
edge  or  consent  of  any  other  officer  of  the 
company.  It  is  better  that  treasury  stock 
should  be  represented  by  a  credit  in  the 
stock  ledger  rather  than  by  outstanding 
certificates.  While  the  company  holds 
treasury  stock,  such  stock  is  inert  and  can 
neither  be  voted  nor  participate  in  divi¬ 
dends.  It  is,  however,  “issued  and  out¬ 
standing  stock,”  and  as  such  subject  to 
taxation  under  the  New  Jersey  statutes. 
Now,  briefly,  “All  issued  and  outstanding 
stock  of  the  company  that  may  be  donated 
to,  or  purchased  by,  the  company  shall  be 
treasury  stock  and  shall  be  held  subject  to 
disposal  by  action  of  the  Board  of  Direc¬ 
tors.  Such  stock  shall  neither  vote  nor 
participate  in  dividends  while  held  by  the 
company.”  So  from  this  standpoint,  stock 
which  there  is  no  probability  of  selling  or 
issuing,  cannot  be  called  treasury  stock,  and 
has  no  real  right  on  the  balance  sheet  of  a 
corporation. 

In  order  that  a  stock  company’s  books 
may  be  not  less  clear  and  unmysterious 
than  are  the  books  of  a  plain  partnership, 

I  maintain  that  the  capital  stock  account 
should  have  credit  for  the  paid-in  capital 
only  that  is  on  the  general  ledger. 

For  handling  an  authorized  capital  stock 
account  of  $100,000,  and  stock  paid-in,  or 
subscribed  to  the  amount  of  $50,000,  credit 
capital  stock  (paid-in)  $50,000,  debit  cash 
$50,000.  Charter  and  by-laws  would  show 
amount  of  authorized  capital,  $100,000.  On 
a  balance  sheet,  I  would  show  the  capital 
stock  (paid-in)  $50,000,  only.  Of  course, 
cash,  or  for  whatsoever  account  the  capital 
had  been  invested  would  show  on  said  bal¬ 
ance  sheet  as  an  asset.  But  in  connection 
with  this  plan,  I  would  use  auxiliary  books 
for  subscription  account,  and  for  keeping 
record  of  the  calls  for  payments  on  sub¬ 
scriptions. 

As  to  selling  stock,  first  issue,  at  dis¬ 
count,  said  stock  later  may  involve  its  pur¬ 
chaser  in  further  liabilities  should  the  cor¬ 
poration  become  insolvent;  but  I  would 
suggest  that  such  discount  be  written  off 


periodically  in  whatever  amounts  the  Board 
of  Directors  may  see  fit. 

Mr.  Ruark’s  example  of  balance  sheet  of 
subscription  to  stock  payable  subject  to 
call : 

Capital  stock  . $200,000.00 

Less  3,000  shares  treasury  stock .  30,000.00 

Subscribed  capital  . $170,000.00 

Less  capital  in  arrears . $  600.00 

Less  unpaid  subscriptions .  2,875.00  3,375.00 

Liability  to  stockholders . $166,625.00 

I  would  treat  as  follows : 

Cr.  capital  stock  (paid-in)  $166,625,  $166,- 
625  Dr.  Cash,  or  to  whatever  investment 
expended.  Use  auxiliary  sheet  to  show 
amount  of  subscriptions  in  arrears,  and 
amount  of  subscriptions  then  subject  to 
call,  and  total  amount  of  stock  subscribed. 

In  reference  to  the  “Less  3,000  shares 
treasury  stock— $30,000,”  as  this  stock  is 
unsubscribed  for  and  unissued,  I  do  not 
consider  such  stock  treasury  stock,  from 
the  standpoint  of  my  views  on  treasury 
stock  as  given  above ;  and,  in  my  opinion 
this  $30,000  should  not  appear  on  balance 
sheet  in  any  form.  As  mentioned  previous¬ 
ly,  amount  of  authorized  capital  would  be 
specified  in  the  charter  and  by-laws  of  the 
corporation. 


BY  j.  m’k. 

EFERRING  to  your  special  competi¬ 
tion  “Authorized  Capital  vs.  Actual 
Capital”  on  page  514  of  your  Septem¬ 
ber  number,  the  writer  believes  that  carry¬ 
ing  treasury  stock  as  an  asset  is  always 
more  or  less  deceptive  and  intended  to  be 
so.  Treasury  stock  is  unsubscribed  capital 
stock,  that  is — nothing.  The  item  “Capital 
Stock”  should  represent  the  total  of  stock 
in  the  hands  of  stockholders,  in  other  words, 
the  investment  of  the  stockholders.  The 
larger  the  investment,  the  stronger,  as  a 
rule,  the  corporation  will  be  in  the  minds 
of  the  public.  This  is  the  end  sought  by 
those  who  use  the  device  “Treasury  Stock.” 
The  item  “Capital  Stock  $1,000,000,”  even 
when  offset  by  an  item  “Treasury  Stock- 
$800,000,”  seems  to  bulk  a  great  deal  larger 
in  the  minds  of  many  people  than  the  sim¬ 
ple  item  “Capital  Stock  $200,000.”  The' 
amount  of  the  authorized  capital  should 
appear  in  the  minutes  of  meetings  of  stock¬ 
holders  and  Board  of  Directors  and  in  the 
incorporation  papers,  but  not  on  the  ledger. 

The  case  of  a  corporation  with  an  au¬ 
thorized  capital  of  $100,000,  of  which  only 


CLEAR  HAVANA^ 


An  Excellent  15c.“  Straight”  Cigar 
at  lie.  by  the  Box  of  25. 

1  know  smokers  of  15  and  20  cent 
cigars  are  apt  to  be  “  wedded  ”  to 
some  particular  brand,  neverthe¬ 
less  I  otter  the  “Stanfano”  with 
tile  utmost  confidence  to  all  who 
select  cigars  with  keen  discrimina¬ 
tion. 

A  clear  Havana,  of  full  Perfecto 
size,  4%  inches  solid,  free  smoking, 
rich,  smooth  and  mellow,  made  by 
hand  at  Key  West,  Florida,  of 
thoroughly  matured,  best  quality 
Cuban  “vegas,”  under  climatic 
conditions  that  impart  a  flavor  and 
boquet  never  obtained  from  the 
same  tobacco  in  cigars  of  northern 
manufacture.  It  is  comparable 
ONLY  with  cigars  of  similar  stock 
made  in  Havana,  subject  to  an 
almost  prohibitive  duty. 

Cigars  of  this  grade,  brought 
from  Havana,  sell  at  25  cents. 
Made  in  the  United  States,  they 
never  retail  at  less  than  15  cents 
straight  —  oftener  at  3  for  50  cents. 

I  will  mail  a  box  of  25  Stanfanos 
to  your  address,  postpaid,  for  $2.75. 
Let  the  authorized  Key  West  box 
seal  confirm  my  statement  as  to  place 
of  manufacture  ;  note  size,  shape  and 
color.  SMOKE  ONE  —  then  if  you 
are  not  WHOLLY  pleased,  return 
the  box,  and  I  will  refund  all  you 
have  paid  for  cigars  and  postage, 
without  delay  or  quibble. 

The  “  Stanfano  ”  cigar  is  made  at 
factory  No.  335  Internal  Revenue 
collection  district.  State  of  Florida; 
but  by  mailing  them  from  my 
Albany  headquarters  the  long  de¬ 
lay  involved  in  land  and  water 
transportation  of  Key  West  postal 
matter  is  avoided. 

I  scarcely  need  say  that  single 
sales  can  never  yield  profits  com¬ 
mensurate  with  costly  advertising. 
I  have  a  cigar  well  calculated  to 
secure  your  CONTINUED  patron¬ 
age,  and  the  above  is  as  fair  an  otter 
as  I  can  make  with  that  object  in 
view.  In  ordering,  it  is  only  neces¬ 
sary  to  specify  name  and  COLOR. 

J.  W.  STEVENS 

WHOLESALE  TOBACCONIST 

36  State  St.,  Albany,  N«  Y* 

Established  1869 


FOR  YOUR  FRIENDS. 

A  gift  of  really  GOOD  cigars 
touches  the  warm  spot  in  every 
smoker's  heart.  Let  me  send 
him  a  Christmas  box  of  Stan¬ 
fanos  with  your  card  enclosed. 


ThisBookisFree 


T<ie  BootKeeper  Publishing  Co. 

(Limited) 

49  W.  Fort  Street,  DETROIT,  MICH. 
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BUSINESS  MIN’S  1A6AZINE 

and 

The  Book-Keeper 


BUSINESS  SDOBT  CUTS 

is  a  book  of  160  pages 
(5x7  in.)  of  the  concen¬ 
trated  business  expe¬ 
rience  of  a  hundred  suc¬ 
cessful  business  men. 

Read  it  and  it  will  save 
you  ten  dollars’  worth 
of  time,  for  it  contains 
scores  of  short  methods 
and  easy  ways  of  doing 
things  you  are  spend¬ 
ing  most  of  your  time 
upon  every  day.  The 
men  who  originated 
these  short  cuts  get  $25.00  to  $50.00  a  day — 
their  experience  here  costs  you  nothing 
— not  a  penny.  More  than  16,000  business 
men  endorse  Business  Short  Cuts. 

To  any  reader  of  this  magazine  who  will 
send  $1.()0  for  a  year’s  subscription  to 


we  will  send,  absolutely 
free,  a  copy  of  Business 
Short  Cuts  bound  in 
Art  Boards. 

“  The  Business  Man’s 
Magazine  and  The  Book” 
Keeper”  is  the  oldest, 
largest  and  best  of  all 
business  magazines.  It 
tells  not  only  what  is 
being  done  in  business, 
but  how  it  is  done.  All 
of  the  latest  business 
building  methods  for 
every  department  of  any  business  are  de¬ 
scribed  and  every  detail  fully  illustrated. 

It  is  full  of  solid  meat  for  the  manager, 
proprietor,  book-keeper,  cashier,  superin¬ 
tendent  and  clerk. 


To  get  the  book  you  must  say  where 
you  saw  this  advertisement 
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$50,000  has  been  issued  and  we  will  say  at 
80  cents  on  the  dollar,  the  entries  should 
be  as  follows : 

Subscription  .  $50,000.00 

Capital  stock  .  $50,>)00.00 

Cash  .  40,000.00 

Discount  on  stock .  10,000.00 

Subscription  .  60,000.00 

Discount  on  stock  of  $10,000  may  be 

written  off  by  order  of  the  Board  of  Direc¬ 
tors,  say  one-fifth  each  year,  by  an  ef\try 
like  this : 

Profit  and  loss .  $8,000.00 

Discount  on  stock .  $8,000.00 

If  it  is  the  desire  of  the  corporation,  not¬ 
withstanding  its  deceptive  appearance,  to 
carry  treasury  stock  as  an  asset,  the  entry, 
to  bring  about  that  result,  would  be: 

Treasury  stock  .  $50,000.00 

Subscription  .  50,000.00 

Capital  stock  . $100,000.00 


BY  S.  S.  BURCH. 

Discussing  the  above  question,  it 
should  be  laid  down  as  a  cardinal 
principle  of  accounting,  that  every  set 
of  books  should  show  the  actual  condition 
of  the  business  for  which  it  is  kept.  If  the 
firm  or  corporation  has  assets,  or  liabili¬ 
ties,  real  or  contingent,  the  books  should 
show  them.  Accepting  this  as  the  basic 
principle  of  accounting  and  the  main  ob¬ 
ject  to  be  sought  in  keeping  an  ideal  set 
of  books,  it  only  remains  to  be  determined 
whether  or  not,  with  a  corporation,  the 
difference  between  its  authorized  capital 
and  the  capital  actually  paid  in,  which  is 
known  as  “Treasury  Stock,”  is,  or  is  not, 
a  contingent  asset.  If  it  is,  then  it  clearly 
has  a  place  in  the  set  of  books ;  if  it  is  not, 
then  it  should  be  eliminated  not  only  from 
the  books  of  accounts,  but  from  all  text 
books  as  well. 

The  American  Business  and  Accounting 
Encyclopedia  defines  a  contingent  asset  or 
liability  as  “A  possible  source  of  value,  or 
liability,  dependent  on  the  fulfillment  of 
certain  conditions.”  Does  “Treasury  Stock” 
under  the  “fulfillment  of  certain  condi¬ 
tions”  become  an  asset?  My  experience 
and  observation  is  that  it  does. 

A  company  is  organized  with  an  author¬ 
ized  capital  of  $200,000,  par  value  of  its 
stock  per  share,  $100.  It  has  subscribed 
$150,000  of  which  $125,000  is  paid  in.  The 
books  would  then  show — 

Treasury  stock  Dr.  $200,000.00 

Capital  Cr.  $200,000.00 


For  2,000  shares  of  stock  at  $100  per  share  as 
authorized  by  charter. 

Subscription  account  Dr.  $150,000.00 

Treasury  stock  Cr.  $160,000.00 

For  1,600  shares  of  stock  subscribid  for. 

Cash  Dr.  $125,000.00 

Subscription  account  Cr.  $125,000.00 

For  cash  payments  on  subscriptions. 

BALANCE  SHEET. 

Cash  $125,000.00  Capital  $200,000.00 

Subscriptions  25,000.00 
Treasury  stock  50,000.00 

$200,000.00  $200,000.00 

Anyone  conversant  with  accounting  will 
readily  understand  from  this  statement  that 
this  company  has,  authorized  capital  $200,- 
000,  paid  in  $125,000,  treasury  stock  unsold 
$50,000,  subscribed  and  not  yet  paid  for 
$25,000. 

It  operates  for  a  term  of  years  and  finds 
that  it  needes  additional  capital. 

There  is  only  one  way  to  get  it  (without 
borrowing  it  and  that  phase  of  the  ques¬ 
tion  is  not  under  discussion)  and.  that  is  to 
sell  additional  stock.  It  clearly  cannot  sell 
something  it  does  not  possess,  but  its  books 
show  that  it  has  $50,000  contingent  assets, 
called  “Treasury  Stock,”  which  on  the  ful¬ 
fillment  of  certain  conditions  becomes  an 
asset.  The  Board  of  Directors  fulfill  these 
conditions,  and  convert  the  contingent  as¬ 
set  into  a  real  asset,  by  selling  the  stock 
for  the  cash  or  its  equivalent. 

But  someone  will  say,  that  all  of  this 
could  have  been  done  without  this  account 
being  on  the  books.  So  it  could,  but  the 
books  in  that  case  would  not  have  shown 
•  the  true  condition  of  the  company,  and  that 
is  what  books  are  supposed  to  be  for, 
though  often  books  purport  to  be  a  true 
history  of  a  business,  but,  alas !  an  analysis 
will  show  that  many  important  chapters 
have  been  left  out. 

Then  again  it  is  very  desirable  that  the 
books  show  the  “Authorized”  capital  as  in 
several  states  (Virginia  for  instance)  an 
annual  franchise  tax  is  levied  on  the  au¬ 
thorized  capital  of  each  corporation  doing 
business  within  her  borders.  The  books 
should  show  the  amount  that  this  levy  is 
based  upon. 

A  corporation  gets  its  power,  authority  to 
exist,  and  to  do  certain  things  from  a  sov¬ 
ereign  state,  which  power  is  delegated 
through  what  is  known  as  a  charter,  which 
limits  the  amount  of  stock  that  can  be  is¬ 
sued.  A  charter  is  often,  in  itself,  a  very 
valuable  piece  of  property,  and  the  shares 
not  taken  by  the  original  subscribers  (treas¬ 
ury  stock)  are  frequently  sold  at  a  pre- 
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TWO  TATUM  SPECIALTIES 


Style  F.  Ledger  Transfer 

Made  to  fit  any  sheet  for  any  ledger. — The  highest  pos¬ 
sible  grade  of  workmanship  and  material— orders  for 
special  sizes  promptly  filled. 


A  Guaranteed  Paper  Punch 

For  Round  Holes  and  Loose  Leaf  Ledger  Work. 
Punches  Round  Holes  from  inch  Center  to  Center  to 
11  inches. 


EVERY  OFFICE  SHOULD  BE 
EQUIPPED  WITH  ONE  OF 
THESE  PUNCHES 


The  Locking 


Device  of  a 
Vital 


Loose 

Point 


Leaf  Book  is 


Our  style  F.  locking  mechanism  is  a  combination  of 
yoke  and  screw,  positive  and  powerful  at  all  times.  This 
IS  a  weak  point  in  other  makes  in  which  no  allowance  is 
made  for  wear.  In  appearance  and  in  durability  guaran¬ 
teed  superior  to  any  book  made. 


Order  of  your  stationer.  If  he  will  not  supply  you, 
write  to  us.  Our  new  complete  catalog  is  now  ready  and 
will  be  sent  on  request. 


The  Sam’l  C.  Tatum  Co.,  Cincinnati,  Ohio 


No  other  process  equals  lithography  for  the 
production  of  a  tasteful,  handsome,  im¬ 
pressive 

Letter  Head 


Money  spent  for  high  class  stationery  is  a 
well-paying  investment. 

We  are  specialists  in  the  making  of  fine 
BUSINESS  STATIONERY. 

Our  Booklet  is  Yours  for  the  Asking. 

OVAL  &  KOSTER,  Lithographers, 

W,  Indianapolis,  Ind. 
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mium;  thus,  not  only  being  realized  upon 
as  an  asset  but  producing  a  profit  as  well. 
This  being  the  case  it  surely  has  a  place  on 
the  books,  that  the  true  financial  condition 
of  the  business  may  be  shown. 

A  financial  statement  from  a  set  of  books 
should  be  intelligently  compiled,  stating 
concisely  and  as  simply  as  possible  the  true 
condition  of  the  business,  as  the  books  show. 
If  this  is  done,  neither  the  system  nor  the 
accountant  should  be  held  responsible  for 
the  lack  of  knowledge  pertaining  to  account¬ 
ing  by  the  general  public.  The  “ignorant 
public”  should  brush  up  on  this  important 
subj  ect. 

If  any  of  the  stock  is  sold  at  less  than 
par  the  loss  should  properly  be  charged  to 
“Discount  on  Stock;”  on  the  other  hand  if 
it  is  sold  at  a  premium,  the  profit  should  be 
credited  to  “Premium  on  Stock.”  In  neither 
case  should  the  loss  or  premium  enter  into 
any  of  the  trading  accounts  of  the  business. 


Voucher  Competition. 

BY  C.  A.  KANE. 

A  SOLUTION  of  the  difficulty  in  the 
office  of  The  Simplon  Mfg.  Co.  in  the 
matter  of  their  Accounts  Payable  is 
offered  by  a  system  in  practical  use  for 
some  time  by  a  manufacturing  concern  with 
which  I  am  connected. 

A  Chicago  authority  has  said  that  we  at 
least  owe  a  vendor  the  courtesy  of  keeping 
an  account  with  him,  somewhere;  and  while 
there  are  numerous  houses  who  rely  solely 
on  their  Voucher  Record,  I  believe  the  for¬ 
mer  has  come  to  be  considered  the  better 
practice. 

And  rightly  so.  For  it  not  only  facili¬ 
tates  checking  statements,  and  shows  at  all 
times  the  history  of  our  transactions  with 
each  and  every  concern  from  whom  we  buy, 
but  it  enables  the  book-keeper  to  give  his 
principals  an  analysis  of  their  Audited 
Vouchers  Payable  account  by  simply  taking 
off  a  trial  balance. 

Again,  it  has  been  my  experience  that 
from  time  to  time  it  is  desirable  to  know 
what  has  been  the  aggregate  business  with 
certain  houses — for  a  certain  period. 

If  it  be  objected  that  it  “takes  time,”  I  feel 
justified  in  answering  from  a  knowledge  of 
both  methods,  that  it  is,  on  the  contrary,  a 
time  saver — in  the  long  run. 

Our  scheme  is  to  have  a  loose  leaf  ledger, 
of  ordinary  stock  form,  the  invoices  being 


credited  to  the  respective  accounts  after 
proper  certification  as  to  receipt  of  goods, 
quality  and  extensions.  In  our  cash  book 
we  have  Dr.  and  Cr.  columns  for  Audited 
Vouchers  Payable,  the  totals  being,  of 
course,  posted  to  the  general  ledger,  while 
we  post  the  individual  items  in  the  Vouch¬ 
ers  Payable  ledger. 

By  this  method  we  can,  and  do,  make 
payments  on  account  similar  to  nearly  all 
business  concerns,  and  no  one  can  believe 
an  item  “was  paid  and  has  not  been  en¬ 
tered,”  as  the  book-keeper  would  trot  out 
his  little  trial  balance  and  show  it  to  be 
in  agreement  with  the  General  Ledger  ac¬ 
count. 

Further,  we  “keep  a  diary !”  And  what 
a  help  we  find  it!  It,  also,  is  a  stock  form, 
and  as  fast  as  bills  are  received  they  are 
entered  on  their  respective  due  dates.  Then 
as  they  are  returned  to  the  office  O.  K.’d 
by  the  factory  and  vouchered,  the  voucher 
number  is  supplied  in  the  diary  for  quick 
reference.  If  it  happens  that  more  than 
one  invoice  is  received  from  the  same  ven¬ 
dor  in  one  month  (we  frequently  have  half 
a  dozen)  the  average  due  date  is  found  and 
the  separate  entries  are  crossed  off,  and 
the  total  put  under  the  new  date. 

The  cashier  places  the  diary — always  up- 
to-date — on  the  treasurer’s  desk  with  a 
memo,  of  ffie  bank  balance,  and  as  fast  as 
vouchers  are  paid  they  are  erased  by 
stamping  the  current  date  through  the 
amount  paid. 

Amounts  overdue,  partly  paid,  or  held  up 
for  any  reason,  are  carried  forward  under 
the  Sunday  dates  in  red  ink. 

When  paying  on  account  we  note  the 
amount  of  payment  and  date  on  face  of 
voucher,  forwarding  latter  with  final  check 
for  receipt. 

The  Eagle  Printing  Co.  Competition. 

In  the  October,  1904,  number  we  sub¬ 
mitted  the  affairs  of  the  Eagle  Printing 
Company  to  our  readers  with  the  hope  that 
they  would  be  able  to  unravel  the  bad  mix- 
up  in  the  accounts  occasioned  by  the  re¬ 
tirement  of  B.  Ewing  from  the  firm. 

In  the  March  number  we  reviewed  the 
papers  submitted  in  the  competition  and 
were  unable  to  award  a  prize  on  account 
of  various  misunderstandings  as  to  particu¬ 
lars  of  the  problem.  Later,  we  received 
several  papers  offering  solutions  and  after 
going  over  these  papers  we  find  that  Mn 


Buys  this  50  inch  Genuine 


MACEY  DESK 

No.  270’ 


Exactly  as  Illustrated  through 
dealers  or  direct  from  factory, 
freight  paid  east  of  Montana.  Wyom¬ 
ing,  Colorado  and  New  Mexico.  To 
points  in  and  west  of  these  states  add 
15  per  cent  Sent  “on  approval”  to 
be  returned  at  our  expense  if  not  the 
best  all  oak  roll-top  desk  of  equal 

size  ever  sold  at  the  price. 

; 

Catalogue  No.  Z=2205 

Describing  complete  line  of  Macey  j 
Desks  mailed  free  on  request,  60  I 
,  pages,  showing  Office.  Typewriter  J 
I  and  Home  Desks.  m 


We  also  make  the  famous  Macey  Sec 
tional  Bookcases  and  Office  Appli¬ 
ances  Catalogues  on  request. 


RETAIL  stores: 

NEW  YORK,  343  Broadway 
CHICAGO,  152  Wabash 
I  BOSTON,  49  Franklin 
^  PHILADELPHIA  A 
14  N.  13th  St. 
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EVERY  SI  EARNED  $220 

when  my  stockholders  entrusted  me  with  the 
management_of  their  business  a  few  years  ago. 

I  took  $1,500  capital,  supplied  by  Farmers 
Women,  Physicians,  Clerks,  Clergymen  etc  iii 
Belfa.st.  Maine,  and  in  an  HONEST,  but  VERY 
PROUTABLE  business,  earned  and  PAID 
th/ough  tlie  BELFAST  NATIONAL 
HANIv,  $5,o00  in  C'ASH  dividends  in  the  fir.st  six 
months,  $25,000  in  C.-VSII  dividends  within  the 
next  year,  and  in  18  IMONTIIS  l  paid  them  in 
round  numbers  $830,000.00  CASH. 

I  can  furnish  you  with  an  affidavit  from  the 
stockholders  which  proves  every  word  of  this 
to  be  true.  It  is  a  matter  of  history  and  is 

ENDORSED  BY  A  WHOLE  CITY 

whose  citizens  voluntarily  signed  a  statement 
that  vouches  for  these  facts  and  my  integrity, 
honesty  and  business  ability.  Thousands  of 
reputable  people  will  vouch  for  what  I  say. 

It  reads  like  a  fairy  tale 
but  it  is  true.  I  made 
poor  people  rich.  They 
helped  me  earn  the 
riches.  Just  read  that 
over  again.  I  had  $1,500. 
I  earned  and  paid  my 
stockholders  .$330,000  in 
cash  in  18  months. 
Every  stockholder  got 
their  share.  That’s  my 
way  of  doing  business. 
You  must  believe  this 
statement  is  TRUE,  for, 
if  I  were  lying,  I 
wouldn’t  tell  you  the 
place  where  I  earned 
the  money,  and  the 
BANK,  where  it  was 
paid. 

I  have  learned  the 
great  value  of  the  right 
kind  of  CO-OPERA¬ 
TION,  learned  how  to 
make  money  fast  in  an 
honest,  profitable  busi¬ 
ness  from  which  mil- 
_  lions  are  made  every 

E.  P.  Hanson,  Ex-Mayor  year. 

of  Belfast,  Maine,  I  now  have  a  new 

Ex-Pres.  R.  &  M.  K.  R.  R  business  of  the  same 
,  kind,  only  my  field  is 

the  world.  My  plan  one  of  extended  co-opera- 
tion._  Stockholders  evei*yvvhere  who  can  give 
me  information  and  lend  their  influence.  The 
dividends  must  be  large. 

CO-OPERATION  MEANS  SUCCESS. 

From  a  small  store  to  a  four-story  building, 
100  feet  long — every  bit  of  which  my  new  busi¬ 
ness  occupies — tells  the  story  of  its  growth. 
When  I  started  there  was  only  a  few  stockhold¬ 
ers,  now  I  have  over  8,000.  They  are  in  all 
parts  of  the  world,  Australia,  New  Zealand, 
South  Africa,  in  the  U.  S.,  Canada,  England, 
Cuba,  Mexico,  Sandwich  Islands,  Gibraltar,  etc., 
and  I  am  shipping  goods  to  all  of  these  coun¬ 
tries.  I  want  a  few  more  stockholders.  The 
shares  are  going  fast.  You  can  invest  $1  or 
$100,  monthly  payments  if  you  wish.  It  will  be 
SAFE  and  we  will  make  it  GROW.  This  is  no 
get-rich-quick  scheme,  no  “Frenzied  Finance.” 
You  will  be  met  on  the  level  and  treated  on  the 
SQUARE.  I  place  30  YEARS  OF  UNTARNISHED 
BUSINESS  RECORD  behind  that  statement.  I 
only  ask  you  in  your  own  interest  to  INVESTI¬ 
GATE.  You  shall  have  all  the  PROOF  you 
want.  REFERENCES,  Bankers,  Business  men. 
Church  and  Public  Officials,  etc.  Send  your  ad¬ 
dress  on  a  postal  card.  I  will  send  a  24-page 
book, 

“A  Guide  to  Full  Pockets” 

FREE.  I  will  pay  the  postage.  Don’t  be  “A 
Brother  to  the  Ox.”  Stop  plodding. 

Ask  me  to  prove  every  statement  in  this  adv. 
I’ll  send  you  the  endorsement  of  a  whole  city 
and  the  sworn  statement  of  my  former  stock¬ 
holders.  This  is  your  opportunity;  don’t  miss  it. 
E.  F.  HANSON,  Y,  94  Wendell  St.,  Chicago,  Ill. 
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F.  N.  Burr,  Ansonia,  Conn.,  has  worked 
out  the  problem  along  the  correct  lines, 
and  have  decided  to  award  Mr.  Burr  a 
copy  of  “The  Credit  Man  and  His  Work” 
as  a  prize. 

The  Eagle  Printing  Company. 

Solution  by  F.  N.  Burr,  Ansonia,  Conn. 

The  problem  of  the  Eagle  Printing  Com¬ 
pany  seems  to  present  unusual  difficulties. 
On  opening  the  books  of  the  partnership 
we  have  the  following; 

Johnson,  $6,000 

Ewing,  4,000 

$  2,000  Plant, 

8,000  Cash. 

$10,000  $10,000 
Without  the  plant  account  the  'books 
would  not  be  in  balance  unless  a  defalca¬ 
tion  occurred,  which  seems  to  have  been 
the  case  here,  as  the  following  statements 
will  show,  at  the  end  of  the  first  year ; 


$2,653  P’d  Purch., 

490  “  Fur.  and  Fix., 

2,340  “  Wages, 

752  “  Expenses, 

28  “  Interest, 

1,276  “  Supplies, 

900  “  Johnson, 

600  “  Ewing, 

5,944  “  Balance. 


$14,983  $14,983 

From  these  statements  we  have: 

Difference  in  Trial  Balance,  $2,069 

Net  Profit  per  P.  &  L.  Statement,  $7,099 
Surplus  per  Balance  Sheet,  5,030 


Shortage, 

Cash  Bal.  per  Statement, 
Cash  Bal.  per  Books, 


$2,069 

$5,944 

3,875 


Shortage,  $2,069 

From  this  it  is  evident  Ewing  covered 
the  omission  of  the  plant  asset  to  his  own 
advantage.  Closing  the  revenue  accounts, 
and  the  defalcation  into  profit  and  loss, 
and  crediting  the  partners,  investment  ac¬ 
counts  with  a  pro  rata  share  of  the  profits 
(less  their  drawings)  we  have 'as  a  trial 
balance  at  the  beginning  of  the  second 


TRIAL  BALANCE. 


$2,000 

Plant, 

3,875 

Cash, 

490 

Fur.  and  Fix., 

8,175 

Acets.  Rec., 

900 

Johnson  Pers’l, 

600 

Ewing  Pers’l, 

2,340 

Wages, 

5,628 

Purch.  Acet., 

752 

Expense, 

1,276 

Supplies, 

28 

Interest. 

$2,975 

Acets.  Pay., 

Bank  Loan, 

2,000 

Johnson  Invest., 

6,000 

Ewing  Invest., 

4,000 

Sales  Acet., 

13,158 

2,069 

Loss. 

$28,133 

BALANCE  SHEET. 

$28,133 

Plant, 

$2,000 

Cash, 

3,875 

Inventory, 

3,965 

Fur.  and  Fix., 

490 

Acets.  Rec., 

8,175 

Johnson  Pers’l, 

900 

Ewing  Pers’l, 

600 

$2,000 

Bank  Loan, 

6,000 

Johnson  Invest., 

4,000 

Ewing  Invest., 

2,975 

Acets.  Pay., 

5,030 

Surplus. 

$30,005 

TRADING  STATEMENT. 

$20,005 

$5,628 

Purch., 

2,840 

Wages. 

$13,158 

Sales, 

Inventory, 

3,965 

9,155 

Gro.  Prof. 

$17,123 

PROFIT  AND  LOSS. 

$17,123 

Gro.  Profit, 

$9,155 

$  752 

Expense, 

1,276 

Supplies, 

28 

Interest, 

7,099 

Net  Profit. 

$9,155 

CASH  ACCOUNT. 

$9,155 

Payments. 

Receipts. 

Investment, 

$8,000 

Bank  Loan, 

2,000 

Rec’d,  Sales, 

4,983 

year : 

TRIAL  BALANCE. 


(Beginning  of  Second  Year.) 


$2,000 

Plant, 

3,875 

Cash, 

490 

Fur.  and  Fix., 

3,965 

Inventory, 

8,175 

Acets.  Rec., 

$2,975 

Acets.  Pay., 

Johnson; 

^,118 

Lang, 

5,412 

Bank  Loan, 

2,000 

$18,505 

TRADING  STATEMENT. 

(Close  of  second  year.) 

$18,505 

$3,965 

Inventory, 

8,912 

Purch., 

2,659 

Wages, 

$16,467 

Sales, 

Inventory, 

4,250 

5,181 

Gro.  Profit. 

$20,717 

PROFIT  AND  LOSS. 

$20,717 

Gro.  Profit, 

$5,181 

$  877 

Expenses, 

1,374 

Supplies, 

44 

Interest, 

2,886 

Net  Profit. 

$5,181 

TRIAL  BALANCE. 

(Close  of  second  year.) 

$5,181 

$  2,000 

Plant, 

2,746 

Cash, 

10,750 

Acets.  Rec., 

585 

Fur.  and  Fix., 

3,965 

Inventory, . 

900 

Johnson  Pers’l, 

750 

Lang  Pers’l, 

2,659 

Wages, 

8,912 

Purch.  Acet., 

877 

Expenses, 

1,374 

Supplies, 

44 

Interest, 

Acets.  Pay., 

$  3,860 

Bank  Loan, 

1,000 

8,118 

Johnson  Invest., 

Lang  Invest., 

6,412 

Sales, 

16,467 

Amt.  over. 

704 

$35,561 

$35,561 
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ALL 

FIRST 

CLASS 


EALERS  KNOW 

EARBORN  CABINETS 

SAVE  TIME,  WORRY  and  ERRORS— IMPROVE  QUALITY  of  WORK— THEREFORE  SAVE  MONEY 


MAKE 

QUICK 

SALES 


42  in.  long,  24  In.  deep,  38  In.  high 


Roll  Curtain 
to  Paper 
Cabinet. 


ARE 

Sold  around  the 

WORLD 

Universally  known  as  the 


46  In.  long,  31  in.  deep,  4SJ4  high 


Notice  how 

COPY-HOLDERS 

are  placed  in  direct  line  of 
vision,  enabling-  operator 
to  sit  up  straight.  Saves 
fully  45  per  cent  of  Time, 
TVorry  and  Errors.  A  place 
for  everything,  everything 
in  its  place.  Solid  Golden 
Oak,  guaranteed  the  most 
complete  Typewriter  Cab. 
inet  ever  sold  anywhere 
near  the  price.  We  ship 
responsible  parties  on  ap¬ 
proval,  to  be  returned  at 
our  expense  if  not  satis, 
factory.  What  more  can 
we  offer? 


No.  6  Dearborn  Junior  Cabinet 


IF  YOUR  DEALER  DOES  NOT  HANDLE  THEM  WRITE  DIRECT  TO  US 


No.  1  Dearborn  Special  Cabinet 


$13*00 

DELIVERED 


DEARBORN  DESK  COMPANY 

Alexander  A.  Samuel,  General  Manager 

301  Fisher  Buildina  CHICAGO,  U.  S.  A. 

NEW  CATALOGUE  FREE 


DELIVERED 


THIS  "'TRADE  MARK^^  ON  EVERY  CHAIR 

THE  DAVIS  CHAIR  CQ, 

Department  A,  Marysville,  Ohio  5  i  d 

Manufacturers  of  the  McCloud  Adjustable  Spring  Back  Office  and  Type'- 
writer  Chairs,  the  best  made.  Supports  your  back  evory  minute  just^'  where 
you  need  it.  Makes  your  work  easier  and  better.  O,  Send  for  Catalogue"  F. 
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BALANCE  SHEET. 

Plant, 

$  2,000 

Inventory, 

4,250 

Cash, 

2,745 

Fur.  and  Fix., 

585 

Accts.  Rec., 

10,750 

Johnson  Pers’l, 

900 

Lang  Pers’l, 

$3,860  Accts.  Pay., 

1,000  Bank  Loans, 

8,118  Johnson  Invest., 

5,412  Lang  Invest., 

750 

3,590  Surplus. 

- 

$21,980 

CASH  ACCOUNT. 

$21,980 

Payments. 

Receipts. 

On  hand  1/1, 

$  3,875 

From  Sales, 

$8,027  To  Purch., 

95  “  Fur.  and  Fix., 

2,659  “  Wages, 

877  “  Expense, 

44  “  Interest, 

1,374  “  Supplies, 

900  “  Johnson  Pers’l, 

750  “  Lang  Pers’l, 

■■  ’’'oO  “  Bank, 

2,o41  “  Balance,  12/31. 

13,892 

$17,767 

$17,767 

From  these  statements  we 

have ; 

Difference  in  Trial  Balance, 

$704 

Surplus  Balance  Sheet, 

$3,590 

Nejt  Prof,  per  Profit  and  Loss  Acet. 

2,886 

Amt.  over. 

Cash  per  Books, 

$704 

$2,745 

Cash  Bal.  per  Statement, 

2,041 

Amt.  over. 

$704 

thus  showing  an  unaccounted  cash  of  $704. 

Closing  the  revenue  accounts  as  before 
and  crediting  the  partners’  accounts  we 
shall  have  as  a  trial  balance  at  the  begin¬ 
ning  of  the  third  year 


TRIAL  BALANCE. 
(Beginning  of  third  year.) 


$  2,000  Plant, 

2,745  Cash, 

585  Fur.  and  Fix., 

4,250  Inventory, 

10,750  Accts.  Rec., 

Accts.  Pay.,  $3,860 

Bank  Loan,  1,000 

Johnson  Invest.,  9,372 

Lang  Invest.,  6,098 


.$20,330  $20,330 

THE  JOURNAL  ADJUSTMENT  ENTRY. 

A.  Johnson,  Dr.  $1,637 

To  C.  Lang,  $1,637 


To  equalize  Investment  Accounts. 


redrawn  in  our  standard  size  and  style  by 
our  special  artist. 

Articles  submitted  may  be  accompanied 
by  photograph  and  biographical  sketch  of 
the  author,  together  with  photographs  in 
connection  with  the  plant  that  will  convey 
to  the  readers  of  The  Business  Man’s 
Magazine  a  fair  idea  of  its  magnitude  and 
general  plan. 

For  the  best  article  submitted  we  offer 
a  prize  of 

FIFTY  DOLLARS. 

This  prize  will  be  awarded  on  the  basis 
of  the  accounting  merit  of  the  article  sub¬ 
mitted. 

All  articles  sent  in  will  become  the  prop¬ 
erty  of  The  Book-Keeper  Publishing  Co., 
Ltd.,  to  be  used  for  publication,  if  desired, 
in  which  case  additional  prizes  will  be 
awarded  the  authors  of  acceptable  papers. 

In  addition  to  the  above,  we  will  give 
two  prizes  of  $10  and  $5,  respectively,  for 
the  two  best  articles  descriptive  of  good 
book-keeping  and  cost  systems  for  the  fol¬ 
lowing  lines  of  business : 

Aerated  Water  manufacturing. 

Artificial  Stone  manufacturing. 

Automobile  manufacturing. 

Biscuit  or  Cracker  manufacturing. 

Boot  and  Shoe  manufacturing. 

Bridge  builders. 

Broom  manufacturing. 

Bronze  Powder  manufacturing. 

Carriage  and  Wagon  manufacturing. 

Carpet  manufacturing. 

Chemical  Works. 

Cold  Storage  business. 

Cordage  manufacturing. 

Distillery. 

Electric  Motor  manufacturing. 

Electrotype  Foundry. 

Flour  Mill. 


will  place  the  two  partners  on  the  same 
footing. 

Standard  Competitions. 

We  are  desirous  of  obtaining  a  compre¬ 
hensive  article  on  “Accounting  Methods 
and  Systems  in  Connection  With  the  Pack¬ 
ing  Industry,”  covering  records  of  plants 
.and  equipment,  the  purchasing  of  cattle, 
slaughter  house,  refrigerator  appliances, 
distribution  to  customers  and  other  items 
of  interest. 

Articles  submitted  must  be  illustrated  by 
examples  of  forms  used.  These  forms  need 
not  be  elaborately  drawn  as  they  will  be 


Export  Agency  Business. 

Harness  and  Saddles  manufacturing. 
Hay  and  Grain  (wholesale  and  retail). 
Hats  and  Caps  manufacturing. 

Ink  and  Mucilage  manufacturing. 
Incandescent  Lamp  manufacturing. 
Jewelry  manufacturing. 

Life  Insurance. 

Leather  manufacturing. 

Lime  manufacturing. 

Lineoleum  manufacturing. 

Mail-Order  Business. 

Neckwear  manufacturing. 

Nursery  (florists). 

Paper  manufacturing. 
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Brain 


A  Ready  MarKct 
for  Men  of  Brains 


BROKERS 


Ar-c  Vbu  in 
the  MaKKct? 


Never  before  m  Business  History  has  such  a  high  Premium  been  offered 
for  Men  who  can  DO  things-who  KNOW  HOW.  Are  you  lookine 
for  an  opportunity  m  the  Business  world.?  Trying  to  sift  out  of  the 
maze  of  business  a  place  in  which  to  expand  and  grow— to  BE  something? 

YOUR  OPPORTUNITY  LIES  LITERALLY  AT  YOUR  FEET 

From  coast  to  coast  capital  is  crying  for  men.  Capital  is  seeking  BRAINS  We 

want  Men!  We  have  open  this  minute  3,682  positions  with  salaries  ranging 

from  $600  to  $10,000.  If  you  can  fill  a  higher  position  than  your  present  one 

write  to  us  at  once,  giving  full  particulars  as  to  your  experience  and  desires! 

PROMPTNESS  is  not  HURRY 


EASTERN  OFFICES 
EXECUTIVE  OFFICES 

Suite  509,  309  Broadway,  New  York 
PHILAUEIiPHIA  OFFICE 

1109  Pennsylvania  Bnildinff 
PITTSBURG  OFFICE 
704  Park  Building 
EUROPEAN  OFFICE 


WESTERN  OFFICES 

CHICAGO  OFFICE 

1011  Hartford  Building 
CLEVELAND  OFFICE 

535  Williamson  Building 
ST.  LOUIS  OFFICE 

915  Chemical  Building 
MINNEAPOLIS  OFFICE 

Loan  &  Trust  Co.,  Building 


YOU  HAVE  A  GOOD  SYSTEM 

We  make  the  supplies 


We  have  a  large  fully  equipped  factory 
in  New  York  City,  devoted  exclu¬ 
sively  to  the  manufacture  of  supplies 
for  any  system,  Loose  Leaf,  Bound 
Books  or  Cards. 

We  can  give  you  the  best  of  service, 
materials  of  the  highest  grade  of 
workmanship  and  prompt  deliveries. 

All  departments  of  this  business  are  in 
charge  of  men  who  will  give  your 
orders  the  intelligent  attention  so 
necessary  in  this  business. 

If  you  are  not  satisfied  with  your  present 
system  write  to  us.  Perhaps  we  can 
help  you. 


SAFETY  SYSTEMS  COMPANY 


MANUFACTURERS  OF  ACCOUNTING  FORMS  AND  RECORDS 

New  York  City 


Factory— Hubert,  West  and  Washington  Streets. 
Sales  Office — 320  Broadway, 
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Paper  Box  manufacturing. 

Patent  Medicine  manufacturing. 

Photo  Supplies  manufacturing. 

Piano  and  Organ  manufacturing. 

Pottery  manufacturing. 

Produce  (wholesale). 

Silk  manufacturing. 

Soap  manufacturing 

Valves  and  Hydrants  manufacturing. 

Wall  Paper  (wholesale  and  retail). 

Whips  manufacturing. 

Woolen  Mills. 

We  are  in  the  market  for  articles  on  the 
above*  subjects,  and  for  others  descriptive 
of  the  methods  and  records  used  in  any 
kind  of  business  that  would  interest  our 
readers. 

Photographs  should  be  carefully  packed 
for  mailing  and  postage  enclosed  for  re¬ 
turn,  in  case  the  article  should  be  found 
unavailable. 


How  to  Sell  Goods  in  Germany — The 
Stringent  Regulations  Imposed  on 
Foreign  Salesmen. 

HE  German  regulations  connected  with 
the  foreign  traveling  salesman  who 
may  desire  to  ply  his  trade  within  the 
Kaiser’s  realm  are  particularly  stringent. 
All  foreign  salesmen  must  procure  licenses. 
If  the  article  handled  should  include  fruit, 
eggs,  poultry,  beeswax,  or  honey,  the  sales¬ 
man  will  be  refused  a  license  if  he  has  ever 
been  under  police  surveillance,  or  if  he  has 
ever  been  known  as  a  habitual  drunkard  or 
vagrant,  though  what  selling  beeswax  has 
to  do  with  vagrancy  or  drinking,  more  than 
any  other  article  of  commerce,  is  not  ap¬ 
parent.  It  will  be  well  for  any  salesman 
considering  a  trip  through  Germany  to  look 
up  the  regulations  at  any  German  consulate 
before  starting.  He  may  be  spared  expense 
and  possible  humiliation  by  so  doing. 

A  case  in  point  was  the  experience  of  a 
salesman  for  a  typewriter  manufactory  who 
went  across  to  work  Belgium,  and  at  the 
last  moment  thought  he  would  make  a  short 
trip  through  the  northern  part  of  Germany. 
He  carried  with  him  a  compound  prepared 
by  himself  which  contained  beeswax  as  one 
of  the  ingredients,  and  which  he  desired  to 
introduce  as  a  lubricating  article  for  type¬ 
writers  and  other  delicate  mechanisms. 

When  he  presented  his  passport,  at  the 
first  custom-house  across  the  frontier,  an 
official  began  to  question  him.  He  was 


first  asked  if  his  only  line  was  that  of  type¬ 
writers,  and,  when  he  replied  that  he  had 
a  lubricating  compound  to  sell,  the  official 
demanded  to  know  its  ingredients.  When 
beeswax  was  mentioned  a  new  line  of  inter¬ 
rogations  was  started. 

“Have  you  ever  been  under  police  surveil¬ 
lance?”  asked  the  official,  crisply. 

“No,”  replied  the  American.  “But  what 

“Have  you  ever  served  a  sentence  of  three 
months  or  more  for  any  criminal  act  or 
misdemeanor?”  he  was  interrupted. 

At  this  the  salesman  became  angry. 

“Are  you  trying  to  insult  me?”  he  cried. 
“What  do  you  mean  by  asking  such  idiotic 
questions?  I  never  stole  anything  in  my 
life,  and  even  if  I  did  I  never  stole  bees¬ 
wax.  I  bought  that  wax  and  paid  for  it.  If 
you  require  an  autobiographical  sketch  of 
my  life.  I’ll  have  one  printed  and  mailed 
to  you;  and,  even  if  it  is  necessary  to  make 
a  fool  of  yourself,  you  can’t  make  one  of 
me.  I  don’t  have  to  sell  my  compound  in 
your  country.  There  are  other  places. 
Back  home  in  God’s  country  they  don’t 
make  a  man  tell  what  his  great  grand¬ 
mother  died  of  before  he  is  allowed  to 
sell  corn  plasters.” 

The  official  was  unmoved.  He  made  an 
entry  upon  a  piece  of  paper,  and  continued : 

“Have  you  one  or  more  children  not 
properly  cared  for,  or  who,  if  between  six 
and  fourteen  years  of  age - ” 

He  did  not  finish  the  question.  There 
was  no  need.  The  American  had  fled,  evi¬ 
dently  convinced  that  only  the  angel  Gabriel 
could  sell  beeswax  in  the  German  Empire. 
The  regulations  under  which  this  commer¬ 
cial  traveler  was  interrogated  can  be  found 
on  file  at  any  German  consulate.  They  were 
in  force  as  late  as  May,  1905. — From  “The 
Yankee  Drummer  Abroad,”  by  H.  D.  Var- 
num,  in  Success  Magazine. 

Monthly  Statements. 

“How  much  money  did  you  make  last 
month  ?”  was  the  question  put  by  the  largest 
steel  manufacturer  in  the  world  to  another 
merchant. 

”1  dor.  ’t  know,”  was  the  reply,  “our 
statements  are  made  out  annually;  you 
can’t  get  monthly  statements  in  our  busi¬ 
ness.” 

“Then  I  wouldn’t  stay  in  such  a  busi¬ 
ness,”  came  back  the  abrupt  advice. — New 
York  Commercial. 
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A  straight  out-and-out 
offer  of  a  trial 


WE 

STAKE 
EVERYTHING 

on  the  quality 
of  our 

CIGARS 


WE 
KNOW 
LA  RECLAMA 
CIGARS 
WLL 
Please  You 


LA  RECLAMA  CIGARS  ^  please  the  most  exacting  taste  of  select  smokers 


IF  YOU  ARE  SKEPTICAL.  IT  S  BECAUSE  YOU 
HAVE  NEVER  TRIED  THEM. 

We  will  send  a  yial  box  FREE,  making:  it  possible  for  you  to  prove  tins  to 
your  entire  satisfaction  without  cost.  We  know  there  is  not  a  smoker  in  tins 
country  but  whose  needs  can  be  supplied  with  better  cigars  for  less  money  by 
purcnasing  direct  from  our  Factory  at  wholesale  prices. 

We  Make  30  Different  Shapes  of  Clear  Havanas  at  Money  Saving  Prices. 

Our  Smokers’  Guide  and  Chart,  sent  to  all,  tell  Why  and  How  we  can  save 
you  money  on  your  smoking. 

LA  RECLAMA  CUBAN  FACTORY,  1895  First  Ave.,  New  York  City 

Established  1875.  Refer.:  Dun  or  Bradstreet's. 


LA  RECLAMA  CUBAN  FACTORY,  New  York  City. 

Gentlemen:  Please  send  me,  all  charges  prepaid 
a  FREE  box  of  La  Reclama  Examiner  Cigars.  I  en¬ 
close  my  business  letter-head  or  business  card.  I  have 
never  tried  your  cigars. 

The  color  (strength)  I  prefer . 

Name  of  Cigar  I  usually  smoke . 

My  Name  . 

Address  . 

Cigar  Healers  are  excluded  from  (liis  offer.  Applicant 
must  lie  a  permanently  located  responsible  individual 
smoker.  (Key)  38 


Loose  Leaf  Methods  i^^Labor  Saving  Systems 


SEND 

FOR 

1906 

CATALOG 


SEND 

FOR 

1906 

CATALOG 


((S': 


DUPLICATE  AND  TRIPLICATE  SHIPPING  RECEIPTS,  BILL  AND  CHARGE  BLANKS 
REQUISITIONS  AND  ORDER  FORMS,  SALESMEN’S  ORDER  PADS,  ETC.,  ETC.’ 


INTING  AND  BINDING 

F.  E.  BACON  MANIFOLD  COMPANY,  234  Middle  Street,  Portland,  Maine 

CATALOGUE  FREE.  MENTION  THE  BUSINESS  MAN'S  MAGAZINE. 
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This  dei>artment  is  for  the  benefit  of  subscribers  who  wish  to  ask  ques- 
tions  relative  to  business  detail;  and  subscribers  are  encouraged  to  ans¬ 
wer  the  questions  through  the  medium  of  these  fages.  The  question 
must  be  short  and  terse  and  of  general  business  interest.  The  replies 

must  be  direst  and  to  the  Points  Address  everything  So  She  editor 


QUERIES  FROM  SUBSCRIBERS. 


Photographic  Negatives. 

BY  U.  G.  BLOSE. 

There  seems  to  be  a  difference  of  opinion 
among  business  men  and  accountants,  re¬ 
garding  the  treatment  of  negatives  belong¬ 
ing  to  a  photographic  studio.  Some  claim 
they  should  not  be  included  in  inventory 
for  the  reason  that  they  were  charged  to 
the  customer  with  first  lot  of  photos,  and 
are  therefore  not  an  asset ;  others  hold  that 
negatives  are  of  value,  and  should  be  in¬ 
cluded  in  inventory^at  original  cost. 

The  same  question  arises  regarding  elec¬ 
trotypes,  some  claiming  that  they  should 
be  included  at  original  cost ;  others,  that 
they  are  only  worth  what  they  would  bring 
as  old  type  metal. 

I  should  like  the  opinion  of  readers  of 
The  Business  Man's  Magazine. 


Freight  Bills. 

BY  F.  W.  W. 

We  would  like  suggestions  in  regard  to 
handling  our  freight  bills.  The  greater 
part  of  our  freight  is  for  incoming  ship¬ 
ments,  f.  o.  b.  this  city.  We  use  the 
voucher  system,  filing  vouchers  in  alpha¬ 
betical  order. 

Heretofore  we  have  attempted  to  attach 
the  several  freight  bills  to  the  different  in¬ 
voices  they  had  reference  to;  in  order 
that  the  invoices  might  show  the  freight 
paid  on  each,  having  both  the  freight  bill 
and  B/L  attached  thereto.  We  found  it 
such  a  task  to  attach  these  freight  bills  to 
the  several  invoices  we  have  commenced 
filing  our  freight  bills  by  the  month  in 
which  they  were  paid,  but  have  not  yet  be¬ 


gun  to  attach  them  to  the  voucher  under 
which  they  are  paid. 

You  consider  it  best  to  have  the  freight 
bills  attached  to  the  voucher  under  which 
they  are  paid;  we  are  desirous  of  knowing 
the  methods  employed  by  modern  and  pro¬ 
gressive  houses. 


Sales  and  Commission  Business. 

BY  W.  J.  D. 

Will  one  of  your  many  readers,  kindly 
suggest  an  up-to-date  plan  for  keeping  the 
accounts  of  a  large  sales  and  commission 
business,  dealing  exclusively  in  horses  and 
mules  ? 

The  mules  are  bought  and  sold  outright, 
while  the  horses  are  handled  on  a  com¬ 
mission  basis.  Any  new  ideas  as  to  how 
these  accounts  should  be  kept,  will  be  ap¬ 
preciated  by  one  who  has  always  taken  an 
interest  in  your  valuable  magazine. 


Printing  Business. 

BY  B.  B.  L. 

If  a  customer  asks  for  a  bid  on  a  job, 
the  superintendent  of  our  factory  sends 
the  copy  to  the  foreman  of  the  composing 
room  who  estimates  the  time  needed  to 
set  up  the  job.  Frequently,  by  this  method, 
the  amount  of  the  estimate  is  as  high  as 
the  selling  price  quoted  by  our  competitors 
so  that  we  are  looking  for  some  better 
method  which  will  give  more  accurate  re¬ 
sults.  I  have  made  a  suggestion  on  the 
following  lines : 

To  figure  from  the  books  the  cost  of 
material  for  each  of  the  last  three  years; 
also  give  the  cost  of  labor,  light,  power  and 
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Perpetual  Ledger 
Systems 

Standard  Outfits,  Seven  Forms  in  Stock 


Round  Back 
Screw 
Lock 


Jointed 

Post 

Transfer 


Flat 

Back 

Double 

Lock 


Half 
Leaf 
Showingf 
One  Cut 
Corner 


We  manufacture  Loose-Leaf  Systems  of  every 
description.  Agents  in  all  principal  cities. 

Send  for  catalogue. 

The  T  winlock  Company 


3J0  Walnut  Street 


Cincinnati 


London  Agency 
PERCY  JONES  &  CO. 

153  Cheapside,  E.  C. 

Toronto,  Can.  Montreal,  Can, 

GRAND  &  TOY, Ltd.  LIBRAIRIE  BEAUCHEMIN 


Glasses 


with  Fox 


Lasso 


Will  not 
wobble,  tut, 
drop  or  become  loose. 

Yon  can  wear  them  every¬ 
where  and  at  all  times.  They’re 
as  steady  and  comfortable  as 
spectacles — and  better  looking. 
The  Fox  Lasso  Eye-glass 
Mountings  have  perfect,  patent 
adjustments,  different  from  all 
other  eye-glass  mountings — 
The  Lasso  guard,  the  Tubular 
spring  and  the  screw  lock  ends 
to  both  guard  and  ends. 

My.  Ivan  Fox,  the  originator 
of  Fox  Lasso  Eye-glasses,  has 
spent  nearly  a  whole  lifetime 
in  studying  and  making  eye 
i’lassfs.  The  Fox  Lasso 
Mo  intings  are  his  crowning 
acnievement.  These  mount¬ 
ings  can  be  had  of  hrst-class 
0|)ticians  everywhere  Insist 
upon  having  your  new  eye¬ 
glasses  fitted  with  them .  Can 
also  be  attached  to  the  ones 
you  are  now  wearing. 

Send  US  the  name  and  address 
of  your  optician  and  we  will 
mail  your  free  our  ‘‘Booklet  R’’ 
“Eyes  Worth  Having,”  written 
by  Mr.  Fox.  Write  today. 

Ask  your  optician  for  Fox 
Lasso  Eye-Glass  Mountings.  If 
he  hasn’t  them,  write  us  and  we 
will  see  that  you  get  them. 

Fox  Optical  iVlanufactijring  Co. 

Philadelphia,  Pa. 
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general  expense  for  the  corresponding 
period.  Calculate  each  of  the  different  ex¬ 
penses  on  a  percentage  basis  of  the  cost 
of  raw  material,  then  the  superintendent 
would  only  have  to  get  the  cost  of  material 
— add,  say,  25  per  cent  for  labor,  one  and 
one-quarter  per  cent  for  light,  two  and  one- 
half  per  cent  for  power,  and  four  per  cent 
for  general  expense,  add  the  percentage  of 
profit,  and  the  estimate  would  be  ready  for 
delivery. 

Is  this  plan  practical? 

Samples. 

BY  A.  C.  GROHE. 

The  firm  with  whom  I  am  employed  re¬ 
cently  decided  to  make  up  a  new  set  of 
samples  and,  therefore,  ordered  the  required 
amount  of  goods  out  of  stock  to  be  sent 
to  a  sample  manufacturer.  The  goods  were 
then  charged  to  Sample  account  in  the  sales 
book  at  the  selling  price  which  I  claim  was 
not  the  correct  entry  for  said  transaction ; 
not  alone  were  the  sales  inflated  where 
there  really  was  no  sale  made;  the  Sample 
account  was  also  increased  by  the  differ¬ 
ence  of  cost  and  selling  price,  making  the 
sample  cost  more  than  the  firm  really  paid 
for  them  which  created  a  profit  where  there 
was  none. 

What  would  be  the  proper  entries  to  be 
made?  _ 

Partial  Payments. 

BY  E.  WILLE. 

Find  inclosed  a  partial  payment 
worked  by  the  United  States  Rule. 
There  has  been  some  discussion  as  to 
the  proper  entries  which  should  be  made. 
First,  by  the  book-keeper  when  he  issues 


DATE. 

AMT.  PAID. 

TIME. 

Year. 

Mo. 

Day. 

Mo. 

Day. 

1886 

4 

1 

1886 

11 

3 

50.00 

7 

2 

1887 

3 

16 

50.00 

4 

13 

1887 

10 

1 

50.00 

6 

15 

1887 

12 

13 

1,000.00 

2 

12 

1888 

4 

1 

625.00 

3 

18 

1888 

5 

8 

1 

7 

or  gives  the  note.  Second,  his  entries 
when  payments  are  made,  including  the 
final  payment.  The  matter  of  debiting  bills 
payable  and  interest  seems  to  be  the  prin¬ 
cipal  question.  Will  you  kindly  submit  this 
to  the  readers  of  The  Business  Man's 
Magazine  for  suggestions  and  solutions? 

Outside  Investments. 

BY  C.  C.  M. 

A  buys  a  retail  lumber  business  from  B 
and  enters  into  partnership  with  C  who 
purchases  a  third  interest,  and  in  whose 
name  the  business  is  to  be  carried  on.  A 
being  a  lumber  manufacturer,  supplies  all 
material  required  at  regular  list  prices. 

A  is  an  incorporated  company;  how 
should  this  investment  be  treated  on  its 
books  ? 

Traveling  Salesmen’s  Expenses. 

*  BY  U.  B.  MANUFACTURING  COMPANY. 

As  discussion  frequently  arises  in  regard 
to  O.  K.’ing  the  statements  rendered  by 
traveling  salesmen,  I  would  like  to  hear 
from  subscribers  as  to  their  experience  of 
what  expenses  are  legitimate  in  the  follow¬ 
ing  list : 

Laundry;  shaving;  bath;  doctors’  bills; 
cigars  on  Sunday. 

Real  Estate  Sales, 

BY  M.  ROSETT. 

A  piece  of  property  owned  by  a  real 
estate  corporation  was  purchased  for  $1,- 
000.  It  was  sold  on  the  following  terms; 

$100  cash  down,  and  $10  per  month  for 
144  months,  the  contract  with  the  customer 
calling  for  a  total  payment  of  $1,540. 


Int.  6  per  cent.  Principal 


1st  payment 
2nd  payment 

$  50.00 

50.00 

$1,600.00 

Interest 

$  100.00 
92.00 

$  8.00 

8.00 

3rd  payment 
4th  payment 

50.00 

i.ooo.oO 

$1,592.00 

Interest 

$1,050.00 

75.35 

974.65 

5th  payment 
Interest 

$  625.00 
9.36 

$  617.35 

615.64 

Interest  to 

maturity 

$  1.71 

.01 

Balance  due 

$  1.72 
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Cut  Down  Your 
Salesman’s  Expenses 

The  amount  each  of  your  salesmen 
wastes  on  each  trip  over  his  territory, 
if  accurately  itemized,  would  startle 
you.  Check  and  eliminate  this  great 
leak  in  your  Selling  System. 

The  Safeguard 
Salesman’s  Expense  Book 

will  do  it.  Shows  salesman’s  wsx- 
penses  in  each  town  or  city  whether 
there  an  hour  or  week.  Complete 
daily  expense  slip  to  be  detached 
from  book  and  sent  in  each  night 
with  orders,  allows  the  salesman  no 
opportunity  to  pad  or  fake  up  large 
expense  items  to  cover  a  shortage  at 
the  end  of  the  week  or  month.  A 
report,  condensed  into  vest  pocket 
form.  The  result  of  years  of  study 
and  experience.  Used  in  many  of 
the  largest  houses  for  years  past  with 
the  most  satisfactory  results.  The 
cost  of  a  year’s  supply  often  saved 
in  a  single  week. 

Simple  ==  Certain=  -Effective 

Takes  care  to  a  cent  of  every  pos¬ 
sible  expense  and  enables  you  to  see 
at  a  glance  which  salesmen  are  sell¬ 
ing  the  largest  bills  at  the  least  cost. 
Neatly  printed  and  nicely  bound. 
Costs  you  practically  nothing  to  give 
it  a  test.  Ask  your  stationer  for  it 
or  write  for  full  particulars,  free 
sample  and  prices. 


li®  Safeguard  Expense  Book  Co. 

181  Essex  Street,  -  BOSTON,  MASS. 


YOURSELF 

C.  To  weigh  something  on  your 
old  style  scale  by  placing  the 
article  in  the  center  and  then 
to  one  side  of  the  platform  and 
note  the  variationo 

c.  A  scale  which  shows  a  varia« 
tion  is  absolutely  worthless  be¬ 
cause  it  is  a  continuous  waste 
of  postage  by  showing  over¬ 
weight  and  great  annoyance  to 
the  receiver  when  showing  short 
weight, 

d.  It  will  prove  a  good  invest¬ 
ment  to  discard  the  old  and 
buy  an  Up-to-Date  Triner  which 
is  guaranteed  absolutely  ac¬ 
curate,  The  only  scale  built 
on  scientific  principles  which 
permits  of  no  variation, 

€L  Above  cut  shows  our  Sup. 
erior  Postal  Scales,  capacity 

4  IbSo  by  j4  oz  ^  Pricep  $2.00 

Qem  Postal  Scale 

1  Ib,  by  oz.p  Price,  $1.25 

Ideal  Postal  Scale 

2  Ibso  by  ^  oz.p  Price,  $1.50 


SoM  by  all  hading  Stationers, 
Your  Stationer  will  order  for 
you,  or  Scales  will  be  sent 
frefaid  on  receipt  of  price. 


TRINER  SCALE  &  MFQ.  CO, 

1I.255-.51-5.9'  West  21!  st:  Street 
CHICAQOo  ^lUNOIS 
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Is  it  correct  when  recording  this  sale  to 
debit  the  customer  with  the  $1,540,  and 
credit  real  estate  with  that  amount,  thus 
immediately  transferring  the  profit  on  the 
transaction  ($540)  to  profit  and  loss,  and 
taking  credit  for  same  in  the  current  finan¬ 
cial  period;  or  should  this  $540  be  appor¬ 
tioned  over  the  period  covered  by  the  pay¬ 
ment  of  the  instalments. 


Assessments  on  Stock. 

BY  F.  D.  BATTLJ£. 

A  liquor  dealer  with  whom  1  am  ac¬ 
quainted  does  a  retail  and  wholesale  busi¬ 
ness,  and  also  has  the  agency  for  a  brew¬ 
ery.  The  city  council  recently  raised  his 
assessments  to  which  he  makes  objection, 
as  he  claims  that  the  beer  is  not  actual 
stock  as  it  is  always  sold  within  10  days, 
for  cash. 

As  this  stock  is  always  turned  over  in  10 
days,  upon  what  basis  should  the  assess¬ 
ments  be  made? 


ANSWERS  BY  SUBSCRIBERS. 

Anticipating  Discounts. 

BY  A.  G.  SKEELS. 

My  solution  for  the  question  in  the 
February  number  under  the  above  head¬ 
ing  is  this:  Enter  the  estimated  amount 
of  discounts  as  a  liability  inventory  on 
the  balance  sheet,  and  add  it  to  the  debit 
side  of  discount  account  when  finding  the 
loss  or  gain  on  that  account. 

When  closing  the  ledger,  enter  on  the 
debit  side  of  the  discount  account  in  red 
ink,  and  after  ruling  the  account  bring 
down  on  the  credit  side  in  black  ink.  This 
is  certainly  less  work  than  the  plan  suggest¬ 
ed  of  making  two  journal  entries. 

I  am  not  a  book-keeper,  but  a  teacher  in 
a  commercial  department.  The  plan  I  have 
suggested  is  the  one  given  for  such  cases 
in  the  text-book  I  have  studied  and  am 
teaching.  If  there  are  objections  to  it,  I 
should  be  pleased  to  learn  of  them. 


Adjustment  of  Plant. 

BY  W.  A.  THOMPSON. 

In  answer  to  the  question  relative  to 
above  subject  appearing  under  “The 
Forum”  of  your  July  number,  I  would 
offer  the  following: 


JOURNAL  ENTRY. 

John  Smith  (Purchaser) .  $150,000.00 
Capital  Account  (No.  2 

Plant  Machinery)  .  100,000.00 

Loss  on  Sale  of  No.  1 

Plant  .  20,000.00 

To  Plant  No.  1 . $270,000.00 

Machinery  . $100,000.00 

Buildings  . .  100,000.00 

Lands  .  50,000.00 

Engine  and  Boilers...  20,000.00 

—  t 

Sale  of  buildings,  lands,  engines  and  boilers  of 
Plant  No.  1  to  John  Smith  for  $150,000;  also, 
transfer  of  machinery  from  said  plant  (valued  ai 
$100,000),  to  Plant  No.  2,  and  charging  loss  ou 
the  sale  ($20,000)  to  the  above  account,  etc. 

As  to  the  treatment  of  the  $20,000  loss 
‘on  sale  of  this  plant,  I  would  carry  same 
as  a  Capital  Asset,  similar  to  that  of  “Pre¬ 
liminary  Expenses,”  and  write  it  off  over 
a  series  of  years.  Or  in  a  case  where 
there  is  sufficient  reserve  set  aside  out  of 
profits  to  provide  for  depreciation  of  fixed 
assets,. I  would  charge  this  $20,000  loss  to 
such  fund. 

The  above  entry,  of  course,  changes  the 
condition  of  that  portion  of  the  plant 
which  has  been  sold  from  a  fixed  to  a  cir¬ 
culating  asset. 

A  Lumber  Camp. 

BY  G.  F.  CARTER. 

Make  your  pay  roll  in  triplicate  by  per¬ 
forating  and  folding,  interleave  with  car¬ 
bon,  then  instead  of  charging  each  day  to 
your  petty  loose  leaf  ledger,  post  direct  to 
your  triplicate  pay  roll  sheets,  at  the  end 
of  the  month  or  pay-day;  separate  these 
sheets,  and  you  have  one  for  your  pay  roll, 
one  as  a  statement  for  your  customer,  and 
the  third  can  go  to  your  book-keeper  to 
post  the  total  in  his  general  ledger. 

Lumber  Company’s  Commissary  Dept. 

BY  F.  D.  BURMEISTER. 

I  would  suggest  the  use  of  a  duplicate 
memo,  book,  such  as  Reynold’s  Order 
Book,  etc.,  a  separate  book  to  be  used  for 
each  employe — a  new  set  of  books  to  be 
started  at  the  first  of  each  month. 

The  purchaser  would  retain  a  copy  ot 
goods  bought,  with  which  he  can  verify  all 
charges  against  him  at  the  end  of  the 
month,  and  it  would  only  be  necessary  for 
you  to  add  the  total  of  each  book  at  the 
end  of  the  month,  and  charge  these  totals 
to  the  various  employes,  and  accounts,  etc. 

A  duplicate  sales  book  such  as  many  de¬ 
partment  stores  use  now-a-days  would  also 
serve  the  purpose  at,  perhaps,  less  expense. 

In  the  boarding  house  department  I 
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'OU  can  easily  earn  an 
additional  $10  a  week 
by  recommending  to 
your  friends,  in  spare 
hours, the  “Keystone’’ 
Chemical  Fire  Ex= 
tinguisher — the  best,  simplest  and 
cheapest. 

We  will  help  you  make  the  sales. 
Tell  us  of  any  possible  purchaser. 
We  will  set  in  motion  the  machinery 
of  our  selling  system.  We  will  tell 
you  what  to  do. 

Some  of  our  agents  are  making 
over  $100  a  week.  May  we  tell  you 
all  about  it  ? 


JAMES  BOYD  &  BROTHER, 

Manufacturers  of 
Fire  Protection  Equipment 

3  North  4th  Street, 


Philadelphia 


^HE  above  is  the  title  of  a  booklet  of  ab¬ 
sorbing  interest  to  those  with  small  or 
large  means  or  income,  who  want  to  better 
their  financial  condition.  If  your  savings  or 
surplus  is  earning  less  than  4%  per  annum 
you  should  send  for  this  book  without  delay. 
It  will  be  mailed  free.  Make  your  money 
work  for  you  and  get  the  full  benefit  of  its 
earning  power  consistent  with  absolute  safety 
of  principal.  Write  to-day. 

It  may  be  the  beginning  of  your  fortune. 

L  S.  ROGERS,  43  Exchange  Place,  New  York 
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CKargcAccouni 


For  Her 

— the  Adornment  of  beauty 

For  You 

— the  Symbol  of  Success 

for  both,  the  delight  that  only  the 
most  fascinating  of  jewels  can  give. 
And  the  Diamond  for  Her — and  the 
Diamond  for  You— may  be  yours  to 
wear  or  to  give,  now,  if  you  will 
open  an  account  with  us. 

A  genuinely  good  Diamond  not  only  retains 
*its  glories  and  its  value,  but  commands  a  high¬ 
er  f  rice  each  passing  year .  There  is  double 
satisfaction  in  a  purchase  that  means  both 
pleasure  and  a  profitable  financial  iyivestment. 

That’s  what  our  Diamonds — the  Beautiful 
Pure  White  Perfect  Gems,  the  only  sort  we 
sell — will  mean  to  you.  With  them  you  get  an 
absolute  guaranty  of  quality,  weight  and  value 
— a  guaranty,  backed  by  a  responsibil¬ 

ity  and  reliability  established  for  many  years. 
Then  we  have  three  special  assurances  that 
you  can  test  personally  to  your  complete 
satisfaction; 

1.  The  word  of  any  of  our  customers  anywhere — 
probably  In  your  own  town — to  whom  we  confi¬ 
dently  refer. 

2.  Wear  your  Diamond  for,  say,  ten  days;  If  you 
don’t  like  it  better  then  than  when  you  received  It,  re¬ 
turn  It  and  your  money  will  be  refunded. 

3.  Any  Diamond  sold  by  us  can  be  exchanged  at 
original  cost  for  other  goods,  no  matter  how  long 
you  have  worn  it. 

You  would  like  a  Diamond— you  want  to  be  sure 
of  what  you  are  getting— you  want  it  now,  not 
in  the  future;  we  make  all  readily  possible.  We 
are  the  originators  of  selling  Diamonds  on  a  charge 
account,  direct  to  the  retail  purchaser,  and  have 
trusted  thousands  of  people  with  satisfaction  to 
them  and  to  us.  There  are  no  formalities  in  open¬ 
ing  an  account,  and  we  make  terms  to  suit  our 
customer’s  convenience — usually  one-fifth  down, 
remainder  in  eight  or  ten  monthly  payments;  but 
where  a  different  arrangement  is  desired  we  always 
make  it.  What  we  have  done  for  others  we  glad¬ 
ly  will  do  for  you. 

Our  handsome  8>i>eelnl  Holiday  Catalog,  the 
finest  Issued  by  any  jeweli'y  house,  will  make  clearer 
to  you  the  charms  and  value  of  the  Diamonds  we 
offer.  Get  from  It  (sent  on  request)  an  Idea  of 
your  choice,  then  let  us  forward  the  gem  for  your 
Inspection.  It’s  not  a  purchase,  mind,  until  you  are 
absolutely  satisfied  with  quality  and  terms. 

Thought  of  approaching  Christmas  joys  leads  In¬ 
evitably  to  the  subject  of  a  Diamond,  a  watch  or  a 
bit  of  jewelry  as  a  holiday  gift.  Our  catalog  con¬ 
tains  many  delightful  suggestions,  and  your  charge 
account  with  us  makes  any  or  a  number  of  them 
possible  to  you  without  burdening  yourself.  Write 
for  It  today. 

One  of  those  artistic  lithographed  and  em¬ 
bossed  Birthstone  Souvenir  Cards  —  like  the 
catalog,  is  free  to  you.  Send  for  it. 

The  Walker-Edmund  Go  ■  Manufacturers  of  Jewelery 

P.79  STATE  ST.,  (Columbus  Memorial  Building,)  CHICAGO,  ILL. 
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would  suggest  the  use  of  a  book  similar  to 
the  ordinary  ‘'trial  balance”  book,  entering 
the  employes’  names  alphabetically  one  on 
a  line,  and  let  the  boarding-house-keeper 
daily  put  as  many  check  marks  against  the 
various  employes  as  they  received  meals. 
This  book  could  be  added  and  charged  off 
at  the  end  of  the  month,  or  oftener  if  de¬ 
sired. 

Dividends  in  Mining  Business. 

BY  C.  A.  R. 

J.  H.  G.  should  have  looked  more  care¬ 
fully  in  Am.  B.  &  Acct.  Enc.  It  states 
that  mines  do  depreciate  and  gives  a 
working  formula  for  writing  off  the  depre¬ 
ciation.  The  product  of  the  mine  is  neither 
bought  nor  manufactured  (it  is  dug  from 
the  earth)  and  in  the  case  of  sole  proprie¬ 
tor  the  profits  are  the  difference  between 
the  mining  expense  and  the  receipts  from 
shipments.  As  soon  as  he  gets  “ore  in 
sight”  he  sells  to  a  company  for  the  esti¬ 


mated  value  of  same,  plus  what  he  can 
claim  in  “prospect,”  taking  stock  for  his 
share  and  an  agreement  by  the  company  to 
provide  working  funds.  In  the  case  of  the 
company,  as  fast  as  ore  is  taken  out  and 
disposed  of  the  “investment”  is  reduced. 
The  dividends  declared  are  really  the  same 
as  dividends  of  a  liquidating  company.  The 
difference  between  the  receipts  from  sales 
of  ore  and  the  cost  of  getting  it  out  is 
really  a  profit,  but  if  all  paid  out  in  divi¬ 
dends  there  will  come  a  time  when  work¬ 
ing  capital  will  be  needed.  It  is  wiser  to 
estimate  the  ore  in  sight,  add  to  it  the 
value  of  prospects,  figure  the  proportion 
which  ore  taken  out  bears  to  the  sum  and 
that  percentage  deduct  from  Mining  Prop¬ 
erty  account  and  write  off  as  depreceiation. 

If  that  amount  is  taken  in  with  the  ex¬ 
penses  when  paying  dividends  a  working 

capital  is  provided. 

To  answer  J.  H.  G.’s  question  direct,  div¬ 
idends  must  not  be  paid  when  the  cost  of 


Percentages. 

BY  J.  B.  CRESWELL. 

In  answer  to  B.  J.  Dawson,  in  the  May  Forum,  I  submit  the  following  as  the  best 
solution  of  his  problem : 

87.5  points  loss  on  4,741,787  lbs.  butter  equals  414,906,362  points  loss. 

40  points  loss  on  4,291,230  lbs.  cheese  equals  171,649,200  points  loss. 

20  points  loss  on  1,319,353  lbs.  poultry  equals  26,387,060  points  loss. 


612,942,622  points  total  loss. 
Let  100%  equal  total  loss  or  612,942,622  points. 

Then  414,906,362  points  will  equal  67.69%  of  loss. 

171,649,200  points  will  equal  28.00% 

26,387,060  points  will  equal  4.31% 

$53,277.52 

36,063.55  or  loss  on  butter. 

14,917.71  or  loss  on  cheese. 

2,296.26  or  loss  on  poultry. 

.0076065  loss  per  pound  on  butter. 

14,917.71  4,291,230  equals  .0034762  loss,  per  pound  on  cheese. 

2,296.36  -H  1,319,353  equals  .0017405  loss  per  pound  on  poultry. 


If  100%  or  loss  equals 
Then  67.69%  will  be 
28.00%  will  be 
4.31%  will  be 

$36,063.55  4,741,787  equals 


Therefore  charge  the  loss  as  follows : 


New  York, 

1,325,751  X  .0076065 

892,648  X  .0034762 

equals 

$13,713.43 

302,915  X  .0017405 

Chicago, 

149,661  X  .0076065 

217,752  X  .0034762 

equals 

11,992.14 

55,703  X  .0017405 

St.  Louis, 

1,369,446  X  .0076065 

575,816  X  .0034762 

equals 

12,628.58 

121,398  X  .0017405 

Boston, 

420,966  X  .0076065 

592,926  X  .0034762 

equals 

5,376.56 

65,355  X  .0017405 

Philadelphia, 

578,640  X  .0076065 

510,095  X  .0034762 

equals 

6,948.43 

444,928  X  .0017405 

Kansas  City, 

851,222  X  .0076065 

1,409,473  X  .0034762 

equals 

11,926.89 

317,985  X  .0017405 

Omaha, 

46,101  X  .0076065 

92,520  X  .0034762 

equals 

691.49 

11,069  X  .0017405 

$53,277.5? 
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RIBBED 

V/NDERWEAl 

APPEALS  TO  MEN  OF  FINE  HABITS  IN  DRESS. 

It  is  particularly  elegant  and  easy-fitting  It  is  made  of  the  remarkably  elastic  Spring 
W  ccqIc  i3,bnC|  wnicn  is  Knitted  on  niECnines  of  our  own  invention  3nd  manufacture 
This  peculiar  elasticity  is  the  source  of  the  utmost 


LOOK  FOR  THIS 


iAOCMAM 


DERBY  RIBBED 


TRADE  MARK 


COMFORT  AND  SATISFACTION 

It  preveiyts  the  usual  bagging  and  disagreeable  non-elastic 
stretch.  Cooper  s  Underwear  from  first  to  last  maintains  the 
same  rich,  silky  feel  and  easy,  comfortable  and  natural  fit. 

Union  and  two-piece  suits  in  all  weights 
and  sizes — silkateen,  cotton  and  wool. 

Handsojne  Booklet  on  Request. 


COOPER  MFG.  CO., 


BENNINGTON, 

VT. 


There  are  Orders  Being  Held 


FOR 


England  Office 

Appliance  Business 
System  Show 

Mechanics  Building 

BOSTON 

November  27 — December  2 


If  you  are  a  manufacturer  you  want  some  of  these  orders  and  you  want 
to  meet  the  large  number  of  buyers  who  will  be  present  by  special  arrangement. 
The  price  of  space  is  exceedingly  low.  Write  for  information  to 


CHESTER  L  CAMPBELL,  Manager 


5  PARK  SQUARE 


BOSTON,  MASS. 
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working  the  mines  and  shipping  exceeds 
the  amount  brought  from  sales  of  ore.  The 
expense  of  running  "prospects”  must  be 
kept  separate. 


Anticipated  Discounts  and  Profits. 

BY  C.  W.  S. 

The  entry  made  at  close  of  year  1905 
charging  merchandise  account  and  cred¬ 
iting  discount  accounit  for  discount  on 
open  accounts  should  be  reversed  on  open¬ 
ing  for  1900. 

Treatment  of  Doubtful  Accounts. 

BY  A.  E.  KING. 

The  writer  is  of  the  opinion  that  the  fol¬ 
lowing  method  of  treating  doubtful  ac¬ 
counts  will  be  found  a  satisfactory  one. 

In  the  first  place  go  through  your  entire 
accounts  and  make  up  a  list  of  those  you 
know  to  be  absolutely  worthless.  The  por¬ 
tion  of  such  accounts  contracted  during 
the  current  year  should  be  charged  to  "Cur¬ 
rent  Loss”  account  and  the  portion  of  such 
accounts  contracted  prior  to  the  current 
year  should  be  charged  to  profit  and  loss 
account  with  a  suitable  journal  entry  for 
each. 

Accounts  not  ascertained  to  be  uncol¬ 
lectible,  but  still  considered  wholly  or  par¬ 
tially  doubtful,  should  next  be  dealt  with 
individually  by  estimating  the  probable  ulti¬ 
mate  loss,  and  while  leaving  the  accounts 
in  their  present  condition,  provision  should 
be  made  to  meet  the  loss  in  the  future. 
This  would  be  done  as  follows : 

In  making  our  trial  balance  show  oppo¬ 
site  each  doubtful  account  (in  addition  to 
the  balance  of  the  account  and  in  two  ex¬ 
tra  columns)  the  estimated  probable  ulti¬ 
mate  loss,  showing  in  the  first  additional 
column  the  estimated  loss  on  accounts  or 
portions  of  accounts  contracted  during  the 
current  year,  and  in  the  other  column  the 
estimated  probable  ultimate  loss  on  ac¬ 
counts  or  portions  of  accounts  contracted 
prior  to  the  current  year.  In  addition 
to  providing  for  accounts  you  know 
to  be  doubtful,  you  should  set  aside 
a  certain  amount  on  accounts  contracted 
during  the  current  year,  as  you  have  found 
from  p.?.st  experience  a  certain  percentage 
of  these  turn  out  bad.  This  amount  to  go 
in  column  No.  1.  After  you  do  this  make 
a  journal  entry,  charging  “Current  Loss” 


with  the  total  of  column  No.  1  and  profit 
and  loss  account  with  the  total  of  column 
No..  2,  crediting  “Bad  Debts  Reserve”  ac¬ 
count  in  each  case.  Afterwards  when  the 
loss,  if  any,  is  ascertained,  it  will  be  charged 
to  this  “Bad  Debts  Reserve”  account 
whether  it  is  exactly  the  estimated  amount 
or  not  as  some  will  probably  be  higher  and 
some  lower  than  estimated. 

The  total  of  “Current  Loss”  account 
should  be  charged  to  profit  and  loss  ac¬ 
count. 

After  you  go  over  the  account's  at  next 
year’s  closing  date  (and  before  making  any 
further  credit  to  “Bad  Del  ts  Reserve”  for 
the  estimated  current  year’s  probable  loss), 
the  total  of  the  column  showing  the  prob¬ 
able  losses  on  accounts  contracted  prior  to 
the  current  year,  should  be  compared  with 
the  balance  remaining  in  “Bad  Debts  Re¬ 
serve”  account  and  if  found  to  exceed  the 
balance  of  “Bad  Debts  Reserve”  account  an 
entry  should  be  made  charging  profit  and 
loss  and  crediting  “Bad  Debts  Reserve”  ac¬ 
count  with  sufficient  to  increase  the  latter 
amount  to  such  extent,  but  if  the  estimated 
total  of  such  probable  losses  on  accounts 
contracted  prior  to  the  current  year  does 
not  exceed  the  balance  of  “Bad  Debts  Re¬ 
serve”  account  no  such  entry  will  be  re¬ 
quired. 

By  this  plan  your  “Current  Loss”  ac¬ 
count  will  show  all  losses  sustained  in  con¬ 
nection  with  accounts  contracted  during 
each  current  year  so  far  as  the  information 
available  at  the  close  of  each  year  will  en¬ 
able  you  to  estimate  the  result.  In  the 
same  manner  you  will  be  able  to  increase 

“Bad  Debts  Reserve”  account  where  nec- 

* 

essary  to  fully  take  care  of  accounts  con¬ 
tracted  prior  to  the  current  year  still  re¬ 
maining  unsettled. 

Just  a  few  words  regarding  lawyers’ 
charges,  etc. :  Solicitors’  fees  or  corami.s- 
sion  paid  for  collecting  doubtful  accounts 
should  be  charged  to  “Current  Loss”  or 
“Bad  Debts  Reserve”  account  according  to 
the  year  the  account  was  contracted.  If 
goods  are  repossessed  and  credit  has  to  be 
given  for  the  balance  of  the  account,  would 
charge  trading  account  with  the  cash  value 
of  the  article  at  date  returned  and  the 
difference  to  “Current”  account  or  “Bad 
Debts  Reserve”  account  according  to  the 
year  the  goods  were  purchased.  This  in 
order  that  the  current  year’s  trading  would 
not  stand  any  loss  on  bad  accounts. 
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THE  LAND  OF  GOLD  ! 

“Thunder  Mountain  is  the  richest  mineral  district  in  the  United 
States,”  says  M.  H.  Jacobs,  Inspector  of  Mines,  and  this  is  the  unani¬ 
mous  opinion  of  all  mining  experts. 

The  Adams  properties  located  on  the  Mother  Lode,  the  richest 
district  in  the  world,  are  surrounded  by  the  well  known  properties 
mentioned  in  the  reading  matter;  for  example,  there  is  the  famous 
Dewy,  Sunnyside,  Fairview,  H.  &  Y.,  Royal  Flush,  Twentieth  Cen¬ 
tury,  etc. 

J.  Allison  Coombs,  the  celebrated  Gold  Medalist,  from  the  Lon¬ 
don  School  of  Mines,  says:  “I  would  rather  have  the  Adams  proper¬ 
ties  than  the  Treadwell.” 

These  facts  point  to  rich  dividends  for  fortunate  stockholders,  as  this 
mine  will  be  developed  not  by  slow  work  year  after  year,  but  by  pushing  the 
work  with  all  possible  speed  at  the  different  levels,  thus  practically  developing 
all  of  this  enormous  wealth  at  the  one  time. 

This  makes  the  outlook  for  the  Adams 
Mining  Syndicate  exceedingly  bright.  The 
stock  is  now  on  sale  at  25c  a  share,  but  on 
December  1st  it  will  advance  to  50c.  As  this 
is  under  its  actual  value  many  times,  there  has 
been  a  brisk  demand  for  stock,  as  the  veins  of 
gold  deposits  on  this  Company’s  properties 
are  of  continuous  richness. 

Bear  in  mind,  this  is  not  a  ten-cent  min¬ 
ing  stock  jobbing  proposition  or  a  ten  million 
dollar  company,  but,  it  is  a  one  million  dollar 
company  placed  before  the  public  at  only  25% 
of  its  par  value,  or  one-quarter  of  the  capital, 
which  is  $250,000,  which  is  equal  to  the  sales 
price  of  the  Royal  Flush  property,  adjoining 
the  Fair  Group  and  a  much  similar  property 
which  was  sold  for  $250,000. 

The  money  received  from  the  sale  of  this 
stock  will  not  be  used  for  officers’  salaries,  of¬ 
fice  rents,  commissions,  etc.,  but  will  be  used 
for  developing  work  and  installing  a  100-ton 
stamp  mill. 

, Write  at  once  to  the 


Alfred  Adams,  Jr.,  Atlantic  City,  N.  J.,  the  Owner 
of  Vast  Mining  Interests  in  the  Thunder 
Mountain  District. 


Adams  Mining  Syndicate 

917  Boardwalk,  Atlantic  City,  N.  J. 

ALFRED  ADAMS,  Jr.,  President 

“Remember,  today  is  your  opportunity- 
tomorrow  some  other  fellow’s.” 


ALFRED  ADAMS,  jR.,  President, 
Adams  Mining  Syndicate,  91 7  Boardwalk,  Atlantic  CIty.N.J. 


Enclosed  find . dollars 

for . shares  of  full  paid, 

non-assessable  stock  in  the  above  cor¬ 
poration. 

Name . 

Street . .  City . 

State . 
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Promotion  Expense. 

BY  W.  A.  THOMPSON. 

Answering  a  query  appearing  in  the  Au¬ 
gust  issue  of  your  magazine  headed  “Pro¬ 
motion  Expense!”  would  state  that  in  my 
opinion,  it  would  not  be  exactly  proper  to 
credit  the  surplus  existing  at  the  end  oi 
the  two  years  in  the  contingent  fund  pre¬ 
viously  provided,  to  good  will  account. 

Good  will,  strictly  speaking,  represents 
the  value  of  the  trade  made,  business  con¬ 
nection  and  organization  of  the  corpora¬ 
tion’s  undertaking.  As  long  therefore  as 
the  earnings  of  the  business  are  main¬ 
tained  at  not  less  than  the  level  contem¬ 
plated  at  the  date  of  purchase,  it  is  im¬ 
possible  to  allege  any  depreciation  of  value 
or  the  necessity  for  such.  On  the  other 
hand,  if  any  serious  depreciation  has  taken 
place,  the  profits  are  probably  so  much  re¬ 
duced  that  it  is  impossible  to  make  such 
provision. 

I  would  treat  the  good  will  as  part  of 
the  permanent  invested  capital  of  the  busi¬ 
ness  and  as  such  let  it  remain  at  its  orig¬ 
inal  valuation.  (That  is,  of  course,  pro¬ 
viding  that  it  is  good  will  and  does  not 
include  brokerage,  commission,  prelimin¬ 
ary  expenses,  etc.)  It  would  be  well,  how¬ 
ever,  to  build  up  a  substantial  reserve  fund 
against  whatever  portion  of  the  capital  is 
invested  in  this  class  of  assets,  into  which 
fund  I  would  _ journalize  the  surplus  in 
question,  or  else  credit  same  to  “Reserve 
for  Depreciation.” 


V. 

Dividend  Adjustment. 

BY  G.  G.  SCOTT.^ 

In  June  number,  page  1208,  under  head¬ 
ing  “Dividend  Adjustment,”  Mr.  A. 
Straight  states  that  at  closfe^of  the  year,  a 
dividend  of  $2,000  was  declared  by  a  sub- 
siduary  corporation  whose  entire  stock  was 
owned  by  another  corporation,  and  that  the 
branch  company  did  not  have  sufficient 
funds  to  pay  this  dividend,  and  the  book¬ 
keeper  who  kept  the  books  of  both  con¬ 
cerns  in  order  to  show  this  dividend  in  the 
parent  company’s  statement,  simply  added 
$2,000  to  their  merchandise  inventory  jn 
creasing  their  assets,  and  later  the  branch 
company  paid  the  dividend  which  was 
credited  to  the  branch  company’s  loss  and 
gain  account  and  cash  debited;  the  follow¬ 
ing  month  when  inventory  was  taken  by 
parent  company  it  showed  $2,000  less,  which 


he  says  resulted  in  the  monthly  profits  ot 
that  month  being  $2,000  less. 

Mr.  Straight  treated  the  transaction  en¬ 
tirely  wrong,  and  I  suggest  that  he  should 
have  treated  it  as  follows ; 

Made  entry  on  branch  company’s  books 
for  the  dividend  declared  debiting  loss  and 
gain  account  or  whatever  account  the  profit 
stands  under  on  their  books,  and  crediting 
the  parent  company  the  amount  of  the  divi¬ 
dend,  and  immediately  made  an  entry  on 
parent  company’s  books,  debiting  branch 
company  and  crediting  loss  and  gain  ac¬ 
count. 

Then  when  the  branch  company  paid  tlie 
dividend  it  could  have  been  credited  to 
their  account. 

References  to  Queries  Answered  in 
this  Number. 

Adjustment  of  Plant — See  July  number,  page 
126. 

Anticipated  Discounts — See  February  number, 
page  329. 

Lumber  Company’s  Commissary  Dept. — See  Au¬ 
gust  number,  page  290. 

Dividends  in  Mining  Business — See  May  num¬ 
ber,  page  1000. 

Percentages — See  May  number,  page  1003. 

Anticipated  Discounts  and  Profits — See  June 
number,  page  1208. 

Treatment  of  Doubtful  Accounts — See  May 
number,  page  1002. 

Promotion  Expense — See  August  number,  page 
290. 

Dividend  Adjustment — See  June  number,  page 
1208. 


Forum  Prize  Winners  for  July  and 
August. 

A.  J.  Conen,  $3.00. 

C.  F.  U.,  $3.00. 

W.  A.  Thompson,  $1.50. 

J.  N.  Brown,  $1.50. 


About  Opportunities. 

Dispositions  are  many  and  differ  a  great 
deal.  It  is  a  good  thing  that  men  never 
know  what  they  are  likely  to  run  up  against 
and  must  of  necessity  take  many  things  as 
they  find  them,  and  ask  no  questions  that 
betray  any  feeling  on  their  part  that  they 
have  been  surprised  at  what  has  haopened 
to  them.  It  is  only  by  keeping  up  a  bold 
front  that  they  are  able  to  make  those 
around  them  think  they  have  accomplished 
something  great  and  done  part  of  what  they 
started  out  to  do;  the  least  evidence  of 
amazment  on  their  part  is  fatal  to  the  things 
they  are  supposed  to  be  doing.  Once  their 
co-workers  get  the  idea  that  they  are  young 
men  of  circumstances,  they  fall  from  their 
present  standing  and  ever  lower  in  the  esti¬ 
mation  of  their  fellow-workers. — Exchange. 
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Auto  Lock 


EXPANSION  BACK  LOOSE  LEAF  LEDGER 

SIMPLEST 
STRONGEST 
LIGHTEST 
90%  EXPANSION 

ABSOLUTELY  FLAT  OPENING 


The  FRICTION  principle  is  used  to  control  the  expansion  while 
PRESSURE  holds  the  sheets  in  place.  SHEETS  CANNOT  BE 
EXTRACTED  when  the  LEDGER  IS  LOCKED. 

A  VARIETY  OF  RULINGS 

.-tSK  YOUR  REGULAR  DEALER  FOR  FULL  PARTICULARS 

The  Boorum  &  Pease  Company 

101-103  DUANE  STREET 
NEW  YORK  CITY 


StkiM 

BLANK  BOOKS 


There  is  no  combination  in  BOUND  Books, 
which  equals  FREY  PATENT  FLAT 
OPENING  BINDING  and  WESTON’S 
LEDGER  PAPER 


STaiM 

BLANK  BOOKS 


Our  English  Edition 


The  English  public  has  for  a  number  of 
years  taken  with  considerable  enthusi¬ 
asm  to  American  literature  as  repre¬ 
sented  by  American  magazines.  The  reason 
undoubtedly  is,  that  this  literature  contem¬ 
plates  life  from  a  somewhat  different,  and 
therefore,  comparatively  new  standpoint, 
thus  comamnding  interest  as  well  as  curios- 


MR.  JOHN  FERGUSON. 


ity.  This  should  be  especially  true  in  re¬ 
gard  to  a  magazine  that  represents  the 
commercial  literature  of  America  on  ac¬ 
count  of  the  extraordinary  commercial  de¬ 
velopment  of  the  United  States,  and  the 
important  position  that  nation  has  assumed 
in  the  world  of  business. 

What  are  the  elements  responsible  for  an 
expansion  so  surprising  when  compared 
with  the  achievements  of  other  commercial 
peoples?  Notwithstanding  the  sneers  of  the 
ultra-conservative,  it  cannot  be  denied  that 
in  the  devising  of  labor  saving  methods-— 
the  elimination  of  unnecessary  expense — the 
invention  of  highly  efficient  devices  in  mul¬ 
titudinous  directions,  the  businesss  men  of 
America  are  first,  with  others  trailing 
many  years  behind. 

While  improved  methods  of  recording 
business  transactions  of  various  kinds  by 
the  use  of  cards,  loose  leaves,  tabular  de¬ 
vices,  etc.,  have  been  accepted  in  America 
with  enthusiasm,  they  have  scarcely  obtained 
a  footing  in  Great  Britain. 

The  history  of  the  world  is  plentifully  il¬ 
lustrated  with  political,  social  and  economic 
reform  movements.  With  this  great  com¬ 
mercial  reform  wave  The  Business  Man's 
Magazine  has  been  conspicuously  connect¬ 


ed.  Its  issues  have  been  distributed  over 
the  world,  civilized  and  barbaric,  and  have 
everywhere  been  received  with  appreciation 
and  respect.  The  steadily  increasing  circu¬ 
lation  of  the  magazine  in  Great  Britain  and 
its  colonies  suggested  the  desirability  of  a 
special  English  edition — even  its  necessity 
as  a  wise  business  measure. 


OUR  LONDON  OFFICE. 

We  have  established  convenient  and  cen¬ 
trally  located  offices  at  Thanet  House,  No. 
231-232  Strand,  where  our  representative, 
Mr.  John  Ferguson,  will  be  able  to  keep  his 
eye  on  Fleet  Street  and  absorb  its  glorious 
traditions. 


Value  of  Newspaper  Reading. 

A  prominent  business  man,  speaking  of 
the  value  of  reading  a  business  newspaper, 
said  recently:  “Take  any  young  man  in 
any  trade  at  all  who  is  in  the  habit  of  read¬ 
ing  newspapers,  and  you  will  find  him  well  • 
informed  on  nearly  all  the  important  topics 
of  the  day.  He  will  be  able  to  quote  say¬ 
ings  and  to  argue  on  all  points.” — New 
York  Commercial.  ■  • 
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O^rpgg  ^tpuograglifrs 

in  ifmattJi 

C.  Gregg  Shorthand 
is  taught  in  more  than 
half  of  the  commer¬ 
cial  schools  in  the 
^  k  United  States — be- 
cause  it  is  the  most 
efficient  for  all  classes 
of  work.  Students  of 
these  schools  are  always  in  demand 
— because  they  are  worth  more  com¬ 
mercially  than  the  others.  CL.  You 
can  become  a  successful  writer  of 
this  system  through  our  correspond¬ 
ence  instruction.  A  postal  will  bring 
full  information.  Send  it  to-day. 


John  R.  Gregg 


GREGG  COMPANY 

151  Wabash  Avenue,  Chicago,  III. 


Flat-Opening  Dctachabic-Lcaf  Ledger 

THE  BINDER 

with  a  SQUARE  back.  Will  not  rock 
from  side  to  side  with  every  motion  of 
hand  or  arm. 


No  Springs  No  Chains 

No  Ratchets  No  Loose  Pieces 
No  Gears  to  Mesh 

Few  parts;  just  two  traveling  lugs. 
Simplest,  strongest,  most  convenient 
and  durable  Binder  made.  This  is 
only  one  of  many  special  advantages 
in  the  “ Are-and-be.” 

This  Binder,  our  Improved  Trial- 
Balance  Book  and  the  famous  Backus 
Bond  Hing^e  Flat-Opening  Sheets  are 
fully  described  in  our  cat^og  P,  which 
is  free  for  the  asking. 


The  Richmond  &  Backus  Company 

Detroit,  Michigan 


Established  1842 

,^New  York  Office: 
346  Broadway 

Boston 

Agency: 
Dunn  &  Co. 
170  Summer  St 


The 


WHEN  YOU  ASK  FORI 

THE  IMPROVED  / 

BOSTON 
GARTER 


REFUSE  ALL 
SUBSTITUTES  AND 
INSIST  ON  HAVING 
THE  GENUINE 


The  Name  is 
stamped  on  every 
loop  — 


CUSHION 

BUTTON 


LIES  FLAT  TO  THE  LEG— NEVER 
PS, TEARS  NOR  UNFASTENS 

Sample  pair.  Silk  50c.,  Cotton  25c. 
Mailed  on  receipt  of  price. 

GEO.  FROST  CO.,  Makers 
Boston,  Mass.,  U.S.A. 


ALWAYS  EASY^ 


HowtoMaKe 

MONEY 

WITHOUT 

CAPITAL 


OUR  course  of  Correspondence  Instruction  in  the 
Real  Estate  Business,  teaches  you  how  to 
launch  into  a  successful  brokerage  business 
without  capital.  The  study  of  our  lessons 
need  not  interfere  with  your  present  work.  For¬ 
tunes  have  been  made  in  the  real  estate  by  others. 
Why  not  by  you  ? 

C.  It  makes  no  difference  where  you  are,  our  in¬ 
struction  is  suited  to  your  field.  The  lessons  are 
specially  prepared  by  leading  Real  Estate  Experts. 
Every  phase  of  the  subject  is  thoroughly  covered. 
A  few  montlis  study  of  our  course  will  give  you  a 
better  practical  knowledge  of  the  business  than 
could  be  gained  in  two  years  in  a  real  estate  office. 
This  dignified  and  profitable  profession  is  adapted 
for  women  as  well  as  men.  Write  to-day  for  our 
booklet  “  K.”  Mailed  free.  It  will  tell  you  all 
about  the  real  estate  business. 

UNITED  STATES  REAL  ESTATE 

CORRESPONDENCE  INSTITUTE 
Hegeman  Building,  200  Broadway,  NEW  YORK 


Some  Humorous  Incidents  in  the  Life  of  a 
Public  Accountant  in  New  Zealand 

By  T.  H.  THOMPSON 

DUNEDIN.  N.  Z. 


Humor  is  an  element  which  is  likely  to 
appear  in  the  most  unexpected  places. 
You  will  even  meet  it  at  a  funeral 
occasionally,  though,  as  Mark  Twain  says, 
you  won’t  find  much  of  it  in  a  dictionary. 

During  my  career  as  an  accountant  I 
have  often  got  a  laugh  while  pursuing  what 
were  very  dry  and  dreary  duties.  A  few 
days  after  I  had  commenced  business  some 
years  ago  a  very  seedy  individual  gave  me 
a  call.  TTis  clothes  wouldn’t  sell  to  a  sec¬ 
ond-hand  dealer  for  50  cents  and  his  hat 
must  have  been  at  least  10  years  old.  Bits 
of  straw  adorned  his  whiskers,  his  boots 
were  only  half  laced  and  altogether  his  ap¬ 
pearance  was  decidedly  dingy.  He  asked, 
“what  would  you  charge  to  make  up  a  set 
of  books?”  “Oh,  that  all  depends  on  the 
work  to  be  done,”  said  I,  “what  is  it?” 
“Well,”  said  he,  “there’s  a  friend  of  mine, 
a  milkman,  who  is  in  the  soup.  His  trouble 
is,  that  he  collects  money  from  his  cus¬ 
tomers  and  forgets  to  put  it  down,  and  he 
doesn’t  know  how  his  accounts  stand.”  I 
explained  that  if  he  didn’t  take  a  note  of 
these  payments  it  was  impossible  for  me  to 
say  who  had  paid.  The  only  thing  to  be 
done  was  to  get  out  all  his  accounts  and 
probably  those  who  had  paid  him  already 
would  object  to  pay  again.  “Well,”  said 
my  interviewer,  “we  thought  of  that  our¬ 
selves,  but  we  reckoned  if  we  did  that  he 
might  lose  half  his  customers.  Can’t  you  fix 
him  any  other  way?”  “No,”  said  I,  “Well,” 
he  remarked,  “I  thought  accountants  could 
do  those  sort  of  things.”  I  told  him  that 
the  man  he  wanted  was  a  magician.  He 
looked  at  me  with  something  of  compas¬ 
sion  in  his  eye  and  took  his  leave. 

Two  early  clients  of  mine  were  country 
hotel-keepers.  One  went  by  the  sobriquet 
of  “Uncle”  and  the  other  was  an  Italian 
who  could  speak,  but  couldn’t  write,  Engr 
lish.  Uncle’s  ledger  contained  accounts  for 
three  individuals,  one  entitled  “The  Bloke 
with  the  Blue  Jumper,”  another  “Jack  the 
Ripper,”  and  the  third  “German  Charley.” 
I  might  explain  that  it  was  the  custom  to 


charge  up  drinks  in  Uncle’s  township  and 
that  he  also  supplied  coal  and  some  gro¬ 
ceries  to  his  patrons.  He  didn’t  know 
these  three  customers  by  their  real  names, 
they  were  all  recent  arrivals  in  his  district, 
hence  the  titles  of  their  accounts.  One  of 
Uncle’s  peculiarities  was  to  affix  a  penny 
stamp  to  each  account  in  the  ledger  as  it 
was  paid,  cross  off  the  account,  and  write 
underneath  “Settled  up — Paid”  and  sign  his 
name  across  the  stamp.  He  believed  in  do¬ 
ing  things  thoroughly  and  giving  the  gov¬ 
ernment  a  little  extra  revenue. 

The  Italian  had  an  entirely  original  way 
of  recording  transactions.  He  had  only  a 
small  number  of  debtors  who  were  knowi* 
to  him  as  “Big  Bill,”  “Little  Bill,”  “Fat 
Jack,”  “Red  Mick,”  “Billy,  the  Dog,”  etc. 
(He  lived  in  a  mining  district.)  Whenever 
a  transaction  occurred  he  entered  it 
straight  into  the  ledger.  Big  Bill’s  account 
was  headed  with  a  capital  B,  “Little  Bill’s” 
with  a  small  b,  “Red  Mick’s”  with  an  M  in 
red,  “Billy,  the  Dog’s”  with  a  B  and  a 
figure  supposed  to  represent  a  dog,  “Fat 
Jack’s”  with  a  crude  drawing  of  a  fat 
man  and  a  J.  If  one  of  these  bought,  say, 
a  bottle  of  whisky  “B.  W.”  was  set  down, 
and  the  price.  Four  drinks  were  repre¬ 
sented  by  the  figure  4.  Dates  were  shown 
by  figures,  thus  12/2 — 12th  February.  He 
told  me  that  he  used  to  get  an  educated 
local  man  to  make  up  his  bills  for  him 
and  that  he  seldom  had  them  disputed. 

On  one  occasion  an  irate  looking  man 
came  into  my  office  with  a  bag  full  ,of 
papers.  I  asked  him  to  take  a  seat  and 
inquired  his  business.  He  was  very  slow 
in  coming  to  the  point.  He  said,  “I  saw 
your  advertisement  and  thought  I  would 
call  on  you.  I  have  a  partner.  He’s  a  de¬ 
cent  fellow  but  he’s  got  to  toe  the  mark, 
Mr!  Doesn’t  matter  if  he  was  my  own 
brother,  he’s  got  to  toe  the  mark.  Sir! 
Look  here,  I  hung  him  with  jewelry.  I 
bought  him  a  gold  chain— cost  £7  10/.  I 
gave  him  a  watch— £10,  and  bought  the 
son  of  a  gun  a  ring — but  he’s  got  to  toe 
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Put  it  orv 


Aixd  PifvcK  it 

The  fastener  that  holds  with 
everlasting  grip.  Attached  or  detached 
in  an  instant.  Holds  two  sheets  as 
securely  as  twenty,  adjusting  itself  to 
any  thickness.  The 

TADPOLE 

Paper  Fastener 

is  the  handiest  and  most  dependable. 
Does  not  mar  the  paper  with  unsightly 
holes  or  creases.  It  stays  where  you  put 
it— can’t  slip  or  spring  off.  Has  no  sharp 
points  or  corners  to  catch  on  other 
sheets.  Most  economical,  because  it  can 
be  used  over  and  over.  Always  permits  of 
ready  reference,  tvi/A- 
out  loosening^  and  en¬ 
ables  you  to  detach  any 
sheet  when  needed. 


Samples  Sent  Free 

upon  receipt  of  ic. 
stamp.  Three  sizes,  at 
all  stationers.  25  cents 
a  box,  or  mailed  on 
receipt  of  price.  Agents 
wanted  everywhere. 

GENERAL  SPECIALTY  CO.. 
Arcade  Bldg., 
Philadelphia,  Pa. 


VTIHd  , 
00  An\ 


m 


These  figfures  show  on 
which  pages  of  Dixon's 
Pencil  Guide  may  be 
found  the  description  of 
the  right  pencils  for  a 
bank  clerk's  use.  The 
kind  for  your  use  is  on 
another  page. 

Dixon’s  Pencil  Guide,  a  32  page  book,  indexed 
by  vocations,  correctly  indicates  the  right  pencil 
for  your  use.  The  book  is  absolutely  free. 

Department  N 

Joseph  Dixon  Crucible  Co., 
Jersey  City,  N.  J. 


READY  MONEY  FOR  60c. 


in  Postage'^br  Money 
Order  we  will  send  you 
one  of '  our  Dark 
Maroon,  {call  finished 
kip)  smoothest  leather 
Combination  Coin 
and  Currency 
Cases  made.  Bill 
Fold  and  Coin  Purse, 


t-»r  y ',^4  ‘i  '  J 

two  in  one.  Ketails  for  $i,oo. 


;  ■  HIP  POCKET  BILL  FOLD  c 
and  CARD  CASE 

made  of  Seal  Grain  Gowhide;  four  pockets  for 
Cards,  Tickets,  etc. ;  one  for  Hills.  Retails 
for  $i;cio.  .jjSeiU  lor  6oc.  in  ac.,:  stamps.aA 


SI;rE  CLOSED  4x4 


CARD  CASES 

(size  closed  4  J:i.x3  'A  in.) 
made  of  Black  Seal 
Grain  Cowhide  with 

English  Calf  lining;  ' 

four  pockets,  one  gusset  pocket  bill  and  cakd  case — open 

pocket.  Retails  for  $1.25,  for  60c.  Your  moneyrefunded  if  not  satisfied. 

Your  name  in  one  line  with  gold  leaf  on  either  of  the  above  15c. 
extra,  two  lines  25c.  extra.  ‘,1 

Special  offer.  All  three  of  the  above  with  the  same  or  different 
names  on  them  for  $2.00.  This  offer  open  to  everybody  to  advertise 
our  business  and  goods. 

Mail  order  catalogue  sent  upon  request  showing  many  articles  not 
sold  elsewhere. 

F.  L,  SHAFER  CO. 

161  Market  St.  Chicago,  U.  s.  a. 

WE  MAKE  HIGH  GRADE  SPECIALTIES  ADVERTISER 

Two-cent  postage  will  bring  our  Catalogue  of  Specialties,  illustrated 
with  half-tone  cuts  direct  from  the  goods. 


THE  BUnOING  OWNED  AND  OCCUPIED 
BY  THE  BANK 


ESTABLISH  ED 
I  868 


This  bank  does  not  take  the  risks  that  are 
so  inseparable  from  ordinary  commercial  bank¬ 
ing.  No  man  can  borrow  a  dollar  from  it  on 
his  personal  note — not  even  if  backed  by  the 
richest  man  in  the  country.  Its  loans  are  made 
upon  the  best  collaterals  or  real  estate  securi¬ 
ties  having  a  market  value  largely  in  excess  of 
the  amount  loaned. 


Send  to-day  for  our  free  booklet  “K”  ex¬ 
plaining  our  system  of  receiving  deposits  by 
mail. 


ASSETS  OVER 

FORTY  MILLION  DOLLARS 


THi^CITIZENS 

SAVINGS  &  TRUSTCO. 


CLEVELAND,  OHIO 
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the  mark.”  “Well,  what  do  you  wish  me 
to  do?”  I  asked.^  “Now  you  take  your 
time — keep  your  hair  on — I’ll  pay  you  for 
it — keep  cool,  sonny!”  he  replied  and  went 
on  to  make  a  rambling  statement,  the  es¬ 
sence  of  which  I  could  hardly  fathom.  I 
had  an  appointment  and  asked  him  to  ex¬ 
plain  quickly.  After  a  quarter  of  an  hour’s 
talk  he  told  me  that  all  I  had  to  ascertain 
was  the  difference  between  A.  B.  C.  and 
D.  E.  ¥.  “Did  he  wish  me  to  make  out  a 
balance  sheet?”  “Well,  it  might  be  that 
and  it  mightn’t,  all  I  had  to  do  was  to  sign 
my  name  to  a  statement  that  he  had  with 
him  and  I  would  get  a  guinea  for  it.”  I 
declined  the  offer,  and  he  bounced  out  say¬ 
ing  that  “if  I  was  too  proud  to  take  his 
lurid  money  he  would  try  the  next  man.” 

I  had  once  to  work  up  a  set  of  books  for 
a  country  client  who  controlled  a  small 
mine  and  also  owned  a  farm.  He  had  kept 
a  clerk  who  reckoned  he  knew  a  little 
about  book-keeping  and  had  made  a  num¬ 
ber  of  journal  entries  but  hadn’t  attempted 
to  post  hem.  Horses  were  employed  in 
the  mine  and  fed  with  provender  from  the 
farm.  The  clerk  used  to  make  entries 
showing  how  the  farm  produce  was  rl^'alt 
with,  thus : 

?Torses  Dr.  to  Chart 

Chaff  Dr.  to  Oats 

Oats  Dr.  to  Farm 

Mine  Dr.  to  Horses. 

In  New  Zealand  small  birds  pester  the 
farmers  a  good  deal  and  so  much  a  dozen 
is  given  for  birds’  eggs  by  the  local  bodies 
with  the  result  that  in  the  country  districts 
the  children  make  good  pocket  money  by 
selling  their  collections.  I  had  once  to 
look  into  the  books  of  a  sparsely  peopled 
county,  the  clerk  to  which  had  other  duties 
to  follow  and  received  a  very  small  salary. 
His  cash  book  was  ruled  into  a  large  num¬ 
ber  of  columns  and  every  receipt  and  dis¬ 
bursement  was  supposed  to  be  correctly 
allocated  therein,  but  while  attending  to  this 
part  of  his  work  he  would  frequently  be 
called  away  to  count  and  pay  for  birds’ 
eggs.  Numerous  mistakes  in  dissection  oc¬ 
curred  and  his  footings  were  altered  time 
and  time  again.  He  would  make  his  first 
correction  of  the  totals  in  red  ink,  cross 
out  these  figures  and  make  new  totals  in 
black,  alter  them  again  in  red  ink  and  so 
on  until  there  was  no  room  left  at  the 
bottom  of  the  page  for  further  alterations. 
But  he  got  over  this  difficulty  by  taking  an 
inch  off  a  leaf  at  the  end  of  the  cash  book 


and  glueing  it  over  the  bottom  of  the  much 
altered  page  when  he  would  continue  as 
formerly.  I  asked  him  how  it  was  that  he 
made  such  a  hash  of  the  cash  book.  “Well,” 
he  said,  “I  blame  those  darned  birds’  eggs, 
they’re  a  cursed  nuisance— absolutely  rot¬ 
ten  !” 

In  liquidating  a  small  mining  venture  1 
had  occasion  to  see  a  creditor  who  claimed 
£10  for  allowing  a  dray  loaded  with  plant 
to  take  a  short  cut  to  the  claim  through  his 
farm.  I  told  him  that  his  claim  was  exor¬ 
bitant,  that  the  company’s  assets  were 
very  small  and  that  if  he  would  compfo- 
mise  I  would  settle  at  once  for  a  reason¬ 
able  sum.  “All  right,”  he  said,  “I’ll  com¬ 
promise  now.”  “What  for?”  I  asked.  “Ten 
pounds  cash.”  I  told  him  that  was  no  sort 
of  compromise.  “All  right,”  he  said,  “you 
give  me  £5  cash,  and  I’ll  take  that  pump.” 
The  pump  was  worth  £25. 

While  going  into  some  accounts  for  a 
friend  of  mine  who  dealt  in  machinery  I 
had  to  write  an  agent  of  his  to  account  for 
money  advanced  against  traveling  expenses. 
In  reply  I  got  an  itemized  statement,  the 
last  entry  of  which  was  “Shaving  up  to 
date,  7/6.”  Objection  being  raised  to  this, 
the  man  wrote  in  saying  that  he'  suffered 
from  rheumatism  in  both  arms  and 
couldn’t  shave  himself.  He  was  therefore 
given  instructions  for  the  future  to  let  his 
beard  grow. 

In  -the  books  of  a  merchant  I  once  came 
across  a  long  standing  account  for, sardines 
sent  to  an  agent  on  consignment  and  wrote 
for  account-sales  thereof.  In  reply  I  re¬ 
ceived  the  following  note: 

Dear  Sir : — The  sardines  are  still  iff  store 
but  are  unsalable,  being  in  bad  condition 
when  they  arrived.  Even  our /'cats  wonlt 
eat  them.  % 

The  same  agent  wired  about  a  line  of 
hops  which  were  under  offer  to  a  client 
and  said,  “Hops  are  on  the  jump.  If  B 
squeaks  about  price  cancel  offer  immedi¬ 
ately.” 

In  auditing  the  accounts  of  a  concern 
employing  a  country  agent  I  sent  out  a 
list  of  book  debts  asking  him  to  state  what 
he  thought  of  them.  He  wrote  his  remarks 
against  each  account  and  returned  the 
sheet.  The  remarks  were  very  short  and 
ran,  “Good  as  gold,”  “Right  as  rain,”  “A  1,” 
and  “Rotten,”  respectively,  the  only  varia¬ 
tions  being  “bolted  on  the  Frisco  mail” 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


959 


atte.lDEAL SIGHT  Restorer 

Is  Your  Sight  Failing  ? 


All  refractive  errors,  muscular  trouble  and  chronic 
diseases  of  the  Eye  successfully  treated  by  scientific 
MASSAGE. 

•*I  am  in  my  seventy-ninth  year,  and  have  the  Sight  Restorer  and 
yourselves  to  thank  lor  renewed  eye-sight.”  (Testimonial  177) 

**I  wish  I  could  impress  every  one  afflicted  so  they  would  give 
the  Restorer  a  trial.”  (Testimonial  244) 

English,  German  or  Spanish  pamphlet  mailed  free.  Address 
THE  IDEAL  COMPANY,  239  Broadway,  New  York.  ^  rfS® 


Lw  Prism  Bottom 

Glass  Royal  Inkstand 

The  inkstand  illustrated  here  is  3  inches 

square  Cut 
Glass  and  has 
a  Prism  bottom 
that  throws 
beautiful  high 
lights  all 
through  the 
glass,  making 
it  one  of  the 
handsomest 
inkstands  ever 
offered  to  the 
readers  of  this 
magazine. 

INKSTAND  TROUBLES 

It  is  well  known  that  in  ordinary  inkwells  the  loss 
by  evaporation  is  very  great.  It  is  also  known 
that  evaporation  causes  ink  to  thicken  and  be¬ 
come  full  of  sediment.  Such  inks  will  rapidly  in¬ 
crust  a  pen  and  end  its  usefulness.  It  was  to  avoid 
these  troubles  that  the  Royal  Inkstand  was  de¬ 
signed.  Requires  refilling  and  recleaning  only 
twice  a  year. 

Sent  express  prepaid  to  any  address  inU.  S. 

or  Canada  for  $1.00.  2c.  stamps  preferred. 

C.  H.  mm,  Sole  Mfgr.,  104  Fulton  Street  NEW  YORK  CITY 


SPEED 

GETS  THERE 


SPEEDY  TYPEWRITERS 
EARN  BIG  SALARIES! 


GET  SPEED! 

AND  THE 


YOUR  SALARY 


is  limited  only  by  your  speed.  The  expert  operator 
earns  more  salary  than  you,  simply  because  he  writes 
faster.  If  you  want  to  earn  more,  study  the 
TULLOSS  TOUCH  SYSTEM 
and  get  speed.  Send  to-day  for  my  free  booklet  “250 
Words  per  Minute,”  and  learn  how  you  may  increase 
your  speed  40%  to  80%;  how  you  may  learn  to  write 
without  looking  at  the  keys;  how  you  may  in  twelve 
weeks  become  an  expert  touch  writer.  The  booklet  is 
free,  and  it  will  tell  you  more  about  actual  practical 
fast  typewriting  than  any  instruction  book  you  ever 
saw.  WriteTor  it  to-day. 

THE  TULLOSS  SCHOOL  OF  TOUCH  TYPEWRITING 


DEPT.  N-114.  SPRINGFIELD,  OHIO 


FRANK  BROAKFR.  C.  P.  A.  No.  1 

Has  been  retained  to  instruct  and  supervise  the 

EXPERT  ACCOUNTANCY  COURSE  BY  CORRESPONDENCE 


Designed  to  qualify  COMPETENT  BOOK-KEEPERS 
for  private  or  public  practice  and  to  pass  the 

C.  P.  A.  EXAMINATIONS  IN  ANY  STATE 

Present  Classes  Filled,  PERSONAL  INSTRUCTION  New  Class  Forming 


FOR  GENERAL  INFORMATION  TERMS,  ETC.,  ADDRESS 


THE  TECHNIQUE  OF  ACCOUNTICS,  (INC.)  150  Na.ssa.u  St..  NEW  YORK 
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and  “Dead,  send  account  to  next  world.” 

This  man’s  ideas  were  on  a  par  with 
those  of  a  mine  manager  who  used  to  send 
me  in  his  time  books  with  blanks  left  for 
any  time  not  worked.  Owing  to  some  of 
his  men  disputing  their  accounts  I  asked 
him  to  note  the  reasons  why  they  were  not 
working  should  they  be  absent  at  any  time. 
Next  occasion  spaces  were  filled  in  as  fol¬ 
lows  :  “Not  on — drunk,”  “On  the  spree,” 
“Bad  with  the  jim  jams.” 

An  unconscious  humorist  in  the  same  lo¬ 
cality  who  was  manager  of  another  min¬ 
ing  company  called  by  advertisement,  ac¬ 
cording  to  regulations  laid  down  by  the 
Mining  Companies  Act,  1884,  an  “extra¬ 
ordinary”  meeting  of  shareholders.  The 
advertisement  ended  thus:  “Business:  To 
arrange  to  borrow  an  overdraft  and  give 
security  therefor.”  In  response,  a  hard-np 
store-keeper  offered  to  lend  him  his  for 
an  unlimited  time  without  any  security 
whatever.  He  failed,  however,  to  see  the 
point. 

Farmers  as  a  rule  are  supposed  to  be  an 
unsophisticated  class  of  men,  but  while  en¬ 
gaged  in  connection  with  ithe  winding  up  of 
a  “Farmers’  Co-operative  Association,”  I 
found  that  some  of  them  were  not  so  slow. 
One  man  who  was  indebted  on  an  overdue 
bill  (promissory  note)  came  in  to  pay  £5 
off  it,  and  at  the  same  time  informed  one 
of  the  clerks  that  he  had  paid  a  previous 
£5,  before  the  company  had  failed,  which 
had  never  been  credited  him.  On  looking 
up  the  company’s  cash  book  about  the  date 
mentioned  the  clerk  found  no  entry.  In¬ 
quiry  at  the  company’s  bank  if  the  amount 
had  been  paid  direct  brought  “no”  for  an 
answer.  Then  the  company’s  late  cashier 
was  called  in.  He  disputed  the  farmer’s 


statement  and  grew  very  wrathful  at  what 
he  considered  to  be  an  aspersion  on  his 
character.  The  farmer  left  apparently  dis¬ 
satisfied  and  returned  a  few  days  after 
bringing  in  his  wife  who  produced  a  note 
book  in  which  she  showed  that  at  a  certain 
date  she  had  given  her  husband  £5  to  pay 
the  company.  The  husband  and  wife  cogi¬ 
tated  awhile  and  fixed  the  date  at,  say, 
20th  March.  This  proved  to  be  a  Sunday. 
The  wife  said  she  couldn’t  be  sure  as  to 
the  exact  date — call  it  Saturday,  the  19th. 
She  was  certain  about  having  handed  over 
the  money  anyhow.  The  cashier  was  called 
in  again  but  held  firmly  to  his  assertion 
that  if  the  money  had  been  paid  it  would 
have  been  entered  in  the  cash  book.  The 
farmer  again  went  out  looking  very  dis¬ 
satisfied,  but  the  cashier,  who  considered 
that  he  was  a  prevaricator,  started  to  make 
inquiries  about  him  and  ultimately  ascer¬ 
tained  that  his  wife  had  given  him  £5  to 
pay  off  the  bill  but  that  he  had  had  a  jol¬ 
lification  with  it  and  was  afraid  to  tell  hei. 
He  thought  possibly  that  as  the  company 
was  in  liquidation  it  would  be  an  easy  mat¬ 
ter  to  “bluff”  the  liquidator,  but  he  made 
the  mistake  of  not  considering  all  the  prob¬ 
abilities  beforehand. 

On  all  accounts  owing  to  this  concern  it 
was  decided  to  charge  interest.  Accounts 
were  sent  out  quarterly  during  the  process 
of  liquidation.  We  found  that  most  of  the 
debtors  awaited  the  second  rendering  of 
accounts  and  then  came  in  and  paid  those 
rendered  at  the  end  of  the  first  quarter. 
They  would  get  receipts  on  these  accounts 
and  trust  to  the  liquidator  not  worrying 
them  for  the  second  quarter’s  interest  which 
was  usually  not  a  sum  worth  suing  for. 


Electric  Power  Sales  Pointers 


The  following  pointers  to  represent¬ 
atives  of  a  prominent  electric  light 
and  power  company  are  worthy  of 
notice : 

First — No  person  connected  with  a  com¬ 
pany  furnishing  light  and  power  to  the 
general  public  should  allow  any  stress  of 
circumstances  to  make  him  forget,  even  for 
a  moment,  that  his  rule  of  conduct  to  every 
one,  whether  rich  or  poor,  powerful  or 


humble,  should  be  one  of  unfailing  courtesy 
and  politeness. 

Second — Most  business  men  who  operate 
an  isolated  plant  admit  grudgingly,  if  at 
all,  any  item  for  its  administration.  All 
lighting  and  power  companies  pay  salaries 
for  equivalent  work. 

Third — When  a  solicitor  can  be  made  to 
see  that  he  must  redouble  his  efforts  when 
a  prospective  customer  says  “no,”  he  begins 
to  be  a  valuable  man. 
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What  Is  Daus  Tip-Top? 


iTiat  Daus’ “Tip-Top”  DupH- 
111  I-' 1^1  I  Y  r  cator  is  the  best,  simplest  and 
*  ^  T  cheapest  device  for  making 

100  Copies  from  Pen-written  and 
50  Copies  from  Type-written  Original 

We  are  willing  to  send  a  complete  Duplicator  without 
deposit,  on  10  days’  trial,  if  you  mention  The  Business 
Man's  Magazine.  No  mechanism  to  get  out  of  order,  no 
washing,  no  press,  no  printer’s  ink.  The  product  of  23  years’ 
experience  in  Duplicators.  Price  for  complete  apparatus,  cap 
size,  (prints  8%  in.  by  13  in.)  $7.50,  subject  (jJC  AA  \lpf 
to  the  trade  discount  of  33)^  per  cent.,  or 

FELIX  A.  C.  DAUS  DUPLICATOR  CO.,  Daus  Building,  III  John  Street,  NEW  YORK 


HERE 

YOU 

ARE 


3 

DRAWER 

CABINET 


$10.50 


Less  Freight 
Aliowance. 


SPECIAL  FOR 
60  DAYS  TO 
INTRODUCE 
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THE  AUTOMATIC 

VERTICAL  FILING  CABINET 

It  has  the  only  drawer  made  with  a  Hingred  Front 
and  Adjustable  Automatic  Tilting  Follower. 

It  opens  and  closes  like  a  book.  Its  contents  are  held 
compact  and  in  perfect  vertical  order  when  closed  and 
are  easy  to  get  at  when  open.  Shipped  on 
approval  and  guaranteed  to  excel  all  others  or  no  sale. 

For  Catalogue  and  Further  Particulars  Write  to 

The  Automatic  File  &  Index  Co. 


SOLIDHED  THUMB  TACKS 

A  Hammerless  Tack 

Can  be  pushed  in  by  the  thumb  and  may 
be  easily  removed  with  the  fingers 

U  sed  for  fastening  pictures, (drapery, etc. 

Celluloid  Assorted  Colors 20  cts.doz. 
Brass  -  -  10  cts.doz. 

Screen  Numbers  -  per  100 

Send  for  catalogue 

HAWKES-JACKSON  COMPANY 

MAKERS 

82  Duane  Street  New  York 


THE  CALCUMETER 


THE  STANDARD 
DESK  ADDING  MACHINE 


HERBERT  NORTH  MORSE,  32  Green  Bldg.,  TRENTON,  N.  J. 


The  use  of  this  machine  for  proving  your  mental  addition  will  not 
only  save  all  errors  and  brain  labor  but  will  make  your  service  as  a  wage 
earner  doubly  valuable.  It  is  the  only  durable  adding  machine  that  can  be 
direct  connection  with  and  as  a  guide  upon  the  figures  to  be  added.  Thousands 
in  use.  Speed  quickly  acquired.  Guaranteed  for  two  years.  Costs  from  $10.00  to  $30.00 
according  to  capacity.  Small  monthly  payments  accepted.  Sent  on  trial  to  responsible 
persons.  English  Model— automatically  adds  pence  into  shillings  into  pounds — £.  5. 


SEND  FOR  CATALOGUE  NO.  3 
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Fourth — Consideration  for  his  customers, 
a  cheery  and  affable  manner  combined  with 
plenty  of  diplomacy  should  be  part  of  the 
qualifications  of  a  solicitor.  In  the  great 
majority  of  cases  the  impression  created 
by  the  solicitor  is  the  only  one  the-  custo¬ 
mer  has  of  the  company. 

Fifth — There  are  two  ways  of  saying  the 
same  thing  to  a  customer.  One  will  leave 
the  impression  that  the  solicitor  is  doing 
all  he  can  for  the  customer  under  his  in¬ 
structions  from  his  company.  The  other 
way  will  make  the  customer  feel  that  the 
solicitor’s  treatment  is  unjust  and  that  he 
is  personally  overbearing  and  discourteous. 
It  is  a  part  of  a  solicitor’s  business  to  leave 
a  customer  in  such  a  frame  of  mind  that 
he  is  glad  to  see  him  again  personally,  and 
also  ready  to  talk  business  with  him  as 
representative  of  his  company. 

Sixth — Every  solicitor  knows  the  un¬ 
reasonable  and  overbearing  customer ;  the 
one  who  talks  loud,  swears  and  calls  the 
company  a  “gang  of  daylight  robbers,”  etc. 
The  solicitor  feels  like  giving  him  as  good 
as  he  sends,  and  without  doubt  there 
would  be  a  great  deal  of  personal  satis¬ 
faction  in  so  doing.  The  company  is  pay¬ 
ing  the  solicitor  for  business  obtained,  how¬ 
ever,  and  does  not  consider  personalities. 
Here  is  a  chance  for  diplomacy.  The  loss 
of  your  temper  only  handicaps  you  for  final 
results. 

Seventh — Solicitors  are  apt  to  feel  that 
the  company’s  prices  are  high  and  that  it 
would  be  much  easier  to  sell  current  if  re¬ 
ductions  could  be  made  or  certain  condi¬ 
tions  could  be  modified.  This  is  a  narrow 
view  of  the  subject,  for  the  reason  that 
prices  have  been  fixed  by  the  company  on 
the  basis  of  necessary  income  and  must 
therefore  be  maintained.  Anyone  can  sell 
current  at  very  low  rates,  but  it  requires 
a  man  who  is  considered  valuable  by  his 
company  to  sell  current  at  its  established 
rates. 

Eighth — Liberality  toward  the  customer 
counts  largely  for  a  customer’s  success. 
No  “peanut  policy”  can  or  will  bring  per¬ 
manent  success.  Competition  from  isolated 
plants  and  the  possibility  of  still  worse 
competition  in  the  shape'  of  a  rival  com¬ 
pany  or  a  municipal  plant  may  be  the  re¬ 
sult  of  lack  of  attention  to  details  through 


which  liberal  treatment  can  be  shown  to 
the  customer. 

Ninth — “The  supply  from  an  isolated 
plant  is  always  limited  in  capacity.  The 
supply  from  the  Edison  company  is  un¬ 
limited.” 

Tenth — The  different  departments  of 
electric-light  companies  are  constantly  ask¬ 
ing  for  data  and  information  in  regard  to 
special  classes  of  business. — Exchange. 


Remittances  and  Receipts. 

BY  W.  R.  SHELMIRE, 

HAT  the  cash  book  is  the  most  im¬ 
portant  book  in  a  business  man’s 
system  of  accounts  is  not  too  much 
to  say.  It  records  his  receipts  and  expendi¬ 
tures;  it  is  evidence  of  money  paid  to  his 
creditors  and  of  accounts  paid  by  his  cus¬ 
tomers  and  its  balance  shows  his  ready 
cash  asset.  It  will,  of  course,  vary  in 
form  according  to  the  business;  but  the 
fundamental  principles  are  the  same  no 
matter  what  the  trade  or  whether  the 
books  are  kept  single  or  double  entry.  In 
starting  business  the  cash  assets  are  placed 
on  the  debt  side.  Subsequently  all  re¬ 
ceipts  in  cash  are  entered  on  the  same  side ; 
and  per  contra  all  expenditures  and  dis¬ 
bursements  are  entered  on  the  credit  side. 
The  simplest  form  is  ruled  with  a  single 
dollar  and  cent  column  on  each  page — ^the 
left-hand  page  for  debits — the  right-hand 
for  credits  and  the  pages  are  usually  (not 
always)  carried  thus  in  pairs  throughout 
the  book.  .This  simple  form  has  a  multi¬ 
tude  of  variations,  some  adopted  to  one 
trade — some  to  another.  Separate  columns 
may  be  added  for  special  accounts,  thus 
avoiding  frequent  postings  and  space  in 
the  ledger.  ( )n  the  credit  side  columns 
may  be  added  for  general  expenses,  ex¬ 
press,  freight,  discount,  refunds,  etc.,  etc. 
On  the  debit  side  for  daily  cash  sales,  dis¬ 
counts  on  purchases,  etc.,  etc.  Different 
kinds  of  trades  will  suggest  special 
columns  that  can  thus  be  added  to  one  side 
or  the  other  of  the  cash  book  to  advantage. 

But  there  is  still  another  account  that 
may  be  with  profit  kept  in  the  cash  book 
— namely — the  bank  account.  Not  only  is 
much  labor  saved  by  so  doing,  but  it  is 
more  accurate,  less  cumbersome  and  alto¬ 
gether  more  satisfactory  than  keeping  the 
account  in  the  clumsy  and  ancient  check 
book,  which  is  then  done  away  with.  The 
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^  At  Factory  Prices  ^ 

On  Approval— to  be  returned  our  expense  if  not  satisfactory 


CIQ  71*  buys  this  polished 
wlOilu  Golden  Oak  48-in. 
Desk.  Quarter-sawed  front; 
built-up  writing  bed,  tablets 
and  panels;  large  center 
drawer  with  Yale  lock;  right 
hand  lower  drawer  partition¬ 
ed  for  books.  Pigeon  hole 
boxes,  8^  cents  each  extra. 


n_lu  OOC  nn  for  this  beautiful 

Unly  CZO'UU  Buffet.  Would 
cost  at  retail  $42.00.  Choice 
Quarter-sawed  Golden  Oak;  piano 
polish;  hand-cut  carvings; 
French  bevel  mirror  40x12  inches; 
roll-drawer  fronts,  cross-banded; 
one  drawer  plushed  lined;  brass 
trimmings;  ball-bearing  casters. 
46  inches  wide,  60  inches  high. 


01)0  on  for  this  Luxurious  Turkish 
VbOiJU  Rocker — would  cost  $50.00 
at  retail.  Covered  with  our  Reliable 
Old  Oai  Genuine  Leather;  best 
long  tempered  steel  springs,  softly 
padded  with  curled  horse-hair.  Width, 
36  inches;  height  of  back  from  seat,  27 
inches. 

We  Pay  Freight  east  of  Omaha  and 
north  of  Tennessee — points  beyond 
equalized. 

Catalogue  A — Library  and  Office. 
Catalogue  B — Dining  Room. 

Catalogue  C— Bedroom  Furniture  ■— 
sent  FREE,  if  you  address  60  N.  Ionia 
Street. 


GRAND  RAPIDS  FURNITURE  MFG.  CD. 
Grand  Rapids,  Mich 


“SAVE  MONEY  EVERY  DAY” 

Each  unnecessary  stamp 
you  use  wastes  money. 

Use  one  cent  too  little 
and  perhaps  your  package 
won’t  arrive. 

You  can’t  afford  to  guess. 

The  PELOUZE  POSTAL 
SCALES  point  to  the  num¬ 
ber  of  cents  required  the 
moment  the  letter  or  pack¬ 
age  is  placed  on  scale. 

National  .  4  lbs.  $3.00  You  don’t  have  to  figure 

Inion  .  .2^11)8.  2.60 

Columbian.  2  lbs.  2.00  —the  scale  does  ft  for  you. 
Star  ...  1  lb.  1.50 

Crescent  .  1  lb.  1.00 

Every  PELOUZE  SCALE 

is  guaranteed  accurate  and 
will  stay  that  way. 

That’s  one  reason  why 
they  received  the 

Highest  Award 

at  the  World’s  Fair,  St. 

Louis. 

Accept  no  substitute. 

Send  for  Catalog 

For  sale  everywhere  by 
Leading  Dealers. 

PELOUZE  SCALE  &  M’F’Q  CO.,  CHICAGO 


niail  &  Express  10  lbs.  $6.00 
Commercial  .  12  lbs.  3.76 
T.  S.  .  .  .  4  lbs.  2.60 
Vidor  .  .  IJ^  lbs.  1.76 


On  Klantle 


GIANT 
H  EATER 


getting  Heat  and  Light  at 
ONE  COST 

1i  The  Giant  Heater  is  easily  applied  to 
any  round-wick  lamp  chimney,  gas  jet 
or  mantle  burner  (artificial  or  natural 
gas)  and  will  heat  an  ordinary  room 
comfortably  in  zero  weather, 
t  Does  not  interfere  with  the  light. 

On  Round-wick  Lamp  If  Economical,  as  no  more  gas  or  oil  is  con¬ 
sumed  with  our  heater  attached  than  without. 


MAKE  A  STOVE  of  your  Round- 
Wick  LAMP  or  GAS  JET 


by  attaching  a 


Absolutely  no  danger  as  heater  in  no  way  interferes  with  the  combustion. 
II  This  heater  is  a  scientifically  constructed  brass  globe  that  accumu¬ 
lates,  intensifies  and  radiates  the  heat  from  your  central  draught  lamp 
or  gas  jet  thut  ordinarily  goes  to  waste— giving  a  thorough  and 
uniform  heat. 

V  Attracts  cold  air  on  the  vacuum  principle,  thoroughly  warming,  puri¬ 
fying  and  circulating  the  air.  No  odor,  no  ashes,  or  trouble. 

11  Every  home  needs  a  Giant  Heater  at  some  time  in  the  year — and 
some  need  it  all  the  time— for  the  bath  room,  sick  room,  bed  room, 
den,  or  office:  for  light  cooking,  heating  water  for  shaving,  warming 
babies  food,  etc. 

Mae  G.  Van  Warner,  Grand  Rapids,  Mich, 
writes: — “We  have  used  a  Giant  Heater  in  our 
bath  room  and  bed  room.  It  is  fine,  perfectly 
satisfactory  in  every  respect.” 


Polished  Brass  Complete,  $1.50 
■  ^  I  Ci  Nickel  Plated  on  Brass,  .$2.00 
By  mail  or  express  prepaid.  You  run  no  risk. 
If  heater  is  not  satisfactory  return  it  to  us  in 
ten  days  and  we  will  refund  your  money.  Book¬ 
let  free. 

482  Monmouth  St. 


GWNT  HEATER  CO.  ST; 


Pass.  One  of  its  uses. 


No.  147 

(Top  40  x26  inches  closed) 

THE  FAMOUS  CADILLAC 
DESK=TABLE 

POR  TUB  BUSV  IVIAIV’S  ROOIVf 

Desk  is  produced  by  just  pulling 
out  Drawer  —  without  disturbing 
articles  on  table.  When  not  in 
use  the  Desk  is  out  of  the  way. 

Simple,  Economical,  Convenient. 

Handsomely  Finished  in  Early  English  and 
Weathered  Oak 

and  in  many  other  styles  and  sizes. 

If  your  dealer  hasn’t  them,  ask  us. 

CADILLAC  CABINET  CO  •»  M^CfflGAfi 
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deposits  are  entered  in  a  separate  column 
on  the  debit  side  and  the  amounts  for 
which  the  checks  are  drawn  in  a  separate 
column  on  the  credit  side  and  on  the  same 
line  with  the  accounts  they  represent.  If 
desired,  the  numbers  of  the  checks  may  be 
recorded  in  a  narrow  column  set  apart 
for  that  purpose ;  but  numbering  has  little 
significance  and  may  be  dispensed  witu. 
The  numbers  are  of  use  mainly  to  facilitate 
comparing  the  check  with  the  stub  in  bal¬ 
ancing  up  when  using  a  check  book.  When 
the  bank  account  is  kept  in  the  cash  book 
the  checking  is  done  much  quicker  and 
easier  by  simply  referring  to  and  com¬ 
paring  the  amounts  for  which  the  checks 
are  drawn  coupled  with  the  names  and 
dates.  In  the  matter  of  fraud  the  numbers 
add  nothing  whatever  to  their  safety. 

In  starting  the  bank  account  in  the 
cash  book  as  herein  outlined  the  bank 
balance  must  first  be  entered  on  the  debit 
side  -the  same  as  the  cash  balance  is  en¬ 
tered  in  its  proper  column.  Care  must 
then  be  taken  to  enter  the  deposits  accu¬ 
rately;  and  likewise  the  checks  on  the  op¬ 
posite  side  of  the  account.  The  differ¬ 
ence  between  the  two  sides  showing  the 
bank  balance.  But  it  must  be  noted  that 
the  bank  account  so  kept  is  separate  and 
distinct  from  the  cash  entries  in  the  same 
book.  In  fact,  it  is  a  separate  ledger  ac¬ 
count  kept  for  convenience  in  the  cash  book 
where  the  references  are  easy  and  the 
whole  cash  disbursements  and  receipts  di¬ 
rectly  under  one’s  eyes.  We  would  here 
impress  upon  the  business  man  the  neces¬ 
sity  of  balancing  his  cash  book  and  bank 
account  daily.  By  so  doing  much  worry 
and  inconvenience,  even  loss,  may  be 
avoided.  By  this  daily  balancing  it  is  not 
meant  necessarily  to  actually  balance  the 
book  (this  may  be  done  daily,  weekly  or 
monthly  according  to  the  volume  of  busi¬ 
ness),  but  simply  to  draw  off  a  balance 
on  a  slip  of  paper  which  should  be  kept 
for  reference  until  a  like  balance  is  taken 
the  next  day. 

Remittances  are  an  important  part  of 
the  office  work  How  invoices  should  be 
received  and  filed  does  not  concern  us 
here.  We  simply  wish  to  allude  to  the 
manner  of  paying  the  bills,  or  making  re¬ 
mittances.  Payments  are  now  made  nearly 
always  by  check.  The  usual  plan  is  to  draw 
up  a  statement  of  the  bills  due,  draw  a 
check  for  the  amount,  check  and  state¬ 


ment  are  folded  and  placed  in  an  envelope 
which  finally  is  directed  to  the  party  in¬ 
tended.  The  check  is  taken  from  the  check 
book,  the  date  of  which  is  recorded  on 
stub  together  with  the  name  of  the  party 
and  the  amount.  The  amount  paid  is,  of 
course,  entered  on  the  credit  side  of  the 
cash  book.  By  the  use  of  the  new  re¬ 
mittance  blank  (figured  on  page  124,  July 
number),  this  operation  is  greatly  sim- 
plified,  and  together  with  the  plan  of  keep 
ing  the  bank  account  in  cash  book,  not 
only  saves  much  time  and  labor  but  is  far 
more  accurate  and  satisfactory  than  the 
old  way;  and  superior  in  many  lines  of 
trade  to  the  so-called  voucher  system.  The 
new  blank  as  shown  combines  statement, 
check  and  envelope  in  one.  The  account 
is  made  out  as  usual  on  the  statement. 
The  blank  is  then  turned  over  and  ad¬ 
dressed  to  the  proper  party.  The  check 
is  then  drawn  and  signed  and  the  whole 
folded  and  sealed.  In  folding,  the  check 
should  be  turned  on  itself  from  each  end 
as  this  prevents  mutilation  in  case  the  end 
of  the  blank  should  be  torn  off  inadver¬ 
tantly  and  also  to  conceal  the  face  of  the 
check.  This  is  important.  The  paper  is 
cut  in  clean  about  one  quarter  way  at  each 
end  over  the  check — the  rest  of  the  dis¬ 
tance  is  simply  perforated.  It  is  not  too 
much  to  say  that  this  form  of  blank  to¬ 
gether  with  the  system  outlined  above  will 
save  one-half  the  time  and  labor  in  mak¬ 
ing  up  and  sending  remittances,  and  is 
far  less  liable  to  error. 

Now  as  to  the  matter  of  receipts.  The 
actual  old-fashioned  receipt  is  fast  going 
out  of  date  when  checks  are  used  in  mak¬ 
ing  payments.  When  the  above  system  is 
used,  the  accounts  kept  as  they  should  be 
and  the  bills  (invoices)  properly  filed  alpha¬ 
betically,  a  receipt  as  such  is  a  superfluity 
when  payment  is  made  by  check.  Hence, 
we  would  print  on  the  bottom  of  the 
statement,  “Detach  check  and  keep  state¬ 
ment — no  receipt  is  required.”  The  check 
when  returned  through  the  bank  is  ample 
receipt  and  will  correspond  with  the 
amount  as  entered  in  the  cash  book,  as 
the  account  appears  in  the  ledger  and  as 
shown  by  the  bills  on  file.  When  returned, 
the  checks  should  be  kept  alphabetically  in 
some  filing  device.  It  is  advisable  that  the 
bank  account  be  “settled”  or  balanced  at 
least  once  a  month  and  the  returned  checks 
carefully  checked  off  and  filed  at  once.  If 
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0HE  above  in  a  full  size  post  card  together  with 
five  other  souvenir  Christmas  and  comic  post 
cards  sent  prepaid  as  a  trial  offer,  for  only 
TEN  CENTS. 


C.  A  complete  assortment  of  100  comic  or  100  se¬ 
lected  post  cards  for  $1.00. 

C  ANYONE  can  start  in  this  progressive  and  pleasant, 
business  with  a  complete  stock  and  assortment  of  post 
cards  with  a  capital  of  only  $5.00. 

C.  Send  for  particulars  at  once  and  be  ready  for 
the  heavy  Christmas’  and  New  Year’s  business. 

C.  We  are  the  largest  manufacturers  and  origi¬ 
nators  of  post  cards  this  side  of  the  Atlantic  Ocean. 


U.  S.  SOUVENIR  POST  CARD  CO. 

11-40  Broadway  IVew  Vork,  IV.  Y. 


THE 

Mechanical  Accountant 


SAVES  TIME  AND  LABOk 


If  you  or  your  clerks  are  using  a  “blind”  com¬ 
puting  machine,  50%  of  your  time  is  being  lost  in 
proving  and  checking  the  work.  The  Mechanical 
Accountant,  the  visible  results  computing  ma¬ 
chine  is  the  only  computing  machine  that  performs 
self'proving  addition.  The  upper  set  of  dials 
automatically  registers  each  item  as  it  is  used. 


Write  for  free  trial  offer  and  circular  “  D.” 


MECHANICAL  ACCOUNTANT  COMPANY 

12*18  Warren  St..  Providence,  R.  1. 


BALANCED 
GRAVITY 

FOUNTAIN  PENS 


TheBestintheWorlu 

IF  YOUR  DEALER  DOES  NOTCARRYTHEM 
WRITE  TO  US  FOR  ILLUSTRATED  CA1AL0G 


l^GRizE  Peh  Company 

PATENTEES  X  MANUfACTURERS 

PHILADELPHIA,- PA. 


BANK- BY-MAIL 

5 


Comfoiinded  Semz-AnmmUy 

“S'atipll  OTagra  betnme  Mage 
iEarnera  for  tl|e  S>aber.” 

Become  a  Saver 

Practice  economy.  Deny  your¬ 
self  the  luxuries  and  start  a 
bank  account.  A  weekly 
saving  of  only  $5.00  means 
$1462.00  in  five  years.  By  our 
simple  plan  you  can  open  a 
savings  account  with  any 
amount  from  $1 .00  up,  which 
will  earn  4%  Compound  interest. 
Distance  is  no  barrier. 

SEND  FOR  BOOKLET  R 

It  tells  why  you  should  and  kcnv. 

Capital  and  Surplus 

$2,500,000.00 


327-331  FOURTH  AVE. 
PITTSBURGH,  PA. 


966 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


one  prefers  to  have  a  receipt  returned  in 
the  old  way  he  will  simply  make  that  re¬ 
quest.  at  the  bottom  of  the  statement  in¬ 
stead  of  the  wording  given  above.  In 
fact,  the  form  •of  printing  as  well  as  the 
outlines  of  this  new  remittance  blank  can 

I 

be  varied  at  will  to  suit  circumstances  or 
fit  into  any  business  system.  Thus  it  may 
be  arranged  as  a  voucher,  ordinary  note 
heading,  statement,  etc.  The  great  advan¬ 
tage  is  in  having  the  check,  remittance 
blank  and  envelope  combined  in  one  piece 
in  such  manner  as  to  be  quickly  and  easily 
folded  and  sealed;  thus  making  one  printed 
blank  take  the  place  of  three  separate  arti¬ 
cles.  Also  in  the  fact  that  in  making  up 
the  account  and  drawing  the  check,  the 
whole  matter  is  in  plain  view  and  on  one 
piece  of  paper — reducing  errors  to  a 
minimum. 

In  the  matter  of  cost  the  new  blanks 
should  not  cost  any  more  including  the 
checks  than  the  statements  and  envelopes 
(of  same  quality)  would  cost  separately, 
and  a  great  deal  less  when  gotten  up  in 
large  quantities. 

It  is  true  that  the  use  of  separate  columns 
in  the  cash  book  for  the  bank  account  is 
not  new— it  is  in  use  probably  to  a  limited 
extent.  The  use  of  the  check  as  a  receipt 
also  is  not  new — is  coming  into  extensive 
use.  Even  the  combination  remittance  blank 
may  not  be  entirely  new;  but  the  whole 
plan  of  handling  cash  as  we  have  en¬ 
deavored  to  make  plain  has  been  of  great 
service  in  our  own  business  and  may  be 
of  equal  value  to  others.  There  is  no 
patent  or  copyright  to  interfere  with  the 
free  use  of  the  device  by  anyone. 


Real  Estate  as  a  Sheet  Anchor. 

BY  JAMES  H.  COLLINS. 

ONE  of  the  New  York  millionaires 
who  came  from  the  west  has  a 
success  maxim  wholly  unlike'  some 
of  the  moral  axioms  handed  out  by  those 
who  have  won. 

“Young  man,  buy  a  piece  of  real  estate 
on  credit,”  is  his  advice.  “Buy  a  piece  of 
real  estate  somewhere — a  lot,  an  old  home¬ 
stead  that  may  come  into  the  suburbs  in 
20  years,  a  run  down  farm.  Buy  a  good 
piece  if  you  can,  but  even  if  your  Credit 
isn’t  sufficient  for  a  promising  slice  of  the 
earth,  buy  one  that  isn’t  promising.  Then 
go  to  work  to  pay  for  it,  and  by  the  time 
you’ve  cleared  off  the  debt — provided  it’ 


doesn’t  clear  you  off — you’ll  be  a  man  fit  to 
deal  with  the  world. 

“Six  months  after  you  start,  Tom  will 
come  to  you  for  a  loan.  They  have  got  him 
into  a  tight  place,  and  $50  or  $100  will  get 
him  out — and  you  can  bet  they’ll  never  get 
him  in  again.  But  you  say,  ‘Tom,  old  man. 
I’d  like  mighty  well  to  help  you,  but  the 
fact  is  I’ve  got  this  here  dang  piece  of  real 
estate  to  pay  for,  and  if  the  payments  ain’t 
met  promptly  I’ll  lose  the  whole  thing.’ 

■“Two  months  later  along  comes  Harry 
with  a  tip  on  a  horse  that  belongs  to  his 
.sister’s  husband’s  cousin.  It’s  a  chance  to 
get  rich  by  putting  up  $100  on  a  100-to-l 
shot.  You  can’t  go  in  such  deals,  though, 
because  you’ve  got  your  real  estate  to  pay 
for.  Harry  has  to  put  up  the  $100  and 
stand  all  the  loss.  Somebody  else  asks 
you  to  go  in  on  a  stock  speculation  on 
margins.  It  looks  good,  and  you’re  sorry 
now  that  you’ve  got  the  real  estate.  But 
you  can’t  get  away,  so  there  is  another 
refusal.  Time  and  time  again  if  it  were 
not  for  that  obligation  you’d  lay  off  work 
and  take  a  loaf,  but  the  payments  keep  you 
knuckled  down.  So,  by  sticking  to  busi¬ 
ness,  you  finally  get  the  business  habit, 
and  couldn’t  enjoy  a  loaf  if  you  had  no 
obligation  to  meet.  After  five  years  or 
so,  the  property  is  cleared  and  you  get  your 
title.  All  the  foolishness  of  speculation, 
horse  racing,  loaning  money  to  irresponsi¬ 
ble  friends  and  so  forth,  has  been  safely 
weathered,  and  at  small  cost.  Your  real 
estate  has  taught  you  industry,  systematic 
saving,  systematic  planning  and  handling  of 
your  income,  and  the  way  to  carry  responsi¬ 
bility.  Probably  after  you’ve  gone  along 
six  months  without  any  real  estate  to  pay 
for  you  miss  something  and  take  on  an¬ 
other  obligation.  "Wise  selection  pays  a 
large  profit  on  your  investment,  so  if  you 
keep  it  up  long  enough,  with  just  a  1-e-e-tle 
luck,  in  time  you’ll  be  rich,  and  of  some 
use  lu  tne  world  besides.” 

This  is  the  plan  by  which  the  man  who 
advocates  it  has  become  rich  himself.  A 
business  that  brought  him  in  a  comfortable 
income,  the  surplus  of  which  he  invested 
in  realty,  has  grown  up  to  millions.  One 
rule  he  has  always  adhered  to  with  blind 
persistence — never  to  forsake  real  estate 
for  another  form  of  investment.  Ten  years 
ago  he  sold  a  piece  of  realty  for  $4,000,  and 
some  friends  offered  him  i  block  of  mining 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


967 


The  Burckhart  Automatic  Lever  Lock  Ledger 


SPEEDIEST  MADE 

Greatest  time  economizer.  The 

ledger  that  helps  the  book-keeper 
through.  Binds  the  sheets  so  tight 
that  twice  its  weight  may  be  sus¬ 
pended  by  a  single  sheet. 

STRICTLY  HIGH  GRADE 


QUICK  AS  A  WINK 

Simple,  light,  strong  and  du¬ 
rable.  Price,  standard  size,  10x13, 
best  corduroy  and  leather  binding,  400 
sheets  fine  heavy  ledger  paper  and 
index— complete  $10.00. 

Circular  on  application. 

Exclusive  territory  allotted  dealers 
and  agents. 


H.  B.  BURCHKART  &  CO.,  suite  l262liHiiadiiocl(  BlUg.,  Chicago 


HEUPFUU  BOOKS  POR  OOSIINESS  MEN 

Two  Practical  Volumes  by  THOMAS  CONVNGTON  of  the  New  York  Bar 

CORPORATE  ORGANIZATIONii^CORPORATE  MANAGEMENT 

®HE  first  of  these  tells  how  the  corporation  is  formed;  the  second  gives  practical  directions  for  its  manage¬ 
ment  thereafter.  Both  books  are  distinctively  working  manuals,  giving  just  those  facts  and  suggestions 
that  are  needed  by  everyone  interested  in  corporations  or  responsible  for  their  management. 

These  two  works  are  the  standard  of  their  kind.  They  are  used  by  lawyers  and  prominent  corporations  in 
every  part  of  the  country.  They  are  accurate,  up-to-date  and  reliable.  Their  use  will  save  time,  trouble  and  expense. 

The  two  books  are  similar  in  size  and  appearance.  They  may  be  used  together  or  alone.  Each  contains 
3.52  pages  and  is  sent  prepaid  for  $2.70  in  buckram  binding,  or  $3.20  in  sheep.  Both  together,  prepaid,  for 
$5.25  in  buckram;  $6.25  in  sheep. 

For  those  not  requiring  such  complete  works,  we  publish  “The  Modern  Corporation,”  a  handy  little  volume  of  290 
pages  by  the  same  author,  covering  both  the  formation  and  the  management  of  corporations.  Price  in  cloth,  prepaid, 

$2.  It  will  be  found  the  best  and  most  practical  work  of  its  kind.  .‘. 

SPECIMEN  PAGES  OF  ANY  OF  OUR  BOOKS  ON  APPLICATION 

THE  ROrVALD  PRESS  CO.,  S4S  IVIAIL,  &  EXPRESS  BEDG.,  INEW  YORK 


EVERY  LETTER  AN  ORIGINAL 


BEYOND  DETECTION 


It  took  me  years  to  perfect  my  process  of  imitating  typewritten  letters  perfectly,  but  you  get  the 
benefit  at  low  cost.  “Fill-in”  ribbons  without  charge.  Free  samples  and  low  prices  prove 
what  I  say. 


John  Rogan,  Circular  Letter  Specialist,  397  E.  Main  Street,  Rochester,  N.  Y. 


THE  LATEST  THE  BEST 

No.  602  "NAPANOCH”  Pocket  Knife  Tool  Kit 

Most  Useful  Pocket  Knife  Combination 
Made  in  America  by  Skilled  American  Mechanics 

WARRANTED 

Leather  Pocket  Book  inches  long  x  3^  inches  wide.  Contains  Pocket 
Knife,  File,  Saw,  Chisel,  Screw  Driver  and  Reamer. 

Mailed  postpaid  on  receipt  of  $2.25. 

U.  J.  ULERY,  -  7/^  Warren  St.,  New  York 


This  is  the  Cut- 


Olcoii  Mfg.  Co.,  Suite  619 

115  Dearborn  St,c  Chicago,  llUnola 


TRIAL  FOR 
10  DAYS 


The  CLIMAX  PENCIL  SHARPENER 


It  is 
this  cut- 


We  want  to  send  you,  Mr.  Business  Man,  one  of  these  OE 
10  davs’  trial,  PREPAID.  You  know  that  three-fourths 
of  tne  mistakes  in  bookkeeping  are  due  to  poor 
writing,  due  to  dull  pencils.  The  Climax  wilF 
sharpen  instantly,  any  kind  of  a  pencil 
without  waste  of  time  or  pencil.  You 
will  appreciate  the  Climax  when 
you  have  used  it  10  days,  so  LL2  that 

let  us  send  it  and  it  is  o^  makes  it  safe  to  send 

funeral  if  you  ^t  j^e  Climax  on  trial.  One 

back  at  our  ex-  ..  .  ,  .  , 

of  tne  practical  features  of  the 
pense.  ^.*7  i 

-  Climax  is  that  when  the  cutter  be¬ 
comes  dull,  you  simply  sharpen  it.  You 
can  not  sharpen  the  cutters  of  other  machines 
but  have  to  buy  new  ones.  Isn’t  it  better  to  sharpen 
a  good  cutter  once  in  a^long  while  than  to  buy  new  cut¬ 
ters  many  times  in  a  short  while  f 


This  is  the  Cutter 


that  does  the  business 


Price  $5.00  Prepaid  or  Canada 
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stock  at  $1  a  share,  with  the  assurance  that 
it  would  go  up  to  $25  in  five  years.  He 
refused  to  invest,  though  convinced  that 
this  stock  would  rise  exactly  as  his  friends 
said  it  would — and  in  less  than  three  years, 
sure  enough,  it  did !  His  block  would  have 
brought  him  a  profit  of  over  $100,000,  but 
he  considered  that  the  best  reason  to  be 
glad  that  he  stayed  out  of  the  deal.  “If 
rd  a  made  $100,000  in  mining  stock  in 
three  years,”  he  reasons,  “I’d  never  been 
any  good  to  invest  in  real  estate  any  more, 
and  sooner  or  later  mining  stock  would 
have  broke  me.” 


One  Office’s  System. 

REPRESENTATIVE  of  a  trade  pub¬ 
lication  was  recently  visiting  the 
'  Avery  Mfg.  Co.  at  Peoria,  Ill.,  talk¬ 
ing  with  Advertising  Manager  Voorhees, 
when  a  bell  tapped,  and  instantly  all  work 
was  suspended,  and  the  office  employes  left 
their  desks,  threw  open  the  windows,  filled 
their  lungs  with  fresh  air,  stretched  their 
wearied  muscles  and,  in  short,  took  five 
minutes’  recreation. 

“We  do  that  twice  a  day,”  explained  Mr. 
Voorhees,  “and  we  find  it  is  not  only  ap¬ 
preciated  by  the  clerks,  but  it  is  productive 
of  better  work  and  is  beneficial  in  various 
ways.  In  pleasant  weather  they  can  take  a 
turn  out  in  the  open  air,  or  they  have  time 
to  chat,  or  munch  an  apple,  or  whatever 
they  like;  and  they  come  back  to  their 
work  feeling  fresh  and  vigorous.” 

The  incident  led  to  further  conversation 
on  the  recent  systematization  of  the  office 
work  that  may  be  of  interest  to  other  of¬ 
fices. 

In  the  office  in  question  there  are  55  office 
employes,  in  12  departments,  each  depart¬ 
ment  head  denominated  a  superintendent, 
and  each  superintendent  held  responsible 
for  the  work  in  his  department. 

At  stated  intervals  a  cabinet  meeting  is 
held,  including  all  the  superintendents, 
with  occasional  called  meetings,  where  the 
work  of  the  company  is  discussed,  notes 
compared  and  advice  and  suggestions  of¬ 
fered  and  taken. 

Dollar  prizes  are  also  offered  for  every 
valuable  suggestion,  competition  open  to 
every  office  employe  and  also  to  the  travel¬ 
ing  men;  and  as  a  result  there  is  much 
more  interest  on  the  part  of  the  employes, 
and  many  dollars  have  been  paid  out  for 


suggestions  of  more  or  less  value,  some  of 
which  have  resulted  in  a  very  considerable 
saving  of  time.  This  suggestion  was  made 
the  subject  of  a  little  talk  by  E.  St.  Elmo 
Lewis  in  the  issue  of  this  magazine  for 
January  last. 

Another  feature  adopted  is  that  of  a 
“stenographers’  clearing  house,”  as  it  might 
be  termed.  Under  this  plan  there  is  a  chief 
stenographer,  to  whom  any  stenographer, 
temporarily  idle,  reports,  and  is  assigned 
to  some  superintendent  who  may  tempor¬ 
arily  need  additional  stenographic  help.  By 
this  means  the  work  of  correspondence  has 
greatly  been  facilitated  and  two  stenogra¬ 
phers  have  been  dispensed  with,  without  in 
any  way  lowering  the  efficiency  of  the  office 
force. 

Once  a  month  a  meeting  of  all  the  office 
employes  is  held.  The  first  was  held  in 
December,  and  President  Avery  gave  them 
a  practical  talk  of  an  hour.  Social  features 
are  also  made  use  of  in  these  meetings  to 
good  advantage  and  lend  zest  and  create  an 
esprit  de  corps  and  a  feeling  of  loyalty  that 
is  not  always  present  in  such  offices.  Other 
plans  are  under  way  for  the  still  further 
improvement  of  office  and  factory  condi¬ 
tions. 

The  idea  in  general  is  a  good  one  and 
might  be  applied  to  other  lines  of  business 
and  to  office  forces  much  smaller  by  com¬ 
parison. 


Commercial  Law  Pointers. 

The  assignee  of  a  trade  secret  is  entitled  to 
an  injunction  restraining  those  who  had  been 
employed  by  his  assignor,  having  knowledge  of 
the  secret,  from  utilizing  the  same.  (58  Atl. 
Rep.,  290.) 

A  covenant  by  one  who  sells  the  good  will 
of  a(  business  not  to  engage  In  the  same  in  a 
certain  city  for  three  years  is  not  unreasonable, 
and  is  therefore  not  void  as  against  public  policy. 
(110  Ill.  App.  Rep.,  632.) 

A  common  carrier  is  not  liable  for  an  injury 
to  goods  caused  by  an  inherent  latent  defect  in 
the  goods  themselves,  the  existence  of  which  was 
unknown  both  to  the  sender  and  the  carrier. 
(1  K.  B.  Rep.,  878.) 

An  account  stated  involves  the  promise  to  pay 
a  real  indebtedness,  and  a  promise  to  pay  a 
claim  not  founded  on  such  an  obligation  is  not 
conclusive,  and  may  be  shown  to  be  without 
consideration.  (36  So.  Rep.,  722.) 

Erasures  or  interlineations  in  the  substantial 
parts  of  an  instrument  are  presumed  to  be  false 
or  forged,  and  must  be  satisfactorily  accounted 
for  before  the  instrument  can  be  received  in 
evidence.  (36  So.  Rep.,  808.) 

A  delay  in  presenting  a  check  to  a  bank,  which 
then  refused  payment,  does  not  relieve  the  drawer 
from  liability,  unless  he  actually  suffers  loss  by 
the  delay.  (79  S.  W.  Rep.  730.) 
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THE  “LITTLE  SHAVER” 

PENCIL  SHARPENER 

Sharpener 
Toy 

Simple — 
Effective — 
Low  in  Price, 


The  “Little  Shaver”  does  not  “grind”— it  cuts  the 
wood.  A  hardened  tool  steel  blade  shaves  the  pencil 
to  as  fine  a  point  as  you  like.  The  blade  is  adjust¬ 
able  so  that  it  wears  evenly— can  be  taken  out  to 
sharpen  in  one  minute. 

IT  WILL  BE  SENT  ON  TRIAL 
to  any  responsible  person  or  firm  who  will  agree  to  return  it  post¬ 
paid  or  remit  the  price  within  ten  days. 

Price,  by  mail,  $1.00 

Manufactured  by  E.  L.  McDlVlTT,  Belvidere,  III. 


Give  make  of  machine  when 
ordering.  Send  for  free 
booklet.  It  tells  how  the 
Multi-angle  copy  holder 
can  help  you. 

ROY  BAKER 


More  Money==Easier  Work 


A  stenographer  turns  out  more  work  with  a  Multi- 
angle  copy  holder  since  it  increases  her  speed 
and  efficiency  40^.  More  work  means  more 
money  for  employer  and  stenographer. 

A  Multi-angle  ropy  holder  means  easier  work 
— no  bending  over  a  desk — no  waste  of  time 
— no  losing  the  place,  no  strain  on 
the  eyes. 

Instantly  adjusted  to  either 
side  of  the  machine  in  any 
position.  Best  and  most 
convenient  device  ever 
applied  to  a  typewriter. 


Price.  $2.00  Prepaid. 


(Formerly  Davenport  Co.)  '  Dept.  F.  Grand  Rapids,  michigan. 


The  Bixler  Dollar  Safety  Razor 


Right  in  price— right  in  qttality 

ade  2K  in.  long.  Sold  with  a  guarantee.  Postpaid  $1.00 
_ _ _  1000  Agents  Wanted  - 

DESCENT  MFG.  CO.,  FREMONT,  OHIO 


BRAINS  IN  ACCOUNTANCY 

A  SIDE-JOB  TO  MAKE  YOUR  JOB  BETTER 

The  accountant  must  be  at  once  an  expert  in  his  line  and  a  “sleuth”  in  busi¬ 
ness  affairs.  He  must  have  brains— brains  understood,  wide  awake,  well 
trained,  and  managed  to  act  at  the  willing. 

ERBES*  BRAIN  AND  MIND  BOOK 

is  a  hard-sense  treatise  based  on  the  author's  natural  law  of  brain  and  mind 
development.  It  ends  the  blind  use  of  mind  and  memory.  _  In  a  few  weeks 
you  are  master  of  the  situation,  and  know  men.  $1.30  postpaid.  Write  to-day. 

THE  PROMETHEAN  PUB.  CO.,  622  N.  Rockwell  St.,  CHICAGO,  ILL. 


WANTED 


10  men  in  each  state  to  travel, 
post  signs,  distribute  sam¬ 
ples  and  advertise  our  goods. 
Salary  $78  a  month,  $3  a  day  for  expenses.  Expenses  ad¬ 
vanced.  KUHLM.\N  CO.,  Dept.  C,  Atlas  Block,  Chicago 


1  SELL  PATENTS 

1  HAVE  LISTED  FOR  SALE  U.  S.  PATENT, 
RECENTLY  GRANTED  ON  AN 

"  E  X  C  E  L  LE  IN  T= 
OFFICE  SPECIALTY 

Completely  developed — ready  to  place  on  market — un¬ 
usual  chance  for  any  firm  in  this  line  or  man  with  some 
means  to  establish  a  permanent  and  profitable  business. 


Write  me  to-day — you’ll  say; 

IT’S  A  FINE  PROPOSITION. 


CHARLES  A.  SCOTT,  y’ 


You  can  earn  $30  to  $100  a  week  after,  probably  before  grad¬ 
uation.  Satisfaction  guaranteed  or  money  back. 

We  teach  thoroughly  by  mail: 

Newspaper,  Magazine  and  Book  Illustrating. 
Caricature,  Cartoon  and  Comic  Drawing. 
Commercial  Designing  and  Lettering. 

Mechanical  or  Architectural  Drawing. 

Sheet  Metal  Pattern  Drafting. 

A  Special  Course  for  School  Teachers. 

F ull  information  sent  FREE  by  return  mail  if  you  tell  which 
course  you  want  to  study.  Write  to-day,  while  you  think  of  it. 

ACME  SCHOOL  OF  DRAWING,  1412  Masonic  Temple,  KAUMAZOO.  MICHIGAN 


QUICK,  CLEAN  and  CONVENIENT 

fSr.LL  TISSUE  COPIES 

Avoid 
Substitutes 

Sold  by  leading 
stationers. 
Always  a  per¬ 
fect  copy  if  you 
use  our  Asbestos  Copying  Bath  for  Copying 
Press  Cloths.  Send  for  free  circular. 

The  Cleveland  Copying  Bath  Co* 

CLEVELAND,  OHIO 


IMPROVE  YOUR 


PENMANSHIP 

by  practicing  at  home  during  some  of  your  spare  time.  A  fine  pen¬ 
man  has  a  wonderful  advantage  over  his  unfortunate  rival  in  apply¬ 
ing  for  a  business  position.  MILLS’S  CORRESPONDENCE 
School  of  Penmanship  is  conceded  by  the  finest  penmen  to  be 
the  best  school  of  its  kind.  Send  stamp  to-day  for  full  information 
how  you  may  improve  your  penmanship.  E.  C.  MILLS, 
19S  Grand  Avenue.  Rochester,  N.  Y.  Dept.  H. 


From  Credit  to  Cash 


By  FRED  D. 

Replying  to  your  favor  of  a  recent 
date,  relative  to  changing  my  business 
from  credit  to  a  cash  basis,  beg  to 
say":  The  result  of  my  change  has  been 
far  beyond  my  most  sanguine  expectations. 
Our  sales  for  the  same  period  last  fall  un¬ 
der  just  as  favorable  conditions,  were  at 
least  65  per  cent  less  than  this_fall,  and 
again  we  are- selling  a  much  higher  class  of 
merchandise.  We  are  selling  goods  every 
day  that  under  the*  credit  system  we  never 
thought  of  trying  to  carry.  As  a  rule  those 
that  have  the  ready  money  want  the  best 
and  those  that  buy  on  credit  want  the 
cheapest,  and  of  course  the  better  goods 
bear  the  better  profits  and  increase  the 
volume  of  sales. 

Another  thing,  before  October  1st  very 
few,  if  any,  articles  of  merchandise  in  this 
town  had  a  fixed  price  on  it,  consequently 
the  customer  who  stood  and  “jewed”  the 
salesman  the  longest  usually  got  the  cheap¬ 
est  price,  and  such  being  the  case,  it  took 
more  salesmen  and  better  ones  to  do  the 
same  amount  of  business.  We  have  thor¬ 
oughly  advertised  and  constantly  continue 
advertising  that  on  and  after  October  1st 
we  would  have  absolutely  ’  one  price  -aiid 
spot  cash  to  all  alike.  Consequently  I  am 
selling  65  per  cent  more  goods  this  fall  un¬ 
der  the  same  trade  conditions  with  just  two- 
thirds  the  salesmen  I  had  last  fall,  for 
everyone  who  comes  to  my  store  knows 
that  I  have  but  one  price  and  sell  for  spot 
cash,  so  they  trade  easier  and  quicker. 
The  personal  letter  and  circular  I  sent  out  ; 
to  all  the  trade  30  days  in  advance,  setting  ; 
forth  my  intentions  and  reasons  for  adopt-  ' 
ing  this  seemingly  delicate  business  move, 
seemed  to  strike  them  very  favorably  and 
not  one  customer  have  I  lost,  but  have 
gained  many  a  new  one.  Under  our  new  ■ 
system  we  buy  often  and  take  advantage 
of  all  the  discounts  on  every  purchase.  We 
have  a  fixed  per  cent  which  we  try  to 
make  on  an  average.  We  know  each  night 
about  what  we  have  made.  Many  of  my 
old  customers,  both  cash  and  credit,  are 
going  to  take  my  advice  and  along  in  the 
summer  if  they  will  need  any  financial  as-  , 


WHITNEY 

sistance  to  tide  them  over  till  they  can 
market  their  produce,  instead  of  going  to 
some  long-time,  high-price  credit  store  and 
mortgaging  their  crops  and  stock  for  say 
$100  and  binding  themselves  up  to  pay  from 
75  to  100  per  cent  profit  on  what  they  buy 
they  are  going  to  go  to  some  bank  or  indi¬ 
vidual  who  lends  money  on  a  legitimate  per 
cent  and  give  them  the  same  security  and! 
pay  cash  and  save  that  enormous  differ¬ 
ence.  I  am  advertising  and  working  hard 
to  get  our  country  on  a  cash  basis  so  if 
our  farmers’  products  do  not  bring  at  the 
first  of  the  marketing  season  what  they 
should,  our  farmers  will  not  be  forced  to 
sell  to  satisfy  hard-pressed  merchants’  ac¬ 
counts. 

The  people  in  the  south  are  fast  awaken¬ 
ing  to  a  realization  of  the  fact  that  the 
greatest  drawback  to  their  well-being, 
financially,  is  the  habit  of  going  in  debt 
for  everything  they  buy.  It  is  an  indisput¬ 
able  fact  that  the  south  is  today  in  a  better 
financial  condition  than  it  has  been  since 
the  civil  war,  and  many  of  the  leading 
farmers  are  abandoning  the  old  unjust 
credit  system,  realizing  that  it  not  only 
“keeps  their  own  nose  to  the  grindstone” 
but  necessarily  causes  them  to  oppress  their 
tenants  to  a  certain  degree.  Being  the 
most  enlightened  and  educated  of  their 
class,  these  farmers  are  wielding  a  won¬ 
derful  influence  for  good  over  their  less 
fortunate  neighbors  and  it  is  therefore  only 
a  question  of  a  short  time  until  there  will 
be  a  complete  revolution  in  the  business 
and  financial  conditions  in  this  section.  We 
are  advertising  the  fact  far  and  wide  that 
-yve  are  doing  a  strictly  cash  business,  and 
people  are  coming  to  our  store  to  trade 
who  have  not  bought  goods  in  the  town 
before  for  five  years. 

This  is  a  fair  illustration  of  how  anxious 
The  people  are  getting  for  an  opportunity 
to  break  away  from  the  old  methods  and 
establish  themselves  on  a  cash  basis.  In¬ 
closed  I  hand  you  a  clipping  from  our 
paper,  showing  a  half  page  ad  that  I  run 
all  the  time,  changing  it  entirely  every  is¬ 
sue.  I  have  a  mailing  list  of  about  1,000 
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DOUBLE  ENTRY 
MADE  EASY 

SENT  ON  SIXTY  DAYS  TRIAL 

General  Trial  Balance  taken  in  ten  minutes  with  10,000 
open  accounts  on  your  books.  Errors  located  without 
the  use  of  the  key  figures,  slips  or  any  additional 
work  while  posting.  The  only  system  that  will  at  any 
time  show  a  correct  statement  of  the  business.  For 
descriptive  booklet  on  ‘•Double  Entry  Made  Easy,” 
address.  J.  F.  DRAUQHON,  Nashville,  Tennessee 


A  USEFUL 
ARTICLE 
25  CTS. 


One  used  daily,  sav¬ 
ing  time  and  trouble, 
is  the  “Cook  Pocket 
Pencil  Sharpener.*’ 
Used  like  knife,  making  any  length  point  desired, 
retaining  the  chips  in  a  little  box.  Blades  are  of  the 
best  tempered  steel,  body  is  brass  and  heavily  nick¬ 
eled,  size  convenient  for  pocket  or  purse.  For  sale 
by  dealers  or  sent  by  mail  on  receipt  of  25  cents. 
Stamps  taken. 


H.  C.  COOK  COMPANY 

18  Main  Street  Ansonia,  Conn. 


“Looscarf”  Collars 

Are  you  enjoying  the  comforts 
and  satisfaction  which  is  to  be 
had  by  wearing  the  “Looscarf.” 
The  only  collar  with  the  back 
button  hole  pocketed  and  hav> 
ing  a  lasting  necktie  space. 

Made  in  eleven  styles,  round  and 
square  corners.  Sizes  12  to  18}4, 
heights  1%,  2,  2J^  and  2J4  inches. 
Price  2  for  ‘25  cents  or  $1.50  per 
dozen,  postpaid.  Descriptive  fol¬ 
der  on  application. 

THE  NORRIS  COMPANY 

Inventors  and  Exclusive  Manufacturers 

Dept.  B.  DETROIT,  MICH. 


ISAAC  PITMAN  SHORTHAND 

Re-adopted  by  N.Y.  Board  of  Education  for  Five  Years 

Complete  Shorthand  Instructor,  -  -  -  •  -  ,  |1.50 

Shorthand  Dictionary,  (61,000  words  in  shorthand)  -  -  1.50 

20th  Cent.  Dictation  Book  and  Legal  Forms,  ordinary  print,  .75 
Practical  Course  in  Touch  Typewriting,  cloth,  75c.  -  -  .50 

Pitman’s  Practical  Spanish  Grammar,  ....  .50 

Insurance;  A  practical  guide  to  this  important  subject,  340  pp.,  2.50 
Insurance  Office  Organization,  Management  and  Accounts,  T'.50 
Parody's  Spanibh  Phonography  (complete)  ....  1.50 

Send  for  Trial  Lesson  and  sample  of  Pitman’s  Journal 
ISAAC  PITMAN  &  SONS,  31  Union  Square,  NEW  YORK 


BE  YOUR  OWN  BOSS! 

Many  Make  $2,000  a  Year.  You  have  the  same 
chance.  Start  a  Mail  Order  Business  at  home. 
We  tell  you  how.  Money  coming  in  daily.  Enor¬ 
mous  profits.  Everything  furnished.  Write  at 
once  for  our  “Starter”  and  FREE  particulars. 

B.  K.  KRUEGER  CO.,  155  Washington  St.,  Chicago,  III. 


PATENTS 


Sob  Seafiet  ost 


HUBERT  E.  PECK,  629  F 
St.,  N.  W.,  Washington,  D.  C 

Consulting  Expert  in  Patent  Causes 
I  —  U.  S.  and  Foreign  Patents.  Send 

0*  REJECTED  PATENT  APPLICATIONS." 


Non-Smut 
Carbon  Paper 

Made  of  Gelatinized  Ink 
Is  All  the  Name  Implies 


Our  Machine  Papers  print 
like  a  ribbon. 

Our  Pen  and  Pencil  carbons 
are  the  cleanest  made. 

Our  Carbons  for  Billing  Ma¬ 
chines  give  2bfo  more  wear 
than  others. 

Write, statingyourrequiremehts. 

We  will  forward  samples  adapt¬ 
ed  to  your  use. 

Boxes  containing  Genuine 
Non-Smut  Carbons  invari¬ 
ably  bear  our  name. 

Dealers  -with  established  trade  given 
exclusive  territory 

NON-SMUT  CARBON  MFG.  CO. 

9O6  Granite  Bldg.,  Rochester,  N.  Y.,  U.  S.  A. 


You  Cannot  Lose 

judging  from  present  prospects  if  you  buv  KANSAS  CO  Ol’EllA  TIVE 
REFINING  CO.  stock  how  while  it  is  selling 

At  7  Cents  Per  Share 

PAR  VALTE  $1  00.  It  will  sell  art  15  cents  or  higher  within  a  very  short  time, 
with  good  prospects  of  its  selling  at  50  cents  to  $1.00  and  paying  Big  Uivid- 
ends  almost  before  you  know  it.  This  is  a  great  independent  Oil  refinery 
strictly  co-operative  and  has  great  prospects.  When  the  plant  is  m  full 
operation  it  is  estimated  that  the  company  can  pay  30  to  40  per  cent  divid¬ 
ends.  Everybody  knows  there  is  an  enormous  profit  in  refining  oil 
Only,  a, Limited  Amount  (>f  Stock  for  Sale  at  Present  Price.  Buy 
Now,  if  you  want  to  make  good  big  money.  Write  for  “Co-operative  Re- 
fining”  Prospectus  UOK’T  WAIT.  Address, 

UNION  SECURITY  COMPANY, 


314  Caff  Building, 


CHICAGO,  ILL. 


s«TwTnTh™w  WHITFIELD’S  CARBON  PAPER  WORKS 

test  Ofj  oounterflt  and  genuine  True  the  competi- 
.Ming  Oaibon  Paper.  Note  the  tors  carbon  is  very 
CUmo  eop^  and  then  compare  It 
'one  along  side.  Which 
__  __  Ve  will  send  samples 

to~  daBwnstratej  - 

es  for'Pen,  Pencil  and  Typewriter  are  good  salesmen  and  Price  folder 
:plains  in  detail.  Both  yours  for  a  request. 

HITFIELD  CARBON  PAPER  WORKS,  123  Liberty  Street,  NEW  YORK 


- - - - J 

poor,  but  you  can 
buy  the  genuine 
non-smutting  pa¬ 
per  at  a  trifle  more. 
It  pays.  Our  saiii- 


THE 


LAW 


AT 

HOME 

AS  LINCOLN  DID. 

Series  ,  just  completed,  prepares  am¬ 
bitious  students  lor  tlie Bar, any  state; 
Theory  &  practice  covered  authoiita- 
tl  vely,  comprehensively  ,  simply. 
Bench  and  Bar  concede  it  great  "oik 
Limited  nnmberat  SPECIAL  PKlf^E. 
Write  atcnce.  Frederick  J.  Drake 
&  Co.  226  E.  Madison,  Chicago 
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now  that  I  send  circulars  and  such  other 
advertising  matter  that  the  jobbers  and 
manufacturers  send  me  to  advertise  the 
different  lines  I  buy  from  them.  I  get  out 
these  circulars  by  mail  about  once  a  week 
and  the  result  is  very  satisfactory. 

I  hope  the  above  will  serve  to  give  you 
an  idea  what  my  change  in  business  has 
done,  and  I  feel  sure  it  will  do  the  same 
for  anyone  else  who  will  go  at  it  the  same 
way  I  have.  I  have  read  with  much  inter¬ 
est  your  magazine  sent  me  and  am  so  im¬ 
pressed  I  wish  you  would  add  my  name 
to  its  subscription  list  for  one  year.  I  do 
not  know  exactly  what  the  subscription  is, 
so  if  you  send  me  the  bill  I  will  send  you 
my  check  to  pay  same  at  once. 


The  Correspondent. 

HE  following  rules  by  a  writer  in 
another  journal  should  be  carefully 
considered  by  the  correspondent  or 
office  manager  who  has  charge  of  the  letter 
filing : 

1.  Letter  files,  in  any  business,  should  be 
so  arranged  that  anv  letter  can  be  referred 
to  upon  a  second’s  notice.  ’ 

2.  When  a  letter  is  answered  a  notation 
of  the  date  of  the  reply  should  be  written 
or  stamped  upon  it  before  it  is  filed  away. 

3.  All  outgoing  letters  should  be  copied 
in  the  letter-press  or  on  carbon  prints. 
Many  serious  mistakes  are  made  by  men 
who  forget  what  they  have  written  in  one 
letter  and  contradict  themselves  in  the  next 
one. 

4.  It  is  usually  poor  policy  to  select  all 
the  letters  referring  to  a  certain  subject  and 
file  them  away  under  a  head  referring  to 
that  subject,  for  the  reason  that  one  is  like¬ 
ly  to  forget  whether  the  letter  wanted  is 
filed  under  a  special  head  or  in  the  usual 
alphabetical  order.  It  is  better  to  file  all 
letters  under  the  name  of  the  firm  or  indi¬ 
vidual  from  which  they  come.  This  rule, 
however,  is  subject  to  many  exceptions  in 
large  businesses,  where  cross-filing  systems 
are  used. 

5.  Houses  interested  in  the  soliciting  of 
business  by  mail  should  be  careful  not  only 
to  keep  all  replies,  but  to  keep  a  separate 
card  file  for  the  purpose  of  classifying  the 
replies  received  as  favorable  or  unfavorable. 
It  is  poor  business  to  solicit  a  trial  order 
from  one  who  is  already  a  customer,  or  to 


keep  on  writing  to  a  firm  that  has  gone  into 
the  hands  of  a  rcciver. 


Society  News. 

The  annual  election  of  the  Illinois  In¬ 
stitute  of  Accountants  took  place  on  Mon¬ 
day  evening,  September  25th,  when  the  fol¬ 
lowing  officers  and  directors  were  elected : 

Mr.  Edwin  Rice  Baker,  C.  P.  A.,  was  pro¬ 
posed  for  the  office  of  president,  but  could 
not  see  his  way  to  accept  the  nomination. 

John  S.  Beeler,  President. 

Arthur  D.  Ranstead,  Vice  President. 

A.  B.  Gordon,  Secretary. 

E.  S.  Rastall,  Treasurer. 

Wm.  H.  Cullen,  Auditor. 

C.  B.  Smeeton,  Auditor. 

C.  B.  Smeeton,  Librarian. 

W.  C.  Appleton,  Director. 

Geo.  W.  Strong,  Director. 

Wm.  H.  Clegg,  Director. 

Our  Mr.  Cooley. 

If  every  city  in  the  country  could  boast 
a  man  like  our  friend,  Mr.  W.  W.  Cooley, 
there  would  be  a  grand  revival  among  local 
associations  of  office  men.  Mr.  Cooley  used 
to  live  in  Minneapolis — and  there  is  a 
flourishing  association  there,  which  owes 
much  to  his  efforts.  He  is  now  located 
in  Alameda,  Cal.,  and  the  local  associations 
of  Oakland  and  San  Francisco  owe  much 
to  his  efforts.  If  he  moves  again  there 
will  be  another  local  association  wherever 
he  locates. 


The  Institute  of  Chartered  Accountants 
of  Ontario. 

The  members  of  this  institute  attended 
their  annual  meeting  and  banquet  at  Ni¬ 
agara  Falls,  Ontario.  There  was  a  large 
attendance  and  the  following  officers  for 
the  ensuing  year  were  elected:  President, 
W.  B.  Tindall,  F.  C.  A.,  Toronto;  first 
vice  president,  F.  H.  Maepherson,  F.  C.  A., 
Windsor  and  Detroit;  second  vice  presi¬ 
dent,  J.  W.  Johnson,  F.  C.  A.,  Belleville; 
secretary-treasurer,  David  Hoskins,  F.  C. 
A.,  Toronto. 

Full  of  Up-to-Date  Information. 

Allow  me  to  say  regarding  the  American  Busi¬ 
ness  AND  Accounting  Encyclopaedia^  a  copy  of 
which  I  recently  purchased,  that  I  find  it  very 
useful  and  full  of  up-to-date  information. 

Its  arrangement  in  alphabetieal  order  makes  it 
a  convenient  book  of  reference. 

J.  H.  NEAL,  Chief  Clerk. 

Auditor’s  Office, 
Bo.ston,  Mass. 
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ARITHMOMETER  PAPER 


FOR  USE 
IN  ALL 

ADDING  MACHINES 


Plain  or  Ruled 

PER  100 

Rolls  2  5-16  in.  wide,  $8.00 
Rolls  3  15-16  in.  wide,  11.00 


PACKED  IN  CASESOF  50  and  100  ROLLS 


Freight  prepaid  east 
of  the  Mississippi  River 

THE  WHITAKER  PAPER  GO. 

CINCINNATI,  OHIO 


The  stock  on  which  this  Publication 
is  printed  is  furnished  by  us 


In  Three  Weeks  1  Can 
Build  Up  Your  Physique 

Fill  out  my  measurement 
and  information  sheets 
and  I  will  give  my  own 
personal  attention  to  your  in¬ 
dividual  case. 

I  will  reduce  your  abdomen, 
increase  your  weight,  expand 
your  chest,  increase  your 
height  and  revitalize  the 
nerves,  the  heart,  stomach, 
liver  and  kidneys. 

No  Dieting 
No  Apparatus 
No  Drugs 

Just  fifteen  standing  move¬ 
ments  every  day  according  to 
directions  for  your  peculiar  re¬ 
quirements.  Isn’t  that  easy? 

Nothing  monotonous  or  straining  or  muscle¬ 
binding  in  my  methods.  Three  weeks  and  you 
will  begin  to  feel  like  a  newly  made  man.  Muscle 
contact,  animal  magnetism  and  the  pneumogastric 
nerve— that’s  the  secret. 

I  have  for  years  been  an  all-round  professional 
athlete,  and  am  at  present  teacher  of  the  largest 
wrestling  class  in  the  world.  I  studied  physical 
culture  in  Japan,  and  my  course  combines  the 
best  of  the  American  and  Japanese  methods. 

If  you  write  at  once  you  will  be  in  time  for  a  spe¬ 
cial  otter.  There  are  things  of  deep  interest  to 
you  in  my  free  booklet,  “Japanese  Health.” 
Write  for  it  at  once. 

Prof.  J.  E.  Winholts.  154  LaSalle  St.,  Chicago 


WESTON’S 

LEDGER 

PAPER 


MADE  BY 

BYRON  WESTON  COMPANY 

DALTON,  MASS. 


BOOK-BINDERS 

DO  YOUR  OWN  BINDING 
WE  FURNISH  YOU  OUR 

LOOSE  LEAF  METALS 

Our  goods  are  patented.  We  sell  Loose  Leaf 
Metals  direct  to  the  binding  trade  only.  . 

We  carry  a  complete  line  of  stock  Loose  Leaf 
Metals  for  immediate  shipment. 

Special  Loose  Leaf  Metals 

made  and  shipped  in  24  hours.  You  can  compete 
with  any  Loose  Leaf  manufacturer  in  the  world 
with  price  and  quality.  Have  your  own  monoply 
in  the  Loose  Leaf  business. 

UOIND  BACK  LEDGER  91ETALS. 

ELAT  RACK  LEDGER  METALS. 

“C”  CLAMP  TRANSFER  METALS. 

LOOSE  SHEET  ORDER  SPRINGS. 

ORDER  BLANK  METALS. 

«H.  G.”  RING  BOOK  METALS. 

PRICE  ROOK  METALS. 

NEWS  PAPER  FILES,  ETC.,  ETC. 


CATALOGUE  No.  3— MAILED  FREE 


W.  J.  SCHULTZ,  Dept.  B.  Cincinnati.  0. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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THE  INEW 


COMMON  SENSE”  CLIP 


Always  grips — no  points  to  catch.  If  it  wasn’t  the  best  clip  on  the  market  we 
wouldn’t  advertise  it — We  want  you  to  try  it.  All  live  stationers  sell  it.  If 
yours  don’t  send  us  his  name  and  five  two  cent  stamps  and  we  will  send  you  a 

sample  box  of  100  postpaid. 

The  Book=Keeper  Publishing  Co.,  Ltd. 

DETROIT,  MICMIGAIN,  U.  S.  A. 


Shave  Yourself 


POST  PAID 


25 


CTS.  EACH 


DON’T  say  you  cannot  shave  yourself — you  can  if  you 
use  a  SHAVEZY.  Any  razor — any  size  of  blaze.  'If 
you  use  it  once  you  would  not  be  without  it  for  ten 
times  its  cost.  If  you  never  shaved  yourself  get  one  and 
try  it.  If  you  do  shave  yourself  get  one  and  experience 
the  easiest  shave  you  ever  had. 

ASK  FOR  BOOKLET— A  POSTAL  BRINGS  IT 


C.  D.  BURTON 


Box  816 


DETROIT,  MICH. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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GrowffiS*' 

Fortunes  In  Small  Gardens 


There’s  Bigr  Money  in  growingr  Medicinal  Plants — Ginseng^ 
I  Golden  Seal,  Snake-root,  Belladonna — all  pay  well. 
A  Money  3Iaking  Honae  Industry.  Hardy  everywhere  in  the 
United  States  and  Canada.  Easy  to  cultivate  in  City  or  Country. 
Very  small  space,  little  time  required.  Staple  as  wheat.  Wild 
supply  failing,  and  prices  advancing.  We  sell  reliable  plants 
and  seeds,  ana  our  patrons  have  expert  advice  free.  Send 
two  2  cent  stamps  for  postage  for  our  complete  booklet  and  cur¬ 
rent  issue  of  “Ginseng  Garden.”  the  leading  magazine;  cir¬ 
culation  10,000,  25  cents  per  year.  It  tells  all  about  medicinal 
plants  and  herbs  and  how  you  can  make  your  back^yard  pay  big 
dividends.  It’s  an  opportunity — don’t  miss  it.  Write  to-day. 
CHINESE  AMERICAN  GINSENG  COMPANY, 

Originators  of  Ginseng  Culture  in  America. 

!679  Eacka  St.,  Elmhurst,  Pa.,  (Suburb  of  Scranton.) 


Index  Card  Systems 

C[,  Every  modern  business  nowadays  uses 
the  Card  Index  System. 

d  We  are  manufacturers  and  retailers  of 
Card  Index  Cabinets,  Supplies,  etc.  Devisers 
of  Filing  Systems  for  Office,  Factory  and  pro¬ 
fessional  use. 

CL  Write  for  Catalogue  and  Sample  Set. 


STANDARD  INDEX  CARD  CO.,  112-14  N.  7th  St.,  PHILADELPHIA 


ONLY  $2.00  PER  100 


The 

“COMMON 

SENSE” 

Travelers’ 

Expense 

Books 


The  Cheapest  and 
Best  Books  in 
the  market. 

Traveling  Men 
Book-keepers 
Business  Men 

all  like  them 


PRICES Weekly  Common  Sense  Expense  Books, 
per  100,  $2;  Monthly  Common  Sense  Expense  Books, 
per  100,  $4.  Samples  free  upon  application. 


M 


"I  have  used  your  books  for  several  years,  they  are  the 
best  of  the  kind  there  is.” — ARTHUR  BARLOW. 

E.  H.  BEACH,  Pub.,  Detroit,  Mich. 


CUSTOM  TAILORING  ON  CREDIT 

B  V  MAIL, 

Suits  made  to  measure  for  Men  and  Women— latest  New  York 
styles.  Fit  and  workmanship  guaranteed.  $1.00  weekly  set¬ 
tles  the  bill.  Business  strictly  confidential.  For  particulars 
address  PAUL  MISCH,  “Tailor  and  Draper”  50  West 
34th  Street  (between  Broadway  and  5th  Ave.)  New  York. 


START  A  MAIL  ORDER  BUSINESS 

In  your  town  and  make  $5  to  $10  a  day. 

Can  be  conducted  evenings  or  spare  hours,  at  home  or  office, 
by  any  one  under  our  successful  system.  We  teach  you  how 
and  furnish  catalogs,  advertising,  etc.,  supplying  merchandise 
as  orders  come  in  to  you.  Small  expense  starts  you.  A  fine 
business.  Cash  coming  in  daily;  makes  you  independent. 
Particulars  free.  CHICAGO  SPECIALTY  COMPANY, 
Established  1885.  Department  B.  M.  Chicago 


fiOOD  PRINT 

ING 

1,000  Business  Cards  >  $1.00 

1,000  Bond  Envelopes  = 

1.50 

1,000  XXX  White  Envelopes 

1.50 

1,000  6x9  Circulars 

1.00 

GOOD  PA  PER 

PRINTED  SAME 
DAY  RECEIVED 

• 

CASH 

WITH  ,ORDER 

AMERICAN  PRINTING  CO. 

2628  WASHINGTON  AVE.,  ST.  LOUIS,  MO. 

Kiss  of  Gold 

You  can  ^et  it««-Free! 

“The  Kiss  of  Gold”  is  the  unique  title  of  a 
valuable  little  booklet  about  the  big  gold 
mines  of  the  West. 

It  Tells— How  to  invest  your  money  in 
mining  stocks  forprofit;of  mines  that  have 
paid  fabulous  dividends;  why  mining  stocks 
are  offered  to  the  public;  of  va.st  fortunes 
from  small  investments;  How  One  Thousand 
Dollars  Made  a  Million. 

We  want  you  to  have  a  copy 
of  ‘  ‘The  Kiss  of  Gold”— write 
today,  enclosing  2c  stamp 
to  pay  postage. 

SOUTHWESTERN  SECURITIES  CO 
503  B.  B. Heilman  Building 
Los  Angeles,  California 


$1500  A  YEAR 


Is  the  remuneration  easily 
earned  by  expert  accountants 
and  auditors.  Our  member¬ 
ship  is  limited  to  such  experts.  Address,  Secretary 

*nterndtiondl  Accountant’s  Society,  Inc.  71  W.  Fort  St.  Detroit 


•  Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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A  Great  Help  for  Busy  Men 

Handier  and  more  useful  than  any 
memo,  book  or  other  card  index. 


emm 


e 


SIZE 
OF  GAUDS 

2^x4li 


TBE  POCKET  CARD  SYSTEM 

A  fresh  card  comes  to  the  front 
every  day  in  the  ele^^ant  leather 
vest  pocket  case  which  carries  dates 
for2or4weeksahead.  Pocketcase 
replenished  from  tray  on  desk.  Ex¬ 
tra  cards  for  things  to  be  retained. 

Simple  and  Practical— To-day  s 
card  always  at  the  front.  N o  leaves  to 
turn.  Any  card  is  found  instantly  by 
its  tab.  Cards  for  the  year  make  a 
valuable  card  index  for  desk  use. 


Forget  No  More— This  Automatic  Tickler  helps  you  to  do 
things  at  the  right  time.  Saves  Time, Money,  Opportunity. 


No  Other  Device  Answers  Its  Purpose— Used  and  recom¬ 
mended  by  Bankers,  Lawyers,  I)octors,  Merchants,  Manufacturers, 
Salesmen,  Insurance  Men,  Railway  Managers,  Contractors,  Ln- 
gineers.  Architects,  Educators,  Ministers,  etc.,  all  over  the  world. 
Invaluable  to  all  who  would  be  prompt,  systematic,  or  successtul. 
ORDER  NOW  and  begin  at  once  to  enjoy  its  use.  Also  gel 
die  brnefit  of  our  BEST  INTRODUCTORY  OFFER  the  rest  of 
this  year  FREE  with  each  outfit  for  1906.  Express  prepaid  on 
receipt  of  price. 


cn/r  ATT 


Genuine  Morocco  case,  quartered  oak  tray,  and  cards  ■  $3.00 
Cow-seal  leather  case,  chestnut  tray,  and  cards  ■  ■  •  2.00 


lOc.  exchange  on 
local  checks.  In 
Canada  duty  paid 
for  20  'jc  extra. 

HELPS  YOU 

Plan  your  Work 
Work  your  Plan 
Succeed 

Stop  Forgetting 
Accomplish  More 

You  Need  It 

Two  years’  experience 
has  proved  that  almost  all 
business  men  need  it. 

GET  IT  NOW 

HOWARD  LWILSON.Mfr. 

59  Mill  Street,  Rochester,  N.  Y. 


Better  than  any 
Calendar 
Pad  for 
desk  use 


Write  for  Booklet 


1 

rvi 

p 

El 

m 

111 

El 

ALL 

lO  MAKES 

WRITE  FOR  CATALOGUE 

EAGLE  TYPEWRITER  EXCHANGE 

CORTLANDT  STREET,  NEW  YORK 


a  young  man  or  woman  in  every  county  to  take  charge  of  our 
subscription  business.  I’ositioiis  permanent.  Good  oppor¬ 
tunity  for  right  person.  References  reijuired.  Apply  to 

SUCCESS  MAGAZINE,  10  Washington  Square  East,  New  York. 


The  Government  Service 

under  civil  service  rules,  offers  a  solution  of  the 
problem  of  securing  pleasant  employment  at  an 
attractive  salary.  The  Book 

Bow  to  Prepare  for  Civil 
Service  Examinations 

will  tell  you  how  to  secure  such  a  position.  It  tells 
you  what  you  must  know  and  contains  all  of  the 
rules  with  questions  and  answers  in  recent  examina¬ 
tions.  All  branches  of  the  service  fully  covered. 
C.  Handsome  cloth  binding— 554  pages— price  post¬ 
paid  $2.00.  Including  a  year’s  subscription  to 

**'The  Business  Man^s  Magazine"  $2.65 

The  Book-Keeper  Publishing  Co. 

(LIMITED) 

DETROIT  IVUCHIQAIN 


SIMPLICITY  TIE  DEVICE 

Better  than  tape,  cheaper  than  perishable  rub¬ 
ber  bands — they  last  forever  and  do  not  rot. 
Quickest  and  most  secure  way  to  tie  packages 
©fall  kinds.  Saves  time;  insures  permanent 
security  in  tying  valuable  papers  for  filing. 
Invaluable  for  business  and  professional  men. 

With  assorted  colors  of  tape,  postpaid,  ipeff 
100,  18  inch,  90  cents;  24  Inch,  gl.Offlj 
tech,  |1.I5.  Address  Dept.  G. 

UssIvsMsl  ffWtkaig*  'ffS*  ^obob  11®®®%  (@@p 


Lamson  Coin  Cashier 

Makes  change  quickly  and 
accurately.  Used  by  U.  S. 
Gov’t,  Banks,  Trust  Go’s,  and 
business  houses  generally. 
For  sale  by  principal  station- 
6rs 

LAMSON  CON.  S.  S.  CO. 

Gen,  Offices  :  Boston,  Mass. 


i  e  c 

!  Electro 'Grevure 

EMravitxgCb. 

DESIC^RS  ENGRAYBR® 

a-* 

DETROIT,  MIGH. 

fflCKR 

MAIN 
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Made  and  mar¬ 
keted  by  modern 
methods  in  largest 
quantities  and  in 
greatest  variety  of 
.  shapes  and  colors, 
the  broad  “  money -back -if - 


No.  10270 

Sold  with 
wanted.” 

Guarantee  of  better  all-around  hat 
satisfaction  than  comes  with  hats  offered  at 
nearly  twice  our  $3.00  price. 

HIGHEST  AWARD  AT  ST.  LOUIS 

¥ 

AGENCIES  EVERYWHERE 

MAIL  ORDERS — In  cities  where  we  have  no  Agency,  the 
HAVt^ES  _$3. 00  HATS,  shown  herewith,  are  delivered,  ex¬ 
press  prepaid,  at  all  points  covered  by  the  express  companies,  on 
receipt  of  $3.25  (the  extra  25 
cents  is  for  express  delivery) . 

Send  your  order  to  our  fac¬ 
tories  at  Danbury,  Conn., 
giving  your  height,  waist 
measure,  and  size  of  hat  worn, 
naming  the  hat  number  and 
color  wanted,  and  we  will 
guarantee  to  send  you  a  hat 
of  latest  vogue  suited  to  your 
face,  figure  and  fancy.  Both 
hats  are  made  in  light,  med¬ 
ium  and  dark  brown  or  gray 
and  black.  No.  8902 


HAWES,  VON  GAL  CO.,  Inc. 


NEW  YORK,  CHICAGO,  BOSTON 
FACTORIES:  DANBURY,  CONN. 


Do  you  use 

Engraved 
Business  Cards  ? 

Nothing  reflects  the  character  of  your 
firm  as  Engraved  Business  Cards  and 

Embossed  Letterheads 

They  cost  but  Httle  more  than  the  best  printed  matter.  The 
tone  they  lend  and  their  superior  appearance  will  pay  the  dif¬ 
ference.  If  you  want  the  experience  of  40  years  in  making 
Engraved  Business  Stationery  and 

Business  Announcements 

—  write  for  samples 

J.  W.  HALLIDAY 

37  Randolph  St,  Established  1 8  64  Chicago.  Ill, 


KLMLIP 

BEST  EVER  MADE 


A  perfect  manicure 
Quick,  easy, 
simple  and 
strong. 

The  Original, 

made  in  German 
silver,  25c. 

Klip°KIip  Jr.,  nickeled,  15c.  At  deal¬ 
ers  or  mailed.  Accept  no  substitute. 
As  heretofore,  made  only  by 


Kl^IP.KLIP  COMPANY, 

Send  4C.  in  stamps  tor  book,  595  Clinton  Ave.  S., 
**How  to  Care  for  the  Hands.”  Rochester,  N.  Y. 


STUDY 

LAW 

AT 

HOME 


The  original  school .  Instmetion  by  mail  adapted 
to  every  one.  Recognized  by  courts  and  educators. 
Experienced  and  competent  instructors.  Takes 
spare  time  only.  Three  courses— Preparatory, 
Business,  College.  Prepares 
for  practice.  W  ill  better  your 
condition  and  prospects  in 
business.  Students  and  grad¬ 
uates  everywhere.  Full  par¬ 
ticulars  and  special  offer  free. 

The  Sprague 
Correspondence  School 
of  Law, 

449  najestic  Bldg,  Detroit,  nich. 


AM  ID  for  your  entire  or  spare 

91  MIY  n^UrC  time.  Sell  new  inven- 

^  tion.  Course  in  Salesmanship  Free! 
Standard  Co.,  1  164  Baker  Bldg.,  Toledo,  O. 


WANTED  A  BOOK-KEEPER  AND  CREDIT  MAN 

for  a  small  manufacturing  concern  that  has  a  future  and  will  grow,  must  be 
up-to-date  and  thoroughly  reliable.  Address,  Box  498.  Stockton,  California 


I  Will  Make  You 
Prosperous 

If  you  are  honest,  active  and  ambitious, 
write  me  to-day.  No  matter  where  you  live, 
or  what  your  occupation,  I  will  teach  you 
the  real  estate  business  thoroughly  by  mail, 
appoint  you  special  representative  of  my  com¬ 
pany,  start  you  in  an  exceedingly  profitable 
business  of  your  own,  and  help  you  make  a 
large  permanent  income. 

Unusual  opportunity  for  men  without 
capital  to  become  independent  for  life. 
Valuable  book  and  full  particulars  free. 
Write  to-day.  EDWIN  R.  M  ARDEN, 
President,  National  Co-Operative 
Realty  Co.,  403  Athenaeum  Building, 
Chicago. 

REAL  ESTATE  WANTED 
CASH  CUSTOMERS  WAITING 

If  you  want  cash  for  your  property 
no  matter  where  located,  or  what  it 
is  worth,  write  us  at  once.  We 
have  the  ability,  facilities  and  organ¬ 
ization  for  making  quick  cash  sales. 
We  have  hundreds  of  specially 
trained,  expert,  co-operative  real  es¬ 
tate  agents  in  our  great  organization, 
each  constantly  searching  for  and  secur¬ 
ing  purchasers  of  all  kinds  of  property 
in  all  parts  of  the  country.  We  cover 
the  whole  United  States.  We  have  hun¬ 
dreds  of  buyers  on  our  books.  Your 
property  may  just  suit  one  of  them.  Send 
full  particulars  at  once. 

WM.  W.  FRY,  Treasurer, 

National  Co-Operative  Realty  Co., 

403  Athenaeum  Building,  CHICAGO 
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NEVER  SOILS  OR  SPOILS 

Day’s  White  Paste 

It’s  the  paste  that  sticks,  but  doesn’t  leave  a  sticky  look- 
It’s  always  ready  in  our  Handy  Paste  Jar,  with  water-well. 
Paste  is  so  much  nicer  than  mucilage,  and  our  Handy  Jar 
makes  it  a  most  convenient  article 

ON  YOUR  DESK,  OR  FOR 
PHOTOS  OR  HOME  USE 

Day’s  is  not  only  as  good  paste 
as  is  made,  but  our  jar  holds  more 
of  it.  Write  us  and  we  will  send  a 

Sample  Free 

You  can  get  your  dealer  to  sup¬ 
ply  you  with  Day’s  25c.  jar,  15c. 
jar,  or  in  bulk,  6  lb.  pail,  $1.00. 

Diamond  Paste  Co.,  66  Hamilton  Street,  Albany,  N.  Y. 


JUST 

AN 
INCH 
TOO 
HORT 


andMore^ 


How  often  have  you  felt  that  you  would  give  all 
you  have  to  be  just  an  inch  or  two  taller? 

Well  you  can  add  that  much  to  your  natural 
height— even  more.  Don’t  think  you  cannot. 

Science  has  proved  that  it  is  possible  for 
anyone  to  increase  their  height  from  two  to  five 
inches. 

You  can  do  so  safely,  surely,  quickly,  in  your 
own  home,  without  the  possibility  of  hurting 
yourself  and  without  resorting  to  drugs,  medi¬ 
cine,  operation,  electricity  or  anything  unpleas¬ 
ant. 

If  you  remain  short  and  stunted  any  longer  it 
will  be  your  own  fault. 

It  you  wish  to  get  taller — to  add  from  2  to  5 
inches  to  your  height,  you  can  learn  exactly  how  to 
do  so  by  writing  for  a  copy  of  an  interesting  book 
which  will  be  sent  you,  absolutely 

FREE  OP  ALL  CHARGE 

This  book  explains  how  you  can  gain  height  by 
expanding  or  enlarging,  by  exercise,  the  cartilage 
which  is  between  the  bones,  just  as  you  enlarge  the 
size  of  your  muscles  by  exercise. 

There  are  19  inches  of  cartilage  between  the 
head  and  the  feet,  so  you  have  only  to  enlarge  it  10 
per  cent,  to  get  about  two  inches  of  extra  height. 

This  free  book  tells  you  just  how  to  do  it. 

It  explains  also  why  this  method  broadens  your 
shoulders,  tones  up  your  whole  system  and  makes 
you  better  in  every  way. 

It  shows  that  the  United  States  Government 
and  nearly  every  other  civilized  government  has 
issued  the  strictest  kind  of  patents  to  protect 
this  system,  proving  that  the  system  has  real 
merit.  Moreover,  there  are  many  thousands  of 
dollars  back  of  the  guarantee  which  covers  this 
system.  • 

If  you  wish  to  add  to  your  height,  so  as  to  be 
able  to  see  well  in  a  crowd  or  at  the  theatre,  to 
walk  or  dance  in  comfort  or  without  embarrass¬ 
ment  with  a  tall  person,  and  to  enjoy  all  the 
other  advantages  that  added  height  affords,  write 
to-day  for  this  book.  It  is  free,  and  explains  all. 
Address: 

THE  CARTILAGE  COMPANY 
59  B,  Unity  Building,  Rochester,  N.Y. 


WANTED 

Several  book-keepers  for  large  mercantile  firm  in  the  Southwest; 
must  be  experienced  on  individual  ledgers  such  as  used  in  large  de¬ 
partment  stores;  salary  $90  per  month  at  start;  state  experience  in 

answering.  .  .  r-.Tr.  . 

Our  business  IS  secunng  competent  men  for  Western  employers 
and  we  have  a  constant  demand  for  men  in  all  branches  of  office 
work.  Write  for  information. 

BUSINESS-MEN’S  CLEARING  HOUSE,  305-6  Century  Bldg.,  Denver,  Colo. 


Salary  Tripled  in  a  Year. 

George  F.  LaBree,  a  member  of  the  of¬ 
ficial  staff  of  court  reporters  of  the  State’s 
Attorney’s  office  of  Cook  County,  Chicago, 
Illinois,  a  little  over  a  year  ago  was  work¬ 
ing  for  $12  a  week.  He  was  perfected  by 
the  Success  Shorthand  School,  79  Clark 
Street,  Chicago,  and  is  now  getting  a  sal¬ 
ary  three  times  as  large  as  that  he  could 
formerly  command.  He  is  but  one  of  hun¬ 
dreds  who  have  succeeded  through  this 
school.  See  page  877. 


CLASP  GARTERS 

Make  All  Men 
Comfortable 


Pioneer 

Suspender  Co., 

718  Market  St., 
Philadelphia. 

k  Makers  of 
k  Pioneer 

Suspenders. 


One  piece. 
Pure  silk,  25 
cts.  at  deal¬ 
ers  or  by 
mall. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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SHORTHAND 

IN  30  DATS 


We  absolutely  g^uarantee  to  teach  shorthand  complete  in  only 
thirty  days.  You  can  learn  in  spare  time  in  your  own  home.  No 
matter  where  you  live.  No  need  to  spend  months  as  with  old 
systems.  Boyd’s  Syllabic  System  is  easy  to  learn — easy  to  write  — 
easy  to  read.  Simple,  Practical,  Speedy,  Sure.  No  ruled  I'nes — no 
positions — no  shading,  as  in  other  systems.  No  long  list  of  word 
signs  to  confuse.  Only  Nine  ('haraeters  to  learn  and  you  have  the 
entire  English  (or  any  other)  language  at  your  absolute  command. 
The  best  system  for  stenographers,  private  secretaries, _  newspaper 
reporters.  Lawyers,  ministers,  teachers,  physicians,  literary  folk 
and  business  men  may  now  learn  shorthand  for  their  own  use. 
Does  not  take  continual  daily  practice  as  with  other  systems. 
Our  graduates  hold  high  grade  positions  everywhere.  Send 
to-day  for  booklets,  testimonials,  guarantee  offer,  etc. 

CHICAGO  CORRESPONDENCE  SCHOOL 

937-25  Chicago  Opera  House  Block,  Chicago 


TtlE 

You  can  stop  forgetting  by  a  little  practice 
SUCCESS^Wy  and  a  few  simple  rules.  You  can  study  my 
course  anywhere,  any  time,  in  spare  moments. 
You  are  no  greater  intellectually  than  your  memory. 
Simple,  inexpensive.  Increases  business  capacity,  social  standing  by 
giving  an  alert,  ready  memory  for  names,  faces,  business  details, 
study.  Develops  will,  concentration,  conversation,  public  speak¬ 
ing,  writing,  etc.  Write  today  for  free  copy  of  my  interesting 
booklet,  “How  to  Remember.’’  Address, 

DICKSON  SCHOOL  OF  MEMORY,  T60^  KIMBALL  HALL,  CHICAGO 


“How  to  Remember’’ 

Sent  Free  to  Readers  of  this  Publication. 


WANTED,  BOOK-KEEPERSI 

To  compete  for  prizes — $5.00  worth  of  books  selected  from 
those  published  by  The  Book-Keeper  Publishing  Co.,  Ltd., 
of  Detroit  for  the  best  answers  as  to  the  merits  of  the 
CHALLENGE  SAFETY  VOUCHER  CHECK. 

A  year’s  subscription  to  the  Business  Man’s  Magazine  for 
best  answer  as  to  its  disadvantages.  Sample  on  request. 
Give  name  of  firm  by  whom  employed. 

MODERN  CHECK  COMPANY,  Box  364,  Station  H,  CLEVELAND,  OHIO. 


DON’T  BUY  GOOD  CIGARS 

and  then  spoil  their  flavor  through 
neglect.  Get  a  HUMIDOR  and  keep 
your  cigars  just  right.  Will  better 
any  cigar.  THE  HUMIDOR 
shown  here  isin weathertd  oak,  band¬ 
ed  with  Swedish  iron,  metal  lined  and 
air  tight  and  will  hold  100  cigars. 
Sent  express  paid  for  $15.  A  very 
desirable  gift.  Send  for  free  catalog  “A”  of  “HUMIDORS” 
and  other  things.  The  Humidor  Co.,  131  W.  24th  St.,  N.V . 


OVERNMENT  POSITIONS 

More  than  80,000  appointments  made  last 
year.  Splendid  chances  now.  Post  Office  Clerk 
and  Carrier  and  other  examinations  soon  in 
every  State.  Thousands  we  prepared  have 
bwn  appointed.  Established  1893.  W ork  con¬ 
fidential.  No  political  influence  needed.  Full 
particulars  free  concerning  positions,  salaries, 
sample  questions,  etc. 

NATIONAL  CORRESPONDENCE 
INSTITUTE,  41-70  Second  Nat’I 
Bank  Bldg.,  WASHINGTON.  D  C. 


A  $100,000  Shorthand  Business. 


William  E.  Curtis,  in  the  Chicago  Rec¬ 
ord-Herald,  says  that  Walton,  James  & 
Ford  is  the  largest  shorthand  firm  in  the 
world,  doing  a  business  of  $100,000  annu¬ 
ally.  These  experts  are  at  the  head  of  the 
Success  Shorthand  School.  They  teach  the 
most  expert  shorthand  by  correspondence. 
See  page  877. 


The  famous  Calculatino  Machine 

Enthusiastically  endorsed  the  world 
over.  Rapid,  accurate,  simple,  prac¬ 
tical,  durable.  Computes  nine  columns 
simultaneously.  Adds,  subtracts,  etc. 
Saves  time,  labor,  money.  Capacity 
999,999,999.  Will  last  a  lifetime. 


THE  MODERN  BUSINESS  NECESSITY 

Should  be  on  Every  Desk. 

Read  What  Pleased  Users  Say 

DlOO.OO  would  not  take  it  from  me.  It  Is  all  you  claim. — B.  A. 
Carver,  Troy  Center,  Wis. 

I  do  not  think  the  8375.00  machine  can  be  compared  with 
your  $5.00  machine.— K.  G.  Malhint,  Avoca,  La. 

Have  found  it  entirely  equal  to  any  of  the  high-priced  cal¬ 
culating  machines. —  W.  J.  Ilirni,  Visalia,  Calif. 

Does  the  work  of  a  $375.00  machine  for  the  small  amount  of 
$5.00. — Thomas  J.  Mitchell,  Helena,  Ark. 

Two  models:  oxidized  copper  linisli,  $5.00;  oxidized 
silver  finisli,  with  case.  $10.00,  prepaid  in  U.  S.  Size 
4  x  10?i  ins.  Write  for  Free  Descriptive  Booklet, 
Testimonials  and  Special  Offer.  Agents  wanted. 

C.  E.  LOCKE  MFG.  CO.,  23  Walnut  St.,  Kensett,  Iowa. 


ENNEN  S  TALCUM 


CHAPPED  HANDS,  CHAFING, 

and  all  afflictions  of  the  skin.  "A  little  higher 
in  price,  perhaps,  than  vjorthless  substitutes,  but  a 
reason  for  it.”  Delightful  after  shaving.  Sold 
everywhere,  or  mailed  on  receipt  of  25  cents. 
Get  Mennen's  (the  original).  Sample  free. 

GERHARD  MENNEN  COMPANY.  Newark.  N.J. 


3 


MONTHS  FREE 

If  you  are  interested  in  any  kind  of  investment,  Oil,  Min¬ 
ing,  Plantation,  Industrial,  Lands,  Stocks,  Bonds,  Mort¬ 
gages,  etc.,  send  us  your  name  and  address  and  we  will  send  you 
The  Investor’s  Review  for  3  months  free  of  charge.  A  journal  of 
advice  for  investors,  (jives  latest  and  most  reliable  information 
concerning  new  enterprises.  Knowledge  is  power.  Great  oppor¬ 
tunities  come  and  go.  Great  fakes  likewise.  Get  posted  be 
investing.  Write  to-day. 

INVESTOR’S  REVIEW,  •  1314  Gaff  Building,  CHICAGO,  ILL. 


DO  YOU  TALK  BRILLIANTLY?  DO  YOU  TALK  TO  THE  POINT? 

I  CAN  HELP  YOU  TO  BECOME  FLUENT  OF  SPEECH 

The  faculty  of  ready  speech  lends  influence  and  wins  favor;  it  brings 
popularity  and  is  more  surely  a  money-earning  power  than  is  any 
other  acquisition.  If  you  would  possess  this  ability  to  talk  well,  as 
an  aid  to  business  success,  as  a  social  accomplishment,  or  as  a  con¬ 
trolling  element  of  personal  influence  in  clubs  or  organizations,  send 
me  10  cents  in  stamps  and  I  will  forward  to  you  my  little  book 

“A  TALK  ON  TALKING” 

It  is  not  a  question  of  possibility,  but  of  method,  of  knowing  how. 
Address:  LOItIN  DE  LOKJIE,  Suite  9:!3,  lUO  Wu^hington,  Street,  ('IIICAGO 
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I  CAN  SELL  YOUR  PATENT 


Booklet  explaining  how 
mailed  FREE. 

Fifteen  years*  experience. 

Patent  sales  exclusively. 

If  you  have  a  patent  for 
sale,  call  or  write. 


WILLIAM  E.  HOYT,  Patent  Sales  Specialist 

Dept.  B.  290  Broadway  NEW  YORK 


r  Don’t  Worry  “r/siow 

accounts,  make  your  own  collec¬ 
tions  wijh  our  wonderfully  effec¬ 
tive,  quick  and  simple  system. 
Debtors  settle  direct  with  you.  No 
contracts  or  notes  to  sign,  no  possi¬ 
bility  of  you  being  swindled.  Can 
be  used  in  all  lines  of  Credit  Busi¬ 
ness  any  where  in  United  States  or 
Canada  with  astonishing  results. 
Complete  outfit  mailed  on  30  days 
free  trial.  Costs  but  $2.00  if  it  collects  less  than 
$500.  Nothing  if  not  satisfactory — May  we  send 
you  full  description? — Free. 

AMERICAN  B.  AGENCY,  Castorland,  N.  Y. 

Send  for  a  copy  of  "The  Creditor's  fournal — it's  free. 


^^Dieunonds 

on  open  account 


UR  offer  is  open  to  all 
i  KT.QUALiTY-A-i  \  i  merchants  With  good  rating 

and  also  to  individuals 
holding  responsible  positions.  To  such  we 
will  send  Diamond  Ring  like  cut,  C.  O.  D. 
$30,  subject  to  examination.  Balance  may  be 
paid  in  30  days,  off;  60  days,  2%  off,  or 
in  90  days  net.  Our  Catalog  No.  T225  will 
interest  you.  Send  for  it. 

R.  CHESTER  FROST  &  CO. 

215  (T225)  STATE  ST. 
Established  1881  CHICAGO 


Do  You  Want  Shorthand 

If  so  you  can  get  it  through  us.  We  cannot 
teach  you  in  30  days — we  do  not  believe  any 
one  can — we  will  not  make  a  reporter  of  you 
in  3  or  4  months,  the  reporter  of  to-day  is  the 
amanuensis  of  5  or  10  years  ago.  But — 
if  you  want  the  best  system 

GRBGG 

If  you  want  it  in  the  least  possible  time  con¬ 
sistent  with  High  Grade  results  and  at  a 
price  reasonable  for  good  service — take  our 
Course  by  mail.  Send  now  for  rates. 

MacCORMAC  SCHOOLS,  451  E.  63rd,  Chicago 


ISTAFFORD  DESKS 


PRICE 


$19.90 


F.  0.  B. 
Factory 


48  in.  long,  32  in.  deep,  51  in. 
high.  White  oak,  finished  gold¬ 
en.  Has  built-up  writing  bed 
and  panels,  moulded  stiles, 
framed  extension  slides.  All 
side  drawers  have  movable 
partitions,  and  are  locked,  in¬ 
cluding  center  drawer,  by  clos¬ 
ing  curtain.  In  top,  four  oak- 
front  file  boxes;  one  letter 
file;  2  card  index  drawers; 
private  compartment  with 
door  and  lock;  blotter  racks, 

Cen  racks,  small  drawer,  m 
racket  drawers,  book  stalls, 
etc.,  as  shown.  The  depth  of  this  desk  (32  in.)  and  the  case’s  being 
well  up  from  bed,  makes  it  with  all  its  conveniences  a  MOST  PRAC¬ 
TICAL  UESK.  Sent  anywhere  on  approval.  Send  for  lOO-page 
Catalogue  Desks,  Chairs,  Files,  etc.  Also  ask  for  large  Catalogue 
Library  and  House  Furniture  and  get  Factory  Prices. 

We  Make  School  &  Church  Furniture,  Assembly  and  Opera  Chairs. 
Agents  and  dealers  wanted  everywhere.  E.  D.  Stafford  Mfg.  Co.  Chicago 


HAVE  YOU  A  BUSINESS 
MAN’S  PRINTING  OUTFIT? 


The  best  is  none  too  good  for 
you.  The  Fulton  Kew  Movable 
Type  Sets  are  the  BEST,  being 
the  most  perfect  and  complete 
outfits  ever  offered  the  busi¬ 
ness  man.  Outfit  No.  206 con¬ 
sists  of  a  5  A  font  of  type,  in 
handsome  polished  wood  box 
with  brass  trimmings,  includ¬ 
ing  a  two-line  holder  and  a 
F’lilton  Self-inking  pad  sent 
complete  for  $1.  Other  sets 
rubber  stamps  and  pads  in 
proportion.  Send  for  catalog. 
If  you  have  not  sent  25c  for  a 
New  Non-Blurring  Wood  Ink 
Pad,  do  so  at  once. 


FULTON  RUBBER  TYPE  CO.,  455  Broadway,  NEW  YORK 


XMAS 
TREE 
LIGHTS 
WITH 
BATTERY 
$3  UP. 


CEB^ElfAliD 


WE  ARE  SELLING 

Toy  Electric  Railways,  - 

$3  to 

$60.00 

Passenger  and  Freight  Trains, 

-  5  to 

50.00 

Electric  Books,  ... 

Necktie  and  Cap  Lights, 

10c  to 

5.00 

-  75c  to 

5.00 

Battery  Table  Lamps, 

3  to 

10.00 

Carriage  and  Bicycle  Lights, 

3  to 

6.00 

Lanterns  and  Pocket  Lights, 

-  75e  to 

3.00 

Battery  Motors  and  Fans, 
Electric  Boor  Bells,  complete, 

-  1  to 

12.00 

-  75c  to 

1.50 

Telephones,  complete, 

2.50  and 

5.95 

Telegraph  Outfits,  complete, 

-  1.75  to 

2.50 

$8.00  Medical  Batteries, 

. 

3.95 

$12.00  Electric  Belt  and  Suspensory, 

. 

2.50 

Dynamos  and  Motors, 

•  1  to 

1000.00 

Gas  and  Gasoline  Engines, 

3  to  1400.00 

IVe  undersell  all.  Catalog  free.  IVant  agents. 

OHIO  ELECTRIC  WORKS,  Cleveland,  Ohio 


From  High  School  to  Court  Reporting. 

Warren  Hannum,  a  successful  young 
reporter  at  Lancaster,  Wis.,  was  competent 
to  do  expert  court  reporting  when  he 
graduated  from  high  school.  He  writes  the 
Success  Shorthand  system,  taught  by  the 
Success  Shorthand  School,  79  Clark  Street, 
Chicago,  and  obtained  his  instruction 
through  home  study.  Many  others  have 
succeeded  in  the  same  way.  See  page  877. 
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FIVE  PER  CENT— AND  YOUR 
MONEY  WHEN  YOU  WANT  IT 


NO.  1 


Five  Per  Cent  is  a  very  liberal  rate  of  interest — 
Especially  when  it  is  paid  for  every  day  your 
money  is  on  deposit — 

And  when — at  the  same  time  your  money  is 
entirely  under  your  control — may  be  withdrawn 
at  any  moment,  without  notice — 

This  company  is  enabled  to  make  such  a  liberal 
offer  for  several  reasons: 

It  does  business  in  the  rapidly  developing  south 
where  money  brings  large  returns — 

It  invests  its  capital  only  in  first  mortgages  on 
improved  real  estate — 

It  has  been  in  business  11  years  and  has  had 
large  experience  in  these  lines — 

It  has  never  lost  a  dollar  for  any  depositor — 
Has  never  failed  to  pay  at  once  every  demand 
made  upon  it. 


It  has  a  great  many  depositors  living  in  all 
parts  of  the  country — YOUR  MONEY 
might  just  as  well  be  earning  5%  as  not — 
Write  to-day  for  booklet — » 


CALVERT  MORTGAGE  &  DEPOSIT  CO. 

1044  ■'Calvert  Building,  Baltimore,  Md. 


'/2  CARAT  QUALITY 
-  A-l-$  8000 
^14.  DOWN 
^  7.  PER  MONTH 


OTHER  QUALITIES 
OF  SAME  SIZE 
AS  LOW  AS  $  60. 


HERE’Sian  erroneous  idea  abroad  that  nil  dealers 
doing  a  credit  business  are  obliged  to  charge  high 
prices  to  offset  their  losses.  ' 

True, most  installment-dealers  must  and  do  charge 
two  prices — but  they  follow  ancient  methods. 

We  have  no  losses  worth  mentioning  because  we 
to  do  business  with  dishonest  people  at  any 
price  and  are  thus  enabled  to  sell  honest  persona 
“On  Credit”  at  practically  cash  prices. 

Our  methods  will  appeal  particularly  to  those  who  are 
entitled  to  a  “square  deal.” 

Upon  request  we  will  send,  subject  to  examination~-expre8S 
prepaid,  a  ^  carat  diamond  set  in  mounting  like  cut  or  in  any 
standaro  14-kt.  solid  gold  mounting.  If  ring  proves  to  be  in 
every  way  satisfactory  pay  express  agent  $14.  If  you  would 
rather  have  goods  sent  by  registered  mail  or  at  first  writing 
desire  to  show  that  you  mean  business,  send  $14  with  order 
Balance  may  be  paid  monthly  or  weekly. 

Catalog  No.  I  16  shows  a  wealth 
of  diamonds  from  $12  to  $1,400, 
also  watches  and  a  general  line  of 
jewelry.  It’s  free. 


Herlert  SCI 

313  (I  16)  STATE  STREET,  CHICAGO 

Established  1882  Eesponsibility,  $250,000.00 


ARE  YOU  MP?  AT  YOUR  OFFICE? 


If  you  keep  a  change  of 
linen  or  clothing  for  emer¬ 
gencies  the  Office  Couch 
and  AVardrobe  is  a  ne¬ 
cessity. 

Handsome  high  grade 
metal  couch  convertible  into  a  double  bed  complete  with 
best  spring,  mattress  and  flounce  and  concealed  cedar  box 
rolls  out  from  beneath  on  castors.  Couch  2  ft.  2  in.  wide,  6 
ft.  1  in.  long.  Bed  4  ft.  wide.  Regular  price  ^18.00,  but 
to  introduce  our  metal  furniture  in  every  community  we 
will  ship  this  couch  promptly  on  receipt  of  $10.00,  N. 
Y.  draft  or  money  order.  Money  returned  if  not  satis- 
factoiy.  Send  for  literature  and  prices  of  our  ironfold  office 
and  library  furniture. 

Metal  Furniture  Mfg.  Co.,  iu  New  York 


Who  Are  They? 

Meaning  the  FREE  SPENDERS  who,  recruited  by 
thousands  upon  thousands,  eac/t  year*  scatter 
wealth  broadcast  in  all  the  Centers  of  luxury 
throughout  the  World. 

How  did  they  get  the  money? 

That  open  secret  is  told  in— 

H  “Speculative  V entures' 

Only  a  little  book — but  brimful  of  intensely  inter¬ 
esting  and  valuable  facts,  information  and  advice, 
for  those  who  want  to  share  in  the  present,  unpre- 
cedended  Era  of  American  Prosperity.  It  is  written 
by  a  Veteran  Expert  who  had  as  many  “Ups 
and  Downs”  as  an  elevator — before  he  became  wise. 

Price  Ten  Cents — if  found 
worth  dollars  after  reading. 

Address:  PAUL  E.  de  RUYTER 
*213  Com.  Nat.  Bank  Bldg.,  Chicago' 


^YOUR  CROOKED  LEGS-i 

Made  to  appear  Straight  by  the 
Perfect  Leg  Form  Undetect¬ 
able.  Fits  any  leg.  Light  as  a  feather. 

Perfectly  comfortable.  Sent 
postpaid  in  plain  package  with  com¬ 
plete  instructions  for  only  two 
dollars  ($2.00),  Correspondence 
confidential.  Write  today. 

THE  SYM-FORM  CO. 

204  Monroe  St.,  Chicago,  III. 

— ^^Have  Some  Styie  About  You^^ — 


Ten  Months’  Study — $3  000  a  Year. 

You  say  you  know  nothing  of  shorthand. 
Neither  did  R.  L,  Sanner,  the  official  court 
reporter  at  Decatur,  Ill.,  ten  months  be¬ 
fore  he  received  his  appointment  to  that 
position,  worth  $3,000  a  year.  He  was  in¬ 
structed  by  the  Success  Shorthand  School, 
79  Clark  Street,  Chicago,  which  will  teach 
you  the  same  shorthand  at  your  home.  See 
page  877. 
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YOUR  SIGN  IS  YOUR  FIRST  INTRODUCTION 


to  the  public.  Let  it  create  a  favorable  impression  and 
half  the  business  battle  is  won.  Stafford  Signs  have 
just  the  quality  that  puts  confidence  in  people  that 
your  business  is  strong  and  substantial.  Wernake  them 
handsome  and  durablein  brass,  bronze  orgerman  silver. 
Send  to-day  for  catalogue  76  which  also  describes  Name 
and  Number  Plates:  Letters,  Figures,  etc.  Business 
established  in  1857  and  has 
been  awarded  medals  and 
diplomas  at  sonie  of  America’s 
leading  expositions. 

N.  STAFFORD  CO., 

67  Fulton  Street, 

NEW  YORK,  •  U.S.  A. 


THE  “PERFECT” 

SEALER 


A  seal  that  is  safer  than  wax.  Absolutely  permanent.  In= 
stantaneous.  Very  neat  and  convenient.  Also  as  good  a  paper 
fastener  as  any  made. 

Price,  75  Cents  Each 

Metal  seals  25c.  per  box  of  100;  10  boxes  $1.50 

A.  T.  KLINE  MERCANTILE  CO 

89  Main  Street,  Dept.  C.  SOMERVILLE,  N.  Y. 


Pen  Carbon 

After  much  experiment  we  have 
produced  a  carbon  paper  sensitive 
to  the  lightest  touch  of  an  ordinary 
pen.  Ordinary  writing  pressure 
assures  a  clear  and  legible  copy. 
Ask  for  samples. 

We  manufacture  Carbon  Papers 
for  all  purposes,  and  Typewriter 
Ribbons  for  1 11  machines.  Write  us. 

The  Neutric  Chemical  Company, 

44  N.  4th  St.,  Phila.,  Pa. 


Straight  Legs 

If  yours  are  not  so,  they  will  appear 
straight  and  trim  if  you  wear  our  Pneuma¬ 
tic  or  Cushion  Rubber  Forms.  Adjusted 
instantly.  Impossible  to  detect,  easy  as  a 
garter.  Highly  recommended  by  army 
and  navy  officess,  actors,  tailors,  physicians 
and  men  of  fashion.  Write  for  photo¬ 
illustrated  book  and  testimonials,  mailed 
under  plain  letter  seal. 

The  ALISON  CO.,  Dept.  G.,  Buffalo,  N.  Y. 


P  ATFWT^  that  PROTECT 

A  s^L  A  A  sJ  72-p.  Book  Mailed  Free 

R.  S.  &  A.  B.  LACEY,  Patent  Att’ys, Washington,  D.C. 


one  cart  always  see  the  hand  of  the  fool  or  [he 
hand  of  the  masTer;fool  advertising  pays  soft7etifi?e5. 
iTiaster  advertising  pays  all  the  time. 

blaster  Advertising  Copy 

is  prepared  atTHE  LETTER  SHOP  by  the  most  dow* 
erfiil  force  of  adverlisini  copy-writers  it?  America,  Ask 


Frankliji?  Hobbs,  Himself 

Caxton,  Block''— j 
Chicago  U.  5.  A. 

Booklet  WHHE  LETTER  SHOP 

Himself  and  H  is  Seal  for  the  dskit?^ 


What  of  the  Future? 

Are  you  looking  for  an  opening?  Do 
you  know  that  a  knowledge  of  shorthand 
is  the  best  wedge  obtainable  for  getting  into 
any  line  of  business?  It  acquaints  you 
with  successful  men  in  the  commercial 
world,  while  private  secretaries  and  court 
reporters  are  well  paid.  The  Success 
Shorthand  School,  79  Clark  Street,  Chica¬ 
go,  has  graduated  more  people  now  earn¬ 
ing  $25  a  week  and  more  than  any  other 
institution  in  the  world.  It  is  conducted 
by  the  most  successful  stenographers  in 
the  world,  and  they  teach  you  at  your  home 
the  same  shorthand  they  use.  See  page 
877. 


using  my 
system  o  f 
preventing 

_ errors  nev¬ 
er  re-check.  It  prevents  all  errors  in  posting  without 
check  figure  or  re-writing  on  slips.  It  proves  work 
Daily.  Trial  Balance  unnecessary >  Latest  system 
published.  Write  to-day  for  free  information.  I  audit, 
design  special  systems  for  any  business  savingS05F  work 
ROBT.  J.  McIntosh,  Public  Accountant,  613-614  Spitzer  Bldg.,  Toledo,  0. 


STAMMER 

Write  at  once  for  our  new  illustrated 
200-page  book.  The  Origin  and  Treat¬ 
ment  of  Stammering.  The  lar^st  and 
most  instructive  book  of  its  kind  ever 
published.  Sent  free  of  charge  to  any 
person  who  stammers  for  6  cents  in 
stamps  to  cover  postage.  Address 
The  Lewis  School  for  Stammerers, 

9  Adelaidb  St.,  Ditboit,  Mich, 


SELL  GOODS  BY  MAIL— THE  COMING  BUSINESS 
method.  Start  now;  stop  working  for  others.  Big 
profits.  Money  comes  with  orders.  Our  plan  for  start¬ 
ing  beginners  is  a  “sure  winner.”  Particulars  for  stamp. 
Franklin-Howard  B.  Company,  Kansas  City,  Mo, 
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Thousands  of  Readers  of  This  Paper 

Have  already  cut  out  the  followiuff  coupon.  If  you  have  not  yet  done  so,  you  should  by  all 
means  do  so  at  once.  Do  not  put  it  off,  you  may  forget  it  or  it  may  be  too  late.  Each  one  send¬ 
ing  in  this  coupon  secures  a  contract  certiflcate  for  from  $100.00  to  $500.00  in  one  of  the  most 
profitable  enterprises  in  the  world.  Such  an  offer  was  probably  never  made  before  and  you 
cannot  afford  to  miss  it.  Every  reader  of  this  paper  can  and  should  take  advantage  of  it  now. 


CUT  THIS  OUT 


$1 


p  AS  LONG  AS 
ill  YOU  LIVE. 

Do  you  -want  an  Income  of  from  $100.00  to  gl, 000.00  a  year  for  life?  If  so,  return  this 
coupon  promptly.  Yon  take  absolutely  no  risk  ot  any  l^'nd.  K  upon  examination  you  are 
not  tliorouglily  convinced  that  this  is  one  of  the  GREATEST  OPI  <>K.TUN1TIES  of 
your  life  to  secure  a  steady,  permanent  income,  as  long  as  you  live,  you  are  under 
no  obligation  to  make  any  payments  whatever,  so  don’t  delay,  but  send  in  coupon  at  once. 

NOTE— Write  name  plainly  so  that  no  mistake  will  be  made  in  filling  out  certificate. 

Po»i  . . 

County .  State . 

Please  reserve .  . Shares  for  me,  send  me  certificate,  booklet,  reports  and  all 

information ^  if  I  am  fully  convinced  that  it  is  an  enterprise  of  the  soundest  character  and 
wiil  prove  E>OKMODs*LY  profitable,  I  will  pay  for  same  at  the  rate  of  $2.00  per  share 
per  month  until  fully  paid.  No  more  than  five  shares  reserved  for  any  one  person. 

CONTINENTAL  COMMERCIAL  COMPANY,  7«6  Fullerton  Building,  ST.  LOUIS,  MO. 


BEAUTIFUL  ALBUM  FREE! 


An  e'egant  Souvenir  Photograph  Album  containing  a  number  of 
very  interesting  views  will  be  sent  free  to  all  returning  this  coupon. 


A  Young  Court  Reporter. 

George  L.  Gray,  the  official  court  re¬ 
porter  of  the  Fourth  Judicial  District  ot 
Iowa,  with  headquarters  in  Sioux  City,  is 
one  of  the  youngest  shorthand  reporters  in 
the  United  States  occupying  an  official  po¬ 
sition.  He  is  but  eighteen  years  old,  and 
his  position  is  worth  in  the  neighborhood 
of  $3,000  a  year.  He  is  a  graduate  of  the 
Success  Shorthand  School,  79  Clark  Street, 
Chicago.  See  page  877. 

New  York  University 
School  of  Commerce 

Special  Evcnint^  Courses  in  Banking, 
Accounting,  Insurance,  Rea!  Estate  and 
Advertising.  Washington  Sq.,  N.  Y. 


jE 


Scarf  Pin  Fastener— Every  man  should  have  one.  The 
only  absolute  protection  against  loss  or  theft  of  valu¬ 
able  scarf  pins.  Positively  prevents  pin  working  up 
and  looking  untidy.  Scarf  pin  slips  through  hole  in 
threaded  rod  and  a  twist  of  the  round  cap  grips  it 
tightly  on  pin  (see illustration!.  Fitsanypln.  Keliable 
and  quii-klv  adjusted  Prepaid  to  any  address  for  iOe. 
(silver).  Money  buck  if  not  satisfied.  Agents  wanted. 
Reference.  Austin  State  Bank. 

Erie  Supply  Co  ,  5804  Erie  St.,.  Chicago. 


PARKER’S 
HAIR  BALSAM 

Cleanses  and  beautifies  the  hair. 
Promotes  a  luxuriant  growth. 
Never  Fails  to  Restore  G-ray 
Hair  to  its  Youthful  Color. 
Cures  scalp  diseases  &  hair  falling. 
50c,  and  $1.00  at  Druggists 


SPENCERIAN 

PERFECT 

Steel  Pens 

USED  BY  EXPERT  AND  CAREFUL  PEN¬ 
MEN  FOR  NEARLY  FIFTY  YEARS 
Sample  card,  12  pens  different  patterns,  will  be 
sent  for  trial  on  receipt  of  6  cents  in  postage 
stamps,  .^sk  for  card  R. 

SPENCERIAN  PEN  CO. 

349  BROADWAY  NEW  YORK 


INVESTORS 

:ficsiring  to  realize  the  Large  Interest  and  Profits  possiM® 
in  legitimate  Mining,  Oil,  Timber,  _  and  Smelter  Invest^ 
ments  and  Dividend-paying  Industrial  Stocks,  listed  and 
milisted,  should  send  for  our  Booklets,  giving  full  informsp 
tiono  mailed  freco 

DOUGLAS,  LACEY  &  CO., 
bankers  <SL  Brokers.  66  Broadway.  New  York 


PENMANSHIP 

Adequately  taught  by  mail.  Leam  to  write  a  good  busimes® 


year's  subscnption  lu.  wi.*. 

Western  Penman,  all  now  for  $3.00,  A  handsome 
diploma  when  course  is  completed.  We  are  making  more 
good  business  penmen  than  all  other  agencies  in  America 
combined.  Over  100,000  pupils  enrolled.  Catalog  free. 

Him  SCHOOL  (Esi  188n  Boi  86,  CEOAR  RAP^OS.  im 


PATENTS 

prominent  manufacturers. 

ft  Paekert 


Promptly  SecureoQ 

Highest  references  from 
Write  for  Inventor's  Hand  Boo'S 

992  C  Si.o  feo 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


Account  no.  / ^ 


Name 


AODRESS 


pAee 


CmOiT 


OAT£ 


The  Simple  Way 


is  The 


MORTON 

I  I  1 1  M  ■  ■  ■  I  — 


SAFETV  RAZOR 


Way 


A  slight  upward  pressure  releases  the  blade,  then  an  easy 
pull  and  the  blade  is  out.  Not  a  screw,  clasp  or  hinge  to 
manipulate — nothing  to  adjust.  The  most  sanitary  razor  made. 

Outfit  is  packed  in  a  handsome  velvet  lined  case  and  consists  of  our  'WOnder= 
ful  one  piece  handle  (triple  silver  plated)  and  12  double-edged  blades — 24  cutting 
edges — of  the  finest,  smoothest,  hardest  steel,  ground  by  our  own  process  to  alasting 
perfect  edge.  “The  Best  Blade  in  America.”  They  are  tempered  hard  enough 
to  cut  glass,  and  each  one  of  these  blades  will  give  you  20  to  40  smooth,  perfect, 
easy  shaves,  no  matter  how  harsh  the  beard,  with 


|s:’ 

At' 


The  little  metal  jnarketb  sliow  whea  each  acccunt  is  due  and  the  letter  tabbed  index  Sheets  divide  names  ia  alphaljptit  al  orde 

.  The  foltowiag  <»>ihplete  Loose  Leaf  Ledger  skipped  Prepaid 
'  bn  .Approve  to,  any  Express  Office  in  the  United  States: 


OJ?E  IMPROVED  PLAT  OPENIKO  LOOSE  LEAF  BINDER 
:  size  5-^  in,  high,  83^ da.  Wide,  in.  thick :  covered  with 
the  finest  tjualicy  of  imported  Buckram,  with  MusMia 
leather  hanh  antt  eornerti,  metal  parts  nickel  plated; 
i  tilled  with  200  Byron  .Weston's  linen  ledger  sheets 
-  and  indexes.  .  *  ' 

ONE  COMPLETE  SET  OP  - 25 '  ALPHABETICAL  INDEX 
SHEETS— With  durable  tabs  printed  on  both  sides,  for 
indexing^  the  accounts  Alphabetically. 

ONE  COMPLETE  SET  OF  12  MONTHLY  INDEX  SHEETS 
-With  durable  tabs  printed  on  both  sides,  for  arranging 


I 


accounts  according  to  Months. 

This  is  the  only  method  of  mdexing  accounts  at  the  top,  side  and  bottom  of  the  books,  thi», 
affording  an  easier  and  quicker  reference  than  is  possible  with  any  other  system.  With  this  L^ger 
we  give  you  our  128  page  book  on  the  subject  of  bookkeeping  and  Loose  Leaf  Accounting. 
valuable  information  it  contains  is  of  interest  to  every  business  man. 

MOORE  CORPORATION.  365  Stone  Street.  Rochester,  N.  Y. 

Makers  of  Blank  Hooks,  Loose  l.eaf  Binders  and  ufllice  Stationery.  Our  Goods  are  not  sold  by  J>e 


TWO  HUNDRED  BYRON  WESTON’S  LEDGER  SHEE1« 
[which  are  equivalent  to  400  pages],  pen  ruled  in  colors’ an« 
printed  on  Imth  sides ;  your  choice  of  fiVe  Standard  Ledg 
Rulings  as  follows:  Center  Ruled  Ledger  Forms,  117CB\ 
Extra  Debit  Ledger  Forms,  117DBW;  Petty  Ledger  Fom 
117BW ;  Standard  Ledger  Forms,  117BBW;  DouMe  Ledge*. 
Forms;  117EBW— perforated  with  four  holes;  size  <  mi 
high  by  8  in.  wide.  We  can  also  furnish  with  this  oatfij. 
Two  and  Three  Column  Cash  Book  or  Journal  rulingsll 
made  of  Weston’s  paper.  ^>4 

FIFTY  MOORE’S  MOVABLE  METAL  MARKERS- For  in-', 
indexing  the  accounts  by  Date  without  disturbing  th<S 
alphabetical  arrangement. 
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No  Honing  or  Stropping 

When  the  blades  become  dull,  return  them  with  50c  and  we  will  send 
you  12  new  ones;  1  doz.  blades  will  shave  you  every  day  for  a  whole  year. 

Prove  aii  this  by  a  Trial  at  Our  Expense 

Use  the  thirty  days  and  if  for  any  reason  you  are  willing  to 

part  with  it,  just  return  the  razor  and  we  will  return  your  money  without 
question.  We  pay  express  charges  both  ways.  We  will  authorize  any 
dealer  to  make  this  offer.  If  your  dealer  doesn’t  handle  the  MORTON  write 
us  for  our  interesting  booklet,  but  be  sure  he  doesn’t  induce  you  to  try 
“some  other”  kind.  There  is  no  other  razor  “  just  as  good.” 

MQgIQjj  1127  TACOMA  BLDG.,  CHICAGO,  U.  S.  A. 

Reference — Chicago  National  Bank. 


SHtet  Mo. 


IT£W3 


PAGE 


DATE 


/TEMS 
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THIS  BOOK  IS  FREE 


It  Tells  About  a  System  of 
Handling  Figures  With 
Lightning  Rapidity. 


One  Thousand  Copies  Will 
Be  Given  Away  to  Those 
Who  Apply  First. 


This  book  tells  about  mar¬ 
velous  methods  of  shorten¬ 
ing  calculations;  methods 
that  simplify  the  most 
difficult  business  problems  and 
sometimes  make  it  possible  to  do 
the  work  of  an  hour  in  the  space 
of  a  minute.  It  is  from  the  pen 
of  a  man  who  has  devoted  his 
life  to  the  subject  of  rapid  and 
accurate  calculations.  He  is  known 
throughout  the  United  States  as 
the  foremost  calculator  of  the 
day.  Every  man  should  calculate 
quickly  and  with  ease.  Every 
business  man  must  calculate,  and 
often  a  certain  calculation  must 
be  made  mentally  and  instantly  if 
you  would  take  care  of  your  own 
interests.  By  our  improved  Ineth- 
ods  you  see  results  without  effort. 
You  multiply,  add,  subtract  and 
divide  fractions  or  whole  numbers 
with  marvelous  ease.  The  meth¬ 
ods  introduced  by  this  book  will 
revolutionize  figuring  and  arith¬ 


metic  for  you.  You  can  learn 
at  your  own  home  with  little  ef¬ 
fort  and  without  loss  of  time. 
If  you  are  an  office  man,  the  re¬ 
sult  will  be  seen  in  your  pay  en¬ 
velope.  The  man  who  figures  ac¬ 
curately  and  rapidly  can  do  three 
times  as  much  work  as  the  one 
who  uses  ordinary  methods.  At 
present,  to  introduce  the  subject 
of  Rapid  Calculation,  this  book  is 
Riven  away  absolutely  free.  A 
postal  card  will  bring  it  to  your 
very  door.  Unless  you  know  all 
about  figures  that  you  want  to 
know,  unless  you  are  accurate  in 
every  calculation,  you  cannot  af¬ 
ford  to  be  without  this  informa¬ 
tion.  It  costs  you  nothing  to 
write;  it  may  cost  you  a  good 
position  or  a  valuable  promotion 
to  neglect  this  opportunity.  Ad¬ 
dress  Commercial  Correspondence 
Schools,  59  B  Commercial  Build¬ 
ing,  Rochester,  N.  Y. 


5  Name 


Account  no.  y  ^ 


These  .Accounts  are  indexed  BOTH  Alphabectically  and  According-  to  date  at  the  same  titae  in  the  same  book. 


J  This 
&  Complete 


Loose  Leaf  Ledgei* 

200  Sheets  size  8"  x  5"  Machine  Ruled  in  Colors  on  both  mdes.  Printed  Headings. 

Sent  Prepaid,  on  Approval ;  Your  Choice  of  7  Rniings — 

Try  it  for  ten  days  at  our  expense;  You  will  like  it  much  better  than  any 
^  bound  book  or  card  system  and  be  glad  to  mail  us  Two  Dollars  in  full  pay¬ 
ment.  If  you  think  it  is  not  worth  more  to  you  than  it  costs,  send  it  back  at 
our  expense.  To  day  is  a  good  day  to  order  one,  and  a  request  on  your 
Business  Stationery,  stating  which  style  of  ledger  ruling  you  prefer,  is  all  that  is 
necessary  to  get  one  for  inspection.  (Note  our  offer  on  the  opposite  page.) 


Byron  Westons* 
Linen  Paper 
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S  JIU-JITSU 

What  would  you  do  if  attacked  by  a  thug  at  close 
quarters?  You  never  know  when  you  may  meet  with 
such  an  attack. 

This  is  only  one  reason  why  every  man  and  woman 
should  know  Jiu-Jitsu,  especially  women  With  Jiu- 
Jitsu  strength  and  size  count  for  naught.  It  enables  a 
little  woman  to  overthrow  a  big,  powerful  man.  It 
tKerefore  affords  sure  protection  from  attack  by  thieves 

and  thugs.  .  .  ,  t-  t-.. 

You  do  not  have  to  be  strong  to  win  with  Jiu-Jitsu._ 

Nor  do  you  have  to  practice  much  to  excel  at  it, 
but  if  you  care  to  practice  this  perfect  form  of  exer¬ 
cise,  it  will  develop  great  strength  more  quickly  than 
any  other  method  of  exercise  known.  It  also  teaches 
quickness,  lightness,  agility  and  grace  of  movement. 

A  Free  Lesson  From  the  Greatest  Master 

To  prove  how  easy  it  is  to  master  the  secrets  of  this 
fascinating  art,  in  your  own  home,  without  apparatus 
of  any  kind,  and  to  show  you  the  difference  between 
the  real  Jiu-Jitsu  and  the  imitations  that  are  being  ad¬ 
vertised,  Mr.  Y.  K.Yabe,  formerly  Director  of  the  Ten- 
Shin  Ryu  School  of  Jiu-Jitsu  in  Japan,  will  send  to 
anyone  writing  for  it  a  complete  lesson  in  real  Jiu-Jitsu 
free  of  all  charge. 

What  the  Real  Jiu-Jitsu  Is 

The  art  of  Jiu-Jitsu  as  taught  by  Mr.  Yabe  is  the  method  of 
physical  training,  and  the  system  of  offence  and  defence,  used 
by  the  Imperial  Japanese  soldiers  for  thousands  of  years. 
Much  of  the  efficiency  of  this  method  is  due  to  a  number  of 
simple  but  easy  tricks,  by  which  an  assailant  can  be  overcome. 

Until  recently  it  has  been  a  crime  of  high  treason  for  any 
one  to  disclose  these  secrets  outside  of  the  Imperial  Schools, 
but  Mr.  Yabe  secured  permission  from  the  Mikado  to  teach 
these  arts  in  the  United  States. 

If  you  wish  to  learn  the  art  of  self-defence;  II  you  wish  to 
know  the  tricks  and  secrets  which  will  enable  you  to  over- 
come  ciny  onej  If  you  wish  to  know  the  system  which  has 
made  the  Japanese  the  hardiest,  strongest,  bravest  and 
toughest  people  in  the  world,  notwithstanding  their  small 
size;  If  you  wish  to  enjoy  jierfec^Jieal^  and  to  indulge  in 
fascinating  exercises  that  make  you  strong  and  vigorous; 
Write  to-day  for  Mr.  Yabc’s  free  lesson,  and  full  particulars 

of  the  art  of  Jiu-Jitsu. 

YABE  SCHOOL  OF  JIU=J1TSU 
S9  B,  Wisner  Building,  Rochester,  N.  Y. 


It  Does  Away  With  Trial  Balances 


\V/'E  WILL  prove  to  your  satisfaction  that  our  Ledger 
W  Balance  Proof  is  THOROUGHLY  PRACTICAL, 
requires  no  extra  books,  change  of  system  or  ledgers,  and 
relieves  you  entirely  of  all  trial  balances  of  Personal  accounts. 

Something  entirely  new  which  we  guarantee 
It  will  fay  you  to  write  us  for  information 

<Sfc  HAM,  Chattanooga,  Tenn. 


EASY”  TROUSER  HANGER 

Easy  to  keep  your  trousers  pressed 
and  in  shape  with  our  new  hanger. 

A  new  idea — quick  to  put  on  and  take 
off — trousers  always  hung  up  out  of  the 
way-  The  bag  is  all  gone  when  you  put 
them  on  again — no  metai  to  rust  in 
dampness.  Set  of  6  prepaid  $1.00. 

Sample  25e.j  3  for  60e.  in  coin. 

You  can  earn  a  good  salary  as  agent — they 
sell  easily.  Write  for  booklet. 

FRED  OLDS,  Box  583,  Alpena,  Mich. 


BOOKKEEPERS’  COMPANION  BOOKS 

COULE’S  Philosophic  I  COULE’S  New  Science 
*^Practical  Mathematics  ‘^and  Practice  of  Accounts 
1016  fp.,8xH  in,  I  TiO pp.  8x11  in. 

The  master  works  of  the  age  on  the  sciences  that  hold 
commerce  and  finance  in  their  orbits.^  They  are  revela¬ 
tions  in  Practical  Mathematics  and  in  Higher,  Expert 
and  Corporation  Accounting,  New,  enlarged  editions, 
Specimen  pages  and  indexes  sent  free.  Address 
Geo.  Soule,  603  St.  Charles  St  ,  New  Orleans,  La. 


INDEXING 


MADE  EASY.  A  valuable  sug¬ 
gestion.  All  offices  should  use 
The  Subject-Dating  Index  Scheme 
for  General  Correspondence.  Students  should  learn  it.  No 
books  nor  cards  needed  ;  only  necessary  to  know  how. 
For  instructions  send$l  to  C  VanAllen.1013  Penn  Ave.,  Pittsburg,  Pa. 


Appointed  Court  Reporter. 

Frank  C.  Eastman,  Warsaw,  N,  Y.,  is  the 
official  reporter  of  Wyoming  county.  His 
success  was  due  to  instruction  received 
from  the  Success  Shorthand  School,  79 
Clark  street,  Chicago.  Here  is  an  extract 
from  a  letter  dated  October  9,  1905,  ad¬ 
dressed  to  W.  L.  James,  one  of  the  expert 
instructors  in  that  school : 

“I  have  been  busy  night  and  day  since  I  sent 
in  the  last  lesson,  reporting  supplementary  pro¬ 
ceedings,  and  I  was  appointed  official  reporter 
of  the  Surrogate  and  County  courts  of  this  (Wy¬ 
oming)  county.  This  appointment  came  to  me 
unsolicited.  What  I  have  done  with  your  lessons 
has  helped  me  immensely,  for  within  the  last 
month  my  speed  in  writing  has  been  increased  30 
per  cent.  I  tell  you  of  my  appointment  because 
I  feel  you  are  interested  in  your  pupils.  I  had 
my  first  day’s  session  of  the  County  Court  today, 
and  came  out  without  any  trouble.” 

Mr.  Eastman  consequently  now  enjoys 
the  large  salary  which  the  court  reporter 
makes.  He  was  perfected  for  expert  work 
by  the  Success  Shorthand  School  (79  Clark 
street,  Chicago).  If  you  will  write  today 
about  the  home  instruction  of  this  school 
you  will  receive  full  particulars.  See  page 
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Press  Your  Trousers  While  You  Sleep 


Simplest,  handiest  and  most 
economical  method.  Keep  tronsers  in  perfect 
order  by  placing  them  in  the  press  on  retiring  and  by 
morning  they  will  have  that  well  pressed,  fresh  appearance 
with  a  regular  “tailor’s"  crease,  no  matter  how  wet,  baggy  or  out  of  shape. 
The  cost  is  saved  many  times  a  year,  and  provides  a  continuously  neat  ap¬ 
pearance  without  recourse  to  tailor  or  hot  iron.  This  is  the  day  of  the  good 
dresser.  Retain  YOUR  good  appearance  by  sending  $3.50  fora  Perfect  Pants 
Presser.  Makes  an  appropriate  Christmas  gift.  I'se  It  GO  days;  money  re¬ 
turned  if  nnsatlsfaetory.  Circulars  and  full  information  on  request 

PERFECT  PANTS  PRESSER  CO..  698  Rookery,  Chicago 

For  <  New  York  City,  Lewis  &  Conger.  San  Francisco.  Palace  Hardware  Co. 
sale-^  Boston,  Mass.,  William  H.  Richardson  &  Co.  Pittsburg,  Pa.,  J.  B.  Kaer- 
by  (  cher.  Chicago,  Ill.,  Marshall  Field  &  Co.  Denver,  Col.,  Geo.  Mayer 
Hardware  Co. 


PERFECT 

PANTS 

PRESSER 


BEFORE 


AFTER 


A  Successful  Private  Secretary. 

The  private  secretary  to  John  R.  Walsh, 
the  president  of  the  Chicago  National 
Bank,  is  Frederick  D.  Kellogg.  A  short 
time  ago  he  was  working  for  $40  a  month 
writing  the  Benn  Pitman  system  of  short¬ 
hand.  He  now  receives  a  salary  of  $150  a 
month,  and  his  position  allows  him  to 
handle  another  business  which  pays  him 
as  much  more.  He  perfected  his  short¬ 
hand  through  the  home  study  course  of  the 
Success  Shorthand  School,  79  Clark  Street, 
Chicago.  Is  his  career  a  lesson  for  you? 
See  page  877. 


GINSENG 


$25,000  made  from  half  acre.  Easily 
grown  in  garden  or  farm;  roots  and 
seeds  for  sale.  Send  4c  for  postage 
and  get  booklet  A.  H.  telling  all  about  it.  McDOWELL 
GINSENG  GARDEN.  Joplin.  Mo. 


IJEN|S35cS0CjW 

PAIRS  FOR 


Ask  any  good  dealer  how  much  he  gets  for  fast  black  •eamlet%, 
lisle  thread  half-hose  and  he  will  tell  you  35c.  By  buying  direct 
from  us  you  save  nearly  half.  Our  famous  “Longwear”  stockings 
are  true  to  their  name :  they  outwear  any  other  35c  stocking. 
The  best  lisle  thread,  fine  texture,  warranted  fast  black,  special 
ribbed  top  to  prevent  them  stretching  and  coming  down.  Abso= 
solutely  seamless,  perfect  fitting,  with  no  hard  ridges  to  hurt  the 
feet.  A  35c  sock  for  20c.  Simply  send  $1.00  to-day,  stating  size, 
for  5  pairs  by  mail  postpaid. 

Money  back  if  you  want  it. 

A,  0.  600LD  &  CO.,  960  Washington  Ave..  Portland.  Me. 


CPAGE’S  PHOTO  PASTE 

IN  JARS  AND  TUBES. 

For  photo  or  general  use.  Dries 
quickly —never  discolors  print.  Very 
strong  —  comers  will  not  curl.  Largest 
bottle  now  sold  for  6c.  f  by  mail,  10c. )  I  n 
bulk  for  large  users,  carton  work,  etc. 

LEPAGE’S  MUCILAGE 

2  oz.  size  retails  5c. ;  by  mail,  10c. 

PACE’S  GLUE-1  oz.,  10c.;  bv 
mail.  12c.,  bot.ortube.  RUSSIA  CEMENT 
CO.,  1S8  Essex  Avenue,  Gloucester,  Mass. 


YOU  ARE  WASTING  YOUR  LIFE 


The  position  of  private  secretary  and 
a  successful  business  life  is  within  your  grasp.  To  be  successful  in  a  confidential  position,  it  is  first  of 
all  necessary  that  you  be  able  to  write  shorthand. 

The  McKee  Method  by  mail,  is  quick,  accurate,  and  within  the  sphere  of  your  present  earnings, 
and  within  a  short  time  you  will  be  earning  more  than  triple  your  present  weekly  stipend. 
Success  is  before  you.  Let  us  show  you  the  way. 

We  teach  only  a  limited  number.  Delay  may  cause  you  to  miss  the  opportunity. 

McKEE  SHORTHAND  SCHOOL,  19  West  Mohawk  Street,  Buffalo,  N.  Y. 


Holds  any  num¬ 
ber  sheets  from  one 
to  one  thousand. 


See  this  T elescope  Back. 


Loose  Leaf  Ledgers 

“Less  like  a  box  and  more  like 
a  book  than  any  other  loose 
leaf  ledger  on  the  market.” — 
A  Mew  York  Publisher. 

WRITE  FOR  CATALOGUE 

IHLING  BROS.  &  EVERARD 

OePT.  B.  KALAMAZOO,  MICH. 


MUSIC  LESSONS  FREE 


at  your  home.  For  a  limited  time  we  will  give 
free,  for  advertising  purposes,  96  music  lessons 
on  either  Piano,  Organ,  Banjo,  Guitar,  Cor* 
net.  Violin  or  Mandolin  (your  expense  will  only  be  the  cost  of  postage  and  the  music  you  use,  to  be  paid  for  as  needed).  We  teach 
by  mail  only  and  guarantee  success  or  money  refunded.  Hundreds  write;  “Wish  I  had  heard  of  you  before.”  Write  to-day.  Address: 
U.  S.  SCHOOL  OF  MUSIC,  Box  19-1,  19  Union  Square,  NEW  YORK,  N.  Y. 
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The  Scale  screws  on  your  typewriter  in  place  of  the  one  you 
are  now  using,  and  solves  the  problem  of  getting  figures,  ditto 
marks,  etc.,  exactly  under  each  other.  Like  all  wonderful  in¬ 
ventions  it  is  simple,  practicable,  costs  little  and  does  the  work. 
I  will  send  you  one  on  my  Try-Before-You-Buy  Plsn—putit  on 
your  machine  and  use  it.  Costs  just  one  cent  to  try  it — a  postal 
card.  If  it  does  not  suit,  return  it.  I  pay  all  costs.  Save  your¬ 
self  tabulating  troubles.  Write  to-day,  giving  make  and  model 
ofmachine.  W.  V.  KING,  1  I  6  N.  Eighth  St.,  St.  Louis,  Mo. 
(Indispensable  on  the  Remington  and  all  other  invisible  writers) 


“'^“UsfABLE  Drawer  Partitions 

^  Readily  applied,  removed  or  adjusted  to  any  de¬ 
sired  position.  Four  sizes — 1%,  2, 2%  and  4  inches 
high.  Price,  SO  cents  per  dozen,  postpaid, 

T.  P.  &  H.  H.  DIXON, 

1312  FiLBERT  Street.  Phsladelphia,  Pa, 


ITDir'Br  FOR  SIX 

r  IxIL/lL/  months 

THE  MINING  HERALD.  Leading  mining  and 
financial  paper,  giving  valuable  information  on  mining 
and  oil  industries,  principal  companies,  best  dividend 
paying  stocks,  and  showing  how  immense  profits  may 
be  made  on  absolutely  safe  investments. Write  for  it 
to-day.  A.  L  Wisner  &  Co.,  32  Broadway,  New  York 

Government  Positions 

50,830  Appointments 

year.  Excellent  opportunities  for  young  people.  Each 
year  we  instruct  by  mail  hundreds  of  persons  who  pass  these  ex¬ 
aminations  and  receive  appointments  to  life  positions  at  f840  to 
f 1200  a  year.  If  you  desire  a  position  of  this  kind,  write  for  our 
Civil  Service  Announcement  containing  dates, salaries  paid,  places 
for  holding  examinations  and  questions  recently  used  by  the  Civil 
Service  Commission.  COLUMBIAN  CORRESPONDENCE 
COLLEGE,  223-26  Pa.  Avenue,  S.  E.,  Washington,  D.  C. 


FLASH  LIKE  THE  GENUINE  day  or 

light.  Solid  Gold  Mounting.  You  can 
(wn  a  Diamond  equal  in  brilliancy  to  any 
Genuine  Stone  at  one  thirtieth  the  cost. 

3ARODA  DIAMONDS 

stand  acid  test  and  expert  examination. 
iVe  guarantee  them.  See  them  first, 
then  pay.  if  Write  for  catalogue. 

THE  BARODA  COMPANY 

Depl.  03-71  B,  Wubash  Ave.,  Chicago,  III, 


[I  IF&RN  &nVFRTI^INfi  Order  Business  in 

tbiLRUP  NUiLiiiminu  only  practical , way,  by  reading 

THE  WESTERN  MONTHLY.  “An  Advertiser’s  M; 
asine.”  •Largest  circulation  of  any  advertising  journal 


the  world, 
Wsster® 


Three  months  trial  subscription  10c.  •  Address^ 


THE  DETROIT  COIN  WRAPP.ER 


Millions  are  used  annually  by 
large  handlers  of  coin,  such 
as  Banks,  Trust  Companies, 
Railroads  and  Street  Railway 
Companies,  etc.  Made  to 
hold  all  silver  coins,  nickels, 
pennies,  etc.,  in  amounts 
from  25  cents  up  to  f20.00 
Samples,  price  list  and  des¬ 
criptive  circular  free.  Write 
the  Detroit  Coin  Wrapper  Co., 
18  John  R  St.,  Detroit,  nieh. 


PRINTINfi  RV  MAII  We  handle  orders  for  high-grade  office 
riVIl'IllllU  Dl  ITlrtiL,  stationery  through  the  mail.  If  your 

local  printer  is  not  giving  satisfaction  send  2-cent  stamp  for  our 
samples.  We  prepay  all  orders.  ACME  WORKS,  Girard,  Kas. 


AROUND  THE 
WORLD  AND 
NEVER  OUT 
OF  INK  ? 


YOU  FEEL  SAFE  WMEN  WRITIINQ  A  CHECK  WITH 


Get 
Agency 


Bl  ATRTFaUNTAIN  PENC I ITFO  R  W  R ITFN  G .  WL INTS  THESMOOTHEST 

AND  MANIFOLDING  WITH  A  YEARS  SUPPLY  CART-  WRITING  INSTRUMENT 
RLDGEmiNDEUBLLCHEQUERROTlCTING  JHILTML^NTHE  WORLD 


p 

$5.00 
1.00 
1.00 

$7.00 

Holder  needs  filling  with  water  only  to  produce  the  best  ink.  No  leads.  Point  never  breaks.  Needs  no  sharpening.  Will  last  for  years. 
Soon  saves  its  cost.  PRICES — Plain,  $1.00;  Chased,  $1.26;  Chased  and  Gold  Mounted  $1.50.  Insured  mail  8c  more.  New  Ink-making 
Cartridges  in  blue  or  black,  copying  or  red  ruling,  10c.  by  mail,  12e.  The  ink  bottle  abolished.  Great  for  Stenography. 

BLAIR’S  FOUNTAIN  PEN  CO..  Dept.  A,  163  BROADWAY.  NEW  YORK 


$7.00  Value  for  SI.OO 


Saves  Cost  of  Check  Punch, 
Value  of  Year’s  Ink  Supply, 
Cost  of  Pencil, 

Total  Value 


Learn  to  Sing 


By  my  correspondence  method  of  Voice  Culture  you 
can  make  your  voice  beautiful,  resonant  and  of  en- 
tended  compass.  You  can  acquire  entire  Vocal  Technic  and  Sight  Reading  at  your  home  in 
less  time  and  at  less  expense  than  by  personal  lessons.  If  you  are  interested  send  stamp 
for  my  booklet  “The  Voice  Made  Beautiful”  and  terms  for  course  of  thirty  lessons. 
HARVEY  SUTHERLAND.  Suite.  140  “The  Gramercy".  New  York  City 
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Carbon  P  aper  Economy 


Our  method  of  manufacture  (a  process  dis¬ 
tinctly  our  own)  guarantees  carbon  paper 
possessed  of  a  uniform  coat  of  color  and  of 
the  finish^  so  essential  to  long  service*  It  is  economical  because  it  gives  both 

quality  and  quantity  of  work. 

TYPEWRITER  RIBBONS 

Made  after  a  method  experience  has  proved  to  be  THE  BEST.  Popular  with 

people  who  demand  THE  BEST. 

YOU  CAN  TEST  OUR  PRODUCT  WITHOUT  EXPENSE. 

State  your  carbon  paper  and  typewriter  ribbon  requirements;  also  giving 
the  name  of  your  dealer,  and  we  will  send  you  samples  adapted  to  your  use. 

MILLER-BRYANT-PIERCE  CO..  Department  4,  AufOra^  III.^  U.S.A. 

We  are  manufacturers 
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ARE  YOU  SATISFIED 

r-  WITH  YOUR  INCOME? 

Wouldn’t  you  like  to  get  out  of  office  drudg¬ 
ery  and  into  something  that  offered  wonder¬ 
ful  possibilities  for  the  future?  Don’t  be 
“  satisfied  with  a  small  income. 

Earn  $20.00  to  $40.00  a  week  by  learning  Show 
Card  Lettering,  the  one  field  not  overcrowded. 

You  can  do  it.  I  teach 
you  at  home  and  guar¬ 
antee  your  success  if 
you  follow  my  instruc¬ 
tion  carefully.  I  have 
the  best, most  practical 
and  simple  course  of 

_  show  card  lettering  in- 

M  struction  in  the  world. 

My  graduates  who 
have  tried  other 
schools  will  tell  you 
that.  Don’t  delay  taking  up  this  pleasant, 
fascinating,  remunerative  work.  I  guaran¬ 
tee  your  success  if  you  follow  my  instruc¬ 
tions  carefully.  Investigate,  find  out  about 
my  proposition.  Three  separate  courses, 
Show  Card  Lettering,  Sign  Painting  and 
Plain  Lettering.  Easy  terms.  Write  me 
personally  to-day  for  large  free  catalogue 
of  particulars. 

Chas.  J.  Strong,  President, 
DETROIT  SCHOOL  OF  LETTERING, 
Dept.  H.,  DETROIT,  MICH. 


^  Save  Being  Scalded 

The  Automatic  Tea  Kettle  Cover 

opens  when  you  pour  water  in. 
closes  instantly,  no  knobs  to  pull 
off,  aluminum,  will  not  rust,  lasts 
a  lifetime,  fits  any  tea  kettle,  give  diameter  of  hole. 
Mailed  postpaid  for  25c.  Agents  Wanted. 

PERFECTION  MFC.  CO.,  165  Sandwich  St.,  PLYMOUTH,  MASS. 


Print  My  Own 

Cards,  circulars,  etc.  with  a  $5. 
Press.  Small  newspaper  press 
$18.  Money  saved.  Money  mak¬ 
ing  business  anywhere.  Type¬ 
setting:  easy  by  the  printed  in¬ 
structions  sent.  Write  to  factory 
for  illustrated  catalog  of  presses, 
type,  paper,  etc. 

The  Press  Co.,  Meriden,  Conn. 


A  Prosperous  Shorthand  Firm. 

S.  A.  Van  Petten  and  Sigmund  Majew- 
ski  are  young  men  21  years  of  age,  and  are 
at  the  head  of  a  court  reporting  oflfice  at 
301  Woman’s  Temple,  Chicago,  doing  a 
business  which  nets  them  $5,000  a  year.  They 
are  graduates  of  the  Success  Shorthand 
School,  79  Clark  Street,  Chicago,  and  owe 
their  ability  to*  the  instruction  received 
from  that  school.  You  can  receive  the  same 
instruction  at  your  home.  See  page  877. 
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PERRY  TIME  STAMP 

YOU  SHOULD  KNOW  ABOUT 

NO  MATTER  WHAT 
BUSINESS  YOU’RE  IN 


It  is  unlike  and  far  better  than 
any  time  stamp  ever  made.  It  is 

PORTABLE— SELF-INKINC 
—AUTOMATIC 

and  prints  the  month,  day,  hour 
and  minute  on  any  surface  where 
a  rul)ber  stamp  can  print.  The 
most  progressive  firms  are  using 
it  to  prevent  delay  in  handling 
correspondence,  orders,  telegrams, 
invoices,  shipping  goods,  etc.  Un¬ 
equalled  for  factory  cost  systems 
and  timing  employees.  Guaranteed 
one  year — will  last  a  lifetime.  See 
our  exhibit,  Office  Appliance  Show, 
Madison  Square  Garden,  N.  Y.  City, 
Oct.  28  to  Nov.  4,  1905. 

Write  for  edition  33  of  our  free 
booklet  “The  Business  Man's  Time 
Saver.”  Tells  all  about  the  Perry 
Time  Stamp  and  our  10  Day  Free 
Trial  Offer. 


12 


AM. 


.PM 


PERRY  TIME  STAMP  CO. 

5  W.  madison  St.,  Chicago 
27  Thames  St.,  N.  Y.  City 
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Branch  offices  in  all 
importatit  cities. 


PERMANENT  PENCIL 
WRITING  POSSIBLE 


WITH  THE 


e  n  s 

Indelible  Copying,  No*  165 

PENCIL 


Its  lead  is  stronger,  writes 
smoother  and  wears  longer 
than  any  other  ever  made. 
Makes  a  better  press  copy 
than  ink. 


At  all  dealers  or  postpaid^  65  cents  per 

dozen. 

Assorted  Samples  (including  Venus)  sent 
postpaid  for  10  cents,  25  cents  and  50  cents. 


American  Lead  Pencil  Co. 

61  East  Washington  Square,  N.  Y. 

21  Farringdon  Ave.,  London,  E.  C. 


Pleas0  mtntion  Tkt  Busimtts  Man’s  Magatine  when  writing  to  advertissrs. 


\ 


j92 


THE  BUSINESS 


MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


THE  FIVE=YEAR  DIVIDEND  POLICY 


ISSUED  BY 


Prudential 

Provides  for  Early  Distribution  of  Profits. 

This  policy  appeals  strongly  to  the  man  who  wants  to  protect  his  family 
and  at  the  same  time  realize  for  himself  a  substantial  and  early  return  on  the 

premiums  paid  by  him.  _ 

This  is  done  by  the  apportionment  of  dividends  every  five  years; 


The  various  options  at  the  end  of  the  five-year  periods  are  excee  mg  y 
attractive  and  the  experience  of  the  Company ‘shows  that  business  men  an 
others  carrying  policies  upon  this  plan  recommend  it  highly. 


— Cash.  The  dividend  may  be  withdrawn 
in  cash  or  may  be  applied  towards  the 
payment  of  any  premium  then  due. 

2(i. _ Reduction  of  Premium.  The  dividend 

may  be  used  to  reduce  premiums  for  the 
ensuing  five  years. 

3ci._Paid-up  Addition  to  Policy.  The 

dividend  may  be  used  to  pui  chase  ad¬ 
ditional  insurance  which  will  be 
fully  paid  up  and  which  will  par¬ 
ticipate  in  future  dividends. 

This  paid-up  addition  will 
be  included  with  the  face 

of  the  policy  should  it  ^  without  com- 

become  a  claim. 


Send 
In  this 
Coupon 


j  The  Premiums  are  Fixed  and  Never  Increase. 


mitting  myself  to 
any  action,  I  shall 
be  glad  to  receive  free, 
specimen  of  Five  Year 
Dividend  Whole  Life  Policy. 


Policies  Issued  on  the  Whole  Life,  Limited  Pay¬ 
ment  and  Endowment  plans. 


For  $. 


rhe  PRUDENTIAL 

Insurance  Company  of  America 

icorporated  as  a  Stock  Company  by  the  State  of  New  Jersey 

ome  Office, Newark, N.J.  JOHN  F.  DRYDEN,  Pres. 


Name . . . Age. 


Address . . . 

Occupation .  Dept  125. 

If  a  Specimen  Endowment  or  Limited  Payment  Policy 
is  desired, specify  instead  of  “Whole  Life.” 


Are  You  a  Crank? 


IMITATED  EVERYWHERE 
EQUALLED  NOWHERE 


We  know  thousands  of  penmen  who  really  didn’t  know  how  well  they 
could  write,  simply  because  they  were  too  cranky  to  quit  using  a  pen  that 
would  not  do  good  work. 

They  all  sent  us  15  cents  for  samples  of  pens. 


WHY  DON’T  YOU 

Send  us  the  15c.  for  30  styles  of  real  pens. 
You  will  receive  the  pens  promptly,  mounted 
on  a  Souvenir  Sample  Card. 


The  Best  Penmen  in  the  World  tell  us  that  we 
make  the  Best  Pens  ever  made. 

Of  course  we  do— people  have  been  telling  us  so 
for  the  last  30  years. 

Are  you  married  to  an  inferior  quality  pen? 


GLUCINUM 

PENS 


MANUFACTURED  ONLY  BY 

The  Turner  &  Harrison  Pen  Manufacturing  Co.,  ioc. 

FALCON  PEN  WORKS  R.  Malpass,  Treasurer  PHILADELPHIA,  PA. 
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Nightmare  of  Figures 


Did  you  ever  go  to  bed  after  a  fruitless  search  for  an  elu 
sive  error  in  a 


trial  balance,  and  see  columns  of  figures  chase  up 
and  down  the  walls  and  ceiling?  The  aching  drudgery  of  adding, 
multiplying,  dividing  and  subtracting  figures,  the  nerve-racking, 
brain-tiring  search  after  the  mistakes — the  dull  machine-like  repeti- 
k'^^p  tion — unfits  the  best  clerk  for  the  constructive  mental  work,  the  kind 
pays  the  employe  and  employer. 

V  Let  a  Machine  Do  Such  Work— Let  Us  Show  You  How!  rHi- 

Our  Business  System  department  will  make  suggestions  to  you  / 

on  new  BURROUGHS’  ways  of  handling  the  details  of  your  work.  < 

CL.  These  ideas  will  cost  you  nothing.  They  have  been  found  effective 
in  saving  time  and  work  in  the  most  progressive  concerns.  C.  The 
machine  will  cost  you  less  than  six  cents  a  day. 

CL  It  will  save  you  five-sixths  the  time  it  costs  you  now.  CL  Write  to-day, 
giving  the  character  of  your  business,  your  name  and  complete  address 
and  let  our  system  specialists  tell  you  about  the  BURROUGHS’  way. 

Nine-tenths  of  the  adding  and  listing  machines  sold  are  Burroughs 

Business  System  Department 

BURR0UGHS  ADDING  MACHINE  COMPANY 

Formerly  American  Arithmometer  Co.  of  St.  Louis 

BLOCKK  DETROIT,  MICHIGAN  U.S.A. 


Dusmess  Avans 


to  theii' 


ler  words.  \  c  of.  Ih*' 

liist  subscribe  .  ,  the  proportli 

'of  both  classes  of  the  new  st(  T  to 
is  entitled  or  ftis  subscripli-  will 
valid. 
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DING  MACHINE 


At  the  Office  ^Appliance  Show,  Madison 
Square  Garden,  last  night,  there  was  a  con¬ 
test  of  adding  machines.  Thirty-eight  opera¬ 
tors  of  hand-pull  adding  machines,  experts 
from  the  banks  of  New  York  City,  were 
pitted  against  a  couple  of  Chicago  bank  clerks 
who  used  a  Universal  Adding  Machine. 

None  of  the  New  Yorkers  used  thls^  ma¬ 
chine.  and,  Chicago  and  the  Universal  won 
out. 

Ed.  McCullough  of  the  American  Trust  and 
Savings  Bank  of  the  Windy  City  .correctly 
listed  500  bank  checks  in  the  remarkably 
short  time  of  9  minutes  12  seconds-  The  con¬ 
test  involved  accuracy  and  quickness,  -and 
he  won  on  the  double  count- 
\ 

Wmu Merit  ©cl' 3 1  .  ^  OlT 


Prints 

Those 

Red 

Totals 


Take  this  victory  at  its  face  value  and 
then  consider  the  new  No.  5  Universal 
Adding  Machine  with  an  electric  button  in 
place  of  the  hand  lever  and  you  have  an 
Electric  Adding  Machine  which  challenges 
the  attention  and  consideration  of  every 
wide-awake  business  man. 


Don’t  hesitate  a  moment  about  sending 
for  a  Universal  Electric  for  a  free  test  in 
your  office.  DO  IT  NOW. 


wniv^rsaf  Addinc Ma 


CHINE 


GENERAL  OFFICES  AND  FACTORY 


3805  LACLEDE  AVENUE,  ST.  LOUIS,  MO. 
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NATIONAL 

R.  &.  L.  INDEX 

AS  ITS  name  implies,  the  RIGHT  and  LEFT  index 
works  both  ways— from  FRONT  to  BACK  and 
RACK  to  FRONT.  By  a  new  and  ingenious 
style  of  duck  tabs,  the  entire  alphabet  is  always  in  sight, 
as  illustrated  in  the  cut.  The  index  tabs  are  added  to 
the  size  of  the  book — not  taken  away  from  it,  and  conse- 
(]uently  the  full  width  for  the  insertion  of  names  remains. 


MM- 


.'.***- 


OIVE«  NAMl 


Wlf 


The  tabs  of  the  R.  &  L.  INDEX  alternate  both  in  color 
of  material  and  color  of  printing,  which  enables  the  user 
to  distinguish  them  instantly.  The  books  are  printed  with 
letter  combinations  carefully  computed  and  with  varia¬ 
tions  increasing  proportionally  with  the  capacity.  Made 
in  eight  sizes  and  styles,  holding  from  two  thousand  to  ten 
thousand  names.  Handsomely  bound  in  Russia  back  and 
corners  and  cloth  sides  with  gold  stamping.  For  sale  by 
all  stationery  dealers  who  have  not  become  stationary 
dealers.  Send  for  circulars. 

FREE:  Several  issues  of  our  snappy  little 
publication,  “The  National,”  containing 
“Musings  by  Marcus,”  mailed  upon  request 

NATIONAL  BLANK  BOOK  GO. 

HOLYOKE  MASS. 


TRUST 

THE  EAGLE 
ON 

NATIONAL 

BLANK 

BOOKS, 

MADE  AT 
HOLYOKE, 
MASS., 

JUST  THE 
SAME  AS 
YOU  TRUST 
THE  ONE 
ON 

GOODS  PUT 
OUT  BY 
YOUR 

UNCLE  SAM 
AT  WASHING 

TON^  D.C. 


.V 


A 


904 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


Facts  for  Young  Men  and  Women  Who 
Want  to  Earn  from  $1,200  to 
$6,000  a  Year 

METHODS  THAT  HELP  BUSINESS 
MEN  IN  DOUBLING  TRADE 


By  GEORGE  H.  POWELL 


The  advertising  business  is  yet  in  its  in¬ 
fancy,  in  spite  of  the  marvelous  com¬ 
mercial  development  that  has  revolu¬ 
tionized  all  principal  lines  during  the  past  few 
years. 

More  than  that,  where  one  old-established  con¬ 
cern  has  at  last  been  won  over  to  modern  pub¬ 
licity  methods,  and  where  a  trained  advertising 
writer  has  been  placed  in  charge  of  the  work,  a 
dozen  new  enterprises  have  come  into  the  field, 
each  starting  out  with  a  far  keener  appreciation 
of  the  possibilties  of  advertising  than  would  be 
realized  even  now  by  many  long-established 
houses. 

In  practically  every  important  instance  the  suc¬ 
cessful  newcomers  have  won  quick  recognition  by 
resorting  to  superior  advertising,  and  as  a  result 
the  demand  for  young  men  and  women  who  can 
write  good  trade-pulling  ads  has  steadily  in 
creased. 

_  Advertising,  too,  is  a  highly  profitable  voca¬ 
tion  that  calls  for  trained  brains,  and  it  offers 
little  to  those  who  are  satisfied  to  remain  in  the 
ranks  of  mediocrity. 

More  than  seventy  per  cent  of  all  the  new  ad¬ 
vertisers  each  year  fall  by  the  wayside  simply 
because  their  copy  is  commonplace  and  arranged 
on  wrong  lines.  With  such  a  fearful  mortality 
one  is  led  to  wonder  at  the  continued  blind  faith 
of  so  many  ^  advertisers  who  refuse  to  use  the 
same  good  judgment  in  their  advertising  ex¬ 
penditures  as  they  use  in  matters  of  salesmanship 
or  law. 

To  see  a  business  man  insert  the  veriest  tommy 
rot  in  his  local  papers,  using  perhaps  eight  or  ten 


inches  space  to  sny  little,  and  saying  that  little  in 
the  most  verbose  manner  possible,  instead  of  orig¬ 
inating  something  bright  and  snappy,  and  liber¬ 
ally  utilizing  the  illustrative  and  typographical  in 
not  more  than  five  or  six  inches  space,  is  dis¬ 
heartening. 

To  see  these  inconspicuous  efforts  appearing 
day  by  day — the  same  ad  often  running  without 
change  for  days  or  weeks — is  to  a  considerable 
extent  harmful,  since  the  true  value  of  the  good 
ad  is  not  as  thoroughly  appreciated  when  such  a 
large  percentage  of  the  advertisements  in  the 
25,000  American  publications  are  so  ordinary; 
and  one  of  the  old-fogy  ways  of  judging  a  thing 
you  know  very  little  about  is  by  the  doings  of 
others  who  are  SUPPOSED  to  be  successftil. 

All  that  I  have  said  is  becoming  more  thor¬ 
oughly  understood  by  observing  business  men 
everywhere.  They  are  fast  recognizing  the  fact 
that  it  costs  as  much  to  insert  an  ad  that  will 
only  attract  the  attention  of  a  few  as  an  up-to- 
date  announcement  that  will  interest  and  create 
sales  among  a  vast  percentage  of  the  readers. 

During  the  past  few  years  I  have  instructed 
hundreds^  of  business  men  who  realized  their 
shortcomings,  and  the  result  has  been  more  busi¬ 
ness  and  greater  profits.  One  New  York  State 
advertiser  mailed  1,000  booklets  and  received  four 
orders  amounting  to  less  than  $25.  This  before 
he  enrolled  as  a  Powell  student.  After  com- 
pleting^  my  system  of  Correspondence  Instruction 
he  revised  his  advertising,  sent  out  10,000  book¬ 
lets,  and  took  over  $150,000.00  in  orders.  And  this 
is  by  no  means  a  rare  example. 
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Readers  of  The  Busi¬ 
ness  Man's  Magazine 
who  are  interested  will 
note  the  testimony  of 
Mr.  Hamilton,  given 
on  this  page,  which 
also  abounds  in  evi¬ 
dence  that  my  work  of  * 

training  business  men  is  noteworthy  to  a  degree. 
It  must  be  evident,  too,  that  the  Powell  System 
is  a  personal,  rather  than  the  ordinary,  method 
of  correspondence  instruction — that  I  teach  as 
though  I  had  only  one  student. 

The  cut-and-dried  form  from 
start  to  finish  has  no  place  in  my 
labors. 

My  'whole  business  life  is  con¬ 
centrated  on  this  one  endeavor  of 
creating  skillful  advertising  writers, 
and  I  attempt  nothing  else. 

And  what  a  wonderful  lever  for 
good  we  find  in  concentration !  It’s 
practice  demonstrates  that  it  is  not 
“born  talent”  that  wins  in  advertis¬ 
ing  or  most  any  other  line  of  labor, 
but,  on  the  contrary,  that 
conscientious  work  and 
steadfastness  of  purpose  are 
what  create  our  business  he¬ 
roes  and  make  them  conspic¬ 
uous  above  their  fellows. 

As  the  talented  editor  of 
the  New  York  Journal  said 
editorially,  “the  jail-breaker 
is  successful  because  he  is 
forced  to  concentrate  and 


Mr.  George  H.  Powell,  New  York  City. 

Dear  Sir:  No  doubt  you  will  be  surprised  to  hear  from 
two  of  your  former  pupils,  who  now  conduct  an  advertising 
business  together. 

We  have  used  the  “ideas”  and  principles  you  taught  us  with 
good  effect. 

_  _  We  have  often  been  asked  ‘  Who  taught  you  fellows  adver¬ 
tising?”  and  we  are  always  proud  to  say,  “George  H.  Powell, 
New  York  City.” 

“BEST”  is  a  much  abused  word  in  modern  advertising. 
There  are  occasions,  however,  when  it  exactly  “fills  the  bill.” 

“BEST”  as  applied  to  the  Powell  System  of  Advertising 
Instruction  is  the  only  word  to  use,  not  only  on  account  of  the 
completeness  of  your  course,  but  also  on  account  of  the 
“personal  interest”  which  you  show  in  your  students’  studies 
under  you. 

Use  us  any  time  for  reference.  We  will  be  glad  to  speak 
for  you  whenever  opportunity  offers. 

"Very  respectfully, 

MEYERS  &  HOFFMAN. 


has  nothing  else  to  do.”  And 
again,  “as  the  low-browed 
criminal  is  able  to  do  re¬ 
markable  things  with  a  very 
inferior  set  of  brains  when 
those  brains  are  entirely 
concentrated  on  the  effort 
to  escape,  the  average  man 
can  do  GREAT  things  with 
average  brains  if  he  will 
only  spend  all  his  energies 
on  one  line  of  effort.” 

Such  deep  understanding 


WHAT  POWELL  METHODS  DID 

^  _  New  York,  Nov.  11,  1904. 

Mr.  George  H.  Powell. 

Dear  Sir:  I 'resigned  the  Presidency  of  a  Uni¬ 
versity  with  nearly  one  thousand  students  to  accept 
the  position  of  Superintendent  of  the  retail  depart¬ 
ment  of  the  great  wholesale  and  jobbing  house  of  G. 
W.  Martin  &  Bro.,  3  and  S  Harnson  St.,  N.  Y.  City. 

I  became  your  pupil  and  paid  special  attention  to 
advertising,  letter  and  booklet  writing,  and  general 
business  methods.  I  found  your  course  of  study 
so  thorough  and  your  personal  suggestions  so  prac¬ 
tical  and  helpful  that  from  the  first  I  was  able  to 
handle  my  department  with  ease  and  success. 

With  your  co-operation  and  counsel  I  have  been 
able  to  supervise  a  large  corps  of  salesmen  and 
direct  business  relations  with  from  1200  to  1500 
retail  grocers— increasing  daily.  These  are  our 
active  customers. 

A  high  official  of  a  leading  city  bank  recently  ex¬ 
pressed  surprise  and  admiration  at  the  complete¬ 
ness  9f  our  methods.  He  said  that  in  all  his  wide 
experience  he  knew  of  no  house  in  our  line  that 
equaled  our  system,  and  no  house  in  any  line  that 
surpassed  it. 

I  thank  you  for  your  skillful  instruction,  unfail¬ 
ing  patience  and  genial  courtesy  which  made  our 
relations  so  pleasant  and  I  greatly  regretted  the 
end  of  the  course.  Yours  very  sincerely, 

JAY  BENSON  HAMILTON. 


is  worthy  of  reflection. 
Every  young  man  and 
woman  who  has  his  or 
her  way  to  make  in  the 
world  will  do  better  by 
remembering  that  there 
is  no  such  thing  as  a 
“born  advertiser,”  but 
that  a.  common  school  education  and  plenty  of  ap¬ 
plication  are  prime  requisites. 

I  have  always  encouraged  Powell  students  to 
bring  out  what  lies  dormant  in  nearly  all,  and  with 
the  best  correspondence  instruction  system  the 
world  ever  saw,  I  have  enabled  my 
graduates  everywhere  to  earn  the 
largest  salaries  and  incomes  in  the 
shortest  possible  time. 

Think  of  a  young  man  immediate¬ 
ly  after  completing  the  Powell  Sys¬ 
tem  taking  up  ad  writing  as  a  means 
of  paying  his  way  through  Prince¬ 
ton  College ;  or  of  the  young  lady 
who  graduated  from  my  instruc¬ 
tion  and  came  to  New  York  in  the 
dullest  summer  period,  where  she 
has  constantly  averaged 
from  $25  to  $50  a  week  AS 
A  BEGINNER! 

These  examples,  which  I 
could  easily  multiply,  also 
show  the  great  demand. 
Advertisers  eagerly  welcome 
the  skilled  ad  writer,  and  I 
am  the  one  teacher  being 
called  upon  to  simply  this 
demand.  The  Powell  System 
is  practically  the  “survival 
of  the  fittest.” 

I  have  two  free  books  to 
mail  those  who  are  anxious 
to  rise  in  the  world  and 
would  like  to  read  about 
what  has  been  done — rny 
artistic  Prospectus  and  “Net 
Results” — together  with  fac¬ 
simile  proof  which  lay  bare 
the  whole  subject. 

For  free  copies  simply 
address  me. 


GEORGE  H.  POWELL,  1639  Temple  Court,  New  York 
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Two  Loose  Leaf  Ledgers 
Have  Stood  The  Test 


and  both  are  manufactured  by  Baker-Vawter  Company. 


B-V  Screw  Lock  Ledger 

B-V  Automatic  Ledger 


the  strongest,  safest,  most  expansive,  most  easily 
operated,  most  highly  finished  ledgers  manufactured. 
This  is  the  unqualified  testimony  of  the  users. 


Chicago,  Ocl.  21,  1901. 


Gentlemen: — We  have  received  the  new  Liability  Ledger  made 
for  us  in  place  of  your  ledger  No.  1,  which  we  have  had  in  use  in  our 
office  about  two  years.  While  we  notice  several  points  of  improve¬ 
ment  in  your  method  of  manufacture,  the  old  binder  was  so  little 
worn  that,  by  changing  the  capacity  to  meet  the  necessity  of  our 
greatly  increased  business,  we  could  have  used  it  for  several  years 
more.  We  think  very  highly  of  the  merits  of  your  binding  devices 
and  are  gradually  extending  them  to  various  departments  of  our 
bank. 


Yours  truly, 

STATE  BANK  OF  CHICAGO. 

F.  1.  Packard,  Asst.  Cashier. 


Atlanta,  Ga.,  July  30,  1902. 


Gentlemen: — We  re-organized  our  business  in  February,  1901, 
succeeding  the  firm  of  Douglas  and  Davidson  Company.  At  that 
time,  I  found  the  books  in  the  Counting  Room  were  run  on  the  old- 
style  system,  very  tedious  and  troublesome.  We  immediately  put 
in  your  loose-leaf  Ledgers  and  Monthly  Account  System,  as  well 
as  other  books,  and  although  our  business  has  increased  the  last 
year  over  40  per  cent,  yet  we  find  no  necessity  whatever  of  increasing 
our  clerical  force  in  the  office. 

The  loose-leaf  System  for  Department  Stores  is  invaluable. 
We  have  found  it  thoroughly  satisfactory  in  every  particular,  and 
cannot  too  highly  recommend  it,  and  we  have  much  pleasure  in  giv¬ 
ing  you  this  testimonial. 


Sincerely  yours, 

DAVISON-PAXON-STOKES  CO. 

F.  J.  Paxon,  Secy,  and  Treas. 


We  have  satisfied  many  others  whose  accounting 
needs  are  somewhat  similar  to  those  in  your  institution. 
Write  us  today. 


BaKer-Vawter  Company' 

Originators  of  the  Loose  Leaf  System 

350  Broadway,  New  York  Tribune  Bld^.,  Chicago 
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LEARN  BY  MAIL  TO  BE  A 

CERTIFIED  PUBLIC  ACCOUNTANT 

and  Earn  $25  to  $100  a  Day 


Bookkeepers,  Accountants,  Bank  Clerks  and  Office  Men  should  make 
the  highest  use  of  their  mental  abilities.  Specialists  in  auditing  earn 
large  incomes.  We  can  teach  you  how. 

Write  and  we  will  show  you  why  there  is  an  increasing  demand 
for  CKRTIFIED  PUBLIC  ACCOUNTANTS,  and  how  our  mail  course 
in  Certified  Public  Accounting  will  thoroughly  qualify  you  to  open  or 
audit  the  most  intricate  set  of  books. 

Every  member  of  our  Board  of  Instruction  is  a  Certified  Public 
Accountant.  Each  student’s  work  receives  careful  and  in’dividual  atten¬ 
tion.  We  guarantee  against  failure. 

Ambitious  men  should  investigate  our  course  in  Certified  Public 
Accounting,  conducted  entirely  by  correspondence.  It  shows  how  to 
train  the  brain  to  its  highest  earning  capacity.  It  will  increase  your 
present  income  and  give  you  the  opportunity  to  earn  $25  to  $100  a  day 
as  Certified  Public  Accountant. 

Our  course  different  from  all  others.  It  has  many  distinct  advan¬ 
tages.  Conducted  by  practicing  experts,  nothing  theoretical.  And  the 
fee  places  the  entire  course  within  reach  of  every  man.  Write  for  free 
prospectus,  which  tells  the  whole  story. 

Note:— We  furnish  each  student  with  bound  Volumes  for  course  selected, 
as  soon  as  he  is  enrolled.  Each  volume  is  complete  in  itself.  We  also  teach 

Practical  Accounting,,  Theory  of  Accounts,  Auditing,  Commercial  Law 
Book-keeping  and  Business  Practice.  Write  which  subjects  interest  you  and 
we  will  mail  full  particulars. 

SPECIAL:  We  are  making  an  attractive  offer  for  the  holiday  sea¬ 
son,  but  you  must  enroll  during  December  to  secure  its  advantages. 


EDWARD  M.  HYANS,  C.  P.  A..  Manager. 


Universal  Business  Institute,  Inc., 

Dept.  M.  27-29  E.  22nd  St.,  NEW  YORK,  N.  Y. 
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Every  User  of  the 

Tengwall  File 

Is  his  own  Loose  Leaf 
Manufacturer 


Patented  June  2nd,  1891 

All  infringers  will  be 
prosecuted 


The  Tengwall  File  with  the  Tengwall  Desk  Punch  offers  all  of  the  advantages  which  any 
Loose  Leaf  System  affords  and  may  be  used  for  a  greater  number  of  practical  purposes  with 
a  greater  economy  of  time,  money  and  annoyance,  than  any  other  office  device. 

Ct.  The  Tengwall  File  is  furnished  with 
hinged  or  divided  back.  Curved  metal 
prongs,  one  pair  on  each  side,  hold  the 
sheets  as  firmly  as  in  a  bound  book  and  in 
perfect  alignment.  The  pressing  of  a  thumb 
spring  opens  the  file,  making  it  possible  to 
insert  new  leaves  instantly  or  remove  old 
ones  without  disarranging  the  others.  Close 
the  file,  it  locks  automatically. 

C.  The  Tengwall  File  is  the  handiest  file  for 
reference.  There  is  no  dead  matter  to  finger 
over.  The  contents  may  be  classified 
numerically,  alphabetically,  or  by  any  other 
method  desired. 

C,  Tengwall  Files  are  made  in  ten  sizes, 
carried  in  stock  for  prompt  delivery.  Spe¬ 
cial  sizes  furnished  on  short  notice. 

C.  Tengwall  Desk  Punches  are  supplied 
with  proper  gauge  to  fit  prongs  of  files. 
Light  Punch  Style  A,  nickeled,  with  base  of 
polished  veneer  wood.  Punches  1  to  G 
•■sheets  in  one  operation.  Heavy  Punch  Style 
B,  neat  and  durable,  base  of  hard  wood. 
Over  half  a  million  Tengwall  Files  now  in 
use  in  the  U.  S.  and  Canada. 

Heavy  Punch — Style  “11” 

SOLD  BY  LEADING  STATIONERS  EVERYWHERE  OR  THROUGH  THE  MANUFACTURERS 

TENGWALL  FILE  AND  LEDGER  CO. 

Ravenswood  Station,  ^  CHICAGO,  ILL. 


Pat  a  dollar  bill  in  an 
envelope  with  your 
name  and  address,  and 
mail  it  to  us.  You  can 
not  purchase  for  the 
same  money  anything  so 
beautiful  or  so  valuable 
as  the  twelve  copies  of 
the  Cosmopolitan  that 
will  be  delivered  to 
you— one  each  month 
for  the  next  year. 
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HERE  is  no  doubt  that  your 
letters  written  under  an  Em¬ 
bossed  Letter-head  and  on 
good  paper  are  efficient  result- 
bringers. 

d.  People  very  quickly  judge 
your  business  by  the  stationery 
you  send  out.  This  stationery  question  is  one 
of  great  importance,  and  to  make  your  business 
a  success,  should  not  be  overlooked.  Our 
large  plant  and  equipment  allows  us  to  give 
you  the  benefit  of  wholesale  rates. 

CL  Fill  out  the  blank  form  at  the  corner  of  this 
page.  Enclose  with  it  the  Letter-head  that  you 
are  now  using.  Mark  out  anything  that  you  do 
not  want  and  write  in  anything  that  you  wish  to 
have  printed.  Tell  us  whether  you  want  as 
good,  better,  or  the  same  kind  of  paper. 

CL  To  any  firm  who  writes  to  us  on  its  own 
Letter-head  and  fills  out  the  mailing  form  be¬ 
low,  we  will  be  glad  to  send  a  rough  suggestion 
for  a  design  and  give  prices  on  the  execution 
of  the  suggestion.  We  are  always  very  happy 
to  submit  samples  of  oui  work. 

CL  Engraved  and  Embossed  invitations.  An¬ 
nouncements,  Business  and  Calling  Cards. 


CALENDARS 

American  Embossing  Co., 

Seneca  Bldg.,  BulTalo,  New  York 

We  will  be  glad  to  consider  a  sugges- 

Something  Unique 
to  fit  6^  Envelope 

tion  for  a.*. . we 

EMBOSSED, 

enclose  a  sample  of  what  we  have  been 

ENGRAVED  and 
HAND  PAINTED 

using,  with  changes  noted.  We  want 

Cost  from  20  to  100 
Dollars  per  1,000. 

printed  on . quality 

Samples  now  ready 

thing  (as)  good  (or)  better. 

Signed . 

AMERICAN 

From . 

EMBOSSING 

Business . 

COMPANY 

Street . 

Seneca  Building 
BUFFALO,  N.  Y. 

Town . 

State . 
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ENGRAVING  AND 


1 

COLUMN 

^  S  1.00  > 


PRINTING, 


COLUMN 

^#£00  y 


We  thoroughly  understand  the  wants  of  the  critical  buyer. 
Operating  the  most  complete  Engraving  and  Printing  Mail- 
Order  plant  In  America  day  and  nlght»  you  receive  prompt 
service,  satisfactory  goods  and  prices  that  create  friends 
whether  you  are  In  Mexico,  New  York  or  ’Frisco. 

niustraUons  oi  every  kind  and  descrlpUon.  eltber  in  colors  or  black  and  white. 

PiinUng.  such  as  booklets,  tine  catalogs,  private  correspondence 

paper,  office  stationery,  etc. 

AU  orders  executed  promptly  and  artistically. 

Work  Right  or  Money  Baek. 

WRITE  NOW  AND  ”WE»LL  DELIVER  THE  GOODS. 


A  Dir  ^NCkRAVING  dc 
WlsA\tffV  PRINTING  CO. 

MILWAUKEE,  U.S.A. 

ARTISTS  =  ENGRAVERS  SPRINTERS. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


1003 


Stenographers  Using 


ROCHfSTgft.  N  t  V5A 


wnen  tney  use  any  of  the  LITTLfc  Brands.  It  is 
better  to  get  results  than  to  get  fired— ’most  any 
Stenographer  will  admit  that.  Some  Stenographers  say 
our  Ribbons  and  our  Carbon  paper  help  them  keep  jobs 


COBWEB 

SATIN 

FINISH 

GOLD 

SEAL 


COPIES 
CLEAR 
DOESN’T 
BLUR 
DON’T  FADE 


Cheap  material  does  just  what  its  name  indicates.  “Just 
as  good  as  LITTLE'S"  means  that  they  are  not  “just  as  good.” 
You  don’t  hear  us  saying  “just  as  good.”  We  don’t  have  to 

“SECRETS**  for  Stenographers  SENT  FREE 


CARBON 
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Ready  for  Distribution 


THE  NEW  BOOK 

Tools  of  Business 


CONTAINS  DESCRIPTIONS 
OF  1288  DIFFERENT 
DEVICES 


CONTAINS  THE  NAMES  AND 
CORRECT  ADDRESS  OF 
800  MANUFACTURERS 
OF  THESE  DEVICES 


O.  Three  separate  indexes,  so  that  any 
device  or  the  name  of  any  manufacturer  may 
be  readily  found. 

CL  The  Only  Book  ever  published  as  an 
encyclopaedia  of  office  equipment  and  labor 
saving  devices, 

CL  Handsomely  bound  in  half  morocco 
with  gold  edges. 


THIS  BOOK  AND  A  YEAR’S  SUBSCRIPTION 
TO  "  THE  BUSINESS  MAN’S  MAGAZINE 
AND  THE  BOOK-KEEPER”  FOR  ^ 


-  ADDRESS  - 

The  Book=Keeper  Pablishing  Company,  Ltd. 

(Tools  of  Business  Department) 

DI^TROIT  MICHiaAN 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


1005 


To  Rxport  Manufacturers  and 
Manufacturers  who  IV ant  to  Rxport 


tells  the  how  and  the  why  of  the  export  proposition, 


“Export  Experience” 
without  waste  of  words. 

Profitable  Advertising,  Sept. '05. 

A  VALUABLE  little  book  for  the 
manufacturer  who  desires  to  se¬ 
cure  trade  in  foreign  countries 
is  “Export  Experience,”  by  J.  D.  Mor¬ 
rison.  The  author’s  experience  covers 
a  luiinber  of  years  of  travel  in  coun¬ 
tries  south  of  the  equator,  on  the  Con¬ 
tinent  and  in  Great  Britain,  and  a  quite 
extensive  acquaintance  with  manufac¬ 
turers,  export  commission  houses  and 
export  agents  in  the  United  States. 
In  his  book  he  deals  with  severaWif- 
ferent  phases  of  export  business,  in¬ 


cluding  a  consideration  of  methods, 
the  traveling  representative,  catalog¬ 
ing,  the  export  agent,  the  export  com¬ 
mission  house,  the  manufacturers’ 
agent  abroad,  territory,  the  advertis¬ 
ing  method,  export  advertising  copy, 
follow-up  letters,  and  schemes.  Each 
chapter  presents  its  subject  in  a  defi¬ 
nite  informative  manner  that  indi¬ 
cates  a  thorough  knowledge  thereof. 


Pacific  Coast  Advertising,  Oct.'Oo. 

“Export  Experience”  is  the  simple 
title  of  a  32  page-and-cover  booklet 


from  International  Buyers’  Index,  110 
Broad  street.  New  York. 

It  is  written  by  J  D.  Morrison,  who 
says  that  the  booklet  is  written  “  To 
acquaint  the  manufacturer,  who  has 
had  but  little  or  no  experience  at  ex¬ 
porting,  with  the  possibilities  and  re¬ 
sponsibilities,”  of  such  a  trade.  And 
it  does  it,  clearly,  logically  and  just  as 
plainly  as  though  he  were  talking  it 
over  with  you.  A  neat  booklet,  too. 
Antique  stock,  black  body  matter, 
with  fancy  initials,  head  and  tail 
pieces  in  brown  ;  and  a  few  marginal 
thumb  nail  sketches. 


Any  manufachcrer  who  writes  for  it  on  his  own  business  letter  head  will 
receive  a  copy  with  our  compliments.  Others — send  one  dollar. 


International  Buyers’  Index,  broad  st..  new  York 
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A  FINANCIAL  OPPORTUNITY 


The  Earning  Power  of  Money 
Invested  in 

KORNIT 

Here  is  a  Financial  Opportunity  to  make 
an  investment  in  an  up-to-date,  energetic, 
money-making  Industrial  Manufacturing 
Company,  which  owns  all  the  United  States 
patents,  processes  and  exclusive  rights  for 
producing  Kornit  a  product  never  before 
manufactured  nor  sold  in  this  country.  The 
'demand  for  Kornit  is  great  and  the  profit 
of  manufacturing  and  selling  is  ENOR¬ 
MOUS.  Read  every  word  of  this  announce¬ 
ment  and  ACT  AT  ONCE. 


The  Earning  Power  of  Money 

In  a  recent  article  in  “Success,”  Henry 
Clews  says:  “tlVIoney  represents  the  ef¬ 
forts  of  man.”  If  one  has  a  million  dol¬ 
lars  he  can  for  a  day,  control  a  force 
equal  to  a  million  men.  Every  dollar  one 
saves  gives  him  practical  control  of  the 
services  of  one  man  for  one  day.  The 
man  who  has  the  ability  and  strength  to 
'Save  money  can  make  these  moneys  work 
for  him  as  if  they  were  men.  The  ques¬ 
tion  is,  HOW  and  WHERE  can  it  be  used 
to  the  greatest  advantage?  If  you  in¬ 
vest  it  at  small  rate  of  interest,  you  sim¬ 
ply  give  someone  else  the  opportunity  of 
making  your  money  earn  money  for 
THEM;  if  you  spend  it,  all  possibility 
of  making  it  work  for  you  is  lost. 

One  hundred  dollars  invested  at  16  per 
cent,  interest  will  earn  in  a  year  as  much 
as  sixteen  men  working  for  you  one  day. 
It  is,  however,  possible  to  make  one  hun¬ 
dred  dollars  do  the  work  of  ten,  fifty 
or  even  one  hundred  men;  it  depends  on 
how  and  WHERE  you  invest  it. 

Every  man  is  desirous  of  securing  for 
himself  a  competency  which  will  enable 
him  to  enjoy  the  fruits  of  his  labor  at 
as  early  a  period  in  his  life  as  possible. 
This  is  a  problem,  however,  which  is  be¬ 
coming  more  difficult  and  more  complex 
each  year. 

Consider  these  facts  seriously,  and  de¬ 
cide  if  it  is  not  wise  to  invest  at  once  in 
THE  KORNIT  MANUFACTURING  COM¬ 
PANY,  and  draw  a  handsome  yearly  in¬ 
come  from  its  enormous  earnings. 


The  Story  of  Kornit 

BY  PRESIDENT  CHAS.  E.  ELLIS 

Kornit  was  invented  by  Johann  Gustav 
Bierich,  a  subject  of  the  Czar  of  Rus¬ 
sia,  residing  at  Menkenhof,  near  Lie- 
venhof,  Russia,  and  is  a  Homogeneous  Horn  or 
Hoof  substance.  Kornit  is  produced  by  grind¬ 
ing  horn  and  hoof  shavings  and  waste  into  a 
palpable  powder  and  then  pressing  under  heavy 
hydraulic  pressure  with  heat  into  a  homogene¬ 
ous  slab.  This  slab  produces  a  substance  which 
can  be  sawed  or  turned  the  same  as  ordinary 
wood.  It  is  of  a  beautiful  black  consistency  and 
Is  Extremely  Valuable  as  a  Non-Conductor 
FOR  Electrical  Supplies.  It  is  a  matter  of  rec¬ 
ord  that  the  electrical  industry  in  this  country 
At  This  Time  Does  Not  Have  a  satisfactory 
material  for  heavy  or  high  insulating  purposes. 
A  slab  of  Kornit  one  inch  thick  was  tested  in 
Trenton,  New  Jersey,  by  the  Imperial  Porcelain 
Works  and  was  Found  to  have  Resisted  96,000 
Volts  of  Electricity.  It  may  be  interesting  to 
note  here  that  the  heaviest  voltage  which  is 
transmitted  in  this  country  is  between  Niagara, 
Buffalo  and  Lockport,  New  York.  The  voltage 
transmitted  by  this  company  is  between  40,000 
and  50,000  volts.  Kornit  is  equally  as  good  as 
a  non-conductor  for  electrical  purposes  and  sup¬ 
plies  as  is  hard  rubber. 


The  average  price  of  hard  vulcanized  rubber 
for  electrical  purposes  is  today  considerably 
over  one  dollar  per  pound — at  the  present  writ¬ 
ing  something  like  $1.25  per  pound. 

Kornit  can  be  sold  at  Twenty-five  Cents 
PER  Pound,  and  an  enormous  profit  can  be  made 
at  this  price,  so  that  it  Can  Easily  be  Seen 
that  where  Kornit  is  Equally  as  Good,  and  as 
A  Matter  of  Fact,  in  many  instances,  a  Better 
non-conductor  than  hard  rubber,  it  can  com¬ 
pete  in  every  case  where  it  can  be  used  with 
great  success  on  account  of  its  price.  For  elec¬ 
trical  panel  boards,  switchboards,  fuse  boxes, 
cutouts,  etc.,  there  are  other  materials  used 
such  as  vulcanized  paper  fibre,  slate,  marble, 
etc.  A  piece  of  vulcanized  paper  fibre  3x4x1 
inch,  in  lots  of  1,000,  brings  20  cents  per  piece. 
A  piece  of  Kornit  of  the  Same  Dimensions 
could  be  sold  with  the  Enormous  Profit  of 
OVER  100  PER  CENT,  at  ten  cents.  The  absorptive 
qualities  of  Kornit  render  it  such  that  it  is  Far 
Preferable  to  that  of  vulcanized  fibre.  It  will 
not  maintain  a  flame.  Of  all  the  materials 
which  are  now  in. the  electrical  market  for  sup¬ 
plies  and  insulators  there  is,  as  we  have  stated 
above,  none  that  are  satisfactory.  Kornit  will 
fill  this  place.  Its  tensile  strength  per  square 
inch  averages  from  1,358  pounds  to  1,811 
pounds,  which  the  reader  can  readily  see  Is 
More  Than  Satisfactory.  This  test  was  made 
by  a  well  known  electrical  engineer,  who  is  now 


acting  in  that  capacity  for  the  United  States  cases,  glove  stretchers,  shoe  lifts,  etc.;  office 

Government  with  a  Standard  Riehle  Bros,  test-  utensils,  such  as  paper  knife  and  pen  holders, 

ing  machine.  ink  stands,  pen  racks;  medical  instruments. 

Waste  horn  and  whole  hoofs  are  being  sold  such  as  syringes,  ear  trumpets,  etc.,  etc.;  pieces 

by  the  ton  today  principally  only  for  fertilizing  for  games,  such  as  draughts,  chessmen,  domi- 

purposes.  There  is  one  town  alone,  Leomin-  noes,  checkers,  counters,  chips,  cribbage  boards, 

ster.  Mass.,  where  they  have  an  average  of  eight  etc.;  telephone  ear  pieces,  stands,  etc.;  piano 

tons  of  horn  shavings  every  day.  These  waste  keys,  typewriter  keys,  adding  machine  and  cash 

horn  shavings  are  now  only  being  sold  for  register  keys,  tea  trays,  ash  trays,  scoops,  mus- 

fertilizing  material.  These  eight  tons  of  horn  tard  and  other  spoons,  salad  sets,  cigar  and  cig- 


shavings  manufactured  into  Kornit  and  sold  for  building  is  controlled.  They  must  be  of  a 
electrical  purposes  would  easily  bring  $3,000.  reliable  non-conducting  material.  Xornit  can 

At  this  price  it  would  be  selling  for  less  than  be  used  for  this  purpose  almost  exclusively.  The 

one-fifth  of  what  hard  rubber  would  cos.t,  and  largest  electrical  manufacturing  concerns  in 
about  one-half  what  other  competitive  mater-  Riga,  Russia,  are  Using  Kornit  Only  for  this 
ials  would  sell  for,  even  though  they  would  not  Purpose,  after  having  tried  all  other  so-called 
be  as  satisfactory  as  Kornit.  non-conducting  compositions.  The  electrical 

Kornit  has  been  in  use  in  Russia  about  four  trades  alone  can  consume  a  great  many  tons  of 
years.  In  Riga,  Russia,  which  is  the  largest  Kornit  every  day  in  the  year.  If  only  two  tons 
seaport  town  of  Western  Russia,  the  Electrical  of  Kornit  is  manufactured  and  sold  every  work- 
Unions  there  are  using  Kornit  with  the  great-  ing  day  in  the  year  it  will  Enable  the  Kornit 
est  satisfaction,  finding  it  preferable  to  any  Manufacturing  Company  to  Pay  16  Per  Cent, 
other  insulating  material.  Dividends  Every. Year.  Of  course,  if  four  tons 

The  expense  of  manufacturing  Kornit  from  a  day  are  sold  the  dividends  would  be  32  per 

the  horn  shavings  is  not  large,  as  the  patentee,  cent,  per  year.  This  is  Not  Improbable.  An 

Mr.  Bierich,  has  invented  an  economical  and  Expert  Electrical  Engineer  who  holds  one  of 
satisfactory  process  which  produces  an  article  the  most  responsible  positions  here  in  New 
that,  in  the  near  future,  will  be  used  in  the  York  City  made  the  statement,  after  thorough- 
construction  of  almost  every  building  in  this  ly  examining  and  testing  Kornit  for  electrical 
country.  purposes,  that  in  his  most  conservative  estima- 

Besides  electrical  insulators,  Kornit  can  be  tion  there  can  be  ten  tons  of  manufactured  Kor- 
used  for  the  manufacturing  of  furniture,  but-  nit  sold  every  working  day  in  the  first  year, 
tons,  door  handles,  umbrella,  cane,  knife  and  This  would  mean  that  the  Kornit  Manufactur- 
fork  handles,  brush  and  sword  handles,  revol-  ing  Company  would  pay  a  dividend  out  of  its 
ver  handles,  mirror  backs,  picture  frames,  toilet  earnings  the  first  year  of  over  seventy-five  per 
accessories,  such  as  fancy  glove  boxes,  jewel  cent.  (75%).  This  is  probably  more  than  will 
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be  paid  the  first  year,  but  there  certainly  seems 
to  be  a  good  prospect  of  paying  a  large  dividend 
the  first  year. 

There  will  be  Such  an  Enormous  Demand 
FOR  KoRNIT  after  IT  BECOMES  INTRODUCED  THAT 
FROM  Year  to  Year  the  Dividends  Earned  will 
Become  Larger  and  Larger.  This  is  the  Best 
Opportunity  to  Make  an  Investment  That 
You  Have  Ever  Had. 

It  is  a  well  known  fact  that  The  Most  Legi¬ 
timate  and  Profitable  way  to  Make  Money  is 
by  manufacturing  some  product  that  is  “Neces¬ 
sary”  and  One  That  Can  be  Fully  Control¬ 
led  so  that  nobody  else  can  manufacture  the 
same  article.  Look  at  Sugar  (which  is  pro¬ 
tected  by  a  high  tariff)  ;  at  Standard  Oil,  the 
Telephone,  the  Telegraph,  and  we  might  go  on 
and  enumerate  many  more  monopolies.  They 
ARE  THE  Big  Money  Makers  of  Today.  Kornit 
Cannot  be  Manufactured  by  Anybody  in  this 
Country  Except  Ourselves  or  Our  Agents. 
We  own  all  the  patents 
issued  by  the  United 
States  Government  to 
the  inventor,  Mr.  Johann 
Gustav  Bierich,  in  Rus¬ 
sia.  These  patents  Have 
Been  Bought  from  Mr. 

Bierich,  and  Are  Duly 
Transferred  to  The  Kor¬ 
nit  Manufacturing  Com¬ 
pany  and  the  same  is 
Duly  Recorded  in  the  Pat¬ 
ent  Office  of  the  United 
States. 

WE  HAVE  A  FINE 
FACTORY. 

E  have  a  factory 
at  Newark,  N.  J. 

(Belleville  Sta¬ 
tion).  The  machinery  is 
now  being  assembled.  To 
this  end  the  services  of  the  son  of  the 
inventor,  Mr.  Kurt  Bierich,  who  is  a  gradu¬ 
ate  of  Freiburg  University,  Germany,  has  been 
retained.  He  will  arrive  in  this  country  in  the 
near  future  to  take  full  charge  of  the  scientific 
construction  of  the  factory.  Mr.  Kurt 
Bierich  spent  two  years  in  his  father’s  fac¬ 
tory  at  Menkenhof,  Russia,  and  six  months 
at  the  workshops  in  Riga,  Russia,  mastering 
every  minute  detail  of  the  manufacturing  and 
working  departments.  Mr.  Bierich,  Jr.,  has 
been  employed  for  six  months  recently  in  super¬ 
intending  the  erection  of  a  Kornit  factory  for 
the  English  company  at  Stoke  Newington,  N. 
London,  which  he  has  just  brought  to  com¬ 
pletion  IN  THE  most  satisfactory  MANNER. 
Mr.  Bierich,  Jr.,  will  have  full  charge  of  erect¬ 
ing  and  maintaining  the  Kornit  Factory  in 
this  country.  It  is  planned  that  before  the 
present  year  is  over,  that  our  factory  will  be 

COMPLETED  AND  THAT  KORNIT  SHALL  BE  A  WELL- 


KNOWN  AND  UNIVERSALLY  USED  ARTICLE  IN  THE 
ELECTRICAL  AND  OTHER  TRADES  OF  THIS  COUNTRY, 
EARNING  AND  PAYING  LARGE  AND  SATISFACTORY 
DIVIDENDS  EACH  AND  EVERY  SIX  MONTHS.  A  feW 

shares  obtained  now  may  be  the  foundation  for 
a  fortune  or  the  much  desired  income  for  sup¬ 
port  in  the  unknown  years  that  are  to  come. 
We  leave  it  to  you  if  it  would  not  seem  good 
judgment  to  take  immediate  advantage  of  this 
opportunity.  Anyway,  please  write  me  at  once 
and  let  me  know  just  what  you  will  do.  If  it 
is  not  possible  for  you  to  take  shares  now,  write 
and  tell  me  how  many  you  would  like  and  how 
soon  it  will  be  convenient  for  you  to  do  so, 
provided  I  will  reserve  them  for  you.  As  soon 
as  I  receive  your  letter  I  will  answer  it  with 

A  PERSONAL  LETTER  AND  WILL  ARRANGE  MATTERS 
AS  YOU  WISH  TO  THE  BEST  OF  MY  ABILITY. 

REMEMBER,  I  have  a  great  many  thou’ 

SAND  DOLLARS  INVESTED  IN  THE  KORNIT  MANU¬ 
FACTURING  Company,  and  the  minute  you  buy 

a  share  or  more  in  this 
Company  we  become  Co¬ 
partners  as  Co-sharehold¬ 
ers.  It  is  for  our  mutual 
benefit  to  watch  and  guard 
each  other’s  interests.  I 
WILL  be  grateful  IF  YOU 
WILL  WRITE  ME  TODAY,  SO 

that  I  may  know  just  what 
you  will  do. 

I  know  you  will  agree 
with  me  that  you  have 
never  had  presented  to 
your  notice  a  better  oppor¬ 
tunity  to  make  an  invest¬ 
ment  where  such  large 
profits  can  be  made  be¬ 
cause  of  the  exclusiveness 
of  control,  and  the  great 
demand  and  the  low  cost 
of  the  raw  material,  which 
is  now  almost  practically 
thrown  away.  Join  me  in  this  investment,  and 
I  assure  you  it  is  my  sincere  belief  that  in  the 
future  you  will  say:  “That  is  the  day  I  made 
the  most  successful  move  in  my  whole  life.” 

MY  OFFER  TO  YOU 
TODAY. 

HE  Kornit  Manufacturing  Company  is  in¬ 
corporated  under  the  laws  of  New  Jer¬ 
sey  and  is  capitalized  with  50,000  Fully 
PAID  non-assessable  shares  at  $10  each.  It  is 
my  intention  to  sell  a  limited  number  only  of 
THESE  SHARES  at  the  par  value  of  $10  each.  Ten 
Dollars  will  buy  one  share.  Twenty  Dol¬ 
lars  WILL  BUY  TWO  SHARES.  FiFTY  DOLLARS 
WILL  BUY  FIVE  SHARES.  OnE  HUNDRED  DOLLARS 
WILL  BUY  TEN  SHARES.  ONE  THOUSAND  DOLLARS 
ONE  HUNDRED  SHARES,  AND  SO  ON.  After  yOU 

have  bought  one  or  more  shares  in  The  Kornit 
Manufacturing  Company  you  may  feel  as  I  do, 
that  you  have  placed  your  savings  where  they 


If  you  will  carefully  cast  over  in 
your  mind  and  pick  out  twenty  of 
the  wealthiest  people  you  personally 
know  you  will  find  in  each  case  that 
it  is  a  fact  that  years  ago  each  one 
of  these  persons,  or  their  ancestors, 
learned  how  to  make  a  little  money 
do  a  whole  lot  of  work,  and  that 
now  they  and  their  children  reap 
the  benefit  in  a  golden  harvest. 

You  can  do  the  same.  Only  you 
must  make  a  beginning.  Here  is  a 
Financial  Opportunity.  Take  ad¬ 
vantage  of  it  now — not  tomorrow, 
but  right  now,  today.  You  are  mak¬ 
ing  money.  Why  not  invest  a  little 
and  later  on  reap  the  benefit?  It  is 
a  wise  thing  to  do,  and  the  wise  and 
thoughtful  people  who  are  doing  it 
are  the  ones  that  live  in  ease. 


THE  BUSINESS  MAN'S  MAGAZINE  AND  THE  BOOK-KEEPER 


1009 


WILL  DRAW  REGULAR  and  SATISFACTORY  LARGE  DIV¬ 
IDENDS. 

I  SHOULD  NOT  RE  A  BIT  SURPRISED  if  theSG 

shares  paid  dividends  as  high  as  one  hundred 
per  cent,  in  the  not  far  distant  future.  Conse¬ 
quently,  a  fe\/  dollars  invested  now  in  the 
shares  of  the  Kornit  Manufacturing  Company 
will  enable  you  in  the  future  to  draw  a  regu¬ 
lar  INCOME  from  the  large  profits  of  the  Com¬ 
pany  as  they  are  earned.  The  DIVIDENDS 
will  be  paid  semi-annually,  every  six  months, 
the  first  of  May  and  November  of  each  year. 
Tins  IS  one  of  the  best  opportunities  you  will 

EVER  HAVE  presented  TO  YOU  IN  YOUR  WHOLE 
LIFE-TIME.  I  Have  Invested  a  Great  Many 
Thousand  Dollars  in  the  Kornit  Manufac¬ 
turing  Company,  and  i  feel  sure  that  it  is 
One  of  the  Best  Investments  I  Have  Ever 
Made.  I  can  truthfully  say  to  you  that  I 
FULLY  believe  that  you  will  be  more  than  pleas¬ 
ed  with  your  investment  and  that  you  will 
never  be  sorry,  remember,  that  you  here 
have  an  opportunity  to  become  interested  in  a 
large  industrial  manufacturing  concern  manu¬ 
facturing  a  product,  with  an  exclusive  mono¬ 
poly,  which  HAS  NEVER  BEFORE  been  manu¬ 
factured  or  sold  in  this  country. 

Remember,  that  it  is  by  no  means  an  experi¬ 
ment,  as  IT  HAS  been  successfully  manufac¬ 
tured  AND  SOLD  FOR  OVER  FOUR  YEARS  IN  RUSSIA 
AT  A  LARGE  PROFIT,  and  the  manufacturer  and 
inventor  recently  wrote  that  the  demand  is  in¬ 
creasing  EVERY  DAY,  beyond  the  capacity  of 
their  manufacturing  facilities. 

Now  is  the  time  for  you  to  take  advantage  of 
this  magnificent  opportunity  to  make  an  invest¬ 
ment  in  these  shares.  I  earnestly  believe  that 
in  a  few  years  these  shares  will  be  worth 

FROM  FIFTY  DOLLARS  TO  ONE  HUNDRED  DOLLARS 

each  on  account  of  the  large  dividends  which 
the  company  will  earn  and  regularly  pay  each 
and  every  six  months.  It  is  a  well  known  fact 
that  shares  that  pay  fifty  (50)  to  one  hundred 
(100)  per  cent,  dividends  will  readily  sell  in 
the  open  market  for  $50  to  $100.  The  Out¬ 
look  FOR  THE  Kornit  Manufacturing  Company 
is  such  that  it  seems  impossible  for  the  earn¬ 
ings  to  fall  far  short  of  these  figures.  If  the 
company  only  makes  and  sells  two  tons  of  Kor¬ 
nit  a  day  for  the  first  year  and  made  a  profit 
of  only  two  hundred  dollars  per  ton  would 
mean  a  profit  of  over  sixteen  per  cent.  (16%) 
the  first  year.  If  this  business  were  doubled 
the  second  year,  of  course  the  earning  capacity 
would  double,  and  the  dividends  would  be  over 
thirty-two  per  cent.  (32%).  Prominent  and 
well-known  Electrical  Engineers  assure  me 
that  this  product  cannot  help  and  is  bound  to 
make  enormous  profits.  I  would  recommend 
that  you  send  for  as  many  as  you  may  wish 


at  once.  You,  in  my  conservative  opinion,  can 
safely  count  on  the  large  earning  capacity  of 
these  shares.  I  will  at  once  write  you  a  per¬ 
sonal  letter  with  full  information,  and  send 


president  CHARLES  E.  ELLIS. 


you  our  illustrated  book,  “A  Financial  Oppor¬ 
tunity,”  containing  a  score  of  photographs  of 
the  KORNIT  industry,  taken  in  Russia. 

Please  let  me  hear  from  you. 

Yours  very  truly, 

CHARLES  E.  ELLIS 

PRESIDENT, 

7 1  SB  Temple  Court,  New  York  City 

NEW  YORK. 

Mr.  Ellis  besides  being  President  of  this 
company  is  also  President  of  two  other  large 
and  successful  companies,,  owning  shares  there¬ 
in  valued  conservatively  at  over  $250,000.00. 
Mr.  Ellis  has  other  investments  in  New  York 
City  real  estate,  bonds,  stocks  and  mortgages 
to  the  amount  of  many  more  hundreds  of  thou¬ 
sands  of  dollars.  Any  bank  or  mencantile 
agency  will  tell  you  his  guarantee  is  as  good 
as  gold.  This  is  a  successful  man  who  wishes 
you  for  a  Co-partner  as  a  Shareholder  and 
Dividend  Receiver  in  this  company.  Remem¬ 
ber  you  will  do  business  personally  with  Mr. 
Ellis  in  this  matter. 
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SHALL  WE 
SEND  YOD 

WITH  THE 


— 2-^  1 


CIENTIFIC 


MERICAN 


This  marvelous  offer  of  Muiin  &  Company  is  limited  to  ONE  THOUSAND  READERS 
of  The  Business  Man’s  Magazine.  It  is  an  opportunity  for  one  thousand  readers 
of  this  publication  to  obtain  the  Scientific  American  Reference  Book  or  George  M.  Hop¬ 
kins’  book  entitled  Home  Mechanics,  for  amateurs,  absolutely  without  charge  with  a  year’s 
subscription  to  “Scientific  American.”  The  offer  boiled  down  in  a  few  words  is  simoly  $4.50 
offer  for  $3.00  cash. 

Either  one  of  these  books  sells  anywhere  for  $1.50  and  the  offer  which  we  make  is  to  new 
subscribers  only.  Lawyers,  ministers,  merchants,  men  of  every  profession,  of  every  business  pur¬ 
suit  should  take  advantage  of  this  offer,  which  is  limited  to  one  thousand  readers  of  this  publi¬ 
cation.  The  subscription  price  of  the  “Scientific  American”  is  $3.00  a  year.  You  receive  fifty- 
two  numbers  of  the  most  interesting  paper  published. 

Our  $4.50  Offer  for  $3.00 

Embrace  this  offer  now.  Either  book  makes  a  good  Christmas  gift.  The  “Scientific  Amer¬ 
ican”  should  come  to  your  home.  Subscription  can  start  any  time.  Christmas  day  if  you  wish. 

REFERENCE  BOOK  Contains  fifty  thousand  facts,  over  five  hundred  pages.  Fully  illus- 
^  trated.  Colored  plates.  Accurate,  up-to-date,  complete.  Condensed 

information  from  great  encyclopedias.  Any  subject  can  be  referred  to  instantly.  Sold  every¬ 
where  for  $1.50.  To  new  subscribers  answering  this  advertisement,  it  is  free  with  a  year’s  sub¬ 
scription  to  “Scientific  American.” 

HOME  MECHANICS  370  pages.  Over  three  hunudred  illustrations.  A  thoroughly  prac- 
FOR  AMATEURS  tical  book  by  the  most  noted  amateur  experimenter  in  America, 
author  of  Experimental  Science.  This  book  is  just  published  and  its  retail  price  is  $1.50.  This 
book  is  given  free  under  our  great  offer,  with  a  year’s  subscription  to  “Scientific  American.” 

Send  in  your  subscription  to-day  and  choose  which  book  you  want 

Don’t  forget  and  thus  miss  this  opportunity.  Descriptive  prospectus  of  either  book  and  sam¬ 
ple  copies  of  the  “Scientific  American”  sent  free. 

MUNN  ®.  COMPANY.  Publishers 

572  Broadway,  New  York 

(NoUce  to  Prospective  Advertisers— Advertising  rates  75  cents  per  line.  Rate  card  and  full  particulars  on 
request.  It  will  pay  you  to  advertise  with  us.) 
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Here  are  two  sets  of  books, 
every  one  of  which  should  be 
in  the  library  of  every  business 
man. 

Office  Library  No.  1 


“Thoriie’.s  Twentieth  Century 


Book-keepingr  and  BiiNine.sN 

Praetiee” .  $3.00 

^y^Ianufaeturing'  Cost”  2.00 

“The  Credit  Man  and  His  Work”  2.00 

“Burdiek’s  Business  Law” .  2.00 

“Commereiai  Correspondenee”  .  .  2.00 

“Business  Short  Cuts” .  1.00 


$12.00 


Every  book  bound  in  special  half  morocco — gilt  top — your  name 
in  gold  on  each  volume.  You  can  have  the  whole  set  for  $9.00  cash, 
or  $10.00  in  easy  payments.  We  pay  express.  All  ready  for  delivery 
save  one,  which  is  now  in  preparation.  If  you  have  any  of  these 
works  we  will  credit  its  cost  on  the  purchase  price.  If  you  have  one 
of  the  books  in  cheaper  binding  we  will  not  only  credit  its 
cost  but  we  will  exchange  it  for  half  morocco  binding  without  charge. 


Office  Library  No.  2 


“American  Business  and  Accounting  Encyclo¬ 
paedia”  (single  vol.  edition) . . ‘ .  .$10.00 

“Thorne’s  Twentieth  Century  Book-keeping  and 
Business  Practice” .  3,90 

“Manufacturing  Cost”  . . .  2.OO 

“The  Credit  Man  and  His  Work” .  ,  .  .  2.OO 

$17.00 


These  books  are  in  the  same  binding  as  those  in 
library  No.  1 — half  morrocco,  except  the  encyclopedia, 
which  is  full  Russia.  You  can  have  this  set  for  $15.00 
in  easy  payments,  or  $13.50  cash.  Express  paid  to  all 
points  in  the  United  States  and  the  entire  set  sent  on 
receipt  of  order. 

Tell  us  which  set  interests  you  most  and  ask  for 
special  terms.  If  you  want  to  substitute  any  other 
books* for  the  ones  you  already  own,  name  them  and 
we  will  quote  special  prices. 


The  Bookkeeper  Publishing  Co.,  Ltd.  Detroit,  Mich. 
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to  fill  your 

fountain  Pen ! 


pi  - 


wsm 


PEN 

and  fillittbisWay^ 

Invented  by  a  man  (Dr.  Faber)  who  wanted  a 
good  fountain  pen — wanted  it  for  his  own  use. 
Tried  them  all — some  leaked — soiled  his  pocket, 
hands,  paper,  etc.;  some  let  the  ink  out  in  drops  at 
times  and  at  others  failed  to  let  it  out  at  all. 

Cl  None  could  be  filled  except  with  a 
“  filler,”  didn’t  have  the  “filler”  handy  when 
his  pen  was  empty.  Pen  as  useful  as  a 
gun  without  ammunition. 

Cl  The  result  was,  the  idea  of  DR.  FABER’S 
SELF=FILUNQ  FOUNTAIN  PEN,  in  which 
every  good  point  of  other  Fountain  Pens 


r 


was  included  without  their  faults,  and  with  special  features  of  its  own. 

A  PEN  FOR  PARTICULAR  PEOPLE 

O,  It  has  a  solid  gold  pen— no  better  pen  can  be  made.  If  you  are  rated  in  Dun  or  Bradstreet  will 
send  you  one  on  trial— pay  for  it  if  it  is  the  BEST  pen  you  ever  saw,  otherwise  return  it. 

Ct.  If  you  have  no  rating  send  your  money  and  we  will  return  it  to  you  if  pen  is  not  satisfactory. 
C,  You  can’t  know  how  good  it  is  until  you  USE  it. 


SOLD  BY 

GOOD 

DEALERS 


$J.50t“$6.00 


WRITE 

FOR 

BOOKLET 


PEINIINSUUAR  SURPUrV  CO.,  DETROIT,  MICH. 

A  DR.  FABER’S  FOUNTAIN  PEN  makes  the  kind  of  CHRISTMAS  PRESENT  one  likes  to  get. 
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HOW  WOULD 
YOU  LIKE 
TO  HAVE 


WASHABLE  WALL  PAPER 


in  every  room  of  your  house,  so  that  after  a  sickness  or  at  Spring  cleaning 
time  you  can  have  your  entire  house  sponged  off  with  soap  and  water  at 
little  expense  with  all  the  cleanness  of  new  wall  paper  without  the  terrible 
muss  and  cost? 

I  have  secured  the  option  from  the  inventor  of  a  secret  formula  which 
will  revolutionize  the  manufacture  of  wall  paper,  a  staple  product  of  which 
some  hundreds  of  millions  of  rolls  are  sold  annually.  The  use  of  the 
formula  adds  but  little,  if  any,  to  the  cost  of  the  production,  and  yet  the 
paper  turned  out  is 

ABSOLUTELY  SANITARY,  WATERPROOF  AND  NON-FADING 

Can  be  rendered  in  every  way  as  artistic  as  the  best  of  the  present  papers. 
Costing  from  4^  to  8  cents  per  roll  to  manufacture,  it  can  be  sold  whole¬ 
sale  at  from  10  to  50  cents.  With  our  proposed  capital  of  $60,000  we  can 
install  four  presses  with  a  capacity  of  more  than  1,500,000  rolls  a  year  with 
a  value  to  us  of  at  least  $200,000. 

•  There  is  no  wall  paper  trust  to  restrain  us,  and  if  there  was  they  could 
not  produce  anything  like  ours ;  varnished  papers  for  bathrooms  and  an 
oilcloth  being  the  only  competing  goods  now  on  the  market.  They  can 
be  used  in  none  of  the  living  rooms  of  a  house,  and  we  can  produce  a 
cheaper  and  more  artistic  article  even  for  their  purposes.  It  is  not  only 
cheaper,  but  more  lasting  than  paint. 

With  all  of  these  advantages  for  our  paper,  which  we  not  only  claim 
but  can  prove,  can  you  tell  me  what  is  to  prevent  its  immediate  success? 
It  is  something  that  landlords  of  hotels  and  flats  in  the  great  cities,  as  well 
as  the  owners  of  homes  all  over  the  country,  have  long  been  looking  for, 
and  I  predict  that  we  will  not  be  able  to  keep  up  with  the  demand. 

With  regard  to  myself,  I  am  not  a  promoter  in  any  sense  of  the  word. 
The  opportunity  we  are  all  looking  for  knocked  at  my  door  and  I  believe 
that  there  is  the  chance  of  a  lifetime  for  the  inventor,  for  yourself,  and  for  me. 

I  do  not  claim  to  be  financially  strong;  not  being  a  believer  in  race 
suicide,  I  have  had  my  hands  full  buying  a  home  and  providing  for  its 
numerous  occupants ;  but  you  can  find  from  my  references  that  my  integrity 
and  good  faith  are  all  you  can  wish.  I  believe  in  a  “square  deal”  platform 
and  have  always  tried  to  live  up  to  it. 

The  company  is  incorporated  for  $60,000.  Shares  at  par  value  of  $10. 
Subscribe  for  all  you  can,  and  you  will  never  regret  it. 


REFERENCES — Fifth  .Avenue  Bank  of  New 
York;  W.  W.  &  T.  M.  Hall,  Real  Estate  Opera¬ 
tors,  New  York,  N.  Y. 

‘  The  Waterproof  Wall  Paper 

Company 

WILLIAM  B.  ELLIS,  Treasurer. 

II  East  42iid  St.,  New  York,  N.  Y. 


THE  WATERPROOF  WALL  PAPER  COMPANY, 

II  East  42nd  St.,  New  York,  N.  Y. 

Enclosed  find  . dollars  for . 

shares  of  full  paid,  non-assessable  stock  in  the  above 
Corporation. 

Name . 

Street . 

City 


1 


State 
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To  Stenographers! 

Have  You  Seen  the 

Shorthand  Department 

Of  the  Law  Register? 

CE.  It  is  the  only  weekly  shorthand  journal  in  the  world  con¬ 
ducted  by  expert  court  reporters. 

CL  It  teaches  law  forms,  legal  phraseology,  court  reporting, 
technical  outlines,  law  pleadings,  and  all  other  subjects  of  interest 
to  stenographers. 

d.  It  gives  you  the  benefit  of  advice  of  the  most  successful 
experts  in  shorthand. 

CL  Its  “Encyclopedia  of  the  Crafts”  will  broaden  your  vocabu¬ 
lary  and  make  you  conversant  with  matters  in  every  day  life  with 
which  very  few  people  have  a  knowledge. 

CL  It  is  edited  by  W.  L.  James,  Robert  F.  Rose  and  J.  F. 
Wood,  expert  court  reporters  and  the  most  successful  in¬ 
structors. 

CL  “The  best  and  most  instructive  shorthand  periodical  ever 

published”  is  the  verdict  of  all  who  have  seen  it. 

« 

CL  If  you  have  not  seen  it,  fill  out  the  coupon  printed  below  and 
send  for  a  sample  copy. 


W.  L.  JAIMES,  79  Clark  St.,  Chicago. 

Send  sample  copy  of  shorthand  publication  to 

Name . . . 


Address . 

City  and  State 
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You  can’t  afford  to  waste  your  brain  energy 
with  annoying  routine — lost  correspondence — 
confused  records  and  accounts.  That’s  mere  I 
I  carpenter  work.  Make  your  system  take  care  | 

^  of  it.  Use  your  own  gray  matter  for  the  real  | 
creative — the  business  building — the  architect! 

^  work.  Put  the  letter  hunting — the  record  keep-| 
ing — the  business  routine — the  business  detail  on^ 
the  Multi-Cabinet  Systems. 

i-Cabinet  Systems  are  not  so  many  pounds  of  senseless  oak 
and  card  stock.  Each  individual  cabinet  represents  so  much  bra.in 
\ — so  much  business  experience — so  many  labor  saving! 

^  schemes  and  economies — moulded  into  cabinet  form.  They 
lare  mechanical  business  assistants;  automatic  private  secre-  /; 

-  ^  that  take  care  of  all  business  detail — handle  cor-  |r 
respondence — keep  the  records — and  relieve  you  of  1 
the  petty  matters  that  interfere  with  brain  work.  | 

But  our  book  describes  these  systems  better  than  we  can — tells  of  47 
simple,  economical,  time  and  labor  saving  methods  of  handling^ 
detail,  systems,  for  every  department  of  your  business — advertising 

selling  credits — and  factory  work.  And  if  you  do  not  find  in  these  47  systems  one 
that  meets  your  own  needs  exactly — we  get  up  a  sp>ecial  one  for  you.  But  first  let  us 
send^  you  the  book  describing  this  complete  line  of  “grow-as-you-grow"  Multi- 
Cabinet  Business  Systems. 


Shaw-Walker 


I5I-I53  Wabash  Avenue 
CHICAGO 


FACTORIES: 
Muskegon,  Michigan. 
Representatives  in  90  Cities. 
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The  Tirtve-Sxver  Ca 


date 


ITEM 


FOUO 


CREDIT 


DEBIT 


Pot  lot 


■adier.A.Si 


rarlmer.  Irelta 


cCullom.  A.  C. 


AND 


Every  book-keeper  will  appreciate  the  saving  of  time  and  spac 

A  loose  leaf  ledger,  up-to-date,  with  a  sheet  to  fit  the  acc 
r  small. 

No  waste  of  whole  page  when  smaller  space  only  is  reqt 

mounts  on  one  page,  yet  on  separate  parts.  Index  unique 
account  found  instantly.  ^ 

Any  size,  shape  or  ruling  to  fit  your  business.  Description 
id  price  list  for  the  asking.  Address 


TIME-SAVER  OOMRANY 


MANUFACTURERS  OF  OFF  ICE  SPECIALTIES 


93  GOUNDRY  STREET, 
NORTH  TONAWANDA.  N.  K 


-vV' 

■-vaii^=j 

im 
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you  manufacture  anything  and  are  interested  in 
knowing  what  it  costs  to  make  it,  we  have  some 
information  which  will  interest  you.  The  day  of 
guess-work  has  gone  by.  Anything  short  of  abso¬ 
lute  knowledge  is  hardly  worth  having  at  any  price. 
You  demand  an  absolute  balance  on  your  cash  accounts.  Why 
not  demand  the  same  in  your  cost  records?  Now,  do  not  say 
that  it  is  impossible  to  get  it.  Do  not  say  that  others  can,  but 
you  can’t.  No_  matter  what  you  make,  or  whether  in  small  or 
large  lots,  it  is  possible  for  you  to  have  absolute  facts  instead  of 
estimates.  We  will  be  glad  to  tell  you  how.  This  is  addressed 
to  the  foreman  and  factory  clerk  as  well  as  to  the  proprietor  and 
manager.  Absolute  knowledge  is  the  starting  point  of  economy. 
How  can  a  manager,  foreman  or  clerk  better  his  standing  and 
prospects  more  surely  than  by  making  it  possible  to  cut  down 
expense?  We  can  tell  you  how  to  do  it.  The  road  to  better 
salaries  for  the  clerk  and  greater  profits  for  the  proprietor  lies 
this  way.  You  owe  it  to  yourself  to  investigate,  at  least.  Inves¬ 
tigation  will  cost  you  nothing.  Answer  these  two  questions  and' 
we  will  gladly  tell  you  our  plan.  It  will  cost  you  a  two-cent 
stamp.  If  you  can  say  that  it  was  not  well  invested  we  will  pay 
for  your  letter  ourselves.  We  want  a  chance  to  tell  you  about 
it.  Even  a  postal  will  do.  Answer  the  two  questions.  That’s 
all.  We’ll  do  the  rest. 


WHAT  IS  YOUR  LINE  OF  MANUFACTURE? 
WHAT  IS  YOUR  POSITION  IN  THE  FACTORY? 


ADDRESS 


Slnt^ntatinnal  Arrnuntants  3nr 

letroit,  mirljisan.  II.  A. 
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Take  steps  to  insure 
the  broadest  possible 
business  success 


A  work  of 
ready  reference 
and  occasional  perusal 
to  meet  the  needs  of  the 
BUSY  MAN  OF  AFFAIRS 


“A  work  destined  to  have  as  wide  a  sale 
as  IVebsters  Dictionary" 

HOME  LIBRARY 
OF  LAW 

By  ALBERT  S.  BOLLES,  Ph.  D.,  L.  L.  D. 


A  Brand  New  and  Authoritative  Trea- 
tise  on  Law  in  Its  Bearing  on  the 
Everyday  Activities  of  Life.  Com¬ 
plete  in  Scope,  Ample  in  Detail,  Ac¬ 
curate  in  Statement,  Popular  in  Style. 


The  six  volumes  that  com¬ 
prise  this  work  are  adapted  in 
every  way,  in  size,  style  and 
arrangement,  to  make  their 
perusal  inviting,  convenient 
and  agreeable. 

They  may  be  slipped  into 
the  pocket  for  reading  at  odd 
times,  on  boat,  train  or  street 
car,  and  thus  occupy  moments 
that  would  otherwise  be  was¬ 
ted,  in  acquiring  a  knowledge 
of  the  law  that  at  any  time 
in  the  stress  of  business  af¬ 
fairs  may  be  put  to  good  ser¬ 
vice  either  as  a  weapon  or  a 
defense. 

They  are  not  intended  to 
supplant  the  lawyer.  On  the 
contrary,  they  will  make  his 
services  all  the  more  valuable 
when  necessary,  because  legal 
advice  will  be  more  intelligi¬ 
ble  to  one  who  has  already  ac¬ 
quired  some  general  familiar¬ 
ity  with  the  subject.  But  it  is 
designed  to  dispense  with  con¬ 
stant  application  for  legal  ad¬ 
vice  on  perplexing  trifles.  The 
lawyer,  moreover,  cannot  al¬ 
ways  be  at  hand  to  prompt  at 
critical  moments,  and  the 
business  man  who  has  a  fund 
of  legal  knowledge  available 
for  emergency  is  ideally 
equipped. 


HIS  is  a  work  t\'hich  cannot  fail  of  im¬ 
mense  popularity.  Its  subject  vitally 
concerns  all  classes  of  business  men, 
and  we  are  confident  of  a  wide  and 
permanent  sale  once  it  becomes  generally  known. 

Early  purchasers  we  know  will  be  a  leading 
factor  in  making  its  merits  known,  and  we  are 
therefore  giving  an  advantage  to  those  from 
whom  we  anticipate  such  incidental  assistance. 

1  he  regular  price  of  the  six  volumes  is  $9 
net  (70  cents  additional  if  sent  by  mail),  but 

During  a  Short  Introductory  Period 

We  will  make  a  special  advance  price  of  $9 
and  also  enter  the  purchaser’s  name  for  a  year’s 
subscription  to  our  $3  magazine.  The  World’s 
Work,  the  most  useful  monthly  publication  for 
the  busy  man  of  affairs.  This  is  just  75%  of 
the  regular  price  of  books  and  magazine  com¬ 
bined.  We  will  send  the  work,  express  fully 
prepaid,  for  only  $1.  Neither  side  will  run 
any  risk  in  this  matter — we  are  confi- 


--  - - - 

dent  that  the  books  will  commend  ^ 
themselves  to  you  as  soon  as  you 
look  them  over— but  should  we  be 

tTI  1  cfo  L-Om  •(-ViQ-.r  _ _ X _ _  1  A  .  fv?' 


mistaken  they  may  be  returned 
at  our  expense,  and  your  $1 
will  be  promptly  refunded 


THE  GARDEiN 
yAAGAZINB 


COVATRY  LIFE 
W  AMERICA 


^  THE  WORLDS 


WORK 

DOVBLEDAY  PAGE  ^  CO  AEW  YORK 


1020 


THE  BUSIN  ESS  MAN’S  MAG  AZIN  E  AND  THE  BOOK-KEEPER 


Do  You  Want  More  Money? 


CL  Unless  you  are  absolutely  satisfied  just  as  you  are,  we 
can  help  you,  no  matter  what  you  are.  We  can  help  the 
clerk,  the  book-keeper,  the  superintendent,  the  manager, 
the  proprietor.  We  have  no  patent  cure-all  to  sell.  What 
we  have  is  actual  money-making  knowledge.  Don’t 
say  no  until  you  investigate.  All  we  ask  you  to  do  is  to 
check  the  subject  which  appeals  to  you,  right  where 
you  are,  and  send  this  sheet  to  us.  We  will  tell  you 
something  which  will  interest  you  and  be  profitable  to 
you  at  the  same  time. 

Check  Your  Subjects: 

Factory  Costs*  Better  Business  Systems*  Auditing* 
Accounting*  Book-keeping* 

IS  IT  WORTH  A  TWO  CENT  STAMP 


The  International  Accountants'  Society,  Inc* 

122  West  Fort  Street,  -  DETROIT,  MICHIGAN 

State  your  present  occupation  or  position  and  we  will  send,  free  of  charge,  a  little 
book  of  Elliott  Flower’s  which  will  at  least  repay  you  for  the  trouble. 
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AND 


TheBusiness  Man’s  Magazine 

AND 

The  Book=Keeper 


ONLY 


This  book  is  the  systematic  man's 

guide.  CE,  In  this  book  are  systems 
for  every  business.  Ct,  No  theories^ 
only  tested  plans  in  .  . 


IT  WON’T  COST  YOU  A  CENT 


'HIS  BOOK— about  200  pages— is  the  finest 
collection  of  business  systems  ever  pub¬ 
lished.  It’s  not  a  pamphlet— not  a  trump¬ 
ed-up  lot  of  rehash — but  a  fine  collection 
of  business  systems  all  ready  to  put  into  opera¬ 
tion  in  your  own  office — your  own  store — your  own  factory.  Your  copy  will  be  mailed 
to  you — carriage  paid — in  about  sixty  days — now  being  completed.  Bound  in  boards,  hand¬ 
some,  durable  and  above  all — useful.  Full,  from  cover  to  cover,  of  actual  business  systems 
all  ready  to  jump  into  action  to  make  your  work  easier — your  results  bigger— your  every 
effort  more  productive. 


WHOLESALE  SELLING  SYSTEMS 
ADVERTISING  SYSTEMS 
ACCOUNTING  SYSTEMS 
BILLING  SYSTEMS 
SHIPPING  SYSTEMS 


RETAIL  SELLING  SYSTEMS 
COST  SYSTEMS 
LOOSE-LEAF  SYSTEMS 
CHARGING  SYSTEMS 
BUYING  SYSTEMS 


AND  EVERY  ONE  PRACTICAL 


The  Business  Man’s  Magazine  and  The  Book=Keeper 

Over  seventeen  years  has  this  magazine  been  published.  Month  after 
month  and  year  after  year  its  pages  have  been  full  of  good,  honest, 
straightforward  business  information.  Not  sensational  exposures — not 
fulsome  flatteries  of  this  prominent  man  or  that — but  useful,  solid,  prac¬ 
tical  ways  in  which  a  merchant  could  become  more  successful  and  a  clerk 
become  a  better  clerk.  Its  contributors  are  good,  solid  business  men — 
not  men  who  stole  millions  and  got  away  with  them  without  being 
caught — but  men  who  do  things  and  who  share  their  knowledge  with 
you.  Monthly — 200  pages  or  more. 

More  Actual  Business  Reading  More  Actual  Business  Information  More  Good,  Solid  Meat 

Than  Any  Other  Business  Magazine  in  the  World 


THE  MAGAZINE  FOR  A  YEAR  AND  A 
COPY  OF  THE  BOOK  BY  MAIL  FOR 


)  $1.00  f 


ORDER  NOW 


THE  BOOK-KEEPER  PEBLlSHIINa  CO.,  Ltd.,  Detroit,  IVIloh. 

60c.  Extra  for  Postage  Required  for  Foreign  Subscription 
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A  COURSE  IN 

ALU  THIS 

A  TEXT  BOOK 

350  pages,  8x10^ — bound  in  ^  Mo¬ 
rocco;  hundreds  of  specially  drawn — 
photographed  and  engraved  forms — 
gold  top,  heavy  paper.  A  magnificent 
book  from  every  point  of  view. 

A  SET  OF  12  LESSONS 

Twelve  separate  lessons — not  12  cards 
or  12  sections  of  a  pamphlet,  but  12 
separate  lessons — over  100  pages  ; 
size  6x9.  These  are  also  illustrated 
and  made  clear  by  specially  photo- 
engraved  forms. 

A  SET  OF  12  EXAMINATIONS 

A  clear  demonstration  of  your  fit¬ 
ness  on  each  lesson. 

A  FULL  AND  COMPLETE 

Set  of  instructions  for  opening  and 
closing  the  books  of  a  number  of 
separate  and  distinct  lines  of  busi¬ 
ness.  Something  given  nowhere  else. 


OUR  GUARANTEE  STANDS  BEHIND  THIS 

A  course  in  book-keeping  for  only  $3.00  sounds  like  too  big  a  pro¬ 
mise  to  be  genuine,  but  we  stand  behind  it  with  a  positive  guarantee. 
Over  ten  thousand  customers  will  tell  you  that  our  guarantee  is  as  good 
as  a  government  bond.  We  can  furnish,  and  will  furnish,  all  the 
references  you  wish.  This  offer  has  no  kinks  or  curves — no  hidden 
meaning — no  “string”  to  it.  It  means  just  what  it  says.  You  get  the 
complete  set  of  twelve  lessons  and  examinations  at  once,  and  you 
can  learn  book-keeping  at  home. 

EVERY  MERCHANT— EVERY  CLERK— SHOULD  UNDERSTAND  E00K4EEPING 


THE  BOOK-KEEPER  PUBLISHING  CO.,  LTD., 

DETROIT,  MICH. 

I  enclose  herewith  $3.00  for  one  course  in  book-keeping,  as  above  described. 
1  Text-Book,  as  described. 

12  Lessons,  as  described. 

1  Set  Examinations,  as  described. 

ALL  BY  EXPRESS  PAID. 

Name . 

Address . 

Town  and  State . . . 
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Learn  Scientific  Business  Letter-Writing 


The 

Climax 

of 

Modern 

Business 

Methods 


Msdufaciumfs  sf 

Bank  and  Court-House  Rttm^  ' 

Office  DesksJabffts.CHarrf..etc, 

Church  and  Auditorium  Seating 
Schoo!  Furniture  Apparatus, 
and  Supplies. lumbenDry  KiWs, 
Metal  Chid  irS.Stooto  and  Tables . 


AVtt. 

Tsupnanfi  4^  Central  , 


training  in  SCllKnriS 

:  tbe  Page-Mvis  Company,  vtiiyuppiy  you.^itit  f 
KnowlMga  of  tosineas  methods  and  the  ooaohing  tha  a  ..  ,  ■ 

%'  for%«ooo8e  in  ■hnatnos8.,  :;,,;„;^;C 

0^-  your  instruotprs  are  auocessfnl.  »an  who  widi  ^ 

'  ‘  I  ooasider  it  th®  eeBtr 

the  teneflt  of  their  years*  erperlanee. 

P%,,,tJU8in®sa ^training  in  the  worm. 

Es«,.  .1,-  _ _ n-f  this  ihstitn.tion  anu 


It  Means  a  Fortune  to  You 

^  I  ^HIS  reproduced  letter  had  it.s  mis.sion.  It  caused  one  man  to  decide  quickly,  and  his 
present  salary  of  $3,000  a  year  can  be  traced  to  its  influence.  We  hope  its  message  to 
you  at  this  time  will  prove  of  equal  value. 

Scientific  Business  Letter- Writing  has  never  before  been  taught.  The  Page-Davis  Com- 
pany  founded  this  practical  system  upon  actual  experience.  Our  training  in  Scientific  Letter- 
Writing  will  give  you  the  essence  of  business  principles,  emianating  directly  from  a  business 
office.  It  will  give  you  a  profession  that  has  created  businesses  amounting  to  millions  of 
dollars. 

Harry  G.  Selfridge  rose  to  a  position  as  manager  for  Marshall  Field,  commanding  a 
salary  of  $50,000  a  year,  through  his  ability  as  correspondent. 

Benj.  L.  Winchell,  president  of  the  Chicago  and  Rock  Island  Railroad,  owes  his  speedy 
rise  to  his  important  and  responsible  position  to  his  tactful  management  of  a  large  cor¬ 
respondence. 

We  will  teach  you  every  detail  of  the  science  of  building  up  business  by  correspondence; 
we  will  assist  you  in  adding  a  mail-order  department  to  the  house  with  which  you  are  con¬ 
nected ;  we  will  fit  you  to  conduct  the  correspondence  of  any  kind  of  a  business  in  a  scientific 
manner;  we  will  give  you  the  sound  proved  principles  of  a  successful  concern;  we  will  not 
only  impart  to  you  this  priceless  information,  but  we  will  develop  your  faculties. 

U  you  really  appreciate  the  vast  importance  of  Scientific  Letter-writing,  if  yon  honestly 
desire  to  possess  knowledge  gained  by  successful  men  through  years  of  experience;  in 
short,  if  you  want  to  know  more  about  a  profession  that  is  the  climax  of  modern  business 
methods,  you  will  write  at  once  for  our  large  book — it  explains  all. 

Page-Davis  School  of  Business  Letter  Writing 

Dept.  1224,  90  Wabash  Ave.  CHICAGO  ILLINOIS 
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Have  You  a  Clear  Understanding  of  the  Many  Uses  to 
Which  the  Comptometer  is  Being  Put  ? 

FOR  PAY-ROLL  AND  COST-KEEPING  accounts,  the  Comptometer,  once  used, 
becomes  indispensable.  It  has  no  substitute.  But  that  is  only  a  part  of  it.  On  trial 
balances,  or  any  other  kind  of  adding,  it  turns  out  the  work  with  absolute  accuracy  and 
so  easily  and  rapidly  as  to  pay  for  itself  several  times  a  year.  Then  there  is  the  multiply¬ 
ing  and  dividing.  To  those  who  have  used  the  Comptometer  on  multiplication  or 
division,  from  the  simplest  bill  extensions  and  checking  to  the  large  computations  involy^ 
in  railroad  accounting,  the  mental  process  by  comparison  seems  absurd  and  foo  ish. 
They  wonder  why  anyone  would  waste  time  and  useless  pain  by  pursuing  the  old,  slow, 
uncertain  and  nerve-racking  methods. 

You  could  use  the  Comptometer  and  though  not.  a  me-e  loy,  it  does  not  cost  too 
much.  Light  to  carry,  small  and  convenient  to  set  on  a  book  or  desk.  • 

WITH  MULTIPLICATION  OF  ANY  KIND  it  cuts  the  time  of  the  most  expert 
mental  computer  two-thirds ;  makes  hard  work  a  pleasure,  and  insures  accuracy  beyond 
the  possibilities  of  any  other  known  method.  So  simple  and  easy  that  a  child  can  learn 
to  multi-’y  accurately  and  rapidly  in  ten  minutes.  From  extending  or  checking  bills 
of  any  kind— fractions  and  all— to  computing  railroad  tonnage,  there  is  absolutely  nothing 
that  can  compare  with  it. 

It  will  save  you  money;  also  worry.  It  really  does  the  work.  All  you  have  tp  do  is 
simply  touch  the  keys  and  read  the  answer;  and  you  touch  them  in  bunches,  two,  three, 
four  at  a  stroke,  and  the  answer  will  be  correct  just  the  same.  Nothing  else  like  it  in  all 
the  world.  It  will  do  all  your  adding,  multiplying  and  dividing  in  a  mere  fraction  of 
the  time  it  takes  to  do  it  mentally  and  so  easily  and  surely  that  you  will  wonder  why 
you  did  not  look  into  it  before.  The  only  machine  that  is  rapid  on  all  clasps  of  adding 
and  calculating,  and  it  is  more  rapid  than  any  other  on  any  class  of  work  Thou^n^  ^ 
our  customers  started  with  one  machine  who  today  use  from  ^  to  100.  WHY  LiiJJ 
THEY  BUY  MORE? 

A  GOOD  CALCULATING  MACHINE  gives  better  satisfaction  and  saves  more 
money  than  almost  any  other  modern  invention.  Saves  overtime  and  headaches,  too, 
The  best  is  not  necessarily  the  most  expensive,  neither  *is  it  a  toy. 

The  Western  Electric  Co.,  New  York,  writes: 

“We  have  over  twenty  Comptometers  in  use  in  our  different  houses.  We  have  ex¬ 
perimented  with  most  all  the  adding  and  multiplying  machines  on  the  market  and 
have  come  to  the  conclusion  that  for  all-around  work  the  Comptometer  is  the  bpst. 

The  Hartford  Fire  Insurance  Co.,  which  uses  six  Comptometers,  writes: 

“Most  of  our  work  requires  results  only,  and  for  this  purpose  we  find  no  (Mher 
machine  as  reliable  and  rapid  as  the  Comptometer.  We  use  in  our 

a  $375.00  adding  and  listing  machine.  We  make  use  of  this  only  where  a  list  is 
required.” 

Meyer  Bros.’  Drug  Co.,  St.  Louis,  Mo.,  writes: 

“We  use  the  Comptometer  exclusively  in  our  billing  department;  whilst  we  have 
other  adding  machines  in  different  departments,  ninety  per  cent  of  our  additions  are 
made  on  the  Comptometer.  A  great  time  saver,  executing  work  accurately  and 

promptly.  WHY  NOT  INVESTIGATE? 

FEUT  TARRANT  MFQ.  CO.,  SS  Orleans  ist.,  Chicago 


E.  H.  BEACH,  Editor 
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Retaliation  or  Reciprocity  ? 

By  ERNEST  CAWCROFT 


VERYONE  who  has  sur¬ 
veyed  the  trend  of  eco¬ 
nomic  politics,  appreci¬ 
ates  the  strength  of  the 
conclusion  that  at  a  no 
distant  date  this  repub¬ 
lic  must  seek  a  re-ad¬ 
justment  of  commer¬ 
cial  relations  with  the  dominant  com¬ 
petitive  nations  of  the  earth.  Certain 
events,  current  and  impending,  por¬ 
tend  radical  changes  in  the  attitude 
of  foreign  nations  toward  this  repub¬ 
lic.  The  termination  of  the  interna¬ 
tional  conflict  re-establishes 'as  a  commer¬ 
cial  factor,  the  open-door  policy  in  the  Far 
East,  and  this  nation  cannot  afford  to  have 
the  ill-will  of  every  competing  race  in  seek¬ 
ing  a  proportionate  share  of  the  tremendous 
trade  of  the  Orient.  The  commencemeni: 
of  constructive  work  on  the  Panama  canal 
is  another  signal  of  the  passing  of  the  re¬ 
public  from  insular  to  world-wide  trading, 
together  with  an  acknowledgment  of  the 
fact,  by  implication  at  least,  that  such  re- 
^  ciprocal  commercial  relations  must  be  estab¬ 
lished,  that  our  shipping  interests  will  not 
be  allowed  to  languish  through  adherence 
to  a  policy  which  only  stimulates  the  ex¬ 
portation  of  products;  and  the  haste  with 
which  Canada  is  endeavoring  to  complete 


a  system  of  enlarged  waterways,  designed 
to  outmatch  the  projected  improvement  of 
the  Erie  canal  by  the  state  of  New  York, 
is  another  evidence  of  the  fact  that  these 
nations  are  preparing  for  reciprocity  or  re¬ 
taliation. 

Coupled  with  these  facts  is  the  news  an¬ 
nouncement  that  the  Canadian  Tariff  Com¬ 
mission  will  commence  its  sittings  during 
the  early  part  of  1906,  and  that  one  of  the 
leading  questions  for  consideration  is  the 
proposition  to  so  increase  the  existing  pref¬ 
erential  duty  as  favoring  England,  that  our 
northwestern  trade  in  Canada  will  be  elim¬ 
inated  as  a  factor  in  the  commercial  affairs 
of  the  dominion.  This  feeling  that  the 
United  States  is  always  trying  to  sell  and 
ever  dodging  as  a  buyer,  this  growing  senti¬ 
ment  in  England  typical  of  other  countries, 
that  fair  trade  must  be  forced  at  the  point 
of  the  commercial  pistol;  this  popular  in¬ 
dignation,  strengthened  by  decreasing  mar¬ 
kets  and  stimulated  by  workers  who  can¬ 
not  find  a  market  for  their  work,  has  crys¬ 
tallized  into  the  menace  of  Chamberlainism. 
In  the  belief  that  other  nations  in  a  some¬ 
what  smaller  sense,  are  subject  to  a  similar 
feeling  and  that  the  remedies  considered 
upon  their  part  are  equally  drastic,  it  oc¬ 
curred  to  the  writer  during  his  sojourn  in 
England  to  make  a  study  of  the  economic 
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and  political  aspects  of  Chamberlainism 
from  the  standpoint  of  the  present  as  well 
as  the  future  interests  of  America. 

Preliminary  to  a  detailed  consideration 
of  this  movement,  the  citation  of  statistics 
will  aid  in  determining  the  relative  posi¬ 
tion  of  the  several  nations  involved  in  the 
commercial  warfare  of  this  generation. 
The  British  Blue-book  is  authority  for  the 
statement  that  four  billions  of  manufac¬ 
tured  goods  are  exported  by  the  industrial, 
commercial  nations  of  the  earth.  Still 
nominal  mistress  of  the  seas.  Great  Britain 
controls  25  per  cent  of  that  exportation  of 
manufactured  goods;  Germany  is  making 
inroads  in  every  mart  and  today  possesses 
20  per  cent  of  that  export  trade;  while  the 
United  States,  thanks  to  the  initiative  of 
those  in  business  who  have  overcome  the 
handicap  of  unfortunate  commercial  ar¬ 
rangements,  has  grasped  10  per  cent  of  the 
sum  total  of  the  annual  exported  manufac¬ 
tures. 

Looking  at  the  situation  from  that  point 
of  view,  the  superficial  observer  will  be  in¬ 
clined  to  think  that  the  business  men  of 
England  have  little  cause  for  complaint. 
But  in  the  course  of  our  study,  it  will  be 
seen  that  t-he  question  must  be  viewed  in 
a  relative  light,  notwithstanding  the  ad¬ 
mitted  might  of  England  in  the  world  of 
commerce.  During  the  year  1901,  the 
United  Kingdom  imported  one  hundred 
and  forty-three  millions  of  merchandise 
and  during  the  past  12  months  that  impor¬ 
tation  increased  in  value  to  two  hundred 
million  dollars ;  but  on  the  other  hand,  the 
exportation  of  merchandise  during  the  same 
period  decreased  from  six  hundred  and 
thirty  millions  to  five  hundred  and  twenty- 
five  million  dollars.  Can  we  wonder,  then, 
in  this  hour  of  industrial  distress,  when  the 
English  operator  and  workers  view  the 
dumping  of  foreign  products  into  his  home 
markets,  that  they  are  inclined  to  con¬ 
sider  the  adoption  of  such  drastic  remedies 
as  will  promote  reciprocal  trade? 

Another  summary  of  the  existing  com¬ 
mercial  situation  will  present  the  case  in  a 
light  having  a  particular  interest  to  the 
people  of  this  country.  During  the  past 
year,  the  total  exportations  of  the  United 
States  to  the  British  Isles  were  approxi¬ 
mately  six  hundred  millions,  while  this 
country  took  in  turn  but  one  hundred  and 
fifty-five  millions  of  the  products  of  those 
islands.  A  kindred  fact  may  be  found  in 


the  forty-four  million  dollars  in  products 
exported  to  Canada  last  year,  together  with 
the  twenty-four  million  dollars  which  this 
country  took  by  way  of  partially  satisfying 
the  debt.  Summarizing  the  entire  situa¬ 
tion,  it  appears  that  the  United  Kingdom’s 
total  imports  during  the  year  were  two  and 
one-half  billions  as  opposed  to  an  exporta¬ 
tion  of  one  billion,  three  hundred  and  sixty- 
five  millions.  These  figures  should  be  com¬ 
pared  with  the  nine  hundred  millions  im¬ 
ported  by  the  United  States,  together  with 
this  country’s  total  exportation  of  one  bil¬ 
lion,  three  hundred  and  eighty-five  millions. 
In  other  words,  the  United  Kingdom  is  im¬ 
porting  three  times  as  much  and  exporting 
twenty  million  dollars’  worth  less  than  this 
republic. 

This  comparative  difference  will  again 
appear  when  it  is  remembered  that  the  per 
capita  import  of  the  United  States  is  $11, 
more  than  counterbalanced  by  a  like  expor¬ 
tation  of  $17 ;  ’while  on  the  other  hand,  the 
glaring  fact  is  presented  that  the  Kingdom 
imports  $62  per  capita,  and  by  exporting 
but  $33  the  account  is  underbalanced  by 
nearly  50  per  cent.  These  figures  do,  in¬ 
deed,  manifest  exceeding  activity  upon  the 
part  of  the  commercial  houses  of  Great 
Britain ;  but  in  the  same  voice,  it  must  be 
confessed  that  the  competitive  nations  sur¬ 
rounded  by  the  jugglery  of  tariff  walls,  are 
selling  an  increasing  portion  of  their  pro¬ 
ducts  in  the  English  home  and  colonial 
markets,  refusing  at  the  same  time  to  pur¬ 
chase  a  tithe  of  the  amount  in  return. 

Discussing  the  trend  of  mutual  interests 
with  several  United  States  consuls,  the  at¬ 
tention  of  the  writer  was  called  to  another 
fact  illustrative  of  the  swinging  of  the 
commercial  pendulum.  In  the  year  1870, 
the  United  Kingdom  was  exporting  nine 
hundred  millions  of  domestic  manufactures, 
or  92  per  cent  of  the  total  product ;  30  years 
later,  it  is  true  that  the  islands  have  in¬ 
creased  that  exportation  of  domestic  manu¬ 
factures  to  one  billion  two  hundred  mil¬ 
lions,  but  the  percentage  has  decreased  tO'- 
82  per  cent. 

Quite  the  contrary  has  been  the  course 
of  American  commercial  development.  A 
paltry  sixty-eight  millions  represented  the 
exportation  of  domestic  manufactures  in 
1870,  but  15  per  cent  of  the  total  produc¬ 
tion  in  the  United  States ;  while  today  it 
exceeds  five  hundred  millions  or  30  per 
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cent  of  the  whole.  This  increase  may  be 
largely  attributed  to  the  markets  which  the 
American  manufacturer  has  found  in  the 
English  industrial  and  colonial  sections. 
That  statement  is  confirmed  by  United 
States  Consul  Day  of  Bradford,  who,  in 
common  with  several  other  American  rep¬ 
resentatives,  voiced  the  conclusion  that  the 
republic  is  surely,  certainly  competing  with 
the  British  manufacturer  on  his  own  soil. 
Combined  with  this  increased  American 
trade  in  the  English  home  and  colonial 
markets  is  the  pre-eminence  of  this  country 
as  one  of  the  granaries  of  the  world,'  mak¬ 
ing  it  unnecessary  at  this  juncture  to  pat¬ 
ronize  the  English  worker  to  a  propor¬ 
tionate  extent.  Can  we  wonder,  therefore, 
that  Mr.  Joseph  Chamberlain,  complaining 
that  “there  is  a  great  decline  in  our  expor¬ 
tation  of  manufactured  products  to  every 
protected  country  and  an  increase  in  our 
imports  from  them,”  finds  an  increasing  fol¬ 
lowing  throughout  the  trading  circles  of 
the  British  Isles?  When  we  are  stealing 
the  home  markets  and  adding  to  the  com¬ 
mercial  sting  of  the  day  by  refusing  to  re¬ 
ciprocate,  should  we  blame  the  English 
manufacturers  if  they  consider  the  use  of 
the  Pistol  of  Retaliation?  Can  we  blame 
the  workers  of  Yorkshire  and  Lancashire 
were  they  to  vote  with  Mr.  Chamberlain  to 
shut  our  goods  out  of  their  markets  just 
as  we  have  closed  our  doors  to  the  products 
of  their  skillful  hands  and  keen  heads? 

There  are  those  who,  too  deeply  imbued 
with  a  spirit  of  triumphant  Americanism, 
will  deem  any  consideration  of  these  for¬ 
eign  threats  rather  futile.  They  may,  in¬ 
deed,  reiterate  the  figures  of  this  article 
showing  the  increasing  activity  of  this 
country  as  a  factor  in  every  market  of 
the  world;  and  they  may  point  with  pride 
to  the  entry  of  American  products  into 
the  home  market  of  a  given  manufacturing 
industry.  But  is  not  the  strength  of  the 
strong  man  in  vain,  unless  he  controls  it 
with  good  sense?  And  does  not  the  wise 
man  insure  in  his  healthy  prime  as  a  prep¬ 
aration  for  the  years  of  decay?  Whatever 
may  be  our  strength  and  honesty  of  pur¬ 
pose,  is  it  not  inexpedient  to  persist  in  a 
course  warranted  to  arouse  the  ultimate 
combined  retaliatory  forces  of  other  com¬ 
petitive  nations? 

It  is  true  that  we  are  not  as  strong  as 
our  strength,  nor  as  weak  as  our  apparent 
weakness.  Can  we  not  better  cope  with  the 


impending  situation  by  doing  the  just  thing 
in  the  day  of  triumph,  in  preference  to 
effecting  a  necessary  working  agreement 
during  some  era  when  the  nation  is  labor¬ 
ing  under  international  embarrassments? 
This  article  is  based  upon  the  well-founded 
assumption  that  a  majority  of  the  Ameri¬ 
can  people  desire  to  maintain  the  protective 
tariff;  and  that  whatever  may  be  the  wish 
of  the  minority,  there  is  no  party  with 
sufficient  cohesive  power  to  effect  anything 
in  the  other  direction.  With  that  presump¬ 
tion  in  mind,  the  writer  is  impelled  to  point 
out  that  throughout  the  dominions  of  King 
Edward  there  is  a  growing  feeling  that  the 
time  is  at  hand  to  point  the  Big  Pistol  of 
Retaliation  at  the  commercial  throat  of 
America.  Within  recent  years,  the  Cana¬ 
dian  government  has  increased  the  prefer¬ 
ential  duty  to  33  per  cent  in  favor  of  Eng¬ 
land  ;  and  since  that  time  the  importations 
of  the  British  Isles  into  the  dominion  have 
nearly  doubled,  approaching  sixty  million 
dollars  in  yearly  valuation. 

During  the  past  summer  there  was  scat¬ 
tered  throughout  England  the  speech  of 
Mr.  Fielding,  the  Canadian  minister  of 
finance,  and  the  comments  were  indicative 
of  the  trend  of  public  thought.  Outlining 
the  budget  for  the  coming  year,  Mr.  Field¬ 
ing  went  out  of  his  way  to  declare  that  he 
favored  such  a  tariff  revision  as  would  in¬ 
crease  the  existing  preferential  duties  in 
favor  of  England ;  he  advocated  the  appli¬ 
cation  of  a  general  minimum  tariff  to  the 
goods  of  the  countries  willing  to  encourage 
mutual  trade  with  Canada  through  recip¬ 
rocal  agreements;  and  he  strongly  urged 
that  a  maximum  levy  should  be  enforced 
against  the  products  of  those  countries, 
which  are  inclined  to  treat  the  dominion 
unfairly. 

There  are  tendencies  in  other  parts  of 
the  empire  calculated  to  accelerate  the 
movement  upon  the  part  of  our  Canadian 
neighbor.  Australia  is  pledged  to  the  main¬ 
tenance  of  a  protective  system;  but  during 
the  early  part  of  the  year  a  series  of  mass- 
meetings  were  held  in  the  principal  cities, 
and  in  the  course  of  the  discussions,  reso¬ 
lutions  were  adopted  favoring  a  preferen¬ 
tial  duty  in  favor  of  the  goods  of  the 
mother  country. 

Talking  with  a  mine  owner,  who  was 
visiting  England  during  the  summer,  the 
writer  learned  that  the  South  African  de¬ 
pendencies  are  quite  as  urgent  in  foster- 
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ing  the  establishment  of  a  preferential  sys¬ 
tem  between  the  several  sections  of  the 
empire.  Germany  is  furnishing  fuel  for 
the  flame  by  a  system  of  subsidized  indus¬ 
tries,  which  enabled  that  empire  to  in¬ 
crease  the  trade  in  England  by  20  per 
cent  during  the  year  ending  July  1st,  al¬ 
though  the  enhancement  of  England’s  trade 
in  the  lands  of  Emperor  William  was  but 
six  per  cent.  These  citations  will  be  met 
by  the  assertion  that  the  attitude  of  the 
colonies  is  based  upon  the  selfish  belief 
that  the  mother  country  will  in  turn  create 
a  preferential  system  favorable  to  the  for¬ 
mer;  let  us  admit  that  at  once,  recogniz¬ 
ing  at  the  same  time  that  when  the  minds 
of  the  mother  and  the  children  meet  on 
that  point,  so  much  to  our  disadvantage. 
Apart,  however,  from  the  selfish  considera¬ 
tions,  and,  indeed,  a  real  factor  in  the 
progress  of  the  movement,  is  the  belief  that 
this  proposed  system  will  aid  in  furthering 
the  Cecil  Rhoads’  dream  of  Imperial  Union, 
rendered  popular  by  the  prose  and  poetical 
recessionals  of  Rudyard  Kipling.  W^hat- 
ever  may  be  the  motives  prompting  this 
movement,  that  the  tendency  exists  in 
every  part  of  the  empire  cannot  be  doubted ; 
and  in  eliciting  the  views  of  the  manufac¬ 
turers  of  Bradford,  Leeds,  Sheffield  and 
Manchester,  the  writer  gleaned  that  an  in¬ 
creasing  number  favored  the  Chamberlain 
plan,  although  there  was  a  large  minority 
divided  between  those  who  demanded  some 
indefinite  radical  action  and  those  who  be¬ 
lieved  in  a  hazy  way  that  the  opposing  na¬ 
tions  will  perceive  the  expediency  of  alter¬ 
ing  their  fiscal  systems. 

But  as  a  result  of  this  evolution  of  eco¬ 
nomic  tendencies,  and  in  consequence  of  a 
partial  political  realignment,  the  Chamber- 
lain  propaganda  has  grown  in  the  favor  of 
the  British  industrial  public.  It  is  not  the 
function  of  an  American  correspondent  to 
enter  into  an  argument  as  to  the  sound¬ 
ness  of  the  Chamberlain  gospel  as  an  eco¬ 
nomic  theory;  but  rather  will  it  suffice  to 
outline  the  salient  features  of  the  scheme, 
accompanying  that  summary  with  a  brief 
discussion  of  the  strength  and  weakness  of 
this  nation  should  it  be  necessary,  to  cope 
with  such  a  prospective  detrimental  fiscal 
system. 

Columns  of  more  or  less  accurate  matter 
have  been  published  purporting  to  define 
the  exact  fiscal  plan  of  Mr.  Chamberlain; 


but  the  Birmingham  Joseph,  with  his  usual 
political  sagacity,  has  refrained  from  mak¬ 
ing  such  a  detailed  outline  of  his  plan  as 
would  unite  in  his  disfavor  a  coterie  of  op¬ 
posing  interests.  Acting  upon  the  well- 
founded  assumption  that  the  colonies  have 
practically  announced  their  willingness  to 
meet  the  mother  country  more  than  half 
way,  and  asserting  that  the  creation  of  a 
preferential  system  by  the  kingdom  in  fa¬ 
vor  of  the  colonies  and  vice  versa,  will 
solidify  the  empire,  Mr.  Chamberlain  broadly 
urges  the  electorate  to  favor  the  adoption 
of  a  fiscal  system  based  upon  the  following 
propositions  : 

First — That  in  view  of  the  frequent  alter¬ 
ations  in  the  tariff  schedules  of  opposing 
commercial  nations,  the  ministry  should  be 
given  the  power  of  discretionary  negotia¬ 
tion  ; 

Second — Possessing  that  power,  the  king¬ 
dom  and  the  colonies  should  offer  to  place 
low  levies  upon  those  countries  affording 
similar  duties  to  the  products  of  the  em¬ 
pire,  and  in  turn  increase  to  the  prohibi¬ 
tive  point  the  duty  on  goods  coming  from 
nations  disinclined  to  meet  the  kingdom 
with  an  equally  favorable  tariff; 

Third — That  while  the  necessities  of  Im¬ 
perial  Union  demand  the  creation  of  a 
preferential  system  between  the  kingdom 
and  the  colonies,  every  outside  nation  will 
be  placed  on  the  same  footing,  unless  the 
levies  of  a  particular  country  are  so  strin¬ 
gent  that  retaliation  will  be  warranted.  Mr. 
Chamberlain  implies  that  there  will  be  no 
favoritism  merely  as  favoritism;  but  that 
the  Pistol  of  Retaliation  will  be  pointed  at 
countries  like  the  United  States. 

Having  outlined  these  propositions,  the 
development  of  the  discussion  has  forced 
Mr.  Chamberlain  to  present  detailed  sugges¬ 
tions  from  time  to  time.  He  declares  that 
the  dominion  is  to  become  the  granary  of 
the  world,  and  that  by  placing  a  duty  on 
American  wheat,  admitting  that  of  Canada 
free,  the  latter  will  be  feeding  the  islands, 
providing  in  exchange  a  growing’  market 
for  the  textiles  of  Lancashire  and  York¬ 
shire.  It  is  proposed  in  a  similar  fashion  to 
place  a  duty  of  50  cents  a  quarter  on  for¬ 
eign  corn,  admitting  the  colonial  ccirn 
freely.  Coupled  with  these  propositions  is 
the  suggestion  that  a  tax  of  five  per  cent 
should  be  placed  on  foreign  meat  and  dairy 
produce.  Dairying  and  market  gardening 
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constitute  the  hope  of  the  English  farmer 
in  these  distressing  days  of  American  grain 
competition.  He  follows  this  with  a  de¬ 
mand  for  the  lowering  or  remission  of  the 
duties  on  tea,  sugar  and  several  other  es¬ 
sential  articles,  likely  to  appeal  with  force 
to  the  cheaper  living  ideas  of  the  English 
masses. 

When  it  is  impressed  upon  the  mind  of 
the  American,  that  this  proposed  system, 
unlike  in  some  details  but  varying  only  in 
each  instance  to  agree  with  the  principles 
of  internal  preference  and  external  retalia¬ 
tion,  is  to  be  applied  against  foreign  com¬ 
petitors  by  the  kingdom  and  the  colonies 
alike,  the  full  significance  of  this  commer¬ 
cial  weapon  will  be  recognized.  While  it 
is  true  thv.t  this  country,  with  a  population 
distributed  over  a  vast  area,  combining  in 
proportionate  parts  agriculture  and  manu¬ 
facturing,  can  remain  prosperous  despite 
this  possible  adverse  action,  yet  there  are 
considerations  which  make  it  the  part  of 
wisdom  to  proffer  such  concessions  as  will 
conduce  to  the  extension  of  foreign  trade. 

Let  us  look  at  the  situation  in  the  cold 
light  of  our  best  interests.  Thousands  are 
coming  from  the  overcrowded  sections  of 
Europe  every  year  to  settle  on  the  agricul¬ 
tural  lands  of  Canada.  It  is  estimated  that 
every  immigrant  settling  in  Canada  is  worth 
ten  dollars  annually  to  the  trade  of  Eng¬ 
land,  while  should  the  same  person  take 
land  in  the  United  States  50  cents  would 
represent  his  yearly  average  purchase  from 
the  British  standpoint.  Thus  we  are  con¬ 
fronted  with  the  dilemma  of  a  paradoxical 
situation :  in  the  first  place,  the  western 
farmers  find  an  extensive  market  for  their 
wheat  in  the  British  Isles,  but  as  is  well 
known  the  dominion  is  becoming  a  com¬ 
petitor  of  increasing  power.  This  strife  is 
destined  to  increase  with  such  vigor,  that 
during  the  sittings  of  the  commission,  ap¬ 
pointed  by  the  then  Governor  Roosevelt  to 
investigate  the  feasible  methods  of  modern¬ 
izing  the  Erie  canal,  eminent  engineers, 
backed  by  export  experts,  testified  that  a 
difference  of  half  a  cent  in  the  shipping  rate 
of  grain  to  the  seaboard  will  soon  deter¬ 
mine  whether  this  country  or  Canada  is 
to  control  the  wheat  markets  of  Europe. 

Should  England  place  a  heavy  duty  on 
western  wheat,  allowing  Canadian  to  enter 
freely,  is  it  not  evident  that  an  advantage 
such  as  the  engineers  suggested  may  oc¬ 


cur  through  another  method,  will  be  given 
the  Canadian?  Are  not  the  consequences 
self-evident?  First,  that  the.  American 
farmer  must  place  his  surplus  product  on 
the  home  market,  thereby  threatening  the 
stability  of  prices;  or,  in  the  second  place, 
he  must  offer  his  wheat  for  export  at  such 
a  lower  price,  that  the  commission  man  will 
be  in  a  position  to  pay  the  duty,  and  then 
compete  with  the  Canadian  quotation.  Will 
not  the  American  trader  be  handicapped  in 
turn  by  the  fact  that  Canada  will  have  ex¬ 
tended  a  preference  to  the  English  textiles 
thereby  increasing  the  tendency  of  the 
mother  country  and  the  colonial  children 
to  tighten  the  bond  of  commercial  ex¬ 
changes?  That  an  affirmative  answer  must 
be  given  to  these  questions  is  evidenced  by 
the  previous  citation  to  the  effect  that 
since  Canada  extended  a  33  per  cent  pref¬ 
erential  to  England,  the  trade  of  the  lat¬ 
ter  has  doubled  in  the  dominion.  Let  us 
imagine,  then,  the  consequences  should  the 
Canadian  preferential  be  increased,  and  in 
turn  the  British  electorate  empower  Mr. 
Chamberlain  to  enter  upon  his  policy  of 
preference  and  retaliation. 

It  would  not  be  logical  to  underestimate 
the  advantage  of  this  country  in  competing 
with  England  for  the  Canadian  market,  not¬ 
withstanding  the  creation  of  a  preferential 
system.  But  no  one  can  doubt  that  if  the 
existing  Canadian  preferential  were  met  in 
turn  by  England,  mutual  greed  will  tend  to 
long  sustain  the  system.  Under  such  an  ar¬ 
rangement  the  European  immigrant  will  be 
worth  more  than  ten  dollars  a  year  to  the 
English  trader;  and  it  is  possible,  that  the 
preferred  nations  will  be  able  to  diminish 
the  exchange  which  enables  the  United 
States  to  sell  twice  as  much  in  Canada 
every  year  as  the  latter  disposes  of  in  this 
country.  But  right  in  this  connection  the 
remark  of  Mr.  Chamberlain  in  his  Glasgow 
speech  is  apropos:  “What  I  do  hope  is 
that  they  will  reduce  their  duties  so  that 
worse  things  will  not  happen  to  them.” 

The  possible  effect  upon  the  wheat  mar¬ 
kets  of  the  American  farmer  has  been 
taken  as  a  typical  instance  for  consideration. 
This  nation  is  fortunate  in  that  there  are 
many  things  in  which  there  can  be  no  com¬ 
petitor.  The  United  States,  however,  apart 
from  the  market  found  for  agricultural 
products,  in  the  British  Isles,  has  been  ex- 
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tending  the  textile  and  machinery  trade  in 
the  British  colonies.  One  substantial  source 
of  our  balance  of  trade  with  Canada  is  the 
agricultural  machinery  sold  in  the  western 
provinces.  In  view  of  the  fact  that  there 
are  many  Americans  thriving  in  those  sec¬ 
tions,  there  is  a  natural  preference  for 
American  machinery,  which  will  aid  in  re¬ 
taining  the  market  for  a  generation.  But 
already  it  has  been  suggested  to  the  Cana¬ 
dian  Tariff  Commission,  about  to  com¬ 
mence  its  sittings,  that  unless  the  distance, 
coupled  with  an  increase  in  duty  on  Ameri¬ 
can  machinery,  would  raise  the  price  to 
such  an  extent  as  to  hamper  agricultural 
development,  an  increased  preferential 
should  be  given  to  the  English  product. 
The  findings  of  the  commission  upon  this 
point  will  be  awaited  with  interest  as  in¬ 
dicative  of  the  actual  dependence  of  the 
Canadian  purchaser  upon  the  American 
manufacturer. 

Now,  it  will  not  conduce  to  the  purposes 
of  this  article  to  enter  into  the  detailed  ef¬ 
fects  of  this  scheme  in  reference  to  the 
several  lines  of  industry.  What  is  true  of 
American  wheat  in  England  and  machinery 
in  the  colonies,  may  be  applied  to  other  ar¬ 
ticles  coming  from  the  soil  and  the  bench. 
This  country  has  adopted  the  policy  of 
commercial  exclusion ;  but  it  is  Mr.  Cham¬ 
berlain’s  daring  proposal  to  the  empire  to 
formulate  a  policy  of  exclusion  and  inclu¬ 
sion.  He  purposes  to  have  the  subjects  of 
King  Edward  trade  between  themselves  at 
the  expense  of  the  existing  markets  of 
other  nations,  this  republic  being  particu¬ 
larly  in  mind. 

But  in  dwelling  upon  these  possibilities 
it  has  not  been  with  a  view  of  underesti¬ 
mating  our  advantages.  Bounded  by  two 
oceans ;  pushing  forward  to  connect  the  two 
by  the  gigantic  project  of  the  age;  wfith 
the  states  and  nation  improving  waterways 
which  drain  the  greatest  productive  area  on 
earth,  leading  from  the  Great  Lakes  to  the 
seaboard;  having  a  national  domain  which 
shows  no  symptoms  of  exhaustion;  and 
with  a  brilliant  president,  who  is  sending 
special  commercial  investigators  to  every 
corner  of  the  earth  where  there  is  a  pros¬ 
pect  of  markets,  it  would  be  folly  to  assert 
that  this  nation  must  take  the  part  of  the 
craven  praying  for  consideration  at  the 
hands  of  a  commercial  enem}'.  What  has 
been  said  here  is  with  the  hope  that  the 


business  men  and  the  molders  of  public 
opinion  may  be  aroused  to  the  need  of 
making  such  alterations  in  existing  sche¬ 
dules  as  will  aid  in  maintaining  and  ex¬ 
tending  the  existing  foreign  trade. 

It  may  be  well  to  remark  right  at  this 
juncture  that  the  United  States  has  an¬ 
other  vantage  point,  which  will  aid  in  cop¬ 
ing  with  the  menace  of  Chamberlainism  in¬ 
sofar  as  Canada  is  concerned.  In  making 
an  examination  of  a  volume,  entitled,  “Trea¬ 
ties  of  the  United  States  Now  in  Force,” 
the  writer  was  struck  with  a  clause  of  vital 
importance  in  the  commercial  treaty  with 
Great  Britain.  In  this  instance  this  country 
assures  to  Canada  the  privilege  of  taking 
products  through,  free  of  duty,  bound  for 
foreign  competitive  ports.  It  is  not  neces¬ 
sary  for  Canada  to  exercise  that  privilege 
except  during  the  winter,  when  the  do¬ 
minion  has  a  problem  somewhat  smaller 
than  the  czar’s ;  that  of  maintaining  a  hot- 
water  port.  The  President  in  his  discre¬ 
tion  may  suspend  this  privilege  by  procla¬ 
mation  ;  and  should  the  western  farmer  find 
himself  in  an  uneven  fight  for  a  wheat  mar¬ 
ket,  hampered  by  a  preference  at  the  door 
of  England,  the  demand  for  action  on  the 
part  of  the  executive  would  be  in  no  un¬ 
certain  tones. 

During  his  sojourn  in  the  British  Isles 
the  writer  visited  the  commercial  ports  and 
industrial  centers  for  the  purpose  of  elicit¬ 
ing  the  trend  of  sentiment  in  regard  to  the 
Chamberlain  proposals.  Allowing  for  the 
tendency  of  the  English  mind  to  think  that 
is  good  which  has  had  an  existence  of  50 
years,  it  must  be  admitted  that  the  scheme 
of  Mr.  Chamberlain  is  growing  in  strength. 
The  success  of  the  measure  is  complicated 
by  internal  politics.  Joseph  Chamberlain  led 
the  British  workingman  into  the  Boer  war, 
promising  that  the  opening  of  Africa,  by 
providing  increased  employment,  would  les¬ 
sen  the  strain  on  the  English  labor  market. 
Since  the  conclusion  of  the  war,  Chinese 
coolies  have  been  given  the  jobs  promised 
to  the  over-taxed  English  workers.  That, 
coupled  with  other  political  situations  in 
which  Mr.  Chamberlain  has  been  the  central 
figure,  has  retarded  the  advancement  of  the 
present  fiscal  campaign.  The  writer  is  con¬ 
vinced,  however,  that  unless  the  adverse 
nations  reciprocate,  the  Chamberlain  plan 
will  b^  adopted  within  the  next  five  years. 
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In  that  view  he  is  sustained  by  a  majority 
of  the  American  consuls  in  the  British 
Isles.  While  the  rules  of  the  State  De¬ 
partment  will  not  allow  an  American  con¬ 
sul  to  be  publicly  interviewed  upon  a  ques¬ 
tion  affecting  the  internal  politics  of  Eng¬ 
land,  these  representatives  were  frank  to 
confess  that  Mr.  Chamberlain  is  making 
headway,  even  if  they  differed  as  to  the 
effect  of  his  success  upon  American  in¬ 
terests.  The  trading  class  is  one  of  in¬ 
creasing  influence  in  the  affairs  of  the  em¬ 
pire  ;  and  in  this  commercial  century,  the 
manufacturers  of  Manchester  and  Leeds 
may  be  more  of  a  factor  in  the  determina¬ 
tion  of  this  question  than  the  Lords  of 
Kent.  And  they  are  thinking  in  York¬ 
shire  and  Lancashire ;  thinking  that  some¬ 
thing  is  wrong;  thinking  that  a  wrong  can 
be  righted  by  retaliation,  the  giving  of  the 
same  medicine  that  has  been  given  to  them, 
assuring  a  readjustment  of  commercial  re¬ 
lations. 

Assuming  that  as  a  result  of  the  con¬ 
tinuance  of  the  existing  commercial  rela¬ 
tions,  the  adoption  of  the  Chamberlain  fis¬ 
cal  system  is  one  of  the  certainties  of  the 
future,  two  methods  are  open  to  the  Ameri¬ 
can  business  man.  The  first  and  least  likely, 
is  to  meet  a  foreign  increase  of  levies  with 
an  equivalent,  which  the  American  voter 
will  hardly  tolerate  in  view  of  his  fear>qf 
oppressive  prices,  and  .which  would  sound 
the  death  "-knell  of  our  shipping  interests. 
The  republic  has  too  .-many  increasing  mar¬ 
kets  in  the  British  colonies  to  contemplate 
entering  such  a  commercial  battle.  The 
second  method  is  to  allay  the  feeling  mani¬ 
fested  by  the  kingdom  and  the  colonies, 
thereby  delaying  the  day  when  triumphant 
imperialism  will  adopt  the  preferential  sys¬ 
tem  between  the  interdependent  sections 
of  the  empire,  and  also  to  obviate  the  levy¬ 
ing  of  retaliatory  duties  as  against  this 
country. 

Reciprocity  is  the  watchword  of  the  hour 
and  the  particular  method  of  meeting  the 
situation  without  abandoning  the  protective 
tariff  system.  During  the  middle  of  the 
J'lly  past,*  the  London  papers  contained  a 
cab’egram  announcing  that  the  New  York 
Chamber  of  Commerce  had  adopted  resolu¬ 
tions  favoring  an  extension  of  our  recipro¬ 
cal  relations,  and  designating  a  committee 
to  arouse  the  public  sentiment  of  America 


to  the  need  for  action  in  that  direction. 
Events  both  in  the  east  and  the  west,  dem¬ 
onstrate  that  the  people,  in  common  with 
the  New  York  exporters,  are  alive  to  the 
wisdom  of  employing  this  method  of  lessen¬ 
ing  the  increasing  commercial  antagonism 
of  European  states. 

Those  who  are  trying  to  promote  the 
stability  of  the  protective  system  through 
an  extension  of  reciprocity  treaties,  are  not 
fawning  before  the  real  or  imagined  power 
of  European  states.  They  believe,  as  did 
the  many  Englishmen  who  read  the  Cham¬ 
ber  of  Commerce  resolutions,  that  the  ties 
of  blood  may  be  cemented  by  the  bonds  of 
mutual  interests.  They  have  not  overlook¬ 
ed,  however,  that  in  the  days  of  increasing 
commercial  supremacy  is  the  time  to  ef¬ 
fect  such  an  agreement  of  equitable  com¬ 
mercial  relations  as  will  assure  the  per¬ 
manency  of  the  republic’s  trade  in  foreign 
ports.  Strong  as  this  nation  may  remain  in 
a  self-supplying,  self-satisfied,  insular  posi¬ 
tion,  the  people  cannot  afford  to  neglect  the 
continued  development  of  those  foreign 
markets,  which  assure  a  port  for  the  dis¬ 
posal  of  surplus  products.  The  principal 
evil  of  the  modern  economic  state  has  been 
that  of  over-production.  The  American 
business  combinations,  operating  in  an  as¬ 
sured  market  at  home,  behind  a  tariff  wall, 
have  been  able  to  obviate  in  recent  years 
the  ills  of  over-production  by  increased  sell¬ 
ing  abroad.  The  interests  of  the  worker, 
who  does. not  want  to  be  unemployed  when 
the  home  market  is  satisfied ;  -and  of  the 
American  producer,  who  rightly  fears  those 
decreasing  prices  which  follow  the  downfall 
of  the  outside  markets,  are  vitally  connected 
with  this  reciprocal  problem.  Reciprocity, 
while  recognizing  the  excellence  of  the  sys¬ 
tem  which  has  made  this  development  pos¬ 
sible,  seeks  to  avoid  a  retaliatory  move¬ 
ment,  and  at  the  same  time  to  hold  the  ex¬ 
isting  markets,  by  a  manifest  willingness  to 
extend  such  privileges  in  part  to  other  na¬ 
tions  as  they  have  given  unto  us.  It  is  the 
golden  rule  of  international  exchange. 

The  crux  of  this  problem,  the  solution  or 
meeting  of  Chamberlainism  as  a  general 
menace,  confronts  the  American  people 
through  two  pathways :  Reciprocity,  the  en¬ 
gine  of  commercial  peace;  or  retaliation, 
the  Pistol  of  Commercial  Warfare :  Which  1 
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|HE  severity  of  the  nor¬ 
thern  climate  compell¬ 
ed  me  to  come  to 
this  island  in  January, 
1903,  and  as,  at  that 
time,  an  American 
house  here  was  in  need 
of  more  assistance  in 
their  book-keeping  department.  I  immedi¬ 
ately  obtained  a  position.  Too  close  appli¬ 
cation  in  endeavoring  to  comply  with  all  the 
requirements  of  the  position  resulted,  last 
August,  in  a  serious  eye  trouble,  and  the 
abandonment  of  the  position  was  necessary. 
After  nearly  four  months  in  the  States,  un¬ 
der  the  care  of  a  skillful  oculist,  I  was  per¬ 
mitted  to  return  here,  and,  being  a  stenog¬ 
rapher  as  well  as  book-keeper,  have  taken 
up  stenographic  “job-work”  as  being  less 
trying  to  the  eyes,  pending  the  time  when 
a  permanent  position  may  offer. 

During  the  time  I  have  lived  here,  when¬ 
ever  opportunity  has  offered,  I  have  studied 
the  people,  and  have  been  much  interested 
in  reading  articles  which  visitors  have  writ¬ 


ten  for  northern  papers,  as  the  most  of 
them  had  the  tendency  to  treat  of  the  lu¬ 
dicrous  side  of  Puerto  Rican  life,  as  seen 
among  the  middle  and  lower  classes. 

I  am  not  attempting  to  write  for  publi¬ 


cation,  but  if  you  never  have  visited  Puerto 
Rico,  some  of  the  things  which  a  resident 
among  the  people  has  observed  may  be  of 
interest  to  you  personally. 

An  ex-captain  of  the  Boer  army,  who, 
by-the-way,  was  a  graduate  of  a  German 
university,  on  being  presented  to  a  young 
American  woman  (I  think  he  said  a  “New 
Yorker”)  was  much  amused  at  the  “aside” 
remark,  “Wliy,  he  doesn’t  look  like  a  Boer, 
he  wears  a  collar !” 

Having  known  of  some  northern  people 
who  expressed  surprise  that  all  Puerto 
Ricans  were  not  black,  it  may  be  well  to 
keep  in  mind  the  classes  of  people  whom 
the  Americans  .found  here. 

First:  Spaniards.  Natives  of  Spain  who 
have  come  here  to  engage  in  business,  but 
who  are  still  Spanish  subjects. 

Second :  Puerto  Ricans  of  pure  Spanish 
ancestry. 

Third:  Puerto  Ricans  of  mixed  races; 
i.  e.,  Spanish  and  Caribbee,  Caribbee  and 
negro,  and  those  in  whose  ancestry  pos¬ 
sibly  may  be  a  mingling  of  the  three  races. 

The  Spaniards  and  the  Puerto  Ricans  of 
Spanish  ancestry  are  much  alike.  Among 
their  marked  characteristics  may  be  noted 
hospitality,  courteousness,  love  of  home 
and  kindred,  and  a  wonderful  confidence 
(until  the)^  have  been  fooled)  in  strangers. 
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Hut  in  the  Interior. 

It  has  been  said,  and  I  think  with  much 
truth;  that  the  people  here  like  to  deal  with 
business  houses  of  New  Orleans  better 
than,  with  those  of  New  York,  because  the 
New  Orleans  people  are  more  genial,  and 
have  not  the  brusque  ways  of  the  average 
New  York  business  men. 

In  selling,  or  attempting  to  sell,  goods 
of  any  kind  to  the  Spanish  and  Puerto 
Ricans,  it  is  necessary  to  be  armed  with 
a  few  positive  facts  that  are  beyond  dis¬ 
pute,  and,  as  one  salesman  said,  “Hammer 
those  facts  into  them,  telling  them  that 
you  know  thus  and  so.”  (Among  Span¬ 
iards  in  their  own  country  “Da  Vd.  su 
palabra?”  (do  you  give  your  word?)  has 
much  weight,  and  it  may  be  that  accounts 
for  the  method  which  the  salesman  has 
found  it  necessary  to  pursue  here). 

The  Puerto  Rican  and  Spanish  business 
houses,  as  a  rule,  are  open  about  7  o’clock 
in  the  morning,  and  except  on  holidays  all 
the  stores  are  open  every  week-day  even¬ 
ing  until  about  10  o’clock;  although  some 
of  them  close  for  an  hour  or  an  hour  and 
a  half  in  order  that  all  may  go  to  their 
breakfast  and  dinner,  the  former  of  which 
is  served  at  11  or  11 :30  a.  m.,  and  the  lat¬ 
ter  about  6  p.  m. 

Prior  to  the  American  occupation  it  was 
always  customary  to  give  three  months’ 
notice  to  an  employe  whose  services  were 
to  be  dispensed  with,  in  order  to  give  him 
plenty  of  time  to  find  other  employment. 

I  have  not  had  an  opportunity  of  exam¬ 
ining  the  methods  follow'ed  in  the  book¬ 
keeping  of  any  of  the  Puerto  Rican  or 
Spanish  houses,  but  I  have  seen  the  work 


of  Puerto  Rican  clerks  in  an 
American  establishment,  and 
they  certainly  were  faithful 
employes.  As  a  rule,  they  ex¬ 
cel  in  penmanship.  They  are 
often  censured  for  working 
slowly  (some  of  the  Ameri¬ 
cans  would  do  well  to  follow 
their  example  and  improve 
the  quality  of  their  work), 
and  sometimes  they  are  sharply 
reprimanded  for  m' stakes 
which  are  due  not  to  any  inat¬ 
tention  or  wilful  neglect,  but 
to  a  misunderstanding  of  what 
was  required,  as  they  do  not 
perfectly  understand  English 
and  the  American  ways,  and 
the  instructions  were  not  clearly  given.  In 
every  instance  they  were  perfectly,  cour¬ 
teous  and  patiently  returned  to  their  work. 

Although  fond  of  diversion,  as  are  a  l 
Latin  races,  they  never;,  are--  ^bsent  fro  f 
their  post  of  duty  to  a^^tend  “fbbtball,’ 
“tennis,”  or  other  games,  and  if  dancin,‘ 
all  night  at  a  “baile,”  they  are  never  late 
at  the  office  the  next  morning.  Whatever 
may  be  their  fauhs,  there  are  many  desir- 
able  qualities  in  the  Puerto  Ricans. 

One  of  the  kindest-hearted  women  1 
ever  knew  is  my  landlady — a  Puerto 
Rican  who,  with  one  exception,  was  never 
off  her  native  soil,  and  that  was  some  25 
years  ago,  when  she  visited  the  island  oj 
St.  Thomas.  However,  scored  away  in  her 
head,  is  a  good  fund  of  general  informal 
tion. 

The  third  class  of  inhabitants,  which  ir, 
in  the  majority,  presents  the  problem  which 
will  be  hardest  for  the  American  nation  tn 
solve.  These  people,  many  of  whom  a 
stranger  might  term  “negroes,”  are  entirely 
different  from  the  negroes  of  the  southern 
states.  They  have  not  the  negro  features, 
are  not  so  repugnant  in  appearance,  as  a 
rule  are  not  malicious,  and,  where  an  op- 
portuni^^y  for  education  has  been  given, 
they  have  proven  themselves  capable  of 
developing  a  good  degree  of  intelligence. 
The  children  are  bright,  and  some  of  their 
school  work  (even  among  the  half-starved 
ones)  would  compare  very  favorabh^  with 
that  of  children  of  the  same  age  in  the 
States.  Of  course  the  public  schools  are 
the  hope  of  the  future  of  the  island ;  but 
during  the  “reconstruction”  period  there 
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Will  be  much  suffering 
among  this  class  of  people. 

The  change  in  the  condi¬ 
tions  of  the  colTee  market, 
incident  to  the  change  of 
sovereignty  of  this  island, 
has  deprived 

of  a  means  of  earning  a  live¬ 
lihood.  A  Scotchman  who 
has  for  some  years  been  en¬ 
gaged  in  the  growing*  of 
cofTee,  says  that  in  Spanish 
times  he  used  to  Sell  Irs  cof¬ 
fee  for  30  cents  to  35  cents 
per  pound.  Now  he  re¬ 
ceives  but  10  cents,  and  this 
yields  so  little  profit  that  a 
large  part  of  his  plantation 
is  now  uiTcu’.tivated,  thus 
throwing  many  people  out  of 
employment,  lie  further  states  that,  could 
he  get  even  15  cents  per  pound,  it  would 
pay  to  raise  the  coffee  crop.  This,  of  course, 
is  but' one  instance.  Coffee  was,  formerly, 
the  most  firdfitable  product  of  the  island, 
as  sugar-cane';  was  of  some  other  of  the 
West  Indies.  r'-'- 

The  fishermen  also  suffer.  When  Span¬ 
ish  ships  were  the  principal  ones  in  the 
harbor  they  used  to  buy  quintals  of  fish. 
Now  American  ships  come,  with  supplies 
“iced  down,”  or  possibly  they  may  buy 
enough  fish  for  one  meal ;  thus  the  fisher¬ 
men  are,  in  a  great  measure,  left  without 
a  means  of  support. 

The  house-servants  also  feel  the  change. 
Prior  to  the  war  there  were  many  wealthy 
Spaniards  here,  who  have  now  returned  to 
their  native  country,  leaving  their  property 
to  be  rented  and  cared  for  by  agents.  These 
families  used  to  employ  many  more  serv¬ 
ants  than  do  the  Americans,  thus  giving 
food  and  shelter  to  more  people.  Any 
servant  was  expected  to  know  how  to  do 
but  one  class  of  work,  consequently  their 
duties  were  comparatively  light,  and  the 
compensation  in  proportion.  When  they 
go  into  an  American  family  where  they  are 
expected  to  know  how  to  do  all  kinds  of 
work  about  the  house,  there  is  naturally 
some  trouble  over  the  “servant  question,” 
for  neither  party  understands  the  other, 
the  servants  think  they  are  being  imposed 
upon,  the  Americans  think  the  servants  are 
“stupid”  and  “lazy,”  whereas,  many  times, 
a  careful  investigation  of  former  conditions 
and  the  exercise  of  patience  on  the  part 


of  the  Americans,  might  smooth  the  way 
and  secure  faithful  service. 

Many  of  the  poor  children  go  to  school 
in  the  morning  without  having  tasted  food’ 
and  recently  when  the  absence  of  one  little 
fellow  was  inquired  into,  it  was  learned 
that  his  mother  did  not  like  to  send  him 
to  school  without  first  having  given  him 
something  to  eat,  and  that  she  had  not  been 
able  to  procure  food  either  for  him  or  her¬ 
self  that  day.  She  was  sewing,  making 
shirts  for  one  of  the  dry  goods  stores  here, 
at  50  cents  a  dozen,  and  could  earn  about 
four  cents  a  day. 

Considering  the  extreme  poverty  and  the 
consequent  suffering  of  so  many  peonle 
here,  it  seems  to  me  that  thefts  and  crimes 
are  less  frequent  than  we  might  expect. 

In  New  York  papers  last  summer  there 
were  reports  of  riots  in  San  Juan,  and  I 
have  heard  it  mentioned  that  there  is  an 
opinion  prevalent  in  the  States,  that  the 
Puerto  Ricans  are  not  kindly  disiposed 
towards  the  Americans.  I  was  in  the  north 
when  the  disturbance  occurred,  but  I  have 
a  friend  who  was  here  at  the  time,  and  I 
give  you  her  version,  as  told  her  by  one  of 
the  policemen  who  was  an  inmate  of  the 
same  “casa  de  huespedes”  (boarding 
house)  at  that  time.  Governor  Hunt  went 
to  the  States  last  spring  (it  was  the  general 
opinion  here  that  he  would  not  return  when 
he  started  off  on  his  “vacation”),  and  was 
away  for  some  time.  On  his  return,  a  lot 
of  these  poor,  suffering  beings,  believing 
that  he  had  not  represented  the  conditions 
of  the  island  as  they  actually  were,  and 


Native’s  Cabin  near  Aquadilla. 


wanting  something  done  to  alleviate  their 
hard  lot,  banded  together  and  started  out 
with  the  intention  of  going  around  to  the 
Governor’s  Palace  and  asking  him  tp  come 
out  and  listen  to  their  complaints.  I  be¬ 
lieve  they  did  have  some  flags  and  banners 
which  the  police  (Puerto  Ricans)  wished 
to  capture,  as  not  being  just  the  “proper 
thing,”  but  they  had  no  intention  of  fight¬ 
ing  or  doing  violence.  It  seems  that  on 
the  way,  one  of  the  men  in  the  gang 
chanced  to  hit  another,  and  that  started  a 
commotion  amongst  them.  The  police  took 
advantage  of  this  time  to  capture  the  flags 
and  banners,  and,  in  quelling  the  disturb¬ 
ance,  were  obliged  to  use  their  clubs,  so 
that  it  was  necessary  to  take  a  few  to  the 
hospital  for  repairs. 

Right  here  a  little  incident  may  illus¬ 
trate  how  easily  a  fight  could  be  started  in 
such  a  crowd,  as  well  as  to  give  you  a 
little  insight  into  the  peculiar  disposition 
of  this  uneducated  class.  One  Sunday 
afternoon  I  was  returning  to  my  room  after 
having  been  out  to  lunch  (or  breakfast,  as 
it  is  here  called),  and  a  few  rods  ahead 
of  me  were  two  men  walking  along  peace¬ 
ably,  one  op  the  sidewalk^  and  the  other 


near  him,  but  in  the  street.  The  one  in 
the  street,  as  they  were  talking,  reached 
out  his  hand  and  gave  the  other  a  slap  on 
the  arm.  Instantly  fist-i-cuffs  were  ex¬ 
changed  and  a  fight  seemed  imminent. 
Although  but  a  little  woman,  I  never  be¬ 
lieved  much  in  going  out  of  one’s  way  to 
allow  people  to  indulge  in  misconduct  when 
on  American  soil,  so  thought  I’d  keep 
straight  ahead  then.  They  weren’t  in¬ 
clined  to  move  to  the  other  side  of  the 
street,  and  neither  was  I.  To  let  me  pass 
they  had  to  stop  fighting  for  a  brief  space 
of  time,  but  it  was  sufficiently  long  to  al¬ 
low  their  anger  to  cool  as  quickly  as  it 
has  arisen,  and  the  last  I  saw  of  them 
they  were  walking  along  as  peaceably  as 
at  first. 

Some  Americans  have  complained  of 
petty  annoyances,  such  as  being  compelled 
to  step  off  the  sidewalks  (which  are  nar¬ 
row)  to  let  the  Puerto  Ricans  have  the 
right  of  way;  being  pelted  with  “papelitos” 
and  having  clothing  damaged  by  dashes  of 
perfumed  paste  which  is  thrown  about  dur¬ 
ing  “carnival  week” ;  being  charged  ex¬ 
orbitant  prices  for  merchandise  which  they 
might  need  to  buy  here,  etc.,  ^tg, 
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It  has  been  my  fortune  to  live  here 
through  two  carnival  seasons,  and  at  any 
time  of  day  or  evening  when  it  was  neces¬ 
sary  I  have  been  through  the  principal 
streets  of  the  city,  sometimes  through  a 
crowd  of  jubilant  carnivalites,  but  in  every 
instance  way  was  made  for  me  to  pass 
quietly  among  them  without  molestation  or 
annoyance.  I  have  been  through  all  parts 
of  the  city,  sometimes  accompanied  by  an¬ 
other  lady,  and  sometimes  alone,  and  have 
never  received  any  but  the  most  respectful 
treatment.  Where  there  is  friction  between 
the  Americans  and  the  Puerto  Ricans,  I  am 
inclined  to  think  it  is  due  to  something  in 
the  manner  of  the  Americans  that  arouses 
antagonism. 

Regarding  “exorbitant  prices.”  Some 
things  are  more  expensive  here  than  in  the 
States,  notably,  furniture  and  food ;  but 
freight  rates  are  heavy  from  New  York  to 
Puerto  Rico,  there  being  but  two  lines  of 
steamers,  and  they  are  endeavoring  to  get 
all  they  can  while  the  field  is  theirs.  How¬ 
ever,  the  prices  of  food  are  no  higher  in 
Puerto  Rican  groceries  and  markets  than 
in  the  American.  In  the  line  of  dry  goods, 
etc.,  the  prices  are  fully  as  low  as  in  New 


York  for  the  same  quality  of  material 
But,  earlier  in  the  days  of  American  occu¬ 
pation,  it  was  the  custom  of  the  Americans 
to  “beat  down”  on  whatever  they  bought, 
(and  it  is  now  the  custom  with  many  oi 
them),  and  the  Puerto  Ricans  were  not 
slow  in  learning  to  put  their  prices  where 
they  could  “come  down”  and  still  get 
something  for  their  goods. 

The  ^articles  that  it  has  been  necessary 
for  me  to  purchase  since  coming  here  were 
sold  me  for  the  regular  New  York  prices 
(or  in  some  instances  less),  for  I  knew 
what  each  class  of  goods  sold  at  in  the 
metropolis  where  I  lived  for  several  years 
before  coming  here.  A  few  days  ago  an 
American  lady  told  me  she  had  broken 
her  shade-glasses,  and  that  the  sun  was 
affecting  her  eyes  unpleasantly,  but  that 
she  had  been  to  an  optician’s,  and  was  not 
going  to  pay  the  “exorbitant  price”  which 
they  asked  for  them  (naming  the  price). 
On  being  told  thafthat  was  just  the  amount 
for  which  New  York  optical  houses  sold 
their  goods  of  the  same  grade,  she  de¬ 
cided  that  perhaps  she  would  buy  them 
here,  but  she  “supposed  of  course”  they 
were  asking  too  much. 


Morro  Castle,  San  Juan. 


LD  SHERWIN  passed 
in  the  office  as  a  trifle 
— just  a  trifle — crazy. 
Not  that  it  mani- 
,  tested  itself  in  his 
work.  George  Sher- 
win  was  a  capable  and 
accurate  book-keeper, 
and  the  books  over  which  he  toiled  for 
eight  hours  every  day  were  marvels  of  pre¬ 
cision  and  neatness. 

The  lack  of  sanity  showed  itself  in  the 
old  man  in  his  interest  in  stocks.  Fever¬ 
ishly  he  followed  the  market,  keeping  tabs 
on  50  or  60  stocks,  from  Western  Union 
and  Northern  Pacific  down  through  the  list 
to  the  “Industrials,”  some  of  which  lacked 
a  footing  on  the  stock  exchange.  A  $20  a 
week  book-keeper  without  a  spare  $10  bill 
to  bless  himself  with,  going  home  with  a 
long  face  over  the  fact  that  some  stock  had 
dropped  10  points — of  course  he  was  a  bit 
crazy. 

The  office  did  not  know  the  old  man’s 
history,  how  in  his  younger  days  he  had 
been  a  broker  on  the  “street”  and  a  sharp 
one,  how  he  had  transgressed  the  unwritten 
rule  of  brokerage  never  to  speculate  on 
your  own  account,  how  he  had  made  one 
of  those  wild  successes  which  sometimes 
last  a  fortnight  and  how,  in  the  windup,  the 
market  cleaned  him  up  v/ith  neatness  and 
dispatch  and  after  a  week  of  frantic  fight¬ 
ing  to  retrieve  himself  sent  him  to  his  bed 
with^llrain  fever. 

'  It  was  ^probable  that  during  the  heyday 
of  his  success  old  George  had  been  a  trifle 
crazy.  The  ^^brain  fever  left  him  sane 
enough,  without  any  outward  longing  for 
speculation  and  an  unimpaired  ability  to 
keep  books.  He  could  have  had  a  job  in 


a  dozen  broker’s  offices,  keeping  the  com¬ 
plicated  records  of  the  stock  business,  but 
he  had  a  terror  of  the  game  and  went  away, 
to  turn  up  years  later  in  the  manufacturing 
town  where  we  find  him  keeping  books  at 
$20  a  week  for  the  Peebles  factory  of  the 
Amalgamated  Button  Company. 

With  the  years  had  come  a  dulling  of  the 
terror  of  the  days  that  had  “wiped  him 
out,”  and  the  old  man  kept  sheets  on  the 
market  and  did  an  imaginary  business  in 
Wall  street.  He  made  some  shrewd 
guesses  too,  and  if  he  had  actually  margined 
the  stocks  he  had  slated  for  a  big  rise,  he 
could  have  sold  out  a  rich  man.  On  the 
other  hand,  he  sometimes  missed  and  the 
favorite  stock  went  down.  Those  were  the  , 

I 

days  he  went  home  with  a  long  face. 

There  was  quite  an  opportunity  right  in 
town  for  speculation  in  a  not  very  expen¬ 
sive  way  if  the  book-keeper  had  had  the  . 
money.  The  manufacturing  plants  were  all  ' 
big  ones — cotton  mills,  steel  plants,  sewing 
machines,  agricultural  implements  and  so 
'on.  Not  a  one  but^w-as  incorporated  with 
stocks  and  bonds  to  sell,  some  of  the  secur¬ 
ities  being  held  in  the  local  market  at  a 
few  cents  per  share.  Everybody  who  maile 
a  little  over  their  necessities  bought  shares 
of  some  kind;  all  the  employes  of  the  dif¬ 
ferent  concerns  werev:  privileged,  nay,  -re¬ 
quested,  to  buy  preferred  stock  in  their 
employers’  businesses,  and  down-town  there 
was  a  place  where  local  stocks  were  bought 
and  sold. 

There  are  possibilities  in  industrials,  even 
aU^  few  cents  per  share.  In  times  of  pros- 
^perity7  holders  of  local  securities  received 
dividends,  and  the  value  of  their  holdings 
soared.  The  shipping  clerk  in  the  Peebles 
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factory  was  a  devotee  to  Consolidated  Lo-' 
comotive,  the  Bnrnam  and  Barry  branch  of 
which  was  located  down  by  the  railroad,  and 
one  day  he  came  into  the  office  radiant  and 
had  the  book-keeper  cash  him  a  check  for 
$160.  '  . 

“What  do  you  think  of  that,  Pop?”  he 
asked  jubilantly.  “That  check  represents 
an  outlay  of  $40  in  Consolidated  Chu-Chu 
Futures  when  things  were  so  slack  six 
months  ago.  Now  they  are  full  of  orders 
and  ever^diing  humming  and  I’ve  sold  out 
$120  to  the  good — money  found. --Why 
don’t  you  go  in?” 

The  old  speculator’s  eyes  glowed  as  he 
straightened  out  the  neat  check.  He  knew 
in  a  way  about  the  local  industrial  situation, 
but  it  seemed  puerile  beside  the  doings  of 
the  New  York  market,  and  he  had  not 
bothered  with  it.  And  here  was  a  chap 
drawing  $15  a  week  actually  cleaning  up 
$120  of  money,  real  money,  while  he, 
George  Sherwin,  frittered  away  his  time  to 
no  purpose.  A  bunch  of  money,  not  a  large 
bunch,  would  do  so  much,  too.  There  was 
that  place  for  sale,  10  miles  out,  house, 
barn,  boat  house  and  10  acres  of  ground  on 
a  lake — a  man  could  keep  chickens  there, 
chickens !  and  a  horse  and  cow  and  a  boat, 
on  the  lake  for  fishing  purposes.  Three 
thousand  dollars  would  buy  it. 

“I’ve  got  no  money  to  throw  away,”  he 
said.  “This  rise  in  Locomotive  is  a  mere 
fluke.” 

“Fluke  nothing,”  said  the  shipping  clerk. 
“I  saw  it  a-coming.  And  some  of  the  boys 
have  made  money  in  thread  stocks — buying 
for  a  fall.  The  thread  mills  have  passed  a 
dividend  and  the  stocks  are  away  off,  sure 
enough.  And  there,  is  the  Wardell  Plow 
Company  stock — ” 

“Here’s  your  money,  go  away,”  growled 
the  book-keeper,  frightened  at  the  feeling 
the  talk  had  engendered. 

“All  right,  stick  to  those  big  deals  that 
are  keeping  you  poor,”  said  the  shipping 
clerk,  winking  elaborately. 

It  was  shortly  after  this  that  the  book¬ 
keeper  took  to  keeping  chickens.  Mrs. 
Sherwin  and  the  girls  were  delighted  when 
one  day  the  taciturn  man  came  home  early 
and  went  to  tinkering  with  an  old  shanty 
on  their  place,  and  it  developed  that  he  was 
making  it  into  a  chicken  house.  If  the 
wound  of  their  earlier  days  had  healed  in 
the  husband,  it  had  not  in  the  wife,  who 
for  months  back  had  watched  her  preoccu¬ 


pied  mate  figuring,  figuring  interminably 
evenings  by  the  fire,  and  who  saw  the  old 
gambling  propensity  growing  in  him  again. 
If  he  would  only  take  to  chicl<ens  it  would 
be  a  hobby  to  take  his  attention  when  he 
wasn’t  keeping  books,  and  he^’ would  have 
no  time  to  bother  with  those  things  which 
had  co’me  so  near  wrecking  their  happiness. 

“Here’s  the  beginning  of  our  flock,”  said 
George,  coming  home  the  next  Saturday 
with  a  big ''Wyandotte  rooster  under  his 
arm.‘  '  ’* 

“What  a  pretty  fowl,”  cried  the  women, 
delighted. 

“He  ought  to  be  pretty,”  said  the  husband 
grimly,  “he  cost  me  $10.” 

“Ten  dollars!”  shrieked  Mrs.  Sherwin, 
aghast. 

“bechanced  to  have  the  money  saved  and 
had  a  notion  to  take  a  little  flier — ” 

“It’s  all  right,  Geordie,”  said  Mrs.  Slier- 1 
win  quickly,  “I  only  thought  $10  a  little  bit 
extravagant  for  one  rooster,  but  you  know 
best.  He’s  such  a  handsome  fellow,  yo.^ 
ought  to  give  him  a  name.” 

“I’m  going  to  call  him  ‘Stitch,’  ”  said  the 
book-keeper  gravely,  withal  a  twinkle  in  • 
his  eye.  ''  .  ‘ 

“‘Stitch!’”  cried  the  mother* 'and  the  two 
daughters  in  concert. 

“See  here,  ma,  and  you  two  girls,  can’t  I 
keep  a  few  fowls  and  call  them  bynames  of 
my  own  without  you  getting  mad^”  he, 
asked.  “Wait  till  I  buy  the  hens  and  name' 
’em  and  you  won’t  think  ‘Stitch’  anything. 

I  have  my  little  whims,  but  if  they  are  go-, 
ing  to  make  you  unhappy.  I’ll — ” 

“Goodness !  call  the  birds  anything  you 
like,”  said  the  women,  while  “Stitch,”  re¬ 
leased,  flew  to  the  top  of  the  fence  and 
crowed  loudly.  ;  ■)  -  ■ 

Sherwin’s  selection  of  hens  was  the  talk' 
of  the  neighborhood  and  gave  painful  re-' 
currence  to  the  whispers  about  his  sanity. 
From  his  savings  he  bought  them  one  at  a 
time  and  the  first  hen  was  a  Bramah,  chris¬ 
tened, “Twist.”  A  Plymouth  Rock  followed, 
labeled  “Wire,”  a  Cochin  China  called 
“Reaper,”  a  brown  Leghorn  gravely  named 
“Peebles,”  apparently  after  the  factory  that 
employed  him.  Of  the  flock  no  two  were 
of  the  same  breed,  they  came  one  at  a  time 
at  intervals  and  the  prices  the  old  man 
claimed  to  have  paid  for  them  were  simply 
outrageous  and  kept  the  family  short  for 
days  afterward.  “Stitch,”  the  rooster,  lorded 


1040 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


it  over  the  heterogeneous  flock  and  the 
owner  sat  by  the  hour  and  proudly  watched 
them  busily  picking  up  their  living.  If 
rumors  of  his  brain  trouble  which  resulted 
in  the  outlandish  names  reached,  him,  he 
did  not  deign  to  notice  them  and  in  a  short 
time  the  whim  ceased  to  attract  attention. 

The  chicken  fad  was  a  fortunate  one  for 
the  old  man.  He  was  out  bright  and  early 
working  in  the  hen  house,  and  never  were  . 
fowls  so  tenderly  cared  for.  As  hens  will, 
they  reciprocated  the  attention  lavished  on 
them,  and  laid  eggs  right  royally;  eggs  big 
and  eggs  little,  eggs  brown  and  eggs  white, 
speckled  eggs  and  double  yolks — the  family 
had  eggs  to  eat  and  eggs  to  sell.  Sherwin 
quit  his  imaginary  speculation  in  stocks  and 
instead,  opened 
up  a  set  of 
books  with  his 
hens  over  which 
he  never  tired 
working. 

It  was  quite 
easy  to  fall  into 
stock  nomen¬ 
clature  in  keep¬ 
ing  track  of 
the  hens  and 
their  doings. 

When  “Twist” 
or  “Wire”  or 
“Reaper”  were 
laying  regular¬ 
ly,  their  market 
was  “rising,” 
when  they 
moulted  and 
shortened  on 
laying,  the  market  was  “off,”  and 
he  was  “long”  or  “short”  on  their  pro¬ 
ducts  as  the  case  might  be.  The  book¬ 
keeper  laid  out  sheets  and  gravely  set  down 
the  names  of  the  flock,  now  counting  over 
25  with  another  rooster  named  “Oilcloth’’ 
and  reduced  the  fluctuations  in  hen-fruit  to 
figures  on  a  decimal  basis.  Strangely 
enough,  both  the  roosters  figured  in  the 
sheets,  but  presumably  their  percentages 
were  based  on  the  fights  they  indulged  m, 
in  which,  however,  the  Wyandotte  invari¬ 
ably  won. 

Sherwin  made  no  secret  of  his  foible  in 
the  office,  where  it  created  much  amuse¬ 
ment. 

“You  must  be  planning  to  get  rich  on 


your  poultry  yard,”  laughed  the  boys,  “what 
are  you  going  to  do  with  your  surplus?” 

“You’ll  see  me  living  on  my  own  place 
and  driving  in  behind  my  trotter  yet,”  said 
the  book-keeper,  in  no  wise  moved  by  the 
grins.  “My  hens  ‘Wire’  and  ‘Twist’  are 
worth  three  times  what  I  paid  for  them  and 
are  declaring  good  dividends  right  along. 
I’ve  got  to  the  point  now  where  I  put  the 
profits  of  my  hens  into  still  more  hens,  and 
some  of  these  days  I’ll  strike  a  hen  that 
lays  golden  eggs,  and  then — ^the  trotter.” 

“Fine,  fine!”  said  the  office  help,  sadly 
tapping  their  foreheads  behind  Sherwin’s 
back. 

It  was  a  pity  that  the  book-keeper  had 
not  taken  to  keeping  hens  years  before.  He 

lost  his  tacitur¬ 
nity  and  actual¬ 
ly  whistled  as 
he  tossed  h  i  s 
ledgers  about, 
and  one  day  he 
opened  a  bank 
account. 

“You  see,”  he 
explained  to  the 
banker,  “my 
hens  are  mak¬ 
ing  money  for 
me  and  I  need 
a  place  to  keep 
it  safe.  Then, 
too,  I  am  med¬ 
itating  going 
into  the  hen 
business  whole¬ 
sale  and  I  will 
want  to  borrow 
money.” 

“Made  up  your  mind  what  breeds  to 
plunge  on?”  asked  the  amused  banker  who 
knew  all  about  the  25  and  more  varieties 

“Yes,”  said  his  customer  gravely,  “I  do. 
There  will  be  an  elimination  in  my  varieties 
to  two  or  three  very  soon— I  have  spotted 
the  best  layers  by  keeping  sheets  , on  them, 
and  the  rest  can  go  to  the  chopping  block 
for  all  I  care.” 

“Come  in  and  see  me  when  you  want  to 
borrow,”  said  the  banker,  “I  guess  we  can 
accommodate  you  to  a  few  hundred — with 
a  good  name  on  your  note.” 

“Thanks ;  I’m  going  to  send  you  a  couple 
of  dozen  of  fresh  eggs,”  said  the  book¬ 
keeper,  departing. 

The  women  mourned  when  most  of  the 
flock  were  sacrificed.  It  was  some  con- 
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-  solation  that  Sherwin  had  not  paid  big 
prices  for  them,  and  according  to  him  they 
were  not  thriving  and  needed  the  axe.  For 
a  time  they  ate  chicken — roasted,  fried,  fri- 
cassed  and  boiled  and  the  back  yard  looked 
deserted. 

“Never  mind,  ma,”  said  the  poultry  fan¬ 
cier,  “those  that  remain  will  get  along  bet¬ 
ter  for  my  exclusive  attention  and  I  can 
work  out  the  problem  of  that  kind  that  lay 
the  golden  egg.s” — he  chuckled. 

“Geordie” — ^the  good  woman  was  look¬ 
ing  at  him  apprehensively,  and  he  chuckled 
again.  -■  ^ 

“Don’t  worry,  ma,  my  head’s  all  right,” 
he  declared,  and  started  for  the  Peebles 
button  factory  whistling. 

True  to  his  word,  Sherwin  became  a  bor¬ 
rower  at  the  bank,  unknown,  _^owever,  to 
his  women  folk.  Simultaneously  he  began 
to  fill  up  his  hen  yard  with  Wyandottes 
mostly,  then  “Wires”  and  “Twists.”  About 
this  time  he  hired  a  carriage  for  a  Sunday 
afternopn  and  took  Mrs.  Sherwin  and  Ade¬ 
laide  and  Gussie  for  a  drive,  stopping  at  a 
little,.place  on  a  lake  aboujt  10  miles  from 
home  to  rest.  It  was  a  cosy  spot,  a  nice 
house,  a  barn,  trees,  a  vegetable  garden 
and  the  rest  grass.  There  was  a  boat  house 
and  a’^wharf  at  the  lake,  and  a  little  way 
out, 'fish  were  “jumping,”  in  the  most  allur¬ 
ing  manner. 

“What  a  paradise  this  is,”  sighed  the  wo¬ 
men,  “how  much  better  to  live  here  than  in 
that  smoky  city.  You  could  keep  hens  by 
the  thousand  on  a  place  like  this,  Geordie,” 
said  the  wife,  wistfully. 

“When  my  present 
‘Stitches’  ‘Wires,’  and 
‘Twists’  work  out  that 
golden  egg  problem 
among  themselves,”  he 
chuckled,  “we’ll  buy  a 
place  like  this,  get  a 
horse  and  a  cow  and 
live  happy  ever  after.” 

“It’s  time  we  were 
starting  for  home,” 
said  the  good  woman 
hastily.  Somehow,  she 
felt  frightened  when 
her  husband  talked  so 
about  his  hens — it  re¬ 
minded  her  of  the 
days  when  he  had 
quit  brokering  for  spec¬ 
ulating. 


The  “performance  sheets,”  as  Sherwin 
styled  his  hen-book-keeping,  were  quite  easy 
to  keep  now,  reduced  to  three  classes.  Un¬ 
ending  attention  worked  wonders  with  the 
flocks;  the  Wyandottes,  Bramahs  and  Ply¬ 
mouth  Rocks  were  separated,  quite  filling 
the  narrow  quarters,  and  the  fine  big  eggs 
were  saved  and  hatched  out  in  an  incuba¬ 
tor.  There  was  a  ready  sale  at  big  prices 
for  settings  of  eggs  and  young  pullets,  and 
really,  Sherwin  was  making  quite  a  profit  on 
his  investment.  Not  enough  to  account  for 
a  bank  book  carefully  kept  locked  in  his 
desk  at  the  Peebles  factor^  with  several 
hundreds  to  his  credit  or  the  easy  accom¬ 
modation  he  was  getting  at  the  bank,  how¬ 
ever. 

For  the  Wyandotte  rooster,  “Stitch,”  the 
book-keeper  developed  a  mighty  affection 
as  time  went  on.  He  often  sat  and  watched 
the  proud  fowl,  lord  of  the  back  yard,  and 
muttered  things  beneath  his  breath.  The 
finest  of  living  was  none  too  good  for  the 
big  rooster  and  a  world  of  petting  “Stitch” 
got  from  his  attentive  master.  Was  it  pos¬ 
sible  that  from  the  race  of  “Stitch”  the 
golden  eggs  were  to  come? 

The  shipping  clerk  of  the  Peebles  factory 
was  by  this  time  a  regular  speculator  in  the 
local  “industrial”  stock  market.  The  prof¬ 
its  on  his  deal  in  “Chu-Chu”  had  gone  in  a 
dozen  different  directions  for  industrial 
shares  which  he  bought  and  sold  industri¬ 
ously  as  the  values  fluctuated.  The  ship¬ 
ping  clerk  was  not  always  wise  in  his  in¬ 
vestments  and  formed  the  habit  of  consult¬ 
ing  with  the  book¬ 
keeper,  whose  former 
connection  with  the  big 
stock  market  had  leak¬ 
ed  o'ut.  Sherwin  took 
time  from  figuring  his 
performance  sheets  to 
give  the  shipping  clerk 
counsel,  and  in  t  u  r  n 
the  shipping  clerk  re¬ 
ported  the  many  ru¬ 
mors  he  picked  up  of 
happenings  in  the  vari¬ 
ous  industries  likely  to 
affect  the  price  of 
shares. 

“I  want  your  advice 
on  ‘Sewing  Machine,’ 
Sherwin,”  he  said  one 
day.  “There  is  some¬ 
thing  mysterious  going 
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on  in  the  Standard  factory,  and  a  friend  of 
mine  there,  a  pattern-maker,  tips  me  that 
it  is  a  new  invention,  something  that  will 
■make  the  sewing  machine  trust  crazy  when 
the  Standard  machine  comes  out  with  it.  He 
doesn’t  know  this  positively,  just  a  flying 
shop  rumor,  you  know,  but  what  with 
somebody  buying  ‘Sewing  Machine’  pretty 
freely,  the  stock  is  stiffening,  and — ” 

“Buy  it  my  boy,  buy  it — for  a  rise,”  said 
the  book-keeper.  “I  happen  to  know  that 
the  Standard  people  have  been  kicking  the 
price  down  for  some  reason,  and  it  may  be 
that  they  are  going  to  buy  it  back  cheap  if 
they’ve  got  a  good  thing  cooking  and  make 
all  the  money  for  themselves.  Buy  it  by  all 
means.”  The  book-keeper  turned  his  back 
and  went  on  figuring  his  absurd  hen-sheets 
and  the  shipping  clerk  went  away.  Sher- 
win  went  down  to  the  bank  in  the  middle  of 
the  morning  and  borrowed  $1,000  with 
'  which  he  purchased  poultry,  making  a  neat 
entry  on  the  performance  sheet  under  the 
head,  “Stitch.” 

“The  time  is  ripe,”  he  muttered. 

The  shipping  clerk  bought  “Sewing  Ma¬ 
chine,”  a  very  little,  for  “Sewing  Machine” 
was  on  the  rise  and  the  Standard  people 
were  buying  back  their  stock  as  fast  as  of¬ 
fered.  In  a  few  days  he  hastily  sold  it,  for 
“Sewing  Machine,”  never  worth  more  than 
90  cents  a  share,  was  kiting  along  to  the 
impossible  price  of  $2.  A  week  later  the 
shipping  clerk  was  kicking  himself,  meta¬ 
phorically,  all  over  the  Peebles  factory,  for 
“Sewing  Machine”  was  bid  at  $5  the  share 
and  none  offered.  That  rumor  about  the 
new  invention  was  a  fact. 

In  a  fortnight  it  was  whispered  that  the 
Standard  people  were  in  a  hole  over  their 
own  stock.  The  original  issue  had  been 
500,000  shares  at  $1  per  share,  10  shares 
being  given  outright  for  a  time  with  every 
machine  sold,  as  a  premium  on  a  rather 
poor  sewing  machine.  Now,  when  they  had 
an  improvement  which  made  their  machine 
highly  valuable,  they  found  that  others  had 
been  busy  picking  up  Standard  stock,  and 
that  the  company  was  a  minority  holder 
of  its  own  stock,  being  short  several  thous¬ 
and  shares.  It  soon  developed  who  had 
bought  the  stock,  for  agents  of  the  sewing 
machine  trust,  throwing  aside  all  disguise, 
came  into  the  open  and  bought  right  and 
left  at  any  price.  The  Standard  people 
frantically  tried  to  outbid  them. 

It  was  a  fight  for  existence  on  one  side 


and  monopoly  on  the  other.  If  the  trust 
won  and  got  a  majority  of  the  shares  they 
took  the  Standard  company  and  the  valu¬ 
able  improvement  into  camp,  the  improve¬ 
ment  went  on  the  trust  machines  and  the 
inventors  were  “squeezed.”  If  the  Stan¬ 
dard  succeeded  in  buying  a  few  shares,  it 
could  hold  its  position  and  in  a  few  years 
wipe  the  trust  off  the  face  of  the  earth 
with  its  superior  machine.  Both  sides  ran¬ 
sacked  the  country  and  bought  shares  at 
ruinous  prices  and  the  contest  quickly  nar¬ 
rowed  down  to  the  possession  of  2,500 
shares — both  parties  had  approximately  248,- 
000  shares,  and  the  one  that  got  hold  of  the 
missing  block  of  2,500  would  win  the  mas¬ 
tery.  Somehow  it  was  learned  by  the  trust 
agents  and  the  Standard  people  that  the 
block  was  owned  right  in  town,  and  a  sleep¬ 
less  hunt  for  it  was  begun. 

George  Sherwin  was  sitting  in  his  poultry 
yard,  smoking  a  pipe  and  meditating  as  he 
threw  corn  to  his  favorite  rooster.  His 
meditations  were  interrupted  by  a  man  who 
came  running  from  the  house.  At  the  same 
time  another  man  tumbled  over  the  back 
fence. 

“I  understand  you  are  the  owner  oi 
2,500  shares  of  Standard  stock,”  they  said 
simultaneously,  glowering  at  one  another. 

Sherwin  chuckled. 

“Do  you  see  that  rooster  there?”  he  said, 
“his  name’s  ‘Stitch,’ — named  for  the  Stan¬ 
dard  sewing  machine.  Now,  supposing 
‘Stitch’  stands  for  2,500  shares  of  Standard 
stock,  what’ll  you  give  me  for  my  rooster?” 

“Fifteen  thousand  dollars,”  said  the 
“Trust”  promptly. 

“Twenty,”  roared  the  Standard  man. 

“Thirty,”  bellowed  the  “Trust.” 

“Fifty  thousand  dollars,”  said  the  Stan¬ 
dard  man,  white-faced.  Sherwin  recog¬ 
nized  him  as  the  president  of  the  company. 

“I’ll  have  to  consult  my  principals,” 
pleaded  the  “Trust”  man.  “Will  you  hold 
off  for  half  an  hour?” 

“Fifty  thousand,  one — two — three,  do  I 
hear  any  more?  Sold — to  the  president  of 
the  Standard  Sewing  Machine  Company, 
and  a  mighty  fine  Wyandotte  rooster  you’ve 
bought  for  the  money,”  declared  the  roos¬ 
ter’s  owner.  “Would  you  mind  stepping 
into  the  house  to  complete  the  transaction?” 

“Geordie,  what’s  the  matter?”  asked  his 
wife,  half-crying.  She  had  sent  the  presi¬ 
dent  of  the  Standard  company  out  in  the 
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yard  to  see  her  husband,  the  worthy  declin¬ 
ing  to  wait  in  the  parlor,  and  the  noise  of 
the  bargaining  had  come  ominously  to  her 
ears. 

“Matter?  Why,  I’ve  found  the  hen  that 
lays  the  golden  eggs  and  ’tain’t  a  hen,  either 
— it’s  my  rooster,  ‘Stitch,’  who  stood  for 
2,500  shares  of  sewing  machine  stock,  that 
I’ve  just  sold  for  $50,000.” 

“Geordie!”  said  his  wife  wildly. 

“I  ain’t  crazy,  ma.  I’ve  been  doing  a  lit¬ 
tle  speculating  in  stocks  right  here  in  town, 
and  to  keep  you  from  worrying,  I’ve  made 
you  think  it  was  hens  I  was  dabbling  in. 


‘Stitch’  has  stood  all  along  for  Sewing  Ma¬ 
chine,  ‘Wire’  for  the  wire  mill  and  ‘Twist’ 
is  the  thread  factory,  et  cetra,  et  cetra.” 

When  the  news  got  to  the  office,  there 
was  a  quick  revision  of  opinions  about  old 
Sherwin,  the  book-keeper. 

“Crazy?  I  wish  I  came  from  the  same 
lunatic  asylum,”  was  the  envious  cry. 

“What  are  you  going  to  do  with  your 
wealth,  George?”  they  asked  the  man,  bus¬ 
ily  writing  in  his  ledgers  as  usual. 

“Going  to  buy  back  my  Wyandotte  rooster, 
and  move  to  paradise,”  he  said  with  a 
chuckle. 


Environment 

When  a  fellow  makes  an  effort  to  be  good, 

And  the  people  all  about  him  think  he  should 
Be  another  kind  of  chap. 

Don’t  you  know  it  is  no  snap 
To  be  good? 

When  a  fellow  makes  an  effort  to  be  bad, 

And  the  people  all  about  him  think  he  had 
Better  be  a  diff’rent  chap. 

Don’t  you  know  it  is  no  snap 
To  be  bad? 

So  be  gentle  with  him — easy,  don’t  you  know ; 
Perhaps  he’s  gone  the  way  he  had  to  go, 

If  he’s  good  or  if  he’s  bad. 

The  environment  he  had  ’ 

Made  him  so. 

'  —  William  J.  Lampion  in  Judge, 


HE  salmon  fishing  and 
canning  industry  of 
the  northwest  coast  of 
the  United  States  and 
Alaska  is  not  only  the 
most  extensive  and 
most  valuable  of  all 
the  nation’s  food  fish¬ 
eries,  but  is  one  of  the  most  perfectly  sys¬ 
tematized  activities  in  the  business  world. 
In  days  gone  by  the  work  of  taking  and 
preserving  the  fish  was,  for  the  most  part, 
divided  among  a  number  of  different  inter¬ 
ests  but  in  accordance  with  the  general 

trend  of  the  age  there  has  in  recent  years 

been  a  tendency  toward  concentration  and 
consolidation.  Many  of  the  corporations 
operating  canneries  now  own  outright  great 
fleets  of  fishing  craft  or  if  they  do  not  ac¬ 
tually  conduct  the  fishing  at  least  have  con¬ 
tracts  which  insure  them  an  adequate  pro¬ 
portion  of  the  catch  to  keep  their  plants  in 
full  operation. 

Aside  from  the  present  importance  of 
the  salmon  industry — it  is  estimated  to 
contribute  more  than  one-half  of  the  na¬ 
tion’s  $50,000,000  worth  of  fish  products— 
there  is  significance  in  the  fact  that  it  ap¬ 
pears  to  be  the  most  dependable  source  of 
tea  food.  The  possibility  of  the  industry 


ever  becoming  extinct  in  the  northwest  has 
been  virtually  eliminated  by  artificial  propa¬ 
gation.  The  United  States  government  and 
also  the  states  of  Oregon  and  Washington 
operate  fish  hatcheries  from  which  hun¬ 
dreds  of  millions  of  young  fry  are  liber¬ 
ated  annually. 

It  is  estimated  that  the  average  annual 
valuation  of  the  salmon  pack  on  the  Pa¬ 
cific  coast  is  in  the  neighborhood  of  $12,- 
000,000.  The  maximum  output  of  canned 
fish  for  an  interval  of  12  months  is,  how¬ 
ever,  far  in  excess  of  this  figure  for  whereas 
the  average  crop  is  3,500,000  cases  of  48 
cans  each  there  have  been  several  years 
within  the  past  decade  when  the  showing 
was  close  to  the  5,000,000  mark.  On  the 
other  hand,  however,  there  have  been  sea¬ 
sons  when  the  product  aggregated  less 
than  1,500,000  cases.  This  great  fluctua¬ 
tion  is  attributed  to  the  fact  that  all  red 
salmon  (one  of  the  principal  variHies) 
leave  the  rivers  and  bays  and  go  out  into 
deep  salt  water  when  they  are  one  year 
old,  remaining  at  the  bottom  of  the  sea 
until  they  are  four  years  old,  when  they 
return  to  their  native  haunts.  In  conse¬ 
quence  it  comes  about  that  one  year  in 
every  four  there  is  a  phenomenally  heavy 
“run”  of  salmon  and  a  proportionately  ab- 


normal  “pack.”  The  second  and  third  years 
in  the  cycle  the  catch  is  from  one-half  to 
two-thirds  as  heavy  as  during  the  record- 
breaking  period  and  finally  during  the 
fourth  year  or  that  just  preceding  another 
big  year  the  yield  slumps  off  to  perhaps 
one-third  of  the  maximum.  This  odd  ro¬ 
tation  has  been  followed  out  with  regu¬ 
larity  from  time  out  of  mind. 

The  reading  public  and  that  large  pro¬ 
portion  of  our  population  which  can  afford 
to  buy  the  best  grade  of  canned  salmon 
hear  most  of  the  Royal  Chinook  salmon, 
the  richest  and  most  delicately  flavored  of 
all  food  fishes,  but  in  reality  this  king  of 
the  tribe  is  but  one  of  five  varieties  which 
contribute  to  the  American  salmon  harvest. 
The  Royal  Chinook  is,  however,  not  only 
the  highest  priced  fish  but  is  also  much 
the  largest.  These  fish  average  about  22 
pounds  in  weight  but  specimens  weighing 
from  60  to  80  pounds  each  are  found  not 
infrequently.  The  Royal  Chinook  when 
young  is  of  a  bright  silver  color  but  the 
tint  deepens  as  the  fish  grows  older.  The 
flesh  is  firm  and  oily.  During  the  hrst 
four  years  it  is  a  brilliant  red  but  after 
this  interval  has  elapsed  it  begins  to  turn 
white,  although  the  flavor  is  seemingly  not 

affected- 


Great  numbers  of  the  Royal  Chinook  are 
found  in  Alaskan  waters  but  the  traditional 
stronghold  of  this  king'  of  fish  is  the  Co¬ 
lumbia  river  which  for  more  than  200 
miles  forms  the  boundary  between  the 
states  of  Oregon  and  Washington.  On  this 
mighty  stream  an  average  of  $2,000,000 
worth  of  king  salmon  are  caught  and 
canned  every  year  in  addition  to  about 
$400,000  worth  annually  shipped  frozen  to 
market  and  it  is  estimated  that  since  the 
establishment  of  the  industry — the  Royal 
Chinook  was  the  first  salmon  to  be  placed 
on  the  market — the  fish  products  of  the 
Columbia  river  region  alone  have  footed  up 
to  fully  $80,000,000.  The  industry  on  the 
Columbia  gives  employment  to  more  than 
6,000  persons  and  is  constantly  expanding. 
Indeed,  there  are  many  well-informed  men 
in  this  section  of  the  country  who  declare 
that  salmon  packing  is  yet  in  its  infancy 
and  who  confidently  predict  that  extensive 
artificial  propagation  will  within  a  few 
years  bring  the  output  of  the  Columbia 
river  to  $12,000,000  annually  as  compared 
with  the  present  showing  of  less  than  $3,- 
000,000. 

Next  in  importance  to  the  Royal  Chinook 
in  the  salmon  family  is  the  “sockeye”  or 
red  salmon,  a  fish  that  qll  but  rivalg  its 


Salmon  Fishing  in  the  Northwest — the  Salmon  Jumping. 


kingly  brother  in  flavor,  although  the  bril¬ 
liant  red  flesh  is  somewhat  firmer  and  drier. 
The  sockeye  is  a  smaller  fish  than  the 
Chinook,  seldom  averaging  more  than 
seven  or  eight  pounds  in  weight.  When 
young  this  salmon  is  of  a  bright  blue 
tinge  with  a  touch  of  silver  on  the  under 
body  but  later  the  entire  body  becomes  a 
deep  crimson  and  the  head  a  brilliant  olive 
green.  Puget  Sound  and  adjacent  waters 
constitute  one  of  the  richest  fishing  grounds 
for  red  salmon  and  as  much  as  $5,000,000 
worth  have  been  caught  there  in  a  single 
season. 

It  is  a  long  step  from  the  sockeye  to  the 
silver  salmon,  which  stands  next  in  the 
descending  scale  of  value.  Indeed,  the 
silver  variety  when  canned  is  worth  only 
about  half  as  much  as  the  red  salmon. 
Next  comes  the  humpback  which  is  yet 
cheaper  but  has  a  considerable  sale  as 
food  for  the  poorest  classes  of  the  world’s 
population.  Heavy  sales  of  this  class  of 
salmon  are  made  to  the  negroes  in  the 

I 

southern  states  and  among  the  Indians  in 
the  west,  while  quantities  are  exported  to 
China,  Japan  and  South  America.  The  last 
place  in  the  category  is  occupied  by  dog 
salmon,  a  fish  of  such  poor  quality  that  it 


probably  would  not  be  canned  at  all  were 
it  not  that  the  packers  are  sometimes  com¬ 
pelled  to  resort  to  it  to  keep  their  plants 
in  operation  when  there  is  a  failure  in  the 
supply  of  all  other  varieties.  It  is  not  a 
satisfactory  substitute  even  from  the  pack¬ 
er’s  standpoint  for  it  is  usually  necessary 
to  put  the  dog  salmon  on  the  market  at 
less  than  the  actual  cost  of  canning. 

The  fishing  branch  of  the  salmon  indus¬ 
try  abounds  in  the  picturesque.  Every 
known  method  of  capturing  the  finny  prizes 
is  employed  to  a  greater  or  less  extent.  On 
the  lower  Columbia  river  and  along  the 
coast  of  the  Pacific  ocean  seine  fishing  is 
carried  on  extensively,  the  nets  being  in 
many  instances  so  heavy  that  horses  are 
employed  to  drag  them  in.  Gill  netting, 
with  a  very  heavy  grade  of  nets  is  also 
an  approved  practice.  The  port  of  Astoria 
on  the  Oregon  coast  is  a  center  of  this  ac¬ 
tivity  and  on  a  summer  night  thousands 
of  fishing  boats,  sails  spread,  may  be  seen 
putting  out  to  sea  often  at  the  hazard  of 
being  driven  far  out  of  their  course  by  one 
of  the  sudden  storms  encountered  on  the 
Pacific.  The  old-fashioned  plan  of  utiliz¬ 
ing  dip  nets  is  also  followed  to  some  ex¬ 
tent  by  Indians  and  other  fishermen  with 
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small  capital,  and  an  expert  dip-netter 
working  from  a  crude  ^platform  built  out 
over  the  river  will  sometimes  make  a  catch 
of  several  hundred  pounds  per  day. 

In  Puget  sound  and  some  other  locali¬ 
ties  immense  fish  traps  constitute  the  fa¬ 
vorite  vehicles  for  capturing  the  salmon. 
At  Baker’s  Bay  there  are  in  operation  more 
than  1,500  traps.  The  traps  are  stationary 
structures  of  wire  or  cordage  netting  sup¬ 
ported  by  huge  piles  formed  from  Oregon 
firs  70  or  80  feet  in  height.  The  schools 
of  fish  are  led  into  the  prison  proper — an 
enclosure  of  perhaps  800  square  feet — • 
through  the  instrumentality  of  a  guiding 
wall  or  leader  which  is  upward  of  1,000 
feet  in  length,  built  of  poles  and  netting. 
The  poles  are  placed  about  80  feet  apart 
and  are  tied  together  at  the  top  by  a  con¬ 
tinuous  wire  cable  about  one-half  inch  in 
diameter.  The  salmon,  running  in  schools, 
will  allow  nothing  to  turn  them  from  their 
course  along  the  shore  and  when  a  body 
of  fish  encounters  one  of  the  barriers  above 
described  it  is  a  foregone  conclusion  that 
the  swimmers  will  follow  it  to  the  pocket 
at  its  terminus  from  which  they  can  be 
removed  by  the  fishermen  at  leisure. 

An  even  more  heavily  productive  method 


of  taking  the  salmon  is  by  means  of  what 
are  known  as  fish  wheels,  upwards  of  50 
of  which  are  in  operation  on  the  Columbia 
river,  some  of  them  having  in  the  course 
of  a  score  of  years  netted  their  owners 
millions  of  dollars.  In  principle  of  opera¬ 
tion  the  fish  wheel  is  very  much  like  the 
old  familiar  mill  wheel  and  like  the  latter 
it  is  preferably  located  at  a  rapids  in  the 
river  where  there  is  ample  water  to  turn 
it.  In  size  the  fish  wheels  range  all  the 
way  from  10  to  30  feet  in  diameter  and 
five  to  15  feet  in  width.  The  blades  are 
fitted  with  dip  nets  made  of  galvanized 
iron  and  as  the  wheel  revolves  it  lifts  out 
of  the  water  the  fish  scooped  up  by  its  nets 
and  tosses  them  into  chutes  close  at  hand 
down  which  they  slide  directly  into  the  flat- 
boats  by  which  they  are  conveyed  to  the  can¬ 
neries.  Continuously  day  and  night  the 
odd  elevator  continues  to  lift  the  fish  out 
of  the  water  and  the  sole  responsibility 
of  the  owner  of  the  wheel  is  for  the  pro¬ 
vision  of  an  adequate  number  of  flatboats 
to  receive  the  fish  as  they  are  delivered  by 
the  wheel.  Such  a  wheel  on  the  Columbia 
has  caught  as  many  as  13,000  fish  in  a 
single  day.  Most  of  the  wheels  are  built 
on  the  banks  of  the  river  or  at  the  end  of 


Interior  of  Salmon  Hatchery. 


Taking  Eggs  from  Salmon  for  Purposes  of  Artificial  Propagation. 


a  dam  extending  out  into  the  stream,  but 
some  of  the  fish  wheels  are  mounted  upon 
large  flatboats  which  can  be  towed  from 
place  to  place. 

The  problem  of  securing  the  delivery  at 
the  canneries  regularly  of  adequate  sup¬ 
plies  of  fish  has  necessitated  thorough  or¬ 
ganization  of  transportation  facilities.  A 
large  cannery  will  handle  150,000  fish  a 
day  and  a  shortage  in  the  supply  at  any 
stage  of  the  operations  means  serious  loss. 
Most  of  the  fish  are  conveyed  to  the  can¬ 
neries  at  night  and  it  is  nothing  unusual 
for  the  cannery  operatives  when  they  re¬ 
port  for  duty  in  the  morning  to  find  40,- 
000  to  50,000  fish  spread  out  on  the  floor, 
awaiting  disposition.  Many  of  the  larger 
canneries  own  not  only  the  flatboats  used 
for  transporting  salmon  but  also  the 
launches  and  steamers  for  towing.  For 
instance,  the  two  immense  canneries  at 
Bellingham,  Wash. — the  “salmon  city” — 
plants  which  represent  an  investment  of 
$6,000,000  and  pay  out  $2,000,000  a  year 
wages  to  8,200  employes,  have  in  their  ex¬ 
clusive  service  a  fleet  of  41  steamers,  13 
launches  and  tugs  and  more  than  300 
barges  and  scows. 


The  average  salmon  cannery  is  perched 
upon  piles  driven  into  the  river  or  bay — 
so  located  that  the  fish  may  be  unloaded 
direct  from  the  boats  which  have  brought 
them  from  the  fishing  grounds  and  carried 
in  automatic  conveyors  which  distribute 
them  about  the  floor  of  the  “butcher  room.” 
The  whole  process  of  canning  has  under¬ 
gone  radical  improvement  within  the  past 
few  years,  particularly  with  reference  to 
lessening  the  time  of  cooking  and  provid¬ 
ing  tests  to  demonstrate  that  the  cans  are 
hermetically  sealed,  to  say  nothing  of  ad¬ 
vances  that  have  meant  a  saving  of  time 
and  labor  in  the  filling,  capping,  labeling 
and  boxing  of  the  cans. 

Save  for  the  young  women  who  fill  the 
cans  and  perform  other  light  work,  Chinese 
labor  is  now  employed  exclusively  in  many 
of  the  larger  establishments  in  the  north¬ 
west.  In  the  eyes  of  the  packers  one  of 
the  chief  virtues  of  the  Chinaman,  aside 
from  the  comparatively  low  wage  at  which 
he  may  be  engaged,  is  found  in  his  punc¬ 
tuality  and  absolute  dependability,  and 
these  are  important  qualifications  in  a 
sphere  of  operations  where  thousands  of 
dollars’  worth  of  fish  will  go  to  waste  if 


lo5o 


THE  BVSWESS  MAN’S  MACAZINE  AND  THE  BOOk-KEEPER 


the  workmen  are  not  on  hand  to  care  for 
them  at  the  proper  moment.  This  condi- 
‘tion  of  affairs  has  engendered  a  strong  anti- 
.Chinese  sentiment  in  many  communities 
where  extensive  canneries  are  located  and 
in  some  of  these  towns  the  celestials  are 
hot  allowed  to  become  permanent  residents 
.or  indeed  to  remain  after  the  close  of  the 
.canning  season. 

,  The  first  step  in  the  preparation  of  sal¬ 
mon  after  the  heads,  tails  and  fins  have, 
been  cut  off,  is  the  cleaning  of  the  fish. 
This  is  accomplished  by  remarkable  auto¬ 
matic  machines  which  handle  45  fish  per 
^minute,  cutting  the  bodies  open  and  by 
:means*of  .a  battery  of  brushes  and  scrapers, 
jliberally  reinforced  by  a  powerful  flow  of 
'iwater,  thoroughly  cleansing  each  fish.  After 
ithis  overhauling  the  fish  are  plunged  into 
tanks  of  running  water  and  are  then  al¬ 
lowed  to  dry. 

The  cutting  up  of  the  fish  which  forms 
the  next  stage  in  the  transformation  is  ac- 
•complished  by  machines  fitted  with  series 
of  rapidly  moving  circular  knives  which 


divide  the  fish  into  cuts  of  exactly  the 
size  required  to  fit  the  cans.  An  up-to-date 
cannery  is  equipped  with  various  machines 
of  this  kind,  each  adjusted  to  make  a  cer¬ 
tain  kind  of  cut — for  tall  or  flat  cans  or 
for  the  one  pound  or  the  half  pound. ■‘size 
as  occasion  may  require.  Frorti  the  sma- 
chines  the  cuts  are  .^transferred  direct"  to 
long  tables  where  they  are  packed  Jnto  the 
tins  by  dexterous  young  women,  as  many 
as  250  of  whom  may  be  employed  in  this 
work  in  a  single  establishment.  Upon  leav¬ 
ing  the  hands  of  the  girls  the  cans  pass 
through  a  *blast  of  steam  which  removes 
all  particles  of  fish  or  oil  that  may  be 
clinging  to  the  outside  of  any  can  and  are 
then  hurried  to  a  “topping  machine”  which 
puts  the  lids  in  place  at  the  rate  of  125 
per  minute.  A  soldering  machine,  kept 
perpetually  in  readiness  for  action  by 
means  of  gas  jets,  makes  the  top  virtually 
a  part  of  the  can  and  a  shower  bath  in 
cold  water  that  gives  the  solder  a  set  com¬ 
pletes  this  portion  of  the  operation. 


A  Catch  of  Salmon. 


Net  Profits  an  Interesting  Field  for 

_ 

Study  and  Exploration 

By  henry  B.  ASHPLANT 


HE  appreciative  audi¬ 
ence  found  for  my 
communications  re  Net 
Profit  in  the  Novem¬ 
ber  1904,  and  January, 
1905,  issues  of  The 
Business  Man's  Mag¬ 
azine  has  encouraged 
me  to  submit  some  further  remarks  on  this 
branch  of  accounting,  as  a  fruitful  field  for 
the  student  to  investigate.  Certainly  it  may 
be  claimed  to  be  a  highly  desirable  thing  to 
have  systematized  knowledge  of  the  char¬ 
acter  of  the  goal  itself,  when  the  objective 
point  of  all  accounting  systems  is  admitted 
to  be  to  make  clear  of  obstructions  the 
various  roads,  all  of  which  lead  ultimately 
to  that  goal,  viz. ;  “Profit  or  Loss”  account. 
This  desirability  is  emphasized  when  we 
contemplate  the  aggregate  number  in  a 
short  period  of  time  of  those  who,  having 
spent  years  of  toil  in  systematizing  the 
work  “en-route,”  find  at  the  end  of  their 
journey  that  Net  Profit  like  the  proverbial 
“will-o-the-wisp”  is  neither  what,  nor 
where,  they  thought  it  was. 

In  passing,  permit  me  to  acknowledge  my 
gratification  at  the  interest  taken  in  a  con¬ 
sideration  of  this  question  by  the  Philadel¬ 
phia  Association  of  Accountants  and  Book¬ 
keepers,  as  reported  in  your  June  maga¬ 
zine;  I  believe  that  none  of  your  readers 
who  follow  this  subject  until  they  arrive 
at  well  defined  conclusions  will  regret  “stay¬ 
ing  with  the  game.”  In  the  August  issue,  A. 
J.  Nugent  says  correctly,  “That  the  true 
significance  of  Mr.  Ashplant’s  query  does 
not  seem  to  be  understood,”  and  in  his  re¬ 
marks  on  “Accounting  as  an  exact  sci¬ 
ence”  opens  up  the  suggestion  of  two  im¬ 
portant  points  bearing  directly  on  the  ques¬ 
tion  at  issue;  viz.:  (1)  “Excess  of  value 
given  over  value  received ;”  and  further  says 
he  (2)  “Endeavored  to  show  that  in  all 
business  transactions  there  is  an  equality  of 
exchange.” 

In  this  connection  I  will  quote,  from  the 
short  article  by  The  Editor  on  my  query 


which  appears  in  November,  1904,  issue,  as 
follows:  “Net  Profit  has  been  defined  as  an 
excess  of  acquisition  over  expenditure,  or 
the  surplus  remaining  after  exchange  of 
effort.”  We  here  meet  at  once  a  direct  issue 
between  the  two  ideas — 

1.  Excess  of  acquisition  over  expendi¬ 
tures,  and 

2.  Equality  of  exchange  in  business 
transactions. 

The  definition  of  Net  Profit  as  quoted 
above  could  not,  I  think,  be  improved  on, 
and  I  submit  that  whoever  accepts  that 
definition  will  find  it  difficult  to  disprove 
the  claim  that  Net  Profit  comes  from  an 
inequitable  exchange  in  a  business  transac¬ 
tion  as  a  result  of  which  less  value  is  given 
than  the  value  received  in  exchange,  the 
ultimate  result  being  less  beneficial  than 
would  be  the  results  springing  from  an 
exchange  of  equal  values.  That  is  the 
proposition  I  am  prepared  to  defend.  I  will 
go  further,  and  say  that  I  am  prepared  to 
defend  the  proposition  that, 
given  a  mercantile  system  of  business 
transactions  based  on  equity  of  values,  in 
exchanges  on  the  market  as  between  buyers 
and  sellers,  our  national  per  capita  of 
wealth  production  would  increase  vastly 
beyond  the  possibilities  permitted  by  our 
present  antique,  trouble-breeding,  inequi¬ 
table  system  of  trade  and  commerce,  bor¬ 
rowed  originally  from  pagan  nations  in  a 
crude  age,  and  still  in  vogue  and  much 
beloved  by  Christian  (f)  traders  in  all 
modern  practice.  I  think  it  can  be  demon¬ 
strated  in  a  set  of  accounts  covering  na¬ 
tional  practice,  that  the  pursuit  of  net  profit 
is  a  barrier  to  our  machinery  of  wealth 
production  developing  its  full  capacity  of 
output;  and  the  possibilities  of  freedom 
from  want  and  from  the  anxieties  attend¬ 
ant  on  bankruptcy,  financial  crises,  and  re¬ 
sulting  domestic  poverty,  are  retarded  by 
an  antiquated  system  of  exchanges,  which 
cramps  the  magnificent  latent  capacity  of 
our  modern  machinery  within  the  limits 
prescribed  by  the  “probabilities”  that  “bug- 
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a-boo”  of  commerce  Net  Profits.  I  am 
quite  satisfied  that  there  are  great  unde¬ 
veloped  possibilities  of  usefulness  for  book¬ 
keepers  and  accountants,  as  factors  in  the 
field  of  social  labor,  working  out  a  solu¬ 
tion  to  the  industrial  world’s  most  pressing 
problems. 

From  all  directions  today  comes  the  de¬ 
mand  for  “an  accounting”  on  correct  lines 
for  the  existing  inequity  in  the  relations  of 
industrial  factors  in  wealth  production,  and 
I  am  convinced  that  no  body  of  men  any¬ 
where  are  in  possession  of  equal  facilities 
and  as  valuable  a  mass  of  data  available 
for  the  supply  of  this  universal  demand  as 
the  body  of  book-keepers  and  accountants 
who  nibble  at  their  opportunities  as  goats 
at  the  vegetation  on  “rocks”  that  embody 
mines  of  great  wealth,  undeveloped  because 
unrecognized  and  unappreciated.  These 
lines  are  penned  with  a  view  to  the  devel¬ 
opment  of  a  healthy  exercise  of  intelligence 
in  our  accounting  work  to  the  end  that  we 
may  realize  the  maximum  of  wealth  and 
become  rich  in  the  fullest  sense  of  the 
word. 

It  is  a  peculiar  fact  that  Net  Profit  holds 
a  position  in  the  mercantile  world  akin  to 
that  of  a  deity  whose  right  to  be  wor¬ 
shiped  must  never  be  questioned,  and 
whose  further  right  to_  dominate  the  indus¬ 
trial  universe  must  also  be  accepted  as  a 
matter  of  faith.  You  may  discuss  any  sub¬ 
ject  in  the  office  but  the  origin  and  di¬ 
vinity  of  this  idol,  and  any  attempt  to  lift 
the  veil  that  leads  to  the  inner  courts  of 
this  commercial  Holy  of  Holies  is  as  fierce¬ 
ly  resented  by  the  High  Priests  of  “busi¬ 
ness”  as  is  any  attempt  to  desecrate  the 
shrine  of  other  false  gods  of  pagan  origin. 
The  writer  at  any  rate  has  a  healthy  con¬ 
tempt  for  the  ruling  genius  whose  prac¬ 
tice  develops  such  infamous  characteristics 
as  “stick  out”  obtrusively  in  the  realm  of 
Net  Profit,  and  with  Mr.  Beach’s  consent 
I  will  stick  a  pin  in  this  idol,  and  see 
what  comes  of  it. 

It  will  not  be  disputed,  I  believe,  that 
the  contention  made  in  my  communication 
of  November,  1904,  is  correct,  viz. :  that 
the  goal  of  all  our  mercantile  activity  is — 
not  the  production  of  wealth — .but — the  ac¬ 
quisition  of  net  profit;  the  production  of 
wealth,  which  a  sane  commercial  system 
would  make  the  prime  object  of  its  ac¬ 
tivity,  being  in  our  stupid  system  a  wholly 
subsidiary  consideration,  utilized  only  so 


far  as  it  may  be  essential  to  the  end  of 
securing  Net  Profits  for  a  few  without  con¬ 
sideration  of  the  results  to  the  many,  A 
striking  example  of  this  is  found  in  the 
absorption  of  $39,000,000  profit  without  any 
production  of  wealth  as  illustrated  by 
Thomas  W.  Lawson  in  “Frenzied  Finance.” 
The  healthiest  sign  of  the  times  today  is 
the  sure  and  steady  strengthening  of  the 
revcdt  of  intelligence  at  the  conditions  im¬ 
posed  upon  it  by  the  insanity-  and  gross  in¬ 
justice  of  a  Net  Profit  seeking  ideal. 

I  have  stated  above  that  our  national  per 
capita  of  wealth  production  will  increase 
vastly  beyond  the  possibilities  of  oiir  pres¬ 
ent  output  when  we  succeed  in  freeing  our¬ 
selves  from  the  shackles  and  limitations 
imposed  by  the  demands  of  Net  Profit. 
Such  an  assertion  implies  the  idea  that  our 
present  system  is  not  engaging  all  the 
forces  at  the  present  time  available  for 
wealth  production.  I  mean  just  that,  and 
it  is  an  essential  consequence  of  Net  Profit. 
The  limits  of  space  given  to  this  commu-, 
nication  make  it  impossible  for  me  to  sup¬ 
port  that  assertion  with  the  necessary  evi¬ 
dence.  I  am,  however,  prepared  to  defend 
the  point  suggested  in  any  magazine  that 
is  disposed  to  offer  space  for  an  article 
in  fuller  treatment  of  the  subject.  Just 
here  I  beg  to  call  particular  attention  to 
the  productivity  of  method  as  distinguished 
from  the  productivity  of  machinery.  An 
office  may  be  equipped  with  the  most  up- 
to-date  outfit  of  books  and  accounting  fa¬ 
cilities,  but  antiquated  methods  of  work 
will  fail  to  realize  the  latent  results  pos¬ 
sible  with  correct  methods  and  the  same 
machinery.  That  fact  is  emphasized  in 
every  issue  of  our  magazine  every  effort 
being  directed  towards  the  elimination  of 
factors  that  retard  a  realization  of  the  best 
results  and  maximum  product  from  energy 
applied  to  accounting.  The  superintendents 
of  all  large  machine  shops  well  know  the 
force  of  my  point — that  method  is  distinct 
from  mechanism  as  a  factor  in  wealth  pro¬ 
duction,  they  also  know  that  inequitable 
exchanges  will  dislocate  machinery,  and  an 
even  balance  is  the  rule  and  not  the  ex¬ 
ception  in  distribution  of  energy  and 
power  for  maximum  results.  The  same 
principle  applies  in  the  operation  of  finan¬ 
cial  machinery  and  accounting  methods 
adopted  for  the  distribution  of  products  of 
energy  in  commerce.  An  uneven  balance 
is  in  fact  not  a  balance,  it  dislocates  ma- 
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chinery,  and  antiquated  principles  suited  to 
earlier  crude  conditions  are  disastrous  when 
retained  in  new  environment.  /  take  the 
position  in  regard  to  Net  Profit,  as  a  re¬ 
sult  of  study  and  discovery;-  that  it\caihbe. 
demonstrated,  by  accountings  principles  ap¬ 
plied  to  ihe  sum  of  national  transactions  in 
zucalth  production  as  applied  to  the  sum  of 
transactions  in  the  operations  of  a  single 
large  corporation,  that  as  a  financial  prin¬ 
ciple  and  method  of  handling  modern  com¬ 
mercial  machinery  Net  Profit  is  a  retard¬ 
ing  factor  operating  to  prevent  the  biggest 
product  and  best  results  being  realized;  in 
operation  it  reacts  to  throw  wealth-produc¬ 
ing  factors  out  of  employment,  thus  neces¬ 
sarily  reducing  the  possible  per  capita  out¬ 
put. 

This  false  god  of  commerce  must  be  de¬ 
throned  if  we  would  reap  the  blessings 
promised  only  to  the  worshipers  of  the 
Eternal  Truth.  How  strangely  its  devo¬ 
tees  are  misled  in  their  reasoning  is  shown 
by  an  application  of  accounting  methods  as 
a  test  of  the  value  of  answers  given  by 
correspondents  to  our  magazine  in  reply 
to  my  question : 

“Where  do  net  profits  come  from?’' 

Take  for  instance,  the  suggestion  of  the 
Philadelphia  A.  A.  &  B.  (as  noted  in  June 
issue)  that  net  profits  can  in  some  cases 
come  from  freight  rebates  (a  la  Standard 
Oil).  Let  us  examine  this  in  the  light  of 
our  “freight”  account  in  its  relation  to  the 
net  result  of  profit  and  loss  account.  Bear¬ 
ing  in  mind  that  Net  Profit  is  the  excess  of 
Revenue  over  Expenditure,  we  carry  to 
profit  and  loss  account  Cr.  any  balance  at 
Cr.  of  revenue  account,  after  all  proper 
charges  are  put  through  and  accounts  duly 
closed.  How  does  a  freight  rebate  come  in 


here?  If  it  is  not  a  revenue  it  cannot  pos¬ 
sibly  form  a  portion  of  the  excess  of  rev¬ 
enue  over  expenditure. 

A  rebate  naturally  suggests  a  preceding 
-expenditure,  the  rebate  simply  reduces  the 
gross  expenditure  for  freight  to  net  ex¬ 
penditure  for  freight,  and  is  in  no  sense  a 
revenue,  and  can  in  no  properly  kept  set 
of  accounts  show  as  a  revenue  item  or  a 
source  of  profit.  ,  Freight  rebates  are  not 
a  source  of  profit,  to  either  “Standard*  Oil” 
or  the  Beef  Trust.  They  only  appear  to 
be  so  to  those  who  are  misled  by  erroneous 
reasoning.  The  same  principle  applies  to 
the  communication  in  our  April  magazine 
by  O.  M.  Hudson.  If,  as  Hudson  himself 
says,  “Net  Profit  is  the  value  of  what  is 
received  over  what  has  been  paid”  (and  I 
accept  the  definition),  how  can  it  be 
claimed  that  a  sum  of  taxes  not  paid  as  in 
a  case  of  exceptions  is  a  revenue  actually 
received,  the  same  in  regard  to  wages  not 
paid,  how  can  it  be  said  that  the  receipts 
above  wages  actually  paid  are  received  from 
wages  account?  Really  Mr.  Hudson  has 
advanced  a  most  extraordinary  argument 
for  an  accountant.  Net  profit  in  practice  is 
not  a  fictitious  item,  it  is  not  a  sum  that 
did  not  go  out,  it  is  a  sum  that  comes  in 
in  excess  of  what  does  go  out.  Exemptions 
and  low  wages  are  not  sources  of  Net 
Profit  as  shown  in  any  ledger  account  to 
my  knowledge,  and  in  view  of  the  nature 
of  the  replies  so  far  submitted  to  my  pre¬ 
vious  question,  “Where  do  Net  Profits 
come  from?”  I  think  it  is  evident  that  this 
most  important  branch  of  accounts  is  by 
no  means  clearly  thought  out  by  the  ma¬ 
jority  of  book-keepers,  much  to  the  dis¬ 
advantage  of  the  commercial  world. 


Moris 

Drop  a  pebble  in  the  water,  just  a  splash  and  it  is  gone, 

But  there’s  half  a  hundred  ripples  circling  on  and  on  and  on, 
Spreading,  spreading  from  the  center,,  flowing  on  out  to  the  sea. 

And  there  ain’t  no  way  of  telling  where  the  end  is  going  to  be. 

Drop  a  pebble  in  the  water,  in  a  minute  you  forget, 

But  there’s  little  waves  a-flowing,  and  there’s  ripples  circling  yet. 

And  those  little  waves  a-flowing  to  a  great  big  wave  have  grown. 

And  you’ve  disturbed  a  mighty  river  just  by  dropping  in  a  stone. 

Drop  an  unkind  word  or  careless,  in  a  minute  it  is  gone, 

But  there’s  half  a  hundred  ripples  circling  on  and  on  and  on, 

They  keep  spreading,  spreading,  spreading  from  the  center  as  they  go. 
And  there  ain’t  no  way  to  stop  them  once  you’ve  started  them  to  flow. 
Drop  an  unkind  word  or  careless,  in  a  minute  you  forget, 

But  there’s  little  waves  a-flowing  and  there’s  ripples  circling  yet. 

And  perhaps  in  some  sad  heart  a  mighty  wave  of  tears  you’ve  stirred. 
And  disturbed  a  life  that’s  happy  when  you  dropped  that  unkind  word. 

Drop  a  word  of  cheer  and  kindness,  just  a  flash  and  it  is  gone. 

But  there’s  half  a  hundred  ripples  circling  on  and  on  and  on. 

Bearing  hope,  and  joy  and  comfort  on  each  splashing,  dashing  wave. 
Till  you  wouldn’t  believe  the  volume  of  the  one  kind  word  you  gave. 
Drop  a  word  of  cheer  and  kindness,  in  a  minute  you  forget. 

But  there’s  gladness  still  a-swelling  and  there’s  joy  a-circling  yet. 

And  you’ve  rolled  a  wave  of  comfort  whose  sweet  music  can  be  heard 
Over  miles  and  miles  of  water  just  by  dropping  a  kind  word. 

— Selected. 


This  is  practically  the  same  condition  as 
applying  to  glass ;  it  is  simply  a  question  of 
the  quality  of  the  glass. 

Hereafter,  coffins  may  be  made  of  dia¬ 
monds  because  diamonds  will  be  so  cheap. 
Udtil  people  can  afford  diamonds,  how¬ 
ever,  they  should  use  indestructible  glass 
instead  of  rotting  timber. 

The  art  glass  industry  is  one  in  which 
art  is  combined  with  mechanical  skill.  It 
requires  first  class  artistic  ability  to  design 
and  secure  harmonious  effects  in  coloring, 
while  the  mechanic  forms  the  window  from 
the  numerous  pieces  of  glass  selected  by 
the  artist. 

This  industry  is  almost  as  old  as  man 
himself.  Some  of  the  grand  cathedrals  of 
Europe,  built  in  the  medieval  days  of  Chris¬ 
tianity,  have  stained  glass  which  is  still 
admired  by  our  best  artists. 

The  stained  glass,  being  hand-painted,  is 
fired  in  a  kiln,  similar  to  the  treatment  of 
china,  while  the  modern  art  glass  is  a 
combination  of  colors,  these  colors  being 
mixed  in  a  pot,  as  the  glass  is  melted. 

This  particular  kind  of  glass  is  rolled 
in  place  of  blown  as  window  glass  is.  The 
material  for  window  glass  is  first  melted 
in  huge  pots,  after  which  it  is  gathered  on 
the  blow  pipe.  It  is  then  taken  in  hand 
by  the  blower,  who  blows  and  swings  the 
molten  mass  until  it  is  a  glass  cylinder 
from  ten  inches  to  two  feet  in  diameter, 
and  from  five  to  six  feet  long,  after  which 
it  is  cut  apart  and  sent  to  the  flattening 
room,  where  the  cylinder  is  placed  in  a 
lar^e  oven-shaoed  furnace,  and  as  soon  as 


g'"  ^LASS  manufacturing  is 

one  of  the  most  im¬ 
portant  industries  in 
the  world,  on  account 
of  the  universal  use  of 
this  necessary  com- 

_  modity  in  a  thousand 

different  forms. 

In  the  Alleghanies  there  are  certain  odd¬ 
looking  small  factories  nestled  at  the  foot 
of 'tall  cliffs.  These  cliffs  are  practically 
cliffs  of  glass,  being  composed  almost  en¬ 
tirely  of  quartz. 

There  are  numerous  kinds  of  glass,  such 
as  bottle  glass,  window  glass  and  art  glass, 
but  the  basis  is  sand  of  a  certain  particular' 
quality,  the  finest  glass  being  made  from 
the  clearest  and  purest  quartz  sand. 

It  has  been  suggested  that  the  develop¬ 
ment  of  the  manufacture  of  glass  will  be 
such  that  some  day  we  will  use  glass  rails 
on  which  to  run  glass  cars.  The  telegraph 
poles  will  be  made  of  glass,  and  the  piles 
that  hold  up  the  glass  rails  will  be  made  of 
glass.  The  ordinary  steel  structure  is 
constructed  to  bear  a  certain  strain  for  a 
certain  time,  but  owing  to  the  peculiar  ac¬ 
tion  of  the  molecular  atoms  that  make  the 
structure,  it  becomes  in  course  of  time  so 
brittle  that  any  unforeseen,  unexpected,  or 
accidental  occurrence  suffices  to  disorgan¬ 
ize  the  structure  and  break  it. 

Glass  never  decays.  After  it  has  been 
properly  burned  it  retains  the  same  strength 
and  quality  forever.  The  scientists  will 
explain  to  anyone  the  reason  of  the  ex¬ 
treme  durability  and  strength  of  a  diamond. 
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it  is  heated  enough  to  make  the  glass  flex¬ 
ible,  it  is  flattened  by  a  man  using  a  water 
soaked  wood  block,  which  is  fastened  on 
a  long  iron  rod.  This  block  is  rubbed  over 
the  glass  until  it  is  perfectly  flat  and^ 
smooth,  after  which  it  is  passed  through 
the  annealing  oven.  It  then  goes  to  the 
cutting  room  where  the  various  sizes  are 
cut  from  the  flattened  cylinder  of  glass. 

While  colored  glass  requires  the  same 
material  as  window  glass  it  also  requires 
the  application  of  the  colors  to  oroduce  the 
required  shade.  After  the  ingredients  are 
mixed  they  are  turned  into  large  earthen 
pots  and  heated  with  gas  to  a  liquid  form; 
a  large  ladle  full  of  the  molten  material  is 
then  poured  on  an  iron  plate;  it  is  then 
rolled  to  proper  thickness  with  a  heavy 
iron  roller,  producing  a  sheet  of  glass  32 
by  96  inches.  This  sheet  is  placed  in  the 
annealing  oven,  which  is  a  brick  affair,  100 
feet  long  by  four  feet  wide,  and  two  feet 
high,  in  which  is  an  endless  carriage,  called 
the  “lehr.”  This  annealing  oven  is  heated 
from  an  extreme  heat  at  the  receiving  end 
to  the  natural  heat  of  the  building  at  the 
other  end  where  the  glass  is  taken  out.  In 
passing  through  this  oven  the  glass  is 
properly  annealed,  and  at  the  same  time, 
the  heat  is  so  regulated  that  when  the  glass 
reaches  the  end  of  the  oven  it  is  cool 
enough  to  handle. 

The  glass  is  then  taken  to  the  packing 
room  where  it  is  assorted  into  cases  for 
shipment. 

There  are  several  grades  of  colored  glass, 
cathedral  glass  being  the  most  common 
and  having  but  one  color  throughout  the 
sheet  opalescent  glass,  being  iridescent, 
or  a  mixture  of  two  or  more  colors. 

The  manufacture  of  art  glass  is  very 
interesting.  The  design  selected  is  drawn 
on  a  sheet  of  paper  the  full  size  of  the 
window;  this  is  called  the  working-draw¬ 
ing.  This  design  is  then  transferred  from 
the  working-drawing  to  a  heavier  sheet  of 
paper  which  is  termed  the  “pattern.”  This 
pattern  is  then  cut  apart  by  hand  with  a 
two-bladed  knife,  or  shears,  which  cuts 
out  spaces  one-sixteenth  of  an  inch  each.. 
These  spaces  are  cut  out  to  allow  the  lead 
to  be  formed  around  the  glass.  Each  sep¬ 
arate  piece  of  pattern  paper  is  numbered 
to  correspond  with  the  number  on  the 
working-drawing. 

After  the  patterns  are  all  cut  apart  they 


are  placed  on  corresponding  numbers  of 
the  working-drawing. 

Now  comes  the  most  difficult  part,  the 
selection  of  the  proper  colors  to  blend 
throughout  the  entire  window,  and  this  re¬ 
quires  artistic  taste  and  discrimination. 
Each  pattern  may  call  for  a  different  color; 
or  several  patterns  may  call  for  the  same 
general  color,  but  a  lighter  or  a  darker 
shade  as  the  case  may  be.  The  success  of 
the  window  depends  largely  upon  the  cor¬ 
rect  shading  to  bring  out  whatever  feature 
is  designed. 

After  the  color  has  been  properly  select¬ 
ed  the  paper  pattern  is  laid  on  the  glass 
and  then  cut  by  means  of  a  diamond,  al¬ 
lowing  the  diamond  to  follow  to  the  out¬ 
side  edge  of  the  pattern.  After  all  the 
glass  is  cut  it  is  taken  in  hand  by  the 
glazier;  the  lead  being  so  shaped  allows 
the  glazier  to  bend  the  lead  around  the 
several  pieces  of  glass.  After  the  entire 
window  is  leaded  together,  each  joint, 
where  two  or  more  leads  intersect,  is  sol¬ 
dered  together,  making  one  piece,  so.-  to 
speak,  of  one  thousand  or  more  separate 
pieces  of  glass;  the  window  is  'then  ce¬ 
mented  by  using  a  mixture  of  lead,  whiting 
and  oil,  which  is  spread  over  the  entire 
surface  so  as  to  fill  the  places  between  the 
lead  and  glass,  thereby  making  it  water¬ 
tight. 

No  church  is  complete  without  one  or 
more  figured  windows.  The  most  favored 
subject  is  Christ  depicted  in  one  of  his 
traditional  characters,  such  as  “The  Good 
Shepherd.” 

The  artist  must  first  make  a  crayon 
drawing  of  the  figure  of  life  size ;  this  is 
called  the  cartoon  and  is  in  turn  transferred, 
and  patterns  cut  out,  as  in  the  art  glass 
previously  described. 

The  glass,  however,  upon  which  the 
figure  is  painted  is  known  as  “antique 
glass,”  and  is  imported  from  England, 
France  and  Germany,  no  antique  glass  be¬ 
ing  manufactured  in  this  country.  This 
glass  is  very  uneven  in  thickness,  some 
parts  of  it  being  as  much  as  three-eights  of 
an  inch  thick,  while  other  parts  are  as  thin 
as  a  sheet  of  paper.  It  is  purposely  manu¬ 
factured  in  this  way  so  as  to  better  repre¬ 
sent  the  folds  of  the  garments  on  the  figure. 
Some  glass,  red  or  blue,  for  instance,  is 
flashed,  i.  e.,  the  red  is  spread  over  a 
sheet  of  white  glass  while  hot,  one  side 
then  being  red  and  the  other  side  white. 
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A  very  rich  effect  is  also  produced  by  etch¬ 
ing  off  a  part  of  the  red  coating  with  hydro¬ 
fluoric  acid,  making  a  lighter  red  where 
the  acid  is  used  for  the  raised  part  of  the 
fold,  while  the  part  not  etched  represents 
the  depth  of  the  fold. 

After  the  glass  is  properly  selected  and 
cut  to  pattern,  it  is  painted  over  the  entire 
surface  with  a  black  or  brown  mineral 
color;  it  is  then  placed  upon  a  large  glass 
easel  which  is  placed  in  the  window,  pref¬ 
erably  with  a  north  exposure ;  all  other 
light  in  the  studio  is. darkened  so  as  to 
have  the  light  only  on  the  easel;  the  ar¬ 
tist  then  brushes  out  the  high  light  with  a 
stiff  brush  in  order  to  obtain  the  proper 
shading. 

The  most  difficult  parts  of  the  figure  to 
paint  are — the  head,  hands  and  feet,  usu¬ 
ally  termed  the  “flesh.” 

After  the  artist  has  completed  his  work 
the  glass  is  fired.  It  is  then  taken  to  the 
glazier  who  leads  the  several  parts  of  the 
figure  together. 

It  is  generally  supposed  that  the  old 
artists  of  Europe  paint  the  best  figures, 
but  the  American  artist  is  fast  gaining  on 
his  brothers  across  the  ocean,  and  we  find 
many  churches  in  this  country  that  have 
windows  designed  and  executed  by  domes¬ 
tic  manufacturers  which  are  equal,  if  not 
superior,  to  the  imported  windows. 

American  artists  in  glass  painting  and 
glass  staining  took  up  the  art  where  the 
medievalists  stopped,  in  the  study  of  the 
inherent  properties  of  the  glass,  both  in 
their  color  and  texture,  in  order  to  obtain 
in  the  glass  itself  light  and  shade,  through 
depth  and  irregularity  of  color,  in  union 
with  inequality  of  surface.  In  this  way 
they  sought  to  avoid  the  dullness,  opacity, 
and  thinness  which  invariably  accompany 


the  use  of  paint,  and  are  marked  charac¬ 
teristics  of  European  glass  work.  It  was 
an  American  idea  to  make  glass  in  lumps 
and  chip  it  into  flakes,  to  corrugate  it,  to 
blow  it  into  shapes,  or  to  pull  molten  glass 
out  of  shape.  By  such  means  the  artist  has 
succeeded  in  obtaining  effects  in  this  ob¬ 
stinate  material  which  were  deemed  im¬ 
possible.  Tiffany  introduced  a  few  years 
since  the  use  of  opalescent  glass,  softening 
the  hard  lead  lines  by  plating  glass  over 
glass  and  developing  the  mosaic  system, 
substituting  it  for  glass  painting.  Churches, 
houses,  hotels  and  theaters  are  now  dec¬ 
orated  by  the  mosaic  stained  glass.  Up¬ 
ward  of  $3,000,000  was  invested  in  1902  in 
the  stained  glass  industry  in  the  United 
States.  Art  glass  is  also  used  very  exten¬ 
sively  in  modern  homes  built  on  plans  of 
elegance  and  refinement,  a  stair-landing 
window  usually  being  filled  with  a  hand¬ 
some  design,  and  figures  being  used  in 
many  places. 

Among  the  oldest  manufacturers  of 
stained  glass,  west  of  the  Alleghanies,  is 
The  Detroit  Stained  Glass  Company,  the 
proprietors  of  which  are  artists  of  reputa¬ 
tion,  as  well  as  practical  manufacturers. 

Among  their  principal  achievements  in 
this  line  of  business  may  be  mentioned  a 
very  beautiful  set  of  memorial  figure  win¬ 
dows  for  St.  Francis’  Catholic  Church  of 
Detroit.  In  obtaining  this  contract  they 
came  into  competition  with  three  European 
firms  and  a  number  of  American  manufac¬ 
turers. 

One  of  their  artistic  figure  windows,  rep¬ 
resenting  Christ  in  the  garden  of  _  Geth- 
semene,  was  loaned  to  the  art  department 
at  the  Michigan  State  Fair,  and  attracted 
much  favorable  attention. 


YES  SIR'  ALTHOUGH  I  AM  RARELY 
CALLED  UPON  TO  DO  IT,  1  CAN 
EASILY  WRITE  EOO  WORD  A 
MINUTE  WHEN  REQUIRED 


GOOD  GRACIOUS!  HOW 

>•,-  -  50”.  \ 

FAST  THAT  MAN  TALKS 

^-•7.'/  '  yi'f  ///. 

1  WONDER  HOW  HE 

EXPECTS  ME  TO  HEAR 

_  ^ 

WHAT  HE  SAYS- 

[ - - - - - — - V 

NOW  THERE’S 

THE  TYPE¬ 
WRITER.  GO 

nir.wT  AwrAH 


SiOMEBODY  PLEASE  GET  ME 
STRYChNlNE-l  CANT  DECIPHER 
A  WORD-  WHAT  SHALL  1  DO^ 
YES  SIR  ,  1  -I'M  HURRYmO-_l 


HURRY  UP 
THERE'! 
AINT  YOU 
THROUGH 
YET?? 


:!'HELP'!' 


TMUMB3  UP 

by 

W.W.  Thorne. 


HE  important  part  that  thumbs 
have  performed  in  history  is 
neither  generally  known  nor 
appreciated  in  a  comparative¬ 
ly  new  country,  like  the 
United  States  of  America. 

No  authentic  historian  has  even  informed 
us  whether  Adam  had  thumbs,  or  something 
embryonic,  but  it  appears  that  at  the  time 
when  the  Hittite  Empire  flourished,  no  per¬ 
son  was  allowed  to  become  connected  with 
the  civil  service,  or  admitted  to  municipal 
authority  unless  possessing  thumbs  with 
whorl  markings.  Any  person  having  oval 
markings  was  promptly  rejected  by  the 
Board  of  Examiners. 

Further  investigation  into  antiquarian 
records  shows  that  in  the  most  ancient  As¬ 
syrian  mounds,  statues  of  magnified  thumbs 
have  been  unearthed  with  wing  attachments, 
proving  conclusively  that  at  that  time 
thumbs  were  held  in  high  esteem,  together 
with  sacred  bulls  and  lions. 

A  little  later  we  find  thumbs  playing  a 
most  prominent  part  in  the  Roman  gladia¬ 
torial  contests,  where,  after  the  man  with 
the  net  had  enveloped  his  antagonist,  the 
victor  turned  to  the  ladies  in  the  grandstand 
and  mutely  inquired  as  to  whether  he 
should  strike  the  final  and  fatal  blow ;  then 
the  ladies  turned  their  thumbs  down,  or 
turned  them  up,  as  most  beseemed  their 
fancy. 

That  remarkable  people,  the  Chinese,  have 
from  time  immemorial  availed  themselves 
of  the  advantages  of  thumb  prints  for 
proof  of  identity,  and  to  this  day  passports 


consist  of  government  stamped  oil  paper 
on  which  the  prospective  traveler  must  re' 
cord  his  thumb  mark. 

In  India,  deeds  of  transfer,  and  records 
of  sale  of  land  in  connection  with  illiterate 
natives  are  executed  by  the  impression  of 
a  thumb  mark  instead  of  an  “X,  his  mark 
and  recently  this  very  superior  system  of 
signature  has  been  applied  to  all  kinds  of 
transactions  with  the  natives,  such  as  post- 
office  savings  banks,  pension  certificates, 
mortgages,  etc. 

Finger  marks  do  not  change  in  any  way 
through  life,  and  any  injury,  such  as  illus¬ 
trated  hereafter,  only  temporarily  affects 
the  pattern.  The  pattern  becomes  larger  as 
the  youth  develops  into  man,  but  the  ar¬ 
rangement  of  the  lines  remains  absolutely 
the  same. 

Thumb  marks  may  be  generally  classified 
as  loops,  arches  and  ovals,  or  whorls ;  the 
ovals  irresistibly  remind  one  of  whirlpools 
as  well  as  the  volutions  of  shells,  while  the 
majority  of  loops  or  arches  resemble  in 
their  convolutions  the  rapid  movement  of 
rushing  water. 

The  curves  of  the  arches  and  ovals  out¬ 
lined  on  the  thumbs  and  fingers  have  now 
been  seized  upon  for  purposes,  not  only  of 
identification,  but  of  interpretation  of 
character,  and  promise  to  make  good  al¬ 
though  somewhat  late  in  the  race.  We 
identify  temper  with  red  hair  or  black  eyes ; 
hypocrisy  with  lank  limbs  and  dank  hair ; 
courage  with  roman  noses,  and  imperti¬ 
nence  with  tip-tilted  ones ;  ferocity  with 
bushy  eyebrows ;  passion  with  full  red  lips ; 
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assininity  with  large  protruding  ears;  pug¬ 
nacity  with  SQuare  jaw  and  bull  neck,  ag 
gressiveness  with  imperial  moustache,  ends 
upturned ;  narrowness  of  mental  vision  with 
high  cheek  bones ;  intellect  with  long  heads, 
or  high  foreheads;  musical  ability  with 
wide  space  between  eyes  and  ears;  orator¬ 
ical  ability  with  mobile  mouth.  We  give 
away  our  mental  characteristics  to  the  curi¬ 
ous  observer  by  our  hand-writing ;  our  man¬ 
ner  of  speech  and  general  carriage ;  the 
shape  of  our  fingers ;  what  we  eat  and  why ; 
the  cut  of  our  clothes ;  the  lines  on  the 
palms  of  our  hands;  the  shape  of  our 
ankles ;  the  texture  of  our  skin,  and  a  hun¬ 
dred  other  peculiarities.  In  a  great  many 
cases  there  is  no  doubt  that  the  body  of  a 
person  is  nothing  but  a  mask  that  hides  the 
real  character,  and  completely  deceives  the 
smart  observer ;  but  so  far  as  thumbs  are 
concerned  there  is  no  possibility  of  mis¬ 
take,  as  no  lines  can  be  changed,  or  even 
modified  to  suit  the  desire  of  its  possessor. 

For  purposes  of  illustration,  some  of  the 
distinguished  contributors  to  The  Business 
Man’s  Magazine  have  furnished  specimens 

of  their  thumb  marks. 

Nos.  1  and  2.— The  first  is  remarkable 
for  having  a  loop  or  the  left  hand  thumb 
which  turns  out  to  the  left  edge,  while 
the  right  hand  thumb  revolves  upon  itself, 


almost  making  an  oval.  This  is  sufficiently 
noticeable  as  representing  the  two  thumbs 
of  one  person,  and  we  suppose  must  indi¬ 
cate  a  dual  personality,  not  we  hope,  such 
as  belonged  to  the  famous  Dr.  Jekyll  and 
Mr.  Hyde. 

We  have  always  been  dissatisfied  with 
the  whirlpool  on  exhibition  at  Niagara 
^orge,  nor  did  the  Maelstrom  meet  with 
our  expectations;  but  in  3  and  4  we  find 
the  real  thing  in  all  its  varied  horrors.  The 
celebrated  accountant  who  furnished  this 
example  complains  that  he  will  have  to  lay 
of¥  for  a  day  or  two  in  order  to  remove 
the  extreme  discoloration  of  his  skin,  con¬ 
sequent  on  many  efforts  to  obtain  perfect 
impressions. 

Samples  5  and  6  are  somewhat  remark¬ 
able  for  the  much  larger  development  of 
the  right  thumb  than  the  left,  which  would 
seem  to  indicate  that  the  former  was  fre¬ 
quently  employed  in  pressure  of  this  kind. 
These  thumb  marks  are  also  remarkable  for 
certain  eccentric  horizontal  lines  which  the 
owner  explains  by  saying  that  he  unfor¬ 
tunately  chipped  pieces  off  the  skin  by  the 
careless  handling  of  razors.  He  fears,  on 
this  account,  that  it  may  be  supposed  his 
thumb  indicates  a  depraved  and  criminal 
character,  utterly  regardless  of  all  laws, 
human  and  divine.  In  ordinary  business 
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life  this  is  supposed  to  be  his  strong  point, 
but  it  is  not  necessary  to  use  razors  in  this 
reckless  manner  in  order  to  emphaize  it. 

Nos.  7  and  8  are  contributed  by  a  cost 
accounting  expert  who  also  has  had  trouble 
with  razors.  He  says,  “You  will  notice  the 
impression  of  my  left  thumb  has  a  blank 
line  across  it,  this  is  due  to  my  foolishly 
testing  my  razor  with  my  thumb,  you  can 
imagine  the  result.”  (That  is  not  as  bad 
as  trying  to  catch  a  falling  razor  and  suc¬ 
ceeding  in  the  attempt.)  This  contributor 
also  says  that  if  the  officials  of  The  Book- 
Keeper  Publishing  Co.  are  going  to  ex¬ 
hibit  the  impressions  of  their  thumbs  he 
doesn’t  mind  his  name  being  used,  as  he 
knows  he  cannot  be  in  any  worse  company. 

Nos.  9  and  10  are  impressions  of  an  ac¬ 
countant  (all  the  accountants  seem  to  have 
practically  the  same  style  of  thumb  marks)  ; 
but  Nos.  11  and  12  belong  to  a  profes¬ 
sional  literary  man  so  that  their  intellec¬ 
tual  appearance  is  not  surprising. 

Nos.  13  and  14  are  peculiar  because  they 
were  undoubtedly  intended  for  ovals,  but 
it  is  clearly  seen  how  the  intention  of  na¬ 
ture  was  defeated  by  some  kind  of  a  gorge 
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leading  the  torrent  out  to  the  right  hand 
edge  of  the  left  hand  thumb  mark.  This 
evidently  means  something,  and  as  the 
owner  of  the  thumb  is  a  very  prominent 
accountant  it  may  mean  that  he  is  about 
to  succeed  in  other  fields  to  which  he  has 
recently  devoted  his  energies;  or  we  might 
infer  that  it  is  his  usual  habit  to  seek  for 
new  outlets  for  his  ability. 

Nos.  15  and  16  were  donated  by  a  lady 
contributor,  and  this  accounts  for  the  ex¬ 
treme  delicacy  of  contour  by  which  they 
are  distinguished. 

Nos.  17  and  18  are  submitted  by  Friend 
Beach;  Nos.  19  and  20  by  H.  L.  Hall;  Nos. 
21  and  22  by  C.  H.  Turner;  Nos.  23  and 
24  by  F.  E.  Parker;  Nos.  25  and  26  by  H. 
G.  Brown;  Nos.  27  and  28  by  I.  R.  Bacon; 
Nos.  29  and  30  by  W.  W.  Thorne;  Nos.  31 
and  32  appear  by  favor  of  one  of  our 
prominent  credit  men. 

Being  a  modest  bunch  we  refrain  from 
making  any  comments  but  leave  our 
thumb  marks  to  speak  for  themselves.  We 
do  not  know  which  is  the  most  villainous 
of  the  collection,  but  whichever  it  may  be 
we  are  collectively  proud  of  it. 


Some  Business  Men’s  Contributions  to 

Civic  Movements 

By  E.  L.  SHUEY 


HAT  business  men  today  have 
time  for  thinking  of  other 
things  than  stocks  and  bonds, 
factories  and  selling  devices, 
is  illustrated  frequently  in 
gatherings  of  associations  having  to  do 
with  public  questions — municipal,  social, 
religious,  and  educational.  The  charges 
sometimes  made  against  them  of  sel¬ 
fishness  and  indifference  do  not  hold 
good  against  a  large  number  in  every  com¬ 
munity.  With  increasing  numbers  they  are 
in  evidence  in  the  movements  for  the  bet¬ 
terment  of  daily  life  in  our  cities,  towns 
and  country  for  all  classes  of  men  and 
women.  This  statement  in  this  connection 
is  not  intended  to  apply  to  service  on  mu¬ 
nicipal  or  state  boards  which  appeals  to  loyal 
citizens  in  almost  every  community,  but  to 
personal  participation  in  important  move¬ 
ments  for  home  and  civic  betterment  every¬ 
where. 

Two  illustrations  of  this  fact  occurred  in 
the  early  part  of  October  in  two  notable 
gatherings  at  Detroit  and  Cleveland,  and 
they  are  simply  recent  examples  of  scores 
of  other  assemblies  of  equal  importance. 
One — 'the  International  Railroad  Confer¬ 
ence  of  the  Young  Men’s  Christian  Asso¬ 
ciation — ^brought  to  Detroit  for  the  greater 
part  of  a  week  about  1,500  railroad  men 
from  the  United  States  and  Canada,  includ¬ 
ing  railroad  presidents,  directors,  officials 
of  all  grades,  and  operating  men — engineers, 
conductors,  brakemen,  shopmen,  trackmen, 
etc.  Presided  over  by  men  known  in  the 
great  enterprises  of  the  country,  addressed 
by  business  men  and  officials  from  the  Cab¬ 
inet  down,  the  councils  participated  in  by 
workmen  as  well  as  officers — all  showed  the 
interest  that  the  men  who  plan  America’s 
great  enterprises  have  in  other  things  than 
those  whose  dividends  can  be  computed  in 
dollars  and  cents. 

Almost  at  the  same  time,  at  Cleveland, 
the  American  Civic  Association  held  its 
convention  to  consider  what  may  be  called 


“A  more  beautiful  America.”  Its  officers 
include  some  of  the  prominent  business  r-en 
of  the  country,  its  president,  Mr.  J.  Horace 
McFarland  of  Harrisburg,  being  well 
known  for  his  activity  in  finding  the  beau¬ 
tiful  and  helping  others  to  see  it.  Its  pro¬ 
gram  contained  the  names  of  numerou", 
well-known  business  men  and  women,  and 
its  discussions  touched  many  topics  that 
affect  conditions  in  factory  and  civic  life. 

The  Cleveland  Chamber  of  Commerce, 
represented  by  its  president,  Ambrose 
Swasey,  is  an  example  of  the  ‘'Chamber  of 
Commerce  as  a  factor  in  Civic  Improve¬ 
ment”  because  its  committees  deal  not  only 
with  railroad  rates,  canals,  and  commercial 
questions,  but  with  the  improvement  and 
beauty  of  the  city,  factory  betterment,  and 
similar  “fads,”  as  certain  hard-headed  and 
hard-hearted  business  men  of  “the  old 
school”  are  inclined  to  regard  these  new 
phases  of  city  life.  This  body  of  as  level¬ 
headed  and  progressive  business  men  as 
the  country  contains,  for  years  has  had  its 
Factory  Betterment  Committee,  and  has 
systematically  encouraged  more  beautiful 
shops,  better  work  conditions,  special  edu¬ 
cation  for  work  people  at  hours  when  they 
can  get  the  most  from  it, — in  short,  they 
have  shown  what  a  city  can  do  when  united 
action  is  undertaken.  Through  another 
member  of  this  Chamber,  Hon.  L.  E.  Hol¬ 
den,  president  of  the  Plain  Dealer  Com¬ 
pany,  an  historical  statement  was  given 
showing  what  Cleveland  business  men  have 
done  toward  the  city’s  beauty,  preparing 
the  way  for  the  great  “group  plan”  of  public 
buildings  already  begun. 

Business  men  from  east  and  west  dis¬ 
cussed  “The  Public  Library  as  a  Factor  in 
Civic  Improvement  and  as  a  Civic  Center,” 
“Improvement  of  Washington,”  “Welfare 
Work  from  an  Employe’s  Standpoint,” 
“City  Parks,”  “The  Desecration  of  Niagara 
Falls  by  Withdrawing  the  Water  for  Pri¬ 
vate  Uses,”  and  other  topics  now  recog¬ 
nized  as  important  in  American  business 
and  civic  life. 
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In  a  paper  of  unusual  value  to  the  prac¬ 
tical  man,  Mr.  Warren  H.  Manning,  the 
landscape  architect  of  Boston,  presented 
the  value  of  “outdoor  art”  to  the  worker 
and  the  city,  urging  more  thought  to  the 
simple  preservation  of  natural  landscapes 
in  city,  village  and  country.  How  business 
men  have  contributed  to  the  invaluable — 
but  unvalued — ^beauty  of  surroundings,  of¬ 
ten  at  a  very  considerable  pecuniary  cost, 
was  illustrated  by  a  number  of  instances  in 
his  own  experience.  Do  they  not  suggest 
how  some  systematic  business  man  may 
erect  a  permanent  monument  to  himself? 


gift  to  the  city.  Another  unconvinced  prop¬ 
erty  owner  after  having  seen  the  benefits 
and  beauty  of  park-ways  in  another  city 
was  convinced  and  now  offers  to  give  with 
equal  liberality;  three  other  large  property 
owners  are  doing  the  same  and  it  now  ap¬ 
pears  certain  that  nearly  the  whole  of  the 
park-way  land  will  be  thus  secured,  or  se¬ 
cured  from  public  holdings  established  for 
other  purposes. 

“In  a  small  city  of  the  northwest,  a  large 
body  of  primitive  pines  upon  the  shores  oi 
a  beautiful  stream  much  used  for  pleasure 
boating,  was  to  be  cut  for  the  last  bite  to 
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Read  a  few  of  them  and  then  look  about  to 
see  whether  there  is  not  an  opportunity  to 
improve  upon  them. 

“A  park  commission  having  an  appropria¬ 
tion  sufficient  only  to  purchase  the  park 
land  of  a  proposed  extensive  park  system, 
was  told  that  they  must  acquire  their  park¬ 
ways  by  gift  from  property  owners.  This 
was  unanimously  declared  impossible,  but 
an  opportunity  to  divide  into  house  lots  a 
six-hundred  acre  tract  on  the  line  of  the 
proposed  park-way  made  it  possible  to  pro¬ 
vide  liberally  for  this  park-way  and  to  se¬ 
cure  the  sixty  acres  needed  therein  as  a 


a  big  saw-mill  that  was  about  to  be  closed 
for  all  time  owing  to  the  exhaustion  of  its 
forest  supply.  The  suggestion  was  made 
to  a  member  of  the  lumber  company  that 
the  preservation  of  lines  of  trees  along  the 
bluff  and  groups  of  trees  at  prominent 
points  would  preserve  the  essence  of  all  the 
unique  beauty  of  a  stream  that  would  only 
be  common-place  after  the  pines  were  cut. 
He  was  doubtful,  as  it  represented  a  large 
asset.  At  another  visit,  the  same  ground 
was  gone  over  and  the  same  suggestion 
made  to  another  member  of  the  firm,  who 
seemed  coldly  non-committal.  At  the  next 
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visit,  the  mills  were  dismantled  and  a  mil¬ 
lion  feet  of  lumber  had  been  saved  to  pre¬ 
serve  the  beauty  of  the  stream.  Not  only 
this,  but  a  large  number  of  splendid  old 
trees  along  the  shore  of  the  great  water¬ 
power  pond  as  well  as  on  the  bluffs  in  the 
heart  of  the  town,  all  of  which  might  have 
gone  to  the  mills  had  the  owners  so  willed. 

“In  a  small  town  in  eastern  Massachu¬ 
setts  was  a  high  hill-top  from  which  the 
finest  view  in  the  town  was  to  be  secured. 
The  supposed  owner,  the  village  grocer, 
was  approached  with  the  suggestion  that  it 
be  given  to  an  association  who  would  hold 
it  open  to  the  public  for  all  time.  He  as¬ 
sented  promptly,  but  found  his  land  did  not 
take  in  the  summit.  He  believed  it  be¬ 
longed  to  a  hard-working  but  well-to-do 
farmer.  This  farmer  was  approached  first 
with  the  suggestion  that  he  save  a  fine  old 
hemlock  on  the  hill-side.  With  a  good  deal 
of  emphasis  he  stated  that  he  had  been 
saving  that  tree  for  nearly  50  years.  He, 
too,  offered  to  give  the  land  at  the  sum¬ 
mit,  but  it  was  found  that  his  holdings  did 
not  reach  it.  The  store-keeper  purchased 
CO  acres  for  the  purpose  of  carrying  out  his 
intention.  Then  the  project  for  a  wood¬ 
land  reservation,  100  feet  wide  and  nearly 
three  miles  long,  was  suggested,  with  the 
expectation  that  the  owners  would  give  the 
land ;  already  nearly  one-third  of  the  land 
has  been  promised,  and  this  is  a  so-called 
non-progressive  farming  community.  In 
this  same  community  it  was  the  practice  of 
the  lumbermen  to  cut  to  the  roadside.  It 
was  found  only  necessary  in  most  cases 
to  call  the  attention  of  the  lumbermen  to 
the  desirability  of  preserving  all  the  road¬ 
side  growth  to  secure  its  preservation,  and 
one  lumberman,  having  no  personal  interest 
in  the  town,  saved  a  large  and  fine  oak  of 
considerable  commercial  value,  upon  the 
suggestion  that  it  would  be  a  fine  thing 
for  him  to  do  and  because  he  cared  for  the 
beauty  of  the  tree  as  well.  The  suggestion 
to  individuals  owning  particularly  fine  trees 
that  they  deed  these  trees  to  the  Village 
Improvement  Association  has  met  with  a 
favorable  response,  and  papers  are  being 
prepared  for  the  preservation  of  several 
such  trees. 

“It  has  been  my  experience  that  there 
are  very  many  land  and  tree  owners  who 
care  so  much  for  such  beauty  that  they  are 
willing  to  make  a  considerable  sacrifice  to 


preserve  it  if  the  agency  is  provided  and 
if  they  are  approached  in  the  proper  spirit. 
Think  how  such  memorials  will  grow  in 
beauty  even  if  neglected,  for  Nature  is  for¬ 
ever  building  her  creations  as  fast  as  they 
decay,  and  ruthlessly  tearing  down  the  cre¬ 
ations  that  man  has  made  of  material  gain¬ 
ed  by  despoiling  Nature.” 

Ad  this  same  gathering,  Mr.  C.  C.  Ray¬ 
burn,  president  of  the  Men’s  Welfare 
League  of  the  National  Cash  Register 
Company  (Dayton,  Ohio),  presented  a  pa¬ 
per  on  “Welfare  Work  from  the  Employe’s 
Viewpoint.”  Mr.  Rayburn  is  himself  an 
assembler  in  one  of  the  large  departments 
of  his  company,  and  writes  purely  from  the 
standpoint  of  the  man  at  the  bench.  His 
opinions  are  on  this  account  practical  and 
very  fittingly  supplement  the  suggestions 
of  employers : 

“The  employe  whose  working  hours  and 
whose  working  conditions  have  been  bet¬ 
tered  by  welfare  work  in  any  form,  either 
that  fostered  by  the  employer  alone  or  con¬ 
ducted  along  the  co-operative  plan,  is  keenly 
alive  to  the  advantage  of  employment  w'th 
a  firm  or  corporation  which  takes  into  ac¬ 
count  the  neighborhood  conditions  under 
which  his  family  and  himself  must  live. 

“The  neighborhood  directly  surrounding 
the  plant  is  the  one  in  which,  pleasant  or 
unpleasant,  sightly  or  unsightly,  healthful  or 
disease-breeding,  he  must  live  and  in  which 
he  must  rear  his  children. 

“Housing  conditions,  sanitation  and  edu¬ 
cational  opportunities  are  as  vital  to  him, 
if  his  working  environment  is  constantly 
improving,  as  are  his  noonday  meal,  proper 
ventilation  and  light,  his  reading  room  and 
gymnasium. 

“Clubs  and  classes  for  the  members  of 
his  family,  especially  if  carried  on  by  an 
organization  of  which  he  is  a  member,  are 
practical  advantages  which  appeal  to  him  as 
a  good  thing. 

“Increased  or  special  equipment  for  the 
local  school,  an  outdoor  gymnasium,  or  per¬ 
haps  a  vacation  school,  meet  the  immediate 
need  of  his  family,  and,  if  directly  connect¬ 
ed  with  the  work  himself,  gives  to  the  en¬ 
tire  family  a  common  interest  in  the  plan 
in  which  each  member  has  a  part,  a  duty 
and  a  gain. 

“In  industrial  centers  where  welfare 
work  is  not  a  recent  feature,  or  where  it 
has  begun  the  ‘fad’  period  in  the  mind  of 
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the  community  as  a  whole,  there  is  coming 
to  be  a  feeling  on  the  part  of  the  employe 
that  his  advantages  in  working  hours  can 
be  rightly  taken  as  an  object  lesson  to  other 
employers  who  have  not  yet  come  to  see 
that  welfare  work  is  not  charity  or  dis¬ 
guised  philanthropy,  hut  a  sound  business 
principle  which,  in  some  unexplained  way 
in  the  bustle  and  hurry  of  our  American 
industrial  life,  was  mislaid  or  out  of  line 
for  a  time. 

“The  intelligent  employe,  who  is  quickest 
to  appreciate  improved  conditions,  and  who 


under  which  he  labors  represent  so  much 
added  capital  in  health  and  mental  force  to 
himself. 

“The  unexpected  resources  of  all  kinds 
in  a  body  of  men  and  women  of  any  size, 
when  used  within  the  same  group  of  peo¬ 
ple,  are  of  the  greatest  direct  material  ad¬ 
vantage  in  welfare  work. 

“Athletic  and  musical  talent  brought  to 
light,  the  making  of  strong  personal  friend¬ 
ships  formed  because  of  similar  tastes  dis¬ 
covered  in  the  section  work  of  a  club,  are 
certain  things  which,  from  the  standpoint 
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is  therefore  first  to  join  hands  in  suggest¬ 
ing  and  working  out  still  further  progress, 
is  of  course  most  anxious  and  willing  to 
‘convert’  his  fellow-worker  at  the  bench 
and  machine  who  is  skeptical  as  to  results 
and  distrustful  as  to  motive. 

“A  man  who  is  unwilling  to  work  under 
conditions  that  are  bad,  knowing  they  are 
bad,  is  the  man  who  grasps  most  readily 
the  fact  that  the  same  work  under  better 
or  the  best  possible  conditions  commands 
the  same  price,  and  that  the  finished  product 
represents  so  much,  and  no  more,  to  his 
employer,  while  the  improved  conditions 


of  an  employe,  are  worthy  of  consideration. 

“In  a  small  town  where  social  centers  are 
few,  or  where  the  ones  that  exist  are  hurt¬ 
ful  in  their  influence,  the  girls’  clubs  and 
classes  especially  are  highly  valued  by  the 
girls  themselves,  many  of  whom,  fresh  from 
country  homes,  have  little  else  to  occupy 
their  time  after  the  workday  is  finished. 

“And  the  same  is  true  in  any  place,  of 
whatever  size,  and  in  the  larger  cities, 
where  a  working  interest  forms  the  basis 
and  organized  welfare  work  the  opportunity 
for  meeting  in  other  than  a  commercial 
way.” 


H  ow  Can  the  Business  Public  Aid 
the  Business  Collesre. 

By  CHARLES  T  CRAIGIN 


HE  first  question  might  natur¬ 
ally  enough  be,  Does  the 
business  public  wish  to  aid 
the  business  college?  and 
frankly  I  must  say  that  a 
large  proportion  of  the  commercial  trahiing 
schools  which  dignify  themselves  with  the 
pretentious  title  of  college  do  not  merit  aid 
of  any  kind  and  their  retirement  from  the 
educational  field  would  be  an  actual,  benefit 
to  the  business  world  and  a  saving  of  much 
money  to  the  ignorant  patrons  who,  ex¬ 
pecting  something  for  nothing,  are  yearly 
buncoed  out  of  many  thousands  of  hard 
earned  dollars  by  the  alluring  printed  mat¬ 
ter  and  the  smooth  tongued  solicitors  that 
constitute  the  ch’ef  stock  in  trade  of  ut¬ 
terly  worthless  institutions  whose  proprie¬ 
tors  ought 'to  serve  a  term  in  some  public 
institution  where  the  dogs  will  not  be  al¬ 
lowed  to  bite  them.  Graft  in  this  age  of 
gold  bricks  and  get-rich-quick  schemes  is 
almost  omnipresent  and  the  business  col¬ 
lege  so  called  which  robs  the  cradle  for 
its  pupils  has  introduced  graft  into  the  ed¬ 
ucational  "field  with  a  vengeance. 

The  average  uneducated  parent  ignor¬ 
ant  of  business  usages  and  business  re¬ 
quirements  is  not  competent  to  select  a  good 
training  school  for  the  children  he  wishes 
to  fit  for  success  in  business  life  and  he 
falls  an  easy  prey  to  the  allurements  of  the 
schemer  whose  promises  of  an  education  in 
a  few  months’  time  and  a  position  at  grad-, 
nation  seem  to  offer  so  much  for  so  little 
that  he  passes  by  the  school  of  real  merit 
which  does  not  claim  the  ability  to  make  a 
silk  purse  out  of  anything  bearing  no  re¬ 
semblance  to  silk,  which  is  chary  of  prom¬ 
ises  of  any  kind  and  which  is  not  primar¬ 
ily  an  employment  office  for  cheap  clerical 
help  of  the  $3  a  week  variety.  In  an  article 
I  wrote  for  The  Busixess  Man’s  Maga¬ 
zine  some  months  ago  I  devoted  some 
little  space  to  fake  business  colleges,  smooth¬ 
tongued  solicitors  and  spoke  with  little  rev¬ 
erence  of  business  colleges  which  conferred 
the  degree  of  Master  of  Accounts  upon 


ninth  grade  grammar  school  graduates  and 
juveniles  whose  spelling  was  conducted 
upon  phonetic  principles. 

The  article  brought  me  numerous  letters 
mainly  commendatory.  One  or  two  of  the 
worst  fakers  out  of  jail  quite  agreed  with 
me  in  my  denunciation  of  fake  schools. 
Some  did  not  like  my  disbelief  in  the  bus¬ 
iness  college  solicitor,  and  one  man  fairly 
bedewed  his  letter  with  tears  at  my  lack  of 
respect  for  the  college  diploma  with  its  im¬ 
posing  seal,  price  $3.  In  the  first  instance, 
showing  up  the  faults  of  people  is  a  good 
deal  like  preaching  about  the  various  sins 
that  afflict  humanity.  The  congregation  en¬ 
joys  it  when  the  minister  pitches  into  the 
sinners^  and  each  fits  the  coat  upon  his 
neighbor  and  sees  the  mote  in  his  eye  with 
wondrous  clarity. 

The  question  of  school  solicitors  admits 
of  some  honest  difference  of  opinion  and 
when  literary  and  classical  colleges,  divin¬ 
ity  schools  and  high  class  boarding  schools 
include  the  solicitor  on  the  staff  of  work¬ 
ers,  generally  at  a  much  higher  salary  than 
any  teacher  draws,  I  don’t  know  but  the 
business  college  may  fairly  enough  use  him 
to  add  to  its  attendance.  Still  I  have  not 
changed  my  own  opinion  of  him  and  I  be¬ 
lieve  that  like  whisky  the  use  almost  al¬ 
ways  leads  to  the  abuse  and  that  he  is  a 
great  injury  to  business  education.  He  gen¬ 
erally  works  on  a  commission  basis.  He  is 
smooth  of  tongue  and  prolific  of  promises 
and  the  school  finds  it  quite  out  of  the 
question  to  deliver  the  goods  he  has  sold 
and  live  up  to  the  reputation  he  has  given  it. 
Moreover  he  keeps  alive  a  lot  of  schools 
that  ought  to  die  and  die  quickly.  Their  ob¬ 
sequies  would  be  cheerfully  attended  by  a 
large  following  of  graduates  who  have  ac¬ 
quired  experience  by  an  expenditure  they 
could  ill  afford. 

In  some  cities  I  could  name  the  hapless 
father  of  a  child  of  15  who,  having  ventured 
to  send  for  a  catalog,  is  in  a  more  pitiable 
condition  than  even  the  luckless  mortal 
who,  in  an  unguarded  moment,  has  talked 
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of  taking  out  a  life  insurance  policy  or  the 
poor  woman  who  on  some  fatal  day  has 
looked  at  a  sewing  machine.  The  defense¬ 
less  woodman  in  the  midst  of  a  pack  of 
wolves  has  an  easy  time  compared  to  that 
parent  for  the  hungry  beasts  make  short 
work  of  him  and  the  solicitors  do  not. 

They  come  from  the  east  and  the  west, 
the  north  and  the  south.  He  is  flooded  with 
literature  and  each  convinces  him  of  the 
worthlessness  of  all  other  schools  till  he 
despairs  of  getting  the  right  one  anyway. 
They  dog  him  to  his  place  of  business; 
they  assail  him  at  the  lunch  counter.  At 
church,  at  weddings,  funerals  and  dog 
fights  they  are  ever  present.  They  call  him 
up  by  telephone ;  they  camp  on  his  door 
steps  nights  and  he  gets  to  wish  his  child 
had  never  been  bjorn  or  had  died  in  infancy, 
and  finally  if  he  decides  upon  a  school  it  is 
generally  the  most  persistent  solicitor  and 
unscrupulous  school  that  gets  him.  Though 
occasionally  in  pure  disgust  he  does  a  sen¬ 
sible  thing  and  sends  him  to  some  hi"h 
grade  school  which  puts  the  money  others 
spend  in  solicitors,  into  teachers.  For  five 
years  it  was  my  good  fortune  to  bb  asso¬ 
ciated  wjtli  one  of  the  best  business  schools 
of  the  country.  It  employed  for  a  number 
of  years  a  teacher  whose  business  except 
for  about  three  winter  months  was  Incsl 
soliciting.  He  was  well  acquainted  about 
the  city'  of  180,000  inhabitants  and  the  at¬ 
tendance  of  the  school  was  about  COO  year¬ 
ly.  As  an  experiment  the  management  hired 
a  first  class  solicitor;  paid  him  a  good  sal¬ 
ary  and  told  him  to  make  positively  no 
promises  except  first  class  instruction  and 
such  aid  in  obtaining  employment  as  any 
good  school  has  in  its  power  to  extend  to 
worthy  graduates.  Well,  the  solicitor  was 
what  the  boys  call  a  crackerjack,  and  stu¬ 
dents  came  in  droves.  Good,  bad  and  indif¬ 
ferent  ;  every  room  was  crowded  to  its  ut¬ 
most  capacity  and  we  had  to  fix  up  a  lot 
of  extra  space.  For  a  time  all  was  lovely. 
Extra  teachers  were  hired  and  the  big 
classes  received  due  attention  but  inside  of 
four  months  we  began  to  find  out  that  we 
could  not  possibly  live  up  to  the  reputation 
our  star  solicitor  had  given  us.  Students 
began  to  ask  about  graduating,  and  about 
the  position  they  were  to  receive  and  a  good 
deal  of  our  incoming  material  was  of  a 
class  that  could  spend  a  year  getting  ready 
to  graduate  and  were  not  likely  to  be  in  de¬ 
mand  even  then.  The  school  kept  that  sol¬ 


icitor  another  year  but  the  attendance  next 
year  was  smaller.  You  can  sell  brass 
watches  once  but  you  don’t  want  to  go  over 
the  same  territory  a  second  trip.  Our  sol¬ 
icitor  could  not  possibly  be  held  down  to  a 
statement  of  facts  that  we  could  live  up  to 
and  so  the  school  let  him  go  and  now  de¬ 
pends  entirely  upon  legitimate  advertising 
and  such  I  believe  to  be  the  experience  of 
most  schools  with  solicitors  who  are  not 
members  of  the  faculty. 

When  it  comes  to  the  question  of  diplo¬ 
mas  and  degrees  I  am  not  at  all  inclined 
to  change  my  views.  “All  the  colleges  and 
universities  give  such  degrees,”  says  a  cor¬ 
respondent,  “and  why  should  not  the  bus¬ 
iness  college?”  It  is  true  enough  they  do 
and  A. Ms.,  D.Ds.  and  LL.Ds.  are  as  thick 
as  fleas,  so  plentiful  in  fact  that  few  escape 
a  college  degree.  But  most  of  the  institu¬ 
tions  have  some  requirements  besides  the 
ability  to  pay  three  months’  tuition.  I  have 
seen  business  colleges  where  that  was  the 
only  requirement.  My  own  diploma  was  a 
gorgeous  affair  which  cost  .me  $5  when  $5 
notes  were  mighty  scarce  with  me,  and 
which  stated  that  I  was  a  Master  of  Ac¬ 
counts  after  four  months’  study  of  book¬ 
keeping.  I  was  quite  proud  of  it  at  the 
time  but  I  could  ill  afford  the  $5  and  I  had 
not  been  out  in  the  hustle  long  before  I 
began  to  have  doubts  of  my  complete  mas¬ 
tery  of  accounts  and  the  propriety  of  an 
institution  granting  degrees  when  its  only 
capital  is  the  abounding  nerve  of  its  pro¬ 
prietor  may  well  be  questioned.  So  much 
for  my  critics ;  now  to  come  back  to  the 
question.  Does  the  business  world  wish  to 
aid  the  business  college? 

There  is  a  constant  demand  for  help.  An 
army  of  business  must  have  new  recruits 
in  endless  procession  to  take  the  place  of 
those  who  fall  out  and  to  meet  the  demands 
*of  the  ever-widening  field  of  American 
trade.  The  active  workers  have  not  time  to 
break  in  and  drill  these  new  recruits  and 
so  the  .business  college  is  called  upon  to  fit 
them  in  some  measure  for  the  work  they 
are  to  do  and  the  business  world  can  be 
and  ought  to  be  of  great  help  to  an  institu¬ 
tion  upon  which  it  must  rely  to  a  large  ex¬ 
tent  for  its  raw  material. 

A  few  practical  means  may  readily  be  ap¬ 
plied  and  such  I  will  venture  to  suggest. 

I  would  say  in  the  first  place  do  no4  go 
for  help  to  a  school  without  character  or 
standing  in  the  community  where  it  exists. 
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If  this  rule  was  strictly  followed  it  would, 
of  itself,  drive  a  lot  of  humbugs  and  cheap 
Johns  out  of  business. 

Apply  some  practical  tests  to  young  men 
and  young  women  who  are  sent  by  a  school 
to  fill  a  vacant  place.  Test  them  on  their 
ability  to  write  a  letter  on  some  business 
subject  from  slow  dictation.  That  will 
show  what  their  real  penmanship  is  and  in 
addition  will  be  an  examination  in  spelling. 
Ask  the  applicant  to  write  a  letter  of  ap¬ 
plication  for  the  position  in  which  he  shall 
give  full  particulars  of  his  education  and 
also  ask  him  to  state  his  object  in  entering 
your  employ.  In  this  letter  you  will  get  an 
idea  of  his  English  composition  and  see 
whether  he  has  any  ambition  besides  that  of 
drawing  his  weekly  salary.  Test  him  in 
every  day  mathematics,  i.  e.,  see  if  he  can 
add  a  column  of  figures  five  wide  and  40 
deep  with  accuracy  and  reasonable  dispatch. 
Give  him  an  interest  bearing  note  to  dis¬ 
count,  an  account  to  average,  an  invoice  to 
make  out  with  a  trade  discount  of  20  per 
cent  and  10  per  cent  and  two  per  cent 
off  and  see  how  he  comes  out  with  that. 
Let  him  work  out  a  partial  payment  ex¬ 
ample  by  the  merchants’  rule.  Then 
have  a  simple  trial  balance  with  inven¬ 
tories  and  let  him  prepare  a  statement  from 
that  trial  balance  that  will  show  in  detail 
the  gain  or  loss  of  the  business  and  its 
present  worth.  If  his  school  is  all  right  it 
will  welcome  such  a  test  of  its  students, 
and  if  it  is  not  then  you  will  not  suffer 
.  from  poor  and  inefficient  help  as  a  result 
of  its  feebleness. 

Such  a  test  as  I  suggest  will  drive  half 
the  colleges  in  this  country  out  of  business 
and  give  the  good  ones  that  remain  enough 
additional  business  to  make  them  much  bet¬ 
ter. 

Do  not  hire  children  just  out  of  the 
cradle.  There  is  a  tendency  to  rob  the  nurs¬ 
ery  to  fill  up  the  business  college.  When  I 
went  to  Eastman’s  in  ’76  most  of  the  at¬ 
tendance  was  made  up  of  men  over  20 
years  of  age.  Today  in  our  large  cities 
boys  in  knee  breeches  and  girls  in  pigtails 
predominate.  They  are  bright,  but  it  is 
cruelty  to  children  to  put  them  into  the 
hard  worked  ranks  of  business  life  and  they 
lack  in  that  judgment  that  comes  with  years 
and  which  is  a  requirement  of  anything  like 
business  success.  The  solicitor  is  respon¬ 
sible  for  much  of  this  kindergarten  material 
and  the  eagerness  of  parents  and  children 


alike  to  get  money  is  responsible  for  the 
rest  of  it.  The  business  public  can  stop  it 
by  refusing  to  hire  young  children  as  office 
help.  Eighteen  is  young  enough  to  look 
for  efficient  help  which  can  stand  the  strain 
of  business  in  this  strenuous  age. 

Insist  on  having  competent  employes ;  test 
their  competency;  see  that  they  are  past 
the  age  of  infantile  complaint  and  then  pay 
them  wages  sufficient  to  make  them  see  that 
there  Is  more  than  bare  existence  in  bus¬ 
iness  life. 

It  is  true  the  new  beginner  is  not  worth 
much  till  he  knows  the  ropes  but  unless  he 
has  parents  to  support  him  he  must  have 
enough  to  live  upon  and  the  idiotic  policy 
of  some  business  houses  in  paying  $3  or  $4 
or  $5  a  week  the  first  year  of  service  has 
deprived  the  business  world  of  the  best 
class  of  help  and  driven  it  to  take  sons  of 
people  who  can  afford  to  board  them.  These 
are  never  the  best  employes.  Give  me  the 
young  fellow  who  has  to  hustle  for  himself 
every  tme  and  he  will  not  work  for  the 
fun  of  it  and  board  himself.  There  is  a 
wise  class  of  employers  who  will  not  take 
a  beginner  at  less  than  $8  or  $10  a  week, 
for  they  say  while  he  may  not  be  worth 
that  the  first  few  months  of  his  service  yet 
it  is  as  little  as  he  can  afford  to  take.  Star¬ 
vation  wages  is  a  direct  temptation  to  dis¬ 
honesty  and  a  busines  which  cannot  afford 
at  least  living  wages  had  better  close  up  its 
affairs  and  save  the  sheriff  trouble  later 
on.  The  payment  of  living  wages,  not  less 
than  $8  a  week  for  the  beginner  in  sten¬ 
ography  and  $10  for  the  beginner  in  the 
book-keeping  department  would  aid  the  real 
business  college  -more  than  any  one  thing, 
for  the  ridiculous  wages  paid  the  graduate 
has  done  much  to  send  the  better  class  of 
youth  away  from  the  business  college  and 
has  left  the  business  public  to  choose  its 
help  from  the  inferior  class  who  will  work 
for  starvation  wages  in  the  hope  that  some¬ 
thing  better  may  come  of  it  in  some  future 
time. 

There  is  more  downright  fraud  practiced 
in  the  shorthand  schools  than  in  any  other 
branch  of  commercial  education  and  the  ac¬ 
tion  of  some  of  these  school  proprietors  is 
little  short  of  criminal.  The  attendant  of 
a  business  college  be  it  ever  so  poor  must 
get  some  benefit  from  the  instruction  re¬ 
ceived.  But  the  boy  or  girl  who,  lacking 
even  a  primary  education  to  begin  with,  is 
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induced  to  pay  hard  earned  dollars  with 
the  idea  that  a  few  months  attendance  is 
going  to  make  a  skilled  stenographer  of 
him  or  her,  that  person  is  simply  throwing 
away  money  and  the  one  who  induces  him 
to  do  it  is  little  better  than  a  thief.  Plenty 
of  schools  convey  the  impression  that  three 
months  is  enough  time  to  give  to  the  study 
of  shorthand  and  some  go  even  better  than 
that  and  offer  to  do  it  in  GO  days.  1  shall 
not  be  at  all  surprised  to  see  some  enter¬ 
prising  humbug  claim  to  teach  you  short¬ 
hand  while  you  wait.  I  think  every  person 
who  knows  anything  about  the  require¬ 
ments  of  a  good  stenographer  will  agree 
with  me  that  no  one  lacking  at  least  the 
equivalent  of  a  high  school  education 
should  undertake  the  study  of  shorthand, 
for  the  mere  ability  to  take  dictation  at  a 
fair  rate  of  speed  is  only  one  of  the  essen¬ 
tials  of  a  good  sitenographer.  There  must 
be  that  knowledge  of  English  which  will 
enable  the  writer  to  correct  the  bad  gram¬ 
mar  so  common  on  the  part  of  the  dictator 
and  no  person  not  a  wide  and  persistent 
reader  of  current  literature  ever  made  a 
really  first  class  stenographer.  Yet  it  is 


in  this  branch  of  work  that  the  smallest 
wages  are  paid  and  those  who  have  the 
requ'site  education  to  become  good  sten¬ 
ographers  are  discouraged  from  entering 
the  field.  Let  the  business  public  insist  on 
having  thoroughly  competent  stenogra¬ 
phers  who  can  write  good  English  as  well 
as  good  shorthand ;  who  have  reached  years 
of  discretion;  who  know  enough  to  con¬ 
duct  themselves  as  ladies  and  gentlemen 
and  then  do  not  offer  them  $5  a  week  for 
their  services,  even  at  beginning.  If  you 
cannot  afford  a  good  stenographer  do  not 
Ir're  any  but  take  your  small  amount  of 
work  to  some  outsider.  The  hiring  of  $5-a- 
week  help  simply  encourages  the  output  of 
inferior  and  discourages  the  output  of  su¬ 
perior  workers  and  in  addition  keeps  alive 
a  class  of  schools  that  ought  to  perish  and 
that  right  quickly.  .That  the  business  pub- 
I’c  can  do  much  to  aid  the  business  college 
and  by  so  doing  can  secure  superior  work¬ 
ers  so  much  wanted  in  this  day  of  great 
business  enterprises  is  evident.  That  it  will 
do  so  I  am  not  so  sure,  for  the  business 
public  contains  its  full  quota  of  those  who 
expect  to  get  something  for  nothing. 


The  Cut  Corner  Series — The  Use  of  a  Blind 

HOW  UNIT  INVOICES  ARE  MADE  AND  LISTED  ON  SALES  SHEETS  SIMUL¬ 
TANEOUSLY  (WITH  OR  WITHOUT  AN  AUTOMATIC  ADDITION  OF  TOTALS) 

By  office  system  DEPARTMENT 

Elliott-Fisher  Company,  New  York 


RE  you  familiar  with  the  Unit 
System  of  billing?  The  one 
where  the  invoices  are  all  of 
one  size — the  duplicate  of 
each  being  a  unit  sales  sheet. 

Filed  daily  in  locked  binders — after  being 
listed — or  recapitulated  (hereafter  termed 
“recapped”). 

The  total  of  invoices  listed  is  the  amount 
of  the  daily  sales. 

Making  the  invoice  (and  duplicate)  with 
pen  or  pencil  is  one  operation — listing  the 
totals  is  another. 

You  will  probably  be  surprised  to  learn 
that  this  work  can  be  shortened — done  in 
one  operation  on  the  flat  bed  billing  ma¬ 
chine  (hereafter  termed  “billing  machine”). 

If  the  machine  is  equipped  with  adding 
attachment,  the  day’s  sales  can  be  auto¬ 
matically  totaled  —  if  more  columns, 


amounts  or  weights  are  to  be  totaled,  addi¬ 
tional  registers  can  be  attached  to  the  bill¬ 
ing  machine. 

The  total  results  accomplished  at  one 
operation  are  then  as  follows,  viz. ; 

Complete  Invoice.  (One  carbon  copy  or 
as  many  as  are  desired). 

Sales  Recapitulation  Sheet.  (Hereafter 
termed  “sales  recap.”)  (Name  of  cus¬ 
tomer,  address  if  desired)  and  amount  of 
invoice  manifolded  and  listed,  30  or  more 
entries  to  a  page. 

Totals  Added  Automatically.  (If  the 
machine  is  equipped  with  adding  attach¬ 
ment). 

Such  a  short-cut  seems  improbable,  al¬ 
most  impossible — but  not  when  you  know 
about — the  “blind.” 

It’s  a  simple  scheme — the  reader  will 


wonder  why  it  had  not  occurred  to  him  be¬ 
fore. 

“As  soon  as  you  know  about  it,  you  will 
be  sorry  you  did  not  know  sooner.” 

The  forms  of  the  American  Tag  Co.,  of 
Chicago,  Ill.,  shown  herein,  will  illustrate 
to  you  the  use  of  the  unit  system  of  invoic¬ 
ing  in  connection  with  a  continuous  record 
on  sales  recap.  In  illustration  1,  the  sales 
recap  is  marked  with  figure  one.  The  first 
set  of  invoice  and  duplicate  are  marked 
number  three  and  two,  respectively.  The 
second  set  of  invoice  and  duplicate  are 
marked  number  five  and  four,  respectively. 


You  will  note  that  all  the  matter  that  has 
been  manifolded  from  the  invoice  and  dupli¬ 
cate  on  to  the  sales  recap,  is — the  name  of 
the  party  charged,  invoice  number,  and  total 
amount  of  invoice. 

This  information  is  printed  through  a 
rectangular  slit  in  the  “Blind”  which  is 
illustrated  by  Fig.  2. 

The  quantities,  descriptions,  extensions  of 
invoice  and  duplicate,  are  prevented  by  the 
“Blind”  from-  manifolding  on  to  the  sales 
recap. 

THE  BLIND. 

This  is  made  of  either  sheet  oil  board  or 
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celluloid,  preferably  the  latter.  In  the  illus¬ 
tration  you  will  note  above  mentioned  rec¬ 
tangular  slit,  which  is  cut  in  the  same  at 
the  top,  to  permit  the  name  of  the  party 
charged,  and  the  total  of  the  invoice,  to 
manifold  on  to  the  sales  recap.  The  total 


O 


i 

O 


of  each  invoice  is  repeated  on  the  heading 
in  a  specified  place  at  the  right  of,  and  in 
line  with  name  of  party  charged,  in  order  to 
manifold  the  amount  opposite  the  name. 

SALES  RECAP. 

This  sheet  contains  several  columns.  The 
total  column  is  at  the  left  edge  of  the  sheet 
and  the  columns  to  the  right  are  used  for 
the  classification  of  each  invoice  on  the  sales 
recap,  with  the  billing  machine  or  with  pen 
or  pencil,  after  the  same  has  been  removed 
from  the  machine.  The  sales  recap  is 
placed  flat  on  the  machine,  and  the  total 
column  is  directly  under  and  in  proper  reg¬ 
ister  with  corresponding  column  on  the  in¬ 
voice,  duplicate  and  the  “Blind.”  The  three 
last  mentioned  sheets  are  independently  held 
in  register  each  with  the  other  and  with  the 
sales  recap,  by  the  “Sliding  Bill  Holder”  on 


the  machine,  which  enables  the  operator  to 
manifold  each  bill  heading  on  the  horizon¬ 
tal  line  under  the  preceding  entry  on  the 
sales  recap. 

RESUME. 

♦ 

This  plan  combines  all  of  the  merits  of 
the  unit  system  with  the  safety  of  a  con¬ 
tinuous  record — is  elastic  enough  for  a  bus¬ 
iness  of  any  size — eliminates  errors  of 
transcription. 

The  above  idea  cannot  be  adapted  to 
every  business. 

It  can  be  used  by  those  firms  desiring  an 
analysis  of  sales  and  can  be  used  with  or 
without  duplicate  invoice. 

It  is  equally  adapted  to  firms  having  one 
or  more  book-keepers. 

Where  there  are  a  large  number  of  in¬ 
voices  requiring  the  use  of  additional  bill¬ 
ing  machines,  the  work  can  be  divided. 

The  duplicates  of  the  invoices  can  be  as¬ 
sorted  according  to  the  ledgers,  and  the 
total  postings  of  each  ledger  clerk  must 
agree  with  the  total  of  the  charges  handed 
to  him  for  that  day. 

The  length  of  the  invoice,  up  to  the  capa¬ 
city  of  the  billing  machine,  is  immaterial,  as 
the  headings  and  total  amounts  onh^  're 
manifolded  on  to  the  sales  recap. 

Where  a  double  bill  is  used,  the  dupli¬ 
cates  can  be  perforated  horizontally  in  the 
center,  and  the  lower  half  filed  in  a  binder 
back  of  the  upper  half,  duplicate  being  prop¬ 
erly  punched  for  that  purpose. 

Don’t  transcribe  uselessly — Manifold  ! 

Note: — The  next  article  will  show  how  to  se¬ 
cure  an  absolute  double  check  on  packer’s  ticket, 
through  the  use  of  a  “Blind”  in  connection  with 
billing  and  charging  goods,  where  the  billing  is 
done  previous  to  the  packing. 

The  “corner”  we  cut  by  the  above  scheme  is 
as  follows:  We  save  transcription  of  the  name 
of  the  customer  and  the  total  amount  of  the  bill. 


The  Small  Dealer  vs.  the  Department  Store* 

By  JAMES  DAVEY 


OW  advertising  has  changed 
the  attitude  of  men  towards 
department  stores  is  an  inter¬ 
esting  study.  When  these 
stores  first  'added  men’s  fur¬ 
nishing  goods  to  their  stocks  only  a  small 
space  was  considered  necessary  and  only  a 
small  selection  of  goods  was  considered 
practicable.  What  was  sold  was  for  the 
most  part  cheap  in  grade,  for  the  buying 
was  done  almost  exclusively  by  women,  and 
most  of  these  were  the  wives  of  mechanics 
and  laboring  men  or  others  whose  wages 
were  equally  small. 

These  women  did  the  buying  for  their 
husbands,  as  they  still  do,  because  they 
had  the  time  to  spare  and  because  they 
liked  to  get  out  and  “shop  around,”  always 
afraid,  no  doubt,  that  their  husbands  were 
not  shrewd  enough  or  diligent  enough  to 
ferret  out  the  best  bargains.  Those  of  the 
men  who  were  not  very  particular  about 
what  they  wore  were  glad  to  be  rid  of 
the  bother  of  buying,  and  those  who  were 
not  always  pleased  with  what  their  wives 
selected  for  them  probably  made  the  oc¬ 
casion  one  for  a  debate  as  to  the  merits 
of  the  taste  displayed  by  each  other,  after¬ 
wards  “making  up”  and  living  more  or 
less  happy  until  another  similar  occasion 
arose. 

Only  the  most  optimistic  managers  of 
the  department  stores  had  much  hope  that 
they  were  going  to  induce  the  men  them¬ 
selves  to  buy  at  their  stores.  Men  looked 
askance  at  the  idea  of  prowling  around  the 
aisles  of  these  big  emporiums  in  search 
of  what  they  wanted,  and  it  took  a  good 
while  to  lessen  this  prejudice  to  any  con¬ 
siderable  extent.  Even  today  it  is  still  suf¬ 
ficiently  prevalent  to  keep  up  the  spirits  of 
the  smaller  dealers  in  men’s  furnishing 
goods,  who  look  upon  the  department  stores 
as  their  worst  enemies. 

Whatever  change  has  taken  place  in  the 
attitude  of  men  towards  the  department 

*“What  is  sauce  for  the  goose  is  sauce  for  the 
gander.”  Let  the  dealer  in  special  lines  take 
'notice.  If  the  big  store  gets  his  trade  away  it 
will  be  his  own  fault. — Editor. 


stores  is,  I  think,  due  largely  to  advertis¬ 
ing.  In  the  course  of  time  it  became  evi¬ 
dent  to  the  advertising  managers  of  these 
stores  that  if  they  were  to  attract  men  to 
their  men’s  furnishing  departments  they 
would  havd  to  insert  special  announcements 
in  the  newspapers,  apart  from  those  of  a 
general  character  intended  for  the  women. 
There  was  something  about  the  makeup  of 
man  which  made  him  rebel  against  hunt¬ 
ing  through  a  mass  of  items  such  as  the 
usual  department  store  advertisement  con¬ 
tained,  even  if  he  had  had  no  aversion  to 
visiting  the  store  after  he  had  seen  the 
thing  he  wanted  advertised  as  a  bargain. 
To  separate  the  items  relating  to  his  goods 
from  the  others,  and  so  place  them  in  the 
newspapers  that  he  would  have  his  atten¬ 
tion  arrested  as  he  skimmed  through  them, 
was  the  way  to  get  him  if  he  was  to  be 
got  at  all. 

Afterwards,  when  he  had  been  coached 
along  a  little  by  having  some  real  bargains 
brought  to  his  attention,  he  could  be  de¬ 
pended  on  to  look  up  the  advertisements 
addressed  to  both  him  and  the  women  even 
when  they  were  incorporated  in  the  large 
general  announcements  of  the  store. 

And  so,  today,  a  visit  to  one  of  these 
stores  will  disclose  the  fact  that  a  large 
number  of  men,  for  one  reason  or  another, 
do  their  own  shopping  at  these  places. 
This  may  not  be  the  case  in  every  city,  for 
in  some  the  preliminary  process  of  coach¬ 
ing  which  I  have  outlined  may  have  been 
neglected. 

In  trying  to  account  for  the  presence  of 
these  men  at  these  stores  in  preference  to 
the  smaller  ones,  we  should  first  consider 
what  possible  advantages  they  enjoy  here 
which  smaller  dealers  neglect  to  give  them. 
For,  while  it  is  largely  due  to  advertising 
that  they  have  been  led  to  discard  their 
old-time  prejudice,  there  must  be  some  real, 
or  supposed,  advantages  offered,  else  they 
would  go  to  the  small  dealer,  just  around 
the  corner  perhaps,  rather  than  make  long 
trips  in  order  to  buy  at  the  department 
stores. 

One  advantage  offered,  then,  is  that  the 
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larger  stores  are  more  willing  to  deliver 
the  goods  purchased.  They  have  a  sys¬ 
tematized  delivery  service,  and  the  man 
whose  parcel  is  only  a  small  one  has 
much  less  compunction  about  asking  that 
it  be  delivered,  be  the  distance  ever  so 
short,  than  he  would  if  he  were  buying 
at  a  small  dealer’s.  And  right  here  the 
small  dealer  has  something  to  learn.  Many 
of  such  tradesmen  would  gladly  deliver 
any  purchases  if  they  thought  they  would 
increase  their  sales  by  doing  so.  Many  of 
them  do  deliver  goods  when  requested  to 
do  so,  and  do  it  with  an  apparent  glad¬ 
ness.  What  they  overlook,  though,  is  that 
some  men  will  hesitate  to  ask  that  their 
smaller  parcels  be  delivered.  The  sugges¬ 
tion  of  delivery  must  come  to  them  from 
the  clerk. 

So,  when  it  is  the  policy  of  the  dealer 


to  deliver  all  goods  purchased,  he  should 
see  to  it  that  every  customer  is  made  aware 
of  this  fact,  and  not  leave  it  to  the  latter 
to  ask  what  he  may  feel  to  be  something 
of  a  favor. 

Possibly  most  small  dealers  have  come 
to  the  conclusion  that  anyone  who  really 
wants  his  parcel  delivered  will  not  be  back¬ 
ward  about  asking  it.  But  I  want  to  warn 
those  who  have  argued  in  this  way  that 
this  world  is  made  up  of  a  great  variety 
of  people,  and  some  of  them,  notwithstand¬ 
ing  the  forwardness  of  others,  are  very 
chary  about  asking  favors,  and  when  buy¬ 
ers  of  this  kind  get  to  know  the  advantage, 
in  this  respect  at  least,  of  dealing  at  de¬ 
partment  stores,  the  small  dealer  will  find 
but  little  consolation  in  asking  himself, 
“Well,  if  he  wanted  his  goods  delivered, 
why  didn’t  he  say  so?” 


Tainted  Money 

By  EDMUND  VANCE  COOKE 

I  decline  your  double-eagles,  which  are  jaundiced  on  their  face; 

I  decline  your  silver  sinkers,  whiich  are  leprosied  and  base; 

I  will  not  take  your  bank-notes,  which  are  verdigrised  and  green; 
But  haven’t  you  got  a  New  York  draft  that’s  reasonably  clean? 

Just  a  paltry  hundred  thousand  that  you  got  by  hilling  beans. 

And  tucked  away  securely  in  your  honest  working  jeans. 

Or  a  half-forgotten  million  that  you  earned  by  digging  ditches. 
And  has  since  been  segregated  from  the  balance  of  your  riches? 

Haven’t  you  got  a  fortune  somewhere  which  is  rather  isolated. 
Which  could  be  formaldehyded,  germicided,  fumigated? 

Isn’t  there  any  way  to  get  an  amnesty  or  dissolution. 

So  a  man  might  get  the  money  without  touching  the  pollution? 

For  I  will  not  take  your  money,  which  is  greasy  in  its  feel, 

I  will  not  take  your  millions  of  Amalgamated  Steal ; 

I  will  not  take  your  money,  which  came  back  to  you  by  freight. 
But  haven’t  you  got  a  little  bit  you  made  in  something  straight? 

— The  Bulletin. 


The  Subscription  Manager 

AN  ACCOUNT  OF  THE  SUCCESSFUL  METHODS  ADOPTED  IN  ORGANIZING  THE 
SUBSCRIPTION  AND  PREMIUM  DEPARTMENTS  OF  SUCH  PUBLICATIONS  AS 
McCLURE’S  AND  SUCCESS,  COVERING  NEWS-STAND  SALES  AS  WELL  AS  SUB¬ 
SCRIPTION  BY  MAIL,  AND  THE  DETAIL  OF  THE  MAILING  AND  SHIPPING  ROOMS 

By  S.  P.  CURRAN 


HE  Subscription  Manager  is 
concerned  chiefly  in  getting 
the  work  done.  To  him,  in  a 
large  measure,  falls  the  re¬ 
sponsibility  of  selecting  the 

employes,  whose  hustling  and  accurate 
qualities  are  best  fitted  for  the  business. 

In  training  the  help,  it  is  his  particular 
task  to  see  to  it  that  both  personnel  and 
office  system  are  brought  to  the  highest 
state  of  efficiency. 

It  seems  simple  enough  to  receive  an 

order  for  a  subscription,  and  to  have  the 

name,  address  and  expiration  added  care¬ 
fully  to  the  standing  list,  and  to  mail  the 
first  and  future  numbers  on  schedule. 

One  difficulty  that  arises  is  when  the 
source  of  the  orders  gravitates  from  direct 
business  to  business  received  through  the 
agencies  and  the  trade,  involving  delays  in 
transmission,  errors  in  •  transcribing  of 
names  and  addresses,  all  of  which  result 
in  complaint  direct  to  the  publisher  rather 
than  to  the  agency  or  the  dealer  who  are 
responsible. 

In  many  subscription  departments,  the 
establishment  of  a  complaint  bureau,  with 
from  five  to  ten  efficient  workers  is  con¬ 
sidered  part  of  the  regular  routine. 

The  head  of  the  complaint  bureau  is  usu¬ 
ally  called  upon  to  furnish  a  careful  an¬ 
alysis  of  the  complaints  received  during 
the  month,  together  with  the  number  of 
errors  for  which  the  home  office  is  directly 
responsible. 

In  many  of  the  publishing  houses  fully  75 
or  80  per  cent  of  the  subscriptions  expire  in 
the  months  of  November  and  December. 

It  is  customary  among  publishers  to  noti¬ 
fy  all  subscribers  several  weeks  in  advance 
of  the  expiration  of  their  subscriptions,  and, 
in  consequence  of  the  large  expired  lists  in 
November  and  December,  the  great  bulk 
of  the  year’s  business,  renewals  and  other¬ 
wise,  is  concentrated  in  the  last  few  months 
of  the  year. 


From  the  standpoint  of  economy,  the 
problem  for  the  subscription  manager  is 
similar  to  that  of  any  other  establishment 
where  the  battle  ranges  in  a  period  of  a 
few  months.  The  average  city  fire  depart¬ 
ment  has  on  its  pay  rolls  a  full  complement 
of  men  at  all  seasons  of  the  year,  although 
many  days,  and  frequently  several  weeks, 
will  elapse  before  they  are  all  actively  en¬ 
gaged  in  fighting  the  flames. 

Many  employes  are  carried  upon  the  pay 
rolls  of  a  subscription  department  during 
the  inactive  periods  of  from  four  to  six 
months,  because  they  have  passed  credit¬ 
ably  through  one  or  more  campaigns  and 
have  established  themselves  as  veterans, 
and  have  earned  the  full  confidence  of  the 
department  manager  by  their  ability  and 
willingness  to  serve. 

Among  the  rising  young  men  in  the  sub¬ 
scription  departments  of  New  York,  none 
are  more  enterprising  and  worthy  of  men¬ 
tion  that  the  two  young  Vonderlieths,  Hen¬ 
ry  with  McClure’s,  and  Walter,  with  Suc¬ 
cess.  These  two  young  men,  brothers,  are 
but  leading  examples  of  what  is  every¬ 
where  recognized  as  the  spirit  of  the  times, 
the  advancement  of  youth  to  positions  of 
power  in  the  management  of  great  con¬ 
cerns. 

Walter  A.  Vonderlieth  gathered  several 
hundred  subscriptions  for  Success  in  his 
home  town  of  Mt.  Pulaski,  Illinois,  and 
his  letters  to  the  Success  Company  outlin¬ 
ing  suggestions  for  an  agency  campaign  re¬ 
sulted  in  an  offer  to  this  young  man  to 
come  on  to  New  York  to  take  a  respon¬ 
sible  position  with  the  company  where  his 
suggestions  could  have  full  play.  Under 
the  eye  of  Mr.  Peacock  this  capable  young 
man  has  developed  a  strong  force  of  agency 
canvassers  who  turn  in  thousands  of  sub¬ 
scriptions  annually  to  the  house. 

Henry  Vonderlieth,  the  older  brother  of 
?.4  years,  was  graduated  from  the  high 
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HENRY  VONDERLIETH. 

school  of  Mt.  Pulaski,  Illinois,  in  1898,  and 
like  his  younger  brother,  Walter,  came  into 
fellowship  with  the  Success  Magazine,  tak¬ 
ing  charge  of  their  premium  department,  in 
January,  1904. 

Tempting  offers  from  McClure’s  lured 
Henry  Vonderlieth  into  a  new  field  of  ac¬ 
tivity  in  June,  1905.  He  now  looks  after 
the  news-stand  sales  of  that  periodical  for 
the  entire  country. 

In  contrast  with  the  exceptional  young 
man  of  energy  and  promise,  the  average 
clerk  takes  a  sort  of  dull  interest  in  his 
work,  and  only  swells  with  a  little  impor¬ 
tance  occasionally  when  he  would  like  to 
have  an  extra  hundred  or  two  a  year. 

Nothing  gives  more  pleasure  to  a  sub¬ 
scription  manager  than  to  find  young  men 
who  are  capable,  with  some  training,  of 
assuming  full  responsibility  for  separate 
blocks  of  work. 

It  is  easy  enough  for  a  subscription  man¬ 
ager  to  list  all  the  operations  of  his  depart¬ 
ment,  but  it  is  a  difficult  task  to  find  a  suf¬ 
ficient  number  of  high-grade  clerks  fully 
competent  to  handle  all  those  operations 
with  success. 

NEWS-STAND  SALES. 

The  promotion  of  news-stand  sales  is 
accomplished  in  various  ways,  chiefly 
through  judicious  advertising  and  the  pub¬ 
lishing  of  timely  articles  of  interest  which 
the  reading  public  is  likely  to  purchase. 


This  is  evidenced  in  the  astonishing  sales 
of  Everybody’s  Magazine,  due  almost  ex¬ 
clusively  to  the  publication  of  the  Lawson 
articles  which  aroused  a  great  interest  in 
the  spicy  character  sketches  of  Wall 
street’s  prominent  workers. 

In  many  respects  this  periodical  has  as¬ 
sumed  the  functions  of  a  newspaper, 
rather  than  a  literary  journal,  and  a  large 
following  of  newspaper  readers  has  tem¬ 
porarily  swelled  its  circulation. 

Among  the  small  publishers,  the  subscrip¬ 
tion  manager  and  the  circulation  manager 
is  usually  one  person,  but  with  the  large 
houses  these  two  branches  of  work  are 
placed  in  the  care  of  separate  individuals. 

COMPLAINT  BUREAU. 

To  properly  conduct  a  complaint  bureau 
two  things  are  absolutely  essential,  viz. : 
adequate  search  of  the  records  and  careful 
correspondence.  Adequate  search  requires 
that  the  clerks  employed  in  tracing  or  in¬ 
vestigating  complaints  shall  report  all  the 
facts  in  each  instance,  so  that  second  and 
third  letters  are  not  required  to  close  a 
case. 

The  search  clerks  must  come  to  have  a 
good,  specific  knowledge  of  all  the  detail 
operations  of  the  department  so  that  each 
complaint  as  received  may  be  considered 
carefully  so  as  to  furnish  a  reliable  report 
for  the  correspondent. 

In  railroad  transportation  the  general 
practice  is  to  check  all  the  packages,  boxes, 
etc.,  consigned  to  each  car,  comparing  them 
with  the  bills  of  lading,  before  the  car  is 
finally  sealed,  and  assigned  to  a  special 
train,  ready  for  its  destination. 

The  object  is  to  verify  the  shipping  di¬ 
rections  with  the  bills  of  lading,  to  adjust 
all  questions  of  address,  tariff  rates,  etc. 

The  experience  in  railroad  shipping  is 
that  every  caution  should  be  exercised  at 
the  point  where  the  goods  are  taken  in ' 
charge  by  the  company. 

In  the  subscription  field,  particularly,  it 
is  Essential  that  every  name  and  address 
added  to  the  list  should  be  carefully  edited 
and  revised  to  insure  prompt,  reliable 
service. 

High  grade  clerks  should  always  be  em¬ 
ployed  to  enter  subscriptions,  as  errors  at 
this  point  are  prolific  sources  of  annoyance 
that  are  very  costly. 

Incomplete  addresses  cause  endless 
trouble  to  postoffice  distribution  clerks  and 
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letter  carriers,  and  may  be  expected  to  re¬ 
sult  in  delay,  loss  of  periodicals,  complaint 
and  annoyance  to  all  concerned.  A  good 
subscription  entry  clerk  will  detect  many 
faulty  addresses  in  the  course  of  a  year. 

Another  cause  of  complaint  during  the 
summer  months  is  the  failure  of  subscrib¬ 
ers  to  send  in  promptly  all  notices  of 
changed  addresses. 

Postmasters  do  not  forward  second  class 
matter  without  the  prepayment  of  addition¬ 
al  postage  so  that  many  copies  of  current 
periodicals  are  never  delivered,  simply  be¬ 
cause  the  subscribers  fail  to  notify  the 
publisher. 

Large  subscription  agencies  and  dealers 
in  the  trade  forward  lists  of  subscriptions, 
numbering  several  hundred,  each  week  to 
the  publishers.  These  lists  are  not  always 
prepared  with  the  most  careful  attention 
and  many  errors  in  both  names  and  ad¬ 
dresses  are  allowed  to  appear,  much  to  the 
annoyance  of  the  dealer,  the  publisher,  and 
the  subscriber. 

MAILING  SYSTEMS. 

There  are  several  systems  of  addressing 
periodical  wrappers,  and  the  subscription 
manager  generally  finds  one  which  demon¬ 
strates  itself,  to  him,  at  least,  as  having 
points  of  excellence  unapproached  by  the 
others. 

The  stencil  system  of  addressing  presents 
a  strong  argument  for  economy.  The  av¬ 
erage  cost  of  establishing  and  maintaining 
this  system  will  compare  favorably  with 
that  of  any  other  system  on  the  market. 

The  cost  of  cutting  name,  address  and 
expiration  on  stencil  from  good,  legible 
copy  is  considerably  less  than  running  the 
old  printed  lists. 

These  stencils  consist  of  small  card¬ 
board  frames  covered  with  American  or 
German  parchment  paper  of  tested  dura¬ 
bility. 

Ordinary  type-writing  machines  are 
equipped  with  needle  point  type  formed  in 
letters  and  figures.  These  needle  points 
are  cast  in  a  small  steel  shell. 

The  parchment  paper  is  perforated  with 
the  name  and  address  of  each  subscription, 
and  when  complete  is  passed  through  a 
special  addressing  machine  which  takes  an 
impression  of  the  stencil  upon  a  wrapper. 


WALTER  A.  VONDERLIETH. 


Experienced  machine  operators  will  ad¬ 
dress  or  cut  several  hundred  stencils  in  a 
day. 

SHIPPING  DEPARTMENT. 

The  subscription  manager  is  usually  re¬ 
sponsible  for  the  wrapping  and  mailing  of 
periodicals,  and  efficient  work  in  keeping 
the  mailing  lists  in  good  shape  will  count 
for  little  unless  the  best  methods  are  em¬ 
ployed  in  wrapping  and  bagging  the  period- 
icals. 

Special  contrivances  are  found  in  most 
shipping  departments,  which  facilitate  both 
v/rapping  and  bagging.  Delays  in  getting 
the  periodicals  to  the  subscriber  are  certain 
to  produce  complaint,  and  it  is  essential 
that  a  competent  force  of  mailing  clerks- be 
engaged  to  insure  prompt  service. 

To  some  extent,  the  problem  in  the  ship¬ 
ping  department  is  a  question  of  muscle 
and  energy. 

The  wrappers  for  each  state  and  large 
city  are  counted  and  turned  over  to  a  mail¬ 
ing  clerk  to  inclose  the  periodical.  The 
periodicals  for  each  state  are  then  bagged 
separately  and  sent  to  the  local  postoffice. 

The  mailing  lists  are  usually  addressed 
from  six  to  eight  days  prior  to  publica¬ 
tion  so  as  to  allow  ample  time  for  wrap¬ 
ping  and  bagging.  All  this  work  is  gen¬ 
erally  reduced  to  a  schedule,  so  that  the 
supply  of  printed  periodicals  will  keep  pace 
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The  column  for  periodical  sales  represents  the  cash  value  of  the  subscriptions,  or  single  copies, 
ordered.  The  remittance  column,  plus  the  short  column,  should  equal  periodical  sales.  The  over 
column  represents  cash  sent  in  excess  of  amount  required  to  pay  for  copies  ordered.  Over  and  short 
items  are  posted  from  the  cash  book  to  the  regular  accounts  of  each  dealer  or  agency  doing  business 
with  the  house. 


with  the  number  of  wrappers  addressed 
each  day. 

SPECIAL  REPORTS. 

Carefully  tabulated  lists  are  kept  by  the 
subscription  manager  to  show  the  increase 
or  falling  off  of  circulation,  and  this  infor¬ 
mation  is  of  the  most  confidential  charac¬ 
ter  and  is  not  made  a  matter  of  common 
knowledge  among  the  clerks. 

In  estimating  the  number  of  copies  to  be 
printed  for  each  edition,  the  subscription 
manager  must  keep  in  close  touch  with  all 
the  distributing  agencies,  as  well  as  hav¬ 
ing  a  complete  knowledge  of  the  contents 
of  each  edition  to  determine  its  probable 
sale. 

Records  of  unsold  copies  returned  for 
credit  are  very  important,  suggesting,  in 
some  instances,  that  the  supplies  shipped 
are  in  excess  of  probable  sales,  and  a  re¬ 
duction  is  ordered. 

The  news  companies  with  their  large 
facilities  for  distribution  have  made  it  pos¬ 
sible  to  place  periodicals  on  sale  all  over 
the  world,  so  that  no  individual  is  obliged 
to  order  a  subscription  direct  from  the 
publisher,  but  may  purchase  his  copy  from 
most  any  news-stand. 

SYSTEM. 

The  loose  leaf  cash  book,  arranged  alpha¬ 
betically  by  the  name  of  remitter,  is  partic¬ 
ularly  adapted  to  subscription  work. 

When  more  than  one  periodical  is  is¬ 
sued  by  the  same  house,  separate  columns 
may  be  set  aside  to  show  the  distribution  of 
cash,  with  additional  columns  for  money 
short  and  money  over. 

The  amount  of  current  sales  is  deter¬ 


mined  by  the  subscription  value  of  the 
number  of  copies  shipped  each  day. 

Five  hundred  ($500)  dollars  may  be  re¬ 
ceived  in  one  day  for  subscriptions,  of 
which  only  one-twelfth  becomes  a  gross 
earning  during  the  first  30  days,  and  the 
remaining  eleven-twelfths  stands  as  a  lia¬ 
bility,  liquidating  at  the  rate  of  one-twelfth 
each  month. 

The  subscription  cash  mail  is  sorted  into 
six  or  more  blocks  each  day  and  the  envel¬ 
opes  are  opened,  and  the  separate  remit¬ 
tance  letters  are  marked  to  indicate  the 
amount  of  currency,  check,  draft  or  money- 
order  inclosed. 


Sorted  by  P.  Brown. 

O.  K. :  F.  Prouty. 

Block  No.  One, 

CHECKER’S  REPORT. 

August  18,  1905. 


SUMMARY. 


Stamps  . 
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Currency  . 
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•  •  •  • 
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9.10 
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•  •  •  • 
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.15 

•  •  •  . 

•  •  •  • 

•  •  •  • 

.40 

.... 

.... 

•  •  •  • 

Total..  $3.18 

$2.00 

$12.65 

$70.55 

$88.46 

Each  50  remittance  letters  constitute  a 
block  of  mail.  When  properly  checked  and 
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verified  each  single  block  of  orders  is  sent, 
with  checker's  report,  to  the  cash  book 
clerk  for  entry.  The  cash  book  clerk  enters 
each  order  under  the  name  of  remitter, 
crediting  the  amount  received  in  a  special 
column  provided  for  that  purpose. 

The  total  amount  of  cash,  etc.,  for  each 
block  is  carefully  verified  by  the  sorting 
clerk  and  the  orders,  with  a  tally  sheet,  are 
sent  to  the  cash  book  clerk  for  entry. 
The  cash  book  clerk  enters  all  the  orders 
under  the  name  of  remitter,  together  with 
the  amount  of  remittance. 

The  total  amount  of  cash  listed  under 
each  letter  of  the  alphabet  is  taken  off  by 
the  cash  book  clerk  on  a  special  form  and 


DAILY  CASH  BALANCE. 

August  18,  1905. 

Index  Summary.  Short.  Over. 
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Total.  .$745.61  Total.. $  2.12  Total.  .$  .40 


VeriHed  F.  Prouty. 
'Entered  J.  Randall. 

Remittance  Blocks. 


First  Block  $176.84 

Second  “  140.12 

Th'ird  “  115.80 

Fourth  “  142.65 

Fifth  “  110.40 

Sixth  “  60.20 


Total  $746.01 


Note: — The  footing 
of  index  summary, 
plus  the  over  column, 
should  equal  the  cash 
checker’s  report  for 
the  day. 


the  footings  obtained  from  all  the  letters 
represented  indicate  the  amount  credited  to 
periodical  sales. 

The  amount  credited  to  periodical  sales, 
plus  the  over  column,  must  equal  the  total 
cash  figures  reported  by  the  sorting  or 
marking  clerks. 

CARD  LISTS. 

In  many  publishing  houses  the  card  list 
forms  a  complete  record  of  all  subscrip¬ 


tions,  and  is  found  to  be  of  great  assist¬ 
ance  in  renewing  subscriptions  at  the  busy 
season  of  the  year. 

Ordinary  3x5  cards  are  in  general  use, 
and  these  cards  are  ruled  to  contain  the 
name,  address  and  expiration  of  each  sub¬ 
scription. 

When  more  than  one  periodical  is  pub¬ 
lished  by  the  same  house,  colored  card 
stock  may  be  used  to  distinguish  the  period¬ 
icals. 

The  best  method  of  arrangement  for  lists 
comprising  50,000  and  upwards  is  to  merge 


SUBSCRIPTION  CARD. 

Name  . 

Street  Address . 

P.  O.  AND  State . 

Term  Expires . 

Remarks : . 


all  the  subscriptions  for  each  state  under  a 
simple  alphabetical  arrangement  by  name, 
without  reference  to  postoffices. 

Smaller  lists  containing  50,000  names  or 
less  can  be  arranged  alphabetically  by  name, 
without  reference  to  either  postoffice  or 
state,  provided  the  mailing  list  is  arranged 
geographxally  by  towns  and  states. 

In  making  changes  of  address  the  card 
list  will  prove  a  great  help  in  facilitating 
prompt  corrections  in  the  list,  as  the  cards 
can  be  found  more  readily  than  from  the 
printed  lists. 

DISCIPLINE. 

Proper  organization  on  board  a  ship  re¬ 
quires  that  the  captain  shall  be  obeyed 
promptly  and  implicitly,  and  that  all  re¬ 
sponsible  orders  shall  issue  through  him  to 
his  subordinates.  Disciplining  the  crew  is 
one  of  the  necessary  measures  to  bring 
about  thorough,  efficient  work  and  to  create 
a  condition  of  affairs  that  will  insure  the  ‘ 
safety  of  the  ship  under  all  circumstances. 

Every  subscription  manager  will  find  it 
necessary  to  demand  a  reasonable  exercise 
of  discipline,  tempered  with  a  spirit  of  good 
will  and  with  an  actual  regard  for  the  wel¬ 
fare  of  his  employes. 


Chicago  Stock  Yard»- 


r . 


Accounting  Methods  for  the  Packing 

H  ouse  Industry 

By  F.  L.  ERION 

No.  I — Construction  and  Repair  Department 


HE  following  is  descriptive  of 
a  system  in  actual  use  by  one 
of  the  large  packing  com¬ 
panies,  at  which  plant  the 
construction  and  repair  de¬ 
partment  is  made  up  of  the  following  me¬ 
chanics,  whose  entire  labor,  including  that 
of  the  foreman,  is  charged  to  it : 

Division  No.  1. — Machinists,  Steam  Fitters, 
Blacksmiths,  Boiler  Makers. 

Division  No.  2. — Carpenters,  Millwrights. 

Division  No.  3. — Masons,  Masons’  Helpers. 

Division  No.  4. — Pipe  Coverers,  Painters,  Glaz¬ 
iers. 

Division  No.  5. — Tinners,  etc. 

Division  No.  6. — Scale-men. 

Division  No.  7. — Roofers,  Belt-men,  Brush-men, 
Teams  and  Teamsters,  Roustabouts. 

The  above  grouping  would  probably  not 
be  practical  at  many  plants  though  it  is 
thoroughly  so  at  this  one.  It  is  based  on 
foremanship  rather  than  mechanical  rela¬ 
tionship,  and  may  readily  be  changed  and 
made  practical  for  any  business. 

Any  department  requiring  repair  or  con¬ 
struction  work  must  make  requisition  for 
same  on  Form  1.  This  form  must  be  signed 
by  the  department  foreman  or  superinten¬ 
dent,  approved  by  the  general  superinten¬ 
dent,  and  sent  to  the  office  of  the  construc¬ 
tion  and  repair  department. 

This  department  will  immediately  give 
the  job  a  number  and  properly  head  up 
Form  2,  and  place  a  check  mark  by  the 
names  of  the  divisions  whose  services  will 
be  required  to  do  the  work. 

Form  3  will  then  be  issued  to  the  fore¬ 
men  of  the  divisions,  who  are  forbidden  to 
start  any  job  without  this  order,  and  must 
return  same  when  the  job  is  finished. 

Form  2  should  be  posted  each  day  with 
the  detail  of  labor  from  the  labor  cards. 
Form  4  (see  item  “Labor’),  and  with  the 
supplies  from  these  cards  and  from  supply 
requisition  on  Form  5  (see  item  “Sup¬ 
plies”),  until  the  job  is  completed. 

LABOR. 

Each  man  on  the  pay  roll  of  this  depart¬ 
ment  should  be  furnished  with  a. supply  of 


cards.  Form  4  (properly  headed)  upon 
which  he  is  required  to  account  each  day 
for  his  full  time,  showing  the  job  numbers 
and  the  length  of  time  spent  on  each  job 
upon  which  he  worked.  Upon  the  reverse 
side  or  back  of  the  card  he  must  show  any 
materials  used  which  were  not  charged  di¬ 
rect  to  the  jobs  on  Form  5.  From  Form  4 
the  distribution  of  the  pay  roll  may  be 
checked  with  the  paymaster  at  stated 
periods.  To  facilitate  this,  make  a.  daily 
recapitulation  and  check  it  with  the  time¬ 
keeper  to  see  that  each  man  has  accounted 
on  his  card  for  the  correct  number  of  hours. 
The  foreman  of  each  division  should  also 

WORKMAN’S  DAILY  REPORT. 

PAY  ROLL 

NO . - .  DATE . 190-... 

DEPT.  10. 


TIME. 


ORDER  NO. 

TIME 

COMMENCED 

TIME 

COMPLETED 

HOURS 

• 

approved:  no. 


OEP'T  SUP’T. 

Form  IV 

report  his  time  on  this  forrn,  apportioning 
it  to  the  different  jobs. 

SUPPLIES. 

All  supplies  for  this  department  (except 
those  bought  specially  for  construction 
work,  such  as  new  machines,  bills  of  ma¬ 
terials  for  new  buildings,  etc.)  are  carried 
in  the  supply  department  and  when  any 
of  them  are  required  they  are  secured 
through  requisition  on  Form  5,  across  the 
face  of  which  the  job  number  must  be 
marked.  A  supply  of  these  requisitions 
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PACKING  HOUSE  CONSTRUCTION  AND  REPAIR  DEPARTMENT 

JOB  TICKET 


Required  for 


The  following  work  and  materials: 


Date 


Order  issued. 
. . . M 


190.. 


Signed 


Department  Superintendent 


Approved . 

General  Superintendent 


Form  I. 


Wori\  Cleon 


Fir)ist)ed. 


por 


)epT. 


Job  N o. 


biviQio'iy^ 


bescnptior)  oj  Job 


Ar\ou 


21 


Toto  I 


Corn  r I 


M  A.T  E.Ri  A  L 


M  n  b  0  n 


l-AQ  O  l\ 


Pnl 


21- 


M  A  f  L  R  iTTil 


bcciie 


AACoR 


XT 


Rouiti^'t 


I  0 


CnARGEib 


iqp 


Oi  LL  N  O 


Cost 


bsiTAI  L-  OF  L  AtbOR  ANb  MATERIaH 


M  ate  ri  fi  1 


bebt 


Labor 


arte  No, 


ChoPi^i 


m= 


Cllar^eMo 


IgL 


An\opnt 


!htlr»erio 


AfAonnr 


Card  No 


AiAoupT 


Card  No. 


Arson  nt 


Form  II 


PACKING  HOUSE  Job  No . 

Construction  and  Repair  Department. 

To . - .  Division — Please  furnish  the  following  work  and  material 

For . . . . . ; . 

. . . . Date . -190 . 


This  order  must  be  PROMPTLY  returned  to  Con¬ 
struction  and  Repair  'Department  Office,  signed  by  tlie 
Department  Superintendent  when  job  is  completed. 

Completed . . . . . 190 . 


DEPARTMENT  SUPERINTENDENT. 


SUPERINTENDENT. 


PER.. 


Form  III 


must  be  kept  by  the  foreman  of  each  di¬ 
vision. 

In  case  of  supplies  being  used  which  are 
on  hand  in  the  construction  and  repair  de¬ 
partment,  such  as  iron  or  steel  in  the  black¬ 
smith  shop  (which  is  generally  taken  over 
in  whole  bars)  the  supply  should  be  shown 
on  the  back  of  the  labor  card,  Form  4, 
and  should  be  posted  to  Form  2  from  that 
card. 

In  case  of  supplies  being  used  which  are 


on  hand  in  the  construction  and  repair  de¬ 
partment,  but  which  are  charged  to  another 
job,  they  should  be  shown  on  labor  card. 
Form  4,  but  it  must  also  be  shown  what  job 
they  were  taken  from,  that  proper  credits 
may  be  given. 

It  is  the  practice  here  to  have  the  prices 
used  by  the  construction  and  repair  de¬ 
partment,  in  charging  supplies  to  the  dif¬ 
ferent  jobs,  agree  with  the  prices  used  by 
the  supply  department,  thus  doing  away 


tsTiPv-ciTe  No. 

Section  N 0 

( 

boTe 
EsTitn 
b  ro  vi/i  ( 

O.K. 

i9o 

cilecl  by 

tstirvate  Cost 

Estimate;  C 

OST 

■)A  No 

Cost 

OuJaV. 

J  f)  h  N  o 

bescriptioi^ 

Rcte 

Mintcr'icil 

iobor 

Torci  1 

Renvo  rK  s 

• 

i'orm  VII 
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USE  SEPARATE  ORDER  FOR  PROOUCT  AND  SUPPLIES. 


TRANSFER  ORDER  NO. 


TO- 


DEPT. 


.190. 


PLEASE  DELIVER  THIS. 


-DEPARTMENT  THE  FOLLOWING! 


QUANTITY 


ARTICLES 


PRICE 


AMOUNT 


approved: 


signed: 


OCPT.  SUPT. 


Form  V 


with  any  chance  o^^Ppvering  up  an  exces¬ 
sive  labor  expense. 

Supplies  unused,  or  left  over,  after  a 
job  is  completed,  should  be  returned  to  the 
supply  department  and  charged  to  it. 

COMPLETED  JOBS. 

These  should  be  reported  promptly  on 
Form  6,  made  in  triplicate.  The  original 


and  triplicate  should  be  sent  to  the  depart¬ 
ment  for  which  the  work  was  done ;  the 
foreman  of  that  department  should  sign  the 
original  and  return  it,  when  it  should  be 
sent  to  the  main  office,  where  proper  credit 
will  be  made  to  this  department  and  proper 
charge  made  to  the  department  for  which 
the  work  was  accomplished.  The  duplicate 


ORIGINAL. 

COMSTRUCTIOH  AND  REPAIR  DEPARTMENT.  . . 

MEMORANDUM  OF  CHARGE.  OIKce  Mo . 

For . .  .  _  .  .  „  _  -  -  - 

Charge  to . . Dept,  and  Credit  as  follows: 

LABOR 

SUPPLIES 

TOTAL 

Division  No.  lO-l-MACHINE  SHOP . 

“  “  10-2— CARPENTER  SHOP . 

•*  “  10-3— MASON . 

••  “  10-4— PAINT  SHOP . 

“  ••  lO-S-TiN  SHOP . 

•*  "  10-6-SCALE  SHOP . 

“  “  10-7— ELECTRIC  AND  GAS  LIGHTING . 

"  “  10-8— SEWING  AND  LAUNDRY . 

«  ••  IO-9-COOPER  SHOP . 

/ 

“  “  10-10  — ROUSTABOUT . | 

TOTALS . 1 

.Date . -190 .  Signed . .  ...  _ 

Form  VI 
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JobNo.. 


P^iicKin^  At_ 


original  . 

C  O  rsj  STR-O  CTl  ON  Rfc-CORb 


C oijsecuTive  N o 


jQo- 


mo  5=*ARTMfcNT 

»  Nb’OR^^tS  CE^  S&CTtOrvi  ,  , 

Mach'inf rs>  ■  .  .  .   -  OetCllLQ’^LPT. 

Mnterini  ' 

1-  ‘1 13  0  r- 1 

'  '  'Material 

L  G'  1  JO 

ToTnl  Material 

Total  Lflbor 

ToTal  Mmterlai 

Total  i-i.ll3or 

li)surn(jc«  Vcilu*  Ouildii)^**  Ifjcrtaied  ^ 

fNOTE..  "Kreai*i  Iniurahle  >ialvt  U 

ivrghle  yo/i^e  oi^iy  to  T^e  tnjiijr  rje  4iJf«rei)<jt 


___„  l()burnijceVfllut  oj  Mncl^i')ety  li)cr?obecl  ^ 

fo  full gr\ounf  ofTIfe  corjiTmcTi'on,  ReioqsTrucTiui)  si)d  ref3/g(e'^fi)ri  ‘ocr 
■eenmerien'ciir'b-fnf  Df/ilnal  andTlJeacThtll  coiT  of  proboied  yYor4\. 


creait  Ttje 


ACCOOIjtilj^  bebi^<)OtiOI). 


•iMOT^b: 


JSebT  AccTs 
.PnVf*»as+«  •“ 

- bejj-r. 


Dibtr'ib'utior)  ol  AccTj 

f-obn'< 


CoKbtnjCTi’on  bf  [?T. . 


7irriViraRV‘'*civ% , 

‘^^'|:)trif)tfi)c)tt)t  - - 


■  O^te  Mcibfl^e> 


Form  VIII 


should  be  sent  to  the  general  superinten¬ 
dent  for  his  information  and  file. 

FILING. 

Form  2  should  be  filed  by  the  construc¬ 
tion  and  repair  department  and  attached  to 
it  should  be  the  orders  on  Form  3  to  fore¬ 
men  of  the  divisions  for  the  work,  which 
orders  should  show  when  the  work  was 
started  and  when  finished.  The  original 
order  on  Form  1  should  also  be  attached. 

INVENTORY, 

At  inventory  time  the  construction  and 
repair  department  should  inventory  all  un¬ 
finished  work,  showing  each  job  separately. 
This  is  readily  accomplished,  as  all  that  is 
necessary  is  to  foot  Form  2  which  is  kept 
posted  each  day.  Any  supplies  that  may  be 
on  hand  in  the  different  divisions  which 
have  not  been  charged  direct  to  a  job 
should  also  be  shown  on  the  inventory. 

5(C 

The  foregoing  is  the  regular  routine  of 
the  department  and  has  been  left  unbroken. 
The  following  is  quite  as  important,  al¬ 
though  incidental. 

Estimates  of  cost  of  work  may  be  pre¬ 
pared  on  Form  7  and  submitted  to  the 
proper  officers  before  Form  1  is  issued  and 
the  work  actually  started. 


If  the  work  proposed  tends  to  increase 
or  decrease  the  insurable  value  of  the 
buildings  or  machinery,  report  should  be 
made  on  Form  8  by  the  construction  and 
repair  department  immediately  upon  re¬ 
ceipt  of  Form  1.  It  will  readily  be  seen 
that  this  report  will  be  required  for  all  new 
work,  also  for  reconstruct'on  work  which 
is  not  simply  a  replacement,  as  well  as  for 
the  installation  or  removal  of  machinery  or 
the  removal  of  same  from  one  insurance 
section  to  another. 

In  case  of  work  being  done  for  outside 
patrons  or  subsidiary  plants  regular  ship¬ 
ping  order  is  required.  Same  to  be  handled 
by  the  shipping  department  the  same  as 
orders  for  regular  product.  The  construc¬ 
tion  and  repair  department  will  attach  Form 
6  to  their  shipping  order  when  the  work  is 
completed,  from  which  it  will  be  invoiced 
by  the  invoicing  department  and  proper 
credit  given  by  the  distribution  department. 

Emergency  jobs,  or  “break-downs 
should  be  handled  in  accordance  with  the 
regular  routine,  except  that  the  superinten¬ 
dent  may,  at  his  discretion,  give  this  de¬ 
partment  authority  to  proceed  without  wait¬ 
ing  for  his  signature,  thus  facilitating  quick 
action. 


Collecting  Information  for  Retail  Credits 

THIS  ARTICLE  DESCRIBES  THE  EFFORTS  AND  PLANS  NOW  BEING  MADE  TO  FURNISH  THE 
RETAILER  THE  SAME  PROTECTION  IN  THE  SUPPLYING  OF  CREDIT  INFORMATION  AS 
IS  ENJOYED  BY  HIS  FELLOW  MERCHANTS  IN  THE  JOBBING  AND  WHOLESALE  LINES 

By  FRED  WOODWORTH 

Local  Mercantile  Agency,  El  Paso,  Texas 


ERE  and  there,  in  the  retail 
world,  we  occasionally  find  a 
man  Or  firm  who  seems  to  be 
able  to  successfully  handle 
a  “cash”  business,  but  they 
are  few  and  far  between  in  comparison  to 
those  who  do  business  by  extending  credit, 
as  well  as  selling  for  cash,  for  it  seems  to 
take  a  man  with  a  rare  degree  of  energy  and 
business  ability  to  do  an  exclusive  cash  busi¬ 
ness,  and  there  is  little  doubt  in  my  mind  that 
if  the  same  person  would  put  the  same 
push  and  energy  into  the  business,  but 
handling  both  classes  of  trade,  the  profits 
on  the  increased  volume,  would  be  so  far 
in  excess  of  the  losses  occasioned  by  the 
credit  customers,  that  they  would  show  up 
handsomely  on  the  right  side  of  the  profit 
and  loss  account  at  the  end  of  the  year. 

There  are  really  very  few,  though,  do¬ 
ing  a  strictly  cash  business,  the  majority 
using  this  simply  as  a  pretext  to  refuse 
credit  to  those  whom  they  do  not  know, 
or  do  not  regard  as  worthy  of  credit,  and 
being  very  glad  to  extend  credit  to  anyone 
known  to  be  good. 

Accepting  it  then  as  a  fact,  that  the 
great  percentage  of  the  retail  business  is, 
and  will  continue  to  be  done  both  for  cash, 
and  by  extending  credit,  the  question  is 
to  find  a  means  to  keep  the  losses  under 
the  latter  to  a  point  where  this  class  of 
business  can  be  made  profitable.  For  half 
a  century  or  more,  there  have  been  mer¬ 
cantile  agencies  and  branches  throughout 
the  country  ready  to  give  the  manufacturer 
and  jobber  every  assistance  possible  to  de¬ 
termine  who  was  worthy  of  credit,  and 
how  much,  and  who  not,  so  that  today  they 
are  depended  on  to  the  point  where  it  would 
be  impossible  to  transact  our  vast  volume 
of  business  without  them. 

But,  it  was  only  in  recent  years  that  the 
effort  was  made  to  furnish  the  retailer  the 
same  protection,  and  even  now  the  move¬ 
ment  is  in  its  infancy,  but  happily  the 


movement  is  growing  fast  each  year,  so 
that  another  decade  will  probably  find  an 
agency  m  every  town  of  any  size  at  all. 

In  the  absence  of  an  agency  to  furnish 
him  credit  information,  the  merchant  has 
to  struggle  along  as  best  possible,  relying 
entirely  for  his  credit  reports  upon  what 
he,  or  his  clerks,  may  have  heard,  or  know 
in  regard  to  the  applicant,  unless  the  latter 
is  a  stranger,  when  he  is  “sized  up”  by  ap¬ 
pearances,  and  the  merchant  trusts  to  luck 
that  he  will  get  his  money. 

The  system  I  shall  describe  has  been  in 
successful  operation  here  for  the  past  five 
years,  and  follows  closely  that  indorsed 
by  The  National  Association  of  Retail  Gro¬ 
cers. 

The  success  depends  upon  the  hearty  co¬ 
operation  of  the  merchants,  and  if  this  they 
will  give,  and  follow  closely  the  ratings  and 
corrections  (which  represent  the  experi¬ 
ence  of  other  merchants  with  the  party),  a 
credit  business  can  be  successfully  carried 
on,  with  the  losses  reduced  to  a  fraction  of 
a  per  cent. 

They  must  eliminate  petty  jealousies, 
and  the  feeling  that  a  man  is  an  enemy 
simply  because  he  is  a  competitor — they 
are  brothers  in  a  common  cause  and  can 
accomplish  infinitely  more,  particularly  in 
the  credit  line,  by  mutual  assistance,  tnan 
bv  trying  to  put  the  other  man  out  of  busi¬ 
ness.  They  have  only  to  look  at  the  labor 
unions  to  realize  what  can  be  accomplished 
by  co-operation.  The  initial  loss,  in  some 
cases  cannot  be  prevented ;  but  the  loss 
need  not  be  borne  by  more  than  one  firm  in 
a  given  line,  and  it  is  by  this  being  dis¬ 
tributed  among  the  merchants  that  it  is 
equalized  and  reduced  to  a  minimum — 
when  one  merchant  suffers  a  loss,  the  others 
are  promptly  advised,  and  are  so  protected. 

In  a  place  not  large  enough  for  the 
agency  to  be  a  business  in  itself,  it  can  be 
carried  on,  say,  bv  a  public  stenographer, 
or  a  young  attorney  with  not  enough  prac- 
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tice  to  occupy  all  his  time,  who  can  earn 
in  addition  to  the  income  from  the  credit 
information,  fees  in  collections  and  suits 
resulting  therefrom. 

In  starting  an  agency,  the  first  thing  is 
to  make  it  a  condition  of  membership  that 
the  merchant  furnish  a  list  of  his  cus¬ 
tomers,  good  and  bad,  with  the  amount  he 
has  found  them  good  for,  the  way  they 
have  paid  him,  if  delinquent,  the  amount 
and  for  how  long.  Here  it  comes  out  that 
the  manager  of  the  agency  must  be  a  per¬ 
son  in  whom  the  merchants  have  confidence, 
for  with  this  information,  much  could  be 
done  to  abuse  their  confidence.  It  is  well 
for  the  manager  of  the  agency  to  take  this 
data  in  person,  as  there  are  a  number  of 
cases  where  the  merchant  will  make  state¬ 
ments  having  an  important  bearing  on  the 
credit  of  the  customer,  which  facts  could 
not  be  borne  in  mind  and  repeated  by  a 
third  party.  Some  people  pay  one  man, 
for  a  cause,  such  as  having  a  relative  in 
the  store,  but  would  not  make  desirable 
credit  customers  for  another  firm,  or  credit 
might  be  extended  by  a  merchant,  who,  al¬ 
though  he  was  being  paid  promptly  would 
not  recommend  the  party  for  credit  to  a 
fellow  merchant,  and  such  facts  only  come 
out  by  personal  talks. 

By  the  time  you  have  gone  the  rounds, 
and  have  lists  from  the  grocer,  butcher, 
baker,  dry  goods  man,  clothing  man,  real 
estate  agent,  etc.,  you  will  have  a  very 
complete  record  of  how  a  person  pays, 
based  on  the  actual  experience  of  five  to 
ten  merchants  in  different  lines.  You  will 
find  many  curious  facts  staring  you  in  the 
face — a  man  who  pays  his  house  rent 
promptly  will  not  pay  his.  grocer  and 
butcher,  and  vice-versa,  and  you  will  find 
two  merchants  in  the  same  line  making 
entirely  different  reports  on  the  same 
party,  which  will  call  for  an  investigation 
to  bring  out  the  facts,  so  you  will  be  in  a 
position  to  make  an  intelligent  report  when 
called  on. 

As  a  rule,  with  all  these  facts  before  you, 
it  is  an  easy  matter  to  strike  a  safe  average 
as  to  how  a  party  pays  his  accounts,  but 
where  there  is  too  great  a  conflict  in  the 
reports  you  have,  it  is  best  to  rate  him  in 
the  key  that  calls  for  a  special  report,  then, 
on  inquiry,  lay  before  the  merchant  the 
facts  you  possess,  and  let  him  use  his  judg¬ 
ment.  As  to  why  a  merchant  should,  or 
what  right  he  has  to  give  the  above  infor¬ 


mation — if  the  customer  has  paid  his  bills 
promptly,  it  is  due  him  that  the  merchant 
make  a  good  report,  no  matter  where  he 
wishes  to  trade,  and  if  he  does  not  pay 
promptly,  then  it  is  due  your  fcKow  mer¬ 
chant  to  protect  him  from  such  people,  in 
return  for  his  protection  of  your  interests. 

Having  gotten  complete  lists  from  your 
subscribers,  you  are  now  ready  to  get  them 
in  condensed  form,  showing  the  record  of 
each  man,  and  for  this  the  best  results  can 
be  obtained  by  use  of  the  card  system,  vary¬ 
ing  in  size  according  to  the  size  of  your 
town,  or  city.  I  use  the  form  illustrated, 
Form  I,  which  is  a  3x5  size,  and  especi¬ 
ally  ruled,  which  I  find  meets  all  require¬ 
ments.  In  the  first  column  is  placed  the 
date  the  information  is  given,  in  the  sec¬ 
ond  the  key  number  representing  the  firm 
giving  it,  which  I  think  is  better  to  have  in 
this  form,  for  convenience  sake,  and  to 
prevent  the  name  of  any  firm  appearing 
and  being  seen  by  an  outsider  who  mighi 
see  some  of  the  cards.  In  the  third  is 
placed  the  key  rating  representing  the  way 
he  has  paid  that  merchant. 

Should  you  wish  to  make  any  data  other 
than  the  simple  key  letter,  simply  mark  in 
the  rating  column,  “Over”  and  place  what¬ 
ever  you  wish  on  the  back,  or  should  this 
be  too  small,  paste  a  sheet  of  paper  the 
size  of  the  card,  along  the  top  edge,  which 
will  give  you  all  the  space  ever  needed. 

It  is  well  to  use  a  large  subdivision  of 
the  alphabet,  which  affords  quick  reference 
to  any  name. 

With  all  your  cards  written  up  from 
the  lists,  complete,  as  to  occupation  and 
address,  from  the  directory,  or  if  your 
place  is  too  small  to  have  one,  get  this 
information  at  the  time  you  get  the  list 
from  the  merchant. 

You  are  now  ready  to  compile  the  infor¬ 
mation  in  book  form  which  in  a  small  place 
can  be  done  in  your  own  office,  with  a 
Neostyle,  but  in  a  large  place  you  will  want 
to  have  it  printed  and  nicely  bound. 

Use  a  key  along  the  following  line  to 
represent  your  ratings, — Al.  Prompt  pay- 
A.  Good,  but  may  be  somewhat  slow.  B. 
Very  slow.  C.  Not  desirable  as  a  credit 
customer.  X.  Inquire  for  special  report. 
Z.  Change  of  rating. 

Iq  the  “X”  reports  will  be  embraced 
people  in  regard  to  whom  your  informa¬ 
tion  is  insufficient  to  warrant  a  positive 
rating;  in  regard  to  whom  your  reports 
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are  very  conflicting,  and  people  against 
whom  there  are  reported  to  you  “unsatis¬ 
fied  liabilities.”  It  is  better  to  place  the 
latter  under  this  rating,  for  some  are  pay¬ 
ing  up  all  the  time,  which  fact  the  mer¬ 
chants  are  prone  to  forget  to  report,  so 
that  if  you  have  them  rated  flatly,  as  hav¬ 
ing  “unsatisfied  liabilities,”  you  are  apt  to 
do  them  an  injustice,  and  in  some  states, 
too,  there  is  a  law  which  would  prevent  it. 
Your  rating  to  ask  for  a  special  ,  report 
protects  the  merchant,  for  he,  noticing  it, 
would  not  make  the  sale  without  consult¬ 
ing  you,  then  you  can  investigate  the  party’s 
standing  and  ascertain  if  he  has  settled  his 
obligations,  and  advise  accordingly. 

You  now  have  your  information  com¬ 
plete  and  up-to-date,  and  in  keeping  it  so, 
lies  the  value  of  your  agency,  and  this  re¬ 
quires  close,  conscientious  work. 

Call  on  the  merchants  as  often  as  pos¬ 
sible,  getting  reports  from  them  as  to  those 
who  are  getting  delinquent  to  the  point 
where  it  would  be  dangerous  for  another 
merchant  to  take  up  the  account,  for  with 
some,  this  is  the  time  when  they  change 
to  another  merchant,  having  reached  the 
limit  of  their  credit,  with  the  first  one,  so 
if  you  have  an  inquiry  from  a  grocer  in  re¬ 
gard  to  a  party  whom  your  records  show 
has  been  trading  at  another  place,  it  is 
well  to  make  the  inquiry  at  the  former 
place  to  see  if  the  account  has  been  set¬ 
tled  in  full.  It  will  accomplish  a  great  deal, 
if  the  merchants  will  report  to  the  office 
as  soon  as  a  customer  quits,  and  fails  to 
settle  up  his  account.  You  will  find,  too, 
that  some  have  been  temporarily  delin¬ 
quent,  and  are  paid  up,  so  are  entitled  to 
a  change  in  their  rating.  All  this  informa¬ 
tion,  as  well  as  the  names  of  the  new 
people,  you  will  get  out  in  a  daily,  weekly 
or  monthly  supplement,  according  to  the 
size  of  your  location,  and  the  rapidity  with 
which  the  population  shifts — m  a  railroad 
center,  it  shifts  rapidly. 

Your  first  trouble  will  doubtless  come 
up,  when  a  new  party  makes  application 
for  credit,  and  the  merchant  neglects  to 
get  information  as  to  where  he  is  from, 
yet  expects  the  report  just  the  same!  '  You 
will  find  the  most  trouble  from  this  cause 
from  the  grocers  and  butchers,  for  whom 
practically  all  the  new  customers  are  se¬ 
cured  by  the  delivery  boys,  and  on  whom 
it  seems  to  be  an  impossibility  to  impress 


the  importance  of  getting  this  information. 
They  know  that  the  appreciation  of  their 
services  is  enhanced  every  time  they  secure 
a  customer,  so  keep  close  watch  on  vacant 
houses  on  their  route,  and  as  soon  as  one 
is  occupied,  they  try  to  secure  the  busi¬ 
ness,  and  are  probably  given  an  order.  The 
order  having  been  taken,  it  places  the 
grocer  in  a  delicate  position,  for  he,  in  a 
natural  desire  to  build  up  trade,  wants  the 
business,  but  feels  that  it  is  too  late  to  ask 
for  information  now  that  could  easily  have 
been  obtained  in  the  first  place,  and  at  the 
same  time  he  hates  to  fill  the  order,  not 
knowing  anything  at  all  in  regard  to  the 
party.  They  generally  end  up  by  asking 
the  agency  for  a  report,  with  nothing  at  all 
to  start  from,  and  some  times  the  latter  is 
able  to  learn  enough  to  enable  him  in  feel¬ 
ing  safe  in  trying  the  account  anyway. 

It  is  better,  however,  to  make  it  an  abso¬ 
lute  rule  to  compel  your  subscribers,  to  give 
you  the  late  address  of  the  party,  and  if 
possible  with  whom  he  did  a  credit  busi¬ 
ness  there,  then  it  is  only  a  few  days  to 
take  the  matter  up  by  mail  and  get  a  re¬ 
port.  You  will  have  to  work  up  a  line  of 
correspondents  throughout  the  country  to 
enable  you  to  do  this,  but  it  is  only  a 
question  of  time  to  do  this,  and  an  attor¬ 
neys’  list  will  be  of  great  help  to  you. 
which  can  be  gotten  and  kept  up-to-date 
for  a  small  amount. 

When  you  give  a  subscriber  a  report  on 
a  new  arrival,  follow  it  up  for  a  number 
of  months,  by  inquiring  of  the  merchant 
as  to  whether  the  account  is  being  paid 
satisfactorily.  I  usually  inquire  the  first  of 
each  month,  or  pay  day,  for  two  months, 
then  skip  two  or  three  months,  when  if  the 
party  pays  according  to  the  report,  I  feel 
safe  in  rating  him.  For  this  I  use  a  small 
“tickler.” 

No  merchant  should  open  an  account 
with  an  unknown  party  without  getting  a 
report  from  his  last  place  of  residence,  for 
often  a  dishonest  party  will  open  an  ac¬ 
count,  pay  it  very  promptly  for  a  few 
months,  then  use  this  merchant  as  a  ref¬ 
erence  and  a  means  to  swindle  others,  using 
the  first  as  a  “scapegoat,”  so  to  speak. 

Collections  will  come  to  you  naturally,  and 
from  them  you  will  derive  a  great  deal  of 
credit  information,  as  well  as  some  in¬ 
come,  so  you  must  be  prepared  to  take  care 
of  them,  and  to  be  able  to  report  promptly. 
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The  Loftis  System  at  Christmas  Time 

Makes  Ten  Dollars  Do  the  Work  of  Fifty 

It  enables  persons  in  all  circumstances  to  make  beautiful  and  appropriate  Christmas 
Gifts.  Everyone  at  Christmas  time  is  anxious  to  give  their  loved  ones  handsome 
Christmas  presents,  but  it  is  not  always  convenient. 

The  Loftis  System  of  Credit  Means  Convenience 

secuiity,  no  publicity.  It  is  simply  a  matter  of  confidence  and  convenience  between  honorable  people.  Eo 
not  think  that  you  must  give  a  cheap,  ordinary  present  because  you  can  only  spare  a  few  dollars  just  now, 
renaember  that  Ten  Dollars  does  the  work  of  fifty.  A  small  first  payment  and  we  will  deliver  at  once  the 
Diamond,  Watch  or  piece  of  jewelry  you  may  select.  ' 

Aiil*  HanrlonmA  a  Is  resplendent  with  thousands  of  beautiful  Jewelry  suggestions 

UUr  ndllQSOniC  LUriStlUdS  UdtdIOQUC  Gifts,  Diamond  Rings,  Pins,  Brooches  and  Earrings, 

■  _  ,,  Chatelaine  Watches,  Silverware,  etc.,  for  Wife,  Sweetheart,  Sister 

or  Mother.  Sparkling  Diamond  Studs,  Scarf  Pins  and  Cufif  Buttons,  Watches,  Match  Safes,  Fobs,  etc.,  for  Husband,  Father 
or  Brother.  With  Its  aid  you  can  select  in  the  privacy  of  your  own  home  suitable  Gifts  for  all,  both  old  and  young.  May 
we  not  have  the  pleasure  of  sending  you  a  copy  I 

Tm.A  RiAnS-f-  competition  with  the  entire  world  (both  the  United  States  and  foreign  coun- 

I  rUv  iilvril  mUIS!  furies)  at  the  St.  Louis  World’s  Fair  our  Goods,  Prices,  Methods  and  Terms  I 
m  WOO  tho  Gold  Mcdal.  The  Highest  Award.  No  stronger  endorsement  of  THE  ' 

LOFTIS  SYSTEM  could  be  given.  This  together  with  the  fact  that  we  are  the  largest  and  oldest  estab¬ 
lished  Jewelry  House  In  the  U.  S.,  and  that  we  refer  you  to  any  bank  anywhere  or  any  commercial  agency 
as  to  our  reliability  and  standing,  should  Interest  you  In  our  liberal  offer  to  send  to  you  our  Handsome 
Christmas  Catalogue  and  to  extend  to  you  our  most  liberal  terms  as  an  aid  to  you  In  making  Christmas  a 
truly  Happy  Season. 


Do  Your  Christmas  Shopping  Now. 


Let  us  suggest  that  you  do  your  Christmas  Shopping  now. 
conveniently  and  leisurely  In  the  privacy  of  your  own  home. 
Select  from  our  Handsome  Catalogue  the  articles  you  desire 
and  we  wll  send  them  to  you  for  examination  and  approval.  If  satisfactory  retain  them,  paying  one-tlfth  the  cost 
and  tne  balance  In  eight  equal  monthly  payments;  If  not,  return  to  us.  We  take  all  risks  and  pay  all  expre-s charges. 
N  ow  is  the  time  to  secure  the  choice  selections  and  have  ample  time  to  Inspect  the  goods.  W rite  for  Catalogue. 

There  Is  no  better  Investment  than  a  Hlamond,  they  have  Increased  In  value  more  than  twenty  per  cent, 
during  the  past  twelve  months  and  Diamond  experts  predict  an  even  greater  increase  during  the  coming 
year.  Write  to-day  for  our  SPECIAL  CHHiSTMAS  CATALOGUE. 


lOFTIS 

■■I  BROS  &  CO.  1^8 


DIAMOND  CUTTERS 

Watchmakers,  Jewelers 

Dept. P-39.  92  State  Street 

CHICAGO,  ILLINOIS,  U.  S.  A. 
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A  No.  10  heavy  manilla  envelone  is  what 
I  use,  on  which  is  placed  the  name  and  ad¬ 
dress  of  the  debtor  and  creditor,  date  and 
amount  of  the  bill.  Also,  on  the  lower  part 
is  noted  the  date  each  time  the  bill 
is  presented,  what  the  party  says,  any  pay¬ 
ments  made  and  remittances  to  cover,  or  the 
return  of  the  account  as  uncollectible,  which 
gives  you  a  complete  record  of  the  matter. 

On  receipt  of  the  account,  it  is  given  a 
number  corresponding  to  the  number  or 
the  envelope  in  v/hich  it  is  placed,  and  the 
account  is  reported  to  the  creditor  under 
this  number.  Then  with  a  Graves,  or  some 
quick  reference  index,  enter  the  name  of 
the  account,  placing  in  the  space  for  page 
number,  the  number  of  the  envelope,  so  it 
takes  only  a  moment  to  refer  to  any  ac¬ 
count. 

The  envelopes  are  numbered  numerically, 
and  alw.ays  kept  so,  being  replaced  in  order 
after  the  collector  is  through  with  them. 
1  use  a  “tickler”  for  following  up  the  ac¬ 
count,  and  each  time  an  account  is  brought 
back,  I  simply  note  on  a  card  the  number 
of  the  account,  then  file  it  ahead  under  the 
date  the  party  states  to^  .“call  again,”  and 
in  this  way  no  item  is  overlooked. 

The  merchant  will  use  your  book  largely 
as  the  jobber  that  of  the  larger  agencies, 
having  before  him  the  record  of  the  ex¬ 
perience  of  other  merchants,  and  in  addi¬ 
tion,  can  request  a  special  report  which 
will  enable  him  to  learn  just  how  the  party 
stands  at  that  time,  the  information  in  the 


office  possiblv  being  several  months  old. 
Having  such  information  at  hand,  the  credit 
man  is  enabled  in  most  cases  to  pass  on 
an  application  for  credit,  or  the  request  to 
the  clerk,  “Please  charge  that,”  without 
the  need  of  a  personal  interview,  which  is 
very  desirable,  as  most  of  the  customers 
are  women,  and  these  dread  being  inter¬ 
rogated,  and  in  addition,  by  not  being  ques« 
tioned,  the  inference  is  drawn  that  the> 
are  well  and  favorably  known,  so  feels 
kindly  towards  the  store. 

Even  if  the  agency  does  not  have  a  rec¬ 
ord  of  the  party,  if  he  has  lived  in  the 
place  for  any  length  of  time,  enough  infor¬ 
mation  can  be  gotten  in  a  little  while  to 
enable  the  credit  man  to  risk  the  first  small 
charge,  or  in  turning  down  the  account  as 
undesirable.  Here,  where  the  agency  is  so 
well  established,  our  report,  either  way,  is 
in  a  great  majority  of  cases  accepted  as 
final,  and  the  merchant  goes  no  further  for 
information,  but  if  he  desires  to  keep  his 
own  records,  a  card  system  with  commer¬ 
cial  report  folders  such  as  are  furnished  by 
any  dealer  in  that  line,  will  enable  him  to 
keep  a  record,  not  only  of  the  agency  re¬ 
port,  but  also  of  others  that  he  gets  on  the 
party.  It  has  been  of  great  benefit  in  a 
number  of  cases  to  occasionally  ask  for  a 
special  report  on  a  party  who  is  accumu¬ 
lating  a  balance  without  any  explanation, 
in  which  case  I  require  the  party  asking 
for  the  report  to  give  his  reasons,  and  ex¬ 
perience  with  the  party,  feeling  that  the 
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Do  you  keep  your  Prices,  Costs  and  other 
Records  in  the  most  convenient, 

accessible  form  ? 

Or  have  you  been  using  bound  books  for  important  data?— If  so,  you  have  ex¬ 
perienced  difficulty  and  trouble  in  finding  certain  items  and  loss  of  time  in  look- 
ing  over  obsolete  entries. 

1  J  I—  *  1  1  all  obsolete  and  out  of  date  matter 

could  be  instantly  removed  and  new  sheets  inserted.  The  “Unimatic”  Book  is 

self  indexing  and  any  subject  may  be  referred  to  instantly.  Also  it  is  perfectly 
fiat  opening  the  sheets  may  be  written  on  from  edge  to  edge.  Being  bound 
in  genuine,  flexible  black  seal  grain  cowhide  leather  and  having  a  strong  simple 
mechanism,  positive  in  action,  it  will  last  a  life-time. 

O.  These  are  not  all  the  good  points  about  the  “Unimatic”  Book.  Select  and 
order  a  sample,  and  if  it  is  not  better  than  you  expected,  return  it  at  our  expense. 


Price  Book 


-o 


FaC'Simlle  of  Unlmatlc  Price  Book  Rulings. 
QUAPFULLE 


Net  Prices 


The  numbers  612,  532.  552,  632,  652,  7733, 
7752,  732  and  752  are  carried  in  stock,  both 
side  opening  and  end  opening. 

The  numbers  212,  2412,  and  4412  will  fit 
the  vest  pocket.  The  other  sizes  are  for 
the  coat  pocket  and  desk.  See  stock  rul¬ 
ings  on  opposite  page. 


FAINT  UNES 


$  AND  CTS. 


A‘  C01..UMN 


DOUBLE  ENTRY  LEDGER 


Im 


d,  A  slight  pull  on  the  metal  slide  opens  the  3  rings  simultaneously — a  push 
closes  them.  v 

^^riie  for  32“page  catalogue  of  S.  &  T.  Loose  Sheet  Devices 


Sieber  &  Trussell  Mfg.  Co., 


-4004 


Laclede  Avenue 

Largest  Exclusive  Manufacturers  of  Loose  Leaf  Devices 


St.  Louis,  Mo. 
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Other  merchants  who  are  going  to  give  in¬ 
formation  are  equally  entitled  to  any  in¬ 
formation  the  report  may  bring  forth. 

I  know  of  a  number  of  merchants  who 
use  my  reference  book  as  a  blue  book, 
and  one  particularly,  sent  a  personal  let¬ 
ter  to  each  party  with  a  good  rating,  ask¬ 
ing  him  or  her  to  open  an  account  with 
him!  This  liberal  acceptance  of  the  rat¬ 
ings  rather  took  nv  breath,  but  as  this  was 


done  some  eight  months  ago,  and  I  have 
heard  no  criticism,  I  take  it  that  he  is  not 
dissatisfied  with  the  results.  From  the  fore¬ 
going  article  you  will  readily  see  how  truth¬ 
ful  is  the  statement  that  the  merchants 
must  give  their  hearty  co-operation,  to 
make  a  success  of  the  agency,  but  tor  all 
they  give,  and  the  slight  expense  they  are 
put  to,  to  maintain  the  agency,  they  reap 
a  reward  of  many  fold. 


Keeping  in  Touch  With  Your  Salesmen! 

By  J.  LOUIS  ABLITT 


SIMPLE  method  of  keeping 
in  touch  with  our  salesmen 
can  be  described  as  follows : 

A  srnall  record  book  is  ar¬ 
ranged  by  allowing  one  or  two 
pages  for  each  salesman ;  the  page  is  headed 
with  the  salesman’s  name,  and  as  each  letter 
is  written,  it  is  numbered  and  the  number 
placed  on  the  line  on  the  page  for  the  sales¬ 
man  whose  name  appears  at  the  top  of  the 
page,  the  date  of  the  letter  is  placed  in  the 
second  column,  then  the  town  and  state,  the 
hotel  address,  and  a  blank  column  to  be 
used  in  checking  the  letters  when  acknowl¬ 
edged,  allowing  sufficient  room  in  the  latter 
column  for  the  date  to  be  placed  there. 

The  record  is  illustrated: 


J.  R.  CHILDS 


No. 

1905 

1905 

1 

2 

3 

4 

Mar.  8 
“  10 
18 

El  Paso,  Texas 
Amarillo,  “ 
Wichita  Faiis,  “ 

Hotel  Orndorff 
Elmhirst  Hotel 
St.  JaraesHotel 

Mar.  10 
“  15 

To  each  letter  is  attached  a  small  slip  as 
herewith.  The  number  of  the  letter  is 
placed  in  the  upper  left-hand  corner  of  the 
slip,  then  the  date  of  the  letter  can  be  filled 
in  with  a  rubber  stamp,  then  the  number 
and  date  of  the  previous  letter  and  the  ad¬ 
dress  to  which  it  is  sent,  can  be  inserted 
as  indicated. 


When  a  letter  is  received  by  a  salesman 
he  immediately  signs  the  slip  and  returns 
It  with  his  next  letter  to  the  house  or  with 
his  daily  report,  if  he  makes  such.  When 
the  slip  reaches  the  home  office,  the  date  of 
its  receipt  is  placed  immediately  under  the 
date  it  was  sent.  After  all  the  mail  has 
been  opened  and  distributed,  and  at  any 
time  during  the  day  when  convenient,  the 
slips  may  be  checked  on  the  record  and  the 
date  placed  in  the  column  at  the  extreme 
right. 

It  will  be  noted  that  the  slip  provides  the 
address  of  the  preceding  letter  and  requests 
that  the  salesman  have  it  forwarded  if  not 
received.  In  this  way,  when  no  receipt 
reaches  the  office,  the  stenographer  or  other 
clerk  in  charge  of  the  record,  takes  the 
matter  up  with  the  salesman,  and  if  it  is 
thought  advisable,  can  also  instruct  the  ho¬ 
tel  to  which  it  was  addressed  to  forward 
it  at  once  or  return  to  the  writer. 

A  “time-saver”  in  having  letters  reach 
salesmen  promptly  is  a  neat  rubber  stamp 
placed  on  the  outside  of  the  envelope.  The 
salesmen  usually  leave  instructions  at  their 
last  hotel  to  forward  their  mail  to  their 
next  stop;  therefore  the  value  of  this 
stamp  is  readily  seen. 

There  are  one  or  two  other  manufactur¬ 
ing  concerns  in  this  country  using  some 
modification  of  this  system  and  I  do  not 
claim  the  original  idea. 
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Why  Are  You  in  Business  ? 


IDO  not  suppose  you  are  in  business  “for 
your  health,”  as  the  saying  has  it.  You 
aren  t  in  it  for  fun — you  could  get 
more  fun  some  other  way.  What,  then,  is 
your  reason  for  being  in  business  at  all? 

To  make  money,  you  say*  To  be  sure. 
That’s  what  each  of  us  is  after.  But  why 
do  you  wish  to  make  money?  So  that  you 
can  later  enjoy  yourself  upon  a  competence, 
of  course. 

Don’t  you  know  that  there  are  twenty 
million  more  just  like  you  in  this  country? 
Don’t  you  know  that  practically  every  in¬ 
habitant  of  our  land  has  the  same  aim? 
How  do  you  expect  to  out-distance  your 
competitors,  to  succeed  where  they  fail? 
What  is  your  equipment  for  a  special  suc¬ 
cess? 

You  have  something  to  sell — your  ser¬ 
vices.  Are  they  worth  as  much  as  the 
average?  Are  they  worth  a  little  more — a 
little  less?  You  may  rest  assured  that  you 
will  get  just  about  what  they  are  worth — 
certainly  not  more — at  least,  for  any  length 
of  time.  What,  then,  can  you  do  to  get 
more  for  them;  to  earn  more? 

You  must  make  your  services  worth 
more — that’s  plain.  It’s  easy  to  say,  isn’t  it? 
The  next  thing  is  to  do  it.  Let’s  get  down 
to  hard  facts  and  see  how.  It  does  not 
make  a  particle  of  difiference  whether  you 
are  an  employer  or  an  employe,  you  want 
to  enhance  the  value  of  your  time  just  the 
same.  There  are  many  ways  of  doing  this 
— but  most  of  the  ways  are  crowded. 

Why  not  try  a  way  which  gives  you  room 
— which  puts  you  in  a  class  by  yourself? 
What  regulates  trade?  Law,  business  law. 
What  do  you  know  about  business  law? 
Not  much,  probably.  Why  not?  It  probably 
never  occurred  to  you  to  take  note  of  the 
value  of  such  a  knowledge.  Think  it  over. 

There  is  not  a  line  of  work  you  can  men¬ 
tion  where  such  a  knowledge  would  not  be 
worth  good  hard  dollars  to  you  if  you  are 
an  employer  or  to  you  if  you  are  an  em¬ 
ploye.  Suppose  you  were  the  one  man  in 
your  establishment  who  understood  the 
subject.  Would  it  not  make  you  more  valu¬ 


able  to  3^ourself  or  to  your  employer?  There 
is  no  question  about  it.  It  would.  Legal 
questions  come  up  every  day  in  every  busi¬ 
ness.  Why  not  decide  them  yourself — and 
be  in  a  position  to  decide  them  correctly? 
There  is  not  a  single  reason  why  you  should 
not.  There  are  many  reasons  why  j^oh 
should.  Good,  solid,  substantial  business  rea¬ 
sons,  too.  Let  us  tell  you  what  they  are — it 
will  cost  you  nothing.  It  may  mean  dollars  in 
your  pocket.  As  I  said  before,  you  are  not 
working  hard  day  after  day  just  for  fun. 
Now  here  is  a  plain  business  proposition.  Of 
course  we’ve  got  something  to  sell,  but  all 
we  ask  of  you  is  an  opportunity  to  “show 
our  line”  as  the  drummer  says.  It’s  a 
pretty  poor  business  man  who  will  refuse  to 
look,  especially  when  it  costs  him  nothing 
and  he  is  under  no  obligation  to  buy.  All 
we  want  is  a  chance  to  tell  you  how  we  can 
benefit  you.  Not  how  we  can  benefit  some¬ 
one  else,  but  how  we  can  benefit  you  per¬ 
sonally.  If  what  we  tell  you  does  not  inter¬ 
est  you,  all  right.  No  harm  has  been  done; 
but  you  cannot  afiford  to  fail  to  hear  what 
we  have  to  say.  Who  was  it  said,  “Fortune 
knocks  once  at  every  man’s  door,  but  some 
people  expect  to  have  her  ring  the  bell.” 

Fill  out  the  coupon  and  mail  it  today. 

Be  careful  to  fill  out  the  line  giving  your 
position.  That  will  help  us  to  make  our 
advice  personal. 


To  the  Sprague  Correspondence  School  op 
Law, 

473  Majestic  Building,  Detroit,  Mich. 

Tell  me  how  I  can  gain  a  knowledge  of 
Business  Law  and  how  it  would  benefit  me 
to  have  such  a  knowledge. 

Name  . 

Address  . . 

City  and  State . 

Am  engaged  as . . 

The  information  is  to  be  sent  without  cost 
to  me. 


Systems  for  Railroads  (Ordering  and  Care  of 

Suppli  es) 

By  a.  a.  TILLETT 


ITH  the  presentation  of  the 
following  article  it  is  not  the 
intention  of  the  writer  to 
bring  out  any  new  form  or 
to  offer  any  suggestions  what- 
whatever  as  to  the  handling  of  similar  lines 
of  work,  but  to  give  in  as  brief  a  manner  as 
possible  the  general  handling  of  materials 
and  supplies  while  in  the  hands  of  the  store¬ 
room  department.  The  system,  however,  was 
organized  after  several  other  methods  had 
proven  unsuccessful  and  is  now  in  use 
where  a  stock  ranging  from  $75,000  to  $125,- 
000  is  constantly  carried. 

As  the  intention  is  to  show  only  the  ac¬ 
counting  of  the  material  in  the  storeroom 
no  attempt  is  made  to  explain  the  payment 
of  bills  as  this  would  properly  belong  to 
the  voucher  system. 

The  shops  of  the  Pennsylvania  Railway 
Company  are  divided  into  two  main  de¬ 
partments,  car  department  and  locomotive 
department.  These  departments  are  again 
divided  into  sub-departments.  The  car  de¬ 
partment  has  a  storeroom  or  supply  de¬ 
partment  where  the  greater  part  of  the  sup¬ 
plies  used  by  the  car  department  are  car¬ 
ried.  Stores  of  material  which  are  used  by 
one  department  only  are  cared  for  by  such 
department.  In  case  of  iron  for  the  black¬ 
smith  shop,  tin  for  the  tin  shop,  or  boiler 
iron  for  the  boiler  shop  which  is  used  al¬ 
most  exclusively  by  these  departments,  it  is 
found  quite  convenient  to  have  them  carry 
this  line  of  stock. 

The  general  storeroom,  which  is  as  con¬ 
veniently  located  to  all  departments  as  pos¬ 
sible,  and  from  which  all  may  draw  sup¬ 
plies,  is  the  most  important  and  by  follow¬ 
ing  the  system  in  vogue  in  handling  this  de¬ 
partment  we  will  have  a  general  outline  of 
the  stock  accounting  system  as  the  handling 
of  the  stock  by  the  sub-departments  varies 
only  in  a  few  minor  details  which  I  hardly 
think  is  of  sufficient  importance  to  discuss 
here. 

CLASSIFICATION  OF  MATERIALS. 

All  supplies  and  materials  are  classified 


under  stock  accounts  ranging  from  Stock 
account  No.  1  to  Stock  account  No.  48. 
That  IS,  all  ^materials  of  a  like  nature  are 
handled  under  one  stock  account.  For  ex¬ 
ample,  Stock  account  No.  1  would  cover  all 
air  brake  material.  Stock  account  No.  2  all 
axles,  etc. 

REQUISITIONS. 

In  order  to  gain  the  advantage  of  buying 
in  large  quantities,  supplies  are  ordered  by 
the  general  shop  and  distributed  to  the 
minor  shops  upon  monthly  requisitions.  In 
ordering  some  lines  of  supplies  it  is  advan¬ 
tageous  to  have  the  minor  shops  make 
requisition  on  the  purchasing  agent  and  ma¬ 
terials  ordered  in  this  manner  are  shipped 
direct  from  the  manufactory  to  the  shop 
making  the  requisition.  Requisition  Form 
1  is  used  for  this  purpose.  The  20th  of  the 
month  each  department  having  the  hand¬ 
ling  of  supplies  makes  up  requisition  card. 
Form  2,  and  delivers  to  the  general  store¬ 
keeper.  This  requisition  card  should  show 
the  stock  account  number  and  requisition 
number.  After  arranging  these  cards  in  the 
order  of  the  classification  of  the  supplies, 
they  are  recorded  in  the  requisition  book. 
Form  3,  each  card  being  given  a  number  as 
entered,  after  which  cards  are  mailed  to  the 
general  shop.  As  shipments  are  made  on 
these  requisitions  notice  showing  card  num¬ 
ber  and  requisition  number  together  with 
price  of  articles  shipped  is  mailed  to  the 
general  store-keeper  and  at  the  same  time 
notation  of  such  shipment,  quantity  and 
price  is  made  in  the  space  for  that  pur¬ 
pose  at  the  bottom  of  the  requisition  card. 
Each  shop  is  charged  through  a  monthly 
bill  with  the  amount  of  material  furnished 
on  requisition  during  the  month.  This  bill 
also  shows  requisition  and  card  number  on 
which  shipments  were  made.  When  ship¬ 
ment  is  completed  on  a  requisition  card, 
card  is  returned  to  the  shop  whence  it  came. 
This  card  will  show  price  at  which  sup¬ 
plies  should  be  billed  as  per  notation  made 
at  time  of  shipment  and  which  is  explained 
above. 
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Is  opened  for  the  people  by  only  I 
one  Insurance  Company  —  the 
LIFE-INSURANCE  CLUB  OF 
NEW  YORK. 

Membership  in  the  Club  will  bring  you 
absolutely  secure  old-line  life-insurance  at 
low  rates,  with  the  assurance  of  careful  and 
economical  management 

Your  premiums  may  be  deposited  with  the 
Club  in  small  monthly  sums — a  most  con¬ 
venient  and  easy  way  of  insuring. 

The  Club  has  a  representative  and  high- 
class  body  of  policyholders  (men  and  wo¬ 
men)  throughout  the  country. 

The  Club  issues  all  the  approved  forms  of 
policies,  and  gives  special  and  courteous  at¬ 
tention  to  every  one  who  writes  for  informa¬ 
tion. 

The  Club  has  no  agents,  no  branch  offices, 
no  expensive  methods  such  as  are  employed 
by  other  companies.  Its  aim  and  purpose  is 
.to  save  every  possible  dollar  for  the  policy¬ 
holder. 

Membership  and  insurance  are  arranged 
direct  with  the  applicant — 'by  mail  only.  You 
select  your  policy  in  the  quiet  of  your  own 
home,  without  having  to  dicker  with  an  in¬ 
surance  agent.  This  is  the  only  really  agree¬ 
able  way  to  arrange  insurance.  It  is  a 
triumph  of  convenience  and  economy. 

Write  at  once  for  information  while  you  have  the 
necessary  health. 

In  your  first  letter  please  DO  NOT  FAIL  to  an¬ 
swer  the  two  following  questions: 

Ist.  What  is  your  occupation? 

2nd.  What  is  the  exact  date  of  your  birth  ? 

Every  reader  of  The  Business  Man’s  Magazine—  I 
Clergymen,  Doctors,  Lawyers,  Teachers,  Students,  | 

Merchants,  Salesmen,  Farmers,  Housewives,  Stenog-  I 

raphers.  Nurses,  etc.,  are  invited  to  promptly  answer  Q 
this  announcement.  I 

When  you  write  kindly  mention  The  Business  | 

Man  s  Magazine,  and  we  shall  be  pleased  to  send  you  B 
a  free  subscription  to  “The  LICNY  DIAL,”  a  bright  I 
little  magazine  for  men  and  women  who  appreciate  Q 

economy  in  life-insurance.  B 

LIFE  INSURANCE  CLUB 
OF  NEW  YORK 

(Section  B-2)  i 

RICH.4RD  WIQHTMAN,  President  I 

425  Fifth  Avenue,  New  York  I 


The  Door  which 
Everybody 
Wants  to  Enter 
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As  soon  as  these  notices  and  cards  are 
received  by  the  general  store-keeper  they 
are  sorted  and  delivered  to  the  department 
first  making  the  requisition.  These  cards 
are  now  checked  with  the  material  received 
and  after  the  date  of  the  receipt  of  the  ma¬ 
terial  being  entered  on  the  card,  card  is 
returned  to  the  general  store-keeper. 

STOCK  CARDS. 

In  order  that  the  quantity  of  material  on 
hand  may  at  any  time  be  known  the  fol¬ 
lowing  system  has  been  devised  and  is  in 
use  in  the  general  storeroom.  Material 
handled  by  the  sub-departments  is  account¬ 
ed  for  in^a  similar  manner.  Form  4  shows 
the  stock  card.  These  cards  are  arranged 
in  a  card  case.  Each  drawer  of  this  case 
will  hold  about  500  cards.  The  drawers  arc 
subdivided  by  guide  cards  on  which  is 
printed,  or  written,  the  stock  account  name 
and  number.  Back  of  the  guide  card  the 
stock  card  will  be  found.  On  this  card  is 
written  the  name  of  the  particular  material 
it  represents,  stock  account  number,  blue 
print  number,  class,  pattern  number,  weight, 
bin  number  in  which  the  material  will  be 
found,  price  and  such  other  information  as 
will  likely  be  of  use  in  making  up  requisi¬ 
tions.  So  far  as  practical  the  storeroom  is 
divided  into  sections  conforming  with  the 
stock  accounts,  that  is  a  given  portion  of 
the  shelving  and  bins  is  set  aside  for  ma¬ 
terials  enumerated  under  a  given  stock 
account  and  all  material  properly  belong¬ 
ing  to  that  stock  account  will  be  placed  in 
such  shelving  or  bins.  Thus  by  having  the 
storeroom  so  arranged  we  have,  through 
the  stock  cards,  the  whole  storeroom  on  the 
desk  before  us  where  every  bin  or  shelf 
can  be  examined  without  leaving  the  desk 


and  in  a  much  quicker  manner  than  to  run 
all  over  the  building. 

This  arrangement  also  facilitates  the 
work  of  passing  out  the  supplies  to  the 
workmen  as  they  call  for  them  as  the  clerk 
will  know  at  once  where  any  particular 
kind  is  located.  After  the  requisition  cards 
are  made  up  and  entered  in  the  requisition 
book  the  requisition  book  is  turned  over  to 
the  stock  card  clerk  who  enters  on  the 
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Earn  MweAoney 


International  Correspondence  Schools, 

Box  1076,  SCRANTON,  PA. 

Please  explain,  without  further  obligation  on  my  part 
how  1  can  qualify  for  a  larger  salary  in  the  posi¬ 
tion  before  which  I  have  niarked  X 


Bookkeeper 
Stenoffrapher 
Advertisement  Writer 
Show  Card  W  riter 
Window  Trimmer 
Ornamentai  Designer 
Illustrator 
Civil  Service 
Chemist 

Textile  Mill  Supt. 
Electrician 
Elec.  Engineer 
Foreman  Plumber 


Meehan.  Draftsman 
TelephoneEnicineerl 
Elec.  Llgiitlnt;  Supt.| 
Median.  Eniflneer 
Surveyor 

Stationary  Encineer| 
Civ  il  Entfineer 
Building  Contractor! 
Architec’i  Draftsman 
Architect 

Structural  Enelneer| 
Bridge  Engineer 
Mining  Engineer 


Name _ 

Street  and  No.. 
City  _ 


.State - 


SecureYoorFutore 


To  earn  more  money — to  secure  your  future — to  succeed  in  life — cut  out,  fill 
ill  and  mail  to  the  International  Correspondence  Schools  the  above  coupon. 
They  will  show  you  how  you  can  fit  yourself  easily  and  quickly  in  your  spare 
time  to  get  more  money  in  your  present  position,  or  change  to  a  more  congenial 
and  better  paying  occupation. 

Mind,  the  sending  of  this  coupon  does  not  obligate  you  to  pay  one  cent.  It 
simply  gives  the  I.  C.  S.  the  opportunity  of  proving  how  easy  it  is  for  you  to 
improve  your  condition  right  at  home  without  neglecting  your  present  work. 

Bfo  risk  to  run.  No  kooks  to  kuy. 

The  I.  C.  S.  is  an  institution  with  an  invested  capital  of  over  $5,000,000,  and 
a  reputation  of  14  years’  successful  work.  It  has  taken  a  day  laborer  and  quali¬ 
fied  him  as  an  electrician  with  a  salary  of  $3000  a  year.  It  has  taken  a  brick¬ 
layer  and  qualified  him  to  become  a  building  contractor  with  a  business  of 
his  own  of  $200,000  annually.  It  has  taken  a  sailor  and  qualified  him  to  establish 
of  his  own  a  yearly  business  of  $200,000.  It  has  taken  tens  of  thousands  of  men 
and  women  of  every  age  and  in  every  walk  of  life  and  in  a  few  months  qualified 
them  to  double,  triple,  quadruple  their  salary.  To  learn  who  they  are;  how  it 
was  done;  how  you  can  do  the  same,  fill  in  the  coupon  and  mail  it  to-day. 


Succeed  In  Life 
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stock  card  in  the  column  headed  “ordered” 
the  requisition  and  card  number  and  quan¬ 
tity  ordered.  When  the  notices  of  ship¬ 
ment,  mentioned  above,  are  received  and 
checked  with  the  material  the  stock  card 
clerk  enters  from  these  notices  in  the  re¬ 
ceived  column  the  quantity  received.  At 
the  end  of  the  month  the  total  of  this  col¬ 
umn  is  entered  in  the  received  column 
headed  “ordered.”  Thus  he  will  at  a  glance 
know  just  the  quantity  and  on  what  requi¬ 
sitions  supplies  are  due.  When  the  original 
card  is  returned  it  is  but  a  moment’s  work 
to  glance  over  the  stock  cards  and  check  up, 
after  which  the  original  card  is  returned  to 
the  store-keeper  where  proper  entries  are 
made  in  the  requisition  book  and  card  is 
filed.  When  the  stock  card  clerk,  or  any 
of  the  clerks  in  connection  with  the  store¬ 
room  see  that  any  line  of  stock  is  running 
low  he  at  once  notifies  the  store-keeper. 
The  way  this  is  generall}^  handled  the  stock 
card  clerk  will  make  up  a  requisition  card, 
Form  2,  and  submit  same  to  the  store¬ 


keeper  who,  after  investigating  as  to 
whether  the  material  called  for  is  really 
needed,  either  files  card,  in  a  case  for  that 
purpose,  to  be  included  in  the  next  monthly 
requisition  or,  if  the  material  is  of  such  a 
kind  that  it  will  likely  be  needed  before 
the  monthly  requisition  is  due,  he  will  re¬ 
cord  the  requisition  card  in  the  requisition 
book  and  forward  at  once  to  the  general 
shop  for  shipment. 

MATERIAL  CARDS. 

When* supplies  are  wanted  from  the  store¬ 
room  the  workman  wishing  them  will  make 
up  material  card.  Form  5,  and  after  having 
it  O.  K.’d  by  the  foreman  of  his  department 
will  present  card  to  the  storeroom  where 
the  supplies  are  furnished  and  card  is  taken 
up.  The  clerk  taking  up  the  material  card 
is  required  to  sign  his  initials  to  same  and 
deliver  to  the  stock  card  clerk  who  prices 
the  items  called  for  on  the  card.  This  card 
now  becomes  a  charge.  In  theory  the  stock 
card  clerk  would  at  the  same  time  that  he 
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UNirs  ‘  VERTICAl  FILE 

A  single  “G-W”  Vertical  Letter  File  Section  occupies 
only  two  square  feet.  In  it  you  can  file  fifteen  thous^ 
and  yes,  thousand — letters  with  answers  attached. 

It  takes  less  time  for  a  clerk  to  find  a  letter  by  this 
method  of  filing,  because  the  letter  and  reply  are  in  the 
same  folder— when  he  finds  one  he  finds  the  other;  he 
looks  in  one  place  instead  of  two.  * 

The  Globe-Wernicke  File  has  a  patented  drop  front.  This 
'  loosens  the  pressure  so  one  can  turn  over  the  upper 
edges  of  the  letters  like  the  pages  of  a  book.  These 
Vertical  Files  are  made  for  Bill,  Letter,  Report, 
Document  and  Cap  size  papers.  Sold  strictly  * 
on  a  commercial  and  not  a  “system”  basis. 
||^*Write  for  Catalogue  No,  805  W.,^ 

She  SlobcAi^rtjickc  Co. 
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prices  the  material  card,  enter  under  the 
heading  “consumption”  in  the  column 
headed  “shop”  if  used  at  the  local  shop,  if 
transferred  the  entry  should  be  made  in  the 
column  headed  “transferred,”  the  quantity 
issued,  but  in  practice,  where  from  500  to 
800  of  these  material  cards  are  handled  in 
a  day,  it  was  found  that  the  space  was  en¬ 
tirely  too  small.  To  overcome  this  the  back 
of  the  stock  card  was  ruled  into  12  columns, 
one  column  for  each  month,  and  as  with¬ 
drawals  are  made  the  quantity  is  entered 
in  the  proper  monthly  column  and  once  a 
month,  just  before  the  monthly  requisition 
is  made  up,  the  total  of  this  column  is  en¬ 
tered  in  the  column  headed  “shop”  under 
“consumption.”  This  is  necessary  only 
with  the  materials  of  which  a  very  large 
quantity  is  used.  Materials  little  used  may 
be  entered  direct  from  the  material  card 
in  the  proper  “consumption”  column.  Mak¬ 
ing  a  summary  on  the  back  of  the  card  does 
not  interfere  with  arriving  at  the  total 
issues  at  any  time,  as  all  that  is  necessary 
is  to  add  up  the  issues  of  the  current  month 
and  then  add  this  to  the  total  consumption 
on  the  face  of  the  card. 

The  material  card  after  being  priced  is 
sent  to  the  material  clerk,  who  makes 
proper  entries  in,  the  material  blotter  and 
shop  order  books.  The  first  of  the  month 
a  report  (Form  6)  of  all  materials  pur¬ 
chased  and  used  during  the  previous  month 
is  made  to  the  superintendent  of  motive 
power.  The  purchases  being  drawn  off  of 
the  monthly  bills  and  the  issues  from  the 
material  blotter  and  shop  order  books.  By 
reference  to  Form  6  you  will  note  that  sev¬ 
eral  stock  accounts  are  summed  up  under 
.  ,one  head.  To  fully  understand  this  one 


must  fully  understand  the  stock  accounts. 
For  lack  of  space  I  will  not  attempt  to  ex¬ 
plain  the  reason  for  this. 

Supplies  ordered  through  the  purchasing 
agent  and  shipped  direct  to  the  shops  mak¬ 
ing  such  requisitions,  as  mentioned  in  the 
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beginning,  are  handled  in  the  same  manner 
as  supplies  ordered  of  the  general  shop  only 
the  shipping  notices  and  invoices  take  the 
place  of  the  return  of  the  requisition,  and 
Requisition  Form  1  is  used  in  ordering. 

This  system  of  keeping  account  of  stock 
-has  been  found  to  cover  all  requirements 
along  this  line  of  work,  l^any  times  it  is 
necessary  in  making  up  estimates  to  know 
the  quantity  of  a  given  kind  of  material 
used  or  ordered  in  a  certain  length  of  time. 
This  information  can  readily  be  gained  by 
reference  to  the  stock  card. 


Very  Practicable. 

I  desire  at  this  time  to  express  my  appreciation 
of  the  benefits  I  have  derived  from  the  study  oi 
this  Course.  One  of  the  best  methods  to  add  to 
one’s  own  knowledge  is  by  taking  advantage  of  a 
few  things  someone  else  has  learned,  and  your 
Course  certainly  brings  on^  in  touch  with  the  ex¬ 
perience  of  others,  thereby  making  it  a  very  prac¬ 
ticable  one  indeed. 

Fred  W.  Morton, 

Detroit,  Micb. 
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A  PRINCELY  GIFT  FOR  ANYBODY 


How  pleased  your  wife,  child  or  friend  would  be  to  find  on  the  Christmas  morning 

breakfast-plate,  an  envelope  containing  a 

COLONIAL  ENDOWMENT  CONTRACT 

Guaranteeing  Payment  of  $1,000  in  20  years ! 

years  you  can  build  a  fortune,  in  a  safe  and  conservative  way.  THE  COL- 
ONIAL  ENDOWMENT  CONTRACT  will  enable  you  to  accumulate  a  fund  of  $1,000  or  more — • 
in  five,  ten,  fifteen  or  twenty  years,  by  the  payment  of  comparatively  small  sums — annually  or 


monthly. 


When  you  pay  the  first  yearly  deposit,  you  immediately  receive  the 
COLONIAL  ENDOWMENT  CONTRACT.  It  agrees  to  pay  you  $1,000  at 
the  end  of  five,  ten.  fifteen  or  twenty  years. 

For  example,  $34.20  a  year,  for  20  years,  under  this  contract,  or  $684  in 
all,  will  give  you  $1,000  in  20  years.  Or  you  can  get  a  contract  for  $2,000 
payable  in  the  same  time  by  depositing  $68.40  a  year,  or  $1,368  in  all. 

Pay  this  Company  $50.10  a  year  for  15  years — $751.50  in  all — on  our  con¬ 
tract  for  $1,000. 

You  may  withdraw  the  entire  amount  paid  in,  plus  the  accrued  earnings. 
in  any  year,  by  giv'ng  proper  notice. 

If  you  die  before  the  contract  is  fulfilled  and  your  legal  representatives 
do  not  desire  to  continue  payments  as  called  for  in  the  contract,  immediate 
settlement  will  be  made  upon  presentation  of  the  proper  proofs  of  death. 

Officials  of  Cities,  Towns,  School  Districts,  Corporations,  etc.,  who 
are  laying  aside  a  sinking  fund  to  meet  a  bond  issue,  will  find  this  con¬ 
tract  most  useful.  For  example : 

If  your  bond  issue  is  $100,000,  to  run  twenty  years,  a  sinking  fund  of 
$5,000.00  a  year  would  -be  required,  in  the  usual  way.  The  Colonial  Endow- 
ment  Contract  would  cost  but  $3.420.00  a  year. 

T* .......  r>  „  If  you  have  a  child  whom  you  wish  to  educate  or  establish  in  business,  the  Colonial 

me  C0J0nm^_ij_ust  company  Endowment  Contract  will  provide  a  way.  Many  parents  find  themselves  unprepared  to 

meet  such  emergencies. 

The  Colonial  Endowment  Contract 

TAKEN  TOGETHER  WITH 

A  Term  Life  Insurance  Policy  In  a  good  company 

In  the  following  particulars  : 

First — Amount  of  your  annual  payments  and  your  total  payment. 

Third — Death  Benefits. 

Still  another  plan  is  offered  by  this  Company  known  as  The  Colonial  Accumulation  Endowment 

Contract — 

You  can  buy  this  contract  for  cash,  in  one  payment.  Pay  $502.56  cash — in  20  years  present  your  contract  and. 
receive  $1,000. 

A  15-year  contract  calls  for  $596.87  cash — paying  $1,000  in  15  years,  and  so  on.  You  may  withdraw  the  cash 
value  at  any  time,  by  giving  proper  notice. 

You  may  make  partial  payments,  instead  of  yearly,  if  preferred,  on  the  Colonial  Endowment 
Contracts — depositing  in  our  Savings  Department.  Four  per  cent,  interest  will  be  allowed  on  such 
deposits,  compounded  semi-annually.  When  a  sufficient  amount  has  been  accumulated  to  make 
an  annual  payriient  on  a  Colonial  Endowment  Contract,  this  may  he  done  by  check.  You  can 
do  this  by  mail — easier  than  and  as  safely  as  if  you  made  your  deposits  in  person.  We 
have  thousands  of  depositors  by  mail. 

All  your  payments  may  be  made  to  the  Savings  Department,  instead  of  applying 
them  upon  the  purchase  of  a  Colonial  Endowment  Contract.  All  deposits  of  $1  and  up¬ 
ward  draw  interest  at  the  rate  of  4  per  cent,  per  annum,  compounded  twice  a  year. 

These  methods  of  obtaining  funds  are  of  especial  interest  to  all  classes  of  people — • 
from  the  laborer  to  the  millionaire.  Nobody  knows  how  soon  accident  or  misfortune 
may  make  the  possession  of  ready  money  imperative.  The  thrifty  and  the  provident  ^ 
will  buy  one  or  both  of  these  contracts — and  rest  easy  as  to  the  future. 

The  Safety  of  Money  thus  invested  is  assured  by  the  fact  that  every  dollar  ^ 
paid  for  the  Colonial  Endowment  Contracts  is  invested  in  approved  securities  >0 


Compare 


An  Endowment  Life 
Insurance  Policy 


Second — Cash  Surrender  Value. 
Fourth — Your  Guarantee. 


of  known  value,  kept  separate  from  the  other  assets  of  this  Company.  A 
further  guarantee  lies  in  the  great  strength  of  the  Colonial  Trust  Company, 
whose  total  resources  amount  to  over  $20,000,000.00.  The  officials  and 
trustees  of  the  Company  include  many  of  Pittsburgh’s  most  conservative 
and  respected  citizens,  representing  almost  every  line  of  trade  for  which 
the  Iron  City  is  noted. 

Fill  out  and  sign  the  Coupon  for  full  information. 


THE 
COLONIAL 
TRUST  CO. 
Dept.  A*S 
Pittsburgh,  Pa. 

Gentlemen :  Please 
send  me  full  particulars 
about  the  Colonial  Endow¬ 
ment  Contract. 


Name 
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air  FOURTH  AVE  —  314-316  DIAMOND  ST 

Paid  up  Capital.  $4,000,000.00  Surplus,  •  -  $6,000,000.00 


A  ddress 


County . State. 


Talks  by  the  Sales  Manager 

IN  WHICH  SOME  PECULIAR  PREJUDICES  OF  SALESMEN  AND  THE 
QUESTION  OF  “SKIPPED  DEALERS”  ARE  CONSIDERED  AND  THE 
ELEMENT  OF  PERSUASION  IN  SALESMANSHIP  IS  TOUCHED  UPON 

By  CHARLES  EDMUND  BARKER 


EFORE  turning  to  the  com¬ 
pany  of  salesmen  gathered  for 
the  usual  Saturday  morning 
talk,  the  Sales  Manager  took 
a  typewritten  list  of  names 
from  his  coat  pocket  and  spread  the  paper 
on  his  desk. 

“Gentlemen,”  he  observed  quietly,  “I 
have  had  occasion  to  look  up  in  the  mer¬ 
cantile  reports  the  list  of  dealers  in  the 
several  towns  in  which  we  do  business  and 
I  find  a  considerable  number  listed  and 
rated  satisfactory  whose  names  do  not 
appear  on  our  books.  Before  I  take  up 
the  cases  specifically  with  you,  I  want  to 
have  a  little  talk  along  general  lines  about 
skipping  dealers. 

“There  is  a  peculiar  tendency  among 
traveling  salesmen  which  I  have  observed 
a  great  many  times,  and  which  I  could 
never  satisfactorily  account  for.  I  refer  to 
the  disposition  to  pass  by  some  prospects 
without  any  but  the  most  superficial  inves¬ 
tigation  of  their  willingness  to  buy,  and  in 
many  instances,  no  investigation  at  all.  The 
salesman  somehow  gets  the  idea  into  his 
head  that  so  and  so  are  ‘no  good’  and  so 
he  never  calls  on  them. 

“Sometimes  the  salesman  hears  this  from 
some  fellow  traveler;  and  other  times  it 
is  just  a  preconceived  notion  of  his  own. 

“My  own  experience  and  observation 
leads  me  to  the  conclusion,  that  nobody’s 
advice  is  good  in  regard  to  whether  this 
man,  or  that  man,  would  make  a  good  or 
desirable  customer  or  the  opposite.  You 
have  got  to  go  in  and  look  the  man  over 
for  yourself.  All  that  you  have  heard 
about  the  house  may  be  entirely  wrong.  It 
is  not  good  policy  to  seek  this  advice  from 
outside  parties  to  any  great  extent.  The 
answer  you  will  receive  from  a  fellow 
traveler,  upon  making  inquiry  of  this,  or 
that  dealer,  depends  pretty  largely  upon 
the  humor  he  happens  to  be  in.  If  he  has 
had  a  good  day’s  business,  and  is  not  too 
tired,  he  will  be  expansive  and  optimistic. 


The  prospect  under  discussion  will  straight¬ 
way  be  ‘fine,’  ‘great,’  ‘right  up  to  the  han¬ 
dle,’  ‘elegant  gentlemen,’  ‘doing  a  land  of¬ 
fice  business,’  and  so  on.  Catch  the  same 
man  when  he  is  feeling  blue  and  down  on 
his  luck  and  make  the  same  inquiry  and 
the  chances  are  you  will  get  ‘old  grouch,’ 
‘tough  proposition’  or  ‘the  limit.’ 

This  disposition  to  listen  to  what  they 
may  hear  about  dealers  whom  they  have 
never  called  upon,  is  found  more  among 
the  younger  salesmen ;  but  the  old  men  are 
just  as  bad  in  another  way  on  account  of 
their  dependence  upon  instinct  or  some¬ 
thing  like  that,  instead  of  making  a  per¬ 
sonal  investigation.  Particularly  is  this  the 
case  where  the  salesman  is  getting  a  fairly 
satisfactory  trade  out  of  the  territory. 

“I  once  knew  of  an  extreme  case  where 
an  old  salesman  would  not  call  upon  a 
dealer  until  he  was  simply  forced  to  do  so 
by  his  house,  and  then  he  deliberately  of¬ 
fended  the  head  of  the  firm  so  he  would 
not  have  to  call  on  him  again.  If  the  same 
man  had  been  called  upon  to  explain  his 
prejudice  against  that  house,  he  would  per¬ 
haps  have  had  great  difficulty  in  putting  up 
a  plausible  excuse.  The  probable  truth  of 
the  matter  was,  that  he  did  not  personally 
like  the  buyer. 

“One  reason  why  a  man  entirely  new  to 
a  territory,  and  who  has  to  depend  upon 
what  he  can  dig  up  in  the  way  of  informa¬ 
tion,  will  sell  more  than  a  man  who  has 
been  covering  the  same  ground  for  a  num¬ 
ber  of  years,  is  that  the  new  man  will 
stumble  into  those  houses  which  his  old 
predecessor  has  been  side  stepping  right 
along.  He  hasn’t  any  barnacles  in  the  way 
of  old  time  prejudices  to  carry  around  with 
him,  and  he  simply  gets  there.  It  is  to 
gain  this  very  effect,  that  I  have  known 
firms  to  shift  their  men  around  every  little 
while.  The  aplleged  reason  for  the  shift 
was,  of  course,  given  out  to  the  men  as 
something  entirely  different. 

“I  don’t  believe  in  any  such  means,  boys, 
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HAVE  YOU  BEEN  LOOKING 


Patents  Pending 


WILL  YOU  NOT  LET  US  SEND  YOU 

our  descriptive  matter  and  copies  of  letters  from  prominent  concerns  who  are  using  the  Kalamazoo 

or  better  still 


at  Loose  Leaf  Binders  hunting 

FOR  SOMETHING 

that  will  hold  from  1  to  1,000  sheets 

LIKE 


KALAMAZOO 


AN  OUTFIT  ON  APPROVAL? 

The  Kalamazoo  Binder  has  no  metal  posts— nothing  to  scratch  or  mar  the  desk- 
only  about  one-half  as  heavy  as  metal  back  binders.  Lays  perfectly  flat  upon  the  desk. 
Binder  is  no  thicker  than  the  lids  plus  the  number  of  sheets  it  contains. 

See  above  cut  holding  only  one  sheet. 

Why  not  have  the  BEST— the  most  up-to-date— it  costs  you  no  more  than  the  others. 
So  many  users  have  said:  “We  wish  we  had  seen  the  Kalamazoo  before  we 
bought.  DON’T  YOU  MAKE  THE  SAME  MISTAKE. 


WE  CARRY  IN  STOCK  A  LARGE  VARIETY  OF  RULED  AND  PRINTED  SHEETS 

SPECIAL  RULED  AND  PRINTED  SHEETS  also  SPECIAL  SIZED  BINDERS  MADE 

TO  ORDER  ON  SHORT  NOTICE 


KALAMAZOO  LOOSE  LEAF  LEDGER  CO. 

DEPARTMEINT  N,  KAUAMAZOO,  MICH.  U.  -S.  A. 
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so  you  needn’t  feel  uneasy.  The  fact  is, 

I  don’t  consider  that  plan  a  remedy.  I  am 
going  to  try  to  educate  you  fellows  out  of 
your  prejudices  and  preconceived  notions. 
We  need  your  ripe  experience  in  your  ter¬ 
ritory  for  various  important  reasons.  Pre¬ 
judice  means  “  ignorance  ;  consequently  it 
must  give  away  to  enlightenment.  I  want 
you  gentlemen  to  show  me  that  you  can 
be  too  big  and  too  liberal-minded  to  allow 
small  personal  considerations  to  get  be¬ 
tween  you  and  an  honest  effort  to  serve 
this  house  as  its  representatives  to  the 
very  best  of  your  ability.  You  are  a 
fairly  broad-minded  lot,  and  yet  I  believe 
that  I  am  going  to  find  a  number  of  cases 
of  this  commercial  buck  fever  when  I  get 
down  to  analyzing  some  of-these  individual 
cases  with  some  of  you. 

“It’s  amusing  what  odd  ideas  a  sales¬ 
man  will  permit  himself  to  be  pulled  around 
by,  when  he  could  get  the  best  of  them  by 
simply  looking  in  and  finding  out  the  actu¬ 
alities.  A  young  friend  of  mine  was  tell¬ 
ing  me  the  other  day  about  a  circumstance 
that  happened  to  him  one  time.  He  had 
been  employed  to  sell  specialties  for  a 
wholesale  grocery  house.  The  first  trip, 
they  gave  him  a  baking  powder  to  push. 
He  went  to  a  certain  town  and  the  first 
dealer  he  struck  he  sold  a  nice  order.  He 
canvassed  the  town  and,  while  he  sold  some 
more  orders,  his  first  sale  was  the  banner 
sale  for  that  town.  After  a  reasonable 
time  he  had  the  baking  powder  pretty  well 
introduced  and  they  started  him  out  with 
a  special  blend  of  coffee.  The  first  town 
he  struck  was  this  same  town.  He  hur¬ 
ried  hot  foot  to  the  dealer  he  had  worked 
so  handsomely  with  the  baking  powder, 
expecting  to  get  an  equally  good  order  for 
his  coffee.  To  his  intense  surprise  the 
dealer  wouldn’t  even  consider  the  goods. 
This  knocked  him  out  considerably,  but  he 
wasn’t  going  to  make  a  whitewash  with 
that  coffee  after  doing  pretty  decent  with 
the  baking  powder  and  he  worked  as  hard 
as  he  ever  did  in  his  life  to  place  even  a 
small  order  with  some  dealer;  but  he 
couldn’t  make  it.  He  was  desperate.  Fin¬ 
ally  he  narrowed  the  list  down  to  one 
dealer  whom  he  had  passed  up .  entirely 
when  he  was  around  with  the  baking  pow¬ 
der  because  some  of  the  fellows  had  told 
him  this  particular  grocer  was  a  bad  one. 
The  boys  all  let  him  alone.  With  a  grim 
determination  not  to  take  defeat  without 


a  last  final  struggle,  he  went  in  and  called 
on  this  man.  The  fellow  met  him  with 
open  arms.  Said  that  was  just  the  blend 
of  coffee  he  had  been  looking  for  and  gave 
him  a  generous  order  before  my  friend 
had  half  opened  up  on  him.  The  moral 
is  that  if  this  young  friend  of  mine  had 
not  been  driven  into  the  corner,  he  would 
have  passed  this  dealer  who  was  all  right 
in  every  way,  solely  on  account  of  a  bit 
of  drummers’  gossip. 

“The  salesman  wrongs  himself  by  tak¬ 
ing  this  kind  of  snap  judgment  on  the 
trade.  This  house,  for  instance,  is  always 
ready  to  co-operate  with  a  salesman  or 
assist  him  in  effectively  cleaning  up  his 
territory.  But  how  can  we  work  in  con¬ 
junction  with  you  unless  you  first  learn 
the  conditions  that  exist  and  tell  us  about 
them?  We  want  to  know  why  these  men 
do  not  buy  our  line.  Then  we  will  do  our 
best  to  help  you  overcome  the  difficulty. 

“Don’t  think,  gentlemen,  in  accepting  the 
assistance  of  the  house  toward  increasing 
the  productiveness  of  your  territory  that 
you  are  weakening  your  own  position  with 
the  house.  My  work  in  the  selling  depart¬ 
ment  makes  me  see  more  and  more  every 
day  that  the  most  valuable  salesman  is 
the  one  on  whom  the  house  can  absolutely 
depend  in  working  out  a  joint  policy.  It 
is  the  man  who  will  co-operate,  not  the 
one  who  stands  at  arm’s  length  from  the 
sales  department  and  grumbles  because  the 
house  will  not  give  him  the  right  support, 
that  is  held  in  the  highest  esteem  by  the 
firm. 

“Too  frequently  the  only  suggestion  that 
comes  from  salesmen  on  the  road  is  some¬ 
thing  to  the  effect  that  prices  are  too  high. 
Now  a  letter  like  that  only  hurts  the  sales¬ 
man.  It  cheapens  him  in  the  eyes  of  his 
employer.  Outside  of  an  auction  room, 
price  does  not  produce  the  sale.  It  is  that 
other — that  high  charactered  quality  we 
call  salesmanship.  That  is  the  quality  that 
bowls  over  impeding  conditions  one  after 
the  other  and  accomplishes  its  purpose. 
Price  is  only  one  of  the  conditions  and 
over  it  goes  with  the  rest  when  true  sales¬ 
manship  comes  to  the  front. 

“Right  along  that  line  I  want  to  say  that 
I  got  a  letter  the  other  day  from  a  cus¬ 
tomer  complaining  about  a  bill  of  goods 
and  stating  that  he  didn’t  really  buy  the 
goods  because  he  wanted  or  needed  them, 
but  because  the  salesman  ‘coaxed’  him  to 
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The  continued  superiority  of  the  line  of  typewriter  supplies  M 
nTTrl  accessories  manufactured  by  the  F.  S.  Webster 


Typewriter  Supplies 


^  Company  has  insured  to  the  minds  of  typewriter  users  well 


m 

I 

i 

I 


deserved  confidence  in  all  products  bearing  the  name  Webster,  m 

All  manufacturers  claim  their  line  of  supplies 
to  be  the  best,  but  we  take  pride  in  pointing  to  ra 
the  past  years  of  wonderful  success  which  we  ^ 
have  earned  by  strict  adherance  to  a  standard  of  M 
highest  quality  and  true  value,  strict  conformity 
to  our  strong  guarantees  and  the  most  liberal 


treatment  of  our  customers. 
We  are  constantly  increasing  the 


i 

I 
I 

I 

I 

I 

^  purchasing  any  article  in  the  line  of  typewriter  supplies,  remem-  ^ 
®  her  if  it  bears  the  name  of  F.  S.  Webster  Company  it  is  of  the  ® 
^  highest  quality  and  fully  guaranteed.  ^ 

If.  S.  WEBSTER  COMPANY^ 

I  *  . . . . .  " 

I 


332  Congress  Street,  BOSTON.  10  Park  Place,  NEW  YORK.  ^ 

2 1 1  Madison  Street,  CHICAGO.  908  Walnut  St.,  PHILADELPHIA.  ^ 

432  Diamond  Street,  i  i  .  _  W  Km 

PITTSBURG. 

London,  Paris,  Berlin, 

Budapest,  Vienna.  ^  ^  ™ 

CARBON  PAPERS.  CARBON  PAPERS. 


1^  variety  of  our  line,  and  wherever  pos- 
A  sible  making  our  goods  still  more  perfect. 

^  New  Catalogue  of  Typewriter  and  Office  Supplies. 

^  We  have  lately  issued  the  most  com- 

^  plete  catalogue  of  typewriter  supplies 
^  (including  a  select  line  of  office  supplies) 
&  ever  issued  in  this  country,  and  will  send 
^  copy  on  request.  This  catalogue  is  of  in- 
^  terest  and  advantage  to  all  those  who 
^  operate  or  own  typewriters,  and  you  can- 
not  afford  to  be  without  a  copy.  When 


fG^iKBON;  papers; 

r.  a.  WEBSTER  COMPANX^^_i/ 

^  WWW  i'i 
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buy  something  and  he  gave  him  an  order 
to  "help  him  out.  I  felt  very  much  humili¬ 
ated  when  I  received  that  letter,  to  think 
that  any  salesman  in  our  employ  would 
make  himself  and  this  house  an  object  of 
charity.  I  want  to  make  the  point  with 
you  right  here  that  the  sales  that  stick  and 
bring  satisfaction  to  all  the  parties  to  the 
transaction  are  not  those  where  the  order 
is  given  to  help  a  salesman  out.  Don’t 
‘coax’  your  trade,  don’t  persuade  a  buyer 
to  accept  a  bill  of  goods.  Convince  him 
that  he  needs  them.  That  they  will  make 
him  money  and  increase  his  business  by 
giving  satisfaction  to  his  trade.  Persuasion 
has  its  place  in  the  making  of  a  sale.  A 
conciliatory  manner  is  necessary  with  the 


prospect,  but  below  that  should  ’  be  the 
firm  grip  of  conviction  and  desire  to  own 
that  the  buyer  cannot  get  away  from.  The 
man  who  resorts  to  the  childish  expedient 
of  ‘coaxing’  his  prospect  does  not  deserve 
his  continued  good  will  and  patronage  and 
very  justly  does  not  receive  it.  One  order 
may  be  ‘coaxed,’  but  that  cancels  all  obli¬ 
gation  to  give  another.  Yes,  cancels  it  so 
thoroughly  that  this  feeling  taken  together 
with  an  inevitable  contempt  for  the  sales¬ 
man  and  the  house  he  represents,  may  op¬ 
erate  to  alienate  the  customer  completely. 
Don’t  you  think,  gentlemen,  that  a  single 
order  secured  at  such  a  cost  is  a  mighty 
expensive  proposition?” 


Cash  or  Credit 

IS  THE  CASH  PLAN  OF  SELLING  MERCHANDISE  THE  BEST  FOR 
THE  RETAILER?  (OR  IS  IT  WISE  TO  GO  BACK  TO  CREDIT 

By  H.  L.  hall 


ONG  credits,  in  times  past, 
were  the  rule  both  in  retail 
and  jobbing  lines.  Credit 
was  given  to  an  extent  which 
would  seem  ridiculous  to  a 
merchant  of  today.  Six  months,  a  year, 
even  two  years,  was  not  so  unusual  a  term 
as  to  attract  attention.  Now  the  pendulum 
has  swung  the  other  way  and  short  term 
credits  or  cash  payments  are  the  rule.  Cash 
sales  have  manifest  advantages;  it  is  hardly 
necessary  to  enumerate  them  here.  But  is 
there  nothing  to  be  said  on  the  other  side? 
Goods  on  the  shelf  are  better  than  uncol¬ 
lectible  accounts,  it  is  true,  but  you  will 
have  a  hard  time  paying  bills  with  goods 
unsold. 

A  merchant’s  business  is  to  sell  goods  at 
a  profit  and  many  a  merchant  in  his  anxiety 
to  sell  goods  for  cash  forgets  the  question 
of  profit  altogether.  A  cash  customer  has 
no  home  so  far  as  his  trade  is  concerned. 
He  demands  the  best  at  the  lowest  price 
and  if  he  does  not  get  it,  off  he  goes  to  a 
rival  shop.  He  scrutinizes  prices  closely. 
He  is  extremely  cautious  as  to  quantities 
purchased.  He  demands — and  gets — the 
most  careful  attention.  All  this  is  very 
well  from  the  standpoint  of  the  buyer,  but 
how  about  the  seller? 

Rash  and  ill-considered*  credits  have 


ruined  many  a  merchant,  it.  is  true,  but 
failure  to  sell  goods  has  ruined  more.  Care¬ 
fully  granted  and  closely  watched  credits 
have  made  a  fortune  for  many  a  dealer. 
The  customer  who  has  an  account  with 
you  is  reasonably  sure  to  purchase  from 
you  the  bulk  of  his  supplies  just  because  it 
is  convenient.  He  will  buy  many  a  little 
item  and  many  an  extra  dollar’s  worth  and 
have  it  charged  to  his  account  if  he  runs 
an  account  with  you  which  he  would  think 
twice  about  and  very  possibly  do  without 
if  his  transactions  were  all  cash.  He  comes 
to  your  store  to  purchase  some  necessity — 
say  a  half-dozen  collars.  A  handsome  tie 
catches  his  eye.  “Let  me  put  it  in  your 
package,”  says  the  polite  and  wide-awake 
clerk.  Twice  out  of  three  times  the  answer 
is  “no”  if  the  deal  is  on  a  cash  basis,  but 
if  he  has  an  account  with  you  it  is  a  dif¬ 
ferent  thing  and  the  trick  is  done. 

A  dollar  looks  much  larger  in  the  hand 
than  on  paper.  While  he  is  digging  up  the 
dollar  he  has  a  chance  to  reflect,  possibly 
to  change  his  mind,  but  in  the  first  case  the 
sale  is  made  and  the  goods  delivered  before 
he  has  a  chance.  A  leading  grocer  of  the 
writer’s  acquaintance  has  built  up  an  enor¬ 
mous  and  profitable  trade  simply  through 
his  good  judgment  in  giving  credit.  This 
in  his  case  has  resulted  in  a  big  list  of 
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AMERICAN 


WRITING 


PAPER 


The  Word  Fitly  Spoken 

is  no  more  essential  than  the  word  genteelly  written.  There  is  no  alter¬ 
native  for  the  modern  business  man;  he  must  have  the  best  stationery 
obtainable, 

COUPON  BOND  meets  this  requirement.  For  dignified  corre¬ 
spondence  and  documents  of  all  kinds  it  has  no  equal.  It  is  the  entire 
product  of  one  mill. 

WE  HAVE  29  MILLS  AND  YET  WE  ARE  SPECIALISTS 

SEND  FOR  A  FREE  COPY  OF  OUR  SPICY 
LITTLE  “AMERICAN  CORRESPONDENT.” 

IT  IS  PRINTED  ON  COUPON  BOND  PAPER 

American  Writing  Paper  Company,  Holyoke,  Mass. 
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permanent  customers  and  good  customers, 
too,  for  he  picks  his  people.  The  telephone 
is  a  big  factor  in  a  case  of  this  kind.  Al¬ 
most  everyone  has  a  phone  nowadays. 
Mrs.  A  has  a  phone,  and  she  finds  it  so 
convenient  to  order  her  supplies  by  that 
means  that  she  practically  confines  Her'  pur¬ 
chases  to  the  place  where  she  has  an  ac¬ 
count.  Of  course  she  could  order  her  sup¬ 
plies  elsewhere  and  have  them  sent  C.  O. 
D. — but  she  won’t  and  consequently  her 
orders  continue  to  go  to  the  one  place.  All 
this,  mind  you,  is  in.  spite  of  seductive  bar¬ 
gains  offered  elsewhere.  Not  only  this  but 
Mr.  A.’s  cigars  and  the  children’s  candy 
creep  into  the  account  as  well — and  all  be¬ 
cause  it  is  convenient.  People  hate  to  be 
bothered  and  as  a  rule  are  perfectly  willing 
to  pay  to  prevent  it.  Our  far-sighted  friend 
takes  advantage  of  this  fact  and  gets  a 
line  of  trade  which  it  is  almost  impossible 
to  get  away  from  him.  Of  course  this 
granting  of  credit  must  be  cautiously  done. 
Care  is  necessary  both  in  the  openinig 


of  an  account  and  in  watching  it  thereafter, 
as  well  as  in  making  collections.  That  goes 
without  saying,  but  it  is  far  from  certain 
that  an  absolute  unbreakable  cash-on-the- 
nail  rule  does  not  lose  more  than  enough 
trade  to  make  up  for  all  losses  and  still 
leave  a  handsome  margin  to  pay  for  the 
incidental  work  and  worry. 

This  is  not  to  be  construed  as  advice  to 
give  general  and  indiscriminate  credit.  Far 
from  it.  What  credit  you  grant  must  be 
given  for  your  good  and  not  because  the 
applicant  needs  it. 

Pick  your  risks.  Make  up  your  mind  just 
whom  you  want  on  your  books  and  go 
after  them.  Do  not  wait  for  them  to  come 
to  you  for  the  chances  are  that  they  never 
will.  The  ones  you  want  as  customers  do 
not  need  credit  but  must  be  made  to  take 
it  by  a  showing  of  the  manner  in  which  an 
open  account  will  save  them  time  and  trou¬ 
ble.  When  you  have  a  goodly  list  of  debt¬ 
ors  of  this  picked  class  you  need  not  worry' 
about  dull  trade. 
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Detachable  Leaf  Ledgfers 


with  the  Backus  Bond-Hing-e  all  paper 
flat  opening  ledger  leaves  are  the  perfec¬ 
tion  of  Loose  Leaf  Accounting,  and  if 
you  have  any  doubts  as  to  their  supe¬ 
riority  over  all  competition,  write  us 
regarding  your  doubts. 

d  It  is  an  established  fact  that  hours 
of  labor  can  be  saved  by  means  of  De¬ 
tachable  Leaf  Systems,  and  realizing 
this  fact,  we,  several  years  ago,  placed 
upon  the  market  an  outfit  that  has  never 
been  approached  for  durability  and  flat¬ 
opening  features. 

CL.  Full  description  of  this  .Ledger, 
our  Improved  Trial  Balance  Book,  and 
samples  of  our  Bond-Hinge  Paper  are 
furnished  free  upon  request  for  our 
Catalogue  P. 


The  Richmond  &  Backus  Co. 

Detroit, 

iVllCHIQAN 


Established  1842 


New  York  Office 
346  Broadway 


Boston  Agency 
DUNN  &  CO. 
170 

Summer  Street 


As  to  Consideration 


VERY  agreement  not  based 
upon  a  consideration  is  ab¬ 
solutely  void.  Roughly  speak¬ 
ing,  the  consideration  of  a 
contract  consists  in  something 
to  be  performed  or  a  legal  right  to  be 
waived  by  him  to  whom  the  promise  was 
given.*  Suppose  A  presents  B  with  $1,000 
to  assist  the  latter  through  college,  not  as 
a  loan  but  as  a  gift.  After  graduating,  B 
secures  an  excellent  position  and,  meeting 
A  one  day,  says :  “I  consider  myself  bound 
to  repay  3^ou  and  next  Monday  I  will  send 
you  a  check.”  If  B  should  change  his  mind, 
there  is  no  way  of  compelling  him  to  keep 
his  word  as  A  has  not  rendered  any  con¬ 
sideration  for  such  subsequent  promise.  Of 
course,  if  the  money  had  been  originally 
loaned,  it  would  be  a  different  case. 

Note. — The  civil  law  divided  considerations 
into  four  classes:  (A)  Do,  ut  des,  (I  give  that 
you  may  give)  e.  g.  loans  or  sales;  (B)  Facio  ut 
facias  (I  do  that  you  may  do)  e.  g.  Jones  agrees 
to  do  or  refrain  from  doing  something  for  Smith 
if  Smith  will  do  or  refrain  from  doing  some¬ 
thing  for  Jones;  (C)  Facio  ut  des  (I  do  that  you 
may  give)  e.  g.  contracts  of  employment  regarded 
from  the  employe’s  standpoint;  (D)  Do,  ut  facias 
(I  give  that  you  may  do)  e.  g.  contracts  of  em¬ 
ployment  regarded  from  the  employer’s  stand¬ 
point. 

To  further  illustrate  this  proposition, 
suppose  A  should  borrow  $500  of  B  and 
give  the  latter  his  note  with  C  as  surety. 
C  subsequently  agrees  with  A’s  mother  to 
give  B  his  individual  note  as  a  substitute 
for  the  one  on  which  he  was  surety,  in  re¬ 
turn  for  which,  she  was  to  transfer  to  him 
certain  property.  Now,  as  will  be  observed, 
C  has  merely  agreed  to  do  something  that 
he  was  bound  to  do  anyway,  i.  e.,  to  pay 
the  amount  of  the  note,  and  hence  there 
was  no  consideration  for  the  promise  by 
the  mother  and  she  could  not  be  compelled 
to  transfer  the  property  to  him. 


A  case  showing  how  far  the  courts  will 
go  is  where  an  uncle  said  to  his  nephew, 
“If  you  will  refrain  from  liquor,  tobacco, 
profane  language  and  from  playing  cards 
or  billiards  for  money,  I  will  give  you  $5,- 
000  on  your  21st  birthday.”  The  uncle 
subsequently  died  and  the  executors  claim¬ 
ed  that  there  was  no  consideration,  but  the 
court  said  that,  apart  from  any  question  of 
ethics,  the  nephew  had  a  perfect  legal  right 
to  drink,  smoke,  use  profane  language  and 
gamble  and  that  the  giving  up  of  that  right 
was  a  sufficient  consideration  for  the 
promise. 

NOTICE  OF  DEFECTS — WAIVER. 

The  Plano  Manufacturing  Co.  sold  a  corn 
husking  and  shredding  machine  to  Butcher 
under  an  agreement  which  required  the  pur¬ 
chaser  to  give  notice  to  the  company  if, 
after  two  days’  trial,  any  defects  were 
found.  The  machine  failed  to  work  satis¬ 
factorily  and  the  company’s  agents  tried 
for  some  time  to  fix  it.  As  they  failed  to 
do  so,  the  buyer  subsequently  returned  the 
machine.  The  supreme  court  of  Iowa  held 
(First  Nat.  Bank  of  Webster  City  vs. 
Butcher,  104  Northwestern  Reporter,  497) 
that  the  first  two  days’  trial  having  taken 
place  in  the  presence  and  with  the  assist¬ 
ance  of  the  company’s  nien  who  continued 
to  remain  with  the  machine  after  the  ex¬ 
piration  of  the  two  day  limit  and  until  a 
short  time  before  the  machine  was  return¬ 
ed,  the  company  must  be  held  to  have 
waived  the  two  days’  notice  requirement. 

DISCHARGE  IN  BANKRUPTCY — FRAUD. 

The  Barnes  Cycle  Co.  obtained  judg¬ 
ment  against  Abel  and  Joseph  E.  Haines, 
trading  as  the  Berkley  Cycle  Co.,  for  goods 
sold.  Thereafter  the  latter  secured  a  d’s- 
charge  in  bankruptcy  and  the  question 
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FASTEN  YOUR  PAPERS 

WITH  A 

HOTCHKISS  ‘pTp"yi.°  FASTENER 


HOTCHKISS  uses  a  staple  which  is 
driven  through  the  papers  and  clinched. 
The  staples  are  inserted  into  the  machine  in* 
strips,  a  sharp  blow  cuts  off  the  staple,  drives  it 
through  the  papers,  and  automatically  feeds  for¬ 
ward  the  next  staple.  When  the  machine  is  empty, 
a  new  strip  of  staples  is  inserted  in  30  seconds. 


For  fastening-  all  kinds  of  papers  the  Hotchkiss  is 
BETTER  than  clips 
BETTER  than  mucilage 
BETTER  than  pins 
BETTER  than  paste 
BETTER  than  any  other  fastener 

BANKERS  use  them  for  fastening  together  deposit  slips 
and  all  other  forms  of  memoranda. 

LAWYERS  find  it  the  BEST  device  to  permanently  se¬ 
cure  the  various  folios  in  a  brief,  complaint,  will,  or  other 
instrument  leaving  the  office. 

MERCHANTS’  samples  are  most  attractive  and  easily 
made  up  when  the  goods  and  the  price  card  are  fastened 
with  a  Hotchkiss. 

MANUFACTURERS  attach  all  papers  relating  to  each 
order  issued  to  the  shop  foremen. 

FILING  CLERKS  find  this  the  only  safe  way  to  keep 
together  all  correspondence  relating  to  one  subject. 

BOOK-KEEPERS  have  never  found  a  device  so  indis¬ 
pensable  for  attaching  invoices  to  vouchers. 


SENT  ON  10  DAY’S  APPROVAL 


We  want  you  to  try  the  Hotchkiss.  Send  us  your 
order  TO-DAY  and  give  the  machine  a  10-days 
trial.  If  you  are  not  perfectly  satisfied,  return 
the  machine  and  we  will  refund  the  money. 
Catalog  showing  all  styles  on  request. 


ALEX.  H.  IRVIN  &  .CO.,  CURWENSVILLE,  PA. 


ALEX.  H.  IRVIN  &  CO.. 

Curwansville,  Pa. 

For  the  enclosed  $ . send  one  Hotchkiss  Automatic  Paper  Fastener  No . ,  with 

privilege  of  return  within  10  days. 

Firm . 

Business . 

Street  and  No . 

Town .  State . 
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arose  whether  they  still  continued  liable.  It 
was  not  denied  that  the  judgment  was  a 
provable  debt  under  the  bankruptcy  act  of 
1898,  which  would  be  released  by  a  dis¬ 
charge,  unless  it  was  within  the  second 
class  of  exceptions  from  the  operation  of 
that  act,  i.  e.,  “judgments  in  actions  for 
fraud,  or  for  obtaining  money  by  false  pre¬ 
tenses  or  false  representations,  or  for  wil¬ 
ful  and  malicious  injuries  to  the  person 
or  property  of  another.”  In  order  to  bring 
its  debt  within  this  exception,  the  Barnes 
•Cycle  Co.  offered  proof  to  show  that  these 
goods  were  sold  to  the  defendants  upon 
the  faith  of  a  written  collateral  guaranty, 
and  that  Joseph  E.  Haines  suppressed  the 
truth  regarding  the  legal  incapacity  of  his 
guarantors.  It  was  contended  that  this  was 
obtaining  property  by  false  pretenses  and 
that  a  debt  arising  from  such  a  transaction 
is  not  released  by  a  discharge  in  bank¬ 
ruptcy. 

The  New  Jersey  court  of  chancery  (in 
Barnes  Cycle  Co.  vs.  Haines,  61  Atlantic 
Reporter,  515)  said  that  if  the  second 
clause  of  Sec.  17  of  the  bankrupt  act  is 
carefully  read,  it  will  be  observed  that  the 
debts  saved  by  it  from  the  operation  of  the 
discharge  are  judgments  in  act  ons  of  a 
certain  character,  viz.,  in  actions  for  fraud 
or  for  obtaining  property  by  false  pre¬ 
tenses,  or  false  representations,  or  for  wil¬ 
ful  and  malicious  injuries,  etc.  To  be 
within  the  exception,  it  is  not  enough  that 
there  may  have  been  fraud  in  the  .crea¬ 
tion  of  the  debt,  and  certainly  not  enough 
•  that  there  may  have  been  a  suppression 
of  the  truth  in  the  giving  of  a  guaranty  se¬ 
curing  payment  of  the  debt.  The  provable 
debt,  to  be  within  this  exception,  must  itself 
have  been  a  judgment  recovered  in  an  ac¬ 
tion  brought  for  fraud,  etc.  This  quality 
the  judgment  does  not  possess  and  the 
discharge  in  bankruptcy  was  consequently 
ineffective. 

employer's  liability. 

Law  Editor  The  Business  Man’s  Maga¬ 
zine  : 

Is  a  contract  entered  into  between  the 
employer  and  the  laborer  releasing  the  em 
ployer  from  any  responsibility,  liability  or 
damage  suit  that  might  be  brought  by  the 
employe  on  account  of  any  injury  sus¬ 
tained  by  the  employe,  while  m  the  em¬ 
ploy  of  the  employer  valid? 

California. 

Answer:  The  following  duties  are  held 


to  rest  upon  the  employer,  who  must  ex¬ 
ercise  due  care  in  fulfilling  them : 

First — To  eniplov  suitable  fellow  ser¬ 
vants. 

Second — To  establish  and  promulgate 
proper  rules. 

Third — To  provide  a  safe  place  to  work. 

Fourth — To  furnish  safe  appliances. 

Fifth — To  warn  of  danger. 

These  duties  are  generally  considered  to 
be  absolute  and  by  the  weight  of  authority 
a  master  cannot  by  agreement  with  his 
servant  exempt  himself  from  liabilty  for 
injury  ‘to  the  servant  caused  by  his  negli¬ 
gence  or  by  the  negligence  of  those  who 
although  engaged  in  the  same  service  are 
superior  in  authority  and  control.  (See  9 
Cyc.,  543.)  This  has  been  expressly  so  held 
by  the  courts  of  the  following  states : 
Alabama,  Arkansas,  Kansas,  Louisiana, 
Missouri,  Ohio;  Tennessee,  Vermont  and 
Virg’nia.  There  is  but  little  doubt  that 
the  courts  of  California  would  take  the 
same  view.  In  England,  however,  such 
contracts  are  sustained.  In  Indiana,  a 
statute  (R.  S.  (1894),  Sec.  7087)  ex¬ 
pressly  annuls  contracts  made  by  railroad 
companies  releasing  them  from  liability  to 
their  employes  for  personal  injuries.  The 
ground  upon  which  such  contracts  are  held 
to  be  void  is  that  of  public  policy.  Refer¬ 
ring  to  the  question  of  the  liability  of  em¬ 
ployers  the  supreme  court  of  Ohio  in  Lake 
Shore,  etc.,  R.  R.  Co.  vs.  Spangler  (44 
Ohio  St.,  471,  8  N.  E.,  467;  58  Am.  Rep., 
833)  said ; 

“Such  liability  is  not  created  for  the 
protection  of  the  employes  simply,  but  has 
its  reason  and  foundation  in  a  public  ne¬ 
cessity  and  policy  which  should  not  be 
asked  to  yield  or  surrender  to  mere  pri- 
'  vate  interests  or  agreements.” 

COMMON  CARRIERS. 

A  “common  carrier”  is  defined  to  be  one 
who  holds  himself  out  to  transport  the 
goods  of  such  as  choose  to  employ  him. 
In  the  absence  of  a  special  agreement  to 
the  contrary,  made  with  the  shipper,  rail¬ 
road  and  steamshp  companies  are  respon¬ 
sible  for  the  loss  of  freight  unless  such  loss 
occurs  through  an  ”act  of  God’  or  of  the 
public  enemy.  There  has  been  consider¬ 
able  litigation  to  determine  just  what  an 
“act  of  God”  really  is.  A  tornado,  earth¬ 
quake,.  snowstorm  or  landslide  which  would 
cause  the  train  to  run  off  the  rails  would 
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Gillette  R^zor 


•‘WORTH  LOOKING  INTO‘‘ 

is  the  marvelous  little  Gillette  Safety  Razor.  A  unique  and  practical  device  made  for 
the  comfort  of  men  who  shave.  Its  friends  are  legion  and  its  success  is  phenomenal.  Hundreds 
of  thousands  in  use.  It’s  a  real  pleasure  to  give  a  “  Gillette  ”  to  a  friend  who  shaves,  for  his 
pleeLSure  a.nd  com'^ort  will  be  like  the  “  Gillette  ”  itself  —  e'verta.sttng, 

STANDARD  SET— TRIPLE  SILVER-PLATED  HOLDER 
SPECIAL  SET -QUADRUPLE  GOLD-PLATED  HOLDER 

In  Velvet-Linetl  Oases 

Either  one  of  the  above  makes  an 


cr> 


O 


IDEAL  HOLIDAY  GIFT 

Each  Razor  Set  has  12  thin,  flexible,  highly  tempered, 
and  keen  double-edged  blades.  These  blades  are  sharp¬ 
ened  and  ground  by  a  secret  process. 

12  NEW  DOUBLE-EDGED  BLADES,  $1.00 

24  Sharp  Edges.  Each  Blade  giving  from 
30  to  40  Smooth  and  Delightful  Shaves. 

NO  HONING-NO  STROPPING 

Ask  your  dealer  for  the  Gillette. Accept  no  substitute.  He  can  procure  it  for  you. 

WARNING!  The  Gillette  Patent  No.  775,134  covers  all  razors  having 
a  thin  detachable  blade  requiring  means  for  holding  and  stiffening,  but  not 
requiring  stropping  or  honing  by  the  user.  Beware  of  infringements^ 

Write  to-day  for  our  interesting  booklet  which  explains  our  30-day  Free 
Trial  Offer.  Most  dealers  make  this  offer;  if  yours  does  not,  we  will. 

6ILLETTE  SALES  COMPANY,  1116  Times  Building,  42d  St.  and  Broadwa;,  NEW  YORK 


Exact  size  of  a  Gillette  blade. 
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undoubtedly  be  included,  but  the  courts 
have  construed  the  phrase  very  strictly  and, 
if  the  loss  is  proximately  due  to  human 
agency  or  if  the  carrier  has  been  guilty  of 
negligence,  he  will  still  be  responsible. 
Thus,  while  a  railroad  company  would  be 
excused  from  liability  where  the  goods 
were  destroyed  by  lightning,  it  would  not 
where  the  fire  was  started  by  a  human 
being.  An  interesting  case  arose  where 
a  carload  of  hogs  was  blocked  by  a  snov/ 
storm  in  which  it  was  held  that  the  death 
of  16  of  the  hogs  was  not  due  to  the  storm 
but  to  neglect  on  the  part  of  the  carrier 
in  caring  for  them  during  the  detention. 

The  phrase  “public  enemy”  refers  to  the 
subjects  of  a  nation  with  which  our  gov¬ 
ernment  is  at  war.  Hence  the  destruction 
of  the  goods  by  rioters  or  strikers  is  not  a 
sufficient  excuse. 

Of  course,  if  freight  is  lost  or  damaged 
from  inherent  defects,  as,  for  instance, 
evaporation,  a  railroad  company  is  not  re¬ 
sponsible. 

It  also  goes  without  saying  that  a  com- 
-  mon  carrier  is  bound  to  deliver  goods  with 
reasonable  speed  in  default  of  which  it 
will  be  responsible  for  the  damages  that 
naturally  ensue.  Thus  where  horses  were 
shipped  to  Alaska  and  the  railroad  com¬ 
pany  was  informed  that  they  were  to  be 
used  in  freighting  goods  and  that  the 
shipper  wanted  them  delivered  at  a’certam 
time,  the  court  allowed  the  jury,  in  esti¬ 
mating  damages,  to  consider  the  amount 
which  might  have  been  earned  by  the 
horses  during  the  27  days  of  delay.  There 
is  this  difference,  however,  between  (1) 
the  carrier’s  obligation  to  deliver  the  goods 
and  (2)  its  obligation  to  deliver  them 
within  a  reasonable  time.  As  we  have 
seen,  the  first  is  absolute  or  very  nearly 
so.  Mere  delay,  however,  is  excused  when 
it  is  not  attributable  to  any  negligence  on 
the  part  of  the  carrier  or  its  employes. 
Much  depends  upon  the  nature  of  the  arti¬ 
cles  themselves.  For  instance,  the  time 
which  would  be  deemed  reasonable  in 
transporting  freight  not  subject  to  decay 
or  damage,  such  as  iron,  wool  or  cotton 
would  be  no  criterion  where  live  stock, 
fruits  or  vegetables  are  concerned.  Again 
where  delay  is  caused  by  strikers  or  riot¬ 
ers,  the  carrier  is  not  liable.  If  the  con¬ 
tract  specifies  positively  that  the  goods  are 
to  be  delivered  by  a  certain  time,  even  the 


“act  of  God”  will  constitute  no  excuse  for 
non-performance. 

These  rules  which  have  been  laid  down 
are,  of  course,  subject  to  modification  by 
agreement  of  the  parties.  Shippers  will  re¬ 
call  the  clauses  usually  inserted  in  bills  of 
lading.  The  courts  hold  that  carriers  can 
limit  their  original  liability  by  such  pro¬ 
visions,  provided  (so  many  states  hold) 
that  they  do  not  undertake  to  ex'u'p*: 
themselves  for  liabilitv  for  loz:  zr  .njury 
occurring  through  the  negngenc',  of  their 
employes,  such  an  exemption  being  con¬ 
sidered  contrary  to  public  policy.  New 
York,  however,  runs  counter  to  the  general 
doctrine,  considering  such  a  stipulation  to 
be  a  mere  private  agreement  between  the 
parties  with  which  the  law  has  no  con¬ 
cern. 

The  question  may  possibly  be  asked : 
“But  how  can  such  agreements  be  consid¬ 
ered  binding  when  railroad  companies  are 
obliged  to  transport  all  freight  offered 
them?  What  consideration  is  there  for  the 
contract  limiting  liability?”  Our  answer  is 
found  in  the  clause  in  bills  of  lading  which 
specifies  that  the  agreement  is  entered  .nto 
in  consideration  of  the  lower  rates  of 
transportation.  As  to  whether  there  are 
really  any  lower  rates  given  is  a  practical 
question  which  we  will  not  enter  into.  Suf¬ 
fice  it  to  say  that  the  courts  have  held  that 
it  is  sufficient  though  this  would,  of  course, 
be  otherwise  if  it  could  be  positively  shown 
that  the  same  rate  was  asked  of  a  ship¬ 
per  who  insisted  on  sending  his  goods  sub¬ 
ject  to  full  liability  on  the  part  of  the 
carrier. 

There  is  considerable  difference  in  the 
liability  of  a  carrier  of  goods  and  that  of 
a  carrier  of  passengers.  Passengers  are 
intelligent  beings  and  are  less  under  the 
carrier’s  control  than  mere  inanimate 
freight.  As  to  them,  a  railroad  company 
will  simply  be  bound  to  exercise  a  high 
degree  of  care.  It  is  not  necessary  that  the 
■passenger  should  enter  the  vehicle  in  or¬ 
der  that  the  relationship  may  arise.  It 
will  be  sufficient  that  he  has  entered  depot 
or  dock  intending  to  travel  by  that  par¬ 
ticular  line  and  if,  for  instance,  the  floor¬ 
ing  is  defective  and  he  is  injured,  a  re¬ 
covery  will  be  allowed.  '  The  railroad  is 
hound  to  be  courteous  to  its  passengers 
and  to  protect  them  from  the  violence  of 
fellow  travelers.  Thus  it  will  be  as  much 
responsible  for  injuries  occurring  from  the 
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Tag  to  Write  on 
5  other  sizes  in  stock 


Number,  Style  342 

3  other  styles  in  stock 


Alphabet  103 

4  other  styles  in  stock 


Month  103 

4  other  styles  in  stock 


1  Vi  in.  Printed  to  Order  2  in.  Printed  to  Order 

We  print  to  order  promptly  any  inscription  wanted 


tags  XO  ^VRIXE  on  Leather  tags  are  made  of  light  tan  leather  which  presents  a 

..  . — -r - - — ^ - TT — r~p  T  c. — r  . surface  i  vvrite  ori  with  ink.  Paper  Faced  tags  have,  over 

the  leather,  a  facing’  of  best  Buff  Scotch  Linen  Ledger  Laper,  which  gives  the  most  desirable  surface  known 
for  writing  with  pen  or  pencil.  The  facings  are  exceedingly  durable,  but  may  be  renewed  when  desired. 
Gammed  stickers  to  renew  the  facings  are  furnished  for  10  cents  per  one  hundred. 

GUARANXEE  tag  to  be  not  only  perfect  in  material  and  construction,  but  to  PAY 

for  itself  in  the  time  saved  by  its  use.  On  ledgers  they  save  one-half  time 
in  posting.  For  general  purposes  the  saving  averages 
twenty  per  cent.  We  prepay  transportation  and  will 
send  tags  to  any  responsible  person  or  firm  on 
trial,  to  be  returned  if  not  found  profitable. 

“We  use  them  (26,000)  in  every  department’* 

Simmons  Hardware  Company,  St.  Louis 


Roi^ated  Orders  from  the  Mutual  Life  Ins.  Co., 
New  York,  American  Tin  Plate  Co.,  Westinghouse 
Electric  &  Mfg.  Co.,  Merchants  Bank  of  Canada,  Mont¬ 
real,  National  Shawmut  Bank,  Boston,  and  hundreds  of 
similar  firms  prove  the  correctness  of  our  claims. 

We  have  never  found  an  office  so  large  and  but  few  so 
so  small  but  that  at  least  a  few  of  our  tags  could  be  profit¬ 
ably  used.  Fill  out  the  coupon,  mail  it  with  your  letter¬ 
head  and  receive  our  catalog  and  price  list  showing  how 
YOU  can  save  time  and  labor.  Sample  tag  for  5  cents. 

Dept.  A.  OHAS.  C*  SMIXH,  Mfr., 

EXETER,  NEBRASKA 


Cut  off  here  and  mall  TO-DAY— Don’t  Delay 

Dept.  A,  Chas.  C.  Smith,  Exeter,  Nebraska. 

Please  send  your  catalog  and  price  list  free.  Enclosed  is  5 
cents  for  sample  tag.  (12  05) 

Name . 


State . 


Business  . 

Am  Interested 
In  Indexing . 


DFSCRIPliCN 

Spring  steel  clips  enclosed  in  silk-stitcbed 
leather  tabs  on  which  any  desired  inscription  may 
be  printed  or  written.  They  can  be  instantly 
slipped  on  a  leaf  or  card  and  hold  with  a  vise-like 
grip  without  tearing,  but  can  be  quickly  removed 
to  another  page  or  a  different  book  if  you  wish. 

1,000  Kinds  of  Printed  T  ags  In  Stock 

Including  Alphabets,  Months,  Numbers,  Cities, 
States,  Accounts,  Days  of  Week,  Subdivided  Alph¬ 
abets,  etc.  We  print  to  order  promptly  and  at 
reasonable  prices  any  special  inscription  wanted. 

THE  CUTS  BELOW  ILLUSTRATE  A  FEW  COMMON  S^ZES  AND  STYLES 
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acts  of  a  drunken  co-passenger  which  could 
have  been  prevented  as  it  would  have  been 
from  the  negligent  running  of  the  locomo¬ 
tive.  A  passenger,  however,  must  conduct 
himself  in  an  orderly  manner  and  must 
comply  with  the  rules  of  the  company,  but 
where  the  carrier  puts  him  off  a  car  either 
because  he  is  disorderly  or  for  want  of  a 
ticket,  the  conductor  must  use  no  more 
force  than  is  reasonably  necessary  to  eject 
him,  nor  can  the  passenger  be  expelled 
while  the  train  is  running  at  a  high  rate 
of  speed.  Dwellers  in  cities  who  are  ac¬ 
customed  from  infancy  to  “Step  lively, 
please,”  will  be  glad^  to  learn  that  a  pas¬ 
senger  is  not  guilty  of  such  contributory 
negligence  as  will  preclude  him  from  re¬ 
covering  damages  when  he  boards  a  slowly 
moving  car. 

One  of  the  most  interesting  questions  is 
as  to  a  railroad  company’s  liability  for  the 
loss  of  a  passenger’s  baggage.  The  “bag¬ 
gage”  for  which  a  canrier  will  be  held  ac¬ 
countable  is  not  every  article  which  the 
passenger  chooses  to  take  with  him  since 
to  so  hold  would  be  to  place  upon  trans¬ 
portation  companies  a  liability  totally  dis¬ 
proportionate  to  the  fare  paid  and  which 
they  could  by  no  possibility  have  forseen 
and  gauged. 

Generally  speaking,  the  baggage  for  the 
loss  of  which  the  carrier  will  be  liable  con¬ 
sists  only  of  articles  of  wearing  apparel 
and  of  personal  necessity  as  well  as  those 
required  for  the  passenger’s  convenience 
and  recreation,  hearing  in  mind  the  length 
and  ultimate  purpose  of  the  journey  as  zvell 
as  the  passenger’s  station  in  life  and  his 


occupation.  Thus,  an  expensive  seal  skirt 
coat  would  not  be  considered  to  be  “bag¬ 
gage”  for  a  laborer’s  wife  while,  as  was 
held  in  one  case,  the  New  York  Central 
road  was  responsible  for  rare  laces  of  the 
value  of  $10,000  belonging  to  a  foreign 
noblewoman  of  great  wealth.  Such  articles 
as  paints,  brushes  and  easels  carried  by 
an  artist  on  a  sketching  tour;  guns,  am¬ 
munition  and  fishing  tackle  by  a  sports¬ 
man  ;  surgical  instruments  by  an  army  sur¬ 
geon  traveling  with  troops  and  books  and 
manuscripts  by  a  student  on  his  way  to  col¬ 
lege  would  be  “baggage.”  The  articles, 
however,  must  be  personal  to  the  passen¬ 
ger  and  he  cannot  recover  for  presents 
which  he  is  taking  home  to  his  friends 
nor  is  ladies’  jewelry  considered  as  “bag¬ 
gage”  when  in  the  trunk  of  a  man  travel¬ 
ing  alone,  although  it  is  otherwise  if  he  is 
with  his  wife.  Household  articles  such  as 
pictures,  curtains  and  bedding  are  not 
“baggage”  although,  in  one  or  two  iso¬ 
lated  cases,  the  courts,  have  been  more  lib¬ 
eral.  A  passenger  may  carry  in  his  trunk 
an  amount  of  money  reasonably  necessary 
for  the  expenses  of  the  journey,  but  he  is 
not  supposed  to  carry  with  him  large  sums 
for  the  purpose  of  investment. 

A  question  is  presented  with  regard  to 
the  samples  of  commercial  travelers  which 
are  held  not  to  be  “baggage”  of  the  pas¬ 
senger.  Still  if  the  carrier  receives  any 
notice  as  to  the  contents  of  the  trunk  and 
then  accepts  it,  he  will  be  held  accountable. 
It  therefore  behooves  every  commercial 
traveler  to  notify  the  station  agent  at  the 
time  he  checks  his  trunks. 


The  Janitress  and  the  Cashier 

She  walked  into  a  branch  bank  on  upper  Broadway  and  pushed  a  check  through 
the  paying  teller’s  window. 

“You  will  have  to  be  identified,”  said  the  cashier.  “I  don’t  know  you,  madam.” 

“You  don’t,  eh?”  said  the  woman,  with  fire  in  her  eye.  “Aren’t  you  the  father  of  the 
Smith  family  that  has  a  flat  in  the  Pileremin  apartments  ?” 

“Y-e-s.” 

“Well,  I  am  the  red-headed  janitress  that  your  wife’s  always  complaining  about. 
When  you  left  home  this  morning  I  heard  you  say:  ‘Emily,  if  our  children  get  fighting 
with  that  old  fury  in  the  basement,  don’t  quarrel  with  her.  Wait  till  I  get  home  and  let 
me  talk  to  her.’  Now,  if  you  think  you  can  get  the  best  of  an  argument  with - ” 

“Here’s  your  money,  madam,”  said  the  cashier. — The  Northwestern  Banker. 
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IRST  and  foremost  we  wish  to  emphasize  the  fact  that  there  are  no  records  of  any  sort,  kind 
or  description  which  cannot  be  kept  better  and  found  quicker  in  our  Loose  Leaf  Binders  than 
kept  in  any  other  way.  Many  users  of  Card  Index  Systems  have  been  converted  to  our 
^  Methods,  for  the  reason  that  while  Cards  are  good,  loose  sheets  are  much 
better  and  less  expensive. 

r  As  an  illustration  of  this,  it  is  simply  necessary  to  consider  how  easy 

and  natural  it  is  to  open  a  book  and  refer  to 
i#  %  \  any  page,  making  a  notation  if  desired,  as 


read  it,  and  if  a  notation  is  to  be  made,  finding 
a  suitable  place  to  rest  it  on  before  writing ;  then 
hunting  through  the  drawer  again  in  order  to  file  it.  Binder  Closed— size  5%^ 
always  with  a  chance  of  putting  it  back  in  the  wrong  place.  -3"  thick 

After  a  customer  has  purchased  one  of  our  Loose  Leaf  Binders,  he  becomes  so  impressed 
with  the  many  advantages  of  “Moore’s  Modern  Methods”  that  he  very  soon  wants  another 
Binder  for  some  other  purpose;  in  fact,  the  more  records  he  keeps  in  our  books,  the  more  he 
wants  to  keep  in  them,  the  result  being  that  eventually  he  finds  it  desirable  to  have  a  suitable 
cabinet  for  holding  the  record  books. 

To  meet  this  constantly  growing  demand,  we  invented  and  patented  special  cabinets,  made 

. ■■■%  ill  various  sizes  for  holding  any  number  of  ^ 

books,  from  two  up  to  twelve,  each 
1  cabinet  containing  a  separate  dust-proof 

compartment  for  each  book.  1  he  com-  Mi 
partments  are  of  a  proper  size  to  hold  ^  | 

our  standard  Binders,  measuring  5  ^4  in. 

wide  by  8  >4  in.  long  by  3  in.  thick.  Two-Voiume^^^^^^ 

The  twelve-volume  cabinets,  being  made  Cabinet— capacity  1400  sheets  8x5, 
,  can  be  stacked  together,  a  sufficient  outside  dimensions  4^  high,  1 8”  wide, 

'  ,  1  •  1  •  r— -  -  noan 

number  making  a  complete  cabinet  of  any  desired  size, 
together  without  any  unsightly  metal  connections,  and  ai 
the  top,  back  and  ends  being  hand  rubbed  and  polished 

Each  cabinet  is  complete  in  itself,  and  does  not  reqi 
finished  appearance.  You  can  start  with  any  size  you 
finish  with  what  you  re- 

far  more  than  it  costs,  in  both  time  and  trouble. 

If  you  send  it  back,  we  will  pay  the  charges  both  ways. 

You  have  a  choice  of  40  different  record  sheets  to  select  from 
shown  in  our  FREE  BOOK  “  MOORE’S  MODERN  METHODS 
at  once  ?  A  postal  brings  it.  WE  DO  NOT  SEII 


Making  a 
Notation 


Patented  1905 


Twelve-Volume  Sectional  Cabinet — capacity 
8400  sheets  8x5,  outside  dimensions  7}4" 
high,  38M^  wide,  9"  deep 


JOHN  C.  MOORE  CORPORATION,  157  Stone  Street,  Rochester,  N.  Y.  | 

B  Established  1839.  Makers  of  everything  in  the  line  of  Blank  Books,  Loose  Leaf  Binders  and  Office  Stationery.  B 

I  I 


Loose  Leaf  Journal. 

E.  A.  PRATT. 

INCE  the  introduction  of  loose 
leaf  accounting,  there  have 
been  several  attempts  to  de¬ 
sign  a  loose  leaf  journal 
which  would  give  one  the 
benefit  of  several  columns  and  at  the 
same  time  give  room  for  proper  ex¬ 
planation  of  the  journal  entry.  Some 
of  us  still  feel  that  each  journal  entry 
should  contain  a  careful  and  concise  ex¬ 
planation  of  the  circumstances  which  ne¬ 
cessitate  the  journal  entry,  more  particular¬ 
ly  so  in  the  case  of  allowances  and  adjust¬ 
ments.  Some  of  the  large,  many  columned 
loose  leaf  journals  which  have  been  con¬ 
structed  by  reputable  accountants  and  sys- 
tematizers,  have  been  far  from  satisfactory 
from  this  point  of  view.  In  fact,  I  have 
seen  some  of  them  in  which  the  space  for 
the  explanation  of  the  journal  entry  and 
the  names  of  the  accounts  to  be  debited  and 
credited,  was  not  more  than  two  inches 
wide  on  a  page  17  inches  square,  and  which 
had  14  to  18  separate  columns.  Certainly 
the  information  which  would  be  conveyed 
from  glancing  at  this  journal  entry  would 
be  very  meager  and  one  would  be  compelled 
to  examine  the  papers  filed  away  and  re¬ 
ferred  to  by  this  journal  entry,  in  order  to 
understand  why  it  was  made.  Furthermore 
there  is  a  possibility  that  such  papers  may 
be  accidentally  or  purposely  mislaid,  and 
thus  bringing  into  prominence  an  item  or 
entry  which  a  conscientious  auditor  would 
hesitate  to  pass  in  his  examination. 

The  form  herewith  exhibited  covers  all 
the  requirements  of  a  multi-column  journal 
and  gives  opportunity  for  full  and  complete 
explanation  for  the  proposed  entry,  and, 


also,  what  is  exceptionally  valuable,  there 
is  in  this  form  the  proper  pro  /ision  made 
for  the  examination  and  authorization  by 
their  O.  K.  of  one  or  many  persons  inter¬ 
ested  in  the  entry  before  it  shall  have  been 
incorporated  in  the  accounts.  This  form 
is  one  used  for  years  in  a  manufacturing 
plant  of  moderate  size  and  in  principle  cor¬ 
responds  exactly  to  a  similar  form  used  in 
some  of  the  very  largest  manufacturing 
plants  in  Chichago.  In  the  smaller  business 
their  use  was  seldom,  perhaps  not  to  exceed 
100  per  month,  while  in  a  larger  business 
enterprise  the  number  of  journal  entries 
or  sheets  may  be  from  500  to  2,000,  each  one 
of  which  has  been  properly  O.K.’d  by  the 
various  departments  and  managers,  author¬ 
izing  same  and  certifying  to  correctness  of 
the  transaction,  thus  avoiding  possibility  of 
entries  and  transfers  being  made  conscien¬ 
tiously,  but  without  full  information.  In 
these  cases  it  has  frequently  occurred  that 
the  journal  entry  may  have  been  re-written 
several  times,  before  it  was  satisfactory,  and 
you  can  thus  appreciate  how  mistakes  are 
thereby  avoided. 

Furthermore,  the  full  details  of  the  trans¬ 
action  are  carefully  and  concisely  written 
and  at  any  examination  of  records  at  any 
future  time,  it  is  seldom  necessary  to  go 
back  of  the  journal  entry  before  being  as¬ 
sured  of  the  correctness  thereof.  It  is  cus¬ 
tomary,  however,  that  all  correspondence 
and  papers  which'  accumulate  during  the 
passage  of  the  journal  voucher  through  the 
various  departments,  shall  be  firmly  fas¬ 
tened  together  and  be  given  the  same  jour¬ 
nal  number  and  filed  under  that  number,  so 
that  they  can  be  readily  accessible. 

The  body  of  the  voucher  is  self  explana¬ 
tory  except  for  the  four  items  near  the 
bottom,  namely:  General  Expense,  Pur- 
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Worry  no  more  about 

Christmas  Gifts ! 

No  lack  of  ready  money  need  inconvenience  you. 

The  happiest  Holidays  spent  by  any  are  those  of 
our  customers.  We  know  it  because  they  tell  us  so. 

What  shall  it  be.?  Think  over  all  the  articles  you  can.  Some 
you  have  given;  some  your  friends  already  possess,  can  not  use, 
or  will  not  like;  some  you  do  not  care  to  give  or  are  uncertain 
about — and  when  you  are  through  you  will  be  sure  that  THE 
ONLY  ABSOLUTELY  SAFE  THING  TO  GIVE— SURE  TO 
SUIT— is  a  DIAMOND  or  WATCH. 

A  Watch  is  a  splendid  present,  though  most  persons  do  not  care  for  more 
than  one. 

But  the  D I A  M  O  N  D — that  delight  of  beauty  since  the  world  began — 
is  the  cream  of  all  gifts.  A  Diamond  always  pleases.  And  did  you  ever  know 
any  one  get  TOO  MANY  Diamonds?  Pin  your  faith  to  a 
beautiful,  sparkling  Diamond  for  your  Christmas  present,  and 
you  will  be  happy  over  your  choice  ever  afterward. 

If  Sant?  Clau3  were  to  lay  his  bag  of  presents  before 
your  sweetheart  and  give  her  the  choice  of  jiwt  one, she’d 
reach  for  the  Diamond  quickly.  You’d  do  the  same. 

Must  be  a  good  Diamond  though— the  only  kind  we 
have— the  Pure  White.  Your  friend  will  always  be  glad 
to  compare  it  with  any  other. 

Beauty  of  it  is  you  can  suit  everybody  from  a  stock 
of  Diamonds  and  Watclies  such  as  we  always  carry- 
wife,  sister,  mother,  sweetheart;  husband,  father,  bro¬ 
ther,  friend. 

A  very  small  amount  of  ready  money  will  provide  for  all 
yourgifts.  Realize  what  that  means?  Twenty  dollars,  say,  will 
enable  you  to  get  not  only  a  fine  Diamond,  but  other  beautiful 
gifts  besides.  No  possibility  of  regrets— not  like  perishable  ar¬ 
ticles  that  are  forgotten  a  month  later,  for  your  Diamond  con¬ 
stantly  increases  m  value  and  is  a  continual  delight. 

I  Our  Charge  Account  Plan— gladly  extended  to  you— makes  all  pur¬ 
chases  astonishingly  easy.  Send  for  our  Catalop- handsomest  of  , 

the  kind  ever  printed — and  make  your  selections  now  in  the  privacy 
and  comfort  of  your  own  home  without  interruption  or  hnste.  You 
can  do  all  your  Holiday  shopping  right  here.  We  carry  all  the  latest  de-’ 
sigM,  and  you  are  not  limited  to  one  article.  We  deliver  promptly  through-  ^ 
out  the  rush  of  the  Holidays,  but  to  have  leisure  of  selection  you  had  better 
buynow.  You  can  order  now  and  have  your  purchase  delivered  at  any  date. 

You  can  buy  now  and  exchange  after  Christmas  if  not  fully  suited.  Y’ou  can  buy 
now  and  exchange  before  Christmas  if  you  alter  your  mind.  No  formalities. 

Our  relations  with  you  are  strictly  confidential.  We  want  you  for  a  permanent 
r  patron— not  just  this  once.  OUR  GUARANTEES  are  unequaled.  Many  years  of  suc¬ 
cessful  business  is  a  strong  one,  but  we  do  more: 

I-  kave  customers i n  almost  every  town  and  we  will  gladly  refer  you  to  them. 

..  .  hxamine  Article  yon  purchase  as  soon  as  it  arrives;  if  not  satisfactory,  return  it.  If,  after  retaining 

It  ten  days,  you  are  not  perfectly  suited,  your  money  will  go  back  to  jon— cheerfully. 

your  Diamond  may  be  exchanged  at  full  valuation  for  other  goods  at  any  time, 
i'ayments  arranged  to  meet  your  convenience  Usually  a  fifth  down,  balance  in  eight  or  ten  months. 
^  you  are  earning  a  regular  salary  you  can  buy  the  best  of  things  in  our  line  and  never  miss  the  payments. 
We  insist  on  making  everything  satisfactory  to  you. 

Don't  fail  to  send  for  the  BEAUTIFUL  CHRISTMAS  CATALOG— forwarded  free  on  request.  We  send,  also 
free.  Souvenir  Birthstone  Ring-Size  Card.  Shows  colors  and  names  of  stones,  besides  a  verse  for  each  month. 
Don't  hesitate  to  ask  for  both  Catalog  and  Souvenir, 

THE  WALKER-EDMUND  CO..  Importers  of  Diamonds  and 

**  Manufacturers  of  Jewelry 

S-79  STATE  STREET  (Columbus  Memorial  Building),  CHICAGO,  ILL. 
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chase  Account,  Sales  Account  and  Adjust¬ 
ments.  These  are  accounts  which  in  this 
business  would  each  have  a  separate  col¬ 
umn,  and  which  would  not  be  posted  so 
that  in  making  the  entry,  items  affecting 
these  accounts,  are  written  opposite  the 
name  and  are  not  posted  in  the  ledger.  Thus 
in  case  of  returned  goods  on  which  there 
is  a  loss  which  your  customer  would  not 
stand  you  would  doubtless  credit  your  cus¬ 
tomer  for  the  proper  amount  and  probably 
credit  your  general  expense  or  freight  ac¬ 
count  with  the  charges  on  the  return  and 
debit  your  purchase  apcount  for  the  value 
as  new  material  of  goods  which  were  unfit 
to  be  resold  and  which  would  of  necessity 
have  to  be  manufactured  over.  You  would 
charge  your  sales  account  with  the  value  as 
billed  out  of  the  goods  returned  which  were 
in  perfect  condition,  then  charge  to  your  ad¬ 
justment  account  the  loss  on  the  return 
and  the  freight  charges. 

In  this  case  the  item  of  credit  to  your 
customer  would  be  entered  at  the  top  of 
the  sheet  above  the  words  “Petty  Ledger” 
on  the  right  hand  side  of  course  and  the 


freight  over  “General  Expense”  at  the  top 
on  the  right  hand  side. 

On  the  left  hand  side  at  the  top  over  the 
proper  items  you  would  enter  the  amounts 
charged  to  purchase  account,  sales  account 
and  adjustments  and  the  total  debit  and 
total  credit,  taking  care  of  course  that  the 
items  at  the  top  correspond  with  the  body 
of  the  voucher.  Any  items  shown  in  the 
petty  ledger  at  the  top  on  either  side,  would, 
of  course,  be  posted  in  your  petty  or  cus¬ 
tomers’  ledger.  Any  items  appearing  in  the 
general  ledger  would,  of  course,  be  posted 
direct  into  the  general  ledger. 

These  journal  vouchers  are  numbered 
consecutively  and  filed  in  suitable  file. 
While  journal  vouchers  originate  from  any 
department,  the  department  number  would 
be  registered  on  the  voucher  and  the 
voucher  registered  in  the  department,  and 
when  the  journal  voucher  finally  reached 
the  journal  desk,  it  would  be  given  its  reg¬ 
ular  consecutive  journal  voucher  register 
number.  The  department  register  is  im¬ 
portant  so  that  at  the  end  of  the  month  all 
of  the  unpassed  journal  vouchers  can  be 
located  and  either  put  through  the  books 
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A  Congressman’s  Secretary 


A 


Mr.  ray  NYEMASTER,  of  Atalissa,  la., 
whose  picture  is  printed  herewith,  has  just 
received  the  appointment  of  private  sec¬ 
retary  to  Congressman  Dawson,  of  the  Second 
Iowa  district — a  lucrative  and  desirable  position, 
requiring  high  skill  in  shorthand  writing.  This  is 
most  remarkable  when  the  fact  is  taken  into  con¬ 
sideration  that  seven  months  prior  to  his  selec¬ 
tion  to  this  responsible  position,  Mr.  Nyemaster 
knew  absolutely  nothing  of  short¬ 
hand,  and  obtained  the  knowledge 
necessary  to  fit  him  for  this  respon¬ 
sible  work  by  correspondence,  being 
a  pupil  in  the  home  study  course  of 
the  Success  Shorthand  School  of 
Chicago. 

Because  of  the  high  recommend¬ 
ation  given  this  school  by  the  of¬ 
ficial  court  reporter  in  his  district 
— Mr.  F.  M.  McLaughlin,  of  Wa¬ 
pello,  la. — Mr.  Nyemaster  was  in¬ 
duced  to  take  up  the  study  of  this 
course.  Mr.  McLaughlin  was  a 
graduate  of  the  correspondence  de¬ 
partment  of  this  school  and  owes 
his  great  ability  to  its  teaching.  As 
Mr.  Nyemaster  concluded  the  les¬ 
sons,  he  found  himself  competent  to 
do  the  high  grade  of  work  neces¬ 
sary  in  Washington,  and,  after 
being  thoroughly  tested  by  Con- 


graphic  e.xperts,  at  Wenatchee,  Wash.,  an  old 
shorthand  writer,  perfected  by  this  course,  who 
wrote ; 

To  me  your  system  and  method  of  instruction  are 
withorit  peer.  The  lessons,  from  the  first  to  the  last, 
seemed  like  so  many  steps  onward  to  the  goal  “Success”; 
each  one  so  graded  as  to  advance  the  student  in  the 
matter  taught  only  by  those  who  know  how.  The 
cumulative  phrases  and  special  contractions  are  certainly 
to  be  endorsed,  not  only  on  account  of  their  brevity 
but  of  the  all-important  factor  “legibil¬ 
ity.”  I  assure  you  it  will  be  a  pleasure  to 
recommend  your  course  to  any  and  all 
who  are  interested  in  this  fascinating 
study.  With  best  wishes,  I  am, 

\'ery  sincerely. 


- 


RAY  NYEMASTER 


Within  the  last  six  weeks  Mr.  F. 
H.  Eastman  has  been  appointed  of¬ 
ficial  court  reporter  of  the  Surro¬ 
gate  and  County  courts  of  Wyom¬ 
ing  county,  N.  Y.,  with  headquar¬ 
ters  at  Warsaw,  N.  Y. — a  position 
received  before  he  had  entirely 
completed  the  course.  Throughout 
this  country  and  Canada  and  Mex¬ 
ico  most  successful  shorthand  writ¬ 
ers  are  evidence  of  the  superiority  of 
the  shorthand  taught  by  this  firm. 


gressman  Dawson,  his  appointment  was  made.  You  should  write  today  and  find  out  what  this 

Here  is  the  letter  written  to  the  school  by  Mr.  school  can.  do  for  you.  Its  graduates  have 

Nyemaster  when  he  received  notification  of  his  broken  records  in  actual  work.  If  a  stenographer, 

selection  :  the  firm  of  expert  shorthand  reporters  behind  the 

Atalissa,  la.,  Nov.  8,  1905.  school  will  perfect  you  for  expert  work;  if  a  be- 

Success  Shorthand  School,  Chicago,  III.  ginner,  do  as  Mr.  Nyemaster  did  and  prepare 

Gentlemen:  I  am  very  glad  to  take  this  opportunity  yourself  for  the  future.  The  elegant  48-page 

to  thank  you  for  the  kind  interest  you  have  shown  in  prospectus  and  full  account  of  record-breaking 

my  work,  and  to  commend  your  school  to  those  desiring  .  .  r  c, Slmrtband  Srbnni  Pradimtes  sent 
a  thorough  knowledge  of  shorthand.  01  success  :5nortnana  :5cnooi  paauates  sem 

Seven  months  ago  I  had  no  knowledge  of  shorthand,  free  on  application.  hill  OUt  the  following  COU- 

and  was  engaged  as  cashier  in  a  bank.  On  the  recom-  pon  and  Send  today.  If  a  shorthand  writer,  state 

mendation  of  a  friend  I  enrolled  in  the  correspondence  PYnermnee  • 

department  of  your  school.  My  duties  as  cashier  required  sysiem  anu  experie  LC  . 

my  time  during  the  day,  and  I  devoted  two  hours  each 
evening  to  the  study  of  your  course,  completing  it  in  six 

months.  The  interesting  manner  in  which  the  lessons  c  c  c 

were  presented,  and  your  interest  in  my  work  made  thd  oUCCESS  SHORTHAND  oCHOOL : 

study  a  pleasure.  ^  Suite  112,  79  Clark  Street,  Chicago,  Ill. 

I  am  now  engaged  as  private  secretary  to  a  Congre.ss- 

man.  Of  course,  the  teaching  and  experience  of  your  Please  send  Success  Shorthand  System  and  copy  of 

school  fitted  me  to  perform  the  duties  of  this  position.  guaranty  to 

I  believe  that  any  person  of  ordinary  intelligence, 
with  a  willingness  to  work,  and  a  desire  to  succeed  can 

master  your  course  in  a  short  time.  Name . . 

If  I  can  be  of  service  to  you  at  any  time  in  recom¬ 
mending  your  course  to  a  prospective  student,  I  shall  be 

very  glad.  V^ery  truly  yours,  Address . 

T  own . 

State . 

Mr.  Nyemaster  is  but  one  of  many  whose  future  . 

has  been  greatly  influenced  by  the  expert  instruc¬ 
tion  given  by  this  school.  In  the  same  mail  with  Note. — We  fill  positions  with  competent  stenog- 

his  letter,  was  one  from  Louis  J.  Crollard,  a  raphers  throughout  the  United  States  without 

member  of  the  firui  cf  Crollard  Brothers,  steno-  charge.  Employers  write  for  competent  help. 
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before  closing  for  the  month,  or  can  be 
taken  into  account  in  determining  the  profit 
and  loss,  and  thus  be  sure  that  every  vouch¬ 
er  will  be  accounted  for  and  no  mistakes 
arise  from  any  of  them  being  omitted  in  the 
calculations. 

Where  these  journal  vouchers  are  used  in 
large  quanlities  it  is  customary  to  foot 
them  in  lots  of  50  and  enter  them  in  a 
journal  voucher  register,  showing  the  to¬ 
tals  in  the  various  columns  of  the  journal 
voucher  register,  of  vouchers  1,G51  to  1,700 
and  1,701  to  1,750,  etc. 

The  footing  of  these  vouchers  is  very 
simple,  as  the  bunch  of  50  is  placed  one 
below  the  other  just  enough  that  the  row 
of  figures  show  clear  across  so  that  when 
you  have  a  lot  of  50’s  laid  out  on  the  desk 
in  that  way,  held  together  by  clips,  nothing 
will  appear  at  the  top  but  50  rows  of  fig¬ 
ures,  just  as  you  would  find  them  were  they 
entered  in  a  book  in  columns,  and  it  is  very 
easy  to  foot  and  cross-foot.  You  will  thus 
see  that  you  have  every  advantage  of  a 
multi-columned  book  with  the  advantage  of 
individualized  and  fully  explained  journal 
entries.  The  size  herewith  is  8f4xll,  but  in 
some  large  concerns,  the  size  is  increased 
and  all  the  debit  entries  are  entered  at  the 
top  and  all  credit  entries  entered  in  smaller 
columns  at  the  bottom  of  the  voucher,  thus 
providing  for  several  general  accounts  and 
10  to  14  separate  ledgers.  When  so  used, 
the  journal  clerk  makes  up  a  form  showing 
the  amounts  of  postings  in  each  one  of  the 
separate  ledgers  between  each  set  of  50  and 
daily  checks  up  these  with  the  ledger  man 
who  has  made  a  duplicate  posting  in  his 
tickler.  Whenever  he  starts  posting  from 
his  journal,  he  enters  in  his  tickler  from 
51  up  and  makes  a  footing  of  the  postings 
he  has  made  in  that  set  of  vouchers,  and  if 
his  total  agrees  with  the  journal  clerk,  he 
has  every  assurance  that  all  postings  have 
been  properly  made  and  in  case  there  is  a 
disagreement,  it  may  be  found  that  some¬ 
one  has  carelessly  entered  in  the  wrong  col¬ 
umn  an  entry  and  one  of  the  other  ledgers 
will  be  out  such  an  amount.  This  keeps 
every  ledger  in  perfect  balance,  all  the 
time  so  far  as  journal  is  concerned. 

When  used  in  a  small  business  the  vouch¬ 
ers  are  rarely  footed  until  the  end  of  the 
month  and  the  sum  of  the  petty  ledger  col¬ 
umns,  both  debit  and  credit,  should  agree 


with  the  petty  ledger  man’s  tickler  or  dupli¬ 
cate  posting.  At  the  end  of  the  month 
suitable  journal  entry  is  made  covering  all 
the  footings  of  the  various  columns,  charg¬ 
ing  them  to  the’ separate  ledger  accounts  in 
the  general  ledger,  and  charging  to  the  ac¬ 
count  in  the  general  ledger  the  totals  of  the 
footing  of  the  proper  columns,  which  were 
not  posted  in  detail. 

I  have  thought  it  best  that  journal  entries 
should  also  be  made  for  the  cash  book  foot¬ 
ings  and  sales  book  footings,  rather  than 
posting  the  footings  direct  to  the  general 
ledger  from  these  books.  Where  this  is 
done,  your  journal  entry  will  then  contain 
all  the  records  and  figures  necessary  to  com¬ 
pile  a  complete  statement  of  your  business 
affairs,  which  is  not  possible  where  the 
monthly  totals  are  posted  direct  from  sales 
books,  cash  books,  etc. 

There  are  also  some  other  entries  which 
it  is  usual  to  make  at  the  end  of  each 
month,  such  as  an  entry  charging  your  labor 
and  crediting  unpaid  wages  or  salaries  for 
pay  roll  accrued  to  the  end  of  the  month. 
There  are,  of  course,  also  the  journal  en¬ 
tries  for  credit  due  to  salesmen  and  com¬ 
mission  agents  and  sometimes  the  monthly 
salary  voucher,  etc. 

For  some  years  I  kept  a  memorandum  of 
the  necessary  closing  vouchers,  which  some¬ 
times  were  as  many  as  15  or  16  and  gave 
them  a  closing  voucher  number.  No.  1  up, 
so  there  was  no  possibility  in  any  month 
that  any  one  of  these  vouchers  or  entries 
should  be  forgotten  or  neglected  and  in  that 
way  when  the  final  balance  was  drawn  from 
the  general  ledger,  the  true  and  accurate 
condition  of  the  figures  was  shown  therein 
and  it  was  not  necessary  to  make  adjust¬ 
ments  and  explanations  when  turning  over 
the  balance  sheet  to  proper  officers. 

A  careful  study  of  this  plan  will,  at  least, 
commend  itself  to  everyone  who  desires  to 
make  his  journal  entries  show  the  complete 
transactions,  and  who  also  wishes  to  make 
use  of  any  number  of  columns  in  a  columnar 
journal.  These  explanations  will,  I  believe, 
make  it  easy  for  anyone  to  adapt  the  sys¬ 
tem  to  his  particular  business  and  when 
once  worked  out,  I  am  sure  the  plan  will  at 
once  commend  itself  to  auditors,  accountants 
and  business  managers  and  will  be  found 
to  be  exceedingly  simple  and  practical  in  its 
application. 
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Put  If  On  - 


and  Pinch  If 

No  office  can  be  complete  without  this  won¬ 
derful  new  paper  fastener — the  Tadpole.  It  is 
not  merely  a  “clip,”  but  a  fastener — one  that 
holds  with  a  grip  that  won’t  let  go.  The  handi¬ 
est, simplest, quickest — just  put  it  onthecorner, 
pinch  it  gently  and  it’s  there  to  stay.  Holds 
two  sheets  as  firmly  as  twenty.  Where  the 


ADPOLE 

Paper  Fastener 


is  used  there  is  no  missing  cor¬ 
respondence,  no  tanglements  in 
file  or  basket.  It  keeps  a  packet 
of  papers  always  in  perfect  order,  always  ready 
for  reference,  and  enables  you  to  detach  any 
sheet  when  needed.  Has  no  sharp  corners  to 
catch  on  adjacent  sheets.  Cannot  slip  or  spring 
off.  Most  economical  because  it  may  be  used 
over  and  over.  Let  us  send  you 

SAMPLES  FREE 

upon  receipt  of  ic  stamp  and  you  will 
more  readily  appreciate  why  Tadpole 
Fasteners  are  different  from  others,  why 
they  are  better.  Three  sizes,  at  all 
stationers  ;  25  cents  a  box,  or  by  mail  on 
receipt  of  price.  Agents  wanted  every¬ 
where,  to  whom  a  liberal  proposition  is 
made. 

GENERAL  SPECIALTY  CO., 

Arcade  Bldg.,  Philadelphia,  Pa. 


taviiHd 
UO  AilV  3d?n.N30 
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A  Tickler  for  The  Purchasing 
Department. 

BY  RUSSELL  E.  KING. 

The  inclosed  card  and  a  regular  tickler 
box  is  used  in  our  purchasing  department 
to  take  care  of  the  short  time  vouchers,  pre¬ 
venting  loss  of  discount. 

All  vouchers  pass  through  the  purchas¬ 
ing  department  to  be  O.  K.’d.  That  de¬ 
partment  is  situated  in  Brooklyn,  at  the 
factory,  and  the  accounting  department, 
through  which  the  vouchers  are  paid,  is  in 
New  York,  at  the  main  office. 

It  is  necessary  before  voucher  can  be  ap¬ 
proved  for  payment,  to  see  if  material  pur¬ 
chased  and  billed  for  thereon  has  been  re¬ 
ceived  and  is  in  accordance  with  order. 

The  voucher  clerk  to  whom  vouchers  are 
first  passed ‘to  be  checked  as  to  price,  re¬ 
ceipt,  etc.,  makes  out  a  card  in  the  proper 
manner,  as  called  for  by  form,  and  files  it 


in  tickler  about  two  days  ahead  of  date  of 
maturity  of  voucher. 

The  usual  method  of  filing  before  nu¬ 
merical  guides  all  matters  requring  atten¬ 
tion  on  that  day  of  the  month,  is  followed, 
and  when  this  tickler  card  is  brought  to 
the  voucher  clerk’s  attention  he  immedi¬ 
ately  follows  it  up  and  sees  whether  ma¬ 
terial  called  for  on  voucher  has  been  re¬ 
ceived  and  is  satisfactory.  This  data  is 
obtained  from  receiving  clerk.  If  every¬ 
thing  is  found  correct  the  voucher  is  then 
approved  for  payment. 

The  two  days  elapsing  before  maturity  of 
voucher  gives  ample  time  for  the  account¬ 
ing  department  to  pay  voucher  and  save 
discount,  which  in  the  majority  of  cases 
amounts  to  quite  a  sum. 

It  has  been  found  quite  useful,  although 
the  idea  may  seem  slightly  crude. 


Estimated  Freight. 

BY  H.  G.  BROWN. 

Many  plans  have  been  found  in  operation 
for  keeping  track  of  the  approximate 
amount  of  freights  which  can  be  deducted 


by  customers  in  making  remittances,  where 
goods  are  sold  delivered.  This  is  a  very  im-  ' 
portant  liability  to  be  considered  in  dosing 
the  books,  and  unfortunately,  in  a  number  of 
circumstances,  this  is  entirely  overlooked. 
The  majority  of  the  schemes  in  operation 
have  been  found  extremely  unsatisfactory, 
some  concerns  even  going  to  the  length 
of  providing  several  columns  in  the  journal 
and  making  a  journal  entry  for  each  in¬ 
voice,  charging  Estimated  Freight  account 
and  crediting  the  customer’s  account.  Be¬ 
sides  being  very  unsatisfactory,  consider¬ 
able  time  is  lost  making  the  necessary  ad¬ 
justments  when  freight  bills  come  in. 

The  following  plan  contains  suggestions 
which  will  be  found  very  practical,  and 
gives  a  perpetual  analysis  of  the  estimated 
freights  and  of  the  figures  to  be  considered 
in  closing  the  books,  on  account  of  remit¬ 
tances  not  being  received  from  customers. 

Two  distinct  methods  present  themselves, 
the  second  of  which  is  to  be  preferred  for 
reasons  mentioned  therein. 

First — An  arrangement  can  be  made  with 
the  railroad  company,  whereby  freight  can 
be  shipped  prepaid,  and  they  will  collect 
their  bills  once  or  twice  per  month  accord¬ 
ing  to  agreement.  This  will  give  the 
amount  of  freight  paid  on  shipments  dur¬ 
ing  the  month,  which,  of  course,  can  be 
charged  to  Freight  and  no  further  special 
attention  required,  as  the  full  amount  of 
the  invoice  is  collected  from  the  customer. 
A  considerable  amount  of  capital  will  not 
be  necessary  to  carry  out  this  arrange¬ 
ment,  providing  the  condition  of  the  busi¬ 
ness  is  such  that  a  considerable  number  of 
invoices  will  be  collected  in  ten  days  or 
sooner. 

Second — Where  credit  is  extended  for 
30,  60  or  90  days,  or  longer,  the  best  plan 
is  to  provide  specially  ruled  sheets,  show¬ 
ing  the  date,  name  of  the  customer,  point 
of  delivery,  weight  of  shipment,  rate,  esti¬ 
mated  freight,  actual  freight,  date  voucher 
received.  No  allowances  are  to  be  made 
the  customer  for  freight,  unless  the  original 
receipted  freight  bill  accompanies  the 
.remittance.  This  is  imperative,  in  view  of 
the  frequency  of  overcharges,  which  is,* 
of  course,  a  direct  loss  to  the  shipper 
where  the  freight  bills  are  not  returned. 
On  receipt  of  the  freight  bills,  and  the 
charges  being  verified,  the  amount  of 
the  freight  bill  is  entered  in  the 
“actual  freight”  column,  and  the  date  cn- 
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Pat.  Adjustable  “  O.  K.”  Paper  Fasteners 


The  “O.  K.”  Paper  Fastener  is  not  a  clip.  Clips  slide  on  and  depend  solely  on 
friction  for  their  holding  power, -and  are  liable  to  slide  off  when  you  don’t  want 
them  to,  thus  making  them  insecure.  The  “O.  K.”  has  the  advantage  of  an  inde¬ 
structible  piercing  point,  which  actually  goes  through  every  sheet  of  paper,  and  binds 
and  holds  them  together  with  a  bull-dog’s  grip.  These  Fasteners  also  have  the  advan¬ 
tage  of  being  adapted  to  be  used  over  again  when  the  occasion  demands,  without  losing 
any  of  their  gripping  power. 

They  are  handsome,  compact,  strong,  always  ready  for  use,  require  no  machine 
for  putting  them  on  or  taking  them  off,  and  they  always  work. 

If  you  were  to  cross  a  river  in  a  row  boat  you  would  prefer -a  set  of  good  oars  to  a  pike 
pole  every  time.  Now  the  “O.  K.”  Paper  Fasteners,  both  for  security  and  pleasure,  are 
to  the  office  what  the  oars  are  to  the  boat. 

For  filing  purposes,  and  attaching  enclosures  to  letters,  no  other  Fastener  compares  with 
the  “O.  K.”  It  has  no  objectionable  points  or  prongs  to  catch  on  anything. 

These  Fasteners  are  handsome  in  appearance,  are  O.  K.  in  every  sense  of  the  word,  and 
you  will  gladly  O.  K.  all  we  say  for  them  after  having  used  them  a  few  days  in  your  office. 
Made  in  three  sizes,  and  put  up  in  brass  boxes  of  100  Fasteners  each,  ten  boxes  to  a  carton. 


Size  No.  0-B.  (Small)  will  fasten  together  from  two  to  six  sheets  of  paper. 

Size  No.  I  B.  (Medium)  will  fasten  together  from  two  to  twelve  sheets  of  paper. 
Size  No.  2-B.  (Large)  will  fasten  together  from  two  to  twenty  four  sheets  of  p&per. 


Price 


Size  No.  0=B.  and  No.  1=B.  20  cents  a  box  (100);  $1.50  per  1,000 
No.  2-B.  25  cents  a  box  (100);  $2.00  per  1,000 
Liberal -discount  to  the  trade. 

Sold  by  first-class  dealears  everywhere,  or  when  not  to  be  had 
from  your  dealer,  direct  from  the  manufacturer,  postage  or  express 
prepaid. 

Sample  box  of  50  assorted  Fasteners,  10  cents. 
Handsome  art  booklet,  with  neat  brass  box,  contain¬ 
ing  two  fasteners  each  of  the  three  sizes,  without  charge. 

Orders  will  be  filled  and  shipped  on  approval.  If 
the  Fasteners  are  not  entirely  satisfactory  return  them 
at  my  expense. 


JAMES  V.  WASHBURNE 

M.ANUF.ACTURER 


L.  &  C.  HAKDTMUTH,  12  Golden  Lane,  London,  Eng., 
Selling  Agents  for  Continental  Europe  and  Australia. 


225  L  Genesee  Street 


SYRACUSE,  N.  ¥. 
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tered  in  the  column  provided  for  that  pur¬ 
pose.  At  the  close  of  the  month,  no  atten¬ 
tion  need  be  paid  to  the  slight  difference 
between  actual  freight  and  estimated 
freight.  The  footing  of  these  columns  is 
unnecessary.  The  only  figures  which  must 
be  taken  into  consideration  are  those  of 
estimated  freights,  for  which  no  freight 
bills  have  been  received.  These  open  items 
must  be  recapitulated,  and  constitute  the 
amount  of  the  liability  to  be  considered. 
A  journal  entry  should  be  made,  charging 
freight  account  and  crediting  Customers’ 
Accounts  Receivable  Adjustment  account. 
The  entire  amount  of  freight  account  is 
charged  to  profit  and  loss,  closing  the 
account.  In  making  up  the  balance  sheet, 
the  aggregate  of  the  Customers’  Accounts 
Receivable  is  shown,  and  from  this  is  de¬ 
ducted  the  Accounts  Receivable  Adjust¬ 
ment  account,  and' the  net  amount  extend¬ 
ed  to  the  asset  column  of  the  balance  sheet. 
The  journal  entry  above  outlined  is  then 
reversed,  which  closes  the  Accounts  Re¬ 
ceivable  Adjustment  account,  and  credits 
freight  with  the  amount  of  the  adjustment. 
This  same  procedure  followed  at  the  end 
of  each  closing  period  will  take  care  of  the 
estimated  freights. 


Bond  Premium  Sinking  Fund. 

BY  C.  WADSWORTH. 

Having  purchased  five  per  cent  bonds  of 
a  par  value  of  $4,000,  paying  therefor  the 
sum  of  $4,600 — a  question  arises  as  to  the 
method  of  determining  just  what  the  net 
income  on  the  investment  would  be  after 
establishing  a  sinking  fund  for  the  purpose 
of  wiping  out  the  premium  of  $600  at  the 
maturity  of  the  bonds,  six  and  one-half 
years  after  date  of  purchase.  There  is  also 
some  question  as  to  the  proper  method  of 
procedure  to  determine  just  what  amount 
of  money  it  would  be  necessary  to  lay  aside 
each  year  for  the  sinking  fund,  itself  draw¬ 
ing  interest  at  five  per  cent,  in  order  that 
it  might  equal  the  premium  at  the  end  of 
six  and  one-half  years.  On  referring  to  a 
compound  interest  table,  it  will  be  found 
that  after  a  period  of  six  years  a  single 
dollar  at  five  per  cent  interest  would  amount 
to  $1.340096,  and  to  $1.4071  after  seven 
years;  hence,  after  a  period  of  six  and 
one-half  years  the  principal  and  interest 
on  a  single  dollar  would  amount  to  the 
mean  between  $1.340096  and  $1.4071  or 


$1.373598.  In  like  manner,  tbe  amounts  of 
principal  and  interest  on  a  single  dollar  for 
periods  of  five  and  one-half,  four  and  one- 
half,  three  and  one-half,  two  and  one-half, 
one  and  one-half  and  one-half  years  may 
be  determined,  and  their  sum  will  be  found 
to  be  $8.34558.  As  this  sum  represents  the 
earning  capacity  of  a  sinking  fund  to  which 
a  single  dollar  is  contributed  at  the  end 
of  each  year  during  the  time  that  the  bonds 
have  to  run  before  maturity,  it  is  evident 
that  as  many  dollars  must  be  contributed 
each  year  to  the  bond  premium  sinking 
fund  as  $8.34558  is  contained  in  $600 — 
which  is  $71.89.  In  other  words  this 
amount  must  be  contributed  to  the  sink¬ 
ing  fund  each  year  in  order  to  make  it 
equal  the  premium  when  the  bonds  ma¬ 
ture. 

The  yearly  income  from  the  bonds  being 
$200,  out  of  which  amount  $71.89  is  con¬ 
tributed  to  the  bond  premium  sinking  fund, 
it  is  evident  that  the  net  yearly  income  that 
may  be  reinvested  or  otherwise  used  is 
$128.11.  The  question  that  arises  at  this 
point  relates  to  the  return  on  the  invest¬ 
ment.  Considering  the  return  without  ref¬ 
erence  to  the  sinking  fund,  the  rate  of  in¬ 
terest  would  be  200/4600=4  34/100  per  cent 
per  year,  but  when  it  is  required  to  deter¬ 
mine  the  net  yearly  rate  of  interest,  there 
is  a  question  as  to  whether  it  should  be 
128.11/4000=3  2/10  or  128.11/4600=2  78/100 
per  cent,  the  book  or  maturity  value  of  the 
bonds  being  $4,000.  Which  percentage  is 
correct  and  why? 


Does  Not  Follow  Old  Ruts. 

Beg  to  acknowledge  receipt  of  the  certificate  of 
membership  in  the  International  Accountants’  So¬ 
ciety,  Inc.,  and  please  accept  my  thanks  for  same. 

I  can  assure  you  that  I  deem  the  Home  Study 
Course  in  Higher  Accounting,  which  I  have  just 
completed,  as  very  thorough  and  concise  It  does 
not  follow  any  of  the  old  ruts,  but  teaches  the 
student  the  most  modern,  up-to-date  methods  of 
accounting.  The  lessons  are  lucid  and  compre¬ 
hensive,  yet  at'  the  same  time  leading  the  student 
to  “think  it  out”  himself,  thereby  giving  him  the 
one  thing  most  beneficial — self-impression.  Another 
thing  that  appealed  to  me  was  the  method  of  cor¬ 
recting  the  work  of  the  student,  thoroughly  clari¬ 
fying  all  points  which  were  doubtful  to  him.  I 
wish  to  thank  you  for  the  courtesy  and  personal 
attention  extended  me  while  taking  the  course. 

W.  F.  SCHOELL, 

Milwaukee,  Wis. 


"Business  Short  Cuts”  came  to  hand  today,  and 
I  hasten  to  make  acknowledgment.  It  is  neat, 
compact  and  well  put  together,  and  it  turns  out 
to  be  as  useful  as  1  expected,  from  a  cursory  ex¬ 
amination.  You  may  well  feel  'proud  of  the  com¬ 
pilation. 

Warren  S.  Pangborn, 

Public  Accountant  and  Auditor,  New  York  City, 


THE  BUSINESS  MAN’S  MAGAZINE  AND  'HIE  BOOK-KEEEER 


1127 


This  Complete 

Loose  Leaf 
Record 
Book 

200  Bond 
Sheets 
5x8 
ins. 


FREE 


Sent 


Express 
Prepaid 
for  your 


APPROVAL 


Special  Record 
Forms  To 
Choose  From 


May  we  send  you  one  of  these  special  introductory 

Outfits  for  inspection?  We  will  ship  it  by  express  all  charges  fully  prepaid. 
After  testing  it  thoroughly  for  ten  days  we  are  confident  you  will  like  it  much 
better  than  any  other  method,  and  be  glad  to  mail  us  a  Dollar  in  full  payment. 
Should  you  decide  that  it  is  not  worth  more  to  you  than  it  costs,  send  it  back 
at  our  expense.  Thousands  of  business  and  professional  men  are  using  these  outfits, 
and  we  have  numerous  letters  from  them  stating  that  our  methods  save  time,  money  and 
useless  work.  Check  the  forms  you  wish  to  try,  write  us  today  on  your  business 
stationery,  and  we  will  ship  the  following  complete  outfit,  all  charges  prepaid,  to  any 
address  in  the  United  States. 


ONE  COMPLETE  LOOSE  LEAF  BIND^— Covered 
with  the  finest  quality  of  imported  Buckram  ;  size  5K "  high, 
854"  wide,  1/4"  thick;  filled  with  Linen  Bond  Sheets  and 
Indexes. 

ONE  COMPLETE  SET  TWENTY-FIVE  (25)  AL- 
PHABETICAL  INDEX  SHEETS— With  durable  tabs 
printed  on  both  sides. 


TWO  HUNDRED  (200)  PRINTED  RECORD 
SHEETS  —  Size  8"  wide  by  5"  high  (your  choice  of  five 
Ledger  Rulings  or  any  of  the  forty  different  forms  lifted 
below),  made  of  a  fine  quality  linen  bond  paper. 

TWENTY-FIVE  (25)  PI^IN  MOVABLE  METAL 
MARKERS  — For  indexing  the  records  by  dates,  without 
disturbing  the  alphabetical  arrangeirent. 


LIST  OF  40  SPECIAL  PRINTED  FORMS  FURNISHED  WITH  THIS  OUTFIT : 

T  K  »  .  Following  Up  CoUections  No.  146  Plain  Manila  Sheets  for  Scrap  Books 


The  Five  Ledaer  li  ulings  : 
Center  Ruled  Ledger  Forms  No.  117C 
Extra  Debit  Ledger  Forms  No.  117D 
Petty  Ledger  Forms  No.  117 
Standard  Ledger  Forms  No.  117B 
Double  Ledger  Forms  No.  117  E 
Advertising  Contracts  No.  160 
Advertising  Returns  No.  136 
Cost  of  Production  No.  116 
Catalogue  Indexing  No.  161 
Cash  Book  Ruled  Sheets  Nos.  126-128 
Duplicating  Requisition  Blanks 
Dentist’s  Records  No.  107 
Employees  Records  No.  143 


Freight  Claims  No.  110 
Horizontal  Ruled  Forms  [Five  Colors] 
Household  Expense  Records  No.  161 
Installment  Accounts  No.  123 
Insurance  Office  Records  No.  199 
Insurance  Solicitor’s  Records  No.  166 
Journal  Ruled  Sheets  Nos.  126-128 
Lawyers’  Collection  Docket  No.  137 
Library  Indexing  No.  169 
Lodge  or  Society  Records  No.  127 
Mortgage  and  Loan  Records  No.  132 
Monthly  Time  Sheets  No.  121 
Orders  deceived  Blanks  No.  130 


Plain  Manila  Sheets  for  Scrap  Books 
Price  List  Blanks  No.  133 
Publishers  Subscription  List  No.  217 
Physicians’  Records  No.  14C 
Purchasing  Agents  Forms  No.  167 
Prospective  Customers  List  No.  104 
Quadrille  Ruled  Forms 
Quotations  Given  No.  109 
Quotations  Received  No.  Ill 
Real  Estate  Records  No.  197 
Recapitulation  Blanks  No.  102 
Salesmen’s  “Follow  Up  ’’  No.  163 
Stock  on  Hand  Record  No.  113 
Weekly  Time  Sheets  No.  119 


OUR  CATALOGUE  "MOORE’S  MODERN  METHODS"  contains  one  hundred  and  twenty-eight  ( 1 28)  pages 
of  valuable  information  on  Bookkeeping  and  Loose  Leaf  Accounting.  It  illustrates  and  describes  the  forty  (40)  different  forms 
furnished  with  this  outfit.  MAY  WE  SEND  IT  TO  YOU  ? 

JOHN  C.  MOORE  CORPORATION,  363  Stone  Street,  Rochester,  N.  Y. 

Makers  of  Blank  Books,  Loose  Leaf  Binders,  Office  Stationery.  We  seU  to  consumers  ONLY,  which  means  you  pay  ONE  profit  only. 


E.  H.  BEACH,  Editor. 


A  Fraud  With  Unexpected  Consequences, 
or  Foiled  Again. 

T  IS  not  often  an  embezzler 
loots  the  treasury  of  his  em¬ 
ployer  on  such  a  plan  that 
the  employer  benefits  instead 
of  loses.  In  a  recent  pros¬ 
ecution,  It  was  demonstrated  by  the  evi¬ 
dence  that  the  prisoner  (the  manager  of 
a  tailoring  business)  entered  bogus  orders 
and  was  thus  enabled  to  fraudulently  in¬ 
crease  the  pay  roll  and  pocket  the  differ¬ 
ence.  In  order  to  conceal  this  defalcation, 
the  manager  posted  the  bogus  orders  to 
the  accounts  receivable  ledger,  but  then  dis¬ 
covered  it  was  necessary  in  some  way  to 
pay  in  at  certain  intervals  amounts  to  cover 
these  fictitious  debits,  and  finally  became  so 
involved  and  confused  that  the  falsification 
was  detected  and,  on  investigation,  it  proved 
that  he  had  actually  paid  into  the  business 
more  money  for  the  purpose  of  concealing 
his  embezzlement  than  he  had  taken  out. 

This  fact,  however,  did  not  serve  to  pre¬ 
vent  his  receiving  his  deserts. 


'Paying  Wages  by  Checks. 

The  Raihvay  Age  recently  published  an 
article  in  relation  to  the  general  substitu¬ 
tion  of  the  payment  of  wages  to  railway 
employes  by  checks  instead  of  cash.  This 
change  was  partly  resolved  upon  because 
of  the  many  attempts  to  attack  the  pay 
cars  in  different  parts  of  the  country. 

Commenting  on  the  above  change.  The 
Wall  Street  Journal  proceeds  to  call  atten¬ 
tion  to  the  fact  that  if  employes  are  paid 
by  checks  on  banks,  they  would  naturally 
“get  into  the  habit  of  depositing  their  checks 
in  banks  and  paying  their  own  expenses 
by  checks  drawn  against  such  accounts. 
This  would  be  a  valuable  development  of 
the  deposit  currency  system.” 


Also,  there  is  another  point  of  view  from 
which  to  consider  the  above  question,  and 
that  is,  that  where  .  employes  receiving 
small  salaries  are  paid  by  check,  they  Ire- 
quently  get  the  checks  cashed  at  a  saloon. 
This  does  not  tend  to  be  of  much  assist¬ 
ance  to  the  banks  on  whom  the  checks  are 
drawn  in  the  way  of  developing  the  deposit 
currency  system. 


Prohibitive  Accountancy  Legislation. 

We  learn  that  the  Tasmanian  Account¬ 
ancy  Bill  provides  that  no  accountant  may 
sign  any  certificate,  or  rep(jrt,  in  relation  to 
accountancy  work  unless  it  has  been  “car¬ 
ried  on  under  his  personal  supervision  and 
direction.” 

In  some  few  cases,  the  accounting  pro¬ 
fession  appears  to  obtain  a  little  more  law 
than  it  expected,  and  it  ^seems  rather  un¬ 
reasonable  that,  after  an  accountant  has 
trained  assistants  so  that  they  are  compe¬ 
tent  to  take  charge  of  work  without  super¬ 
vision,  he  should  be  prohibited  from  signing 
the  report  and  statements  as  the  principal 
of  the  business,  assuming  all  responsibility., 
therefor. 

A  peculiarity  of  British  accountants  is 
that  it  is  contrary  to  professional  etiquette 
to  advertise  for  business.  In  a  recent  num¬ 
ber  of  a  magazine  published  in  the  inter¬ 
ests  of  the  profession,  a  correspondent  asks 
advice  as  to  whether  he  would  be  justified 
in  sending  out  circulars  announcing  that  he 
has  “launched  himself  into  practice,  and  is 
ready  for  business.”  The  advice  given 
reads  as  follows : 

“Such  circulars  should  not  be  issued  to 
the  public,  but  only  to  clients  and  friends.” 

Would  .it  not  be  ratlier  difficult  for  an 
accountant  just  “launched  into  practice”  to 
send  out  circulars  to  his  “clients?” 

We  also  note  that  an  ordinance  has  re- 


TiiE  BUSINESS  MAN'S  MAGAZINE  AND  THE  BOOK-KEEFER 


11Z» 


to  make  records  of  working  time  of  employees. 

Because  it  mechanically  subtracts  the  time  of  commencing  from  the  time 
of  stopping  and  prints  the  difference — the  actual  zvorking  time. 

Because  it  accounts  for  all  the  zvorking  time  as  well  as  the  idle  time  of 
each  employee. 

Because  its  records  may  be  classified  and  added  without  transcribing  or 
posting  the  items. 

Because  it  .saves  labor  and  earns  its  cost  in  a  short  time. 

Because  THE  CALCULAGRAPH  is  the  only  machine  in  the  World 
capable  of  computing  and  recording  elapsed  time. 

Because  its  records  are  mechanically  accurate. 

Let  us  prove  these  statements  to  your  satisfaction. 


CALCULAGRAPH  COMPANY 

1418  JEWELERS’  BUILDING,  NEW  YORK  CITY 
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cently  been  passed  by  the  Transvaal  Legis¬ 
lature  prohibiting  English  chartered  ac¬ 
countants  from  practicing  in  that  colony 
unless  residents.  The  chartered  account¬ 
ants  are  naturally  extremely  indignant  at 
this  discrimination,  although  they  have  al¬ 
ways  done  their  best  to  exercise  discrim¬ 
ination  against  public  accountants  not  be¬ 
longing  to  their  particular  body.  The  cor¬ 
respondent  of  the  Accountant  goes  on  to  in¬ 
sinuate  that  there  is  probably  something 
very  rotten,  financially,  to  hide  up  in  the 
Transvaal,  and  that  it  appears  as  if  the 
Transvaal  authorities  practically  say  “we 
intend  to  prevent  to  the  best  of  our  legis¬ 
lative  ability  an  independent  examination  of 
hgures.’’ 

“The  investor,”  says  the  writer,  “is  tree 
to  send  his  expert  accountant  to  any  part 
of  the  world,  to  America,  to  Australia,  or 
to  any  other  part  of  South  Africa,  but  not 
to  the  Transvaal.” 

This  appears  to  be  still  another  evidence 
of  a  tendency  on  the  part  of  small  cliques 
of  accountants  to  set  up  a  monopoly  of  the 
profession  of  public  accounting.  In  the 
State  of  Michigan,  the  principal  daily 
paper  recently  published  a  notice,  alleged  to 
have  been  inspired,  to  the  effect  that  as 
soon  as  the  Board  of  Examiners  had  been 
appointed  by  the  Governor  in  connection 
with  the  C.  P.  A.  Accountancy  Law,  passed 
at  the  last  legislative  session,  no  expert  ac¬ 
countant  would  be  allowed  to  practice  his 
profession  in  the  State  of  Michigan  until 
he  had  passed  the  necessary  examination 
and  obtained  the  required  C.  P.  A.  certifi¬ 
cate  from  the  Board  of  Examiners.  This 
statement  was  promptly  repudiated,  but 
was  probably  a  “feeler.” 


Our  Neighborhood. 

The  employes  of  the  New  York  Na¬ 
tional  Exchange  Bank  (known  as  the  Bill- 
of-Lading  Bank)  are  publishing  a  neat  and 
readable  little  monthly  magazine  known  as 
Our  Neighborhood,  of  which  the  current 
issues  are  reaching  our  desk.  Unlike  many 
other  publications  of  this  sort.  Our  Neigh¬ 
borhood  contains  matter  of  real  value  and 
interest. 

Among  the  attractive  and  readable  feat¬ 
ures  is  a  department  devoted  to  New  York 
as  it  was.  In  the  current  issues  “Ye  Olde 
Tavern”  at  IGl  Duane  street,  is  commented 
.upon  and  illustrated.  Those  familiar  with 


the  lower  end  of  New  York  will  remember 
this  building,  now  over  100  years  old.  The 
editors  of  the  little  magazine  are  to  be  con¬ 
gratulated  upon  their  success  in  producing 
so  readable  a  book. 


More  System.  (?) 

Obsolete  methods  die  hard,  but  it  seems 
strange  to  find  them  referred  to  in  an  arti¬ 
cle  published  in  an  influential  trade  paper 
as  being  something  worthy  of  admiration 
and  imitation. 

A  certain  firm,  we  are  told,  itemize  all 
their  invoices  in  an  invoice  ledger,  from 
which  record  the  remittance  blanks  are 
made  out.  We  did  not  suppose  it  possible 
that  in  these  days  of  improved  and  labor 
saving  methods  any  concern  could  be  found 
who  copy  their  purchase  invoices  in  an  in¬ 
voice  ledger.  We  do  not  believe  for  one 
moment  any  plausible  reason  for  such  a 
waste  of  time  could  be  given  or  any  ex¬ 
planation  as  to  what  benefit  was  derived 
from  the  itemized  copies  of  the  invoices  in 
the  invoice  ledger. 

As  above  stated,  however,  obsolete  meth¬ 
ods  die  hard. 


Inflating  Values  on  Books  of  Account. 

A  subscriber  raises  an  interesting  ques¬ 
tion  of  business  ethics  that  is  worth  quot¬ 
ing,  as  disclosing  commercial  conditions 
more  or  less  prevalent  in  the  United  States. 

A  manufacturing  plant  was  erected  fifteen 
years  ago  at  a  cost  of  $20,000.  It  is  a 
wooden  building. 

The  cost  of  all  building  materials  has 
greatly  increased  during  the  past  few  years, 
so  that  it  is  estimated  the  building  would 
now  cost  $25,000  to  erect.  However,  the 
property  recently  changed  hands,  the  pur¬ 
chasers  paying  $9,000  for  same. 

The  secretary  of  the  company  now  wishes 
to  value  the  property  on  the  books  at 
$25,000  less  three  per  cent  depreciation  cal¬ 
culated  on  reducing  values  for  the  fifteen 
years  of  the  life  of  the  building,  while  the 
accountant  contends  that  the  price  actually 
paid  for  the  property  is  the  proper  amount 
to  place  on  the  books  and  fixes  its  market 
value. 

This  is  very  much  after  the  style  of  the 
many  real  estate  and  mining  corporations, 
who  paid  say  $40,000,  for  a  piece  of  prop¬ 
erty  and  'immediately  entered  it  on  the 
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METALS  =  =  METALS 


BOOKBINDERS 

Do  your  OWN  Binding.  We  furnish  you  our 

LOOSE  LEAF  METALS 


Have  your  own  Monopoly  in  the  Loose  Leaf  Business.  Don’t  pay  JoneS,  and 
the  other  fellows,  two  profits  on  their  own  bound  metals.  You  can  compete 
with  any  Loose  Leaf  Book  Manufacturer  in  the  World  with  our  Line  of  Metals. 
We  carry  a  Complete  Line  of  Stock  Loose  Leaf  Metals. 


Full  Leather  Bound 

Cannot  Mar  the  Desk 


THE  W.  J.  S. 


Note  the  Simplicity  of  Construction 


LOOSE 

LEAF 

METALS 

FOR 

EVERY 

PURPOSE 

CARRIED 

IN  STOCK 

OR 

MADE  TO 
ORDER 


Three  views  showing  the  detailed  construction  of  the 
W.  J.  S.  Loose  Leaf  Blank  Book  Metal 


SPECIAL  LOOSE  LEAF  METALS 

Our  metals  are  constructed  with  a  view  to  make  any  length  or  width  in  all  styles,  as  shown 
in  our  catalogue,  at  a  small  additional  charge.  Any  center  to  center  or  diameter  of  posts 
shipped  within  24  hours  from  receipt  of  order.  C.  Consult  us  as  to  your  possible  wants. 

We  sell  Loose  Leaf  Metals  direct  to  the  Bookbinder  only 

Send  for  our  line  of  Electrotype  cuts  to  help  you  in  making  up  your 

Printed  Matter,  Circulars,  Etc. 

ROUND  BACK  LEDGER  METALS  AUTOMATIC  ORDER  BINDER  METALS 

FLAT  BACK  LEDGER  METALS  H.  G.  RING  BOOK  METALS 

“C”  CLAMP  TRANSFER  METALS  EUREKA  PRICE  BOOK  METALS 

LOOSE  SHEET  ORDER  SPRINGS  NEWSPAPER  FILES,  ETC.,  ETC. 


CATALOGUE  INo.  3-IVIAIL,ED  EREE 


W.  J.  Schultz  Dept.  M.  Cincinnati,  Ohio 
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books  at -$100,000,  issuing  full  paid  shares 
for  that  amount  to  the  stockholders. 

From  one  point  of  view,  there  would 
seem  to  be  some  justification  for  this  cus¬ 
tom,  as  supposing  the  building  to  be  de¬ 
stroyed  by  fire  the  insurance  adjusters 
would  object  to  reimbursing  the  owners  for 
the  “book”  loss  by  depreciation.  This  in 
many  cases  would  be  an  injustice  to  the 
owners  of  the  property  as,  at  the  time  of 
the  fire,  the  building  may  be  perfectly 
sound  and  as  valuable  to  the  owners  as 
-  when  first  built.  On  the  other  hand,  it 
is  absolutely  indefensible  to  distribute  a 
surplus  of  this  kind  by  way  of  dividend, 
as  no  revenue  is  earned  by  simply  making 
a  new  appraisal  of  fixed  assets. 


Lost  Motion. 

One  of  the  chief  causes  of  loss  in  the 
average  manufacturing  plant  is  what  we 
are  pleased  to  term  “lost  motions.”  A  re¬ 
cent  examination  of  a  factory,  with  a  view 
to  systematizing  the  work,  disclosed  a  con¬ 
dition  of  affairs  which  meant  an  absolute 
waste  of  time,  and  indicated  a  lack  of  exec¬ 
utive  ability  on  the  part  of  the  foreman. 

In  this  small  factory,  which  manufac¬ 
tures  one  article  in  several  different  sizes 
and  styles,  it  is  necessary  to  finish  the  parts, 
in  small  quantities.  Instead  of  planning 
the  work  and  finishing  the  parts  in  ad¬ 
vance  of  his  needs,  this  foreman  was  in  the 
habit  of  ordering  a  half  dozen  castings 
finished  for  the  job  in  hand,  and,  in  many 
cases  he  stopped  the  lathe  in  the  middle  of 
one  job  to  finish  a  single  casting  of  another 
kind. 

Careful  observation  showed  that  more 
time  was  required  to  set,  and  reset  the 
lathe  for  the  different  jobs,  than  to  do  the 
actual  work.  The  larger  part  of  this  lost 
motion  could  have  been  saved  by  the  ex¬ 
ercise  of  a  little  common  sense. 

This  condition  of  affairs  is  not  by  any 
means  confined  to  the  factory,  or  ware¬ 
house.  Too  many  men  at  the  desk  are 
guilty  of  much  lost  motion.  It  is  the  man 
who  plans  his  work  and  sticks  to  one  job 
until  it  is  finished,  who  succeeds. 

Is  there  lost  motion  in  your  work  today? 
Have  you  been  the  cause  of  lost  motion 
on  the  part  of  your  employes,  by  changing 
them  from  one  job  to  another?  Do  one 
thing  at  a  time,  and  finish  that  one  thing 
before  you  begin  on  something  else. 


Before  you  tell  a  man  how  Imperfect  his 
business  system  is,  be  sure  of  your  ability 
to  suggest  an  improvement.  It’s  easy  to 
destroy  but  difficult  to  construct. 

Different  people  sometimes  adopt  the 
same  means  to  secure  entirely  different  re¬ 
sults.  Because  an  overworked  business 
man  goes  in  for  a  thorough  course  of  phys¬ 
ical  training  it  does  not  follow  that  he  is 
to  become  a  prize  fighter.  Likewise,  the 
man  who  has  forty-two  kinds  of  card  in¬ 
dexes  in  his  office  may  not  be  systematic. 


The  New  York  Office  Appliance  Show. 

•  The  Office  Appliance  Show  held  during 
the  first  week  of  November  at  Madison 
Square  Garden,  New  York,  was  a  pro¬ 
nounced  success  in  every  way. 

A  host  of  friends  called  at  the  booth  of 
The  Business  Man’s  Magazine  and  re¬ 
ceived  the  hearty  welcome  to  which  they 
'were  entitled. 

The  increasing  popularity  of  The  Busi¬ 
ness  Man’s  Magazine  and  the  various 
publications,  etc.,  of  the  Book-Keeper  Pub¬ 
lishing  Co.  was  somewhat  strenuously  evi¬ 
dent  and  those  in  charge  of  the  exhibit  did 
not  complain  at  any  time  of  ennui. 

It  is  a  pleasure  to  know  that  the  success 
of  these  shows  both  at  New  York  and  Chi¬ 
cago  renders  their  regular  continuance  a 
certainty.  They  are  undoubtedly  education¬ 
al  in  the  highest  degree. 


Consolidation  of  Accountants’  Associa¬ 
tions. 

At  a  meeting  held  October  17th  at  the 
Hotel  Astor,  New  York  City,  various  asso¬ 
ciations  of  Certified  Public  Accountants 
were  merged  into  the  American  Associa¬ 
tion  of  Certified  Public  Accountants,  and 
the  following  officers  were  elected : 

President,  John  R.  Loomis,  of  New  York. 

Secretary,  A.  Lowes  Dickenson,  of  New 
York. 

Treasurer,  Guy  H.  Kennedy,  of  Ohio. 

Trustees — being,  together  with  the  offi¬ 
cers  of  the  association,  the  executive  or  gov¬ 
erning  committee — Elijah  W.  Sells,  of  New 
York;  Harvey  S.  Chase,  of  Massachusetts; 
Robert  H.  Montgomery,  of  Pennsylvania ; 
Franklin  Allen,  of  New  York. 
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The  MarKet  for  Brains 


We  Know  the  Market;  Are  You  Watching  the  Quotations? 


S5000  POSITION  requiring  execu- 

tive  ability  and  experience, 
sales  manager  and  secretary  of  concern 
manufacturing  novelties.  Location — Con¬ 
necticut. 

S.^000  SALESMAN  for  either  East- 
ern  or  Western  territory.  One 
who  can  approach  the  better  class  of 
trade. 

S2000  bookkeeper  and  Cashier 

^  for  commercial  house  of  long 
standing.  Entire  charge  of  office  force 
and  pay  roll. 

^  1  200  ASSISTANT  Advertising  man 
and  correspondent.  One  ac¬ 
customed  to  preparing  first-class  work 
under  direction. 

YOUNG  man  experienced  in 
_  general  office  work  to  handle 
advertising  and  correspondence  and  re¬ 
cord  agents’  orders.  ' 


MANAGER  for  sales  depart- 
7  v/vf  ment  of  large  concern.  Abil¬ 
ity  for  directing  and  handling  men  rath¬ 
er  than  technical  ability  required.  High 
class  commodity. 

^2500  chief  Clerk  versed  in  han- 
dling  correspondence  and 
clerks.  Pcsition  of  trust  and  permanency. 

€  1  300  ^OHNG  business  man  to  es- 
vvrvy  tablish  agencies  for  new  con¬ 
cern.  Neat  appearing,  good  talker  of 
energy.  Middle  West.  No  canvassing. 

S900  CPPICE  man  capable  of  taking 
^  entire  charge  of  paying  depart¬ 

ment.  Office  position  with  exceptional 
chances  for  advancement. 

$600  young  man  of  good  educa- 
7  bright,  quick  and  obliging, 

for  office  work  of  a  better  order.  Splen¬ 
did  chance  for  one  of  good  habits  and 
capabilities  who  wants  to  advance. 


We  want  men  — positions  seek  the  men. 

Higher  salaries  are  offered  right  now  than  at  any  time  in  business  history 
Everywhere  men  who  can  advance  to  a  higher  work  are  being  sought  for 
There  is  hardly  a  man  who  cannot  fill  a  better  position,  yet  we  are  con-' 
tinually  searching  for  men. 


Are  you  dissatisfied  with  your  place  in 
the  business  world? 

Are  you  capable  of  doing  better  work 
than  you  are  now  doing? 

Are  you  worthy  a  better  salary  than  you 
are  now  getting? 

Are  you  right  now  in  a  position  to  enter¬ 
tain  a  proposition  for  advancement? 


We  Help  You 
We  Need  You 
We  Show  You 
We  Place  You 


TMEIN  ACT ! 

You  will  never  realize  your  ambition  without  taking  your  first  step.  Do  that  rieht 
now.  Write  us  at  once  stating  your  desires  and  experience  ^ 

HAPQOODS 

EASTERN  OFFICES  WESTERN  OFFICES 

EXECUTIVE  OFFICES!  .Suite  500,  309  Bwy.,  N.T.  CHICAGO  OFFICE:  1011  Hartrord  Knlldinir 

Cleveland  office:  636  wiiii«mson  oidp! 


PITTSBURG  OFFICE:  704  Park  Bnildlna 
EUROPEAN  OFFICE:  London,  England 


_  KIdg. 

ST.  LOUIS  OFFICE:  915  Chemical  Buildins 
niNNEAPOLIS  OFFICE:  Loan  &  Trust  Co.  Bldg. 
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The  annual  banquet  was  held  at  the  Hotel 
Astor  in  the  evening,  at  which  Mr,  Frank¬ 
lin  Allen,  of  New  York  City,  presided  as 
toastmaster. 

This  occasion  celebrated  the  culmination 
of  one  of  the  most  important  movements 
ever  inaugurated  in  the  interest  of  public 
accountancy  in  this  country — the  fusion  of 
the  several  state  societies  constituting  the 
federation  of  the  societies  of  public  account¬ 
ants  v/ith  the  American  Association  of 
Public  Accountants. 

An  important,  address  was  delivered  by 
Mr.  Frank  Broaker,  C.  P.  A.,  on  the  ad¬ 
vantages  of  the  unihcation.  Other  addresses 
were  delivered  by  the  Hon.  Paul  IMorton, 
A.  Lowes  Dickenson,  C.  P.  A.,  Hon.  Eu¬ 
gene  M.  Philbin,  Jacob  tl.  Schiff,  Comp¬ 
troller  Grout  and  others. 


New  Method  of  Computing  Interest. 

The  following  incident  related  to  us  by  a 
public  accountant  seems  scarcely  compre¬ 
hensible,  but  we  are  assured  of  its  authen¬ 
ticity  : 

The  book-keeper,  recently  engaged  with 
high  recommendations,  was  requested  to 
make  a  three  months’  note  in  respect  of  a 
bill  of  goods  amounting  to  $5,000,  terms 
1^2  per  cent  cash.  Pie  made  the  note  not 
bearing  interest,  and  on  being  asked  for 
the  reason  made  the  appended  explanation ; 

Interest  at  six  per  cent  (the  usual  rate) 
for  one  year  equals  one-half  per  cent  for 
one  month  or  one  and  one-half  per  cent 
for  three  months.  Therefore,  as  the  cus¬ 
tomer  did  not  take  advantage  of  the  one 
and  one-half  per  cent  for  cash,  he  was  en¬ 
titled  to  three  months’  time  without  in¬ 
terest. 

Someone  might  with  advantage  recom¬ 
mend  this  young  man  to  take  a  correspond¬ 
ence  course  in  logarithms. 

A  Cry  From  Macedonia. 

The  business  methods  still  in  vogue  in 
some  establishments  undoubtedly  origin¬ 
ated  in  utter  darkness,  and  the  sun  and 
stars  are  still  eclipsed. 

Here  is  a  book-keeper  who  carries  a  large 
number  of  accounts  receivable  on  his 
ledger.  The  salesmen  of  this  business  make 
out  orders  on  regular  order  blanks.  These 
orders  go  first  to  the  shipping  department, 
the  shipments  being  made  up  therefrom, 
after  which  they  go  to  the  office  for  billing 


and  the  bills  to  the  book-keeper  for  posting. 

The  billing  department  claims  it  is  too 
much  work  to  register  orders  as  received, 
so  that  until  they  are  received  in  the  office 
from  the  shipping  department  there  is  no 
record  of  said  orders,  and  no  way  of  tell¬ 
ing  if  any  of  them  are  lost  in  the  shipping 
department,  or  whether  goods  are  sent  out 
and  no  orders  turned  in  to  the  billing  de¬ 
partment.  Furthermore,  as  the  prices  are 
not  entered  on  the  salesman’s  orders,  but 
are  computed  on  the  bills  (of  which  no 
copies  are  made)  whenever  an  order  has 
to  be  looked  up,  for  the  purpose  of  making 
duplicate  invoices,  or  attending  to  queries 
as  to  back  orders,  purchaser’s  claims,  etc., 
or  noting  prices  previously  charged,  the 
manager,  the  billing  department,  and  the 
shipping  department  must  refer  to  the 
ledger  for  the  information.  On  account  of 
the  up-to-date  methods  described  the  un¬ 
fortunate  book-keeper  is  not  only  compelled 
to  post  the  items  of  the  bills  on  his  ledger, 
but  must  wait  around,  wasting  his  time, 
while  everyone  interferes  with  his  work, 
and  go  back  to  the  office  in  the  evening  to 
obtain  an  opportunity  to  do  his  posting. 

It  is  to  be  regretted  in  a  case  like  this 
that  the  book-keeper  cannot  supplant  the 
manager  as  the  custodian  of  the  axe. 

Deliverance  From  Mammon. 

Every  bill  and  every  coin — yes,  and  every 
check — has  a  history  of  its  own  that  would 
tell 'tales  of  poverty  and  wealth,  of  selfish¬ 
ness  and  sacrifice,  if  it  could  but  speak- 
Think  of  the  miner  and  the  scientist,  of  the 
spendthrift  and  the  prudent  man  who  lays 
by  for  a  rainy  day.  Think  of  all  the  good 
things  in  this  world  the  miser’s  money  could 
buy.  Think  of  the  good  the  scientists, 
painters,  sculptors  and  writers  of  former 
days  have  done  for  us.  Let  your  conscience 
decide  how  much  you  can  live  upon,  how 
simply  or  how  extravagantly,  then  save,  if 
you  have  not  already  got  much — and  if  you 
are  not  inclined  to  be  a  painter  or  a  writer, 
take  up  some  scientific  subject.  We  can 
all  do  that.  The  study  of  nature  is  one  of 
the  most  delightful  ways  of  spending  leisure 
time. 

When  you  feel  that  you  have  worked 
long  enough  over  your  desk  and  have  saved 
enough,  then  retire  to  your  modest  apart¬ 
ments  and  give  the  world  the  benefit  of 
your  time  and  labor  on  whatever  subject 
you  have  taken  up. — The  Bulletin. 


IHE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


1136 


The  greatest  Labor  Com¬ 
bination  in  the  World 

The  Combined  Billing  and  Adding  Machine 

The  Rllioit- Fisher  ■ 


which  does  all  the  printing  and  adding  of  figures  done 
by  any  adding  machine  and  at  the  same  time  does  all 
the  billing  hitherto  done  by  this  billing  machine  and 

. makes  all  the  carbon  copies  required,  typewriting  the 
descriptive  matter  on  the  bill  simultaneously  with  all 
its  carbon  records  and 

does  it  all  by  simply  fingering  the  regular  keys  of  the 
regular  keyboard  of  The  Elliott-Fisher  Machine. 


The  Elliott-Fisher  has  always  been  and  still  is  the  only 
real  billing  machine;  and  now  that  it  adds  at  the  same 
time  that  it  lists,  writes  and  makes  carbon  copies,  think 
what  the  combination  means  in  the  time  saving  and 
labor  saving  in  your  Billing  and  Order  Department. 

By  placing  two  or  more  registers  on  the  machine,  a 
great  variety  of  tabulated  work  may  be  done,  and  the 
usefulness  of  the  machine  increased  to  almost  any 
degree. 


II  inch  Elliott-Fisher  Billing  Machine,  bank  or  regular 


key  board,  including  electiic  light  attachment .  ^165.00 

Adding  attachment  with  one  register .  160. CX3 

;|?}z5.oo 
60.00 


Elliott-Fisher  Company 

329-331  Broadway,  cor.  Worth  Street,  New  York  City 
J  ONDON  PARIS 

Branch  offices  and  agencies  in  all  principal  cities. 


Extra  registers,  each . 

Capacity  of  each  regiiici  yyy9999.yy. 


Competitors  must  sign  their  articles  and  give  address — not  necessarily  for  publication  hut  as  an 
evidence  of  good  faith. 

Competitors  are  requested  to  send  their  photographs,  carefully  marked.  All  forms  should  be  drawn 
on  separate  sheets  and  carefully  numbered.  Write  on  one  side  of  the  paper  only.  Address  everything, 
Competition  Editor. 


Authorized  Capital  vs.  Actual  Capital 

By  LEON  JOSEPH  - 


N  the  course  of  his  argument 
Mr.  Ruark  says : 

“The  public  sees  the  state¬ 
ment  of  the  corporation  and 
thinks  that  because  its  capital¬ 
ization  is  large,  its  actual  resources  are 
correspondingly  large.  Is  this  a  fair  way 
of  presenting  statistics  to  the  public,  espe¬ 
cially  in  cases  where  the  ignorant  public 
are  to  be  purchasers  of  the  stock. 

Just  so.  Now  then,  how  are  we  as  ac¬ 
countants  or  even  book-keepers  going  to  get 
at  the  right  in  this  proposition,  when  after 
all  is  said  and. done,  as  long  as  there  are 
men  interested  i  a  concerns  whose  stock 
must  be  sold,  whether  it  is  good  or  not, 
and  as  long  as  there  are  people  waiting  to 
be  fooled  by  big  figures  (such  as  capital 
stock  $50,000,000,  or  the  like)  we  must 
do  as  we  are  told  by  those  who  employ  us? 
Hence  we  must  take  up  the  discussion  from 
both  'view  points :  that  of  the  men  behind 
the  stocks  and  that  of  the  indepenaenr  ac¬ 
countant  making  up  a  statement  for  the 
public. 

Take  a  mercantile  concern,  for  instance, 
that  is  perfectly  straight.  The  authorized 
capital  is  one  million.  Half  of  this  is  sub¬ 
scribed  for  and  paid  up.  The  other  half 
is  never  wanted  for  the  reason  that  the 
concern  is  a  good  money  maker  and  the 
half  capital  subscribed  is  found  adequate 
for  its  needs.  What  then  is  the  liability 
to  the  shareholders?  Answer— The  half 


million  subscribed.  For  the  authorized 
capital  the  auxiliary  books  can  be  consulted. 

But  take  a  mining  concern  for  a  con¬ 
trary  view.  A,  B  and  C,  we’ll  say,  discover 
a  mine.  They  put  in  about  $5,000  of  their 
own  money  but  see  better  pay  in  it  if  a 
company  can  tie  formed  to  operate  the 
plant.  They  probably  take  C,  an  attorney, 
into  the  company  and  a  corporation  is 
formed.  Ore  on  hand,  plant  and  equip¬ 
ment  and  real  assets  are  worth  let  us  say 
$15,000.  The  capital  stock  is  placed  at  say 
$50,000,  with  shares  at  $1  each.  The  four 
promoters  place  a  valuation  of  $30,000  on 
their  $15,000  worth  of  assets,  making  a 
charge  to  Mining  Rights  or  Good  Will  or 
some  such  title  to  cover  the  $15,000.  Then 
they  each  donate  a  certain  proportion  of 
their  stock  to  the  treasury  to  be  sold  for' 
fifty  cents  on  the  dollar  in  order  to  get 
funds  to  start  work  on  the  plant.  This  is 
about  theiway  the  entries  would  appear: 

Good  Luck^  Mine . $50,000 

To  Cap.  Stock . $50,000 

Treasury  Stock  . . $10,000 

To  Operating  Capital..,.  10,000 

Cash  ,  . . . .  ,  ,  $5,000 

Operating  Cap.  5,000 

To  Treasury  Stock...,,.  10,000 

This  would  give  qssets  of  cash  $5,000  and 
G.  L.  mine  $50,000,  to  be  offset  by  credit^ 
to  capital  stock  $50,000  and  operating  cap^ 
ital  $5,000,  whereas  (he  actual  liability  to 
shareholders  would  only  be  for  30,000 
share  of  stock  at  $1,  less  the  discount  on 
the  10,000  donated  at  50  cents  per  share. 
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Old  memoranda  preserved,  {lages  being  turned  over 
each  day,  not  torn  otf. 

Nearly  flat,  with  double  writing  surface,  though  oc¬ 
cupying  less  space  than  others. 

Finished  in  black  enamel,  with  nickel-plated  brass 
arches. 

Calendar  of  past,  present  and  future  months  on 
each  page. 

Order  from  your  Stationer,  or  we  will  deliver  upon 
receipt  of  $1.00. 


TATUM  OFFICE  PUNCH 

No.  26  Adjustable  to  Punch  Holes  up  to  7  in. 
No.  27  to  1  2  in.  Center  to  Center 


Locking  device  of  Loose  Leaf  Book  is  its  vital 
point. 

Our  Style  “F”  Ledger  Transfer  locking  mechanism 
is  a  combination  of  yoke  and  screw.  Without  excep¬ 
tion  the  most  powerful  lock  ever  placed  in  a  Loose 
Leaf  Book.  Allowance  has  been  made  for  wear,  this 
point  having  been  overlooked  in  other  makes. 

A  better  book  is  not  made. 

We  prefer  to  have  you  order  through  your  Stationer. 
If  he  will  not  supply  you,  write  us. 


Having  made  more  Punches  than  any  other  manu¬ 
facturer  for  the  perforating  of  paper,  we  are  able  to 
meet  the  requirements  of  all  users, 

Our  Adjustable  Punch  will  meet  th^  requirements 
of  the  Office  Manager  who  desires  to  perforate  round 
holes  at  various  distances, 

Made  for  regular  3/16  In,  pests  and  for  ^  in,  pests. 
Fully  described  in  our  booklet,  which  we  will  be 
glad  to  send  upon  receipt  of  your  request. 


Our  New  “Quick  Lock”  Binder 


We  make  the  only  books  that  lock 
or  unlock  with  a  quarter  turn  of  the 
key  and  at  same  time  draw  back 
Locking  Plates. 


This  Binder,  without  exposed  metal  parts,  presents 
a  clean,  neat,  compact  ai)pearance,  and  is  recom¬ 
mended  to  persons  who  wush  a  Binder  with  a  key. 
We  have  a  number  of  other  styles  fully  described  in 
our  booklet. 

Our  list  of  stock  sizes  will  be  found  greater  than 
other  makes. 

You  will  be  able  to  cover  your  requirements  more 
fully  with  stock  sizes  of  the'TATUM  line  than  with 
any  other  style,  thus  reducing  expense. 

Special  sUei)  are  made  to  order  in  a  fnw  days,  If 
you  have  experienced  delay  in  receiving itpecjal  books, 
write  U8  and  ask  for  our  special  service  on  specials. 


THE  SAMI  C.  TATUM  CO. 


ASK  YOUR  STATIONER  FOR  A 
COPY  OF  OUR  NEW  BOOKLET 

“Tatum  loose  leaf  books" 

OR  WRITE  TO  US  FOR  A  COPY 


CINCINNATI,  OHIO 


PIONEERS  IN  THE'LOOSE  LEAF  FIELD 


You  will  never  forget  to  examine  your  Card  Index 
each  morning  if  you  make  a  note  of  it  on  our  GEM 
DESK  CALENDER  or  better  still  use  the  GEM  in 
place  of  a  Card  System. 


TATUM  LEDGER  TRANSFER 

A  book  of  the  highest  possible  grade.  Made  to  fit 
any  sheet  for  any  ledger. 
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Let  us  say,  on  the  other  hand,  that  a 
company  had  been  organized  to  purchase 
this  mine.  They  capitalize  for  $100,000.  In 
order  .to  raise  the  money  to  purchase  it  (at 
$30,000,  which  would  include  the  above- 
mentioned  good  will)  the  five  men  in  the 
company,  each  of  whom  has  subscribed  for 
$20,000  worth  of  stock  at  $1  par,  would 
subscribe  $0,000,  being  30  cents  on  the  dol¬ 
lar,  The  entry 


Cash  . $30,000 

Discount  on  Shares  ...  70,000 


To  Cap.  Stock . $100,000 

would  be  deceptive.  The  liability  to  the 
shareholders  would  only  be  $30,000,  hence 

Subscription . $30,000 

To  Cap.  Stock . $30,000 

followed  by. 

Cash  . $30,000 

To  Subscription . $30,000 

would  show  the  matter  up  properly. 

As  far  as  published  statements  of  either 
banks  or  corporations  are  concerned,  busi¬ 
ness  is  all  a  matter  of  confidence.  Honest 
men,  crooks,  manipulators,  bankers  and 
brokers  all  rub  elbows' in  the  game  to  get 
the  public’s  money.  The  accountant  can 
do  a  great  deal  to  open  the  eyes  of  the 
aforesaid  public,  provided — here  is  the 
most  delicate  feature  of  the  whole  arrange¬ 
ment — the  public  wants  its  eyes  opened. 
Such  accounts  as  “Working  Capital”  or 
“Discount  on  Shares”  or  “Treasury  Stock” 
for  corporations,  mines  in  particular,  do 
not  buy  dividends  for  the  shareholders. 
Provided  an  honest  statement  is  to  be 
shown  to  the  public,  it  would  be  necessary 
for  the  account  keeper  to  call  a  spade  a 
spade  and  in  the  event  of  an  adverse  con¬ 
dition  of  affairs,  show  them  up.  What 
chance  do  you  imagine  there  Is  for  the 
accountant  to  do  this?  Men  who  are 
selling  stock  in  inflated  concerns  are  cer¬ 
tainly  not  liable  to  do  it  any  more  than  a 
bank  that  publishes  a  statement  showing 
“Reserves”  or  some  other  indefinite  head¬ 
ing  is  likely  to  offer  explanations  as  to 
the  location  of  the  same.  Therefore  I  say 
that  though  we  may  decide  that  nothing  but 
actual  facts  should  be  shown  in  books  of 
accounts,  for  final  settlement  the  question 
must  he  left  in  the  hands  of  those  who  are 
managing  the  stocks  themselves.  My  con¬ 
tention  is  thar  the  details  of  authorized 
capital,  names  of  subscribers,  with  amount 
of  stock  they  have  subscribed  for,  together 
with  dates  of  payment  on  the  various  in¬ 


stalments,  appearing  in  the  subscription 
and  instalment  books,  nothing  should  go 
into  the  general  books  but  the  actual  liabil¬ 
ities  under  which  the  company  is  operating 
as  represented  by  the  actual  number  of 
shares  paid  for  by  tbe  shareholders. 


Standard  Competitions  for  December. 

TRANSFER  FROM  PARTNERSHIP  TO  A 
CORPORATION. 

Recent  discus'sions  of  the  general  inad¬ 
equacy  of  partnership  agreements  to  pre¬ 
vent  disagreements  and  lawsuits  between 
partners  has  induced  the  firm  of  Martin, 
Bricked  and  Wambaugh  to  decide  on 
changing  to  a  limited  corporation.  They 
have  written  the  Editor  of  The  Business 
Man’s  Magazine  asking  for  complete  di¬ 
rections  for  making  the  change  so  far  as 
closing  the  partnership  books  and  opening 
the  corporation  books  is  concerned. 

They  have  presented  the  following  state¬ 
ments  of  the  partnership  business,  which  so 
far  as  we  can  see  need  no  further  expla¬ 
nation  on  our  part.  The  books  of  the  part¬ 
nership  were  closed  September  1st,  1005, 
'and  the  figures  now  presented  are  for  the 
two  months  ending  November  1st,  1905,  at 
which  date  the  corporation  books  are  sup¬ 
posed  to  be  opened. 

BALANCE  SHEET.  SEPTEMBER  1  ST,  1905. 


Assets. 

Cash  . . . •••••••  $L89r,.98 

Accounts  Receivable  .  4,796.50 

Inventory  .  3,762.81 

Real  Estate  .  147.49 

Investment  Account  .  410.00 


$11,013.78 

Liabilities. 

B.  F.  Martin,  Investment  Account .  $4,350.70 

W.  S.  Bnckell,  Investment  Account....  4,350.70 

J.  X.  Wambaugh,  Investment  Account..  870.13 

Accounts  Payable  .  642.25 

Bills  Payable  .  800.00 


$11,013.78 

NOMINAL  ACCOUNTS  FOR  TWO  MONTHS  ENDING  NOV. 

1st,  1905. 

Purchases  .  $1,154.28 

Sales  .  3,611.04 

Salaries  . '• .  762.50 

Exiiense  .  287.00 

Inventory,  Oct.  31st .  3,855.55 


The  real  estate  and  investment  accounto 
arc  not  to  be  included  in  the  assets  of  the 
corporation,  but  settled  between  the  re¬ 
spective  parties,  Martin  and  Wambaugh 
selling  their  interest  to  Bricked  at  a  dis¬ 
count  of  25  per  cent  from  book  values. 

The  law  of  the  state  in  which  the  busi¬ 
ness  is  situated  requires  five  incorporators. 
It  is  therefore  decided  to  donate  one  share 
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COMFORT  PAYS 


THE  McCLOUD  ADJUSTABLE 
SPRING  BACK  OFFICE  AND 
TYPEWRITER  CHAIRS  ARE 

COMFORTABLE 


During  more  than  10  years  we  have  made 
a  specialty  of  these  chairs.  Using  only 
the  best  materials  in  their  manufacture. 
Our  reputation  is  staked  on  their  excellence  and 
satisfaction  to  users.  They  are  known  as 

Back  Resters 

o.  Can  you  expect  your  Stenographer  or 
Book-keeper  to  do  good  work  in  an  uncom¬ 
fortable  chair  ? 


No.  325 

Solid  Oak — Leather  Seat — Adjustable  Back 


c.  Do  you  go  home  at  night  with  a  backache  and  imagine  you  worked  too  hard? 

c.  More  than  likely  your  chair  is  uncomfortable  and  does  not  touch  your  back 
where  the  ache  comes. 


CE.  The  remedy  is  easy  and  inexpensive.  A  “back  rester”  will  increase  the 
capacity  for  work  fully  50%  to  any  user,  and  the  comfort  is  worth  each  week 
the  entire  cost  of  the  chair. 


ft  Write  for  our  catalog, 
purpose  and  every*  back. 


It  describes  chairs  for  every 
Chairs  that  will  fit. 


We  deliver  FREE  to  any 
point  East  of  the  Dakotas 
and  if  the  chair  is  not 
the  best  and  most  com- 
fortable  you  have 
ever  used,  it  may  be 
returned  at  our  ex¬ 
pense. 


A  FAIR 
PROPOSI¬ 
TION? 


Write  to-day.  Our  catalog  is 
FREE  for  the  asking.  It 
tells  you  all  about  office 
comforts  —  things  you 
really  would  like  to 
know  and  that  are 
worth  knowing.  Let 
us  send  it  to  you. 


IT’S 

WORTH 

WHILE 


THIS  “TRADE  MARK'^  ON  EVERY  CHAIR 


THE  DAVIS  CHAIR  CO. 


^9 


DEPARTiVlErNT 


MARVSVIUEE,  OHIO 
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of  stock  each  to  E.  R.  Hill  and  C.  A.  Call, 
two  employes  of  the  concern. 

The  new  corporation  will  be  capitalized 
at  $11,000,  consisting  of  110  shares  of  $100 
each.  Martin  and  Brickell  sell  to  Wam- 
baugh  ten  shares  each  of  their  holdings  to 
be  paid  for  by  the  latter  in  cash. 

Make  I'rading  account  present  final  state¬ 
ment  of  partnership  business,  commencing 
statement  for  the  new  corporation,  bor 
the  best  answer,  we  will  award  a  prize  of 
$10.00  and  a  prize  of  $5.00  will  be  granted 
to  the  author  of  the  second  best  solution. 

We  are  desirous  of  obtaining  a  compre¬ 
hensive  article  on  “Accounting  Methods 
and  Systems  in  Connection  with  the  Pack¬ 
ing  Industry,”  covering  records  of  plants 
and  equipment,  the  purchasing  of  cattle, 
slaughter  house,  refrigerator  appliances, 
distribution  to  customers  and  other  items 
of  interest. 

Articles  submitted  must  be  illustrated  by 
examples  of  forms  used.  These  forms  need 
not  be  elaborately  drawn  as  they  will  be 
re-drawn  in  our  standard  size  and  style  by 
our  special  artist. 

Articles  submitted  may  be  accompanied 
by  photograph  and  biographical  sketch  of 
the  author,  together  with  photographs  in 
connection  with  the  plant  that  will  convey 
to  the  readers  of  The  Business  Man's 
Magazine  a  fair  idea  of  its  magnitude  and 
general  plan. 

For  the  best  article  submitted  we  offer 
a  prize  of 

FIFTY  DOLLARS. 

This  prize  will  be  awarded  on  the  basis 
of  the  accounting  merit  of  the  article  sub¬ 
mitted. 

All  articles  sent  in  will  become  the  prop¬ 
erty  of  The  Book-Keeper  Publishing  Co., 
Ltd.,  to  be  used  for  publication,  if  desired, 
in  which  case  additional  prizes  will  be 
awarded  the  authors  of  acceptable  papers. 

In  addition  to  the  above,  we  will  give 
two  prizes  of  $10.00  and  $5.00,  respectively, 
for  the  two  best  articles  descriptive  of  good 
book-keeping  and  cost  systems  for  the  fol¬ 
lowing  lines  of  business : 

Aerated  Water  manufacturing. 

Artificial  Stone  manufacturing. 

Automobile  manufacturing. 

Biscuit  or  Cracker  manufacturing. 

Boot  and  Shoe  manufacturing. 

Bridge  builders. 

Broom  manufacturing. 


Bronze  Powder  manufacturing. 

Carriage  and  Wagon  manufacturing. 
Carpet  manufacturing. 

Chemical  Works. 

Cold  Storage  business. 

Cordage  manufacturing. 

Distillery. 

Electric  Motor  manufacturing. 
Electrotype  Foundry. 

Fish  and  Oyster  (wholesale  and  retailj. 
Flour  Mill. 

* 

Furniture  (retail). 

Export  Agency  Business. 

Harness  and  Saddles  manufacturing. 

Hay  and  Grain  (wholesale  and  retail). 
Hats  and  Caps  manufacturing. 

Ink  and  Mucilage  manufacturing. 
Incandescent  Lamp  manufacturing. 
Jewelry  manufacturing. 

Life  Insurahcc. 

Leather  manufacturing. 

Lime  manufacturing. 

Linoleum  manufacturing. 

Mail-Order  Business. 

Neckwear  manufacturing. 

Nursery  (florists). 

Paper  manufacturing. 

Paper  Box  manufacturing. 

Patent  Medicine  manufacturing. 

Pearl  Novelties  manufacturing. 

Photo  Supplies  manufacturing. 

Piano  and  Organ  manufacturing. 

Pottery  manufacturing. 

Produce  (wholesale). 

Silk  manufacturing. 

Soap  manufacturing. 

Surgical  Instruments  manufacturing. 
Valves  and  Hydrants  manufacturing. 
Wall  Paper  (wholesale  and  retail). 
Whips  manufacturing. 

Woolen  Mills. 


Prize  Award. 

In  the  competition  on  the  subject  of  “Au¬ 
thorized  Capital  vs.  Actual  Capital,”  the 
competition  editors  have  decided  to  award 
the  first  prize  of  $5.00  to  Mr.  Geo.  Brown¬ 
lee,  of  Greenville,  S.  C.,  and  the  second 
prize  of  $3.00  to  Mr.  S.  S.  Burch,  of  Roan¬ 
oke,  Virginia. 


Lessons  Are  Fine  Indeed, 

I  find  the  lessons  in  connection  with  The  In¬ 
dividual  Home  Study  Course  in  Higher  Account¬ 
ing  to  be  fine  indeed,  and  each  lesson  is  worth 
more  to  me  than  the  entire  cost  of  the  Course. 

John  M.  Wilkin.s, 

Paducah,  Ky. 


B 


Has  it  ever  occurred  to  you  that  when 
you  are  installing  a  new  Loose  Leaf 
Ledger  System,  it  should  be 

The  Mann  Ledger 

Interchangeable  Leaves. 


Patented  March  31, 1903,  and  March  29, 1904. 

These  are  the  reasons  : 

It  has  lighter  castings  and  a  better 
appearance  than  any  other. 

It  has  a  stronger  and  simpler  actuating 
mechanism. 

The  strength  is  distributed  and  added 
to  by  the  intermembering  of  the  parts. 

The  collapsing  backs  are  bridged  upon 
intermembering  steel  bridge  plates  and 
there  are  no  unsightly  runways  on  the 
outside. 

It  is  the  only  binder  which  is  fitted  with 
Yale  Locks  to  give  absolute  security. 

This  Yale  Locking  Feature  is  the  most  im¬ 
portant  improvement  on  Loose  Leaf 
Devices  which  has  ever  been  made. 

It  gives  to  Loose  Leaf  Accounting  a 
sense  of  security  which  the  general 
public  have  never  before  acknowle  ’ged. 

It  gives  to  accountants  an  assurance  that 
their  records  are  inviolate  and  subject 
only  to  their  personal  manipulation. 

Master  keys  give  executive  ofldcers 
access  to  such  locks  as  may  be  neces¬ 
sary,  and  avoid  complication  and  delays 
from  key  losses. 

Send  for  our  Catalogue. 


William  Mann  Company 

Blank  Book  Makers, 
Stationers,  Printers,  Lithographers, 
Mek.nufa.cturers  of  Copying  Books  &.nd 
Papers  and  Loose  Leaf  Devices. 

529  Market  St.,  -  Philadelphia. 

New  York  House,  59*6 1  Maiden  Lane. 
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TANFANO 

^  CLEAR  HASftNA^ 


i 


FRIENDS. 


FOR 


YOUR 


A  (lift  rtf  really  (1 00 D cigars 
touches  the  warm  spot  in  every 
smoker’s  heart.  l.et  me  send 
him  a  (’hristmas  box  of  Stan- 
Janos  with  your  card  enclosed. 


An  Excellent  15c.“  Straight”  Cigar 
at  11c.  by  the  Box  of  25. 

I  know  smokers  of  15  and  20  cent 
cigars  are  apt  to  be  “  wedded  ”  to 
some  particular  brand,  neverthe¬ 
less  I  otter  the  “Stanfano”  with 
the  utmost  confidence  to  all  who 
select  cigars  with  keen  discrimina¬ 
tion. 

A  clear  Havana,  of  full  Perfecto 
size.  4'%  inches  solid,  free  smoking, 
rich,  smooth  and  mellow,  made  by 
hand  at  Key  West,  Florida,  of 
thoroughly  matured,  best  quality 
Cuban  “vegas,”  under  climatic 
conditions  that  impart  a  flavor  and 
boquet  never  obtained  from  the 
same  tobacco  in  cigars  of  northern 
manufacture.  It  is  comparable 
ONLY  with  cigars  of  similar  stock 
made  in  Havana,  subject  to  an 
almost  prohibitive  duty. 

Cigars  of  this  grade,  brought 
from  Havana,  sell  at  25  cents. 
Made  in  the  United  States,  they 
never  retail  at  less  than  15  cents 
straight  —  oftener  at  3 for  50  cents. 

I  will  mail  a  box  of  23  Stanfanos 
to  your  address,  postpaid,  for  {2.75. 
Let  the  authorized  Key  West  box 
seal  confirm  my  statement  as  to  place 
of  manufacture ;  note  size,  shapeand 
color.  SMOKE  ONE  —  then  if  you 
are  not  WHOLLY  pleased,  return 
the  box,  and  I  will  refund  all  you 
have  paid  for  cigars  and  postage, 
without  delay  or  quibble. 

The  “  Stanfano  ”  cigar  is  made  at 
factory  No.  335  Internal  Revenue 
collection  district.  State  of  Florida; 
but  by  mailing  them  from  my 
Albany  headquarters  the  long  de¬ 
lay  involved  in  land  and  water 
transportation  of  Key  West  postal 
patter  is  avoided. 

I  scarcely  need  say  that  single 
sales  can  never  yield  profits  com¬ 
mensurate  with  costly  advertising. 
1  have  a  cigar  well  calculated  to 
secure  your  CONTINUED  patron¬ 
age,  and  the  above  is  as  fair  an  otter 
as  I  can  make  with  that  object  in 
view.  In  ordering,  it  is  only  neces¬ 
sary  to  specify  name  and  COLOR. 


WHOLESALE  TOBACCONIST 


36 


State 


St 


bany 


Established  1869 


Credit  Information 

A  PLAN  TO  ENABLE  THE  CREDIT  MAN  TO  QUICKLY  OBTAIN  CORROBORATIVE  IN-  - 
P'ORMATION  FROM  DISTANT  ATTORNEYS  IN  REGARD  TO  PROSPECTIVE  CUSTOMERS 

By  E.  a.  PRATT 


UK  credit  information  de¬ 
sired  varies  greatly  with  the 
nature  of  the  business.  Where 
larger  sums  are  involved  and 
long  credits  are  extended, 
great  care  must  be  exercised  to  get 
reliable  reports  from  various  sources, 
giving  complete  information  such  as 
will  enable  the  credit  manager  to 
form  an  approximately  correct  estimate 
of  the  customer’s  reliability  as  well  as  his 
ability  to  pay  under  unfavorable  circum¬ 
stances.  On  the  other  hand  if  the  amounts 
involved  are  small  and  the  terms  2-10  or 
net  30,  the  information  desired  is  not  so 
necessary  on  points  aside  from  general  rep¬ 
utation  and  financial  strength. 

I  have  found  the  following  plan  very  pro¬ 
ductive  of  quick  corroborative  information 
and  one  very  easy  to  have  executed  by  as¬ 


Gentlemen : 

We  would  thank  you  if  you  would 
kindly  give  us  some  information  re¬ 
garding  the  FINANCIAIi  CONDITION 
and  GENERAL  REPUTATION  of  the 
customer  named  below,  which  will 
enable  us  to  determine  the  proper  limit 
of  credit  to  extend.  Such  information 
will  be  greatly  appreciated  and  held  in 
strictest  confidence. 

Prompt  reply  will  be  a  favor  both  to 
customer  and  ourselves. 

Yours  very  truly, 

I.YON  &  COMPANY. 

Diet.  EAP. 

Aug.  12,  1904- 

TO  Geo.  M.  Sniifli,  Atfy..  “Merc.  AUjuster.” 
IN  RE  John  Doe  &■  Co.,  Conf.  etc.,  Pulaskey, 
M  icii. 

Is  above  the  CORRECT  name  of  the  busi¬ 
ness?  . 

How  long  in  business? . 

I'.sliniated  net  worth . 

Does  he  pay  promptly? . 

Are  drafts  returned  unpaid? . . . 

DO  ACCOUNTS  REACH  ATTORNEYS 

HANDS?  . 

GENERAL  REPUTATION.  . . . 


sistants  without  requiring  much  attention 
from  the  manager : 

The  first  requisite  is — three  or  more  lists 
of  attorneys  and  banks.  Some  of  these 
regular  reference  lists  are  to  be  had  free 
and  some  require  a  small  annual  fee  for 


their  use.  In  cities  of  less  than  100,000 
population  reports  can  be  secured  free  ex¬ 
cept  for  return  postage.  When  informa¬ 
tion  is  desired  on  a  new  or  old  customer, 
indicate  the  source  and  the  clerk  or  stenog 
rapher  can  send  out  the  blanks  and  care 
for  them  on  their  return  so  that  the  reports 


Dear  Sir; 

We  have  a  past  due  account  against 
the  customer  named  below,  as  shown. 
Please  give  us  the  benefit  of  your  in¬ 
vestigations  regarding  this  party  and 
let  us  know  if  you  can  make  the  COU- 
IjECTION  for  the  indicated  amount 
promptly  WITHOUT  SUIT.  If  you  can¬ 
not  make  it  without  suit  can  you  COI,- 
liECT  a  judgment  against  him?  Should 
it  be  necessary  to  place  the  claim  in 
your  hands,  what  are  your  terms? 

Kindly  write  your  reply  BELOW  or 
RETURN  THIS  liETTER  with  yOur 
reply  at  your  earliest  convenience. 

Yours  very  truly, 

LYON  &  COMPANY. 

Diet.  EAP. 

Aug.  12,  1904. 

TO  Geo.  M.  Smith,  Atty.,  “Merc.  Adjuster." 
IN  RE  John  Doe  &  Co.,  Conf.  etc.,  Pulaskey, 
Mich . $45-lio 


only  will  reach  the  credit  manager.  Special 
reports  are  needed  only  when  the  customer 
is  not  rated  in  regular  agency  books  or 
when  rating  is  unsatisfactory.  The  fojm 
of  the  report  blanks  is  important  so  that 
sufficient  information  may  be  secured  with 
as  few  questions  as  possible.  It  is  small 
wonder  some  of  the  agency  attorneys  get 
sick  of  filling  out  long  lists  of  questions 
with  small  returns  from  collection  business. 

As  a  valuable  verification  of  regular  com¬ 
mercial  ratings  and  reports,  I  found  the 
forms  herewith  to  bring  fresh  reports  very 
quickly.  You  will  notice  that  each  of  these 
blanks  is  printed  on  the  upper  half  of  the 
sheet  and  that  place  for  name  of  attorney 
or  bank  after  “TO,”  and  name  of  customer 
after  “IN  RE,”  is  on  the  lower  half  of  the 
sheet.  This  is  important  for  when  the 
report  comes  back  it  can  be  torn  off  at  the 
fold,  leaving  a  sniall,  convenient,  accessible 
report  which  takes  up  less  room  and  is  less 
bulky  than  the  whole  sheet,  I  used  sev¬ 
eral  lists  of  attorneys  and  often  sent  for 
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PATENTS 
APPL’D  FOR 


A  BEAUTIFUL 
GIFT  FOR  XMAS 


Cut 
nearly 
full  size 


The  ‘  ‘  Capitol  ’  ’  is  a  large,  handsome  inkstand  for  home  or  office  desk,  constructed  on  scientific 
principles — A  broad,  flat  base  to  give  stability  and  a  graceful,  dome-shaped  reservoir  to  hold  the 
supply  of  several  months.  Protected  both  from  air  and  dust,  the  ink  can  neither  evaporate  nor 
clog,  and  is  always  rendered  clear  and  fluid  until  the  last  drop  is  used  from  the  small  concave 
depression  under  funnel.  Just  the  right  amount  of  ink  is  fed  to  the  pen  without  pressing 
down  the  funnel. 


Single,  "  Capitol,”  Pressed  Glass,  50c;  Cut  Glass,  $1.00 
Pair,  with  oak  or  mahogany  base,  black  and  red 
funnels.  Pressed  Glass,  $2.25;  Cut  Glass,  $3.25 

For  sale  by  all  stationers.  If  ordered  from  us  direct,  add  lO  cents  for  single  and 
20  cents  for  double  stands  to  cover  delivery  charges. 

Send  for  Catalogue  of  office  specialties 

CUSHMAN  &  DENISON  MFG.  CO.,  Dept.  7,  240-242  West  23d  Street,  New  York 


Fitted  with  ornamental.  Sterling  Silver  top,  an 
especially  handsome  gift  for  Christmas  or  the  New 
Year,  $2.50  extra. 


J.  M.  LYON  (SL  CO..  65-67-69  Nassau  St..  NEW  YORK 


THE  IDEAL  CHRISTMAS  GIFT— A  DIAMOND 


The  expensiveness  of  diamonds  and  the  usual  necessity 
of  paying  “cash  down”  has  often  prevented  the  giving  of 
diamonds  as  Christmas  presents 
Since  we  commenced  selling  diamonds  by  the  easy-pay- 
ment  method,  so  many  people  have  taken  advantage  of  it, 
that  our  Christmas  business  is  actually  seven  times  heavier 
than  at  any  other  time  of  the  year. 

Our  new  Christmas  catalog,  completed  just 
one  month  ago  will  show  you  the  very  newest 
jewelry  effects.  It  does  not  include  by  any  means 
our  entire  line,  merely  illustrates  from  each  de¬ 
partment  of  our  stock,  a  dozen  or  two  dozen  of 
the  choicest  specimens — rings,  earrings,  jewel- 
I  T  led  pins,  bracelets,  watches.chains  and  many  ex¬ 
quisite  novelties. 

The  qualities  are  the  very  best,  such  as  we  have  dealt  in 
for  6H  years,  and  our  prices,  as  usual,  are  15  per  cent,  to  25 
per  cent,  lower  than  your  local  dealer's. 


X  n  A  S 
(’ATA- 
I,  O  U 
READY 
SEND 
ECU 


cent,  from  catalog  prices, 
plan  is  preferred  we  accept 
2()  PER  CENT.  DOWN  AND  10  PER  CENT.  PER  KIONTH 

Guarantee  certificate  of  quality  with  every  purchase.  Any 
articles  sent  for  examination,  express  prepaid. 

We  guarantee  our  prices  lower  than  any  competitors's. 

If  you  can  duplicate  for  eash  the  diamond  we  sell  you  on 
credit,  send  it  back  and  we  will  refund  all  money  you 
have  paid  and  pay  all  charges.  Any  diamond  pur¬ 
chased  may  be  exchanged  any  time  for  a  larger 
stone,  full  price  allowed.  We  are  direct  importers 
of'rough’’  diamonds,  cut  and  polish  them  here 
and  save  all  import  duties:  we  sell  direct  to  the 
consumer  and  save  all  middle  profits.  We  are 
the  oldest  house  in  the  trade.  Established  1843. 

Best  New  York  Bank  references  furnished 
on  request. 

Ask  for  Cbrlstmas  calalogne  edition  11. 
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from  four  to  six  fresh  reports  which  cost 
less  than  four  cents  each  (a  stamped  en¬ 
velope  being  inclosed),  as  sometimes  two 
or  more  inquiries  went  in  the  one  envelope. 

The  way  to  keep  track  of  these  inquiries 
and  to  know,  as  I  did,  that  almost  every 
one  of  them  came  back,  is  to  have  the 


Gentlemen : 

We  will  be  under  obligations  to  you 
for  any  confidential  information  you 
may  be  pleased  to  give  us  concerning 
the  business  habits  of  the  party  named 
below,  especially  on  points  indicated. 

Command  our  services  in  like  manner 
at  any  time. 

Yours  ver-'*  truly, 

LYON  &  COMPANY. 

Diet.  EAP 

A II g.  IS,  1904. 

TO  Fuller  &  Fuller  Co.,  Chicago. 

IN  RE  John  Doe  &  Co.,  Conf.  etc.,  Pulaskcy. 
Mich. 

Ilow  long  has  he  dealt  with  you? . 


Is  he  now  a  customer? . . 

Does  he  discount  his  bibs? . • 

Highest  credit?  . 

Do  you  limit  his  credit? . 

Is  the  account  desirable  or  undesirable? 


Other  information 


Regular  or  occasional? 
Does  he  pay  when  due? 


How  much  if  any  past  due? 


What  limit  ? 


Stenographer  put  a  piece  of  scrap  paper 
(usually  the  top  half  of  report;,  with  ca. 
bon  so  that  names  of  attorney  or  bank, 
date  when  sent  and  name  of  customer,  cop>. 
You  can  carry  these  in  your  files  till  the 
report  comes  back  when  they  may  be 


thrown  away.  You  will  thus  know  where 
and  when  you  made  inquiry  and  note  de¬ 
lay,  if  any,  in  reply. 

My  experience  proved  that  a  few  ques¬ 
tions  right  to  the  point  will  almost  always 
be  answered  where  long  gratis  reports  will 
go  into  the  attorney’s  waste  basket. 

My  letter  about  delinquent  accounts  was 
the  means  of  getting  quick  information 
about  delinquent  debtors.  Where  attorneys 
reported  party  all  right,  etc.,  additional  time 
was  given,  but  if-  prospects  were  poor,  the 
account  went  straight  to  the  attorney  whose 
report  indicated  he  was  best  fitted  to  handle 
the  claim.  I  have  occasionally  used  the 
letter  to  assist  collections  by  accidentally 
mailing  to  the  customer,  showing  him  he 
was  being  looked  up.  It  often  brought  the 
money  before  sending  to  attorney  for  col¬ 
lection. 

A  convenient  way  to  file  these  reports 
is  to  cut  the  flap  off  a  No.  9  white  envelope 
(the  flap  is  a  nuisance  and  only  so  much 
more  bulk  in  the  files)  and  use  the  en¬ 
velope  for  preserving  the  reports.  Have 
the  name  and  address  of  the  customer  ap¬ 
pear  across  the  top  of  the  envelope  ana 
file  them  in  document  files.  I  at  one  time 
had  the  cabinet  work  in  the  safe  changed 
and  had  in  my  files  separate  information  on 
7,000  or  8,000  druggists  and  confectioners, 
all  filed  alphabetically. 

A  careful  use  of  short,  concise  report 
blanks  will  bring  immediate,  reliable  infor¬ 
mation  which  will  usually  corroborate  the 
regular  commercial  ratings  and  reports.  In 
the  case  of  delinquents  it  may  often  put 
yon  in  touch  immediately  with  the  one  and 
only  attorney  who  can  collect  your  account. 
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Your  Christmas  List  is  right  if  it  includes  a 
pair  of  ^ 


in^  one  of  our  beautiful  Holiday  Boxes  decorated 
with  one  of  three  exclusive  ‘'Heads"  made  for  us 
by  the  celebrated  artist  Boileau. 

Every  man  enjoys  ease  and  comfort.  For  that  reason  any  man 
will  appreciate  fully  thegift  of  a  pair  of  President  Suspenders 
L  —they  are  worn  by  most  men  who,  conscious  of  the  comfort- 
^  giving,  service-rendering  qualities  of  their  Patent  Pack, 
will  accept  no  substitute.  This  season’s  patterns  are  the 
most  attractive  ever  offered  and  are  in  sufficient  variety  to 
suit  your  preference.  Don’t  hesitate  to  name  it  to  your 
dealer  or  to  us. 

President  Suspenders  make  a  practical  and 
lasting  gift  and  add  to  a  man’s  comfort 
the  whole  year  round.  At  all  first-class 
stores  or  mailed  direct  for  50c.  and  $1.00  ^ 

The  C.  A.  Edg'arton  Mfg'.  Co. 

RoxSOI.  Shtrlev.Mass.  . 


PRESIDENT. 

BOILEAU 
I  CALENDAR 
I  1906 

'po  enable  art  lovers 
to  obtain  a  com¬ 
plete  set  of  the  beauti¬ 
ful  heads  by  Boiueau, 
with  which  the  Presi¬ 
dent  Suspender  boxes 
are  decorated,  wehave 
issued  a  President- 
Boileait  Calendar. 

All  the  printing,  including  the  calendar  for 
the  entire  twelve  months,  is  on  the  first 
sheet,  'file  other  three  are  devoted  ex¬ 
clusively  to  the  Boileau  heads  in  color. 
The  size  of  the  calendar  is  8  x  12.  These 
beautiful  studies  are  suitable  for  framing, 
and  make  an  attractive  decoration  for  a 
den  or  living-room. 

Sent  postpaid  for  25  cents. 

THE  C.  A.  EDGARTON  MFG.  CO. 
Box  301,  Shvirley.  Mass. 


LEAF 
LED@Ei 

STANDARD  OUTFITS  SHIPPED  ON  APPROVAL 


LET  THE  OLD  YEAR  TAKE 
AWAY  YOUR  OLD  METHODS 

and  the  new  year  start  you  right.  Close  and 
hie  away  the  bulky  bound  books  with  their 
deadwood  and  scattered  accounts  and  open  a 

RAZALL  LOOSE  LEAF  SYSTEM 

Accounts  filed  away  in  a  transfer  ledger  as 
fast  as  closed.  Should  any  dead  account 
again  become  active,  it  can  be  instantly 
transferred  back  to  current  ledger.  Saves 
time  and  money.  Eliminates  night  work. 

Our  Booklet.  "SYSTEMATIC  ACCOUNTING.”  Free.  It  tells  how  easily 
our  System  can  be  adapted  to  your  business.  Ask  for  Edition  "C.” 

THE  H.  Q.  RAZALL  MFG.  CO.,  405-407  East  Water  St.,  MILWAUKEE,  WIS. 

Canadian  Manufacturer.  CHAS.  F.  DAWSON,  1813-1815  Notre-Dame  Street.  Montreal,  Canada. 


For  the  Razall  Special  Complete  Outfit, 
consisting  of  Ledger,  Transfer  Ledger,  two 
Index  Sets  and  500  Best  Quality  Leaves. 


Livery  Accounting 


\  SYSTEM  OF  RECORDS  USED  WITH  GREAT  SATISFACTION  BY  ONE  OP  THE 
MOST  FASHIONABLE  LIVERY  ESTABLISHMENT  IN  CHICAGO,  CLUB  SERVICE 
BEING  A  SPECIAL  FEATURE  OF  THE  BUSINESS 

By  HARDIN  J.  BURLINGAME 

Member  Illinois  Institute  of  Accountants 


L\V  persons  are  aware  that 
there  is  considerable  book¬ 
keeping  in  the  affairs  of  a 
large  livery  business.  Such, 
however,  is  the  fact,  especially 
when  the  plant  is  equipped  for  handling  a 
business  of  several  hotels,  clubs,  and  prob¬ 
ably  five  hundred  personal  accounts,  besides 
one  to  two  hundred  boarders.  The  follow¬ 
ing  description  of  a  system  put  in  effect  in 
one  of  the  leading  liveries  in  Chicago,  may 
be  of  interest  to  readers  of  1  he  Business 
Man’s  Magazine. 

The  livery  hire  book,  which  corresponds 
with  a  sales  book  in  other  lines,  we  call, 
for  convenience  sake,  a  “blotter.”  The  loose 
leaf  system  is  used  throughout.  The  clip 
holder  retains  only  the  number  of  sheets 
necessary  for  one  day’s  business.  Every 
morning  after  pricing  all  items  and  post¬ 
ing  same,  the  sheets  are  filed  imthe  perman¬ 
ent  binder. 

Where  it  is  preferred  to  carry  an  hotel 
account  through  the  blotter,  like  a  club 
account,  an  extra  column  marjeed  “hotel 
is  added.  Each  sheet  has  IG  entries  to  a 
page.  .Of  course  the  postings  of  the  spe- 
cal  columns  are  made  only  once,  at  the  end 
of  the  month.  The  charge  items  to  indi¬ 
vidual  accounts  are  in  the  first  column 
marked  “charge.”  The  second  column  is 
for  all  individual  members  of  a  club,  an 
itemized  statement  being  rendered  to  the 
club  semi-monthly.  All  cash  items  or 
C.  O.  D.’s  are  entered  in  column  marked 
“cash,”  and  sum  total  of  same  entered  each 
day  in  special  column  for  same  in  cash 
book,  to  credit  of  stable  cash,  or  revenue, 
whichever  name  suits  best.  The  two  last 
columns  are  for  another  club.  This  club 
keeps  its  accounts  somewhat  different  from 
most  other  clubs.  It  is  furnished  by  the 
livery  with  two  kinds  of  tickets,  a  white 
and  a  pink  ticket,  printed  alike,  and  both 


consecutively  numbered  for  convenience 
in  tracing. 

The  white  tickets  are  cash  tickets,  i.  e., 
they  are  purchased  of  the  club  by  its  mem¬ 
bers,  and  when  purchased  the  value  of  price 
is  entered  on  sa'me.  These  tickets,  when 
used,  are  handed  to  the  driver  as  cash, 
and  turned  in  as  sucii  to  the  livery,  which 
bills  them  to  the  club  each  day,  listing 

The  A. D  C.  Club  Livery  Service. 


. : . . . - 

Coupe  from  j-  to . 

Carriage  from  |  to . 

State  number  of  hours  ) 

When  HOUR  service:  f . 


Value  of  Service,  $. 


Charge  to  account  of. 
Name . 


ua 

U 


Address . 

Paid  Driver  in  Cash,  $. 


d 

(D 

< 

d 

V 

s 


ie®=-Members  are  respectfully  requested  to  see  that 
the  correct  service  and  value  are  stated,  and  to 
sign  this  card  for  all  service. 


Name  of  Driver . 

Form  1 


merely  the  number  and  amount  of  each 
ticket.  Each  driver  carries  a  few  pink 
tickets  with  him,  and  if  his  fare,  a  club 
member,  does  not  give  him  a  cash  (white) 
ticket,  he  is  asked  to  sign  a  pink  ticket. 
This  is  turned  in  by  the  driver,  and  the 
charge  is  made  in  pink  ticket  column.  A 


*  ^ 


'  f~v 
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Bates  Numbering  Machine  Costs  Least 

1irvV»  _«1_  _1 _ _ "-i?-  <-¥-!•  ^  -  _ 


Much  of  the  repairs  and  poor  work,  characteristic 
of  cheap  numbering  machines,  is  due  to  their  open 
construction.  It  does  not  take  much  dust  or  dirt  to 
render  them  uncertain  in  their  action,  and  conse¬ 
quently,  Jnaccurat^  and_worthless,  until  cleaned  by 
a  mechanic.  This  costs  money  to  say  nothing:  of 
the' time  lost  in  rectifying:  the  machine’s  errors. 


This  is  but  one  of  many  points  of 
superiority  of  a  Bates  Automatic 
Numbering  Machine,  but  it  is  enough 
to  prove  that  a  dollar  or  two  saved  in 
the  getting  of  a  cheap  machine  is  paid 
out,  with  compound  interest,  in  the 
keeping.  It  is  cheaper  and  better  to  buy 
the  best,  the  Bates,  in  the  start  than  to 
buy  it  after  you  get  tired  repairing  a 
cheap  machine.  The  Bates  Machine 
numbers  automatically,  consecu¬ 
tively,  in  duplicate  or  indefinite¬ 
ly  repeats  the  same  number,  as 
desired.  This  is  all  controlled 
by  the  dial  adjustment,  found 
only  on  this  machine.  Write 
for  booklet  5. 


The  Rates  Automatic  Numbering:  Machine  is 
different.  All  working:  parts,  even  the  numberdials, 
are  enclosed  in  a  metal  case — dust  and  dirt  proof. 
This  insures  cleanliness  and  accuracy.  The  element 
of  repairs  is  not  worthy  of  consideration,  as  abuse 
only  will  break  a  Bates  Machine.  You  do  not  use 
a  watch  with  exposed  works  Whv  a  numbering: 

Machine  ? 

^  - 

Beware  of  imitation  machines.  The  Genuine  Bates 
^  is  made  only  by 

Bates 

Manufacturing 
Company 

Factory,  ORANGE,  N.  J. 

New  York, 

31  Union  Square. 

Chicago, 

304  Wabash  Aye. 


Send  Me  Your  Address 

and  I  will  send  you  on  approval  a  75-cent  box  of  the  Klips  (7  sizes)  by  which 
all  the  volumes  shown  above  were  bound  in  ten  minutes;  and  an  illustrated  price 

list  of  Klips,  Covers,  and  Files. 

Learn  by  Trial  how  easily  and  cheaply  you  can  bind  your  own  papers, 
magazines,  manuscripts,  music,  tariff-sheets,  ledgers,  newspapers,  order  blanks, 
note  books  and  price  lists. 

H.  H.  BALLARD,  251  South  Street,  Pittsfield,  Mass. 


THE 

KLIP 

BINDER 


r' 


I 
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Statement  with  all  pink  tickets  received 
is  rendered  the  club  daily. 

A  “pink  ticket  account”  is  kept  in  the 
ledger ;  several  times  a  month-  the  club 
sends  in  white  tickets  to  redeem  the  pink 
tickets  sent  them,  these  white  tickets  are 
then  credited  to  pink  ticket  account  and 


©HE  A-B-G.  ©LUB-L£IVERY 


DATE. 

COUPE. 

DATE. 

CARRIAGE. 

TO! 

AI- 

2499  ACCOUNT  OF.:._ - - 

Form  2 


charged  to  the  club,  and  returned  with 
statement  attached.  Whatever  debit  bal¬ 
ance  there  is  at  any  time  in  pink  ticket  ac¬ 
count  is  the  amount  the  club  has  not  col¬ 
lected  from  its  members  and  remitted  the 
livery  in  white  tickets. 

The  usual  style  of  club  tickets  is  shown 
in  Fig.  1.  These  tickets  are  furnished  the 
club  t)v  the  livery  and  are  generally  billed 
to  clubs  on  the  1.5th,  and  last  day  of  each 


The  cash  book  is  a  six  column  one,  with 
columns  on  the  debit  side  for  sundry  per^ 
sonal  accounts,  stable  cash  (cash  sales)  and 
discount,  and  columns  on  the  credit  side 
for  sundry  personal  accounts,  expense, 
labor,  revenue,  personal  and  bank.  As 
auxiliary  book,  there  is  of  course  the  board¬ 
ers’  inventory  book,  in  which  is  kept  a 
memorandum  of  all  effects  and  outfits  be¬ 
longing  to  each  boarder ;  also  the  regular 
inventory  book,  in  which  is  kept  a  full 
account  and  list  of  all  rolling  stock,  out¬ 
fits,  uniforms,  robes,  supplies,  etc.,  etc, 
it  is  not  necessary  here  to  go  into  de¬ 
tails  showing  how  much  it  costs  to  keep 
a  certain  number  of  horses  and  men  a  cer¬ 
tain  number  of  days,  but  it  might  interest 
some  readers  to  know  that  for  general 
estimates  on  feeding  livery  horses  in  the 
city,  it  is  safe  to  figure  15  pounds  of  hay 
and  15  quarts  of  oats  per  day  per  horse. 

In  order  to  obviate  the  annoying  feat¬ 
ures  of  keeping  a  time  book  for  pay  roll 
purposes,  for  men  whose  time  of  begin¬ 
ning  and  quitting  work  is  irregular,  it  was 
necessary  to  devise  an  accurate  system  that 
could  be  handled  quickly.  Hence  the  fol¬ 
lowing  method  was  put  in  practical  opera- 


No _  HOIIE  LIVERY. 

Mr . . -  •  - . 

Room  No . 

Time  Ordered . . . . . . 

Time  Returned . . . - . . . 

Job . . . . . . . 

Hotel . - . 

Driver- . 

0 . . .  Chicago  . 


j  No — . 

....  \  Mr . 

.....  •  Room  No . 

.....  •  Time  Ordered 

_ _  •  Time  Returned 

_  •  Job . - . 

.  *  Hotel . 

.  4  Driver . . . 

. - . 

l-onii  2 


HOME 


. 


livery. 


month,  each  individual’s  tickets  being 
grouped  togefher  on  one  card  shown  in 
Fig.  2. 

Hotel  charges  are  also  billed  out  every 
morning  on  coupon  tickets  shown  in  Fig. 
3.  The  hotel  clerk  signs  one-half  of  the 
ticket  for  the  livery  and  retains  the  other 
half  or  coupon  to  hand  to  guest  with  his 
bill. 

The  ledger  is  also  latest  loose  leaf  sys¬ 
tem  to  accommodate  about  500  accounts. 
The  sheets  have  two  additional  columns 
on  the  debit  side,  headed  “out”  and  “in,” 
to  show  when  the  vehicle  went  out  and 
when  it  returned.  This  is  generally  re¬ 
quired  on  all  statements, 


tion  and  has  proven  a  great  success.  It  is 
simple,  accurate  and  can  be  adapted  to  al¬ 
most  any  line  of  business  employing  25 
men  or  more. 

In  this  business  seven  days’  labor  con¬ 
stitutes  a  week’s  work.  The  day’s  labor 
is  12  hours,  supposed  to  be  from  7  a.  m. 
to  7  p.  m.  But  as  drivers  are  out  all  hours 
of  the  day  and  night,  their  time  is  figured 
from  the  hour  they  turn  in.  For  instance, 
if  a  driver  has  a  fare  that  keeps  him  out 
till  3  a.  m„  he  does  not  report  for  duty 
till  3  p.  m.,  unless  he  is  ordered  back,  in 
which  case  he  gets  credit  for  his  overtime. 
Fig.  4  shows  the  time  card.  The  figures 
1  to  31  represent  the  days  of  the  monthj 
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OUR 

TRADE 

MARK 


For 

28  Years 
Stamped 
on  the  toe 
of  our 
Stockings. 


Six  Pairs  of  Socks  in  a  - 
“RICH  HOLIDAY  BOX’^ 

$f,50 


AN  IDEAL  GIFT  FOR  THE  MAN 
AT  CHRISTMAS  TIME 

Ant!  for  a/#  Times m 

We  offer  this  ATTRACTIVE  HOLIDAV  PACKAGE  trust¬ 
ing  that  it  will  appeal  to  our  old  friends,  and  also  to 
those  who  are  unacquainted  with  the  UNUSUAL 
MERITS  OF  OUR  FAMOUS  PRODUCTS,  we  feeling  that  if 
you  will  avail  yourself  of  this  generous  offer,  you  will 
ever  afterwards  be  a  permanent  customer. 

Style  19s9  Black  (Our  Famous  Snowblack) 

,,  !9sw  Black  with  Natural  Cream-Colored  Egj’ptian 
Soles 

,,  5PI4  Cardinal  and  Navy  Blue  Mixture 
,,  SPI  Oxford  Mixture  Outside,  Pure  White  Inside 
,,  3s8D  Rich  Navy  Blue 

,,  D13  Rich  Tan  Ground,  with  White  Hair-line  Stripes 

These  goods  are  made  in  sizes  9  to  WA  and  are  retailed  regularly  at 
25  cents  per  pair. 

To  those  desiring  six  pairs  ($1.50)  we  will  furnish  free  a  heautiful 
Christmas  hox. 


Delivery  charges 
paid  in  U.  S. 
upon  receipt 
of  price. 


ASSOKTKD 
T’AST-COLOKKD 
COTTONS, 
will  outwear  any  Sock.s  made. 


WHEN  ORDERING,  PLEASE  DO  NOT  FAIL  TO  STATE  SIZE  OR  SIZES  DESIRED. 

Reliable  dealers  everywhere  sell  Shawknit  Socks 

If  you  have  any  trouble  in  procuring  them,  send  your  order  direct  to  us. 

Our  beautiful,  illustrated  cataloffue  showing:  many  SSTOfiSflNfi 

styles  and  realistic  colors  will  be  mailed  to  you  free  ITT  UUmHAN  Y, 

upon  request.  10  Shaw  Street f  Lowell ^  Massm 


PERFECTION  IN  ERASERS 


INK— Blaisdell’s  No.  1400— PENCIL 


O.  After  Experiments  by  our  Expert  Chemists — Extending  over  a  period  of  more 
than  three  years,  we  have  succeeded  in  producing  the  finest  rubber  for  erasing  ink 
and  pencil  that  has  ever  been  placed  upon  the  market.  Blaisdell’s  No.  1400  is  made 
of  a  combination  of  the  highest  grade  materials  purchasable  and  it  cannot  fail  to  give 
entire  satisfaction  to  the  most  discriminating  book-keeper,  accountant  or  business 
man.  Send  us  50  cents  in  stamps  for  one  full  sample  dozen. 

THE  ROSENTHAL  CO.,  346  Broadway,  NEW  YORK 

Sole  Agents  Blaisdell  Paper  Pencil  Con\pan> 
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the  dashes  full  hours,  and  the  1^’s  half 
hours.  On  the  dotted  line  to  the  left  is 
written  the  first  day  of  the  week  and 
month,  then  the  name  of  the  driver.  These 
cards  are  issued  every  Monday  morning, 
and  taken  up  every  SuncJay^  morning. 
Vvhen  the  card  is  given  out,  the  day  of  the 
month  is  punched  out.  The  driver  or  em¬ 
ploye  keeps  this  card  and  presents  it  to 
the  clerk  each  time  he  goes  on  duty.  The 


M  s  X 
3  4  5  6 

DEBTOR. 


H  fi 

1  8 


9^  « 

9  10 


X  >4  X  fi 

n  M 

CREDIT. 


Driver. 


~  ^  ^  19  20  21  22  23 

I  I  I  I  I  I  I  I 


24  25  26  27  28  29  30  51 

I  I  i  I  I  I  I  i  I 


Fo.iii  4 


clerk  punches  out  the  date,  and  over  or 
short  time  if  any.  Any  clever  office  em¬ 
ploye  can  take  50  or  75  of  these  cards, 
figure  each  one  up  and  make  out  checks 
for  all  of  them  in  about  an  hour.  Drivers’ 
time  in  Chicago  is  $12.00  per  week  of  7 
days,  with  25  cents  per  hour  overtime  and 
15  cents  per  half  hour.  Fig.  4  shows  a  card 
witn  only  6  days  full  time,  5^4  hours  over¬ 
time,  2^2  hours  short  time,  or  net  6  days 
and  3  hours  or  $11.05. 

There  is  a  check  on  this  card,  not  de¬ 
signed  originally  as  such,  but  to  keep 
track  of  drivers  particularly.  It  is  often 
very  necessary  to  know  when  certain  driv¬ 
ers  are  due  or  will  report  for  duty  for  the 
reason  that  many  patrons  will  allow  only 


one  regular  driver  to  wait  on  them,  and 
some  teams  can  only  be  driven  by  certain 
drivers.  For  this  reason  there  is  always 
lying  open  on  the  desk  a  book  with  the 
list  of  drivers  showing  when  they  quit 
work,  when  they  are  due,  and  when  they 
went  on  duty. 

When  a  driver  returns  from  a  load,  he 
reports  to  the  clerk  on  duty  giving  the 
details  of  his  trip,  and  where  he  left  the 
patron,  and  turns  in  money  collected,  if 
any.  In  addition  to  this  he  must  also  turn 
in  at  the  end  of  each  day  a  written  report 
of  every  load  he  made  that  day.  This  is 
checked  with  the  blotter  on  the  following 
morning  before  prices  are  extended,  then 
filed  for  future  reference.  This  report  is 
called  a  trip  sheet  and  is  shown  in  Fig.  1. 


Question  of  Receipts. 

BY  B.  R.  MACKEY. 

In  the  use  of  the  voucher  system  of  mak¬ 
ing  payments  in  various  lines  of  business, 
I  almost  invariably  have  trouble  through 
the  failure  to  return  the  receipted  voucher. 

By  adopting  the  following  form  of 
voucher  check,  the  difficulty  has  been  over¬ 
come  without  the  necessity  of  using  the 
folded  form  of  voucher  check. 

All  invoices  are  entered  in  the  voucher 
record  immediately  upon  receipt  of  goods, 
but  as  the  payment  may  include  several  of 
these  invoices  from  one  firm,  the  number 
of  each  invoice  is  entered  in  the  proper 
column  in  statement  on  back  of  check,  so 
that  each  can  be  easily  traced  to  the  orig¬ 
inal  entry. 
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4- 

^ 

2.  4-  it' 
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O  o  “O 
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To  FruOf^Tn  N(ntl'onql  EDcinK. 

Trees. 

F-gcf  of  Vouchei-  ChecK 


o 

o 

<L»  a  o  ^ 
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ALL 

FIRST 

CLASS 


EALERS  KNOW 

EARBORN  CABINETS 

SAVE  TIME,  WORRY  and  ERRORS-IMPROVE  QUALITY  of  WORK-THEREFORE  SAVE  MONEY 


MAKE 

QUICK 

SALES 


46  In,  long,  31  In.  deep,  45^^  high 


ARE 

Sold  around  the 

WORLD 

Universally  known  as  the 

BEST 

Notice  how 

COPY-HOLDERS 


No,  S  Dearborn  Junior  Cabinet 


No.  1  Dearborn  Special  Cabinet 


42  In.  long,  24  in.  deep,  38  in.  high 


Roll  Curtain 
to  Paper 
Cabinet. 


are  placed  in  direct  line  of 
vision,  enabling  operator 
to  sit  up  straight.  Haves 
fully  45  per  cent  of  Time, 
Worry  and  Errors.  A  place 
for  every! hing,  everything 
in  its  place.  Solid  Golden 
Oak,  guaranteed  the  most 
complete  Typewriter  Cab¬ 
inet  ever  sold  anywhere 
near  the  price.  We  ship 
responsible  parties  on  ap¬ 
proval,  freight  prepaid 
east  of  Rocky  Mountains, 
to  be  returned  at  oiir  ex. 
j>eiise  if  not  satisfactory 
What  more  can  we  offer^ 


IF  YOUR  DEALER  DOES  NOT  HANDLE  THEM  WRITE  DIRECT  TO  US 


DELIVERED 


DEARBORN  DESK  COMPANY 

Alexander  a.  Samuel,  General  Manager 

301  Fisher  Buildino  CHICAGO,  U.  S.  A. 

NEW  CATALOGUE  FREE 


®30i22 

D'ELIVERED 


“A  REGULAR  800  PAGE  BOOK  LOOKS  UKE  THIS” 

THE  X-RAY  SELF-INDEXING  LEDGER  saves  time  and  energy;  it  increases  results  with  less  labor 
and  expense;  therefore  it  saves  money.  It  is  a  wise  investment  from  the  proprietor’s  standpoint,  because  it  saves 
money.  From  the  standpoint  of  the  bookkeeper  it  is  a  wise  investment,  because  it  makes  the  work  easier  and 
insures  accuracv. 

We  are  the  originators  of  the  self-indexing  idea  in  ledgers;  we’ve  been  at  it  for  years,  and  have  made  im¬ 
provements  right  along.  We  make  strong  claims  for  our  latest  improved  ledger,  and  the  ledger  itself  backs  up  the 
claims. 

There’s  a  style  for  every  business;  it  matters  not,  whether  the  business  be  large  or  small,  the  accounts  short  or 
long,  50  accounts  or  5,000;  the  X-Ray  Ledger  offers  the  same  time  and  energy-saving  advantages  to  all.  It  does 
not  necessitate  a  change  from  your  own  favorite  system,  but  provides  an  easier  and  more  accurate  method  of  doing 
the  work.  You  can  make  no  mistake  in  selecting  the  X-Ray  for  your  next  ledger.  It  is  a  safe  investment.  Send 
for  booklet. 

LeFEBURE  ledger  company 

Orig^inators,  Makers  and  Sellers  CEDAR  RAPIDS,  IOWA 


One  man  with  one  X-Ray 
Ledger,  will  do  more  in 
the  same  time— he  will  do 
it  better— than  two  men 
with  two  other  ledgers. 


( Con'.inucd  fron  last  month.) 

HE  eight  half-length  charac¬ 
ters  representing  20,  30,  40, 
oO,  etc.,  are  always  disjoined 
and  placed  in  their  own  posi¬ 
tion  when  written  in  connec¬ 
tion  with  another  digit,  as : 

.\1:. . J. . 1....^^. . . >5; . 

250  680  420  370  830  960  2530 

The  possibility  of  conflict,  by  having  writ¬ 
ten  them  a  trifle  too  long,  in  rapid  work 
(the  only 'possible  conflict  in  the  use  of  the 
figures),  is  entirely  eliminated.  If  the 

character  is  joined,  whether  short  or  long, 
it  is  the  simple  digit;  and  whether  short 
or  long,  if  disjoined,  the  ‘fly”  is  signified. 

Fractions  may  be  represented  as  in  Ara¬ 
bic  numerals,  by  simply  placing  the  numer¬ 
ator  over  the  denomh'.ator,  but  without  the 
usual  line,  as : 


. L . 

2-3  4-5  9-10  5-16  26-100  925-1000  15-100  .0003 

Where  the  numerator  is  “1,”  there  need 
be  no  disjoining,  with  the  exception  of  the 
eight  half-lengths,  of  course,  where  the 
reason  for  disjoining  still  holds  good. 


•\ . ^ . “v . . 


placed  in  juxtaposition  to  the  figure  pre¬ 
ceding  it,  as; 


. 


1  1-4  3  1-4  25  1-4  99  1-4  68  1-4  34  1-4 


The  Yi  may  be  shown.^  by  a  tick  in  any 
direction  convenient,  with  the  “ef”  hook, 
as : 


. . . 

1  1-2  5  1-2  44  1-2  90  1-2  156  1-2  147  1-2 

The  Y  niay  be  shown  by  the  tick  in  the 
most  convenient  direction  with  the  ‘‘el” 
hook,  as : 

.L_ . ifrt . . . . 

1  3-4  10  3-4  936  3-4  155  3-4  185  3-4 

The  above  characters,  representing 
and  Y,  should  never  be  joined  except 
to  the  digit  “I,”  on  account  of  the  pos¬ 
sibility  of  reading  them,  in  rapid  work, 
where  the  context  is  wanting,  for  the  fig¬ 
ure  ”1.” 

“Or,”  “to”  and  “and”  occurring  between 
figures  may  be  represented  by  placing  a 
hook  upon  the  first  figure, — the  “r”  hook 
on  straight  characters,  and  a  hook  on  the 
concave  side  of  curved  characters;  whether 
it  is  “or,”  ‘‘to”  or  “and”  being  usually 
readily  determined  from  the  context,  as: 


1-2  1-10  1-5  1-50  1-62  1-3  1-9 

The  fract’ons  ^2,  and  ->4.  following 
whole  numhers,  being  of  such  frequent  re¬ 
currence,  special  characters,  arbitrary  in  a 
sense,  are  given  (although  the  Pitmanic 
writer  will  immediately  see  the  sound  con¬ 
nection  in  the  first  two  instances).  The 
Yt  is  shown  by  a  “tick”  or  “oid”  in  any 
direction  convenient,  with  the  “ar”  hook. 


2-3  7-8  8-10  20-30  75-100  5-600 


“Dollars”  may  be  always  implied,  it  be¬ 
ing  understood  that  when  there  is  no  other 
designation,  the  figures  represent  dollars. 
Dollars  and  cents  may  be  represented  by 
placing  the  figure  representing  the  dollars 
in  its  own  position,  and  dropping  the  figure 
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ARE  YOU  RE=OR(iANIZINfl  THE  OFFICE  SYSTEM? 


a  Which  have  you  decided  on— Loose  Leaf  Bound  Books 
or  Card  Systems?  Or,  perhaps,  you  only  need  more 
supplies  for  the  old  system. 

C.  A  Large,  Fully  Equipped  Factory,  enables  us  to  fill 
orders  with  accuracy  and  promptness. 

iL  We  manufacture  all  the  supplies  for  all  the  System 
Short  Cuts  of  Modern  Business  Accounting,  including  Loose 
Leaf  Binding  Devices,  Forms  and  Records  for  all  depart¬ 
ments.  QUALITY  AND  QUICKNESS  are  our  Twin  Assets. 


SAFETY  SYSTEM  COMPANY,  Saleroff 3io^ 

Manufacturers  of  Accounting  Forms  and  Records  NEW  YORKI  dTY 


CONSULTING  ACCOUNTANTS.  HASKINS  &  SELLS,  C.  P.  A’S. 


Tales  of  The  Road 


By  CHARLES  N.  CREWDSON 
A  Book  for  Business  Men  /  gj^e  you  NEW  IDEAS. 

It  will  INCREASE  YOUR  SALES. 

It  will  STIMULATE  your  ambition. 

It  will  give  you  GOOD  ENTERTAINMENT. 
It  will  put  DOLLARS  in  your  pocket. 


A  Book  for  Salesmen 


A  Book  for  Ambitious 
Young  Men 


It  is  loaded  down  with  bright,  clever,  snappy  stories,  full  of  human  nature 
that  are  crackerjacks.  On  the  other  hand,  it  contains  more  practical  point¬ 
ers  in  the  art  of  SELLING  GOODS  than  can  be  had  from  any  other  source. 
It  is  brimful  of  lessons  learned  by  scores  of  the  brightest  road  men  in  the 
country. 

NOTE  THESE  CHAPTER  HEADINGS 


The  Square  Deal  Wins  First  Experience  In  Selling 

Social  Arts  as  Salesmen’s  Assets  Tactics  in  Selling,  1 

Tricks  of  the  Trade  Tactics  in  Selling,  2 

How  to  Get  on  the  Road  Tactics  in  Selling,  3 

Cutting  Prices 

What  Strong  Men  Say  of  “Tales  of 


Canceled  Orders 

Winning  the  Customer’s  Good  Will 

Salesmen’s  Don’ts 

Hearts  Behind  the  Order  Book 

THE  Road.” 


“Of  great  benefit  to  the  salesmen  of  the  country.” — 'Simmons  Hardware  Co. 

“Worth  the  time  of  every  salesman  of  this  company  to  read.” — Hamilton  Brown  Shoe  Co. 

“I  wish  to  place' ‘Tales  of  the  Road’  in  the  hands  of  every  one  of  our  salesmen.” — James  D.  Quinn, 
Manager  of  Salesmen,  Joseph  Burnett  Co. 

“Bristling  with  information  for  both  buyer  and  seller.” — Bill  Barlow  in  Sagebrush  Philosophy. 


A  lot  of  the  best  stuff  in  this  book  did  not  appear 
in  THE  SATURDAY  EVENING  POST.  Get  it  all. 

LADIES:  The  best  possible  Christmas  present  for  any  business  man  is  TALES  OP  THE  ROAD. 
Cloth,  12  mo.  Gilt  top,  16  drawings  by  J.  J.  Gould.  Price  $1.,50.  Published  by 


postpaid  upon  receipt  of  $1.50.  THOMPSON  &  THOMAS,  338  Wabash  Avenue,  Chicago 
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representing  “cents”  below  the  line  to  im¬ 
ply  “cents,”  as : 


.k. 


$20.00  $20.20 


$5.95 


$160.33 


Hours  and  minutes  are  quickly  repre¬ 
sented  and  easily  read  by  simply  writing 
the  hours  and  disjoining  the  minutes,  as: 

L  yl 


rTa.......* 


130 


6:45 


9:20 


4:38 


“Half  past”  can  be  quickly  and  legibly 
represented  by  writing  the  ordinary  short 
hand  sign  used  for  half,  “hay”  or  “ef,”  as 
the  case  may  be,  and  adding  the  “s”  circle 
for  “past,”  which  will  give  the  sound  “h’as” 
and  “i’as,”  to  which  may  be  added  the 
digit  representing  the  hour.  The  charac¬ 
ters  are  used  only  in  connection  with  time, 
and  the  context  will  invariably  suggest  what 
at  first  seems  to  be  a  far-fetched  outline 
for  the  sound. 


..4rV 


.  Vjy . . . -^ 

half  past  8  half  past  9  half  past  6  o’clock 

“Quarter  to”  is  speedily  written  and 
easily  read  by  dropping  the  digit  repre¬ 
senting  the  hour  below  the  line  to  imply 
the  “to”  and  placing  the  ^  sign,  men¬ 
tioned  above,  before  it,  in  juxtaposition. 


'''' 


U' 


T 


quarter  to  5  quarter  to  11 

quarter  to  12  quarter  to  6 

“Quarter  after”  may  be  represented  in 
the  same  way,  simply  leaving  the  digit  in 
its  proper  position,  as : 


*"1 

quarter  after  8  quarter  after  1 

quarter  after  7 

Figures  may  be  phrased  with  other  mat¬ 
ter,  but  when  this  is  done  it  is  always  well 
to  strike  the  figure  designation  through  the 
extraneous  matter;  and  where  the  designa¬ 
tion  is  made,  whether  figures  are  phrased 
with  other  matter  or  not,  the  matter  fol¬ 
lowing  can  ordinarily  be  phrased  to  the 
designation,  as : 


.90  days  after  date  75  to  100  days 

nine  payments  have  been 

There  are  many  other  modifications 
which  can  be  made  with  the  figures  which 
have  been  presented,  of  course.  Those 
only  have  been  presented  which  are  of  fre¬ 
quent  occurrence, — the  time-savers  of 
every-day  work.  If  you  are  employed  at 
any  special  work  which  requires  other 
modifications,  make  them,  try  them  out, 
and,  if  found  feasible,  adopt  them.  The 
individual  is  usually  the  best  judge  of  his 
own  necessities. 


tl 


K  V  '** 


;s^ 
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One  of  Our 
15  Month-Old  Trees. 


^1500  a  Year 

For  Life 


"F  you  wish  to  save 
for  old  age  or 
provide  for 
healthy  middle 
age,  you  cannot 
find  a  more 
conservative  or  a 
more  reasonable 
investment  than  we 
have  to  offer^ — more 
profitable  than  life  in¬ 
surance — safe  as  city 
real  estate,  yet  not  so 
costly — better  than  a 
savings  bank,  for  the 
return  is  greater. 

We  have  full  and 
complete  literature, 
showing  conclusive 
facts,  logical  figures 
and  definite  reference  • 
of  good  character, 
proving  beyond  any 
doubt  that  our  propo¬ 
sition  is  bona  fide,  certain  and  profitable. 
Our  booklets  give  “reasons”  and  anyone 
who  can  spare  from  $5  to  $25  a  month  can 
provide  for  old  age  and  protect  themselves 
against  the  ravages  of  time,  the  chances  of 
poverty  and  the  misfortune  of  ill  health  by 
securing  a  competent  income  that  will  cover 
all  necessary  living  requirements. 

It  is  worth  your  time  to  ask  for  our 
booklets — do  this  today  in  justice  to  your 
future.  It  is  not  only  the  man  who  saves, 
but  he  who  saves  profitably.  The  demand 
for  rubber  can  never  be  fully  supplied — a 
rubber  plantation  is  more  hopeful  than  a 
gold  mine — our  booklets  tell  you  the  facts 
that  have  taken  years  to  prove — write  for 
them  today. 

This  company  is  divided  into  only  6,000 
shares,  each  one  representing  an  undivided 
interest  equivalent  to  an  acre  in  our  Rub¬ 
ber  Orchard  and  Plantation.  Our  book¬ 
lets  will  prove  to  you  that  five  shares  in 
this  investment,  paid  for  at  the  rate  of  $25 
a  month,  will  bring  you  an  average  return 
of  25  per  cent  on  your  money  during  the 
period  of  seven  years  and  an  annual  in¬ 
come  of  $1,500  for  life.  This  investment 
insures  absolutely  the  safety  of  your  future. 
The  man  or  woman  who  owns  five  shares 
in  a  rubber  plantation  in  tropical  Mexico 
need  have  no  fear  of  old  age,  no  doubts 
about  illness,  no  care  nor  anxiety  for  after 
years — you  are  safe — absolutely  and  cer¬ 
tainly — our  booklets  will  prove  these  state¬ 
ments — write  for  them  today. 


Conservative  Rubber  Production  Go. 


918  Parrott  Building, 


SAN  FRANCISCO,  CALIFORNIA 


Try  This  Pen 


Vi^OSTOji 

F.P.  CO 


REE 


FOR  TEN  DAYS 


CL  Ill  order  that  YOU  may 
satisfy  yourself  that  the 
Boston  Safety  Fountain 
Pen  is  the  best  pen  made, 
we  will  send  FREE  on 
10  days  trial  one  of  our 
$2.50  pens. 

CL  With  our  patented  im¬ 
provements,  the  Comb  feed 
(see  cut  A)  and  the  air¬ 
tight  Safety  pen  receiving 
chamber  (B),  we  have  a  per¬ 
fect  pen  that  will  not  sweat  or 
leak;  does  not  dry  up,  skip, 
blot  or  drop  ink,  and  is 
always  ready  to  write  as 
soon  as  it  touches  the  paper. 

^  Just  the  pen  for  Trav¬ 
elers,  Salesmen,  Students, 
Stenographers,  Clerks  and 
Book-keepers.  Especially 
adapted  to  Ladies’  use  as  it 
may  be  carried  in  purse  or 
bag  without  fear  of  leaking. 
These  are  broad  claims,  but 
we  guarantee  them  absolute¬ 
ly.  Why  not  prove  them 
for  yourself  ? 

WRITE  TO-DAY 


Style  No.  2 
Exact  Size 
Price  $2.50 


BOSTON 
FOUNTAIN  PEN 
COMPANY 

46=A  School  Street 


Sectionai 
View  of 
Comb  Feed 


(B) 


r.p.cfl.li 


Sectional 
View  of 
Air-tight 
Safety  Pen 
Receiving 
Chamber 


BOSTON  MASS, 


U.  S.  A. 


[| 
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Stock  Brokerage  Business 

A  WELL  WRITTEN  ARTICLE  DESCRIBING  THE  ACCOUNTING  METHODS 
OF  THE  STOCK  BROKERS  OF  NEW  YORK  CITY,  INCLUDING  ILLUSTRA¬ 
TIONS  OF  THE  SPECIAL  ACCOUNT  BOOKS  DESIGNED  FOR  THEIR  USE 


By  L.  D.  PFENDER 


UR  first  illustration  is  a  small 
copy  of  the  clearing  house 
sheet  or  report  to  the  ex¬ 
change  clearing  house.  In  all 
these  forms  have  placed  a  de¬ 
scriptive  heading  at  top  of  each  column, 
though  in  practice  we  do  not  use  printed 
headings,  it  not  being  necessary  in  daily  use. 
Also  on  the  real  sheet  we  do  not  indicate(as 
I  have  done  here  for  illustration)  whether 
items  are  bought  or  borrowed,  or  to  deliv¬ 
er,  or  sold,  loaned  or  to  receive.  With  the 
sheet  are  also  put  into  the  clearing  house, 
draft  (or  in  this  case  check)  to  balance, 
and  also  slips  (printed)  “To  receive”  or 
“To  deliver”  on  all  stocks  which  are  in¬ 
tended  to  be  either  received  or  delivered. 
The  clearing  house  then  fills  in  the  names 
from  whom  we  are  to  receive,  or  to  whom 
we  are  to  deliver,  the  actual  cash  stock, 
and  returns  the  slips  to  us. 

All  stocks  borrowed,  and  those  to  deliver, 
are  entered  in  the  borrow  book  (see  Form 
2)  as  are  loaned  stocks,  and  those  to  re¬ 
ceive,  in  the  loan  book  (see  Form  3).  Then 
when  “cash”  stocks  (receive  or  deliver) 
are  delivered  or  received,  and  paid  for, 
and  when  loaned  stocks  are  “called”  or 
borrowed  stocks  “returned,”  they  are 
marked  on  the  right  with  the  date  and  the 
amount  of  the  interest  (on  borrowed  or 
loaned — there  is  no  interest  on  cash  stock) 
placed  in  proper  columns  to  show  that  it 
it  has  been  paid.  Thus  a  glance  at  the  bor¬ 
row  and  loan  books  will  show  just  what 
contracts  are  still  outstanding  on  any  par¬ 
ticular  day,  and  whether  the  contracts  are 
cash  stocks  or  are  borrowed  or  loaned, 
cash  stocks  being  indicated  in  above  books 
by  a  small  (c)  in  the  column  usually  used 
to  indicate  rate  of  interest.  Have  given  a 
few  instances  in  each  book  showing  how 
called  loaned  stocks  and  returned  borrowed 
stocks  are  treated,  also  cash  stocks  that 
have  been  received  or  delivered. 

To  explain  still  further.  The  dates  given 


are  the  dates  of  actual  delivery  or  receipt. 
For  instance :  take  the  item  of  300  United 
States  Steel  common  loaned  April  4th  and 
called  on  the  8th.  If  this  had  actually  been 
done  on  those  dates  this  year,  the  loan 
would  have  been  negotiated  on  the  2nd 
(the  3rd  being  a  Sunday)  and  placed  on 
the  clearing  house  sheet  which  would  be 
cleared  on  the  morning  of  the  4th,  and  so 
dated.  Similarly,  it  would  have  been  re¬ 
turned  on  the  sheet  of  the  8th,  the  notice 
of  the  stock  being  wanted  being  sent  out 
on  the  day  previous,  interest  at  the  rate 
agreed  upon  running  from  the  4th  to  the 
8th,  and  being  paid  on  the  sheet  when  the 
stock  comes  back.  Loans  for  cash,  or  “ex. 
clearing  house,”  are  of  the  same  character, 
the  only  difference  being  that  the  actual 
stock  certificates  pass  and  are  paid  for  by 
check  instead  of  being  placed  on  the  sheet. 

The  letter  “C”  in  the  column  marked 
“Rate  of  Interest”  simply  indicates  that  the 
stock  is  to  be  received  or  delivered,  as  the 
case  may  be,  the  same  day,  thus  of  course 
carrying  no  interest.  For  instance,  take 
the  item  “April  16th,  100  Steel  at  12.”  This 
means  that  on  the  15th  we  disposed  of  100 
shares  and  we  went  in,  on  the  sheet,  to  de¬ 
liver  the  stock  certificates,  which  we  had 
on  hand,  instead  of  borrowing  the  stock 
against  the  sale.  The  name  “Culver”  set 
against  it,  indicates  to  whom  we  are  to 
deliver  the  stock,  and  is  obtained  from 
the  clearing  house,  who  finding  from  Cul¬ 
ver’s  sheet  that  he  went  in  to  receive  100 
shares,  gave  us  his  name  to  deliver  to  and 
gave  him  our  name  as  the  ones  from  whom 
he  was  to  receive  the  stock.  The  price  is 
fixed  by  the  closing  price  of  the  stock  on 
the  day  on  which  the  loan,  or  in  this  case, 
the  sale,  is  made,  the  nearest  even  figure 
to  the  last  sale  of  the  day  in  each  particu¬ 
lar  stock  being  used  and  is  called  the  “set¬ 
tling  price.” 

Technically  speaking,  loaned  stock  is 
said  to  be  “called,”  and  borrowed  stock 
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IF  YOU  USE  OEM  FIBRE  CAINS  INSTEAD  OF  TIN,  GLASS,  PORCELAIN  OR 
EARTHENWARE  FOR  PACKAGE  COFFEE,  TEA,  COCOA,  SPICE,  BAKING 
POWDER,  SALT,  DRUGS,  CHEMICALS,  CONFECTIONERY,  SOAP 
POWDER,  TALCUM,  TOOTH-POWDER,  BUTTER,  LARD  ETC. 

C.  GEM  FIBRE  CANS  are  made  from  sulphite  board  of  double  thickness 
and  are  SPIRALLY  WOUND— the  strongest  construction  known.  They 
are  ELASTIC— and  so  will  not  be  injured  by  pressure  that  will  dent  tin  or 
crush  strawboard.  This  insures  against  losts  on  filled  packages.  Being 
lighter  than  tin  they  save  freight. 

CL  The  cans  are  put  together  with  WATERPROOF  glue  and  are  enamel 
lined  inside.  This  makes  them  absolutely  proof  against  moisture  and  air.  The 
enamel  lining  is  ODORLESS  and  TASTELESS.  It  can  not  injure  the  most 
delicate  flavor. 

CL  Tell  us  what  products  you  pack — we  will  send  samples  and  quote 
prices  that  will  save  you  from  40  to  70  per  cent.  Our  new  catalogue  “H” 
describes  our  line  fully.  Shall  we  send  you  a  copy. 


GEM  FIBRE  PACKAGE  CO.,  SM" .v™  DETROIT,  MICHIGAN 


FREIGHT 


ADJUSTABLE  AUTOMATIC  TILTING  FOLLOWERS 

CL  They  open  and  close  automatically  which  is  a  distinct  and  patented 
feature  of  this  file  and  no  other  can  be  compared  with  it. 

CL  VVhen  closed  the  contents  of  the  drawers  are  held  up  vertically  and  under 
sufficient  compression  to  flatten  out  all  creases  and  folds,  it  keeps  them  in 
perfect  order  and  increases  the  capacity  of  the  drawer. 

CL  When  opened  the  extension  of  both  front  and  follower  allow  the  con¬ 
tents  to  separate  at  the  top  only  for  convenient  access.  There  is  no  loss 
of  space  for  manipulating  purpose  and  the  objectional  feature  of  the  con¬ 
tents  spreading  and  sagging  at  the  bottom  is  entirely  eliminated. 

CL  Not  a  storage  cabinet  but  one  for  rapid  and 
convenient  service  so  essential  with  a  Filing 
Cabinet.  In  every  respect  equal  to  the  BEST 
and  in  operation  we  g:uarantee  It  to  excel  all 
others  or  no  sale. 


C,  The  AUTOMATIC  is  made  in  horizontal  and 
upright  sections  and  a  variety  of  sections  for 
other  filing  purposes,  which  we  also  make,  can  be 
combined  with  it. 

For  further  particulars  and  prices  address 


“^he 


AUTOMATIC  FILE  &  INDEX  CO. 


GREEN  BAY 


WISCONSIN 


No.  103 

UPRIGHT 

SEGTION 


THE  AUTOMATIC 


IS  THE  ONLY  FILING  CABINET  MADE  WITH  DRAWERS 
HAVING  HINGED  FRONTS  AND 


t 
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“returned”  when  such  transactions  are 
evened  up. 

The  column  headed  “Remarks”  is  intend¬ 
ed  to  be  used  in  case  there  may  be  any 
special  point  to  be  stated  in  regard  to  a 
given  item,  but  such  column  is  not  used 
much  in  practice. 

In  addition  to  a  regular  trial  balance 
at  least  once  a  month,  or  oftener,  the  ex¬ 
change  account  is  also  proved  once  a  week, 
sometimes  oftener,  by  taking  the  balance  or 
the  exchange  account  from  ledger,  the 
exchange  account  column  from  cash  book 
(see  Form  4)  and  journal  and  the  con¬ 
tracts  on  hand  in  borrow  and  loan  books 
and  putting  them  together  as  indicated 
below.  If  the  footings  do  not  agree,  some 
error  has  been  made  and  has  to  be  hunted 
up,  as  when  entries  are  all  properly  made 
this  proof  is  absolute. 

Ledger  Bal . None  Borrowed  st’k  .$8,800  00 

Loaned  stock  $  4,600  00  Cash  book..  3,600  00 
Cash  book  .  .  11,000  00  Journal  ....  14,987  50 
Journal  .  11,787  50 

$27,387  50  $27,387  50 

Form  5  is  a  copy  of  order  book,  showing 


method  of  keeping  track  of  orders  put  in; 
whether  or  not  they  are  executed;  the  kind 
of  order,  whether  “stop,”  “good  till  can¬ 
celed,”  or  “good  for  day  only,”  the  latter  be¬ 
ing  understood  unless  otherwise  stated  and 
hence  not  specially  indicated,  as  “stop,” 
“gtc.”  and  other  special  orders  are.  En¬ 
tries  are  made  from  this  book  direct  to 
journal,  entry  in  same  being  indicated  by 
a  ring  around  the  price  at  which  execution 
takes  place,  as  above  indicated.  Notifica¬ 
tions  to  the  customer  are  made  out  from 
this  book  and  checked  back  to  the  journal 
at  close  of  day’s  business,  the  check  mark 
indicating  it  has  been  so  made  out,  and  a 
dot  opposite  entry  in  journal  (see  journal 
form)  being  used  to  show  that  the  notice 
has  been  compared  and  checked.  At 
end  of  day  all  entries  in  order  book  are 
checked  back  with  reports  turned  in  from 
the  broker  on  the  floor  of  the  exchange 
and  this  check  is  indicated  by  a  cross  in 
pencil.  As  trades  are  made  and  entered  in 
order  book  they  are  entered  therefrom  on 
clearing  house  sheet,  this  entry  being  indi- 
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I  rwo  BOOKS 

EVERY«^  ^ 


BOOK-KEEPER 

B 
B 


SHOULD 

e^USEl 


URR’S  Patent 
Combination 
Index  and 

URR’S  Improved 
Trial  Balance 
Sheet. 


Solo  by  all  Stationers 
Generally. 

Ask  to  See  Iti 


The  use  of  these  books  saves 
valuable  time  and  labor.  They 
will  be  found  invaluable  in  every 
office  having  numerous  names 
to  handle.  The  *;  INDEX”  is 
alphabetically  subdivided,  so  that 
any  name  can  be  found  at  a  glance 
—practical,  simple  and  con¬ 
venient.  The  “TRIAL  BAL¬ 
ANCE  SHEET”  is  so  arranged 
with  short  leaves  that  writing  the 
names  but  ONCE  in  twelve 
months  is  avoided.  Send  for 
Illustrated  Catalogue  and 
Price  List. 

WILBUR  &  HASTINGS,  37  Pulton  St.,  New  York  City. 
MARSHALL'JACKSON  company,  140  Monroe  St.,  Chicago,  Ills, 
THE  OMAHA  PRINTING  CO.,  918-924  Farnham  St.,  Omaha,  Neb 
A.  CARLISLE  &  CO.,  417  Montgomery  St.,  San  Francisco,  Cal 
HENRY  GOOD  &  SON,  12  Mooregate  St.,  London,  England. 
PEACOCK  BROS.,  578  Collins  St.,  Melbourne,  Australia 


THE  BURR  INDEX  COMPANY 


HARTFORD,  CONNECTICUT 


THOUSANDS  NOW  IN  USE 


GIVE  THEM  A  TRIAL 


UP  TO  DATE  BOOK  KEEPERS 


Above  cut  Illustrates  the  safe  and  convenient  way 
in  which  we  pack  the  quarts,  pints  and  half-pints 
Keller’s  the  only  ink  sacked  in  this  manner. 


WANT  MODERN 
IMPROVEMENTS 

The  Progress  of  Science  is  made  appar¬ 
ent  immediately  if  you  use 


gp’S  \Ht(S 

Mucilage, 


Paste  andScalinc  Wax 


For  Sale  by  all  Stationers. 

Discounts  made  known  to  the  trade. 

THE  ROBERT  KELLER  INK  GO. 

DETROIT  MICHIGAN 
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cated  by  a  double  check  mark.  All  orders 
are  originally  written  on  order  forms  and 
signed  by  the  customer,  the  order  being 
marked  with  ring  about  the  price  at  which 
it  may  be  executed  to  indicate  execution, 
with  check  to  indicate  entry  in  order  book 
and  half  a  circle  to  indicate  that  order  has 
been  placed  with  broker  on  floor  to  be  at¬ 
tended  to. 

Form  7  is  the  journal,  showing  method 


of  keeping  same.  In  columns  marked 
“Ledger  Amount”  are  placed  all  amounts 
to  be  posted  to  accounts  in  ledger,  except¬ 
ing  that  an  account  is  kept  for  all  pur¬ 
chases  and  sales  on  the  exchange,  and 
which  account  has  a  separate  column  (as 
indicated)  the  footings  of  which  are  car¬ 
ried  forward  from  page  to  page,  and,  at 
end  of  month,  posted  to  the  account  in 
one  lump  sum,  as  shown.  It  will  be  noted 
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AKE  YOUR  LEISURE  COUN 

No  great  achievement  has  ever  been  accomplished  in  other  than  overtime.  In  your  spare 
hours,  without  interfering  with  your  present  employment,  you  can  master  our  course  in 

Shorthand,  Touch=Typewriting,  Book=keeping, 

thus  increasing  your  value  to  yourself  and  to  others  and  much  more  than  saving  the  cost 
of  the  instruction  because  you  are  busy. 

We  teach  you  thoroughly;  not  in  30  days — it  takes  time  to  reach  lasting  success;  not  free 
— you  cannot  get  something  for  nothing;  but  if  you  will  give  fair  time  and  pay  a  fair  price, 
we  will  guarantee  results  through  the  best  course  and  best  instructors.  We  teach 

OREOa  SHORTHAND 

The  conservative  judgment  of  more  than  one-half  of  the  Commercial  Educators  of  the 
United  States,  is  that  it  contains  the  “Maximum  of  accomplishment  in  the  minimum  of  time,” 
and  they  have  used  all  of  the  old  systems. 

Let  us  send  you  our  Booklet.  It  gives  terms,  tells  how  we  place  the  Typewriter  in  the 
home,  gives  particulars  of  our  Post-Graduate  course  in  the  highest  grade  Business  School  of 
Chicago,  which  is  free  to  our  correspondence  students. 

MAC  CORMAC  CORRESPONDENCE  SCHOOL, 

448  East  63rd  Street,  -  -  .  ■  CHICAGO 

*‘The  ONE  GREAT  SCHOOL  teaching  exclusively  the  Commercial  Branches  by  mail.” 


Loose  Leaf  Methods  and  Manifold  Goods 


Send  Samples 
of  what  you  use 
for  Prices 
We  will  Save 
You  Money 


m 


CS 


Ask  US  for 
Samples  of  any 
Systems  you 
may  wish  to 
install 


COMPLETE  OFFICE  SUPPLY  HOUSE  AND  DESIGNERS  OF  MODERN  BUSINESS  METHODS 


Salesmen's  Road  Order  Books 

Merchandise  Order  System 

Postal  Card  Order  Systems 

Complimentary  Order  Books  for  Customers 

Combination  Bill  Books 

Compound  Entry  Forms  for  use  on  typewriter 


Some  of  Our 
Specialties 
Ask  for 
Samples 


Shipping  Systems  of  all  Designs 
Billing  and  Charging  Forms 
Manifold  Revenue  Forms 
Special  Devices  for  handling  loose  Carbon 
Blank  forms  where  two  or  more  copies  are 
needed 


F.  E.  BACON  MANIFOLD  COMPANY 

Main  Office  and  Factory,  234  Middle  Street,  PORTLAND,  MAINE 
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that  commission  account  is  also  posted  in 
one  lump  sum  at  end  of  month.  The 
check  marks  in  “ledger  folio”  column 
against  exchange  account  items  are  only 
used  to  fill  up  the  space  in  that  column,  so 
that  one  can  tell  at  a  glance  that  every 
item  has  been  noted  and  nothing  over¬ 
looked.  Regarding  date  used  (15/16)  we 
use  these  split  dates  in  journal  to  indicate 
(15th)  the  date  trade  is  made  and  (16th) 
the  date  from  which  to  figure  interest.  This 
is  necessary  because  all  purchases  or  sales 
are  made  (unless  specifically  done  “for 
cash”)  with  the  understanding  that  the 
stock  itself  changes  hands  on  the  follow¬ 
ing  business  day,  except  that  Friday  and 
Saturday  are  considered  one  day  for  clear¬ 
ing  purposes,  and  trades  of  those  days  are 
,all  cleared  on  Monday  following.  Hence 
split  dates  of  say  14/17  or  15/17  occur  on 
Friday  or  Saturday  and  if  Monday  is  a 
legal  holiday  they  would  be  14/18  or  15/18. 

Form  8  is  a  specimen  of  one  of  the 
monthly  statements  which  all  customers 
arc  given  periodically.  Excepting  that  the 


columns  headed  “Days”  and  “Interest”  do 
not  appear  in  ledger,  the  account  is  an 
exact  copy  of  the  ledger.  The  interest  is 
figured  on  all  long  stocks,  cash  items,  and 
debit  ledger  balances,  to  the  day  on  which 
the  new  balance  is  brought  down,  as  you 
will  see  abovje.  It  is  customary  not  to 
allow  any  interest  on  short  stocks  (see 
items  marked  “s”)  as  a  rule,  though  by  spe¬ 
cial  agreement,  and  for  special  items,  it  is 
sometimes  done.  As  will  be  noted,  all  inter¬ 
est  is  originally  figured  at  six  per  cent ;  then 
if  any  other  rate  is  charged  it  is  adjusted 
from  the  balance  shown  at  six  per  cent :  as 
here,  four  per  cent  ($56.40)  is  two-thirds 
of  the  six  per  cent  amount  shown,  or  $84.60. 
This  is  not  only  easier  to  figure,  with  less 
chance  of  error,  than  odd  rates  would  be, 
but  admits  of  changing  the  rate  charged 
at  any  time  up  to  the  actual  balancing  of 
the  statement.  The  cash  credit  is  arrived 
at  by  figuring  the  long  stocks  at  market 
prices,  adding  them  together  and  subtract¬ 
ing  the  debit  balance  shown  by  ledger  (or 
statement),  as  indicated  in  pencil. 
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THE  BUSY  MAN’S  HELPER 


PAPER  CUTTER 

BUY  ONE  FOR  YOUR  DESK 


15  Cents  Each,  Postpaid 


M.  U.  SENDERUINO 

e:2:2  W.  47th  street,  =  INEW  VORK:  CITV 


Calendars  for  1906 

THE  HANDY  MEMORANDUM 

Desk  Calendar  will  remind  you  of  appointments  to  be 
kept,  obligations  to  be  met,  letters  to  be  written.  It  will  tell 
you  each  morning  what  matters  require  attention  during  the 

The  Handy  Calendar  is  the  most  practical 
memo  pad  for  the  desk  of  the  busy  man — bet¬ 
ter  than  a  tickler — ^^better  than  a  card  index. 
A  sheet  for  each  day  in  the  year — large  writ¬ 
ing  surface  affords  ample  space  for  memoran¬ 
dum. 

MEMORANDUMS  ARE  PERMANENT. 

Leaves  are  not  destroyed  as  with  other  calendars, 
but  remain  on  the  file.  Valuable  memorandums  made 
in  January  may  be  referred  to  the  following  December. 
Calendar  page  shows  day  of  week  and  month,  flanked 
by  calendar  of  preceding  and  succeeding  months. 

Mounted  on  neat,  nickel-plated  stand — rubber  feet  to  prevent  marring  desk. 

Handy  Calendar  with  Nickel-plated  Stand . $1.00 

Pads  only  . 50 

Sent  by  mail  on  receipt  of  price. 

A.  A.  WEEKS  MEG.  CO.,  9  Oold  street.  New  York  City 


HE  new  book  “Tools  of  Busi¬ 
ness”  is  at  last  ready  for 
distribution,  and  every  indi¬ 
cation  is  that  it  will  find  a 
place  peculiarly  its  own. 

In  this  day  of  modern  office  and  business 
appliances,  it  is  of  the  greatest  possible  in¬ 
terest  to  the  business  man  to  know  just 
where  he  can  obtain  such  supplies  as  he 
wants,  and  this  new  book, 

“Tools  of  Business,”  gives 
that  information  in  the  most 
compact  and  comprehensive 
form. 

The  book  lists  and  de¬ 
scribes  practically  every 
modern  office  and  business 
device,  and  tells  not  only 
what  they  are  for,  but 
where  they  may  be  obtained. 

An  exhaustive  cross-index 
makes  possible  a  reference 
to  any  article  either  by  the 
name  of  the  article  itself,  by 
the  name  of  the  manufac¬ 
turer,  or  by  the  original  description,  and 
the  advance  sale  indicates  that  the  book 
will  be  one  of  the  most  popular  we  have 
issued  in  a  long  time. 

The  price  is  $2,  postpaid. 


This  Edition  of  the 
Business  Man’s 
Magazine  is 

1  3  0,0  0  0 


Copies 

Guaranteed 


Rapid  Addition. 

In  these  latter  days  the  public  schools 
of  our  country  are  teaching  commercial 
subjects  to  no  small  extent.  You  will  find 
in  various  high  schools,  classes  in  type¬ 
writing,  stenography,  book-keeping  and  so 
on.  It  would  therefore  seem  that  the  con- 
.  tention  regarding  the  advisability  of  such 
studies  had  been  settled. 

Mr.  C.  L.  Bryant,  who  is  at  the  head  of 
the  noted  Bryant  and  Stratton  Business 
College,  of  Buffalo,  New  York,  suggests 
that  public  schools  ought  also  to  teach  rapid 


calculation.  It  is  a  well  known  fact  to  every 
business  man  that  the  average  high  school 
student  knows  little  or  nothing  about  addi¬ 
tion  for  instance.  For  some  of  them  it  is 
almost  impossible  to  add  up  a  column  of 
figures  and  arrive  at  a  correct  result  in  any 
length  of  time,  to  say  nothing  of  the  time 
it  takes  them  to  get  any  result  at  all.  Mr. 
Bryant  maintains  that  addition  should  be 
taught  just  exactly  as  thor¬ 
oughly  as  reading  is  taught. 
It  is  a  well  known  fact  that 
the  average  reader  does  not 
stop  to  grasp  the  signific¬ 
ance  of  various  letters  or 
even  of  words,  but  very  fre¬ 
quently  he  takes  the  sent¬ 
ence  as  a  whole,  or  at  least 
a  clause  of  the  sentence, 
and  grasps  the  meaning  of 
that  without  analyzing  it 
into  its  component  parts.  In 
other  words  he  sees  at  a 
glance  the  meaning  of  the 
combination  of  letters  and 
words  without  the  necessity  of  picking  it  to 
pieces.  Mr.  Bryant  maintains  that  it  would 
be  possible  to  grasp  the  significance  of  a 
column  of  figures  by  the  same  process  if 
the  necessary  training  were  given. 

To  this  end  he  advises  that  addition  be 
made  a  part  of  the  public  school  curricu¬ 
lum  from  the  earliest  period  of  the  study  of 
mathematics  in  any  form.  There  would 
seem  to  be  no  question  but  that  the  con¬ 
tinued  teaching  and  practise  in  this  line 
would  enable  the  average  pupil  of  our  com¬ 
mon  schools  to  grasp  the  significance  of  a 
column  of  figures  with  the  same  ease  that 
he  now  grasps  the  significance  of  a  collec¬ 
tion  of  the  letters  and  syllables  which  form 
words. 

If  it  works  out  the  way  Mr.  Bryant  seems 
to  think  it  will  we  would  have  a  nation  of 
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Jonl{£oo]fj 


Christmas  I 

Solves  tKe  Problem 

A  well-established  and  popular  custom  is  to  open  a 
savings  account  by  mail  with  this  bank  and  present  it  to 
children,  relatives  or  friends  as 

A  Christmans  Gift. 

This  plan  will  encourage  the  habits  of  thrift  and  econ¬ 
omy  by  offering  an  inducement  to  deposit  additional 
sums  from  time  to  time,  thereby  providing  for  the  inevit¬ 
able  “rainy  day.”  We  especially  solicit  small  accounts 
on  which  we  pay  lour  per  cent,  interest  compounded 
twice  a  year.  You  can  begin  with 

One  Dollar. 

We  will  place  the  pass  book  in  a  special  holiday 
envelope  and  mail  it  with  your  card,  so  that  it  will  be 
received  on  Christmas  morning. 

Send  for  our  free  booklet  “K”  explaining  our  system  of 
Banking  by  Mail. 

ASSETS  OVER 

FORTY  MILLION  DOLLARS 


Th^CITIZENS 

SAVJNGS  &  TRUST  CO. 


CLEVELAND,  Ohio  THE  CITY  OP  BANKS 

.4^  oTi 


At  Factory  Prices  ^ 

Approval— to  be  returned  ai  our  expense  If  not  satisfactory 


7C  buys  this  polished 
OlO./U  Golden  Oak  48-in. 
Desk.  Quarter-sawed  front; 
built-up  writing  bed,  tablets 
and  panels;  large  center 
drawer  with  Yale  lock;  right 
hand  lower  drawer  partition¬ 
ed  for  books.  Pigeon  hole 
boxes,  8^  cents  each  extra. 


On  III  COC  no  for  this  beautiful 
unly  OaO.UU  Buffet.  Would 
cost  at  retail  $42.00.  Choice 
Quarter-sawed  Golden  Oak;  piano 
polish;  hand-cut  carvings; 
French  bevel  mirror  40x12  inches; 
roll-drawer  fronts,  cross-banded; 
one  drawer  plushed  lined;  brass 
trimmings;  ball-bearing  casters. 
46  inches  wide,  60  inches  high. 


0QQ  on  Luxurious  Turkish 

OaOiOU  Rocker — would  cost  $50.00 
at  retail.  Covered  with  our  Reliable 
Old  Oak  Genuine  Leather;  best 
long  tempered  steel  springs,  softly 
padded  with  curled  horse-hair.  Width, 
36  inches;  height  of  back  from  seat,  27 
inches. 

>Ve  Pay  Freicht  east  of  Omaha  and 
north  of  Tennessee — points  beyond 
equalized. 

Cafalogup  A — Library  and  Office. 
Cutalo^iie  B — Dining  Room. 

Catalogue  C— Bedroom  Furniture  — 
sent  FREE,  if  you  address  60  N.  Ionia 
Street. 


GRAND  RAPIDS  FURNITURE  MFG. 
Grand  Rapids,  Mich. 


We  Throw  Off  the  Limit! 

ONE  BILLION  SHAVES 

And  more  if  you  need  ’em. 


Shave  as  much  as  you  like. 

Only  one  blade  and  one  strop,  but  both  always 
in  perfect  condition. 

Don’t  scrape  your  face  with  the  extravagantly  praised 
and  priced  gilded  hoes,  called  “safeties.” 

Did  you  ever  hear  of  a  barber  using  a  “safety”  on 

a  customer? 

If  a  “safety”  is  not  good  enough  for  a  barber — is 
it  good  enough  for  you? 

Beware  of  continued  scraping  with  “safeties,” 
beware  of  ingrowing  hairs,  and  an  irritated  skin. 
Scraping-  with  “safeties”  is  unnatural. 

Shave  in  the  natural,  standard  way,  with  a  keen 
Radiumite  Razor,  kept  sharp  and  smooth  on  a 
Radiumite  Strop— the  strop  that  hones. 

No  mailing,  grinding,  waiting  or  expense. 

No  “endless  chain”  of  further  blades  to  buy. 
Nothing  to  throw  away. 

If  you  have  invested  in  a  hoe  and  desire  to 
work  your  money  out  of  it,  be  sure  to  rest  your  face,  by 
alternating  the  scraping  by  shaving  in  the  natural 
way,  with  a  standard  razor. 

XMAS  GIFTS  FOR  MEN. 


If  Your 
Dealer 

has  not  this 
stand  in  his 
window  or 
store,  send 
$1.10  direct 
to  us.  We’ll 
mail  you  the 
famous 

Radiumite 
Dollar 
Strop 

and  a  fine,  hand* 
forged,  hollow 
ground  $2.0Q  Ra~ 
dtumite  Raxor 
Free.  Also  illus¬ 
trated  instructions 
in  stropping.  It’s 
the  biggest  bargain 
ever,  and  if  you  don’t 
say  so  after  heaven¬ 
ly  velvet  shaves  — 
which  are  guaran¬ 
teed  —  your  money 
will  be  refunded. 
The  patent  diamond 
pattern  in  the  Ra¬ 
diumite  Strop  hones 
the  razor  perfectly. 

Don’t  scrape  your 
face  with  a  hoe  — 
shave  it  with  a  razor. 

Catalog  of  “Radi- 
umites”  free. 

THE  RADIUMITE  CO. 

Department  A 

97-99-101  S.  Clinton  St. 

CHICAGO,  ILL. 


FOR  A  LIMITED  TIME  ONLY 

A  Fine  Hollow  Ground 

RADIUMITE  RAZOR 

FREE  ^ 

UOi  rtMCllA>CII  TIC  —  — ^ 

DOLUR  RADIUMITE  STROP 

iThe  Strop  Th«t  Hones) 

STEP  IN  AND  EXAMINE  THEM. 


rs  V 


Successors  lo  THE  PETER  L.  FROST  CO. 
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rapid  computers  and  anyone  of  the  coming 
generation  would  be  able  to  add  up  a  col¬ 
umn  of  figures  of  any  size  or  length  and 
arrive  at  a  correct  result  just  as  easily  as 
they  now  read  a  sentence  in  the  newspaper 
or  in  a  favorite  book.  It  can  hardly  be 
denied  that  this  is  a  consummation  devoutly 
to  be  wished.  Possibly  some  public  school 
board  can  be  induced  to  take  the  matter  up 
and  experiment  with  it.  We  do  not  know 
of  its  ever  being  having  been  done. 


A  Hint  for  the  Modern  Business  College. 

In  a  recent  issue  of  a  New  York  daily 
paper  was  noticed  an  advertisement  for  ten 
people  to  operate  modern  adding  machines. 
Now  so  far  as  the  writer  knows  no  business 
college  teaches  the  use  of  devices  of  this 
character  and  yet  the  business  college 
student  when  turned  loose  on  the  business 
world  is  supposed  to  care  for  and  operate 
machines  of  this  character.  There  would 
seem  to  be  no  good  reason  why  an  up-to- 
date  business  college  should  not  teach  the 
use  of  adding  machines,  rotary  copying 
methods,  dictation  phonographs  and  grapho- 
phone,  the  use  of  the  mineograph  and  the 


neostyle  as  well  as  other  duplicating  de¬ 
vices  and  many  more  of  the  well-known  of¬ 
fice  appliances  now  in  use  in  our  best  busi¬ 
ness  houses.  Education  in  these  lines  could 
not  fail  to  be.  productive  of  good  results.  At 
any  rate  it  would  teach  the  student  some¬ 
thing  which  he  or  she  is  supposed  to 
know  after  they  get  into  actual  business. 

We  venture  to  say  that  the  manufacturer 
of  modern  devices  of  this  character  would 
be  very  glad  to  make  arrangements  to 
place  machines  at  the  disposal  of  repre¬ 
sentative  colleges  for  the  purpose  of  teach¬ 
ing  their  use  arid  care.  The  colleges  who 
take  this  up  will  be  the  ones  who  will  se¬ 
cure  the  greatest  prestige.  There  is  an¬ 
other  subject  which  the  modern  business 
college  could  teach  without  much  trouble, 
and  to  good  effect,  and  that  is  the  use  of 
agency  books  (report  books,  that  is)  and 
the  compiling  of  credit  information.  This 
is  a  subject  which  the  average  college 
leaves  severely  alone  and  yet  it  is  a  subject 
of  vast  importance,  as  every  business  man 
will  admit.  Here  is  a  chance  for  some  col¬ 
lege  to  demonstrate  that  it  is  up-to-date 
and  abreast  of  the  times. 


An  Editorial  Announcement 


Following  out  our  policy  of  improvement, 
we  have  recently  submitted  to  a  severe  self- 
examination  in  an  endeavor  to  determine 
what  could  be  added  to  The  Business  Man’s 
Magazine  that  would  strengthen  its  posi¬ 
tion  as  the  most  valuable  publication  for 
business  men.  Of  technical  articles,  sys¬ 
tems,  office  methods  and  articles  of  similar 
nature  we  have  been  publishing  the  best  ob¬ 
tainable.  Carefully  considering  the  class  of 
literature  which  interests  the  business  man, 
we  are  forced  to  the  conclusion  that  the 
only  things  lacking  to  place  The  Business 
Man’s  Magazine  in  a  position  to  supply  the 
business  man  with  inspiration  for  which  he 
is  now  obliged  to  depend  upon  two  or  three 
publications  are :  departments  dealing  with 
the  subjects  of  Advertising  and  Salesman¬ 
ship. 

Convinced  that  the  addition  of  these  de¬ 
partments  would  be  desirable,  we  set  about 
to  find  the  man.  We  are  pleased  to  an¬ 
nounce  that  we  have  secured  the  services 
of  Mr.  E.  Lacy  Speer,  who  will  assume  edi¬ 


torial  control  of  the  departmenst  of  Adver¬ 
tising  and  Salesmanship,  commencing  with 
our  January  number.  Those  who  have  ob¬ 
served  the  editorial  work  of  Mr.  Speer  dur¬ 
ing  his  five  years’  connection  with  “Ad- 
Sense”  will  recognize  in  him  a  man  well 
qualified  to  conduct  these  new  departments. 
We  assure  our  readers  that  we  have  a  treat 
in  store  for  them  in  the  two  new  depart¬ 
ments  to  be  conducted  by  Mr.  Speer. 

We  are  also  pleased  to  announce  the  ad¬ 
dition  of  another  department  for  which 
there  has  been  considerable  demand  from 
our  subscribers,  and  that  is  a  series  of  arti¬ 
cles  on  “Dress  For  The  Business  Man.” 
This  will  in  no  sense  be  a  step  toward  a 
fashion  magazine  but  the  articles  will  deal 
with  the  subject  of_correct  dress  for  the 
business  man  which  we  are  all  forced  to 
admit  is  coming  to  be  of  no  little  import¬ 
ance.  We  will  have  a  monthly  contribution 
on  this  subject  and  hope  to  begin  in 
January. 
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We  want  to  do  business  with  those  who  naturally  shrink 
from  dealing  with  an  ordinary  installment  house. 


Our  plan  will  appeal  to  that  fetter  class  of  people  who 
are  thrifty  and  honest— but  yet  unwilling  to  put  a  large  sum 
into  a  diamond  in  one  payment,  'We  find  it's  possible  to 
profitably  sell  diamonds  on  credit  at  practically  cash  prices— 
and  we  do  it.  That’s  the  secret  of  our  success. 

Upon  request  we  will  send,  subject  to  examination, 
express  prepaid,  a  ^  carat  diamond  set  in  mounting  like  cut 
or  in  any  standard  14-kt.  solid  gold  mounting.  If  ring  proves 
to  be  in  every  way  satisfactory,  pay  express  agent  $14.  If 
you  prefer  that  goods  be  sent  by  registered  mail  or  at  first 
writing  desire  to  show  that  you  mean  business,  send  $14 
with  order.  Balance  may  be  paid  monthly  or  weekly. 

Catalog  No.  J16  shows  a  wealth  of  diamonds 
from  $6.50  to  $1,347,  also  watches  and  a 
general  line  of  jewelry.  It’s  free. 


Hertert  L' 

313  (J16)  STATE  STREET,  CHICAGO 

Established  1882  Kesponsibility ,  $250,000.00 


SOMETHING  NEW. 


IDE  IDEAL  aOLF  SCORER 

Patented  Mak.  1, 1904 

Would  make  a  most  acceptable  CHRISTMAS  GIFT 


Send  One  Dollar  for  one — your  money  back  if  you 
want  it— but  you  won’t. 

W.  H.  WEISSBROD 

GREENFIELD  MASSACHUSETTS 


To  be 

worn 

on 

wrist 

by 

Golfer, 

while 

playing 


Substan¬ 
tially 
made  in 
Genuine 
English 
Pigskin. 
Has  re¬ 
movable 
celluloid 
shield, 
score 
sheets 
and 
pencil 


Get  Next  to  Bi 

SAY,  Mr.  Man,  get 
hold  of  s  o  m  e  - 
thing  that  will 
pay  you  big. 

You  know  there’s 
more  in  life  than  just 
mere  existence! 

A  fellow  ought  to 
have  a  little  of  the  joy 
of  1 i V i n  g  —  to  d o 
things — to  see  the  world— to  make  money! 

And  it  isn’t  an  Impossibility  to  do  these 
things  either,  nor  is  it  a  lucky  chance— or  a  pull 
that  makes  a  fellow  get  there. 

It’s  getting  the  Right  Thing — that’s  all  it  is! 
The  thing  that’s  congenial  —  that  has 
money  in  it,  such  as  selling  something  that 
the  people  want — that  they  can’t  afford  to  be 
without! 

Now  these  opportunities  are  not  to  be  found 
growing  on  bushes— to  be  sure — they’re  not  an 
awful  lot  of  them  —  but  there  are  certain 
opportunities  for  making  big  money  in  a  dig¬ 
nified  congenial  way,  and  one  of  them  is  to  act 
as  local  agent  for 

OLIVER 

TypcWf 

THE  STANDARD  VISIBLE  WRITER 

Wherever  there’s  a  typewriter  used — they 
can’t  afford  to  be  without  an  OLIVER. 

For  shrewd  Business  men,  who  have  tried 
other  typewriters,  declare  that  the  Oliver,  be¬ 
cause  of  its  simplicity  of  construction,  its 
strength,  its  durability,  its  ease  of  operation, 
its  speed,  its  wonderful  versatility — will  save 
more  than  its  cost  in  one  year. 

Just  think  of  that— why  man  alive  there’s 
big  money  to  be  made  in  replacing  other  type¬ 
writers  with  Olivers  alone! 

But  there’s  more  than  that — there’s  the  op¬ 
portunity  of  selling  the  Oliver  to  those  people 
who  haven’t  as  yet  a  typewriter,  but  who 
should  have. 

Business  m  e  n — Merchants — Clergymen — 
Insurance  Agents — Lawyers — and  Farmers — 
people  who  shouldn’t  write  a  letter  or  state¬ 
ment  by  hand,  and  who  wouldn’t  if  they  knew 
how  easy  it  was  to  operate  the  Oliver. 

A  man  can  easily  make  at  least  $300  a  year 
selling  the  Oliver  in  his  spare  time— when  con¬ 
venient  for  him  to  see  people — $300  is  not  a  bad 
addition  to  your  salary  is  it? 

There  are  local  agents  for  the  Oliver  who 
make  $300  a  month — some  of  them  have  their 
offices  with  10  to  15  assistants  under  them. 

And  many  of  our  Managers,  Superintend¬ 
ents— highly  paid  officials — were  at  one  time 
local  agents  for  the  Oliver. 

Remember  we  post  you  thoroughly  on  the 
typewriter  situation — we  analyze  all  other  type¬ 
writers  to  show  you  the  superiority  of  the 
Oliver — send  you  our  literature  and,  if  you  want 
them,  our  traveling  salesmen  to  close  a  sale  at 
our  expense— not  yours. 

Write  us  today  for  full  particulars  of  our 
Local  Agency — you  can  easily  become  local 
agent  and  start  right  in  making  money. 

Don’t  delay— some  one  else  may  get  ahead 
of  you  in  your  own  territory— write  today. 

Addres.  THE  OLIVER  TYPEWRITER  CO. 

174  Wabaxh  Ave.  Chicago,  Ill. 


Calculagraph  Job  Tickets. 

Question  :  I  am  pleased  to  receive  your 
favor  of  the  9th  in  reference  to  the  pro¬ 
posed  job  ticket  to  be  used  in  the  Calcula¬ 
graph.  There  is  one  question  in  my  mind 
which  is  still  unsettled  and  perhaps  you 
can  give  me  some  pointers,  viz :  Handling 
of  these  tickets. 

My  idea  was  that  when  an  order  is  re¬ 
ceived,  to  make  enough  job  tickets  for 
each  department  through  which  the  job 
has  to  pass:  filling  in  the  heading,  date,  job 
number,  etc.  These  tickets  probably  can 
be  made  of  different  colors  for  different 
departments.  After  these  tickets  are  made 
out,  they  are  put  in  an  envelope  on  which 
appears  the  same  heading  as  the  job  ticket; 
the  heading  being  a  carbon  copy  of  the 
job  tickets.  On  one  side  of  this  envelope, 
I  would  print  specifications  of  the  job  and 
on  the  other  side,  I  would  provide  for  a 
summary  of  the  cost  and  a  list  of  the  ma- 
terial  used.  These  envelopes  should  be  of 
a  size  (5x8)  so  that  they  may  be  kept  in 
a  vertical  index  tray.  This  envelope  with 
the  job  ticket  inside  will  be  passed  to  the 
superintendent,  who  will  retain  the  en¬ 
velope  in  his  office  and  distribute  the  work 
tickets  among  the  foremen  of  the  different 
departments  as  soon  as  the  departments  are 
ready  for  the  job. 

The  superintendent  should  have  a  rack 
which  will  provide  for  a  sufficient  number 
of  jobs.  I  would  provide  for  six  pockets 
for  each  job  in  vertical  position,  one  above 
each  other,  which  will  bear  the  numbers 
or  letters  of  each  department.  In  the  top 
pocket,  I  would  put  the  envelope  with  the 
specifications  and  distribute  the  individual 
work  tickets  in  the  corresponding  pockets 
below. 

This  rack  will,  at  all  times,  show  which 
jobs  are  going  through  the  factory  and  by 
the  missing  job  tickets,  it  will  show  in 


which  department  the  job  is.  Of  course, 
if  the  work  can  be  divided  so  that  several 
departments  are  working  on  one  job  at 
the  same  time,  there  will  be  a  correspond¬ 
ing  number  of  job  tickets  missing  from 
the  rack 

The  workman,  after  finishing  his  part  or 
whenever  he  stops  work  for  any  reason 
on  a  certain  job,  is  to  return  his  work 
ticket  to  the  foreman  or  superintendent 
who  takes  the  Calculagraph  record  on 
same  and  puts  it  in  the  proper  pocket. 
There  is  one  objection  which  will  perhaps 
come  up  and  that  is,  that  the  workmen  will 
lose  too  much  time  to  return  the  job  ticket 
to  the  foreman  and  receive  a  new  one  in 
its  place.  How  to  overcome  this  objec¬ 
tion  is  one  of  the  main  questions  which  I 
woiild  like  to  have  answered.  In  my 
opinion,  I  should  think  that  the  little  time 
that  is  lost  for  the  workmen  to  step  over 
to  the  foreman’s  desk  will  be  more  than 
paid  for  by  the  accuracy  and  time  saved  by 
this  cost  system. 

Each  workman  is  to  be  provided  with  a 
small  rack  with  two  pockets;  one  for  the 
work  ticket  on  which  he  is  working  and 
the  other  for  the  ticket  which  is  to  be 
taken  up  next.  The  foreman  will  be  com¬ 
pelled  to  see  that  each  man  has  a  work 
ticket  in  the  job  ahead  pocket.  Here  we 
will  meet  another  objection,  as  the  fore¬ 
man  cannot  tell  on  which  job  he  can  put 
the  workman  n^xt,  therefore,  instead  of 
providing  a  rack  for  each  workman,  it  will 
be  better  perhaps  to  provide  a  rack  for 
each  machine,  as  the  same  workman  may 
not  stay  at  the  same  machine  all  of  the 
time.  The  manufacturer  claims  that  the 
latter  is  impossible  for  him  to  do.  He 
says  that  he  has  to  change  his  workmen 
around.  I  should  think  that  it  will  be  more 
advisable  to  keep  the  workmen  on  the 
same  machine  as  much  as  possible. 

J.  A.  R. 
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Glue,  Paste  and  Mucilage 


If  Dennison’s  Adhesives  are  not  for 

sale  at  your  dealer’s,  a  Patent  Pin 

Tube  of  Glue,  Paste  or  Mucilage 

will  be  mailed  on  receipt  of  10  cents. 

Please  address  Dept.  19 
at  our  nearest  store. 

DENNISON 

MANUFACTURING  COMPANY, 

THE  TAG  MAKERS. 

Boston,  20  Franklin  St. 

New  York,  15  John  St. 

Philadelphia,  1007  Chestnut  St. 
Chicago,  128  Franklin  St. 

Louis,  413  North  4th  St. 


St. 


“EYES  WORTH  HAVINfi” 


That’s  the  title  of  our  Book  “R” 
which  tells  how  to  have  clear, 
steady  eye-sight  with  comfort¬ 
able  eye-glasses,  and  none  of 
the  usual  eye-glass  troubles. 


Fox  Lasso 
Eye=Qlasses 


Adhesives 

Always  On  Tap 

Contrast  the  old  gummed-up  muci¬ 
lage  bottle,  that  never  was  in  work¬ 
ing  order  when  you  wanted  it,  with 
an  airtight  tube  of  Dennison’s  Glue. 
Pull  out  the  pin!  and  squeeze  out 
just  the  amount  you  desire,  spread¬ 
ing  it  with  the  metal  spreader.  No 
brush  required.  Replace  the  pin 
and  the  tube  becomes  airtight,  keeps 
the  contents  from  thickening,  sour¬ 
ing  and  mildew.  Will  keep  perfectly 
for  years.  Dennison’s  Patent  Pin 
Tube  is  used  exclusively  for 


WEAREBES T 

ewrifer  Ribbon 

Do  Your  Ribbons  Wear  Out? 


The  average  ribbon  lasts  less  than  a 
month.  We  make  typewriter  rib¬ 
bons  that  wear  from  two  to  four 
months,  thereby  saving  you  from  one 
half  to  three-quarters  your  present  cost 
Wearebest  Typewriter  Ribbons  do  not 
soil  the  hands.  That  saves  inky  hands 
stationery  and  work. 


For  sale  at  all  stationers  or  direct. 

Price  $9  a  dozen,  in'all  colors  for  any 
machine.  Packed  in  air  tight  cap¬ 
sules  and  will  last  indefinitely. 

SPECIAL  OFFER 

Cut  out  this  ad.  and  send  it  to  us  with 
J 1.  and  your  stationers  name,  and  we 
will  send  you  one  typewriter  ribbon  and 
2  dozen  sheets  of  our  best  carbon  paper. 
This  offer  is  less  than  half  the  regular  price 
land  will  only  remain 
1  open  for  thirty  days. 

Free  Booklet 
on  request 

Vacuo-Static 
Carbon  Co. 

21 1  Mill 
Street 

Rochester 
New  York 


Mr.  Fox  wrote  the  book.  You  ought 
to  have  it.  Write  to-day  and  we’ll 
send  it  FREE  if  you  tell  us  the  name 
and  address  of  your  optician. 

Fox  Lasso  Eye-glasses  make  an 
ideal  present  for  any  member  of  the 
family  or  a  friend. 


Sold  by  first-class  Opticians  everywhere. 


Ask  YOUR  optician.  If 
he  can’t  supply  you, 
write  us  and  we’ll  jA 
see  that  you 
get  them. 


FOX  OPTICAL 
MANUFACTURING 
L  COMPANY 


PHILADELPHIA 


Mr.  Ivan  Fox’s  life-work  has  culminated  in 
the  production  of  the  Lasso  Guard,  the  Tu¬ 
bular  Spring  and  Screw  Lock  Ends  to  both 
Guard  and  Spring — remarkable  adjustments 
which  make  Fox  Lasso  Eye-glasses  entirely 
practical  for  every-day  use.  Ordinary  eye¬ 
glasses  are  not  practical  because  they  tilt, 
wobble,  drop  and  break. 


SoHiM/e 
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IN  TUBES 

m 


1170 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


Answer; — In  regard  to  handling  job  tickets 
used  in  connection  with  the  Calculagraph — -in  the 
ordinary  shop  I  consider  it  entirely  practical  to 
have  the  workman  return  his  time  card  to  the 
foreman  when  he  completes  a  job  and  receive  a 
new  one  in  return.  In  a  shop  where  a  sufficient 
number  of  men  are  employed  to  warrant  the  ser¬ 
vices  of  a  clerk,  he  can  make  these  records  instead 
of  the  foreman,  but,  in  any  event,  I  consider  that 
the  value  of  absolutely  accurate  records  much 
more  than  offsets  the  little  time  required  going  to 
and  from  the  machine. 

As  a  matter  of  fact,  less  time  will  be  required 
for  the  ordinary  workman  to  go  to  the  Calcula¬ 
graph  than  to  make  a  pencil  record  where  he  is 
obliged  to  first  look  at  the  clock  and  then  find^  the 
right  place  on  his  card  to  check  the  time.  Even 
after  taking  considerable  time,  the  average  work¬ 
man  is  not  very  accurate  in  his  records. 


I  think  your  idea  of  providing  each  workman 
with  a  rack  having  two  pockets,  one  for  the  job  in 
process  and  one  for  the  next  job,  is  a  very  good  ■ 
one.  This  I  find  is  used  in  most  large  factories.  • 

Of  course,  in  the  case  to  which  you  refer,  it  might  • 
be  just  as  well  to  have  a  rack  for  each  machine, 
but  in  that  case  it  would  be  necessary  to  record 
each  workman’s  number  on  the  card.  It  is  always 
more  advisable  to  keep  the  same  man  on  a  ma¬ 
chine,  but  it  is  sometimes  necessary  to  change  ^ 

,  \em  about.  The  claim  that  a  foreman  cannot 
kijep  a  job  ahead  card  in  front  of  each  workman 
is  all  nonsense,  or  at  least  displays  a  lack  of  - 

ability  to  plan  the  work.  An  efficient  foreman  will  ; 
always  so  plan  his  work  that  when  a  man  is  . 
through  one  job,  another  will  be  ready  for  him. 

J.  B.  Griffith.  *- 


Business  Women  vs.  Men 


P  to  $50  per  month  a  woman 
is  all  right,”  is  the  opinion 
expressed  by  a  man  in  charge 
of  the  office  of  a  great  estab¬ 
lishment  in  New  York  City. 
“After  that  she  is  not  eligible,  at  least, 
'i'  with  us.  Furthermore,  if  we  can  get 
a  man  to  do  the  same  work  that  she 
^  does  for  the  same  money,  we  would  sooner 
have  him.  He  is  the  better  worker  of  the 
two,  and  that  is  the  only  question  which 
may  be  considered  by  the  man  employing 
help.  We  do  not  want  women  in  the  capa¬ 
city  of  clerks. 

“There  are  any.  number  of  reasons  as  to 
why  man  is  the  better  worker.  Probably 
the  great  and  prime  reason  for  this  is  that 
woman  is  out  of  her  element  as  a  wage- 
earner.  Her  place  has  been  from  the  be¬ 
ginning  in  the  home.  Man  has  always  been 
the  provider.  When  she  leaves  her  proper 
environment  for  the  business  life,  she  is 
at  once  at  a  disadvantage.  The  qualities 
that  make  her  fitted  as  a  power  in  the  home 
are  a  hindrance  to  her  in  business.  The 
nature  that  is  a  shining  light  to  husband, 
or  to  children,  is  all  at  sea  when  it  begins 
to  grapple  with  the  problems  of  money 
making. 


“That  this  is  a  fact  is  shown  by  the  way 
the  ‘new  woman,’  who  is  supposed  to  be  a 
creature  altogether  different  from  the  old, 
does  not  make  a  good  business  unit.  For 
all  the  talk  about  women  replacing  men  in 
office  work  is  wrong.  There  were  a  few 
years  of  experiments.  Many  firms,  de¬ 
lighted  at  the  way  in  which  women  ac¬ 
complished  their  duties  as  stenographers, 
went  to  work  and  installed  many  other  wo¬ 
men  as  .clerks.  But  the  experiments  are 
over  now.  When  you  hear  now  of  a  firm 
asserting  that  they  are  putting  in  women 
clerks  in  their  offices,  you  can  depend  upon 
it  that  that  firm  is  content  to  have  and 
wants  to  have  cheap  class  help. 

“Women  can  work  cheaper  than  men. 
That  is  about  all  that  can  be  said  for  them 
in  a  business  way.  While  they  may  be  able 
to  fill  $8  or  $10  positions  quite  as  well 
as  most  men  would  fill  them,  they  are 
utterly  incapable  of  developing  into 
‘good  business  men’  worthy,  or  pos¬ 
sible,  of  promotion  to  positions  of  power 
and  responsibility.  No;  women  are  not 
ousting  men  from  their  positions  in  the 
good  offices.” — New  York  Commercial. 
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CARTER’S  INK 


ON  TTOUR  BOOKS 


THE  FAMOUS 


‘‘Koh-i-noor” 

Pencils 

ARE  THE  MOST  ECONOMICAL 


One  “KOH-I-NOOR”  will  outlast  more 
than  six  ordinary  pencils. 

“KOH-I-NOOR”  Pencils  retain  their 
point. 

“KOH-I-NOOR”  Pencils  do  not  break 
or  smear. 

“KOH-I-NOOR”  Pencils  contain  no  grit 
and  therefore  write  smoothly. 

“KOH-I-NOOR”  Pencils  are  made  in 
17  degrees  to  suit  all  purposes. 

“KOH-I-NOOR”  Pencils  cost  10  cents 
each,  or  $1  per  dozen. 


134  NORTH  AMERICAN  BLDG 


MONEYMAKER 

FREE 


Send  your  name  and  address  on  a 
postal  card  and  we  will  send  you  The 
Money  Maker  free  for  six  months. 

The  Money  Maker  is  a  handsome  lit¬ 
tle  magazine  devoted  entirely  to  the 
field  of  investment.  It  gives  the  most 
interesting  facts  concerning  stocks, 
bonds  and  real  estate.  It  will  tell 
you  how  to  invest  your  savings  so 
that  they  will  earn  the  largest  pos¬ 
sible  profit  consistent  with  safety.  If 
you  are  in  a  position  to  save  and  in¬ 
vest  $1  or  more  a  week,  you  cannot 
afford  not  to  read  The  Money  Maker. 
It  now  goes  to  over  90,000  homes  and, 
counting  three  readers  to  each  copy, 
has  over  270,000  readers. 

If  you  want  to  save,  invest  and  get 
ahead  in  the  world,  send  for  it  today. 


‘THE  MONEY  MAKER 


will  tell  you  how,  when  and  where 
you  can  make  money.  It  exposes 
financial  fakirs,  and  telis  the  secrets 
of  frenzied  finance.  It  gives  you 
market  quotations  on  all  listed  and 
unlisted  securities.  It  will  advise  you 
regarding  the  value  of  any  stock  you 
now  hold  or  have  been  asked  to  buy. 
It  will  show  you  how  banks  take 
your  money  and  pay  you  3  or  4  per 
cent,  and  by  using  your  money  just 
as  you  could  use  it,  pay  dividends  of 
from  20  to  100  per  cent.  It  is  full  to 
the  brim  each  ■‘imonth  with  money¬ 
making  information.  It  will  keep  the 
man  with  the  dollar  posted  and  will 
enable  him  to  double  his  doliars. 

SEND  FOR  IT  NOW 

If  you  want  your  money  to  make 
money,  if  you  want  to  get  ahead  in 
the  world,  if  you  want  to  save  and 
invest  so  that  you  can  eventually  gain 
independence,  send  us  your  name  and 
adress  on  a  postal  card  today.  We 
will  send  The  Money  Maker  to  you 
absolutely  free  for  six  months,  and 
you  will  be  under  no  obligations 
whatever. 


W.M.OSTRANDERinc 


PHI  LADE  L  P  H  l  A 


All  Dealers  In  High-Class  Stationary  carry 
“KOH-I-NOOR”  Pencils. 


The  Utility  of  the  Book-keeper  to  the  Employer 

ADDRESS  READ  BEFORE  THE  OAKLAND  ASSOCIATION  OF  ACCOUN¬ 
TANTS  AND  BOOK-KEEPERS  AT  ONE  OF  THEIR  RECENT  MEETINGS 

By  J.  W.  AMRATH,  C.  P.  A. 

San  Francisco,  Cal. 


HE  object  of  your  associations 
in  essaying  to  bring  about  a 
better  understanding  between 
the  employer  and  the  book¬ 
keeper  on  matters  of  mutual 
interest  is  very  commendable,  and  much 
good  has  no  doubt  resulted  from  your  ef¬ 
forts, 

I  have  therefore  chosen  to  give  you  my 
views  on  the  relation  of  the  employer  to  the 
book-keeper,  and  the  book-keeper  to  the 
employer,  and  hope  that  my  remarks  may 
have  a  tendency  to  enhance  the  practical 
application  of  the  object  of  your  associa^ 
tion. 

It  stands  to  reason  that  the  information 
gained  by  the  book-keeper  through  the  edu¬ 
cational  campaign  by  which  the  profession 
has  been  for  some  time  agitated,  can  only 
result  in  practical  good  so  far  as  this  in¬ 
formation  is  absorbed  and  applied  by  the 
employer  in  the  practical  conduct  of  his 
business. 

The  efforts  of  the  book-keeper — you  may 
style  him  accountant  if  you  like,  as  names 
do  not  matter — are  very  often  for  naught, 
where  the  employer  is  so  constituted  as  to 
consider  the  office  an  unproductive  branch 
of  his  business  and  look  upon  it  as  a  neces¬ 
sary  evil;  or  where  the  employer  or  man¬ 
ager  prefers  to  rely  upon  his  imagination— 
which  may  be  good  or  bad — rather  than 
upon  facts  which  may  be  furnished  by  the 
book-keeper. 

In  either  case,  the  book-keeper,  who,  of 
course,  must  understand  his  business  and 
be  capable  of  analyzing  that  which  makes 
up  the  business  in  which  he  is  employed, 
should  make  an  honest  effort  to  obtain  as 
much  information  as  he  can,  and  by  degrees 
work  this  up  to  the  point  of  practical  util¬ 
ity  in  the  business,  but  not  beyond  it;  and, 
to  place  this  information  by  degrees  before 
the  employer  or  manager  until  the  employer 
or  manager  will  come  to  realize  that  this 
information  “comes  in  very  handy”  and  he 
will  become  desirous  of  obtaining  it. 


This,  to  my  mind,  while  it  is  a  hard  road 
to  hoe,  is  the  noblest  mission  that  the  book¬ 
keeper  may  undertake,  and  it  will  invariably 
result,  if  not  in  better  financial  compensa¬ 
tion  and  a  closer  business  relationship  be¬ 
tween  employer  and  book-keeper,  in  which 
both  are  made  aware  of  the  fact  that  one 
is  a  necessary  complement  to  the  other,  at 
least  in  a  broader  knowledge  for  the  book¬ 
keeper  and  the  acquisition  of  tact  in  hand¬ 
ling  people  which  will  eventually  fit  him  to 
become  a  successful  business  man. 

It  also  stands  to  reason  that  the  burden 
of  business  can  be  lessened  at  the  ratio  of 
co-operation  of  the  employer  and  book¬ 
keeper,  and  it  is  my  aim  to  impress  employ¬ 
ers  with  the  fact  that  the  easier  and  greater 
this  co-operation  may  be,  just  so  much 
quicker  and  greater  will  be  the  results.  The 
employer  must  know  that  the  office  should 
reflect  the  pulse  beats  of  his  business,  and 
if  he  does  not,  the  book-keeper  must  under¬ 
take  to  impart  this  knowledge. 

I  have  often  gone  into  institutions  in  my 
capacity  as  a  systematizer,  in  which  the  ob¬ 
taining  of  information  is  paramount  in 
order  to  produce  successful  work,  and 
found  in  quizzing  employes,  and  especially 
book-keepers,  that  they  did  not  possess  the 
information  relative  to  the  business  which 
would  enable  them  to  perform  their  duties 
with  thorough  intelligence. 

There  are  institutions  in  which  the  spirit 
of  the  day  seemed  to  be  the  reduction  of 
employes  ,  to  mere  machines.  In  these  very 
institutions  I  have  almost  invariably  found 
indifference  to  these  duties  and  an  also 
dangerous  congestion  in  the  handling  of 
affairs.  This  work  devolved  upon  one,  or, 
at  most,  a  very  few  persons  who  were  en¬ 
tirely  unable  to  handle  the  quantity  imposed 
upon  them  for  the  reason  spoken  of,  or  for 
the  reason  that  they  were  unable  to  dis¬ 
tribute  their  work  from  lack  of  executive 
ability. 

On  the  other  hand,  I  have  entered  insti¬ 
tutions  in  which  the  desire  for  the  proper 
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BURN  IT 


That’s  the  only  way  to  effectively  de¬ 
stroy  the  writing  done  with  Dixon’s 
Eterno,  the  pencil  that  takes  the  place 
of  ink.  Dixon’s  Ctemo,  the  new  indelible 
pencil  writes  black  and  copies  purple. 
For  all  purposes  where  ink  permanence 
and  pencil  convenience  are  desired, 
Dixon's  Eterno  will  fill  the  bill.  Makes 
a  better  copy  than  copying  ink,  carries  a 
fine  point,  and  is  tough  and  durable. 
Sold  by  all  stationers,  with  or  without 
nickel  pencil  point  protector. 

1 1 

Dixon’s  Pencil  Guide, 
indexed  by  vocations, 
the  right  lead  pencil 
for  your  special  use.  . 

V  ( 


Sent  free  if  you  write. 

Department  N 
JOSEPH  DIXON 
CRUCIBLE  CO. 

J  ersey  City,  N.  J. 


) 
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Non-Smut 
Carbon  Paper 

Made  of  Gelatinized  Ink 
Is  All  the  Name  Implies 


Our  Machine  Papers  print 
like  a  ribbon. 

Our  Pen  and  Pencil  carbons 
are  the  cleanest  made. 

Our  Carbons  for  Billing  Ma¬ 
chines  give  25%  more  wear 
than  others. 

W  rite,statingyourrequirements. 

We  will  forward  samples  adapt¬ 
ed  to  your  use. 

Boxes  containing  Genuine 
Non-Smut  Carbons  invari¬ 
ably  bear  our  name. 

Dealers  with  established  trade  given 
exclusive  territory 

NON-SMUT  CARBON  MFG.  CO. 

906  Granite  Bldg.,  Rochester,  N.  Y.,  U.  S.  A. 


Do  You  Want 


A  Most  Desirable  and  Beautiful  Christmas 
Present  for  Your  Friends? 

Order  the  above  illustrated  “Triner’s 
Fast  Mail,”  a  combination  postal  scale, 
stamp  drawer,  pin  drawer,  ink  stand  and 
pen  rack.  The  “Fast  Mail”  is  an  entirely 
new  idea  in  desk  furnishings,  combining 
in  one  article,  and  in  a  compact  space,  the 
five  things  necessary  for  mailing  purposes. 
It  is  a  convenience  for  every  office  and 
home,  which  readily  appeals  to  every  one. 

The  Postal  Scale  weighs  up  to  1  pound 
by  ounces.  Automatically  shows  the 
exact  cost  of  postage  in  cents  on  all 
classes  of  mail  matter  to  any  part  of  the 
United  States,  Canada  or  Mexico. 

The  entire  article  is  made  of  the  finest 
steel,  very  handsomely  finished. 

In  black  enamel  with  hand 
decorating:,  with  pressed 


grlass  ink  wells . $2.50 

Oxidized  copper  finish,  with 
pressed  grlass  ink  wells.  .  .  .$2.50 

The  same  finishes  with  cut 
g:lass  ink  wells . $3.00 

Full  nickel-plate  finish,  with 
cut  g:lass  ink  wells . $3.50 


We  prepay  express  charges  and  guar¬ 
antee  satisfaction  or  money  refunded. 

We  also  make  a  full  line  of  Postal 
Seales,  which  are  all  sold  by  the  leading 
Stationers. 

Write  for  circular  “A”  describing  full 
line.  Address  to  ‘‘Dept.  E,” 


TRINER  SCALE  &  MFC.  CO. 

1255=57=59  V.  21st  St.,  •  Chicago,  111. 
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statistics  was  general,  except  in  the  case  of 
the  book-keeper.  I  am  now  speaking  of  the 
man  who  has-been  behind  the  desk  for  years 
and  who  has  become  venerable;  the  man 
who  should  be  the  right-hand-bower  of  the 
management,  but  through  sheer  indisposi¬ 
tion  to  progress  has  become  a  clog  in  the 
business.  '  The  man  who  is  .adverse  to  look¬ 
ing  into  anything  that  he  has  not  been  ac¬ 
customed  to — and  .  I  say  to  . the  book-keeper 
now,  that  progress  is  not  made  that  way, 
and  I  warn  you  not  to  become  one  of  the 
class  who  not  only  stands  in  the  way  of 
business  development,  but  who  also — and 
more  is  the  pity — stands  in  his  own  light. 

I  believe  I  am  justified  in  saying  that  this 
man  has  done  more  to  promote  the  business 
of  the  systematize!  than  the  necessity  aris¬ 
ing  from  the  great  change  in  business  meth¬ 
ods,  and  therefore  I  should  feel  grateful,  or 
at  least  charitable,  toward  him. 

If  you  will  permit,  I  would  advise  the 
book-keeper  to  possess  himself  of  a  knowl¬ 
edge  of  the  detail  of  which  his  business  is 
made  up  to  such  an  extent  that  he  may  be 
able  to  analyze  intelligently  every  action 
that  comes  before  him  and  act  according 
to  his  intelligence.  He  will  thus  be  enabled 
to  group  his  accounts  so  that  they  will  con¬ 


vey  definite  meaning  and  produce  an  easier 
control  than  can  be  had  without  them. 

If  he  be  ingenious,  and  all  of  us  have 
some  genius,  he  can  devise  ways  and  means 
for  the  handling  of  detail  so  as  to  decrease 
the  work  rather  than  increase  it,  with  due 
regard  to  economy,  but  he  should  always 
bear  in  mind  that  he  must  produce  the 
proper  information  regardless  of  effort  or 
cost,  because  it  is  always  the  cheapest  means 
of  proper  administration. 

Improper  administration  costs  more 
money  than  the  right  kind  of  system  could 
possibly  cost,  and  imprpper  administration 
includes,  of  course,  the  wrong  kind  of  sys¬ 
tem. 

I  wish  to  state  that  in  my  opinion  the 
book-keeper  should  be  fully  conversant  with 
and  experienced  in  business  practice  and 
have  the  power  to  analyze  the  ingredients 
of  a  business  so  as  to  invent  proper  ways 
and  means  for  handling  the  business,  and 
to  have  the  ingredients  of  the  business  rep¬ 
resented  in  the  accounts,  in  tangible  form. 

I  also  wish  to  say  that  it  should  be  the 
aim  of  every  book-keeper,  in  the  perform¬ 
ance  of  his  daily  duties,  to  be  or  to  become 
^  thorough  accountant,  and  the  employer 
ought  to  extend  every  facility  to  his  book¬ 
keeper  to  so  fit  himself. 


Busy 


The  man  who  is  mentally  aberrated  with 
the  ingrowing  idea  of  his  busy  condition, 
and  who  yet  is  more  or  less  passive  under 
the  spell,  is  one  of  the  most  irritating  of 
the  t^'pes.  He  has  the  demeanor  of  gentle¬ 
ness,  perhaps.  He  can  smile,  sometimes, 
vaguely  in  a  far  off  manner.  But  business 
abstraction  is  buried  into  his  eyes  until  you 
may  feel  that  using  them  with  hypnotic 
intent  he  might  induce  you  to  become  a 
packing  box,  or  a  block  of  blank  stock  cer¬ 
tificates.  , 

His  most  maddening  aspect  is  shown 
when  you  have  approached  him  with  some¬ 
thing  which  is  not  business,  thank  God, 
but  which  is  so  much  worthier  that  he  is 
compelled  to  reiterate  almost  incoherently 
that  he  “would  be  delighted  to  take  the 
matter  up  with  you — only — you  know  I  am 
so — ^so  frightfully  busy,  always,  that  I — I,” 
and  you  have  no  impression  of  the  conver¬ 


sation  ever  getting  any  further  than  that 
stammering  personal  pronoun.  His  whole 
bearing,  so  far  as  it  is  sane,  is  that  he  is 
regarding  his  busy  business  as  he  regards 
an  incurable  disease  from  which  he  is 
doomed  always  to  suffer — as  perhaps  he 
must. 

Viewed  from  any  side  this  over-busied 
business  man  wears  the  standing  and  in¬ 
delible  confession  of  his  inefficiency.  The 
man  feeling  the  pressure  of  his  business 
day  after  day  is  unfitted  for  the  exactions 
of  his  work.  He  is  a  quart  cup  in  the 
gauger’s  plant  where  only  the  gallon  meas¬ 
ure  is  of  economical  use.  He  needs  make 
too  many  trips  from  the  cask  to  the  barrel 
in  rendering  his  service.  He  is  in  use  in 
many  places,  however,  and  in  the  process 
he  is  inimical  to  good  business  in  a  great 
measure  and  wholly  so  to  all  else  in  life. — 
Michigan  Tradesman. 


X 


Miller=Bryant=Pierce  Co. 

Dept.  No.  4,  -  AURORA,  ILL. 
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d,  Gregg  Shorthand 
is  taught  in  more  than 
half  oi  the  commer¬ 
cial  schools  in  the 
United  States — be¬ 
cause  it  is  the  most 
efficient  for  all  classes 
of  work.  Students  of 
these  schools  are  always  in  demand 
— because  they  are  worth  more  com¬ 
mercially  than  the  others.  CE.  You 
can  become  a  successful  writer  of 
this  system  through  our  correspond¬ 
ence  instruction.  A  postal  will  bring 
full  information.  Send  it  to-day. 


John  R.  Gregg 


GREGG  COMPANY 

151  Wabash  Avenue,  Chicago,  III. 


A  BIG,  BUSY  FACTORY 

needs  good  advertising — better  than 
the  President,  or  the  Secretary,  or  the 
General  Manager  can  produce  in  the 
few  odd  moments  when  he  isn’t  thinking 
of  something  else. 

a  We  can  co-operate  with  you  in  the 
production  of  your  advertising,  or  act  as 
your  advertising  department.  We  study 
your  business — combine  your  ideas  with 
ours — produce  good  advertising.  Adver¬ 
tising  that  sell  goods. 

CL  Plans — Copy — Pictures — Printing — 
Write  us  if  you’re  interested. 

GORHAM  &  STEVENS 

ADVERTISINQ 

Bridgeport  Connecticut 


You  regard  each  letter  as  import¬ 
ant.  Their  importance  demands  that  ^ 
both  the  original  and  its  carbon  copy 
be  clear,  sharply  written  and  legible. 
You  file  your  carbon  for  future  re¬ 
ference  and  the  recipient  does  the 
same  with  the  letter,  which  though  of 
comparatively  small  importance  to¬ 
day  may  be  of  vital  importance  a  year 
from  now.  The  letter  file  is  a  business 
necessity — it  is  efficient  only  when  the 
contents  are  permanently  legible. 


We  manufacture 


Carbon  Paper  and 
Typewriter  Ribbon 


sold  under  our  name. 


Clear,  sharply  written  letters — per¬ 
manently  legible — are  assured  users 
of  our  products. 

A  request  for  samples  accompanied 
by  the  name  of  your  dealer  will  be 
honored  at  once. 


Accounting  for  the  Storage  Business 

By  H.  G.  brown 


HE  form  of  Storage  Register 
illustrated  is  designed  to  over¬ 
come  the  difficulties  experi¬ 
enced  in  showing  the  amount 
of  storage  earned  each  month. 
RECEIVING  RECORD. 

The  Receiving  Department  must  neces¬ 
sarily  be  in  charge  of  a  man  having  a  thor¬ 
ough  knowledge  of  the  business,  and  also 
familiar  with  the  various  tricks  perpetrated 
by  parties  who  use  warehouse  receipts  for 
the  purpose  of  obtaining  money  from  banks 
and  individuals  under  false  pretenses.  In 
receiving  canned  goods  great  care  must  be 
exercised  in  the  inspection  of  same.  A 
number  of  cans  must  be  taken  indiscrimin¬ 
ately  from  the  cases  and  opened  in  order  to 
be  sure  that  the  contents  of  same  are  in 
accordance  with  the  specification  on  the 
label,  or  if  not  labeled,  to  see  that  the  con¬ 
tents  are  as  specified  by  the  party  storing 
same.  Cans  that  have  swelled  are  imme¬ 
diately  removed  from  the  cases  as  soon  as 
discovered,  and  the  warehouse  receipt  is 
issued  for  the  number  of  dozen  cans  appar¬ 
ently  in  good  condition. 

Perishable  goods,  after  being  inspected, 
are  stored  in  the  refrigerating  room. 

The  handling  of  the  business  will  be 
greatly  facilitated  by  having  the  floors  di¬ 
vided  into  suitable  spaces  or  rooms.  The 
first  floor  should  be  reserved  for  perishable 
goods  and  goods  stored  for  a  short  period. 
The  cost  of  handling  the  goods  must  be 
kept  down  as  low  as  possible,  and  much  de¬ 
pends  on  the  judgment  of  the  party  having 
charge  of  this  end  of  the  business.  For 
convenience,  the  spaces  on  the  floors  will 
be  numbered,  those  on  the  first  floor  be¬ 
ing  prefixed  by  “A,”  on  the  second  floor  by 
“B,”  etc. 

After  the  goods  have  been  tallied  and  in¬ 
spected,  an  entry  is  made  in  the  receiving 
record  showing  the  date,  name  of  party,  ad¬ 
dress,  quantity,  class  and  condition  of  goods 
stored,  and  the  location  of  same  in  the 
warehouse.  A  suitable  form  should  be 
drawn  up,  the  book  printed  in  duplicate  and 
the  receipts  consecutively  numbered,  also 
the  copies. 


The  original  is  signed  by  the  receiving 
clerk  and 'handed  in  at  the  office,  where  a 
warehouse  receipt  is  issued.  Each  day  the 
receiving  tickets  must  be  arranged  numer¬ 
ically  in  the  office  to  insure  that  none  are 
missing. 

STORAGE  REGISTER. 

The  entries  in  this  book  are  taken  from 
the  counterfoil  of  the  warehouse  receipt. 

The  form  is  self-explanatory  and  only  such 
remarks  will  be  made  as  are  necessary  to 
explain  the  method  of  keeping  same.  Suf¬ 
ficient  space  must  be  set  aside  in  the  storage 
register  for  large  consignments  where  the 
deliveries  are  apt  to  be  numerous.  This  will 
save  the  transferring  of  items.  Entries  are 
to  be  made  in  the  order  in  which  the  ware¬ 
house  receipts  are  issued. 

DELIVERIES. 

Goods  will  only  be  delivered  upon  presen¬ 
tation  of  the  warehouse  receipt  and  the 
amount  of  goods  delivered  must  be  in¬ 
dorsed  on  the  back  of  same.  A  delivery 
ticket  similar  in  form  to  the  receiving  ticket 
is  made  out  and  handed  in  at  the  office,  the 
duplicate  being  retained  in  the  delivery 
book.  The  delivery  ticket  must  show  the 
warehouse  receipt  number  so  as  to  save 
time  in  the  office.  The  delivery  entries  are 
made  from  the  delivery  tickets  after  same 
have  been  numerically  arranged  in  order  to 
detect  missing  tickets.  When  through  with 
the  receiving  and  delivery  tickets  same 
should  be  filed  in  folders  on  the  face  of 
which  only  the  warehouse  receipt  number 
need  be  noted.  The  warehouse  receipt 
must  also  be  filed  in  the  folder  as  soon  as 
same  has  been  taken  up  on  completion  of 
the  final  delivery. 

CALCULATING  EARNED  STORAGE. 

This  is  the  most  important  feature  of 
warehouse  accounting,  as  these  figures  show 
immediately  whether  the  concern  is  oper¬ 
ating  at  a  profit  or  a  loss  for  the  period  un¬ 
der  consideration.  Turning  to  the  entries 
made  on  the  storage  register  we  will  show 
the  process  of  calculating  the  earned  stor¬ 
age.  Under  the  heading  “Number  of  Pack- 
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U.  S.  Souvenir  Post  Card  Co. 

32  East  23rd  Street.  -  NEW  YORK 


The  finest. way  to  do  so,  is  to 
send  each  one  a  pretty  Christ¬ 
mas  or  New  Year’s  post  card. 
These  are  inexpensive,  but 
greatly  appreciated. 


Christmas  and  New  Year’s  Post  Cards.  .30c,  60c,  $1  doz. 

•  Christmas  booklets . 5c,  10c,  25c  each. 

Calendars . 25c  up  to  $2  each. 

Art  Calendars . $1.00,  $2.00,  $3.00,  $5.00  each. 

Leather  post  cards . 10c;  $1.00  per  doz. 

Fountain  Pens . $1.00  to  $5.00  each. 

Fountain  Pens  (self-filling) . $2.00  to  $5.00  each. 

College  Seal  post  card  series. . . . 60c  per  doz. 

Books  at  publishers’  prices. 

In  order  to  accommodate  our  thousands  of  customers,  we 
will  procure  for  them  anything  they  may  desire  in  the  way  of 
books,  jewelry,  art  works,  etc.,  as  we  are  in  the  midst  of  the 
wholesale  district,  and  can  procure  for  them  fresher  goods  and 
at  a  small  margin  of  profit. 

Write  us  to-day  telling  us  what  you  desire  to  purchase,  the 
amount  you  desire  to  spend,  and  we  will  tell  you  what  we  can  do 
for  you. 

We  manufacture  all  kinds  of  post  cards  and  desire  agents  in  every  town  and  city. 
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ages  in  Storage”  is  entered  on  the  first  line 
the  total  number  of  barrels  stored,  198, 
November  being  the  first  month  to  earn  a 
portion  of  the  storage  on  this  lot,  “Nov.” 
is  entered  behind  the  198  to  indicate  the 
fact.  These  notations  are  valuable  and 
save  time  in  making  up  the  figures  of  fu¬ 
ture  months.  While  it  is  true  that  one 
month’s  storage  is  due  whether  the  goods 
remain  a  whole  month  or  only  one  day,  yet 
we  cannot  anticipate  the  withdrawal  of  the 
goods  and  must  credit  the  unearned  por¬ 
tion  calculated  at  the  end  of  each  month  to 
the  next  succeeding  month.  . 

From  the  illustration  we  find  on  calcu¬ 
lating  the  storage  as  of  November  30,  1903, 
that  198  barrels  are  in  storage  at  the  rate 
of  15c  per  barrel  for  the  first  month,  or 
$29.70.  From  November  18  to  30  is  two- 
fifths  of  a  month,  consequently  two-fifths  of 
$29.70  or  $11,88  is  earned  for  November, 
and  three-fifths  or  $17.82  is  earned  for  De¬ 
cember  up  to  the  18th.  The  proportion  of 
two-fifths  of  the  monthly  charge  for  the  lat¬ 
ter  portion  of  the  month  and  three-fifths  for 
the  first  portion  of  the  succeeding  month 


remains  the  same  in  this  particular  case,  no 
matter  what  the  charge  in  dollars  and  cents 
amounts  to.  Thirty  days  to  the  month  are 
used  for  these  calculations  and  odd  days 
need  not  be  considered  where  they  cannot 
be  divided  into  30  without  a  remainder. 
Goods  received  on  the  fifth  of  the  month 
would  earn  five-sixths  of  the  monthly 
charge  for  the  current  month  and  one-sixth 
for  the  succeeding  month,  etc. 

Continuing  the  calculations  shown  on  the 
storage  register  we  find  that  35  barrels 
were  delivered  on  December  10,  1903,  with¬ 
in  the  period  covered  by  the  first  month, 
leaving  163  barrels  on  which  to  figure  as 
of  December  31,  1903 :  103  barrels  @  12c=: 
$19.56,  of  which  amount  two-fifths,  or  $7.83, 
is  credited  to  December,  and  three-fifths,  or 
$11.73,  is  a  credit  to  January. 

Fifty  barrels  delivered  on  January  18, 
1904,  leave  113  barrels  to  be  figured  on  as 
of  January  31,  1904:  113  barrels  @  12c= 
$13.56;  two-fifths  Cr.  to  January=$5.43,  and 
three-fifths  Cr.  to  February=$8.13. 

Ninety-four  barrels  delivered  on  Febru¬ 
ary  15,  1904;  leave  19  barrels  to  be  figured 
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The  Elliott  Addressinjg;  Machine 

Makes  2000  Addresses  Per  Hour 

and  Saves 


TIME;  when  Time  is  Impor¬ 
tant  and  so  pays  for  itself  in 
emergency  cases  alone. 

LABOR;  when  it  can  be  Em¬ 
ployed  to  Better  Advantage 
on  more  complicated  and 
technical  work. 

HELP;  doing  the  Work  of 
twenty  Clerks,  using  Pen  or 
Typewriter. 

MISTAKES;  operating  always 
with  Mechanical  Accuracy 
and  Exactness. 

EYE-STRAIN ;  Head-Aches, 
Nerve  Exhaustion:  with  a 
Clear  and  Legible  Printed 
Address. 

EXPENSE;  facilitating  the 
Care  and  Handling  of  Every 
Piece  Addressed. 


Special  Booklets  on  Office,  Factory  and  Mailing  List  Addressing — 

Fully  Illustrated. 


Cost  of  Stencil  Address — Less  Than  One-half  Cent 


Elliott  Addressing  Machine  Co. 

Henry  C.  Nickerson,  Pres. 

99  Purchase  Street  Boston,  Mass. 
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on  as  of  February  18,  the  expiration  of  the 
month :  19  barrels  @  12c=:$2.28.  As  the 
19  barrels  were  delivered  on  February  23, 
1904,  the  transaction  is  now  closed.  Care 
must  be  taken  not  to  overlook  these  clos¬ 
ing  transactions.  The  total  earned  storage 
is  found  and  entered  in  the  “Total  Earned 
Storage”  column. 

BILLING  GOODS  DELIVERED. 

Invoices  covering  the  delivery  of  goods 
on  storage  are  made  from  the  delivery  tick¬ 
ets.  The  invoices  are  in  duplicate,  consec¬ 
utively  numbered,  the  original  being  for¬ 
warded  to  the  party  storing  the  goods,  and 
the  duplicate  retained  in  the  office.  Either 
a  binder  or  a  bound  book  could  be  used  to 
advantage  for  preserving  the  duplicate  in¬ 
voices. 

The  invoice  numbers  must  be  entered  in 
the  storage  register,  so  as  to  insure  all  de¬ 
liveries  being  charged. 

Should  the  warehouse  operate  its  own 
teaming,  bills  for  such  charges  will  be  made 
on  forms  similar  to  the  above  except  that 
the  letter  T  will  precede  the  invoice  num¬ 
bers.  Notations  of  teaming  charges  will  be 
made  in  the  storage  register  as  shown. 
customers"  ledger. 

This  book  will  be  on  the  loose  leaf  plan. 
An  ordinary  ruling  showing  a  balance  col¬ 
umn  will  suffice.  The  account  numbers  will 
correspond  with  the  floor  spaces,  the  ledger 
being  subdivided  by  tabs  “A,”  “B,”  “C,”  etc., 
according  to  the  number  of  floors.  •  The 
headings  of  the  accounts  will  show  the 
name  and  address  of  the  party,  and  the 
warehouse  receipt  number. 

Postings  to  the  customers’  ledger  are 
made  from  the  storage  and  teaming  books, 
the  respective  totals  being  charged  to  the 
controlling  account  in  the  general  ledger, 
crediting  storage  account  and  teaming  ac¬ 
count  respectively. 

The  receipts  from  storage  and  teaming 
must  be  credited  to  the  respective  accounts, 
the  total  being  credited  to  the  controlling 
account  in  the  general  ledger.  The  individ¬ 
ual  items  will  be  posted  to  the  accounts  in 
the  customers’  ledger. 

On  completion  of  the  final  delivery,  the 
amount  of  storage  charged  to  the  customer 
is  compared  with  the  total  of  “earned  stor¬ 
age”  in  the  storage  register,  and  if  same 
agrees  the  party  making  the  comparison 
places  his  initial  in  the  column  “Audited 


by.”  Any  discrepancy  can  be  immediately 
found. 

At  the  end  of  the  month,  the  “earned 
storage”  is  calculated  as  previously  ex¬ 
plained,  and  a  journal  entry  made: 

Storage  Account 
To  Earned  Storage. 

CLOSING  THE  BOOKS. 

After  the  posting  of  the  items  outlined, 
as  well  as  the  sundry  expense  charges  have 
been  made,  the  books  are  ready  to  be  closed, 
and  the  profit  and  loss  statement  made  up. 
Very  little  time  is  required  to  close  the 
books  and  this  should  be  done  each  month. 

PROFIT  AND  LOSS  STATEMENT. 

■Charges. 

Warehouse  Expense — 

Labor. 

Cartage. 

Light  and  Water. 

Miscellaneous. 

General  Expense — 

Officers’  Salaries. 

Office  Salaries. 

Rent. 

Phone. 

Stationery  and  Printing. 

Advertising. 

Incidentals. 

Insurance. 

Net  Profit. 

Interest  on  borrowed  capital. 

Surplus  for  Aug.,  ’04. 

Surplus  as  on  Aug.  31,  ’04. 

Net  profit  brought  down. 

Surplus  for  Aug.  10,  ’04. 

Surplus  as  on  Aug.  1,  ’04. 

Every  book-keeper  is  familiar  with  the 
journal  entries  for  closing  the  books,  which 
in  this  case  are  very  simple.  The  insurance 
should  be  pro-rated  over  a  period  of  twelve 
months,  or  at  least,  each  month  should  bear 
its  share  of  the  amount. 

At  frequent  intervals  the  goods  in  stor¬ 
age  should  be  counted  as  on  a  certain  date, 
and  the  balances  compared  with  the 
amounts  in  the  storage  register.  This  would 
prevent  any  of  the  clerks  holding  up  the 
delivery  ticket  and  keeping  the  remittance 
of  a  customer.  The  entering  of  the  invoice 
numbers  in  the  storage  register  must  be  in¬ 
sisted  on  in  order  to  facilitate  the  auditing 
of  the  accounts. 


A  Pleasure  to  Recommend  It. 

“The  Credit  Man  and  His  Work’’  is  a  very 
valuable  work,  and  I  believe  it  should  be  in  the 
hands  of  all  business  men,  whether  officially  known 
as  credit  men  or  otherwise.  As  is  stated  in  the 
preface,  it  will  meet  some  opposition  because 
business  men  will  look  at  things  from  the  view¬ 
point  of  their  own  particular  business,  and  not 
on  the  broad  principles  of  credit,  as  so  tersely 
defined  in  the  book.  The  book  is  an  important 
one  on  the  subject,  its  principles  are  clearly 
enunciated,  it  contains  a  vast  amount  of  valua¬ 
ble  information,  and  I  shall  take  pleasure  in 
recommending  it  here  wherever  I  can. 

P.  O.  H.  Lenz, 


Credits. 

Storage — Earned. 
Teaming. 

Sale  of  Goods. 


# 
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Ct,  Mr.  Book-keep 
got  to  move  with  it — keep 
vance  with  the  others.  But 
going  to  get  the  big  positions 
a.  We  have  promised 
to  the  very  top  of  his  profession 
Keister's  Coriyoration  Accounting  and 
Ct.  “Keister’s”  is  a  work  that  deals 
ing  in  use  to-day.  It  is  not  a  compila 
all  other  American  works  are,  but  is 
tical  matter  in  the  entire  field  of  higher 
CL  To  the  man  with  a  fair  knowledge 
is  equal  to  so  many  dollars  increase  in 
thousand  copies  we  have  already  sold  — 


money  back  if  you  want  it” — hardly  a  single 
thing  in  this  splendid  record  worthy  of  your  inves. 
be  a  reason  why  every  man  is  earning  at  least 
fore  buying  “  Keister’s.” 

CL  We  might  talk  you  black  in  the  face  and  then 
it  is  “Keister’s”  that  has  lifted  the  other  fellows  up  and 
you  up,  but  if  you  had  a  copy  before  you,  you  would 

W/a  04VT  >*4  I  .t  X 


DO  YOU  WANT  TO 
EARN  MORE  MONEY? 

CL  If  you  are  not  satisfied  with  your  present  position 
and  salary  you  are  the  very  man  we  can  help.  You 
already  realize  there  is  something  better  in  store  for  you 
•~you  have  seen  and  heard  of  hundreds  of  progressive, 
want-to-get-there  fellow  book-keepers  around  you  that 
have  suddenly  “  found  a  luck  stone,”  “stepped  over  the 
other  fellows’  heads  into  one  of  the  best  positions  in  the  office,” 
or  have  made  their  bow  as  independent  Public  Accountants, 
while  you  have  wondered  how  they  did  it. 
er,  this  old  world  is  moving  around  every  day  and  you  have 
pace  with  every  new  idea  and  method— if  you  are  to  ad- 
why  not  do  more?  Somebody  is  going  to  be  at  the  top,  is 
and  large  salaries.  Why  not  you? 

increase  any  book-keeper’s  salary— to  eventually  lift  him 
if  he  will  study  a  little  as  we  give  him  opportunity  in 
A  uditing. 

with  the  most  valuable  and  essential  features  of  account- 
don  of  antiquated  business  college  ideas,  as  nearly 
filled  from  cover  to  cover  with  the  most  prac- 
accounting,  auditing  and  financiering. 

of  book-keeping  every  page  of  “Keister’s” 
his  pay  envelope.  Of  the  several 
every  one  on  an  unconditional  “your 
copy  has  been  returned.  There  is  some- 
tigation,  Mr.  Book-keeper.  There  must 
double  the  salary  he  received  be- 


,  not  be  able  to  convince  you  that 


it  is  “Keister’s 
see  for  yourself. 

to  us  we  will  re- 
’  t  earn  more 
say  so  and  your 
ation  on  the 
booklet 


CL  We  say  to  you  as  we  have  to  the  others;— if 
bills  with  your  name  and  address  in  an  envelope  and 
turn  you  “Keister’s”  by  the  next  post.  And  if  you 
money  than  you  are  now  getting,  by  its  help,  just  frankly 
money  is  back  on  your  word.  Or  if  you  want  more  inform 
book  and  its  contents  a  postal  request  will  bring  you  our  1 

DO  IT  TO-DAY!  NOW!! 

AND  THE  SOONER  YOUTL 
INCREASE  YOUR  SALARY 

The  Burrows  Brothers  Co. 

CLEVELAND,  OHIO 


^oxJR  ^ 

S/BS^clOP® 


Computing  Present  Values 

By  J.  watts  ROBINSON,  U.  S.  M.  A. 

Author  of  Robinsonian  Reference  Book  for  Accountants 


ERMIT  me  to  call  attention  to 
two  articles  on  the  above  sub¬ 
ject  which  appeared  in  The 
Business  Man^s  Magazine; 
the  first  on  page  520  of  the 
March  issue,  and  the  second  on  page 
754  of  the  September  issue — both  of  the 
current  year.  I  have  great  respect  for 
the  mathematical  and  financial  ability 
of  the  authors  of  both  of  these  arti¬ 
cles — but  I  have  to  differ  with  both  of  them 
in  some  of  their  methods  and  conclusions— 
and,  as  I  have,  for  the  last  27  years  been 
endeavoring,  in  my  simple  way,  to  instruct, 
and  render  less  laborious  the  labor  of  the 
accounting  fraternity,  I  will  here  point  out 
wherein  we  differ. 

In  the  first  article,  the  author  shows  two 
methods  of  finding  the  present  value  (I 
always  say  present  worth)  of  $1  payable 
at  the  end  of  each  month  for  200  months. 
By  the  first  method,  after  considerable  log¬ 
arithmic  figuring,  he  finds  this  present 
worth  to  be  $126.24,  which  is  correct,  being 
$126.2405 ;  but  he  says  it  is  incorrect.  Let 
us  see. 

The  present  worth  of  $1  at  the  end  of 
each  month  for  100  months  at  six  per  cent 
per  annum  payable  semi-annually,  accord¬ 
ing  to  my  Building  and  Loan  Interest 
Tables,  and  to  my  Bond  and  Investment 
Tables,  as  also  according  to  other  books  by 
reliable  authors,  is  $78.54264 — and,  accord¬ 
ing  to  rules  in  the  first  pages  of  both  of 
these  books  of  mine  (but  which  I  find  in 
no  other  books),  if  we  multiply  this 
amount  by  the  present  worth  of  a  single 
dollar  (.607287)  for  the  remaining  time 
(100  months  in  this  case),  and  add  this 
product  to  the  original  amount,  the  result 
will  be  the  present  worth  for  200  months. 
Thus:  A 

78.54264  X  .607287  -f  78.54264  =  126.2405, 
which  he  says  is  incorrect,  but  which  is 
the  true  present  worth,  without  a  doubt. 

Hence,  for  obvious  reasons,  the  result 
($127.60)  obtained  by  his  second  method, 
-  and  which  he  says  is  correct,  must  be  in¬ 
correct. 


In  his  practical  illustration,  of  a  house 
sold  for  $3,000,  on  the  instalment  plan,  pay¬ 
ing  $15  at  the  end  of  each  month,  for  200 
months,  at  the  same  rate  (six  per  cent  per 
annum),  he  finds,  by  his  first  method,  that 
the  monthly  payment  made,  including  prin¬ 
cipal  and  interest,  is  equivalent  to  $23.7642 
— resulting  from  dividing  $3,000  by  126.2405, 
the  present  worth  as  found  above.  Now 
23.7642  paid  200  times=$4,752.84,  the  cost 
of  the  house.  $3,000  of  this  is  principal 
and  $1,752.84  is  interest,  as  his  first  method 
says;  and  it  is  correct.  But  he  says  it  is 
incorrect. 

The  present  worth  ($127.60)  formed  by 
his  second  method,  and  on  which  the  calcu¬ 
lations  by  that  method  are  based,  with  the 
resulting  cost  of  the  house  as  $4,702,  are 
all  incorrect,  because  they  vary  from  the 
true  amounts  as  formed  above.  But  he 
says  they  are  correct. 

My  opinion  is,  that  the  errors  resulting 
from  the  use  of  this  second  method  are 
caused  by  his  rummaging  around  among 
formulas  and  logarithmic  tables,  instead  of 
using  ready-made  data  to  which  I  know  he 
had  access — and  I  think,  from  what  I  know 
of  the  author,  that  he  will  tell  you  so,  it 
you  ask  him— and  it  may  be  that  he  will 
tell  you  so,  whether  you  ask  him  or  not. 

Now  as  to  the  other  matter. 

A  $10,000,  five  per  cent  semi-annual  bond, 
due  in  exactly  three  months,  which  A  had 
bought  at  $10,049.02  just  three  months  pre¬ 
viously  as  a  two  per  cent  semi-annual  in¬ 
vestment.  What  should  be  paid  for  it  now, 
so  that  A  and  B  (the  buyer)  may  both  re¬ 
ceive  at  the  rate  of  two  per  cent  semi-an¬ 
nually  on  their  investments  ?  A  thought  he 
should  receive  $10,149.51  and  B  thought  he 
should  pay  only  $10,148.51.  B  was  right, 
and  A  wrong.  But  the.  author  says  that 
custom  gives  different  results.  Much  the 
worse  for  custom. 

Now  to  prove  my  results : 

We  know  that  the  present  worth  of  $1 
(of  either  principal  or  interest)  at  one  per 
cent  for  three  months  is  (as  shown  by 
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Wc  CAN  Furnish  you  with 
Salesmen  who  CAN 
sell  your  goods 


If  you  are  an  employer  of  Sales¬ 
men,  we  can  furnish  you  with  Good, 
Energetic,  Hustling  Men  thoroughly 
trained  in  MODERN  SALESMAN¬ 
SHIP  METHODS. 

OUR  LIST  OF  AVAILABLE 
SALESMEN  IS  FREE 

to  all  employers  of  Salesmen,  and 
every  man  on  our  list  can  furnish 
exceptionally  good  references. 

When  you  write  for  list,  kindly  state  terri¬ 
tory  you  intend  to  cover  and  we  will  promptly 
put  you  in  touch  with  the  best. 

THE  BRAUSTREET  SYSTEM 

ROCHESTER,  N.  Y. 


WISNER’S  ENVELOPE  SEALER 


2 


THE  SEALER 

ratented  October  10,  1905 


Place  envelope  shown  above. 
Push  forward  and  downward. 


7g 


Flap  comes  in  contact 
with  moistencr. 


Passes  over  and  is 
sealed. 


d  One  motion  moistens  and  seals  the  envelope. 

C.  Practical,  simple  and  effective.  ^ 

C.  It  seals  envelopes  as  fast  as  the  operator  can 
pick  them  up  and  only  one  hand  is  used  in  the 
operation. 

a  Made  of  best  spring  steel,  heavily  nickeled  and 
polished. 

C.  This  device  is  so  simple  that  a  boy  or  girl  can 
effectively  seal  2,000  or  more  envelopes  (any  size) 
per  hour.  Price  Complete  $2.00. 

wisive;r’s 

RAPID  ENVELOPE  SEALER  CO. 


906  Park  Row  Building 


NEW  YORK  CITY 


WHEN  YOU  ASK  FOR 


THE  IMPROVED 


BOSTON 
GARTER 

REFUSE  ALL 
SUBSTITUTES  AND 
INSIST  ON  HAVING 
THE  GENUINE 


The  Name  is 
stamped  on  every 
loop  — 


LIES  FLAT  TO  THE  LEG— NEVER 
PS,  TEARS  NOR  UNFASTENS 

Sample  pair.  Silk  50c.,  Cotton  25c. 
Mailed  on  receipt  of  price. 

GEO.  FROST  CO.,  Makers 
Boston,  Mass.,  U.S.A. 

ALWAYS  EASY 


OET  RID  OF 
BOOK-KEEFUSTG 
DRUDGERY 


MY  SYTSTTHETIC  ORIGINAt,  ENTRY 
SYSTEM  OF  ACCOUNTING  HAS  STOOD 
THE  TEST  OF  OVER  520  YEARS  IN 
LEADING  BUSINESS  HOUSES  OF  ALL 
THE  FRINCIFAL  CITIES,  TO  WHOM 
I  WILL  BE  GLAD  TO  REFER  YOU  ON 
REQUEST. 

WITH  IT  YOUR  TRIAL  BALANCE  IS 
A  MATTER  OF  ABOUT  520  MINUTES — 
AND  YOUR  INVENTORY  iS  “  CON¬ 
TINUOUS.” 

I  AM  A  MODERN  ACCOUNTANT  AND 
DEVISER  OF  LABOR-SAVING  OFFICE. 
METHODS,  COST  SYSTEMS,  ETC. 

IT  WILL  FAY  YOU  TO  WRITE  TO¬ 
DAY  FOR  MY  REASONABLE  TERMS 
AND  HIGH  REFERENCES.  I  MAKE 
NO  CHARGE  FOR  CONSULTATION. 


H.  EHILIR  IjA-NGWORTHY 

B14  WILDER  BUILDING 

ROCHESTER,  N.  Y. 
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either  of  my  books  named  above)  ,990099, 
and  not  .9905  (as  stated  by  an  accountant 
to  whom  A  and  B  agreed  to  refer  the  mat¬ 
ter)  nor  to  .99505,  which  he  immediately 
afterwards  uses  in  its  stead.  Hence,  the 
present  worth  of  the  bond  and  interest  at 
maturity,  amounting  to  $10,250,  is 

$10,250X.990099==$10,148.51,  as  B  con¬ 
tended,  and  not  $10,149.51  as  the  expert 
accountant  stated.  For  the  following 
reasons : 

The  interest  on  A’s  investment  is  not 
due  until  three  months  after  the  sale. 
Hence,  he  is  not,  at  time  of  sale,  entitled 
to  the  full  one  per  cent  interest  on  his  in¬ 
vestment;  but  to  the  present  worth  of  one 
per  cent  due  three  months  later;  and  that 
present  worth  we  have  seen  is  .990099  per 
cent.  Consequently,  if  10,049. 02X-990099-|- 
10,049.02,  $10,148.51  be  paid  by  B,  A  will 
get  exactly  what  is  due  him.  And  as  B’s 
investment  plus  one  per  cent  interest  there¬ 
on,  viz.,  10,148.51-f  101.49=10,250.00,  he  will 
get,  at  maturity,  exactly  what  will  be  due 
him. 

The  solution  of  this  problem  is  so  very 
simple,  if  you  go  about  it  rightly,  that  I 
am  almost  ashamed  to  discuss  it — for,  as 
will  be  seen  above,  all  that  we  have  to  do 
is  to  find  from  the  books,  what  the  present 
worth  of  $1  is  for  the  three  months  and 
multiply  what  the  bond  and  the  interest 
amounts  to  at  maturity  by  this  present 
worth,  and  you  have  what  should  be  paid 
for  the  bond.  You  need  not  go  any  farther 
— but  if  you  are  curious  to  know  whether 
A  is  receiving  his  due,  all  you  have  to  do 
is  to  multiply  what  he  paid  for  the  bond 
three  months  before  by  the  present  worth 
of  $1  for  three  months,  and  add  what  he 
paid  to  the  product,  and  if  it  does  not 
amount  to  what  he  receives  from  B,  then 
I  am — well,  a  gay  deceiver. 

If  we  use  .9905  in  our  calculations  as 
the  present  worth,  B  would  receive  at  ma¬ 
turity  four  cents  less  than  his  due,  and  if 
we  use  .99505,  he  would  receive  50  cents 
less  than  his  due. 

.95505  is  not  the  present  worth  of  $1  for 
three  months  at  one  per  cent.  It  is  very 
nearly  the  present  worth  of  $1  for  three 
months  at  one-half  per  cent,  which  is 
.995025.  But  that  hasn’t  anything  to  do 
with  the  case. 

Remark :  The  actual  value  of  the  above 
described  bond,  three  months  before  due, 
as  a  five  per  cent  investment,  interest  pay¬ 


able  semi-annually,  is  $10,123.45,  for  by 
adding  one  and  one-quarter  per  cent  for  the 
remaining  three  months  (equal  to  $126.54) 
we  have  $10,250,  what  is  due  at  maturity. 

The  custom,  as  I  am  told,  of  adding  ac¬ 
crued  interest  at  a  rate  proportional  to  the 
elapsed  time  is  erroneous — for,  if  we  did 
so,  we  would  have  interest  at  that  time 
equal  to  $125,  whereas  the  actual  interest 
earned  (as  indicated  by  remarks  in  above) 
is  really  $123.45,  a  difference  of  $1.55  in 
favor  of  the  seller. 

The  principle  enunciated  here  holds  true 
for  accrued  interest  for  any  other  elapsed 
time,  as  well — but,  unfortunately,  there  are 
no  tables  published  which  give  the  present 
worth  for  the  different  periods,  which  may 
elapse,  except  at  exceptional  rates  and  for 
exceptional  periods.  But,  fortunately,  the 
present  worth  of  the  interest  for  any  num¬ 
ber  of  days  may  be  easily  arrived  at  by 
dividing  the  face  value  of  the  bond  by  the 
sum  of  its  face  value  plus  the  interest  for 
the  elapsed  time.  Thus,  with  a  six  per 
cent  semi-annual  bond  ($1,000),  10  days’ 
elapsed  time,  interest  for  10  days  being 
$16.67 — the  actual  earned  interest  is  equal 
to  $l,000-f-$l,016.67=.9836  on  each  dollar. 
Hence,  $16.67X-9836=$16.39,  is  the  real 
earned  interest,  instead  of  $16.67,  as  cus¬ 
tomarily  taken.  I  do  not  see  why  the  buy¬ 
er,  who  is  generally  a  pretty  shrewd  (if 
not  exacting)  man  in  other  directions,  sub¬ 
mits  to  being  cheated  out  of  his  first  dues 
because  it  is  the  custom.  Change  the  cus¬ 
tom.  Fiat  justitia,  ruat  coelum,  or  words 
to  that  effect. 


Note:  The  article  published  in  our  No¬ 
vember  number  .entitled  “Life,  Death  and 
Common  Sense”  was  credited  to  Mr.  R. 
Wightman  as  President  of  the  Merchant's 
Life  Insurance  Club.  It  should  have  been 
credited  to  him  as  President  of  the  Life 
Insurance  Club  of  New  York. 


The  First  He  Reads. 

Your  book  is  A  No.  1  in  every  respect,  and  I 
take  great  pleasure  in  reading  it.  I  am  the  Sec¬ 
retary  and  Treasurer  of  the  Multiscope  &  Film 
Co.,  and  we  do  considerable  advertising  every 
month,  and  we  get  nearly  every  magazine  pub¬ 
lished,  and  as  far  as  the  writer  is  concerned,  am 
kept  pretty  well  supplied  with  literature.  Have 
been  receiving  a  copy  of  your  publication,  which 
is  one  of  the  first  every  month  that  I  read 
through,  as  I  think  your  magazine  is  indeed  a 
very  good  one.  t 

C.  E.  PARTEE,  Secy,  and  Treas. 

Multiscope  &  Film  Co.,  Burlington,  Wis. 
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Ideal  SIGHT  Restorer 


Is  Your  Sight  Failing  ? 


All  refractive  errors,  muscular  trouble  and  chronic 
diseases  ot  the  Eye  successfully  treated  by  scientific 
MASSAGE. 

^  ^  n»y  scvenfy-ninUi  year,  and  have  the  Sight  Restorer  and 
yourselves  to  thank  lor  renewed  eye-sight.”  (Testimonial  177) 

*  coidd  impress  every  one  afllicted  so  they  would  give 
the  Restorer  a  trial.”  (Testimonial  244)  ^ 

English,  German  or  Spanish  pamphlet  mailed  free.  Address 

THE  IDEAL  COMPANY,  Dept.  G.,  239  Broadway,  NEW  YORK 


The  World’s  Best  Inkstand 


THERE 


SPEEDY  TYPEWRITERS 

EARN  BIG  SALARIESI 


GET  SPEED! 

AND  THE 


A  Device  of  Beauty;  Utility  and  Convenience. 

Your  pen  always  at  hand,  raise  it  from  the  rack  th( 
well  is  open,  replace  it  and  it  is  closed. 

^Made  of  Cut  or  Pressed  Glass 

The  lid  and  rack  of  satin  finished  aluminum  wil 
never  corrode  and  never  can  become  loose  from  the 

well.  Cut  Glass,  -  -  $2.00  each 

Pressed  Glass,  -  i.oo  each 

Sent  prepaid  on  receipt  of  price.  Discounts  to  dealers 
Also  manufacturers  of  full  lines  of  Aluminum  Siens 
Souvenirs,  Novelties  and  Calendars. 

N.  J.  ALUMINUiM  CO.,  H.  M.  WILLIS,  Mgr. 
150  Nassau  Street,  -  .  NEW  YORK 


YOUR  SALARY 

is  limited  only  by  your  speed.  The  expert  operator 
earns  more  salary  than  you,  simply  because  he  writes 
faster.  If  you  want  to  earn  more,  study  the 
TULLOSS  TOUCH  SYSTEM 
and  get  speed.  Send  to-day  for  my  free  booklet  “250 
Words  per  Minute,”  and  learn  how  you  may  increase 
your  speed  40°^  to  80%;  how  you  may  learn  to  write 
without  looking  at  the  keys;  how  you  may  in  twelve 
weeks  become  an  expert  touch  writer.  The  booklet  is 
free,  and  it  will  tell  you  more  about  actual  practical 
fast  typewriting  than  any  instruction  book  you  ever 
saw.  Write  Tor  it  to-day. 

THE  TULLOSS  SCHOOL  OF  TOUCH  TYPEWRITING 

Dept.  0-114,  SPRINGFIELD,  OHIO 


ALBUMEN  CREAM 


FORMULA  SHALLMAR  HALL,  M.  D. 


IS  A  GREAT  TIME  SAVER 


FOR  THE 
MAN 


WHO  SHAVES 


1st.  IT  softens  the  beard  instantly  doing  away  with  rubbing. 

2nd.  IT  absolutely  prevents  all  irritation  of  the  skin  and  makes  shaving  a  delight. 

3rd.  IT  saves  or  restores  your  youthful  looks  by  keeping  the  skin  elastic,  firm  and  smooth. 

ALBUMEN  CREAM  is  pure  and  wholesome,  pntainingno  fat  or  grease,  but  like  our  blood  composed  of 
albumen,  natures  food  for  all  our  tissues.  Is  easily  absorbed,  therefore  ideal  and  magical  in  massage  eivine  the  com¬ 
plexion  an  extraordinary  fineness.  ^  ^  ® 

One  trial  will  convince  you  of  its  scientific  and  meritorious  qualities. 

Price  50c.  Trial  size  10c.  ALBUMEN  CREAM  CO.,  23  East  14th  Street,  New  York. 


The  Special  Defects  of  Our  Commercial 
Agencies’  Report  System 

By  W.  H.  CHAPIN 


YSTEM  is  necessary.  A  per¬ 
fect  system  is  desirable  but  al¬ 
most  an  impossibility.  We  are 
all  working  with  the  end  in 
view  of  attaining  a  perfect  sys¬ 
tem.  The  government  of  the  United  States 
perhaps  has  the  most  perfect  system  in  oper¬ 
ation  and  yet  that  is  filled  full  of  defects 
owing  to  the  fact  that  it  depends  upon  the 
human  agency  for  its  perfection,  and  hu¬ 
manity,  in  the  abstract,  is  a  long  ways 
from  being  perfect.  It  may  be  perfect  in 
many  respects  to  the  one  who  is  watching 
over  it  carefully,  and  yet  in  it  are  glaring 
faults  and  defects  which  the  maker  may  not 
see  or  discover,  but  which  are  very  notice¬ 
able  to  the  outsider.  This  is  certainly  true 
of  the  Commercial  Agency’s  Report  Sys¬ 
tem.  We  are  all  inclined  to  think  that  the 
agencies  recognize  the  fact  that  their  sys¬ 
tem  is  full  of  defects,  but  they  are  not  prone 
to  acknowledge  it.  It  is  barely  possible 
that  even  if  they  were  to  acknowledge  it, 
that  they  would  hesitate  about  remedying  it. 

The  gathering  of  information,  both 
prompt  and  authentic,  relating  to  a  mer¬ 
chant’s  financial  standing  is  a  most  dif¬ 
ficult  proposition.  The  theory  now  in  vogue 
is  correct ;  but  alas  for  the  frailty  of  man ! 
The  practical  demonstration  reveals  the 
theory  faulty  beyond  description  and  almost 
beyond  repair  or  improvement.  This  is  a 
most  peculiar  condition  and  yet  true.  The 
system  now  in  force  of  gathering  informa¬ 
tion,  is  familiar  to  all  credit  men,  i.  e.. 
semi-annual  tours  of  the  agencies’  traveling 
reporter,  or  at  the  most,  quarterly  trips ; 
the  appointing  of  local  reporters,  who  for 
a  small  fee  will  report  changes  in  the  finan¬ 
cial  standing  of  any  merchant  in  that  com¬ 
munity,  and  the  scanning  of  the  county 
records,  etc.  These  methods  should  bring 
accurate  results  and  reliable  information, 
but  do  they? 

The  traveling  reporters  are,  as  a  rule, 
men  of  experience,  well  trained  in  their 
line,  men  of  discretion  and  discernment, 
men  who  can  read  between  the  lines,  and 


men  who  seldom  make  mistakes.  Where 
a  territory  is  covered  by  such  a  man,  the 
reports  are  accurate  and  reliable  as  far  as 
the  semi-annual  or  quarterly  statements 
are  concerned,  but  reliable  information 
during  the  interim  is  dependent  upon  the 
fairness  of  the  local  reporter.  Here  lies 
the  great  weakness  of  the  system  and  the 
one  that  is  almost  impossible  to  overcome. 

If  a  new  report  is  asked  for,  and  the  re¬ 
quest  transmitted  to  the  local  reporter,  isn’t 
it  very  liable  to  contain  a  local  coloring? 
The  reporter  may  be  a  just  man  and  will 
give  the  information  to  the  best  of  his 
knowledge  and  belief,  just  exactly  as  he 
sees  it,  but  suppose  though  the  merchant  is 
a  good  friend  of  his,  would  not  the  informa¬ 
tion  be  placed  in  a  brighter  and  rosier  color? 
Would  he  not  be  liable  to  slide  over  some 
of  the  weaknesses,  and  excuse  some  of  the 
defects,  or  in  explaining  to  himself  some 
of  the  changes  in  his  methods,  leave  them 
out  altogether  in  his  report?  In  fact,  would 
he  not  be  very  apt  to  color  the  picture 
brighter  than  he  really  intended  to,  and 
all  without  knowing  it? 

Then,  on  the  other  hand,  suppose  the 
merchant  should  be  a  man  with  whom  our 
local  reporter  has  had  some  misunderstand¬ 
ing — and  this  is  more  apt  to  happen  than 
not,  in  towns  of  the  size  where  local  re¬ 
porters  are  apt  to  be  engaged.  Is  not  this 
fair  and  just  reporter,  unconsciously  mind 
you,  apt  to  report  the  conditions  just  a  lit¬ 
tle  darker  than  he  should;  misconstrue 
motives ;  draw  a  more  gloomy  conclusion ; 
enlarge  upon  a  possible  new  trait,  or  devel¬ 
opment  of  character ;  to  say,  if  he  is  doing  a 
large  business,  that  he  is  crediting  freely 
and  that  it  would  be  well  for  creditors  to 
watch  the  account  closely? 

Such  comments  are  apt  to  creep  in,  not 
because  the  reporter  meant  to  do  the  mer¬ 
chant  any  harm  or  injustice,  but  because 
he  really  believes  what  he  states.  One  little 
sentence  at  the  end  of  a  report  will,  to  the 
careful,  discerning  credit  man,  change  its 
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This  is  the  Cut- 


TRIAL  FOR 
10  DAYS 


We  want  to  send  you,  Mr.  Business  Man,  one  of  these  on 
lOdavs^^^trial^  PREPAID.  You  know  that  three-fourths 
ol  tne  mistakes  in  bookkeeping  are  due  to  poor 
writing,  due  to  dull  pencils.  The  Climax  wil 
sharpen  inst^ntl^  any  kind  of  a  pencil  . 

without  waste  ol  time  or  pencil.  You 


The  CLIMAX  PENCIL  SHARPENER 


will  appreciate  the  Cliniax  when 
you  have  used  it  10  days,  so 
let  us  send  it  and  it  is  our 
Aineral  if  you  fire  it  ^ 


this  cut- 


back  at  our  ex 


Olcoit  Mfg.  Co.,  Suite  619 

115  Dearborn  St,,  Chicago,  Illinois 


pense. 


but 


ter  that 
makes  it  safe  to  send 
the  Climax  on  trial.  One 
of  the  practical  features  of  the 
Climax  is  that  when  the  cutter  be¬ 
comes  dull,  you  simply  sharpen  it.  You 
can  not  sharpen  the  cutters  of  other  machines 
have  to  buy  new  ones.  Isn’t  it  better  to  sharpen 


a  good  cutter  once  in  a  long  while  than  to  buy  new  cut¬ 
ters  many  times  in  a  short  while? 


This  is  the  Cutter 

that  does  the  business 


Price  $5.00  Prepaid 


in  U.  S. 
or  Canada 


F or  E 


very 


Busy  ^*1 


an 


READY  MONEY  EOR  60c. 

in  Postage  or  Money 
Order  we  will  send  you 
one  of  our  Dark 
Maroort,  i'cali  finished 
kip)  smoothest  leather 
Combinatiorv  Coin 
and  Currency' 

Cases  made.  Bill  Si/E  oi>k,n  9)4  .xy 

Fold  and  Coin  Purse,  two  in  one.  Retails  for  $t.oo. 

HIP  POCKET  BILL  FOLD 
and  CARD  CASE 

mai)e  of  Sea!  Grain  Cowhide;  four  pockets  for 
Cards,  Ticket.?,  etc.;  one  for  Bills.  Retails 
for  $1.00.  Sent  for  6oc.  in  2c.  stamps. 


[The  Cadillac  Desk-Table] 

Saves  Time,  Space,  Money 


A  handsome  office  table  turned  into  a  sub¬ 
stantial  desk  by  just  pulling  out  a  drawer. 
When  desk  is  not  in  use,  it’s  out  of  the 
way.  In  many  patterns,  for  office,  library, 
hotel— wherever  room-saving  is  desirable. 
Ask  your  dealer  or  write  us  for  catalogue. 

Cadillac  Cabinet  Company 

Detrol't.  Michigan 


SIZE  CLOSED  4x4 


CARD  CASES 

(size  closed  4  bix^  %  in.) 
made  of  Black  Seal 
Grain  Cowhide  with 
English  Calf  lining: 
four  pockets,  one  gusset  vocket  bill  .^nd  card  case — open 

pocket.  Retails  for  $1.35,  for  60c.  Your  money  refunded  if  not  satisfied. 

Your  name  in  one  line  with  gold  leaf  on  either  of  the  above  tsc 
extra,  two  lines  25c.  extra. 

Special  offer.  .‘Ml  three  of  the  above  with  the  same  or  different 
names  on  them  for  S2.00.  This  offer  open  to  everybody  to  advertise 
our  business  and  goods, 

order  catalogue  .sent  upon  request  showing  many  articles  not 
sold  elsewhere. 

F.  L.  SHAFER  CO. 

161  Market  St.  Chicago.  U.  S.  A. 
WE  MAKE  HIGH  GRADE  SPECIALTIES  ADVERTISER 

.u  postage  will  bring  out  Catalogue  of  Specialties,  illustrated 

with  half-tone  cuts  direct  from  the  goods. 


Self=Proving  Addition 

The  Mechanical  Accountant  is  the  only  comput¬ 
ing  machine  made  that  has  two  sets  of  dials. 

The  upper  set  automatically  registers  each  item 
as  it  is  used,  thereby  insuring  accuracy  and 
eliminating  a  second  addition  or  checking  to 
prove  the  correctness  of  the  work.  Let  us  place 
one  of  these  machines  with  you  on  30  days’  trial. 

WRITE  FOR  CIRCULAR  “Z>” 

Mechanical  Accountant  Co.,  12=18  Warren  St.,  Providence,  R.  I. 
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whole  complexion.  This  local  reporter  will 
undoubtedly  give  his  reports  as  he  sees 
things,  but  are  they  not  apt  to  be  colored 
as  just  stated,  either  too  bright  or  too 
dark? 

The  experienced  traveler  will  correct 
certain  misstatements  or  change  the  com¬ 
plexion  of  the  report  at  his  next  periodical 
visit,  but  by  that  time  the  other  informa¬ 
tion  has  gone  out  and  the  damage  has  been 
done.  The  wrong  impression  has  gone 
out  and  this  dealer  may  have  been  injured 
to  an  unlimited  extent,  fpr  a  bad  impres¬ 
sion  once  created  is  difficult  to  overcome, 
while  on  the  other  hand,  if  a  man’s  affairs 
are  colored  too  highly,  certain  houses  may 
have  extended  a  longer  line  of  credit  than 
the  merchant  was  entitled  to.  It  is  just 
as  apt  to  work  to  the  detriment  of  the  one 
side  as  the  other. 

Very  often  travelers  are  employed  by  the 
mercantile  agencies  who  are  young  men, 
perhaps  bright  enough,  but  lacking  in  busi¬ 
ness  discretion  and  experience.  Very  often 
travelers  are  cheap  men,  who  have  been 
failures  in  every  line  of  business  they  have 
undertaken,  yet  are  sent  out  to  report 
upon  the  financial  responsibility  of  a  whole 
community.  On  his  judgment  is  risked 
thousands  and  thousands  of  dollars,  yet  he 
is  often  a  man  whom  no  reputable  business 
house  would  think  of  employing  as  even 
an  assistant  credit  man. 

As  an  illustrafion  of  this  the  following 
is  a  true  incident.  A.  young  man  had  been 
in  the  employ  of  one  of  the  largest  agencies 
as  a  traveler  from  one  of  their  numerous 
branches.  For  some  reason  he  left  or  was 
discharged,  and  not  being  successful  in  se¬ 
curing  employment  in  that  city,  he  drifted 
to  another.  His  first  application  for  a 
position,  was  at  one  of  the  mercantile 
agencies.  In  his  conversation  with  the 
manager  he  mentioned  that  he  had  been 

in  the  employ  of . agency,  in . 

town,  and  had  traveled  for  them.  Mr. 
Manager  was  immediately  interested  and 
asked,  “Mr.  Traveler,  how  much  salary 
would  you  expect  if  you  were  to  work  for 
us?”  The  reply  was  somewhat  startling,  to 
say  the  least:  “Well,  I  do  not  consider 
myself  a  cheap  man  at  all,  but  I  think  I 
ought  to  be  worth  at  least  $40  per  month.” 

Think  of  a  man  of  that  caliber  passing 
on  the  financial  standing  of  the  people  to 
whom  we  are  extending  credit. 


Fortunately  the  greater  majority  of 
business  men  are  honest,  and  dp  not  buy 
more  than  they  can  use  or  pay  for.  It 
is  the  small  minority  that  keeps  the  credit 
man  busy  and  requires  his  untiring  energy 
to  find  and  treat  with  the  dishonest  or  in¬ 
competent  ones. 

John  Smith  may  be  an  honest  man  with 
a  credit  of  $1,000  extended  to .  him,  but 
double  that  amount  and  John  might  develop 
traits  of  dishonesty.  In  other  words,  temp¬ 
tation  might  cause  his  downfall  in  the 
shape  of  dishonest  failure.  That  is  the 
reason  why  special  reports  should  be  abso¬ 
lutely  accurate,  and  not  based  on  local  col¬ 
oring. 

There  is  hardly  a  jobbing  or  manufac¬ 
turing  establishment  of  any  size  but  are 
subscribers  for  every  agency  reporting  the 
country  in  which  the  establishment  oper¬ 
ates.  Their  object  is  to  draw  information 
from  every  available  source,  and  after 
thoroughly  digesting  the  information,  the 
credit  man  draws  his  own  conclusions  and 
passes  upon  the  risk. 

If  the  service  of  any  mercantile  agency 
were  perfectly  satisfactory,  and  could  dis¬ 
seminate  absolutely  authentic  and  reliable 
information  at  all  times,  or  in  other  words, 
were  perfect  in  the  line  that  it  undertakes, 
it  would  naturally  follow  that  there  would 
be  only  one  agency  of  its  kind  in  the  field, 
and  the  mercantile  establishments,  instead 
of  dividing  its  subscribtions  among  three 
or  more  agencies,  would  gladly  turn  it  all 
into  the  treasury  of  the  perfect  one. 

How  could  this  be  brought  about?  It 
is  a  problem  not  so  hard  but  that  it  can 
be  solved,  but  to  solve  it  would  require  a 
change  in  the  system  of  the  agencies.  In 
the  first  place,  more  reliable  men  would 
have  to  be  placed  in  the  field  to  do  the  re¬ 
porting.  Men  to  whom  the  agencies  can 
offer  inducements  for  making  this  their 
life  work;  men  of  ability,  who  having  en¬ 
tered  the  service  by  chance  will  not  leave 
in  a  few  years  for  other  pursuits  that  are 
offering  greater  inducements  and  opportu¬ 
nities.  To  retain  good  men  a  concern 
must  pay  good  salaries,  as  well  as  offer 
propects  for  the  future.  Without  this  the 
force  will  .be  a  shifting  one  and  the  ser¬ 
vice  indifferent. 

After  securing  the  good,  reliable  men, 
then  the  next  move  would  be  to  cover  the 
territory  oftener  than  the  present — at  least 
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TO  PROVE 


that  Daus’  “Tip-Top”  Dupli- 
cator  is  the  best,  simplest  and 
cheapest  device  for  making 

100  Copies  from  Pen-written  and 
50  Copies  from  Type-written  Original 

We  are  willing  to  send  a  complete  Duplicator  without 
deposit,  on  10  days’  trial,  if  you  mention  The  Business 
Mans  Magazine.  No  mechanism  to  get  out  of  order,  no 
washing,  no  press,  no  printer’s  ink.  The  product  of  23  years’ 
expenencein  Duplicators.  Price  for  complete  apparatus,  cap 
size,  (prints  8K  in.  by  13  in.)  S;7.S0,  subject  CC  HO 
to  the  trade  discount  of  33 per  cent.,  or  •PO.l/U  Cl 


FELIX  A.  C.  DAUS  DUPLICATOR  CO.,  Daus  Building,  111  John  Street,  NEW  YORK 


PE.N  MIGHTIER 
THAN  SWORD 

If  you  have  any  literary  taste,  cultivate  it,  make  it 
pay.  BeanEditor,  Critic,  Reporter,  Author.  Write 
what  you  think,  feel  and  see— turn  it  into  money. 
We  teach 


Journalism  At  Home 

Not  newspaper  work  only  ;  we  give  general 
instruction  in  literary  composition— word 
study,  reviewing,  reporting,  space 
writing,  story  writing,  proof  read¬ 
ing,  etc.  We  give  individual  in¬ 
struction.  Write  for  catalog. 

Sprague  Correspondence  Seliool 
of  Journalism, ^^200  Maje.stic 


BE  YOUR  OWN  BOSS! 

Many  Make  $2,000  a  Year.  You  have  the  same 
chance.  Start  a  Mail  Order  Business  at  home. 
We  tell  you  how.  Money  coming  in  daily.  Enor¬ 
mous  profits.  Everything  furnished.  Write  at 
once  for  our  “Starter”  and  FREE  particulars. 

B.  K.  KRUEGER  CO.,  155  Washington  St.,  Chicago,  III. 


overnment  Positions 

50,830  Appointments 

year.  Excellent  opportunities  for  young  people.  Each 
year  we  Instruct  by  mail  hundreds  of  persons  who  pass  these  ex¬ 
aminations  and  receive  appointments  to  life  positions  at  $8A0  to 

J1200  a  year.  If  you  desire  a  position  of  this  kind,  write  for  our 
:ivil  Service  Announcement  containing  dates,  salaries  paid,  places 
for  holding  examinations  and  questions  recently  used  by  the  Civil 
Service  Commission.  COLUMBIAN  CORRESPONDENCE 
COLLEGE,  223-26  P«.  Avenue,  S.  E.,  Washington^  Do  Co 


YOU  CAN  DOUBL^rOURJNCOM^RINTINQ  AT  HOME 

Many  are  making  more  out  of  their  evenings  than  their  days.  There’s  a  big 
market  for  small  pieces  of  printing — and  big  money  in  it  for  the  printer.  No 
experience  required.  We  teach  you  how  to  print  letter-heads,  cost  tickets, 
card  systems,  weeklies,  etc.,  on  the  Model  Press,  then  criticize  your  work 
tree.  Eetters  like_  the  following  prove  that  men  are  making  big  money, 
without  capital,  printing  at  home  with  a  Model  Press. 

“The  Model  Press  is  the  very  best  investment  ever  made.  I  make  more 
some  weeks  after  supper  with  it,  than  at  my  regular  occupation.” 

OTHNIEL  G.  STACKHOUSE,  Camden.  N.  J. 

The  leader  for  30  years.  Simple,  durable.  Pennsylvania  Railroad 
uses  6.  Your  office  boy  or  clerk  can  do  your  office  printing  with  a  Model  Press. 

“Our  books  show  that  we  have  done  $6,700.00  worth  of  printing  on  our 
Model  Press,  and  have  paid  out  for  actual  repairs  less  than  $5.00.” 

BRAZLETON  &  PUTNEY,  Fairmont,  Neb. 

You  can  do  nothing  better  for  children  than  give  them  a  Model  Press.  They  can  make  money, 
leam  business  and  find  more  pleasure  at  home  than  in  the  street. 

“Three  hours  after  the  arrival  of  the  Model  Press  my  ll-year-old  boy  had  printed  500  postal  cards  as 
neatly  as  anyone  could  do  it.  The  press  work  occupied  50  minutes.  O.  A.  HOUGHTON,  Elmira,  N.Y. 

Cost  from  $5.00  up.  Soon  pays  for  itself.  Send  to-day  for  booklet  “How  to  Make  Money  Printing 
at  Home.  ”  MODEL  PRINTING  PRESS  CO..  1  02  N.  1  0th  St.,  Philadelphia,  Pa. 


The  New  Bottom  Reyal  Pair 

Your  attention  is  respectfully  called  to  the  NEW  ROYAL 
as  shown  herewith.  It  has  all  the  latest  improvements, 
including  the  tight-fitting  collars.  The  bottom  part  of 
reservoir  is  three  times  the  weight  ofthe  top  part  of  the  ink- 
stand,  making  it  next  to  impossible  for  the  inkstand  to 
upset. 

INKSTAND  TROUBLES 


C.  H.  NUMAN,  Sole  Manufacturer, 


104  Fulton  Street,  New  York 


One  for  Black  Ink 


It  is  well  known  that  in  ordinary  inkwells  the  loss  by 
evaporation  is  very  great.  It  is  also  known  that  evapora¬ 
tion  causes  inks  to  thicken  and  become  full  of  sediment. 
Such  inks  will  rapidly  incrust  a  pen  and  end  its  useful¬ 
ness.  It  was  to  avoid  these  troubles  that  the  Royal  Ink- 
stand  was  designed.  Requires  refilling  and  recleaning 
only  twice  a  year.  The  Triple  Bottom  Royal  Pair  con¬ 
sists  of  one  Inkwell  for  black  ink  and  one  for  red,  size  3 
Inches  in  diameter  sent  to  any  address  for  $1.00;  single 
Inkstand  60  cents  prepaid.  Two-cent  stamps  preferred. 


One  for  Red  Ink 
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every  60  days.  Grocery  houses  and  kin¬ 
dred  lines  cover  their  territory  every  two 
weeks.  The  houses  find  that  it  pays.  Why 
not  a  mecantile  agency?  It  is  my  opinion 
that  the  quality  of  the  information  so  fur¬ 
nished  would  soon  demonstrate  its  value, 
and  demonstrate  to  the  agency,  itself,  the 
wisdom  of  such  a  move.  There  is  nothing 
gained  in  covering  the  territory  often  if  it 
is  not  well  covered.  Discard  the  cheap 
men.  Have  no  men  reporting  who  are 
not  thoroughly  reliable  in  every  respect. 
Of  course  the  cost  will  be  greater,  but  the 
information  would  be  more  than  worth  the 
extra  subscription  price. 

Another  defect  is  the  difficulty  and  de¬ 
lays  in  securing  reports  on  customers  in 
a  territory  tributary  to  another  office.  For 
instance,  a  jobber  is  working  the  trade  in 
a  territory  that  is  debatable  ground,  or 
ordinarily  tributary  to  some  other  jobbing 
center;  he  asks  for  a  report  on  some  cus¬ 
tomer  in  that  territory  from  his  mercantile 
agency,  and  is  furnished  with  the  file  report 
which  is  perhaps  a  year  or  more  old,  with 
the  pleasing  intelligence  that :  “Additional 
information  will  be  sent  later.”  As  it  is 
impossible  to  wait  for  the  latter  informa¬ 
tion,  which  has  been  learned  by  sad  experi¬ 
ence  means  about  ten  days  or  two  weeks, 
the  order  is  either  filled  or  declined  on  the 
old  information,  while  the  additonal  infor¬ 
mation  might  have  changed  conditions  en¬ 
tirely,  as  well  as  the  opinion  of  the  credit 
man. 

The  additional  information  is  secured  in 
the  following  manner :  The  branch  office 
writes  to  another  branch  office,  and  this  of¬ 
fice  in  turn  writes  to  its  correspondent,  for 
a  special  report.  The  special  report  comes 
back  to  the  original  applicant  in  this  same 
roundabout  manner,  arriving  in  plenty  of 
time  to  supply  the  credit  man  with  a  large 
quantity  of  uneasiness,  but  otherwise  doing 
him  no  good. 

This  could  be  obviated  by  each  branch 
having  the  privilege  of  communicating  di¬ 
rect  with  the  agency’s  local  reporter.  Bet¬ 
ter  and  quicker  results  could  be  obtained  in 
this  way.  A  free  use  of  the  wire  would 
bring  results.  An  example  of  the  above 
slow-coach  system  came  to  my  notice  re¬ 
cently.  A  report  was  wanted,  one  Satur¬ 
day,  on  a  prospective  customer  located  in 
a  town  about  36  hours’  traveling  distance. 
An  application  for  a  report  revealed  the 
pleasing  information  that  the  local  office 


had  no  report  on  file.  They  were  request¬ 
ed  to  wire  at  the  firm’s  expense  for  a  re¬ 
port,  to  be  forwarded  by  mail  immediately. 
Ordinarily  this  should  have  reached  the 
subscriber  for  business  on  Monday  morn¬ 
ing,  when  at  the  latest,  it  would  be  neces¬ 
sary  to  pass  on  the  credit.  On  Monday 
the  report  had  not  yet  appeared,  but  tak¬ 
ing  the  rating  book  as  a  guide,  which  gave 
the  firm  a  high  rating,  the  goods  were 
shipped.  The  report  came  straggling  along 
something  like  a  week  later  showing  the 
firm  to  be  absolutely  worthless  and  an  un¬ 
usually  poor  credit  risk.  So  much  for 
round-about  reporting.  This  is  not  a  fanci¬ 
ful  picture  but  an  actual  occurrence. 

These  defects,  of  course,  would  be  obvi¬ 
ated  by  the  frequent  calls  of  the  traveler. 
The  branch  office,  through  which  he  re¬ 
ports,  should  have  on  file  constantly  the 
latest  up-to-date  reports  possible  and 
should  be  prompt  in  forwarding  informa¬ 
tion  to  other  branches  when  requested. 
Another  great  defect  is  the  lack  of  ex¬ 
change  of  trade  information.  The  credit 
men  have  seen  the  necessity  of  this  ex¬ 
change  of  trade  information  and  have  been 
working  on  it  for  a  number  of  years,  with¬ 
out  the  co-operation  of  the  mercantile 
agencies.  I  fully  believe  that  if  every  large 
mercantile  agency  would  undertake  this 
system  and  perfect  it  as  it  should  be  done, 
they  would  reap  handsome  rewa.rds  in  the 
shape  of  increased  business.  I  do  not 
think  this  is  an  impossible  thing  to  accom¬ 
plish  and  really  believe  if  it  were  under¬ 
taken  it  could  be  carried  through  with  great 
success.  We  are  told  that  the  mercantile 
houses  would  not  give  out  the  informa¬ 
tion,  but  I  believe  if  the  agencies  announc¬ 
ed  that  they  were  going  to  establish  a 
branch  of  this  sort  in  connection  with  their 
regular  reporting  system  that  there  is  not 
a  mercantile  house  in  the  country  but  what 
would  give  all  the  information  desired. 

Some  few  years  ago  a  company  was  or¬ 
ganized  and  commenced  operation  with  the 
idea  of  establishing  a  credit  clearing  house 
for  the  entire  United  States.  This  was 
found  to  be  very  cumbersome  and  bulky, 
and  another  thing,  it  was  necessary  to  put 
,into  operation  a  new  system  of  machinery 
and  a  new  corps  of  officers,  and  of  course 
that  meant  an  unlimited  amount  of  money. 
As  a  result  the  venture  was  not  a  success. 
The  big  agencies  have  all  the  machinery 
at  their  disposal  and  with  very  little  addi- 
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A  Columbia  Envelope  Moistener 


FREE 


FOR  TEN 
DAYS^  TRIAL 


To  Prove 


It  is  the  best  EInvelope  Moistener  on  the 
Market  We  Stake  our  Reputation  Here 

No  parts  to  take  off  or  adjust.  A  child  can  operate  it.  It  can  be  used 
as  a  finger  sponge.  It  does  not  take  off  the  gum.  It  is  useful  in  any 
office. 


Unrestricted  investigation  solicited. 

This  sanitary,  efficient  an  durable  device  puts  just  enough 
moisture  evenly  on  the  gummed  surface  to  make  it  stick  securely. 


ROZELLE  MFG.  CO.  LIBERTY  ST.  NEW  YORK 


AGENTS  WANTED 


THE  DETROIT  COIN  WRAPP.ER 


WBEKUY  BY  MAIL,. 

Hen’!  flne  elothlng  made  to  order  after  the  latest 
New  York  deslps  ON  CREDIT  BY  MAIL. 

We  will  trust  any  honest  man.  We  guarantee  a 
perfect  fit.  Send  for  samples  and  book  of  latest 
New  York  fashions,  FREE. 

EXCHANGE  CLOTHING  COMPANY 
Importers  and  Merchant  Tailors.  Estab.  1885 
2S8  Broadway,  New  York  City 


MY  BOOK 

Iff 


“How  to  Remember” 

Sent  Free  to  Readers  of  this  Publication. 


Stop  Forgetting 


THE 
KEY  TO' 
SUCCESS 


You  are  no  greater  intellectually  than 
your  memory.  My  course  simple,  inexpensive. 
Increases  business  capacity,  social  standing,  gives 
an  alert,  ready  memory  for  names,  faces  and  business  details.  Develops  will, 
conversation,  speaking,  etc.  My  booklet  “How  to  Remember,”  sent  Free. 
DICKSON  SCHOOL  OF  MEMORY,  760  Kimball  Hall,  CHICAGO. 


Your  Legs  Straight? 

Our  Pneumatic  or  Cushion  Rubber 
Forms,  attached  to  the  legs  easily  and 
quickly  as  a  garter,  fill  the  hollows  and 
make  a  leg  of  perfect  shape.  Cannot 
be  detected;  easy  as  any  garment,  im¬ 
part  a  style,  grace  and  comfort  impos¬ 
sible  otherwise.  Two  years  introduced 
and  worn  in  every  country.  Our  testi¬ 
monials  and  references  will  convince 
you.  Write  for  beautiful  photo-illus¬ 
trated  book  mailed  sealed  free. 

THE  ALISON  CO.,  Dept,  q.,  Buffalo, N.Y. 


Millions  are  used  annually  by 
large  handlers  of  coin,  such 
as  Banks,  Trust  Companies, 
Railroads  and  Street  Railway 
Companies,  etc.  Made  to 
hold  all  silver  coins,  nickels, 
pennies,  etc.,  in  amounts 
from  25  cents  up  to  $20.00 
Samples,  price  list  and  des¬ 
criptive  circular  free.  Write 
the  Detroit  Coin  Wrapper  Co., 
18  John  R  St.,  Detroit,  Mich. 


OVERNMENT  POSITIONS 

More  than  80,000  appointments  made  last 
year.  Splendid  chances  now.  Post  Office  Clerk 
and  Carrier  and  other  examinations  soon  in 
every  State.  Thousands  we  prepared  have 
,been  appointed.  EstabUshed  1893.  Work  con¬ 
fidential.  No  political  influence  needed.  Full 
particulars /ree  concerning  positions,  salaries, 
sample  questions,  etc. 

NATIONAL  CORRESPONDENCE 
INSTITUTE,  41-70  Second  Nat’I 
Bank  Bldg.,  WASHINGTON,  D.  C. 


XMAS 
TREE 
LIGHTS 
WITH 
BATTERY 
S3  UP. 


WE  ARE  SELLING 


Toy  Electric  Railways,  • 

Passenger  and  Freight  Trains, 
Electric  Kooks,  ... 

Necktie  and  Cap  Lights, 

Battery  Table  Lamps, 

Carriage  and  Bicycle  Lights, 
Lanterns  and  Pocket  Lights, 

Battery  Motors  and  Fans, 

Electric  Door  Bells,  complete, 
Telephones,  complete, 

Telegraph  Outfits,  complete, 

$8.00  Medical  Batteries, 

$12.00  Electric  Belt  and  Suspensory, 
Dynamos  and  Motors, 

Gas  and  Gasoline  Engines, 

fVe  undersell  all.  Catalog  free. 


$.<{  to 
6  to 
lOc  to 
75e  to 
3  to 
3  to 
75e  to 
1  to 
75e  to 
2.50  and 
1.75  to 


$60.00 
60.00 
6.00 
6.00 
10.00 
6.00 
8.00 
12.00 
1.60 

6.96 
2.60 

3.96 
2.60 

1  to  1000.00 
3  to  1400.00 

JVant  agents. 


OHIO  ELECTRIC  WORKS,  Cleveland.  Ohio 


HOW  TO  MAKE  MONEY 
WITHOUT  CAPIIAI/ 

Our  course  of  Correspondence  Instruction  in  the  Real 
Estate  Business,  teaches  you  how  to  launch  into  a  suc¬ 
cessful  brokerage  business  without  capital.  The  study  of  our  lessons  need  not  interfere  with  your  present  work.  Fortunes 
have  been  made  in  real  estate  by  others.  Why  not  by  you?  1  It  makes  no  difference  where  you  are,  our  instruction  is 
suited  to  your  field.  The  lessons  are  specially  prepared  by  leading  Real  Estate  Experts.  Every  phase  of  the  subject  is 
thoroughly  covered.  A  few  months  study  of  our  course  will  give  you  a  better  practical  knowledge  of  the  business  than 
could  be  gained  in  two  years  in  a  real  estate  office.  This  dignified  and  profitable  profession  is  adapted  for  women  as  well 
as  men.  Write  to-day  for  our  booklet  “K.”  Mailed  free.  It  will  tell  you  all  about  the  real  estate  business. 


UNITED  STATES 


REAL  ESTATE  CORRESPONDENCE  INSTITUTE 

200  Broadway,  New  York,  N.  Y. 
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tional  expense,  comparatively,  could  put 
this  system  into  operation  with  a  result  that 
would  be  beyond  their  very  highest  expec¬ 
tations. 

Here  in  Portland,  Oregon,  we  have  a 
credit  clearing  house.  This  institution  is 
entirely  co-operative  and  is  maintained  by 
its  members.  Through  this  agency  we  se¬ 
cure  information  that  is  worth  as  much,  or 
more,  to  the  credit  man  than  the  reports 
of  the  big  agencies.  We  ask  a  report  of 
John  Jones,  of  Centerville,  Ore.,  today. 
This  is  listed  with  other  inquiries  on  .a 
special  sheet.  Then  one  of  these  is  left  with 
each  subscriber  in  the  afternoon.  The  next 
morning  at  nine  these  inquiries  are  gathered 
up,  the  information  totaled  and  published  to 
the  subscribers.  These  reports  are  delivered 
in  the  afternoon  with  another  list  of  in¬ 
quiries.  It  can  be  readily  seen  what  knowl¬ 
edge  is  gained.  We  know  how  much  the  cus¬ 
tomer  owes  the  subscribers  in  Portland  and 
how  he  pays  them.  We  also  know  that  this 
is  a  good  index  as  to  what  he  is  doing  else¬ 
where,  both  in  point  of  purchases  and  pay¬ 
ment.  This  information  is  thoroughly  re¬ 
liable  at  all  times. 

The  secretary  of  the  clearing  house  has 
at  various  times  found  that  certain  sub¬ 
scribers  had  withheld  information — had  not 
given  it  exactly  as  their  books  showed. 
They  were  warned  that  a  repetition  would 
mean  a  forfeiture  of  their  membership. 
The  repetition  never  occurred. 


Here  is  an  example  of  the  value  of  this 
reporting.  We  called  for  a  report  on  a  cus¬ 
tomer  up  in  the  country  from  both  the 
clearing  house  and  the  agency.  The 
agency’s  report  came  in  promptly,  showing 
the  customer  to  be  well-to-do,  plenty  of 
everything,  and  a  good,  big  surplus.  The 
clearing  house  showed  him  owing  in  Port¬ 
land  several  thousand  dollars  and  nearly 
all  past  due.  “Habit  of  Pay”  showed  up 
with  two  new  accounts,  one  fair,  five  sloW; 
twelve  very  slow,  three  C.  O.-  D.  It  is 
needless  to  say  we  did  not  ship. 

The  agency  report  was  correct  at  the 
time  taken,  but  a  drouth,  bottom  out  of  the 
wool  market,  and  a  few  things  like  that 
put  the  up-country  customer  to  the  limit 
of  his  credit.  He  afterwards  settled  with 
his  creditors  and  is  now  doing  business. 
This  was  the  result  of  the  agency’s  reporter 
not  being  in  close  touch  with  the  commu¬ 
nity  and  in  not  reporting  it  as  often  as  he 
should,  and  the  jobbing  houses  urging 
goods  on  this  man  when  they  should  have 
been  holding  him  down  and  collecting. 

I  have  attempted  to  point  out  some  of 
the  most  glaring  of  the  agency’s  defects. 
Whether  I  have  succeeded  or  not  my  read¬ 
ers  can  tell.  Whether  my  suggestions  as 
to  the  remedies  will  bear  any  fruit,  is  a 
question.  In  these  days  of  trusts  and  com¬ 
bines  it  is  strange  that  the  commercial 
agencies  have  not  considered  the  proposi¬ 
tion,  and  by  so  doing,  bring  about  the  re¬ 
forms  that  I  have  suggested. 


A  Mail-Order  Sales  System 

By  E.  L.  SWIKARD 


O  matter  how  good  your  sales 
force,  nor  how  well  organized 
your  sales  department,  unless 
the  other  factors  co-operate  to 
the  extent  of  filling  orders 
correctly  and  quickly  all  promotion  work 
will  be  in  vain.  A  customer’s  good  will 
should  be  valued  above  everything  else. 
The  first  time  you  sell  a  man  you  may 
not  make  a  big  profit.  You  may  even 
lose  money.  If  you  satisfy  him  you 
will  win  out  on  his  renewal  orders. 
The  large  mail  houses  of  the  country 
appreciate  the  value  of  immediate  ac¬ 
knowledgment  and  prompt  shipping  of  or¬ 


ders.  To  this  end  they  have  perfected  sys¬ 
tems  of  entry  and  shipping  that  eliminate 
every  unnecessary  stroke  of  the  pencil,  make 
checking  automatic  and  provide  for  com¬ 
plete  and  easily  accessible  records  of  all 
transactions.  The  system  described  herein 
was  designed  for  entry  and  shipping  work 
on  a  large  magazine.  Almost  identical  sys¬ 
tems  are  now  used  by  Sears,  Roebuck  Co., 
Montgomery  Ward  &  Co.  and  I  believe  the 
Larkin  Soap  Works  of  Buffalo,  N.  Y. 

Two  distinct  processes  are  involved  in 
handling  subscription  records : 

First — The  care  of  the  cash,  classifica- 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


1193 


EVERY  ADVERTISER 


and  mail  order  dealer 
MOMTHI V  J  •  .  should  read  THE  WESTERN 

MUiNlnLY,  an  advertisers  magazine.  Largest  circulation  of 
any  advertising  journal  in  America.  Three  months  trial 

Sample  copy  free.  THE  WESTERN 
iViUtNInLY,  80S  Grand  Avenue,  Kansas  City,  Alissour 


KLIP-E 


Makes 


the  nails 
beautiful 
round  & 
smooth 


BEST  EVER  MADE 
A  perfect  manicure 
Quick,  easy, 
simple  and 
strong. 

The  Original, 
made  in  German 
silver,  25c. 

Kllp-Kllp  Jr.,  nickeled,  15c.  At  deal¬ 
ers  or  mailed.  Accept  no  substitute. 

As  heretofore,  made  only  by 

KLIP. KLIP  COMPANY, 

Send  4C.  in  stamps  tor  book,  595  Clinton  Ave.  S., 
*How  to  Care  for  the  Hands.”  Rochester.  N.  Y. 


I  SELL  PATENTS 


THERE  HAS  BEEN  PLACED  WITH  ME 
FOR  SALE  THE  U.  S.  PATENT  ON  A 


PIPE  HOLDER 


Por  use  of  Contractors,  or  Well  Drillers  for  holdingf  pipe  in  any 
temporary  position  during  construction  operations— holds  any 
size  pipe,  being  adjustable — will  be  used  by  all  contractors — 
It  s  cheaply  made.  You’ll  say  it*s  a  money-making  chance. 
Patent  for  sale,  lease  or  trade.  Automobile  taken  in  part 
payment.  Further  details  will  make  it  more  interesting. 
Write  to-day.  * 


CHARLES  A.  SCOTT, 


HllalkViWtMdii 


ERS 


[The  King" 

Has  Come! 


TABULATING  SCALE 
COLUMN  INDICATOR 


THE  KING 


IBM  WHimpfmiimgB  1  u  1 1  urn 


- -  —  w  J.  WiUU 

|t  worX. . . . . .With  it  on  your  maohlne  you 

STaTironto.  Bllla.  ato.  and  t. 

wLr  T^operate  and  will  not  ^ 

wear  out ..  .I)lfferent«from  other  tabnlatTnF~de?ToeB 

Smith  Pr^dr  and 

other  makes  are  taking  advantage  of  my  Try-Before 

?  “-ff®:”?  “  -  ^r^ie 

T+  _;VT  satisfactory  return  at  my  earo 

^  bett^  work  In  lese  time  and  m^e  ^y 

Write  today  giving  make  and  model  of  maohinoT"^ 

The  C/VLy  f’fiACTtC/IBLE  TABUt-A-  W.  V.  King 

TINBD£:\,(ce  at  a  S/y)AiL.  cost.  //5  M  Sfh  St,  ST 


.  LOUIS.  MO. 


the  law  uSiSiE 


AS  LINCOLN  DID. 


The  Home 
Law  School 


Series  ,  just  completed,  prepares  am 
Intious  students  lor  the  Bar,  any  state; 
Theory  &  practice  covered  authoi  ita- 
tlvelv,  comprehensively  ,  simply. 
Bench  and  Bar  concede  it  great  work 
I.iTiiited  ntimberat  SPECIAL  PRICE. 
Write  atcnce.  Frederick  J.  Drake 
&  Co.  226  E.  .tladison,  Chicago 


'  FIVE  PER  CENT— AND  YOUR 
MONEY  WHEN  YOU  WANT  IT 

No.  2 


Can  a  bank  pay  5  per  cent  interest  on  Saving 
Deposits — and  still  be  within  the  limits  of  thor¬ 
ough  conservatism? 

It  depends  upon  the  bank — its  location — its  plan 
of  doing  business — 

This  company  has  been  in  business  11  years — 
It  has  fully  demonstrated  its  ability  to  pay  5  per 
cent  interest  to  depositors,  and  at  the  same  time 
to  build  up  a  substantial  surplus  as  a  safe-guard 
to  future  depositors. 

It  accepts  deposits  in  any  amount  from  $5  to 

$10,000— 

Interest  is  computed  from  the  day  the  deposit  is 
made  until  it  is  withdrawn — 

Deposits  may  be  withdrawn  at  any  time  without 
notice  and  without  loss  of  interest  earned. 

This  company  has  a  great  many  depositors  living 
in  all  parts  of  the  country — YOUR  MONEY 
might  just  as  well  he  earning  5%  as  not 
Write  today  for  the  booklet 

CALVERT  MORTGAGE  &  DEPOSIT  CO. 


1044  Calvert  Building,  Baltimore,  Md. 


SOLIDHED  THUMB  TACKS 


A  HAMMERLESS  TACK 

Can  be  pushed  in  by  the  thumb  and  may 
be  easily  removed  with  the  fingers 

Used  for  Fastening  Pictures,  Drapery,  etc. 

Celluloid,  Assorted  Colors,  .  20  cts.  doz. 

Brass,  ....  10  cts.  doz. 

Screen  Numbers,  .  .  $1.00  per  100 

Send  for  Catalogue 

HAWKES-JACKSON  COMPANY 

MAKERS 

82  DUANE  STREET  .  .  NEW  YORK 
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tion  of  subscriptions  and  proper  entry  of 
orders. 

Second — The  mailing  of  the  publication. 
In  case  premiums  are  given,  still  a  third 
operation  is  necessary,  involving  the  entry 
of  premium  orders  and  shipping  to  the  sub¬ 
scriber. 

In  view  of  the  low  price  at  which  maga¬ 
zines  and  newspapers  are  now  sold  any  sys¬ 
tem  for  carrying  out  this  work  must  be 
simple  and  at  the  same  time  effective.  It 
must  be  elaborate  enough  to  avoid  useless 


of  remittance,  and  how  credited.  The  cash 
sheet  shows  the  total  amount  of  remittances 
received  from  all  sources  daily  and  is  filed 
chronologically  in  a  loose  leaf  binder. 

When  the  mail  is  received  in  the  sub¬ 
scription  department  it  is  immediately  di¬ 
vided  into  premium  and  straight  subscrip¬ 
tions.  The  premium  subscriptions  are 
handled  first. 

Forms  are  used  as  shown  in  the  illustra¬ 
tions,  adapted  for  use  on  the  Fisher  billing 
machine.  The  top  form  represents  the  ship- 


future  correspondence  on  account  of  corn- 
plaints.  The  system  here  outlined  is  elastic 
enough  to  adapt  itself  to  a  circulation  of 
one  thousand  or  one  hundred  thousand.  It 
effected  a  saving  of  $75  a  week  on  the  pub¬ 
lication  in  question,  while  doing  five  times 
the  previous  amount  of  work.  Further¬ 
more,  it  provides  for  complete  and  easily 
accessible  records  at  all  times. 

The  mail  is  opened  in  the  cashier’s  de¬ 
partment.  That  part  of  it  containing  money 
is  laid  to  one  side,  dated  and  numbered, 
beginning  with  “one”  each  day.  The  amount 
of  remittance  is  marked  in  one  corner  and 
classified  as  to  character  of  remittance,  viz : 
check,  money  order  or  currency.  The  re¬ 
mittances  are  then  listed  on  a  large  cash 
sheet  in  numerical  order.  The  name  and 
address  of  the  sender  is  shown;  the  amount 


ping  label.  The  only  information  that  ap¬ 
pears  on  it  is  the  name,  address,  express  of¬ 
fice,  the  premium  to  be  sent  and  the  occu¬ 
pation  of  the  subscriber.  The  form  is  per¬ 
forated  so  that  the  part  showing  premium 
and  occupation  may  be  torn  off,  after  serv¬ 
ing  its  purpose,  leaving  a  typical  shipping 
label. 

No.  2  is  the  express  receipt.  By  this 
method'  the  express  receipt  and  duplicate 
are  written  for  the  shipping  clerk  in  the 
entry  department  and  the  express  company 
receipts  for  each  individual  shipment.  The 
express  book  is  thus  eliminated  entirely. 
The  receipts  may  be  filed  separately  in  a 
regular  card  index  drawer  or  attached  to 
the  original  order  and  filed  as  correspond¬ 
ence. 

No.  4  in  this  particular  instance  served 
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THE  “PERFECT” 

SEALER 


A  seal  that  is  safer  than  wax.  Absolutely  permanent.  In¬ 
stantaneous.  Very  neat  and  convenient.  Also  as  good  a  paper 
fastener  as  any  made. 

Price,  75  Cents  Each 

Metal  seals  25c.  per  box  of  100;  10  boxes  $1.50 

A.  T.  KLINE  MERCANTILE  CO 

89  Main  Street,  Dept.  C.  SOMERVILLE,  N.  J. 


PI  IPFK'A  envelope 

MOISTENER 


J 


EXPLANATORY  _ _ 

Fill  handle  (A)  with  water  through  screw  cap  (B).  Water 
percolates  through  felt  (C,)  keeping  it  moist 
without  dripping. 

For  Sealing  Envelopes,  ^Putting  on  Stamps,  Labels,  Etc. 

PRICE,  50  CENTS  POSTPAID 

Money  refunded  if  not  entirely  satisfactory.  Send  for  booklet. 

AGENTS  WANTED 

EUREKA  NOVELTY  CO.,  143  Federal  St.,  Boston,  Mass. 

ISTAFFORD  DESKS 

PUCE  $19,90 

48  in.  long-,  32  fn.  deep,  51  in. 
high.  White  oak,  finished  gold¬ 
en.  Has  built-up  -writing  bed 
and  panels,  moulded  stiles, 
framed  extension  slides.  All 
side  drawers  have  movable 
partitions,  and  are  locked,  in¬ 
cluding  center  drawer,  by  clos¬ 
ing  curtain.  In  top,  four  oak- 
front  file  boxes;  one  letter 
file;  2  card-index  drawers; 
private  compartment  with 
door  and  lock;  blotter  racks, 

Een  racks,  small  drawer, 

racket  drawers,  book  stalls,  _ 

etc.,  as  shown.  The  depth  of  this  desk  (32  in.)  and  the  case’s  being 
well  up  from  bed,  makes  it  with  all  its  conveniences  a  MOST  PRAC- 
TICAL  DESK.  Sent  anywhere  on  approval.  Send  for  lOO-paee 
Catalogue  Desks,  Chairs,  Files,  etc.  Also  ask  for  large  Catalogue 
Library  and  House  Furniture  and  get  Factory  Prices. 

We  Make  School  &  Church  Furniture,  Assembly  and  Opera  Chairs. 

Agents  and  dealers  wanted  everywhere.  E.  D.  Stafford  Mfg.  Co.  Chicago 

You  Cannot  Lose 

judging  from  present  prospects  if  you  buy  KANSAS  CO  OPERATIVE 
REFINING  CO.  stock  now  while  it  is  selling 

At  7  Cents  Per  Share 

PAR  VALCE  $1  00.  It  will  sell  at  15  cents  or  higher  within  a  very  short  time, 
with  good  prospects  of  its  selling  at  50  cents  to  fl.OO  and  paying  Big  Divid¬ 
ends  almost  before  you  know  it.  This  is  a  great  independent  Oil  refinery 
strictly  co-operative  and  has  great  prospects.  When  the  plant  is  in  full 
operation  it  is  estimated  that  the  company  can  pay  30  to  40  per  cent  divid¬ 
ends.  Everybody  knows  there  is  an  enormous  profit  in  refining  oil 
Only  a  Limited  Amount  of  Stock  for  Sale  at  Present  Price.  Buy 
Now,  if  you  want  to  make  good  big  money.  Write  for  “Co-operative  Re¬ 
fining”  Prospectus  DON’T  WAIT.  Address, 

UNION  SECURITY  COMPANY, 

314  Caff  Building.  CHICAGO,  ILL. 


BALANCED 
GRAVITY 

FOUMTAIH  PENS 

TheBest  IN  THE  World 

IF  YOUR  DEALER  DOES  HOTCARRYTHEM 
WRITE  10  US  FOR  ILLUSTRATED  CA1AL06 


l&GRizE  Per  Company 

PATENTEES  X  MANUFACTURERS 

PHILADELPHIA,- PA. 


THE  “LITTLE  SHAVER” 

PENCIL  SHARPENER 

A  Practical  Sharpener 
Not  a  Toy 

Simple — 
Effective- 
Low  in  Price. 


The  “Little  Shaver”  does  not  “grind” — it  cuts  the 
wood.  A  hardened  tool  steel  blade  shaves  the  pencil 
to  as  fine  a  point  as  you  like.  The  blade  is  adjust¬ 
able  so  that  it  wears  evenly— can  be  taken  out  to 
sharpen  in  one  minute. 

IT  WILL  BE  SENT  ON  TRIAL 

to  any  responsible  person  or  firm  who  will  agree  to  return  it  post¬ 
paid  or  remit  the  price  within  ten  days. 

Price,  by  mail,  $1.00 

Manufactured  by  E.  L.  McDlVITT,  Belvidere,  III. 


shWkTho";  WHITFIELD’S  CARBON  PAPER  WORKS 


poor,  but  you  can 
DU  ' 


test  01  counterfir  and  genuine  True  the  competi- 
C&2  bon  Pfipcr#  Note  tbs  tors  carbon  is  very 

jOdMIl  eop^  and  then  oompare  It 
Ify  along  side.  Which 
Ye  will  send  samples 

to  dencBtstnte. 


uy  the  genuine 
non-smutting  pa¬ 
per  at  a  trifle  more, 
it  pays.  Our  sam¬ 
ples  for  Pen,  Pencil  and  Typewriter  are  good  salesmen  and  Price  folder 
explains  in  detail.  Both  yours  for  a  request. 

WHITFIELD  CARBON  PAPER  WORKS.  123  Liberty  Street,  NEW  YORK 
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as  copy  for  the  printer,  and  the  person’s 
name  was  advertised  to  be  printed  on  the 
premium. 

No.  5  is  a  long  narrow  sheet,  which  may 
be  used  in  a  number  of  ways.  In  this  case 
it  provided  for  up-to-date  list  for  the  safety 
deposit  vault.  This,  of  course,  was  a  pro¬ 
tection  in  case  of  fire. 

No.  6  is  an  acknowledgment  post  card, 
printed  on  one  side  and  faced  so  the  ad¬ 
dress  will  come  in  the  proper  place. 

No.  7  is  the  large  subscription  sheet. 

All  these  records,  etc.,  are  made  at  one 
writing  by,  the  use  of  carbons.  The  use  of 
the  subscription  sheet  made  card  records 
unnecessary  as  well  as  the  filing  of  sub¬ 
scription  orders. 


given  to  the  subscription  department,  or 
without  an  authorized  “O.  K..”  for  a  “dead 
head.” 

From  the  subscription  department  the 
sheet  now  goes  to  the  galley  room.  The 
various  labels  are  sent  to  the  shipping 
room.  The  duplicate  list  to  the  safety  de¬ 
posit  vault.  The  acknowledgment  cards  are 
mailed  immediately. 

The  daily  papers  and  such  magazines  as 
The  Saturday  Evening  Post,  The  Ladies* 
Home  Journal  and  The  Youth’s  Com¬ 
panion,  use  a  type  list  of  what  is  known  as 
the  galley  system  of  keeping  subscription 
records.  The  printer  sets  up  the  subscrip¬ 
tion  name  in  type  from  the  sheets,  show¬ 
ing  the  sheet  number,  name,  address  and 


1  SUfbSCRIPTION  5HEET 

1  Sheet  No.  Dots 

j  Norve  oQcJ  Addre^i 

Occuf^nTor 

Nurxbcr 

PrecMurv 

letter 

Number 

Anour)t 

FxpirwTjoi; 

Source 

• 

1 

1 

1 

; 

1 

1 

^  1 

1 

1 

1 

1 

1 

1 

• 

1 

t 

1 

1 

1 

1 

1 

1 

The  subscription  sheets  are  numbered 
consecutively,  beginning  the  first  year  with 
No.  1.  All  necessary  information  pertain¬ 
ing  to  the  subscription  is  transcribed  there¬ 
on,  such  as  the  amount  of  remittance, 
length  of  subscription,  occupation  of  sub¬ 
scriber,  expiration  and  source.  One  col¬ 
umn  of  the  sheet  is  reserved  for  the  letter 
number;  the  orders  are  numbered  as  en¬ 
tered  by  the  cashier.  If  the  subscription 
sheet  does  not  balance  with  the  cashier’s 
sheet,  the  discrepancy  is  easily  traced  by 
means  of  the  letter  number.  If  the  sheets 
balance,  it  is  an  absolute  certainty  that  all 
orders  are  entered  in  the  subscription  de¬ 
partment  and  the  work  is  correct.  This 
method  gives  the  circulation  manager  or 
proprietor  an  absolute  check  on  all  entry 
work.  No  name  can  be  entered  on  the 
list  without  being  first  entered  on  the  sub¬ 
scription  sheet.  It  may  not  be  entered  on 
the  sheet  without  the  cash  being  turned  in 
to  th§  cashier,  and  a  subsequent  notice 


expiration.  The  names  are  filed  alpha¬ 
betically,  according  to  state,  town  and  name 
in  regulation  mail  galleys.  These  galleys 
are  four  columns  wide,  eight  ems  to  the 
column.  Each  galley  will  accommodate 
about  250  subscriptions. 

The  Post  Office  Department  now  requires 
that  all  subscription  lists  be  clubbed,  so 
that  when  five  or  more  copies  go  to  any 
one  town  they  must  be  tied  in  a  bundle. 
The  galley  system  is  especially  designed 
to  provide  for  this  feature.  Where  there 
is  only  one  subscriber  in  a  town,  both  the 
name  and  town  address  are  set  up  and  it 
is  known  as  a  “single  wrap”  copy.  If,  say 
ten  copies  or  more  go  to  any  one  town,  the 
town  name  instead  of  being  set  once  for 
each  subscriber,  is  set  twice  daily.  The 
first  nine  names  are  set  without  the  town, 
but  the  last  name  is  set  with  the  town 
name.  In  addition,  directly  under  the  last 
name  the  town  is  again  set  by  itself  in 
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DOUBLE  ENTRY 
MADE  EASY 

SENT  ON  SIXTY  DAYS  TRIAL 

General  Trial  Balance  taken  in  ten  minutes  with  10,000 
open  accounts  on  your  books.  Errors  located  without 
the  use  of  the  key  figures,  slips  or  any  additional 
work  while  posting.  The  only  system  that  will  at  any 
time  show  a  correct  statement  of  the  business.  For 
descriptive  booklet  on  “Double  Entry  Made  Easy,” 
address.  J.  F.  DRAUQHON,  Nashviile,  Tennessee 


“Looscarf”  Collars 

Are  y9u  enjoying  the  comforts 
and  satisfaction  which  is  to  be 
had  by  wearing  the  “Looscarf.” 
The  only  collar  with  the  back 
button  hole  pocketed  and  hav¬ 
ing  a  lasting  necktie  space. 

Made  in  eleven  styles,  round  and 
square  corners.  Sizes  12  to  18^, 
heights  IJ^,  2,  and  2%  inches. 
Price  2  for  25  cents  or  $1.50  per 
dozen,  postpaid.  Descriptive  fol¬ 
der  on  application. 

THE  NORRIS  COMPANY 

Inventors  and  Exclusive  Manufacturers 

Dept.  B.  DETROIT,  MICH. 


FREE 


FOR  SIX 
MONTHS 

THE  MINING  HERALD.  Leading  mining  and 
financial  paper,  giving  valuable  information  on  mining 
and  oil  industries,  principal  companies,  best  dividend 
paying  stocks,  and  showing  how  immense  profits  may 
be  made  on  absolutely  safe  investments. Write  for  it 
to-dav  A  T  &•  To.  32  Rrnadwav.  New  York 


STAMMER 

Write  at  once  for  onr  new  illnstrated 
200-page  book.  The  Origin  and  Treat- 
meat  of  Stammering.  The  largest  and 
most  instructive  book  of  its  kind  ever 
published.  Sent  free  of  charge  to  any 
person  who  stammers  for  6  cents  in 
stamps  to  cover  postage.  Address 

The  Lewis  School  for  Stammerers, 

M 

9  ADiLxion  St.,  Dbtboit,  Mich. 

Geo.  Andrew  Lewis 

I  Ou 

Li 


„  PATENTS  that  PROTECT 

Our  3  nooks  for  Inventors  mailed  on  receipt  of  6  cts.  stamps 

"•S.A  A.  B. LACEY,  Washington, D.C.  Estab.  1869 


»§.  I 


“SAVE  MONEY  EVERY  DAY” 


National  .  4  lbs.  $3.00 

I'nion  .  .  lbs.  2.60 

Columbian .  2  lbs.  2.00 

Star  ...  1  Ib.  1.50 

Crescent  .  1  lb.  1.00 


Each  unnecessary  stamp 
you  use  wastes  money. 

Use  one  cent  too  little 
and  perhaps  your  package 
won’t  arrive. 

You  can’t  afford  to  guess. 

The  PELOUZe  POSTAL 
SCALES  point  to  the  num¬ 
ber  of  cents  required  the 
moment  the  letter  or  pack¬ 
age  is  placed  on  scale. 

You  don’t  have  to  figure 
— the  scale  does  it  for  you. 


Every  PELOUZE  SCALE 

is  guaranteed  accurate  and 
will  stay  that  way. 

That’s  one  reason  why 
they  received  the 

Highest  Award 

at  the  World’s  Fair,  St. 
Louis. 

Accept  no  substitute. 


Send  for  Catalog 


For  sale  ^everywhere  by 
Leading  Dealers. 

PELOUZE  SCALE  &  M’F’Q  CO.,  CHICAGO 


Mail  &  Express  I«  lbs.  $5.00 
Commercial  .  12  lbs.  3.75 
U.  S.  .  .  .  4  lbs.  2.50 
yictor  .  .  11^  lbs.  1.76 


LUXURIOUS  SMOKING 

French’s  Mixture  is  the  high¬ 
est  grade  smoking  tobacco 
manufactured  —  a  superb 
blend  of  fine  old  IN^orth 
Carolina  Golden  Leaf 
carefully  selected  & 
perfectly  cured. 
Fragrant,  deli¬ 
ciously  mild, 
does  not 
French’s  bite  the 

Mixture  is  ''  tongue 

sold  direct 
from  factory 
to  smoker— can¬ 
not  be  bought  of 
dealers.  Large  sample 

package  for  10  cts.  silver  or 

stamps.  Ask  for  booklct. 

French  Tobacco  Co. 

Dept.  B.  Statesville,  N.  C. 


FLASH  LIKE  THE  GENUINE  day  or 

light.  Solid  Gold  Mounting.  You  can 
)wn  a  Diamond  equal  in  brilliancy  to  any 
Genuine  Stone  at  one  thirtieth  the  cost. 

3ARODA  DIAMONDS 

^tand  acid  test  and  expert  examination. 
iVe  guarantee  them.  See  them  first, 
then  pay.  IF  Write  for  catalogue. 

THE  BARODA  COMPANY 

Dept.  GS-71  B,  Wabash  Ave.,  Chicago,  III. 


ARorNH  rai 

WORLD  AND 
NEVER  OUT 
OP  INK  ? 


>OL:  FEEL  SAFE  WHEN  WRITING  A  CHECK  WITH 


Get 


Agency 


BL A IR’S  FOUNTAIN  PENClUTCTOin^ ITTNG,  RU LI N6  :  -  THTSWOTHEST  , 
AND  MANIFOLDING  WITH  A  YEARS  SUPPLY  CART-  WRITING  INSTRUMENT  -} 
RIDGEOF  INDELIBLECHEQUEPROTECTIN6  INICFREG  ,.^1M-THE  WORLD 


$7.00  Value  for  SI.OO 


Saves  Cost  of  Check  Punch, 
Value  of  Year’s  Ink  Supply, 
Cost  of  Pencil, 

Total  Value 


$5.0C 

1.00 

1.00 

$7.00 


Holder  needs  filling  with  water  only  to  produce  the  best  Ink.  No  leads.  Point  never  breaks.  Needs  no  sharpening.  Will  last  for  years. 
Soon  saves  its  cost.  PRICES — Plain,  $1.00;  Chased,  $1.25;  Chased  and  Gold  Mounted  $1.50.  Insured  mall  8c  more.  New  Ink-making 
Cartridges  in  blue  or  black,  copying  or  red  ruling,  lOe.  by  mail,  12e.  The  ink  bottle  abolished.  Great  for  Stenography. 

BLAIR'S  FOUNTAIN  PEN  CO.,  Dept.  A,  163  BROADWAY,  NEW  YORK 
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large  type.  The  reason  for  this  will  be 
explainad  further  on. 

When  we  are  ready  to  mail,  proof  is 
taken  of  the  entire  list.  The  list  is  strip¬ 
ped,  that  is,  cut  into  columns.  Each  col¬ 
umn  is  pasted  together  lengthwise  in  the 
proper  order  and  wound  on  the  mailing 
machine.  Where  there  is  only  one  sub¬ 
scriber  in  a  town,  the  mailer  tags  on  a 
wrapper  and  wraps  the  magazine  individu¬ 
ally.  Where  it  is  a  “club”  he  tags  directly 
on  the  magazine  cover.  There  is  a  great 
deal  of  prejudice  existing  among  publishers 
against  tagging  directly  on  the  magazine. 
However,  whether  each  copy  is  wrapped  in¬ 
dividually  or  not  the  method  described  is 
exactly  the  same.  All  but  the  top  magazine 
of  a  “club”  will  show  merely  the  name  and 
local  address.  The  top  magazine  will  show 
the  town.  The  whole  bundle  is  wrapped 
in  strong  pap^r  and  tagged  outside  with 
the  town  name  only,  for  which  purpose  it 
will  be  remembered  it  was  set  in  especially 
large  type.  The  mailer  ties  the  bundle  with 
rope  and  in  packages  of  15  or  more  makes 
a  direct  sack,  so  that  when  once  closed  in 
your  office  or  mailing  room,  it  will  go 
direct  to  the  office  of  destination  without 
being  opened  or  handled.  The  sack  in  this 
case  is  tagged  in  the  lock  slip  with  the 
name  of  the  town  and  state.  If  this  tag 
should  be  lost  the  sack  is  opened  and  on 
the  outside  of  the  package  the  town  name 
appears,  so  that  the  mail  clerk  may  write 
a  new  tag  for  the  lock  slip.  If  the  label 
on  the  package  is  in  some  way  lost  off, 
the  mail  clerk  reaches  in,  slips  out  the  top 
magazine  and  it  will  show  the  town  name. 

On  a  list  that  runs  largely  to  clubs,  a 
good  man  will  mail  5,000  to  12,000  copies 
a  day.  When  it  is  mostly  single  wraps 
4,000  to  10,000  a  day. 

When  proof  is  “pulled”  for  mailing,  a 
duplicate  is  “pulled”  for  the  office  use.  This 
is  a  great  advantage  over  a  card  system. 
A  publisher  can  always  have  an  up-to-date 
list  for  any  use  whatever.  Where  much 
addressing  of  a  list  is  done,  this  feature 
will  be  found  a  great  advantage.  If  you 
wish  to  look  up  a  certain  subscription,  you 
first  refer  to  the  galley  proof.  The  entire 
list  of  subscribers  can  be  taken  to  the  desk 
in  compact  form,  and  does  not  necessitate 
standing,  for  perhaps  hours  at  a  stretch, 
before  a  long  line  of  subscription  card  files. 
If  any  additional  information  is  wanted  the 


galley  shows  the  number  of  the  sheet  on 
which  the  subscription  was  entered.  The 
sheets  are  filed  numerically  in  a  loose  leaf 
binder.  We  can  locate  our  particular  sub¬ 
scription  in  a  few  minutes  and  thus  get  all 
additional  information.  We  are  even  able 
to  determine  who  wrote  the  sheet,  as  sub¬ 
scription  clerks  are  required  to  sign  their 
name  on  each  sheet  that  is  written,  so  that 
if  an  error  has  been  made,  responsibility 
can  be  correctly  placed.  This  system  pro¬ 
vides  for  the  following  means  of  caring  for 
expired  subscriptions. 

The  galley  man  picks  out  every  month 
the  expirations  and  places  these_  names  in 
a  separate  galley.  Proof  is  then  taken  of 
this  galley  and  this  proof  represents  the 
expiration  list  for  this  particular  month. 
After  the  proof  of  the  expirations  has  been 
taken  the  galley  man  throws  the  names  into 
a  general  expiration  list.  Every  subscrip¬ 
tion  order  as  it  comes  in  is  looked  up  on 
the  live  subscription  list  to  determine 
whether  or  not  it  is  a  renewal.  At  the 
same  time  the  galley  man  will  look  up  the 
expiration  list  which  requires  only  a  few 
more  seconds’  time  and  he  thus  is  able  to 
tell  if  the  person  has  ever  been  a  subscriber. 
In  case  he  finds  the  name  in  the  old  ex¬ 
piration  list  he  marks  on  the  month  and 
year,  so  that  it  may  be  checked  off  for  the 
follow-up  work.  He  pulls  out  the  type  and 
it  is  only  necessary  to  change  the  expira¬ 
tion  date  and  put  the  name  in  the  proper 
place  in  the  live  galley,  provided  of  course, 
there  is  no  change  of  address.  This  method 
again  does  away  with  the  necessity  of  card 
files  and  provides  an  absolute  check  on  all 
follow-up  work  without  the  use  of  dupli¬ 
cate  card  lists  or  tab  methods. 


The  advertising  expert  asks,  “is  it  a  good 
ad”?  “Does  it  sell  goods?”  asks  the  ad¬ 
vertiser.  Think  it  over. 

Dr.  Oliver  Wendell  Holmes — or  some¬ 
one  else  called  a  calculating  machine  “a 
mathematical  hand  organ.”  Change  the 
wording  a  bit  and  see  how  closely  it  will  fit 
some  ad  writers. 

Dignity  and  perfect  English  are  fine 
things — but  they  don’t  sell  goods. 

Let’s  invent  a  new  term :  Here’s  uni¬ 
versal  reprobation  to  the  advertiser  who 
“Chadwicks”  his  ads. 

A  noted  extemporaneous  speaker  “thinks 
on  his  feet” — but  he  does  not  use  his  feet  in 
the  process. 
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WHY  pay  more  for  your  Smokes  when  you  can  get 
HAVANA  TOBIES,  hand-made,  long 
filler,  direct  from  the  makers  that  are  guaranteed 
to  give  satisfaction  or  your  money  refunded?  Sample 
box  of  50,  prepaid,  $1.00.  State  shade  desired- 
light,  dark  or  medium. 

CHARLES  RUGG  SON^  Blairsvillc,  Pa. 


$2.00  per  100, 

Charges 

Prepaid 


EXACT  SIZE  AND  SHAPE 


No.  602  "NAPANOCH"  Pocket  Koife  Tool  Alt 

Most  Useful  Pocket  Knife  Combination 
Made  in  America  by  Skilled  American  Mechanics 

WARRANTED 

Leather  Pocket  Book  4K  inches  long  x  inches  wide.  Contains  Pocket 
Knife,  File,  Saw,  Chisel,  Screw  Driver  and  Reamer. 

A  Useful  Christmas  Present.  Mailed  postpaid  on  receipt  of  $2.25. 

Use  for  5  days  and  if  not  satisfactory  return  to  me  and  I  will  return  the  money. 

U.  J.  ULERY.  -  VA  Warren  St.,  New  York 


A  Useful 
Article 
25  Cents 


One  used  daily,  saving 
time  and  trouble,  is  the 

“COOK  POCKET  PENCIL 


SHARPENER.”  Used  like  knife,  making  any  length 
point  desired,  retaining  the  chips  in  a  little  box.  Blades 
are  of  the  best  tempered  steel,  body  is  brass  and  heavily 
nickeled,  size  convenient  for  pocket  or  purse.  For  sale 
by  dealers  or  sent  by  mail  on  receipt  of  25  cents. 
Stamps  taken. 


H.  c.  cook:  company 

IS  IVlain  Street:  A.nsoriia.,  Conn. 


ISAAC  PITMAN  SHORTHAND 

Re-adopted  by  N.  Y.  Board  of  Education  for  Five  Years. 


Complete  Shorthand  Instructor,  .....  $1.50 

Shorthand  Uietionary,  (61,<>UO  words  in  shorthand)  ...  1.50 

20th  Cent.  Dictation  Book  and  Legal  Forms,  •  •  .  .75 

Practical  Coarse  in  Touch  Typewriting,  cloth,  75c.  ...  .50 

Pitman’s  Practical  Spanish  Grammar,  ...  .  .50 

Insurance;  A  practical  guide  to  this  subject,  310  pp.,  •  -  -  2.50 

Insurance  Office  Organization,  ...  .  .  1.50 


Send  for  Trial  Lesson  and  Sample  of  Pitman’s  Journal 

ISAAC  PITMAN  &  SONS,  •  31  Union  Square,  NEW  YORK 


For  Christmas 


Something  new 
unique  and  not  likely 
to  be  duplicated 

THE  VICTOR  TELEPHONE  INDEX — Ready  reference  to  numbers  frequently 
called — 24  cards  alphabetically  arranged  in  nickel-plated  holder.  Great 
convenience  on  every  telephone. 

THE  VICTOR  CARD  INDEX  CALENDAR— One  card  for  each  month- 
inserts  between  months  provide  one  line  for  each  day — Holder  and  base 
finished  in  copper  oxide.  Convenient  memoranda  of  engagements.  Es¬ 
pecially  desirable  for  the  home. 

Either  by  mail  for  $1.00.  Roth  for  $1.50. 

Don’t  delay  ordering.  Send  for  Circular. 


VICTOR  NOVELTY  COMPANY, 


BOSTON 


SAVE 


Money  by  keeping  properly  analyzed  accounts  of 
your  household  and  personal  expenses.  For  this  the 

PEERLESS  EXPENSE  BOOK 

is  the  best — complete,  simple,  and  easily  kept.  Shows  where 
money  is  spent  wisely  and  where  foolishly.  Covers  two  years. 
Price,  $1.00,  postpaid.  ORDER  NOW.  Descriptive  booklet 
free.  Liberal  terms  to  dealers.  THE  EVERETT  PRESS, 
79  India  Street,  Boston,  Massachusetts,  U.  S.  A. 


PATENTS 


VALUABLE  BOOK  ON  PATENTS  FREE 

Tells  how  to  secure  them  at  low  cost.  How  to  sell  a 
Patent,  and  What  to  Invent  for  profit.  Gives  Mechanical 
Movements  invaluable  to  inventors.  Full  of  Money-Making 
Patent  Information.  Inventors’  Guide  Book  mailed  FREE. 

O’MEARA  &  BROCK,  Patent  Attorneys 

18  F.  St.,  Washington,  D.  C.  New  York  Office,  290  Broadway,  N.  Y.  City 


Its  Constitutional  Ireatnient.  60,000  Uses.  22  Years  Success 

Climates  wear  out.  Smokes,  Sprays,  “Cures,”  “Remedies"’ or  any  single  medicine  only  relieve  symptoms,  whereas  our  constitutional  treat¬ 
ment  removes  the  CAUSE  of  Astlima  and  Hay  Fever  from  the  blood  and  nervous  system  so  that  notiiing  can  bring  back  attacks,  not  even 
heat.  Cold,  dust,  exertion,  smoke,  odors  or  exposure.  Our  patients  enjoy  life  without  the  slightest  return  of  s)  niplons.  Appetite  improved, 
blood  enr  olled,  nerves  strengthened,  general  health  restored.  If  you  are  indifferent  or  skeptical  it  is  because  you  do  not  know  that  since  18':{ 
we  have  treated  over  6  ',i,ou  Astlima  and  Hay  Fever  sufferers.  No  matter  how  wealthy  or  influential  you  are,  you  will  probably  not  g-  t  com¬ 
plete  relief  and  permanent  freedom  except  through  our  method  of  treatment.  Doubt  and  deny  this  all  you  please,  the  facts  remain  unolianged, 

F  1^  of  many  interesting  cases.  .Address  „por.s  p  HAROLD  HAYES,  Buffalo,  N.  Y. 


Store  Methods 


HE  following  talk  on  store 
methods  by  the  editor  of  The 
Commercial  Bulletin  and 
Northwest  Trade  can  be 
studied  with  profit  by  every 
retail  merchant.  As  this  writer  says,  many 
merchants  have  some  particular  hobby 
and,  in  following  that  hobby,  evolve 
an  excellent  system  in  some  one  de¬ 
partment  of  their  business.  What  the 
merchant  needs,  however,  is  a  simple,  ef¬ 
ficient  system  which  will  stop  the  leaks  in 
all  departments.  It  would  pay  the  average 
merchant  to  spend  practically  all  of  his 
time  planning  improvements  in  his  methods, 
even  at  the  expense  of  an  additional  clerk. 
The  writer  referred  to  says : 

“Many  merchants  can  tell  what  store 
system  ought  to  be  and  ought  to  do 
whether  there  is  a  bit  of  it  in  their  places 
of  business  or  not. 

“When  store  system  is  mentioned  we 
should  not  fall  into  the  error  of  thinking 
that  it  is  always  some  big  enveloping  thing 
which  covers  the  whole  business  like  a 
blanket.  Few  general  merchants  can  boast 
of  as  much  store  system  as  that.  But 
nearly  every  merchant  has  some  system 
applicable  to  some  particular  feature  of  the 
business,  and  it  is  in  comparing  notes  on 
these  and  selecting  one  here  and  one  there 
that  we  finally  arrive  at  a  plan  for  the 
better  handling  of  the  entire  business. 

“In  this  paper  last  week  mention  was 
made  of  a  merchant  who  by  checking  his 
freight  bills  carefully  had  saved  himself 
in  overcharges  about  $150  in  one  year.  This 
merchant  may  be  strong  on  system  of  this 
kind  and  weak  on  system  for  other  features 
of  the  business.  Let  a  merchant  take  spe¬ 
cial  interest  in  some  particular  feature  of 
the  business  and  he  will  soon  evolve  a  sys¬ 
tem  for  handling  it  which  will  mark  an  im¬ 
provement.  I  find  that  nearly  every  mer¬ 
chant  has  some  particular  hobby.  If  I  can 
strike  that  hobby  in  my  correspondence  or 
conversation  with  him  I  am  likely  to  strike 
something  good  in  store  methods. 

“To  go  back  to  the  merchant  who  saved 
the  $150  on  freight  overcharges.  He  has 
a  penchant  for  that  feature  of  his  business. 
He  has  studied  freight  classification.  He 


has  a  place  for  filing  his  rate  records  or 
tariff  sheets.  He  makes  sure  that  a  fourth- 
class  item  of  freight  is  not  elevated  to 
third  class  with  a  proportionately  higher 
rate,  by  some  error-breeding  freight  clerk 
in  the  city  freight  house.  There  is  much 
of  this  done.  Thousands  of  merchants  pay 
these  overcharges  and  never  know  the  dif¬ 
ference. 

“Store  system  means  nothing  more  than 
labor-saving  ideas  and  business  short  cuts. 
At  the  same  time  system  furnishes  corks 
to  stop  up  the  loss  holes.  I  said  not  long 
ago  that  many  stores  would  be  better  off 
if  an  extra  clerk  were  hired  and  the 
proprietor  devoted  all  of  his  time  to  plan¬ 
ning,  overseeing,  and  building  a  system 
which  will  save  expense  and  loss. 

“It  is  a  wonder  that  more  merchants  do 
not  pay  more  attention  to  office  system. 
One  would  think  that  if  there  was  any 
place  in  the  store  where  the  merchant 
would  want  to  see  things  right  at  all  times 
it  would  be  in  the  office — the  books.  In¬ 
stead  the  big  majority  of  merchants  are 
guilty  of  carelessness  in  this  most  impor¬ 
tant  particular.  Many  of  them  seem  to 
think  that  anything  in  the  shape  of  a  book¬ 
keeping  system  will  do.  They  will  spend 
hours  and  hours  over  sn  out-of-date  sys¬ 
tem  when  an  investment  of  $50  would  save 
them  that  much  in  valuable  time  every 
month.  Credit  men  who  are  on  the  road  a 
great  deal  say  they  strike  many  antique 
.systems  of  book-keeping  in  retail  stores. 
They  do  not  wonder  that  so  many  retailers 
cannot  tell  where  they  are  at  financially 
after  following  the  devious  paths  of  such  a 
system. 

“There  are  numerous  men  in  every  bus¬ 
iness  who  seem  to  cling  with  a  leech-like 
affection  to  antique  methods.  They  are  the 
fellows  who  are  sure  everything  is  going 
to  the  devil  and  themselves  with  it,  just 
because  things  are  not  as  they  were  in  the 
days  when  they  made  their  money  more 
easily.  About  every  ten  years  a  grist  of 
these  fellows  is  run  through  the  hopper 
and  dropped  on  the  dump  outside  the 
breastworks,  and  the  trade  is  benefited  that 
much.  That  means  progress.  They  take 
their  old  accounting  ideas  along  with  them.” 
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FRE.E=A  Razor  Saver=FREE 

leathe7becomes?o'ft'?i3'pliable-!draw  J™^^  In  One”  Into  your  razor  strop  unfll  the 
“3  in  One”*  then  stron  ifvprv  between  thumb  and  finger  moistened  with 

cause  t5fsiteetrto?Est-  So“^^^^^  water 

microscopic  rust  part  icS  givirTe  a  newVmtin  j  fa  0"*y  breaks  off  the 

^rs-„urrl';e°oS^et1„r.L'’'c'SK^ 

w.  OOLE  CO.,  133  Washington  Life  Bldg,,  New  York. 
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MUSIC 

LESSONS  FREE 

IN  YOUR  OWN  HOME 

A  wonderful  offer  to  every  lover  of  music 
whether  a  beginner  or  an  advanced  player. 

Ninety-six  lessons  (or  a  less  number  if  you 
desire)  for  either  Piano,  Organ,  Violin,  Guitar, 
isanjo.  Cornet  or  Mandolin  will  be  given  free  to 
make  our  home  study  courses  for  these  instru¬ 
ments  known  in  -your  locality.  You  will  get  one 
lesson  weekly,  and  your  only  expense  during  the 
time  you  take  the  lessons  will  be  the  cost  of 
postage  and  the  music  you  use,  which  is  small. 
Write  at  once.  It  will  mean  much  to  you  to  get 
our  free  booklet.  It  will  place  you  under  no 
obligation  whatever  to  use  if  you  never  write 
again.  You  and  your  friends  should  know  of 
T  Hundreds  of  our  pupils  write;  ‘‘Wish 

I  had  known  of  your  school  before.”  ‘‘Have 
learned  more  in  one  term  in  my  home  with  your 
weekly  lessons  than  in  three  terms  with  private 
tochers  and  at  a  great  deal  less  expense.” 

liiverything  is  so  thorough  and  complete.”  ‘‘The 
lessons  are  marvels  of  simplicity,  and  my  11- 
year-old  boy  has  not  had  the  least  trouble  to 
learn.  One  minister  writes:  “As  each  succeed- 
ing  lesson  comes  I  am  more  and  more  fully  per- 
pupff”  ^  no  mistake  in  becoming  your 

We  have  been  established  seven  years — have 
hundreds  of  pupils,  from  eight  years  o^f  age  to 
seventy.  Don’t  say  you  cannot  learn  music  till 
you  send  for  our  free  booklet  and  tuition  offer. 
It  will  be  sent  by  return  mail  free.  Address  IT 
S.  SCHOOL  OP  MUSIC,  Box  19J.  19  Union' 
Square,  New  York  City. 


KoV^TI^S 


CLEVER  AND  ARTISTIC 
USEFUL  ARTICLES  TO  USE 
AT  CONVENTIONS  TO 
ADVERTISE 

AND  GAIN  GOOD  WILL. 

A  THOUSAND  IDEAS  ALL  AS 
ELEGANT  AS  THESE. 
SEND  FOR  PARTICULARS. 


S«  D.  Childs  &  Company 

200  Clark  St.,  Chicago 

An  Initial  Fob  in  Oxidized 
Silver  by  mail  for  50c. 


Make  Your  Life  a  Success 

by  following  our  easy,  inspiring,  practical,  common-sense  advice. 

Know  more  and  make  more.  Properly  directed  efforts  always  bring 
success.  Tell  us  about  your  business,  profession  or  occupation, 
your  wants  and  ambitions.  You  can  double  your  income  and  attain 
your  fondest  desires.  Please  write  to-day.  Do  it  now.  Address 

L.  H.  Anderson  Success  School,  AuduoHum^Bidg.  Chicago 

LETTERS  LIKE  TYPEWMTTEN 


Don’t 

Worry 


Rohr’s  Never-Wrong  I.  X.  L.  System 
for  Detecting  and  Preventing  Errors 
Takes  the  Knot  out  of  any  Mathe¬ 
matical  Book-Keeping  Problem.  It 
works  automatically.  Soon  as 
a  mistake  is  made  you  know  it. 
You  cannot  go  wrong.  Can  be 
learned  and  applied  in  a  few 
minutes  without  changing  or 
altering  your  present  system. 
Brings  the  trial  balance  out  correct 
every  time  or  your  money  back. 
Makes  an  expert  of  any  book¬ 
keeper. 

Price  $2.00  or  remit  $1.00  and  we 

will  send  the  system  complete, 
trusting  you  to  remit  balance 
only  if  satisfied  after  you  test 
it.  Phamplets  for  the  asking. 


A.  G.  BODR  CO., 


-2000- 


Qirard  Avenue 


Philadelphia 


V  ^  kind  anybody  can  tell;  send  for  my  free  samples  and  see  how  superior  my  form 
letter  work  really  is.  The  best  imitation  typewriting  that  can  be  produced  is  my  specialty-there’s 
no  lost  circulation  in  my  work.  The  ribbon  to  match  free  with  every  job  is  not  the  only  thing  that 
makes  em  look  real.  My  prices  are  perhaps  no  higher  than  you  are  now  paying. 

John  Rogan,  Circular  Letter  Specialist,  395  Main  St.  East,  Rochester,  N.  Y. 
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This  book — about  200  pages — is  the 
finest  collection  of  business  systems 
ever  published.  It’s  not  a  pamphlet — 
but  a  fine  collection  of  business  systems 
all  ready  to  put  into  operation  in  your 
own  office — your  own  store — your  own 
factory.  Your  copy  will  be  mailed  to 
you  — carriage  paid  —  in  about  thirty 
days — now  being  completed.  Bound  in 
boards,  handsome,  durable  and  above 
all— useful.  Full,  from  cover  to  cover, 
of  actual  business  systems  to  make 
your  work  easier — your  results  bigger — 
your  every  effort  more  productive. 


The  Business  Man’s  Magazine 

AND 

The  Book-Keeper* 

For  seventeen  years  has  set  the  pace  in  business  literature. 
Year  after  year  its  pages  have  been  full  of  honest,  straight¬ 
forward  business  information  for  the  merchant,  manufacturer, 
superintendent,  manager  and  clerk.  More  actual  business 
information — more  solid  meat — for  every  business  man  than 
any  other  magazine  in  the  world. 


THE  MAGAZINE 
FOR  A  YEAR 


$1.00 


and  a  copy  of  the  book 
“Tabloid  Systems”  FREE 


The  Book-Keeper  Publishing  Co.,  Ltd. 

■49  W.  F?ort  Street  Detroit,  IVIichlgan 

Add  60c.  for  Foreign  Postage. 


Selling  Systems 
Advertising  Systems 
Accounting  Systems 
Billing  Systems 
Shipping  Systems 
Cost  Systems 
Loose=Leaf  Systems 
Charging  Systems 
Buying  Systems 


BUSINESS  MAN  S 
MAGAZINE 

THE  BOOK-KEEPER 
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American  Business  and  Accounting  Encyclopaedia 


This  is  the  “Other” 

An  actual  photograph  of  the  AMERICAN  and  another  widely  advertised  2-volume  Business  Man’s  Encyclopaedia 

The  Genuine  Business  Britannica 

More  than  twenty  thousand  copies  have  been  sold  and  our  most  glowing  description  cannot  equal  what  pur¬ 
chasers  and  users  say  of  the  work.  It  has  over  thirteen  hundred  pages  of  actual  reading  matter  and  forms.  The 
index  alone  would  make  a  book.  The  “American”  has  over  fifty  thousand  words  of  descriptive  matter  relative 
to  card  and  loose  leaf  systems— over  five  hundred  specially  engraved  and  printed  forms— eighty  complete  and 
practical  Systems  for  various  lines  of  business — over  one  hundred  business  men  have  contributed  to  it  their  most 
valuable  asset,  their  experience —over  a  thousand  business  aids  and  helps  are  listed — over  five  hundred  short  cuts 
and  easy  business  methods  are  there  given.  In  short  The  American  Business  and  Accounting  Encyclopaedia  is  all 
that  the  name  implies,  a  real  work  of  reference  of  sufficient  importance  to  warrant  the  title  “  Encyclopedia. 
Every  business  man,  every  credit  man,  every  accountant,  should  have  it  in  his  office.  It  is  the  authority  in  the 
office  of  our  best  attorneys,  auditors  and  business  doctors.  It  should  be  your  authority.  .  . 

Sign  the  coupon  and  enclose  one  dollar  and  the  full  set  will  be  sent  you  by  express  prepaid  at  once.  No  waiting. 

A  year’s  subscription  to  “The  Business  Man’s  Magazine  and  The  Book-Keeper”  free  to  every  purchaser. 

YOURS  POR  OrVE  DOUUAR - ORDER  NOW 


IHE 

ORIGI¬ 

NAL 

SINGLE 

VOLUME 
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American  Indian  V I 
Calendar  for  1 906 

A  beautiful,  decorative  art 
panel,  of  historic  value  as  illus¬ 
trating  Indian  character  and  Indian  art, 
suitable  for  the  living  room,  den  or 
library.  The  photographic  reduction 
here  shown  conveys  but  a  faint  idea  of 
its  color  and  beauty.  Send  for  it,  en¬ 
closing  1 0  cents  in  stamps  or  com. 


is  pure  malt — the  most  healthful  of 
foods.  Its  benefits  are  two-fold — it  quiets 
the  nerves  and  aids  digestion.  It  invig¬ 
orates,  it  builds,  it  keeps  you  in  condi¬ 
tion,  physically  and  mentally.  That  is 
why  it  is  the  “Best  Tonic.’* 

Pabst  Extract  is  sold  at  all  druggiste  for  25c. 

Avoid  imitations.  Insist  upon  the  original. 

Pabst  Extract  Dept.,  Milwaukee,  Wis. 

\  /  Mention  thle  m&gazine 
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Wasting  Time 


Largest  Talking  Machine  Manufacturers 
in  the  World. 

Creators  of  the  Talking  Machine  Industry. 
Owners  of  the  Fundamental  Patents. 


Grand  Prize,  Paris,  1900. 

Double  Grand  Prize,  1904. 
St.  Louis. 
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Which  Way  For  YOU? 

Stop  and  consider,  Mr.  Business  Man,  how  much  time  your  Typewritist  loses  each  day  Wciiting  for  youT 
dictation  while  you  are  busy  with  a  customer  or  otherwise  engaged. 

The  above  picture  illustrates  this  loss — Now,  add  to  this  the  time  lost  iaking  dictation,  and  you  find 
that  about  50  per  cent  of  your  clerk’s  time  is  wasted. 

Statistics  secured  from  twenty  of  the  largest  business  houses  of  the  country  show  this  to  be  true— 
Unproductive  time,  and  it’s  ^our  loss. 

The  BUSINESS  GRAPHOPHONE  saves  all  this — doubling  your  clerk’s  working  capacity. 

It  saves  YOUR  more  valuable  time,  Mr.  Business  Man.  You  dictate  the 
instant  you  wish — the  Graphophone  is  always  waiting.  It  gives  you  absolute  privacy  and  independence,  not 
possible  the  old  way. 

The  picture  below  illustrates  this  independence  of  both  office  man  and  clerk  by  the  BUSINESS 
GRAPHOPHONE  system. 

Send  us  the  coupon  below  and  we  will  mail  you  our  Booklet  which  explains  in  detail  just  what  the 
BUSINESS  GRAPHOPHONE  system  is,  does  and  costs  ;  where  it  improves  and  saves  so  much  ;  and  why 

“  Tell  it  to  the  Graphophone. 

COLUMBIA  PHONOGRAPH  COMPANY,  General 

90  and  92  West  Broadway,  New  York  City. 


A  ibtfays 
"Bu^sy 


Kmdly  mail  me  free  complete  mformation  concerning  the  BUSINESS  GRAPHOPHONE.  I 

Name . 


Street. 

State  trade 
or  profession 


■  City  . . State. 

state  posztion  you  ko.'d  thereinli 
•whether  Executive,  Manager,  Office\ 

Man,  Clerk,  Stenographer ,  etc ,  j  . 
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WHY  WASTE  VALUABLE  TIME? 


Searching  for  a  name 
when  you  can  find  it 
instantly?  How 
often  have  you  been 
obliged  to  stop  and 
search  through  a 
bulky  telephone  directory  for  an  oft  used  name — 
only  to  find  that  you  have  called  the  wrong  number. 
When  such  things  happen,  your  loss  in  dollars  is 
greater  than  the  cost  of  a  dozen  sets  of  the 


Automatic  Telephone  Card  Index* 

It  contains  sufficient  space  to  insert  the  names  of  170  friends  or  firms 
with  whom  you  communicate  most  frequently.  Names  alphabetically  indexed. 
The  handsome  index  case  is  made  of  the  finest  aluminum  and  weighs  with  the 
cards  only  four  ounces.  Can  be  attached  to  either  desk  or  wall  ’phone. 

Cards  can  be  removed  for  writing  names,  or  new  cards  inserted  instantly. 

IMPORTANT  FEATURE — The  names  of  your  customers  or  friends  are 
always  concealed  from  view  at  the  same  time  always  ready  for  instant  use. 

Price,  50  Cents,  Postpaid— Money  Back  if  Unsatisfactory 

SPECIAL  PRICES  This  is  a  most  attractive  and  appro- 
IN  QUANTITIES  priate  article  to  be  used  as  an  adver-  enrio*sed^ 

tisement  and  presented  to  custom-  /■  pifase'sendm; 
ers.  You  can  have  your  name,  trade  mark  or  any  design  /  carriage  paid, 

printed  on  one  or  both  sides  of  the  case  for  this  pur-  your  Automatic  Telephone 

TTT  c  •  1  ,•  ...  Card  Indexes,  subject  to 

pose.  Write  tor  our  special  quantity  price  list.  /  return  it  not  satisfactory 

to  me.  Please  quote  prices 
in  quantities  of. . 

Automatic  Card  Index  Co.,  Business . 

Street . 

327=331  Bleecker  Street,  UTICA,  N.  V.  /  Town . state . 
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On  Sale 
Decemljer 


Ut 


'  ^ 


Price  *1§2 


The  story  of  ^Trenzied  Finance'^  is  without  doubt  the  most  re¬ 
markable  narrative  ever  written  of  the  corruption  in  hi^h  circles  of 
finance  in  this  country. 

The  560  pages  include  not  only  "Frenzied  Finance^  the  Story  of 
Amalgamated"  from  the  beginning  to  the  account  of  the  "Crime  of 
Amalgamated,"  but  148  pages  of  "Lawson  and  his  Critics,"  which 
contains  his  charges  of  corruption  in  the  three  big  insurance  compa¬ 
nies  and  matters  pertaining  thereto.  At  all  bookstores. 

THE  RIDGWAY- THAYER  COMPANY,  Publishers,  UNION  SQUARE,  NEW  YORK  CITY. 
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W  BEFORE  YOU  PURCHASE  YOUR  1 
f  NEW  YEAR’S  LEDGER  ' 

BOUND  OR  LOOSE  LEAF 

EXAMINE  THOSE  HAVING 

FREY  PATENT  FLAT  OPENING  BINDING 

WHICH  WITH 

WESTON’S  LEDGER  PAPER 

MAKES  THE  MOST  SERVICEABLE  BOOK  POSSIBLE 

OR 

THE  “AUTO-LOCK”  EXPANSION  BACK 

LOOSE  LEAF  LEDGER 


INDEX 


IVRD”  BLANK  BOOKS 

ARE  THE  BEST 

10,000  VARIETIES 


KtMs  Boorum  &  Pease  Company 

t  Bridge,  Front  and  York  Streets  H 

a?  BROOKLYN  NEW  YORK  1  iHr'l 


TRADE  MARK 
REGISTERED 


TRADE  MARK 
REGISTERED 
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Humphrey 
Filingf  Devices 

specially  designed  to  accommodate  rapid  growth 
and  to  afford  an  unlimited  interchange  with¬ 
in  each  section  of  the  various  kinds  and 
sizes  of  filing  drawers  in  common  use. 

Made  of  Steel  and  Wood,  will  not  warp, 
shrink  or  swell — are  practically  indestruct¬ 
ible.  Exteriors  of  quarter-sawed  oak — 
drawers  of  steel  protected  with  a  rust¬ 
proof  finish  that  will  not  crack  or  chip  off. 

HUMPHREY  VERTICAL  FILE  WITH  DROP 
FRONT  overcomes  the  only  abjection  ever  made 
to  a  vertical  file — papers  can  be  read  without 
removing  from  file  and  removed  from  file  with¬ 
out  dragging  other  papers  after  them.  The 


Humphrey  Bookcase  Co.,  Vi’-  Detroit,  U.  S.  A. 

Manufacturers  Humphrey  Sectional  Bookcases. 


Card 

Index 

Cabinet 


VERTICAL  FILE  DRAWERS  ride  upon  Car¬ 
riages  constructed  with  an  angle  steel  frame 
and  operated  upon  roller  bearings.  Open  and 
close  easily  whether  empty  or  full. 

HUMPHREY  “FOLLOWER”  made  of  a  single 
piece  of  sheet  steel  occupies  just  one  sixteenth 
inch  space.  Catalogue  explains  other  advant¬ 
ages  and  illustrates  complete  line  including 
Card  Index  Cabinets,  Desk  Trays — open  and 
with  covers.  Card  Index  Supplies,  Record  Cards, 
Ouides,  etc.  If  line  is  not  sold  in  your  town 
we  ship  direct  at  special  prices. 

Write  today  for  catalogue. 

Dealers  invited  to  write  for  special  exclusive 
agency  proposition. 


Note  Steel  Drawer 


Humphrey  Drop  Front  locks  automatically  when 
drawer  is  closed  and  is  held  upright  firmly  in 
place  until  drawer  is  opened,  when  it  is  auto¬ 
matically  released  and  drops  forward  upon 
Stay-hinge  as  illustrated. 

Guaranteed  always  to  work  perfectly.  But  if 
rigid  front  is  desired  we  furnish  it. 


OF  INTEREST  TO  OWNERS 
OF  ADDING  MACHINES 


Bond  Ouality- 
Hriibmomotor 
Paper «  « « « 

\V7E  are  furnishing-  an  extra 
^  quality  of  bond  paper  in 
rolls  for  Adding^  Machines. 
Our  rolls  contain  from  335  to 
350  feet,  nearly  50^  increase 
in  yardage  over  the  ordinary 
grade.  Note  prices. 


1  ^ 
^  16 

in. 

Roll 

PlaindOO 

roll 

case 

$9.00 

(( 

in. 

u 

50 

(( 

4.75 

^  32 

in. 

it 

u 

100 

(( 

a 

12.00 

(( 

in. 

u 

50 

(( 

6i 

6.50 

A  postal  will  bring  sample 
and  printed  matter,  explain¬ 
ing  an  improvement  in  our 
method  of  winding  on  a  card 
board  tube.  With  the  2^  in. 
Rolls  is  furnished  a  wood¬ 
en  core  so  constructed  that 
it  prevents  the  paper  slipping 
off  to  one  side,  thus  insuring 
a  direct  feed  into  the  machine. 

WHITAKER  PAPER  CO. 

Manufacttirers,  Importers  and 
Mill  Agents 

ciivcirvrv ATI,  ohio 

The  ^aper  on  which  The  Business  Man's  Maga¬ 
zine  and  The  Book-Keeper  is  printed  is  furnished 
by  us. 
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IN  many  a  home  there  stands  an  old  piano  which  is  used  but  seldom  now,  either 
because  it  has  ‘  seen  its  best  days”  and  no  longer  gives  satisfaction,  or  because  there 
is  no  one  in  the  family  who  has  the  time  and  inclination  to  keep  up  the  study  and 
practice  necessary  to  play  it  skillfully. 

If  you  have  such  a  piano  why  not  trade  it  in,  in  exchange  for  a  FARRAND- 
CFCILIAN  PIANO,  which  is  a  high  grade  upright  piano  of  wonderfully  clear,  sweet 
tone,  and  with  the  mechanism  of  theCECILIAN  PIANO  PLAYER  built  inside  the 
case.  This  wonderful  piano  can  be  played  with  the  fingers  just  like  any  ordinary  piano, 
or  it  can  be  played  by  means  of  the  Cecilian  player  mechanism  which  is  built  into  it. 

It  thus  becomes  a  means  of  pleasure  and  enjoyment  for  the  entire  family;  those 
who  have  learned  how  to  play  the  piano,  can  play  this  one  in  the  manner  they  have 
always  been  accustomed  to,,  while  those  who  don’t  know  anything  about  music,  can 
play  it  equally  well  by  means  of  the  Cecilian  mechanism. 

The  man  of  the  house,  when  he  comes  home  at  night,  tired  with  the  business  cares 
of  the  day  and  longing  for  the  restful  enjoyment  of  music,  can  sit  down  at  this  piano 
and  play  it  himself,  play  just  the  kind  of  music  he  likes  best,  whether  it  be  some  catchy 
air  from  one  of  the  operas  or  a  bit  of  ragtime  or  some  old  song  or  ballad  of  Auld  Lang 
Syne.  The  entire  world  of  music  is  open  to  him  to  choose  from. 

Write  us  and  we  will  mail  you  a  complete  description  of  it  with  illustrations. 

Address!  Department  O. 


FARRAND  ORGAN  COMPANY 

Paris,  France  DETROIT,  MICH.  London,  Eng. 


Your  Old  Piano 
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INCREASE  YOUR  HEIGHT 


There  is  no  longer  any  excuse  for  any  man  or  woman  to  look 
short  or  stunted.  By  the  Cartilage  system  you  can  add  from  2  to 
5  inches  to  your  height,  in  a  natural  way,  safely,  quickly,  per¬ 
manently  and  privately  in  your  own  home.  It  involves  no  drugs  or 
medical  treatment,  no  electricity  or  operation,  no  hard  work  or 
unpleasant  features,  no  loss  of  time  and  almost  no  expense.  And 
while  it  is  increasing  your  height,  it  will  also  give  you  better 
health,  greater  energy,  more  nerve  force,  as  well  as  broaden  your 
shoulders  and  improve  the  proportions  of  your  whole  figure. 
imQr  IQ  DDnnC  your  doctor  to  turn  the  X-Rays  on  the 

nLlfb  Iv  r  nUUr  body  of  some  friend.  Ask  him  to  point  out 
the  23  vertebrae  sections  of  the  backbone  and  notice  the  23  cush¬ 
ions  of  cartilage  between.  You  will  find  about  19  inches  of  this 
cartilage  between  the  head  and  the  feet,  and  the  doctor  will  tell 
you  that  it  is  elastic  and  fibrous  like  muscle. 

Now,  by  the  Cartilage  system,  this  Cartilage  is  increased  in 
thickness  by  exercise,  just  as  muscles  are  increased  by  exercise, 
only  by  the  Cartilage  system  the  exercising  of  the  cartilage  is 
automatic,  with  no  hard  work  and  as  easy  as  rocking  in  a  rocker. 
You  can  increase  the  muscles  in  size  75  per  cent.  You  need  in¬ 
crease  the  cartilage  in  thickness  only  15  per  cent.,  to  add  2% 
inches  to  your  height,  a  very  common  occurrence.  Wouldn’t  you 
like  that  added,  2%  inches,  or  more,  or  even  half  of  it?  It  would 
enable  you  to  see  well  in  a  crowd,  in  church  or  at  the  theatre;  to 
walk  without  embarrassment  with  a  taller  person,  to  dance  better 
and  give  you  all  the  advantages  of  being  well  built. 

MAnr  nonnF  FRFF  order  that  all  short  persons  may 
PfIUnt  r  nllUr  I  nCL  obtain  the  increased  height  desired,  we 
have  printed  a  book  which  gives  scientific  proof,  of  how  it  is  done 
and  full  information  how  you  can  add  from  two  to  five  inches  to 
your  height  in  this  simple,  safe  and  easy  way.  This  book,  to¬ 
gether  with  endorsements  from  physicians  and  surgeons,  gym¬ 
nasium  and  military  directors,  schools  and  colleges,  will  be  sent 
free  of  charge  to  any  short  person  who  asks  for  it. 

Write  for  it  today.  If  you  are  too  short,  you  cannot  afford  not 
to  ask  for  this  free  book.  It  explains  all.  Simply  address  your 
letter  to  The  Cartilage  Co.,  59  C,  Unity  Bldg.,  Rochester,  N.  Y. 

P.  S. — The  reason  that  others  are  not  advertising  this  simple  method,  is  that  the  Cartil¬ 
age  System  is  protected  by  Patents  in  the  United  States,  and  every  other  important 
country  and  in  the  world. 


A  Rich  Colorado  Gold  Mine 

HAS  PRODUCED  A  QUARTER  OF  A  MILLION  DOLLARS,  GOLD. 

$100,000  EXPENDED  ON  MINES  AND  MILLS. 

IT  WILL  EARN  DIVIDENDS  IN  SIXTY  DAYS. 

A  ne^/■  syndicate  of  Eastern  men  has  just  bought  it,  and  you  can  join  them  on  the  right 
basts  if  you  get  NOW.  There  is  honesty,  capacity  and  energy  back  of  this  enterprise.  I 

have  been  to  the  property  recently  in  company  with  experienced  mining  men.  We  gave 
it  a  thorough  examination,  and  I  can  recommend  it  to  the  investing  public  as  a  clean, 
straight,  highly  desirable  mining  preposition. 

IT  IS  A  RICH  DEVELOPED  GOLD  MINE. 

The  ore  bodies  are  in  place,  fully  exposed  and  of  great  extent,  proved  by  4,000  feet  of 
tunnels,  cross-c’'ts  and  shafts.  The  mill  and  machinery  cost  $25,000  and  are  first-class. 
They  are  being  tested  a^J  some  changes  made.  An  electric  plant  will  be  installed,  and  the 
water  system  further  developed,  whi  h  is  very  valuable.  To  meet  these  improvements  a 
limited  arr^unt  of  stock  will  be  sold  at  50  cents. 

There  is  no  more  i  isk  in  this  proposition  than  in  any  commercial  or  industrial  enter¬ 
prise,  as  the  experimental  stage  is  passed,  the  mines  are  made,  and  the  ore  is  proved  up 
and  as  visible  as  gold  piled  in  a  '[lank. 

A  Company  has  been  organized,  of  moderate  capital, — $500,000;  500,000  shares,  all 
Treasury  Stock;  no  promotion  stock  to  anybody;  no  salaries  to  officers.  EVERY  SHARE 
HAS  VALUE,  represented  by  patented,  developed  mining  claims,  mills,  machinery,  a  com¬ 
plete  mining  and  milling  plant,  water  rights,  and  timber  lands,  all  located  within  three 
miles  of  the  railroad.  The  Company  will  make  money  right  from  the  start,  and  the  mill 
will  be  in  full  operation  in  a  few  days.  The  managers  intend  to  put  the  Company  on  a 
permanent  dividend-paying  basis  in  March  or  April  next. 

I  would  be  pleased  to  send  full  information  and  prospectus.  This  great  Gold  Indus¬ 
trial,  and  the  Officers  and  Directors,  will  stand  all  kinds  of  investigation,  and  now  is  the 
time  to  do  it,  if  you  want  to  share  their  success.  You  will  have  to  hunt  a  long  time  to 
find  an  opportunity  like  this  one. 

ANDREW  E.  BUSH, 

INVESTMENT  SPECIALIST 

307  Main  Street,  SPRINGFIELD,  MASS. 
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YHE  original  real  estate  school  operated  by 

our  large,  active  real  estate  firm  will  teach  you  the  Real 
Estate,  General  Brokerage  and  Insurance  Business  by  the  most 
improved  correspondence  methods.  Many  readers  of  The 
Business  Man’s  Magazine  have  answered  our  previous  ad¬ 
vertisements,  and  by  so  doing  have  made  their  start  toward  a 
successful  future.  Will  it  not  p2Lyyou  to  do  the  same  ? 

Real  Estate  is  the  foundation  to  which  all  wealthy  men  owe 
their  success.  The  large  fortunes  of  the  Astors,  Marshall  Field, 
Young  and  numerous  others  were  made  in  real  estate.  It  is  the 
business  to  which  men  look  when  investments  are  wanted.  The 
opportunities  and  activity  in  this  business  are  constantly  increas¬ 
ing,  which  is  proven  byaglance  at  the  newspapers  and  magazines. 


Isn’t  it  reasonable  then  to  believe  that  this  is  the  field  for  you, 
where  your  greatest  success  can  be  made,  providing  you  first 
understand  the  scientific  principles  of  the  business.  We  will 
teach  you  this  great  business  thoroughly  in  a  short  time,  and  fit 
you  to  conduct  your  own  business,  or  to  make  money  without 
interfering  with  your  present  employment.  Upon  request,  all 
.graduates  are  appointed  special  representatives  of  leading  Real 
Estate  and  Brokerage  Companies,  who  will  list  high-class  invest¬ 
ments  and  readily  salable  properties  in  all  sections.  We  will  co¬ 
operate  with  and  assist  our  graduates  to  a  great  success. 

_  The  course  is  found  to  be  of  great  assistance  to  persons  in  all 
lines  of  business,  especially  those  dealing  or  investing  in  real 
estate.  No  man  in  commercial  life  can  afford  to  be  ignorant  of 
the  details  and  methods  of  real  estate  transactions. 


Space  will 
Hancock,  c _ 

inducements.  - - - ........ . 

W,  Cross  &  Co.'s  Course  of  Instruction." 

Certainly  advise  anyone  con- 

In??!?.!  ^  entering  the  Real  Estate  and  Brokerage  business  to  first  thoroughly  prepare  themselves  by  taking  your  correspond- 
eiiCv#  course*  *  * 


i!  ^  who  have  made  successes.  There  is  the  firm  of  Sanders  & 

^k.of  Blair.  Oklahoma,  which  writes  us.  “If  a  young  man  is  honest  and  a  hustler  there  is  no  field  of  activity  offering  better 
We  can  say  from  experience  that  any  thinking  of  entering  this  field  will  find  it  materially  to  their  advantage  to 

•  Cross  oi  Co.  S  Course  of  Tn<;fTnrttr»n  ’  “ 


We  have  a  book  that  ^ves  in  detail  scores  of  letters  that  will  I  you  about  the  opportunity  for  you  personally  and  advise  you  as 
make  clear  to  you  the  advantage  of  taking  our  course  of  instruc-  to  the  course  you  can  best  pursue.  Send  at  once  for  our  FRF.F. 


tion  in  the  real  estate  business.  If  you  will  write  us  we  will  tell  1  BOOKLET. 


pursue.  Send  at  once  for  our  FREE 


H.  W.  CROSS  &  CO., 


Tacoma  Building,  Chicago,  Ill. 


No  other  process  equals  lithography  for  the 
production  of  a  tasteful,  handsome,  im- 
pressive 

Letter  Head 


Money  spent  for  high  class  stationery  is  a 
well-paying  investment. 

We  are  specialists  in  the  making  of  fine 
BUSINESS  STATIONERY. 

Our  Booklet  is  Yours  for  the  Asking. 

OVAL  &  KOSTER,  Lithograph 

334  W.  Court  Street,  Indianapolis,  Ind. 
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INVESTORS 

A  WELL  established  Livery  Corporation,  doing  a  suc- 
cessful  business,  has  for  sale  ^5,000.00  worth  of 
TREASURY  STOCK.  A  rare  chance  for  small  investors 
to  get  stock  in  a  Company  that  will  pay  10%  annually. 

BUSINESS  ESTABLISHED  OVER 
20  YEARS  IN  NEW  YORK  CITY 

Additional  Working  Capital  is  needed  for  its  increasing 
business.  For  particulars,  address 

“LIVERY,”  care  of  THE  BUSINESS  MAN’S  MAGAZINE, 

H70  BROADWAY,  IVEW  YORK  CITY 
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The  Automatic  Check  Protector 

The  one  absolute  safeguard  against  check  -  raising ! 


Over  92  per  cent,  of  the  volume  of  obligations  incurred 
in  this  country  are  settled  with  bank  checks. 

Every  time  a  check  is  written  the  maker,  who  never 
knows  through  how  many  or  whose  hands  his  check 
will  pass,  is  threatened  with  loss  through  check-rais¬ 
ing. 

There  is  but  one  way  to  absolutely  insure  against 
this  danger — use  the  Automatic  Protector. 


A  Booklet  Free 

Space  -will  not  permit  of  a  discussion  here  of  this  question 
nor  a  description  of  the  Automatic,  but  we  have  just  issued  a 
booklet  touching  closely  the  interests  of  every  business  man. 

It  explains  the  processes  and  prevalence  of  the  alarmingly 
increasing  evil,  check-raising. 

It  points  out  the  obligations  of  the  maker  and  where  the 
responsibility  for  loss  lies,  with  court  decisions 

It  analyzes  the  requirements  of  thorough  protection  and 
lays  bare  the  weaknesses  of  Inking  and  Stamping  "protec¬ 
tors.” 

It  shows  some  incidental  safeguards. 

It  proves  the  protective  efficiency  of  the  AUTOMATIC, 
describes  its  mechanical  superiority  and  its  use. 

Can  you  afford  not  to  read  this  free  booklet? 


The  Automatic  is  a  Substantial  machine,  weighing  12  pounds. 

It  is  guaranteed  for  5  years.  Write  for  our  free  trial  offer. 

ROBT.  H.  INGERSOLL  &  BRO.,  110  JEWELERS’  COURT,  NEW  YORK 


Price,  $15.00. 


Please  mention  The  Business  Man’s  Magaeine  when  writing  to  advertisers. 
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PERFECT  YOUR  ACCOUNTING  SYSTEM  I 

GOOD'W^N  S  Improved  Book-Keeping  and  Business  Manual  will  show 
you  how.  It  is  a  complete,  thorough  “course”  in  modern  book¬ 
keeping — a  series  of  practical  lessons  in  the  actual  applied  end  of 
accounting.  It  deals  not  only  with  theory,  but  also  with  practical 
methods  that  are  being  used  every  day  to  open  and  close  double  entry 
accouni-s  in  great  corporations  and  business  offices.  In  it  are  crystalized 
the  best  accounting  methods,  the  best  accounting  short-cuts  and  time 
savers,  the  best  calculation  schemes  used  by  expert  auditors.  It  shows 
how  to  open  a  set  of  double  entry  books  in  almost  any  business;  how 
to  keep  tlxem;  how  to  close  them;  how  to  make  monthly  balance  sheets; 
how  to  post  quickly  and  accurately;  how  to  make  partnership  state¬ 
ments — and  all  that  pertains  to  maintaining  a  complete  set  of  books 
for  the  smallest  or  the  largest  business.  Further  than  this  it  is  re¬ 
garded  as  an  A-XJTHORIT\  on  all  matters  relating  to  corporation 
^  ,  accounts  and  the  opening  of  books  for  stock  companies  It  has  so 

simplified  many  of  the  peculiarities  appertaining  to  this  class  of  accounts,  that  many  of  the  largest 

corporations  in  the  world  have  adopted  it  as  a  reference  book.  It  will  not  only  give  you  “points” _ it  will 

teach  you  how  to  become  a  skilled  accountant — an  auditor  capable  of  handling  any  set  of  books. 

NOT  ONLY  FOR  THE  ACCOUNTANT— BUT  ALSO  FOR  THE  GENERAL  OFFICE  MAN. 

You  may  not  be  an  accountant;  you  may  have  little  to  do  with  the  actual  manipulation  of  accounts 
but  you  cannot  afford  to  be  without  this  book.  If  you  are  in  an  office  at  all  you  ought  to  know  something 
about  accounts.  This  book  will  give  you  a  practical  knowledge  of  accounting— a  knowledge  that  will  en¬ 
able  you  to  practice  in  the  profession.  It  will  show  you  HOW  BOOKS  SHOULD  BE  KEPT 

“Would  not  take  $50  for  the  information  I  have  gained  from  your  article  on  Stock  Companies  alone 
Your  book  is  by  far  the  most  thorough  and  complete  exponent  of  ADVANCED  BOOK-KEEPING  I  have 
ever  seen.” — W.  L.  BARNES,  Secretary  and  Treasurer  of  the  Providence  Coal  Co.,  Providence  Kv  CTHE 
UNITED  STATES  STEEL  CORPORATION  uses  90  copies  of  this  book;  the  STANDARD  OIL  COMPANY 
50  copies;  the  PENNSYLVANIA  RAILWAY  COMPANY,  60  copies— and  so  on!  <^UMPANY, 

Price  $3.00.  (Sent,  postpaid,  upon  receipt  of  price.)  24th  edition  (1906)  NOW  READY  301  naaes* 
printed  in  red  and  black ;  richly  bound.  79,167  copies  sold  and  8,179  testimonials  received  up  to  Wednes¬ 
day,  November  1,  1905.  You,  will  surely  have  to  have  this  book  some  day,  and  you  may  need  it  SOON' 

J.  H.  GOODWIN,  ROOM  413,  1215  BROADWAY,  NEW  YORK 


NOTE 


Will  send  book  above  advertised 
and  this  Magazine  for  one  year  for 


$3.50 


100o\^  FINE 

If  you  Alanufacture  Goods  for 

PROSPEROUS  MEN 

THERE  ARE  20,000  SUCH  (AND  NO  OTHERS)  ON  THE  SUBSCRIPTION  LIST  OF 

American  Industries 

(Official  Organ  of  the  National  Association  of  Manufacturers) 


SOME  OF  THE  LUXURIES  WHICH  PROSPEROUS  MANUFACTURERS  BUY: 

STEAM  YACHTS,  AUTOMOBILES,  FINE  OFFICE  FURNITURE,  FINE  RUGS,  FINE  CIGARS  FINE 
WINES,  SPORTING  GOODS,  JEWELERY  AND  SILVER  FOR  CHRISTMAS  AND  WEDDING  GIFTS. 

SOME  OF  THE  GOODS  WHICH  ONLY  BUSINESS  CONCERNS  BUY: 

OFFICE  SYSTEMS  AND  APPLIANCES,  BILLING  MACHINES  AND  TYPEWRITERS,  DUPLICATING 
AND  ADDRESSING  MACHINES,  ACCOUNTING  SYSTEMS,  AUDITS. 

Every  reader  of  American  Industries  is  a  man  you  ought  to  reach  if  you  make  or  sell  any  of  these. 
Please  send  us  a  word  if  you  would  like  to  have  a  few  proofs  of  results  to  our  advertisers*. 


Advertising  Manager,  American  Industries 


810  MAIDEN  LANE  BUILDING. 
NEW  YORK  CITY 


Plcost  mention  The  Business  Man’s  Magazine  when  Tvriting  to  advertisevs. 


'  l>  I 

fi 


i  *45.00 


FUR  OVERCOATS  $10  UP 

In  ordering  give  chest  measure  over  vest,  height  and  weight. 

WE  PAY  EXPRESS  if  cash  is  sent  with  order,  or  we  send  C.  O.  D. 
with  privilege  of  examination. 

EVERYTHING  IN  GOOD  FURS  FOR  MEN,  WOMEN  AND  CHILDREN 


DETROIT.  IV1ICHIQAIN 


LARGEST 
SELLERS 
OF  FURS  BY 
MAIL 


BUY  YOUR 


FROM 

THE 


Manufacturers  ^  Save  Meney 


We  Furnish  Paper  For  ALL  Listing 
and  Adding  Machines 


..  I 


.  V, 


For  Burroughs  and 
Universal 
Machines 


2%  inch  rolls  |7.50  per 
case  of  100  rolls 

1%.  inch  rolls  $10.00  per 
case  of  100  rolls 


A  High  Grade  of  Paper 
is  used  and  samples 
cheerfully  furnished. 


Geo.  F.  Kenny  Paper  Company 


PAPER  MAKERS 


DETROIT.  MICHIGAN 
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The  Best  Paper  Clip  Made 


The  “Cinch” 

The  simplest 
and  cheapest 
clip  made. 

Packed  250  in 
each  box. 
Sample  box 
10c.  postpaid. 
1,000  for  only  3Sc. 


“  Niagara  ”  No.  1 

(Smaller  than  No.  2) 

Made  of  either  brass  or 
steel.  Holds  papers  up 
to  a  quarter  inch  thick. 
Sample  box  (100)  I5c. 
postpaid.  $1.35  per  1000 


“Niagara”  No.  2 

(Medium  Size) 

Is  made  of  the  best  steel 
spring  wire  and  will  se¬ 
curely  hold  together  large 
quantities  of  papers  as  well 
as  the  thinest  sheets  with¬ 
out  mutilation.  Packed 
100  ’1  a  box.  Sample 
box2)c.  postpaid.  $1.50 
per  1,000. 


“Giant” 

The  newest  paper  clip  out. 
The  handiest  time  saver — 
made  to  grip  large  quantities 
of  papers.  Put  up  in  boxes 
of  100  for  desk  use.  Price 
25c.  postpaid. 


$2.00  for  1,000. 

Send  for  our  Catalog  of  Office  Specialties - 


NIAGARA  CLIP  CO.,  37  Park  St.,  NEW  YORK 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


ADDRESS  ALL  CORRESPONDENCE  TO 

Eureka  Adding  Machine  Carriage  Co., 

DURAND,  MICHIGAN 


EUREKA 

Patented  May  10,  1904,  No.  759,289 

ice  «15  .00 


ADDING 

MACHINE 

CARRIAGE 


For  Adding  Machines 
or  Typewriters — The 

Operators  Comfort; 
The  Machines  Protec¬ 
tion. 

Can  be  wheeled  to  any 
place  or  position. 

The  wheels  are  rubber 
tired,  hence  there  is  no 
jar  to  disturb  the  intri 
cate  mechanism  of  the 
machine. 

THE  FRAME  WORK 
is  copper  oxidized  and 
the  table  quarter-saw 
ed  oak  nicely  polished 


F.O.B. Detroit,  Mich 


We  will  send  you  one  on 
10  days  trial.  If  not  satis¬ 
factory  return  it  by  prepaid 
freight. 
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The  “Common  Sense 


Travelers’  Expense  Book 

The  cheapest  and  best  books  on  the  market 
Traveling  men,  book-keepers  and  business  men 
ALL  LIKE  THEM 


J 

W  1 

r  4^; 

/  \ 

1  i 

n 

'  j 

'1 
'Aun^  Is 

4 

i 

“  I  have  used  your  books  for  several  years,  they  are  the  best  of 
the  kind  there  is.”-ARTHUR  BARLOW. 


PRICES 


Weekly  Common  Sense  Expense  Books,  per  100 
Monthly  “  “  “  “  “ 

Personal  Expense  Books,  per  100  . 


.  $2.00 
4.00 
4.00 


SAMPLES  FREE  UPON  APPLICATION 


E.  H.  BEACH,  Publisher,  DETROIT,  MICH. 


Please  mention  The  Business  Man’s  Magazine  whsn  writing  to  advertisers, 


t 
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HAVE  YOU  A  BUSINESS 
MAN’S  PRINTING  OUTFIT? 


The  best  Is  none  too  grood  for 
you.  The  Fulton  New  Ilovable 
Ty  pe  Sets  are  the  BEST,  being 
the  most  perfect  and  complete 
outfits  ever  offered  the  busi¬ 
ness  man.  Outfit  No.  206 con¬ 
sists  of  a  5  A  font  of  type,  in 
handsome  polished  wood  box 
with  brass  trimmings,  includ¬ 
ing  a  two-line  holder  and  a 
Fulton  Self-inking  pad  sent 
complete  for  SI.  Other  sets 
rubber  stamps  and  pads  in 
proportion.  Send  for  catalog. 
If  you  have  not  sent  25c  for  a 
New  Nnn-KIurring  Wood  Ink 
I’ad,  do  so  at  once. 


FULTON  RUBBER  TYPE  CO.,  455  Broadway,  NEW  YORK 


$78 


PER  MONTH.  Expenses  advanced.  Men  to 
travel,  post  signs  and  leave  samples.  Address 

MANUFACTURERS,  Desk  D,  Atlas  Block,  CHICAGO 


SPENCERIAN 

PERFECT 

Steel  Pens 

USED  BY  EXPERT  AND  CAREFUL  PEN¬ 
MEN  FOR  .NEARLY  FIFTY  YEARS 
Sample  card,  12  pens  different  patterns,  will  be 
sent  for  trial  on  receipt  of  6  cents  in  postage 
stamps.  Ask  for  card  R. 

SPENCERIAN  PEN  CO. 

349  BROADWAY  NEW  YORK 


auTorsianT 


Scarf  Fin  Fastener— Every  man  should  have  one.  The 
only  absolute  protection  against  loss  or  theft  of  valu¬ 
able  scarf  pins.  Positively  prevents  pin  working  up 
and  looking  untidy.  Scarf  pin  slips  through  hole  in 
threaded  rod  and  a  twist  of  the  round  cap  grips  it 
tightly  on  pin  (see  illustration).  Fits  any  pin.  Reliable 
and  quickly  adjusted  Prepaid  to  any  address  for  10c. 
(silver).  Money  back  if  not  satisfied.  Agents  wanted. 
Reference,  Austin  State  Bank. 

Erie  Supply  Co.,  5804  Erie  St.,  Chicago. 


PARKER’S 

HAIR  BALSAM 

Cleanses  and  beautifies  the  hair. 
Promotes  a  luxuriant  growth. 
Never  Fails  to  Hestore  Gray- 
Hair  to  its  Youthful  Color. 
Cures  scalp  diseases  &  hair  falling. 
fiOc,  and  $1.00  at  Druggists 


New  York  University 
School  of  Commerce 

Special  Evening  Courses  in  Banking, 
Accounting,  Insurance,  Real  Estate  and 
Advertising.  Washington  Sq.,  N.  Y. 


to  ffealise  toe  Lairge  Interest  and  Proits  l 
In  Intimate  ^Mining,  Oil,  Timber,  and  Smelter  Inveafe^ 
ments  and  Di-videna-paying-  Industrial  Stocks,  listed  and 
nnlisted,  should  send  for  our  Booklets,  giving  full  iMormA* 
to>n(,  mailed  freco 

DOUGLAS,  LACEY  d.  CO., 
Banicers  d  Brokers,  66  BroadwAy,  New  Wef'k 


INVESTORS 

How  You  Can  Make  Money 

Become  a  PARTNER  with  me 


Invest  a  FEW 
DOLLARS 
7%  to  15% 
DIVIDENDS  PAID 

IN  CASH 

Semi-Annually 


In  My  Great 

(Profit-Earning) 

MaihOrder 

Business 


1st: 


-I  make 
honestly. 


money 


2nd: — We  make  big  div¬ 
idends.  A  perfect 
Banking  Plan. 

3rd: — I  will  show  you 
how  $67.00  i  s 
made  every  year 
on  $100  invested, 
from  our  small 
NET  EARNING 
of  10%  and  12% 
on  sales. 

4th: — 'My  plan  is  sound. 
We  have  NO 
LOSSES. 

5th:— I  will  make  YOU 
money  in  this 
Business. 


FEW  KNOW  HOW  TO  MAKE  MONEY 

• — but  my  straight,  legitimate  methods  are  a  demon¬ 
strated  success.  You  will  be  satisfied  with  the  secu¬ 
rity  and  safety  o-f  your  investment.  I  do  not  specu¬ 
late.  I  believe  in  up“to-date  business  methods.  I 
have  developed  modern  plans,  and  keep  the  prin¬ 
cipal  of  the  investment  safely  and  surely  secured, 
which  is  always  salable  and  transferable.  I  can  pay 
you  15%  dividends  in  cash,  semi-annually,  and  7% 
on  your  money  invested  is  absolutely  guaranteed, 
security  exactly  the  same  as  a  bank. 

Tell  me  you  want  information  and  I  will  send  you 
my  Booklet,  intelligently  explaining  the  methods  of 
making  money  earn  money.  It  Is  co-operative, 
Banking  and  Manufacturing  combined,  a  matter 
only  of  handling  capital  properly,  I  have  customers 
that  produce  6,500  Million  Dollars  annually  (not 
idle  talk),  but  facts,  which  I  should  like  to  explain 
to,  say,  about  1,000  interested  investors.  Answer 
this  advertisement  and  write  me  personally. 

HOMER  J.  YOUNG,  Manager 

THE  HOMER  YOUNG  COMPANY 

4212  MONROE  STREET,  TOLEDO,  OHIO 
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THIS  BOOK  IS  FREE 


It  Tells  You  About  a  System  of 
Handling  Figures  With 
Lightning  Rapidity. 


One  Thousand  Copies  Will  Be 
Given  Away  to  Those 
Who  Apply  First. 


This  book  tells  about  marvelous  methods  of 
shortening"  calculations;  methods  that  simplify 
the  most  difficult  business  problems  and  some¬ 
times  make  it  possible  to  do  the  work  of  an  hour 
in  the  space  of  a  minute.  It  is  from  the  pen  of  a  man 
who  has  devoted  his  life  to  the  subject  of  rapid  and 
accurate  calculations.  He  is  known  throughout  the 
United  States  as  the  foremost  calculator  of  the  day 
Every  man  should  calculate  quickly  and  with  ease! 
Every  business  man  must  calculate.  Often  a  certain 
calculation  must  be  made  mentally  and  instantly  if 
you  would  take  care  of  your  own  interests.  By  our 
improved  methods  you  see  results  without  effort.  You 
multiply,  add,  subtract  and  divide  fractions  or  whole 
numbers  with  marvelous  ease.  The  methods  intro- 
duced  by  this  book  will  revolutionize  figuring  and 
arithmetic  for  you.  You  can  learn  at  your  own  home 
with  little  effort  and  without  loss  of  time.  If  you  are 
an  office  man,  the  result  will  be  seen  in  your  pay 
envelope.  The  man  who  figures  accurately  and  rapidly 
can  do  three  times  as  much  work  as  the  one  who 
tses  ordinary  methods.  Unless  you  know  all  about 
fi  -ures  that  you  want  to  know,  unless  you  are  accur¬ 
ate  m  every  calculation,  you  cannot  afford  to  be  with¬ 
out  this  information.  It  costs  you  nothing  to  write 
for  the  book;  it  is  free;  it  may  cost  you  a  good  posi¬ 
tion  or  a  valuable  promotion  to  neglect  this  oppor- 
Address  Commercial  Correspondence  Schools 
69  C,  Commercial  Building,  Rochester,  N  Y 


If  You  Had  $3J  to  Spend 

FOR  MAGAZINES 

WOULD  YOU  SPEND  IT  ALL  FOR  ONE  OR  WOULD  YOU 
BUY  THREE,  PARTICULARLY  IF  EACH  OF  THE  THREE 
WAS  AS  ATTRACTIVE  AND  VALUABLE  AS  THE  ONE  ? 


There  are  several  Dollar  magazines  as  attractive  typographically, 
as  readable  and  as  valuable  in  contents,  as  those  retailing  at  Three 
Dollars. 

TMB  WORUD  TO=DAV 

is  one  of  them 

Furthermore,  it  is  the  only  magazine  of  its  class  retailing  at  One 
Dollar,  and  is  considered  by  many  equal  to  any  of  its  competitors. 
ONE  DOLLAR  expended  for  THE  WORLD  TO-DaY  gives 
you  as  good  a  magazine  as  there  is  in  its  field  and  saves  TWO 
DOLLARS  for  other  purposes.  Isn’t  it  worth  considering  in  mak¬ 
ing  up  your  list  for  the  coming  year? 

THE  WORLD  TO-DAY  is  a  monthly  world  review.  It  is 
not  made  up  of  clippings  from  other  publications,  but  obtains  its 
information  from  original  sources  and  as  a  result  is  reliable  and 
always  up-to-date.  Its  contributors  are  the  foremost  men  and 
women  of  the  day,  selected  not  merely  because  they  are  great,  but 
because  they  know  how  to  write  entertainingly. 

THE  WORLD  TO-DAY  by  its  method  of  treatment  makes 
fact  as  entertaining  as  fiction.  It  believes  in  the  educational  value 
of  pictures  and  contains  monthly  more  illustrations  of  noted  people, 
prominent  events  and  famous  places,  than  any  other  magazine 
published. 

THE  WORLD  TO-DAY  was  the  first  magazine  to  print  re¬ 
gularly  many  of  its  illustrations  in  colors.  This  is  a  feature  in 
which  it  excels. 

THE  WORLD  TO-DAY  is  a  magazine  for  the  home  and 
needed  by  every  one  who  wishes  to  keep  in  touch  with  the  world’s 
progress. 

The  above  are  a  few  pertinent  facts.  Are  they  not  sufficient  to 
warrant  your  becoming  a  regular  subscriber?  If  so,  WRAP  A 
DOLLAR  BILL  in  the  coupon  below  and  mail  to-day. 


THE  WORLD  TO-DAY,  . . . 1905 

67  Wabash  Ave.,  Chicago: 

Enclosed  find  One  Dollar  for  which  please  send  The  World 

To-Day  for  one  year  beginning  with  the . number. 

Name  . 

Address  . 
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Do  You  SnoroP  ^"^thVouch 

■  WU  WIIVIl#!  THE  MOUTH? 

AND  KEEP  YOUR  FAMILY  AWAKE?  If  so  send  50c.  for 
my  PREVENTIVE  APPLIANCE,  or  $1.00  for  three,  with 
complete  directions.  Sell  two  and  have  yours  free. 

Johann  Karl,  1 1 6  W.  Wayne  St.,  South  Bend,lnd. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


Itlf 


The  Ri^ht  Cabinet  at  the  Ri^ht  Price 


Shipped  on  Approval, 
Direct  from  Factory, 
Freight  Paid  by  us. 


Upright  Verticewl  File 


The  most  improved,  the  most  practical,  the  most 

economical  Letter  Filing  Cabinet  on  the  market 

DIMENSIONS  — 15K  in.  wide,  52  in.  high  and  28  in.  deep. 

CAPACITY — 20,000  letters. 

CONSTRUCTION  — Each  drawer  is  provided  with  an  anti¬ 
friction  suspension  slide,  permitting  the  drawer  to  be  with- 
drawn  its  entire  length;  it  also  has  an  automatic  follower 
block  which  compresses  contents  of  drawer  tightly  at  the 
bottom,  leaving  the  upper  edge  of  the  papers  loose  and 
easily  referred  to. 

MATERIAL  AND  FINISH  —  The  cabinet  is  made  of  selected 

in  dark,  golden  oak  color,  hand 
rubbed  and  polished.  Trimmings  finished  in  oxidized  copper. 

Write  for  illustrated  catalogue  39-L  of  our  complete  line  of  filing  cabinets 

The  C.  J.  LUNDSTROM  MFC.  CO.,  Little  Falls,  N.  Y. 

Mfrs.  of  Sectional  Bookcases  and  Filing  Cabinets. 
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Circulars  cart  be 
mailed  in  t:bese 
envelopes 
apparently  sealed 
for 


OINE 

CEINX 


Penny  Saved  jg 
Penny 

BY  USING  THE  toaT 

NEOSTYLE 

**  Sealed'Yet-Open 

'‘"idSS^  ENVELOPES 


YOUR 

POSTAGE 

‘SAVEO 


1 

u 

11 

ICeSt  1 

INOTICE 


¥Tr.*T^  bnmght  by  us  in  the  U.  S.  Circuit  Court  of  the  Southern  District  of  New  York  against  the 
United  States  Envelope  Co.,  has  been  settled  and  discontinued,  upon  said  last-named  comDanv  naviL  v.s 
compensation  for  the  “Postage  Saver’*  envelopes  heretofore  manufactured  and  sol^dj  and  Tl^kUig  ?rom  tWs 
company  a  license  to  manufacture  and  seU  under  ROYALTY  the  “Postae-e  Sa  ver’’  PnvAi^^«=  "  I 

by  it  (under  Letters  Patent  issued  to  Charles  E.  Cather/tnd  numbered  687  196?  manufactured 

Notic©  lb  li©rGl)y  g'ivGn  ths-t  S3.i(l  license  is  limited  to  tli©  iTi3<niifa,otiirp  o'f  tvip  “"pnofao-rv  i 

Si^vX^e^^rhS  ?Sirii?fr?n^gi"u%yn  ^  aga°ffLal"u?/cturTnrS; 


NEOSTYLE  “  SEALED=YET-OPEN  ”  ENVELOPE 

PROMP^y'' AND^RIGOROUSEY  V^OSFCT^^^  Envelope  Co._  ALL  INFRINGEMENTS  WTLE  BE 

been  obtained  against  The  Wolfe  Envelope  Co.,  of  Cleveland,  Ohio  and  The  Mound^C?^? 

Louis  Mo.  Dealers  and  users  of  envelopes  tther  than  ours  made  by  the  safd  U  S 

which  Infringe  our  invention,  are  equally  liable  with  manufacturers.  ’  h-nwelope  Co., 

THE  GREAT  ADVANTAGE 

»  irta?o“s¥b?e%or"Sl?e%nvelo5eJYo  ?e°^ea“d  m  uaSir^  ™ls^i  a  oWec“  ulK”'"* 
culars  intended  to  be  used  for  betters.®  Send  for  lata^rqiota^oL'.^ ‘‘o^dt;s°’iS^Ve%“So^^^ 

NEOSTYLE  ENVELOPE  COMPANY,  320-324^Dearboirff  Stfl^ChicagS 

.  .  *  *08  Vine  Street,  .  .  St.  Louis 

trlcdse  mentton  The  Business  Man’s  Magazine  when  writing  to  advertisers^ 


i 


Q^jr\o  Vtf. 
^~^>'''f^'p!^JhjLe/yj 
/)Ti^/g7l><  53^ 
Co-JLy.^9 

CJ 


eminaCt 
jPocket  Card  System 

A  fresh  card  comes  to  the  front 
every  day,  in  the  elegrant  leather 
vest  pocket  case,  wliicli  carries 
dates  for  2  or  4  weeks  ahead. 
(Replenished  from  tray.)  Extra 
cards  for  things  to  be  retained- 


Simple 


Practical 


Today’s  card  always  at  the  front. 
No  leaves  to  turn.  Any  card  is 
found  instantly  by  its  tab.  Cards 
for  the  year  make  a  valuable  card 
index  for  desk  use. 

FORGET  NO  MORE 

This  automatic  tickler  helps  you 
to  do  things  at  the  right  time. 
Saves  time,  money,  opportunity. 

Helps  You— Plan  your  work,  work  your  plan,  stop  for= 
getting,  accomplish  more,  avoid  worry. 

No  other  Device  Answers  its  Purpose 

Used  and  recommended  by  Bankers,  Lawyers,  Doctors,  Merchants, 
Manufacturers,  Salesmen,  Insurance  Men,  Railway  Managers, 
Contractors,  Engineers,  Architects,  Educators,  Ministers,  etc.,  all 
over  the  world.  Invaluable  to  all  who  would  be  prompt,  systema¬ 
tic,  or  successful.  Order  Now  and  get  ready  to 

Bim  THE  NEW  YEAR  RIGHT 

(l^^Cards  for  the  rest  of  this  year  Free  wdth  each  outfit  for  1906. 
Express  prepaid  on  rece'ipt  of  price. 

Genuine  Jloroeco  case,  quartered  oak  tray  and  cards 
liiissia  Iieallier  Case,  plain  oak  tray  and  cards 
Cow-Seal  Leather  Case,  chesinnt  tray  and  cards 
Sundays,  extra  .3.5c  .50c  Future  years  cards 

Outfits  from  $1.50  to  .$6.00.  liooklet  Free. 

In  Canada  express  and  duty  paid  for  20^  extra. 


“Better  Than  Book-keeping, 
Stenography  and  Office  Detail. 
There’s  More  Money  in  It” 


That’s  what  everyone  who  has  worked  in  an  office  says 
when  they  take  my  remunerative,  pleasant  Correspond¬ 
ence  System  of  Show  Card  Lettering.  It  makes  men  and 
women  independent  and  increases  their  earning  capacity 

because  this  field  is  only  one, 
not  overworked.  I  teach  you 
personally  at  home  and  guar¬ 
antee  your  success  if  you 
follow  my  instructions  care¬ 
fully.  My  course  of  instruction 
is  the  best,  most  simple  and 
practical  in  existence.  The  won¬ 
derful  success  of  my  graduates 
and  my  inability  to  fill  all  the 
applications  I  receive  for  show 
card  letterers  is  the  proof.  Don’t 
wait,  write  to-day  and  find  out 
about  this  fascinating,  profitable 
work  that  enables  you  to  easily 
earn  $20  to  $40  per  week.  Now’s 
the  time  to  begin— not  when  the  opportunity  is  gone. 
Three  separate  courses.  Show  Card  Lettering,  Sign 
Painting  and  Plain  Lettering.  Easy  terms.  Address  me 
personally  to-day  for  large  new  illustrated  catalogue. 

CHAS.  J.  STRONG,  Pres. 

DETROIT  SCHOOL  OF  LETTERING 

Dept.  H,  Detroit,  Mich. 

“  Oldest  and  Largest  School  of  its  Kind'’’ 


CHAS.  J.  STRONG,  Pres. 


Automatic  Numbering 


by  use  of  a 

“COMMERCIAL”  machine 
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Office  Filinj;  Cabinets  for  Record  Cards,  Letters,  Invoices, 
Catalogues  and  all  other  Business  Papers  will  give  you 
the  best  results  and  the  most  satisfaction  by  reason  of 
their  undisputed  Merits: 

Best  of  Quality  and  Unequalled  Finish. 

More  Durable  Construction. 

Real  Advantages  and  Improvements  for  the  User  furnished 

only  in  Wagemaker  Cabinets. 

Low  Prices  and  Prompt 

Shipments. 

Let  us  help  you  with  sys¬ 
tems  that  will  be  best  suited 
for  your  work  and  business? 

We  give  this  work  personal 
attention. 

Combination  Sections  Save 
25  per  cent,  in  cost. 

The  cut  shows  the  Most 
Complete  Sectional  Outfit 
for  any  office  and  consists 
of  the  Top  Unit,  Combina¬ 
tion  Section  and  Base  Unit. 

Capacity  for  filing  30,000 
letter  size  paper  and  10,000 
record  cards  of  the  3x5  size. 

Entirely  New  and  Original. 

Get  our  Price. 

We  manufacture  a  complete  line 
of  Reetlonul  or  nnit  Filing  Cabi¬ 
nets.  Our  systems  are  the  most 
modern  and  np-to  date  in  use  any¬ 
where.  We  have  some  snrprlsesto 
show  you  which  will  be  interesting 

Write  on  Business  stationery  for  our  new  Catalogue  A.  Address 

WAGEMAKER  FURNITURE  CO.,  Limited  • 

Extensive  Manufacturers  of  Business  Office  Systems 

458  South  Market  St.,  Grand  Rapids,  Mich.,  U.  S,  A, 


Standard  Auto=Addresser 

“IT’S  ALMOST  HUMAN’’ 

90  Per  Cent 
Cheaper  than 
Any  Other 
System 

HAND  and 
AUTOMATIC 
FEED 


Wrappers  and  Envelopes 
addressed  in  your  office  at 
a  cost  of  2  to  5  cents  per 
1,000  names. 

All  mailing  lists  com¬ 
piled  with  a  typewriter  on 
cards  at  a  total  cost  of 

$2.00  per  1,000  ad¬ 
dresses. 

7,000  addresses  per  hour  on  Wrappers,  Envelopes, 
Postal  Cards.  Circulars,  Advertising  Matter,  Payrolls, 
Commercial  Papers,  etc. 

NOTE— We  own  and  control  the  only  patent  device 
that  keeps  the  stencil  card  flat.  This  is  absolutely 
necessary  for  the  best  work  in  the  stencil  system. 

IVriie  for  Catalog  and  Prices. 

THE  STANDARD  AUTO-ADDRESSER 

B.  F.  JOLINE,  Maoater  D  JIO  Broadway,  NEW  YORK 


EVERY  $1  EARNED  S220 

when  my  stockholders  entrusted  me  with  the 
management  of  their  business  a  few  years  ago. 

I  took  $1,500  capital,  supplied  by  Farmers, 
Women,  Physicians,  Clerks,  Clergymen,  etc.,  in 
Belfast,  Maine,  and  in  an  HONEST,  but  VERY 
PKOFITABLE  business,  earned  and  PAIL) 
THE.M  through  the  BELFAST  NWTIONAL 
BANK,  $5,000  in  CASH  di\'idends  in  the  first  six 
months,  $25,000  in  CASH  dividends  witiiin  the 
next  year,  and  in  18  MONTHS  l  paid  them  in 
round  numbers  $330,000.00  CASH. 

I  can  furnish  you  with  an  affidavit  from  the 
stockholders  which  proves  every  word  of  this 
to  be  true.  It  is  a  matter  of  history  and  is 

ENDORSED  BY  A  WHOLE  CITY 

whose  citizens  voluntarily  signed  a  statement 
that  vouches  for  these  facts  and  my  integrity, 
honesty  and  business  ability.  Thousands  of 
reputable  people  will  vouch  for  what  I  say. 

It  reads  like  a  fairy  tale 
but  it  is  true.  I  made 
poor  people  rich.  They 
helped  me  earn  the 
riches.  Just  read  that 
over  again.  I  had  $1,500. 
I  earned  and  paid  my 
stockholders  $330,000  in 
cash  in  18  months. 
Every  stockholder  got 
their  share.  That’s  my 
way  of  doing  business. 
You  must  believe  this 
statement  is  TIIUE,  for, 
if  I  were  lying,  I 
wouldn’t  tell  you  the 
place  where  I  earned 
the  money,  and  the 
BANK  where  it  was 
^  ’  paid. 

~  I  have  learned  the 

great  value  of  the  right 
kind  of  CO-OPERA¬ 
TION,  learned  how  to 
make  money  fast  in  an 
^  honest,  profitable  busi¬ 
ness  from  which  mil¬ 
lions  are  made  every 
E.  P.  Hanson,  Ex-Mayor  year. 

of  Belfast,  Maine,  I  now  have  a  new 

Ex-Pres.  R.  &  M.  K.  R.  R  business  of  the  same 

kind,  only  my  field  is 
the  world.  My  plan  one  of  extended  co-opera¬ 
tion.^  Stockholders  everywhere  who  can  give 
me  information  and  lend  their  influence.  The 
dividends  must  be  large. 

CO-OPERATION  MEANS  SUCCESS. 

From  a  small  store  to  a  four-story  building, 
100  feet  long — every  bit  of  which  my  new  busi¬ 
ness  occupies — tells  the  story  of  its  growth. 
When  I  started  there  was  only  a  few  stockhold¬ 
ers,  now  I  have  over  8,000.  They  are  in  ali 
parts  of  the  world,  Australia,  New  Zealand, 
South  Africa,  in  the  U.  S.,  Canada,  England, 
Cuba,  Mexico,  Sandwich  Islands,  Gibraltar,  etc., 
and  I  am  shipping  goods  to  all  of  these  coun¬ 
tries.  I  want  a  few  more  stockholders.  The 
shares  are  going  fast.  You  can  invest  $1  or 
$100,  monthly  payments  if  you  wish.  It  will  be 
SAFE  and  we  will  mak^  it  GROW.  This  is  no 
get-rich-quick  scheme,  no  “Frenzied  Finance.” 
You  will  be  met  on  the  level  and  treated  on  the 
SQUARE.  I  place  30  YEARS  OF  UNTARNASHED 
BUSINESS  RECORD  behind  that  statement.  I 
only  ask  you  in  your  own  interest  to  INVESTI¬ 
GATE.  You  shall  have  all  the  PROOF  you 
want.  REFERENCES,  Bankers,  Business  men. 
Church  and  Public  Officials,  etc.  Send  your  ad¬ 
dress  0'5l  a  postal  card.  I  will  send  a  24-page 
book, 

“A  Guide  fo  Full  Pockets” 

FREE.  I  will  pay  the  postage.  Don’t  be  “A 
Brother  to  the  Ox.”  Stop  plodding. 

Ask  me  to  prove  every  statement  in  this  adv. 
I’ll  send  you  the  endorsement  of  a  whole  city 
and  the  sworn  statement  of  my  former  stock¬ 
holders.  This  is  your  opportunity;  don’t  miss  it. 
E.  F.  HANSON,  Y',  94  Wendell  St.,  Chicago,  Ill. 


Please  mention  The  Business  Man's  Magazine  when  writing  to  advertisers. 
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Is  the  best  time  to  install  a  new  system  of  letter-filing:,  as  that  is  the  usual 
time  for  transi erring.  The  “Couffield”  Vertical  System  of  handling  cor¬ 
respondence  has  proven  itself  to  be  the  most  modern,  practical,  economical 
and  labor-saving  filing  device  on  the  market.  The  “Couffield”  System  has 
been  a  boon  to  thousands  of  business  houses  in  every  part  of  the  United 
States,  as  well  as  throughout  the  world. 


Cabinets  are  of  unit  sectional  construction — you  add  as  required.  You  can 
start  with  as  little  as  a  one-drawer  section  for  3x5  cards  and  build  up  to  a 
large  system — an  exclusive  feature  of  the  “Couffield”  cabinets.  Now  is  the 
time  to  place  your  order  to  be  sure  of  the  goods  reaching  you  on  time,  as 
freight  delivery  is  uncertain.  A  request  on  your  business  letter-head  will  bring 
our  illustrated  catalog  “H-24.” 

**Couffield  Pays  the  Freight'* 

H.  L.  COUFFIELD  CO..  104  O  St.,  Grand  Rapids,  Mich. 

Makers  of  Unit  Sectional  Files  and  Card  Systems 


We  want  reliable,  energ^etic 
dealers  in  every  city  to  sell  the 

**rOUFFIELn”  Unit  Sec- 

VJ  tional  Files 
and  Card  Systems — the  fast¬ 
est-selling  office  line  on  the 
market.  To  such  we  can 
make  favorable  terms. 

Write  now  ! 


More 

than 

35 

Differ¬ 

ent 

Sec¬ 

tions 

(Don’t  tear  out.) 


be:  a  man 


LEARN  A  TRADE  THAT  PAYS  $5.00  A  DAY 


Urge  wages,  with  the  opportunity  to  own  a  business  of  your  own  a^^d  be  independent.  CrLuaterof  ou^sctti  admitted  t 

Plumbers  Association.  Positions  secured.  Write  at  once  to  Dept.  R.  for  illustrated  cataloirur  thf  owi  v  Master 

PLUMBING  AND  SANITARY  ENGINEERING  IN  THE  WORLD.  >“ust«tea  catalogue.  THE  ONLY  SCHOOLS  OF  PRACTICAL 

Coyne  Bros.  Co.  Schools  of  Practical  Plumbing  and  Sanitary  Endineerintf 

239.241.24S  Tenth  Arenue,  New  York  City.  107-109  We.t  Third  Street.  Cincinnati,  0.  4973-75  Easton  A  "nl,  St.  Louis.  Mo. 

We  send  you  tools  and  materials  for  actual  practice  at  home. 


Registered  Trade  Mark 


BRIGHTON 

Flat  Clasp  Garter 

for  solid  comfort.  The  newest  shades  and  designs  of  one 
piece,  silk  web.  All  metal  parts  nickeled,  cannot 
rust.  25  cents  a  pair,  all  dealers  or  by  mail. 

PIONEER  SUSPENDER  CO.,  718  Market  St.,  Philadelphia. 

Makers  of  Pioneer  Suspenders. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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I  CAN  CURE  YOUR  EYES 

O,  Mrs.  Martha  Lefevour,  West  Chicago,  Illinois,  writes: — “I  wish  it 
was  within  my  power  to  express  my  gratitude  to  you  for  removing  cata¬ 
racts  from  both  my  eyes  without  an  operation  and  for  returning  my 
vision  thereby  in  less  than  3  months’  treatment.”  At  your  own  home  the 

Madison  Absorption  Method 

will  do  the  same  for  you  if  your  eyes  are  troubling  you.  If  you  see 
spots  or  strings,  beware  of  delay,  for  delay  means  blindness.  Cross 
eyes  straightened  without  the  knife  by  a  new  method  which  never  fails. 

Write  for  my  80  PAGE  BOOK  oa  “  THE  EYE,’*  which  will  be  seat  FREE.  A  Postal  will  do— Write  today. 

P.  C.  MADISON,  M.  D..  Suite  202,  80  Dearborn  St.,  CHICAGO 


MiIIcr& Franklin  Co. 

lEronamtBiH 

STORE  AND  FACTORY 

WE  introduce  methods  that  save 
money;  system  that  saves  time 
and  labor;  production  methods  that 
increase  production  per  dollar  cost 
and  equipment;  statistics  that  are 
economical  and  complete  and  tell 
the  facts  of  the  business. 

If  you  know  all  the  facts  of  your 
business  it  would  surprise  you  and 
save  you  money. 

Send  for  our  circulars.  We  want 
to  have  personal  interview  with  you. 
We  want  to  refer  you  to  our  clients. 


319  Washington  Street,  Boston,  Mass* 


Books  For  Business  Men 

PARTNERSHIP  REEATIONS.  Oonyngton.  A 
practica,!  work  on  ihe  partnership,  covering 
its  nature,  r^rmativ,  .i,  conduct  and  dissolu-- 
Uon;  disLUss'ig  ;  important  points,  show- 
ii  wt  T  t  d'C"  juu  jflre  iikely  to  arise  and  how 
thi/  a.a  L-  r  t  or  avoided.  It  also  presents 
the  I  ^st  f  "(rms  i  iblished  for  partnership 
agreement',  notices,  etc.  216  pp.  6"x9". 
19o5.  Prepaid,  buckram,  $2.00;  sheep,  $2.50. 

CORPORATE  ORGANIZATION.  Conyngton.  A 
working  manv  !  describing  the  formation  of 
a  corporatiin,  discussing  the  important  fea¬ 
tures  involv  i  licating  the  danger  points 
and  giving  num.  -^us  and  most  valuable  sug¬ 
gestions.  It  also  £ives  forms  for  charters,  by¬ 
laws,  etc.  The  book  is  intensely  practical 
and  is  the  only  satisfactory  work  of  its  kind. 
352  pp.  C"x9".  1905.  Prepaid,  buckram, 

$2.70;  sheep,  $3.20. 

CORPORATE  MANAGEMENT,  Conyngton. 
Second  Edition.  The  standard  w7)rk  on  the 
management  of  corporations.  Tells  what  to 
do  and  when,  and  gives  the  forms  required. 
Used  by  attorneys  and  corporation  officials 
in  every  part  of  the  U.  S.  Over  150  forms. 
352  pp.  6"x9".  1904.  Prepaid,  buckram, 

$2.70;  sheep,  $3.20. 

CLASSIFIED  CORPORATION  LAWS  of  All  the 

States.  Overland.  A  well-arranged  state¬ 
ment  of  the  business  corporation  laws  of 
every  state  and  territory  of  the  U.  S.  Clas¬ 
sified  according  to  subject.  Contains  the 
1905  laws.  An  exceptionally  valuable  and 
convenient  work  for  ready  reference.  400  pp. 
6"x9".  1905.  Prepaid,  buckram,  $3.00;  sheep, 
$3.50. 

THE  MODERN  CORPORATION.  A  handy 
work  covering  the  formation  and  manage¬ 
ment  of  corporations,  with  forms.  The  best 
work  of  its  kind.  292  pp.  8vo.  1905.  Cloth, 
prepaid,  $2.00. 

specimen  pages,  ete.,  of  any  of  the  above  books  on  request. 

THE  RONALD  PRESS  CO.,  IJ',.?.*" NEW  TORN 


THE  CALCUMETER 

THE  STANDARD 
DESK  ADDING  MACHINE 


The  use  of  this  machine  will  save  all  errors  and  brain  labor  and  will 
materially  increase  the  earning  capacity  of  bookkeepers.  It  is  the  only 
durable  adding  machine  that  can  be  used_o^  the  page  as  a  guide  upon  the 
figures  to  be  added.  Unequalled  for  inventory— can  be  carried  in  hand  or  pocket.  Thousands 
in  use.  Speed  quickly  acquired.  Guaranteed  for  two  years.  Costs  from  $10.00  to  $30.00 
according  to  capacity.  Small  monthly  payments  accepted.  Sent  on  trial  to  responsible 
persons.  English  model— automatically  adds  pence  into  shillings  into  pounds— 5. 


SEND  FOR  CATALOGUE  NO.  3. 


HERBERT  NORTH  MORSE,  33  Green  Building,  -  TRENTON,  N.  J. 
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* 

Guarantee  Backed  by  the  Bank 


THE  EVAN'S  VACUUM  CAP  is  simply  a  mechanical 
means  of  obtaining  •a  free  and  normal  circulation  of  blood 
in  the  scalp,  and  the  (blood  contains  the  only  properties 
that  can  maintain  life  in  the  hair  and  induce  it  to  grow. 

If  the  Evans  Vacuum  Cap  gives  the  scalp  a  healthy  glow 
and  produces  a  pleasant,  tingling  sensation,  then  the  normal 
condition  of  the  scalp  can  be  restored,  and  a  three  or  four 
minutes  use  of  the  Cap  each  day  thereafter  will,  within  a' 
reasonable  time,  develop  a  natural  and  permanent  growth  of 
hair.  If,  however,  the  scalp  remains  white  and  lifeless  after 
the  Cap  is  removed,  then  the  case  would  be  a  hopeless  one  re'gardless  of  all  the  infallible  hair  restorers  advertised 
The  Vacuum  Method  is  what  might  be  described  as  a  vigorous  massage  without  the  rubbing,  and  there  are 
no  drugs  or  irritants  employed.  The  Cap  is  furnished  on  trial  and  under  guarantee  issued  by  the  Jefferson  Bank 
of  Saint  Louis,  and  any  bank  or  banker  will  testify  as  to  the  validity  of  this  guarantee.  We  have  no  agents 
tv  “  authorized  to  sell,  offer  for  sale  or  receive  money  for  the  Evans  Vacuum  Cap— all  orders  come  through 

the  Jefferson  Bank.  Let  us  send  you  a  book  which  explains  the  possibilities  of  the  invention  and  also 
evidence  of  the  results  it  has  achieved.  This  book  is  sent  free  on  request  and  we  prepay  postage  in  full. 

EVANS  VACUUM  CAP  CO.,  1253  Fullerton  Building.  SAINT  LOUIS,  U.  S.  A. 


BOOK  OF  MERIT 

^IANUALOF 
^Laminations 
,  for 
government 

^  A  Position  of  Merit 

New  Enlarged  Edition 

Cornplete  Courses  of  Instruction  in  Arith¬ 
metic,  Geography,  United  States  and 
Foreign;  Railway  Transportation,  Letter 
Writing  Spelling,  Rough  Draft,  Conver¬ 
sion  of  Currency,  Reading  Addresses,  etc. 
For  United  States  Civil  Service  examina¬ 
tions. 

POSITIONS 

Book  sent  postpaid  on  receipt  of  f|>5.00  or 

C.  0.  D.  with  privilege  of  examination. 
Money  refunded  if  not  satisfactory. 

Partial  List  of  Subjects 

1001  Railway  Transportation  (questions 
and  answers) 

300  Arithmetic  Problems  (with  solutions) 

237  Geography  Questions  (with  answers) 

3000  Spelling  Words  (with  definitions  used 
in  Exams.) 

96  Letter  Writing  Subjects  (with  specimen 
letters) 

18  Plain  Copying  Exercises. 

6  Rough  Draft  Plates(with  corrected  forms) 

.  .yt-- 

pergande. 

Brief  List  of  Positions 

CLERK— Customs  Service,  Internal  Revenue, 
Post  Office,  Railway  Mail,  Departmental, 
Sub-Treasury,  etc. 

LETTER  CARRIER,  MEAT  INSPECTOR. 
TAGGER,  STOREKEEPER,  GAUGER, 
DEPUTY  OFFICER,  DAY  INSPECTOR. 

FRANK  PERQANDE,  Publisher, 

726  42n(l  Street  (R-2)  MILWATKEE,  WIS. 

The  lamp  that  Save  the  Eyes 


NO.  50. 

Height  of  Lamp,  closed,  3  feet  2  inches 
Height  of  Lamp,  extended.  5  feet  8  inches 
Weight  of  Lamp,  complete,  6  pounds 

Price.  Express  Paid,  35.00 


MADE  BY 


THE  CAMP  COMPANY, 


^HESE  lamps  can  be 
^  raised  and  lowered 
at  pleasure  and  have  ad¬ 
justable  hoods  which 
permits  of  the  light  be¬ 
ing  thrown  at  any  angle. 
By  raising  the  standard 
and  adjusting  the  hood 
the  light  maybe  dimm¬ 
ed,  which  is  a  great  ad¬ 
vantage  to  the  invalid. 
Lamp  is  finished  in 
polished  brass,  oxidized 
copper,  oxidized  brass, 
or  nickle-plated  stand¬ 
ard,  with  enameled  iron 
base,  hood  made  of 
aluminum,  enameled 
green  outside,  and  is 
furnished  all  complete 
with  socket,  plug  and 
cord,  ready  for  use,  se¬ 
curely  packed,  express 
paid  anywhere  in  the 
United  States,  on  receipt 
of  $5  00.  We  guarantee 
this  lamp  in  every  re¬ 
spect,  and  if  not  satis¬ 
factory,  the  lamp  may 
be  returned  to  us  and 
we  will  cheerfully  re¬ 
fund  your  money. 


LA  CROSSE,  VVIS. 


SOCIETY  EMBLEMS 


CLASS 

PINS 


MEDALS 

BADGES 


Catalogue  of  Latest  Designs  FREE 


We  manufacture  and  sell  direct  to  you  all  kinds  of  class-pins,  society  emblems,  medals 
and  badges.  We  have  every  modem_  facility  for  getting  up  special  designs  of  every  descrip- 
^ want,  and  if  it  is  not  in  our  catalogue  we  will  submit  a  special  design 
which  will  be  free  to  you.  We  employ  no  salesmen;  we  sell  direct  to  the  consumer,  thus 
you  save  all  middlemen’s  profits. 

Let  us  send  you  our  beautiful  catalogue,  which  we  know  will  please  you.  Write  to-day. 

C.  K.  GROUSE  CO.,  Dept.  59-C,  Rochester,  N.  Y. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Send  Cosmopolitan  for  1  year  to 


Name 


Address 


Send  Business  Man’s  Ma^'azine  for  1  year  to 


Dear  Sirs: — 

Enclosed  find  $ . 

to  pay  for  a  year’s  subscription 
to  each  of  the  magazines  named 
in  the  spaces  opposite.  Please 
send  the  magazines  to  the  ad¬ 
dresses  indicated. 

Yours  truly, 


Name 


Address 


Address 


Name 


Address 


your  rrniitUncr  to  rosmopolllan  Hlagailne,  1789  Hroadway,  New  York 


Here’s  Your  Chance  I 


undoubtedly  the  leader  of  the  popular  illustrated  magazines,  and 

The  Business  Man’s  Magazine 

both  for  $1.50 

Take  your  choice  of  these  unprecedented  magazine  club  values: 

Cosmopolitan  $1.00  )  oiip  pdicp  Cosmopolitan  $1.00^ 

Business  Man’s  Magazine  $1.00  (  ^  Review  of  Reviews  3.00  I  PRICE 

^j.50  Business  Man’s  Magazine  1.00  j- 


2.00 


Cosmopolitan 

Success 


$1.00'^ 

1.00  I  OLR  PRICE 
Business  Man’s  Magazine  1.00 

3.^j 


5.00  J 

Cosmopolitan  $1.00  1 

Woman’s  Home  Companion  1.00  1  olir  ppicp 
Review  of  Reviews  3.00  ! 

Business  Man’s  Magazine  1.00  j  $3 

6.00  I 

stibscnplioHs  may  be  ne7v  or  / 

of  present  subscriptions. 

addresses— just  as  you  please.  aaat  esses— but  the  magazines  tvill  be  sent  to  one  address  or  to  separate 

We  Can  Guarantee 

these  Offers  only  for  a  limited  time — Order  To-Day,  NOW  ! 

- - Use  THis  Order  Blank: _ _ 

Cosmopolitan  Magazine 

1789  Broadway,  New  York 
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Where  did  You 

Spend  It 

Send  ten  cents  (stamps  or  silver)  and 
I  will  mail  you,  free  of  charge,  a 
sample  of  my  new 

PERSONAL 
EXPENSE  BOOK 

A  handsome  and  handy  vest  pocket 
book,  arranged  to  enable  you  to  keep 
a  careful  record  of  your  personal  expenses  every 
day  in  the  year  without  trouble  to  yourself. 
Give  this  book  a  trial  and  you  will  never  be 
without  them. 

E.  H.  BEACH,  Publisher  DETROIT,  MICHIGAN 


OTEARY-PADBERG 
LITHOGRAPHING  CO. 

MODERN  IN  EVERY  DETAIL 

Detroit,  Michigan 


BONDS,  STOCK  CERTIFICATES,  DIPLOMAS,  LETTER¬ 
HEADS,  CHECKS,  DRAFTS,  CERTIFICATES  OF  DEPOSIT, 
CALENDARS,  SHOW  CARDS,  POSTERS,  LABELS,  ETC,  ETC 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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I— ?  OBERT  H.  EVANS,  of  Richmond,  Va.,  a  Business 
*-  System  Expert  with  a  national  reputation,  who  knows 
more  people  and  is  known  by  more,  than  any  other  man 
in  the  system  business,  and  has  installed  more  systems  that 
“stick”_  than  any  six  men  in  the  country. 

Nothing  coni  polled  more  attention  at  the  recent  Business 
System  Show  in  Madison  Square  Garden,  New  York  City, 
than  Mr.  Evans,  with  the  only  exhibit  from  the  South 
representing  Williams  Printing  Co.,  of  Richmond,  Va., 
Patentees  and  Makers  of  “Simple  System”  Condensed 
Billing  and  Charging,  and  the  American  Combined  Bank 
Register  and  Remittance  Forms. 

Mr.  Evans  now  offers  his  services  to  work  out  aSOf  sav¬ 
ing  system  for  any  commercial,  banking  or  manufacturing 
concern,  and  will  furnish  plans,  specifications  and  advice 
absolutely  without  charge.  The  above  picture  is  what  he  is 
pleased  to  call  a  “Halcyon  Photo”  of  himself  to  justify  the 
know  how  of  long  experience  and  the  get  there  that  foils 
the  ravages  of  time.  Latch  string  at  No.  6  South  10th 
Street,  Richmond,  Virginia,  care  Williams  Printing  Co. 


Your  Choice  cf  Finish — Nickel  or  Oxidized. 


A  $2.50 

Phone  Holder 


To  brins  our  extensive  line  of  office  helps  to  the 
attention  of  a  larger  circle  of  business  men,  we  are 
selling  5,000  of  our  celebrated  American  Telephone 
Holders  at  95  cents  each. 

The  American  Telephone  Holder  is  the  most  up-to- 
date  at.  1  practical  device  of  its  kind  on  the  market, 
and  a  vast  number  are  in  daily  use  in  representative 
business  establishments. 


We  have  sold  thousands  of  these  devices 
and  not  a  single  one  was  ever  sold  at  retail 
at  less  than  $2.50.  V  ^  V  V  V 

Our  booklet  of  office  helps  is  interesting  and  really 
helpful.  Let  us  send  you  a  copy. 

American  Book  Bracket  Company 

Modern  Office  Appliances 

Suite  991  Drexel  Bldg.,  PHILADELPHIA.  PA. 


A  Special  Box  of 
Cigarettes 


Made 
to  Order 


for  you  to  give  the  friend  who  will  appreciate  a 
cigarette  of  ^one,  quality  and  individuality. 
Each  cigarette  is  marked  with  monogram,  crest 
or  other  design,  without  extra  charge, 
and  guaranteed  to  be 
hand-made  and  of  high- 
grade  Turkish  or 
Egyptian  tobacco. 


We  pack  them  in  a  partic¬ 
ularly  attractive  box,  made 
of  metal  paper,  handsomely 
embossed,  with  cushioned  top, 
and  an  inner  partition  for  a 
box  of  matches  and  lemon 
(which  keeps  cigarettes  fresh 
indefinitely.) 

Two  hundred  cigarettes, 
packed  as  above,  Special 
grade,  $4;  Banquet  grade, 
$5  ;  Post-Prandial  grade  $6. 
Booklet  free.  Samples  (un¬ 
marked)  25  cents. 

PINKUS  BROS. 

Dept.  C,  56  New  St., New  York 


3 

Time  Savin, 

Card  Index  Outfits 


We  carry  in 
Stock  eight  dif¬ 
ferent  Forms 
useful  in  any 
line  of  business. 
You  can  use 
at  least  one. 
Write  for  our 
booklet  illustrat¬ 
ing,  describing 
and  pricingsame. 


Address  “  Dept.  O.” 

United  States  Card  Index  Co. 

112  Liberty  St.,  N.  Y. 


FhQ?e  mfntiqn  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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COMPANION  BOOKS 


SOULE’S  Practical  Mathematics 

Revised  Edition  1016  pp.,  8x11  inches 
Price,  $5.00  Delivered 


This  is  the  Great  Arithmetical  Work  of  the  Age. 
A  Companion  Book  of  the  Science  and  Practice 
of  Accounts. 

IT  abounds  with  information  pertaining  to  the 
laws  of  Trade,  the  customs  of  merchants,  the 
discussion  and  elucidation  of  commercial  and 
mathematical  questions,  and  the  philosophic  solu¬ 
tion  of  thousands  of  problems  extending  over  the 
WHOLE  FIELD  OF  BUSINESS  LIFE.  Per  Cent., 
Interest,  Exchange,  Stocks  and  Bonds,  Equations, 
'Surfaces  and  Solids,  Partnership  Settlements,  Com¬ 
plex  Building  and  Loan  Association  Problems,  In¬ 
surance  Adjustments  under  the  Average,  %  Loss, 
the  %  Value,  and  the  75  Per  Cent.  Co-Insurance 
Clauses;  Savings  Banks,  'Storage,  etc.,  etc.,  etc. 


FOR  BOOKKEEPERS 


SOULE’S  Science  and  Practice  of  Accounts 

Enlarged  Edition  749  pp.,  8x11  inches 
Price,  $4.00  Delivered 


NO  SIMILAR  Work  ever  published  contains  such 
a  Revelation  of  Practical  and  Expert  Ac¬ 
counting,  of  Corporation  Book-keeping,  and 
of  the  Higher  Work  of  the  Accountant.  Locating 
Errors  by  all  Known  Methods,  Voucher  System, 
Department  System,  Cost  Accounting,  Columnar 
System,  Advanced  System,  etc.,  etc.,  etc. 

It  Discusses  and  Elucidates  Complex  Financial, 
Accounting  and  Economic  questions  and  subjects 
never  presented  by  any  other  author.  It  is  no  catch 
penny  work  of  a  single  thought;  it  covers  the  uni¬ 
verse  of  Accounts. 

It  is  the  ROYAL  ADVISOR  for  business  men  on 
questions  of  the  organization,  settlement  and  Liqui¬ 
dation  of  Partnerships  and  Corporations  and  also 
on  various  other  topics. 


THESE  BOOKS  ARE  THE  HIGHEST  STANDARD  OF  AUTHORITY  FOR  BOOKKEEPERS  AND  BUSINESS  MEN. 

$5,000  GUARANTY  is  offered  that  they  are  the  largest,  highest,  most  practical,  most  philosophic  and 
the  best  ever  published  on  the  subjects.  Specimen  Pages  and  indexes  Sent  FREE. 


Address,  GEO.  SOULE,  603  St.  Charles  Street, 


New  Orleans,  La. 


Every  Business  Man  Needs  An 

Interchangeable  Leaf  Vest  Pocket 
Memorandum  Book 

An  up-to-date  book  for  progressive  people.  Flat  opening. 
Useful  about  OC  complete  postpaid 

the  desk.  CwiILS  with  50  Leaves. 

Five  division  alphabetical  index  10  cents  extra. 
S  1  .OO  gives  book  complete  and  a  separate  dated 
leaf  for  every  day  of  1906.  Leaves  for  each  month 
sent  10th  of  month  proceeding.  Every  leaf  inbinder 
easily  accessible.  Same 

Three  months  on  trial  ..  j^ew  supply 

of  Leaves 
for  a  dime 


50  cents. 

An  ideal  busy  busi¬ 
ness  man’s  appointment 
book.  Write  to-day. 


Clarke  Loose=Leaf  Book  Co. 

73  Cornhill  Boston,  Mass. 


All  the  Standard  machines  SOLD  OR  RENTED  ANYWHERB 
at  HALF  MANUFACTUKERS’  PRICES.  Shipped  with  priv¬ 
ilege  of  examinat.in,!.  Send  for  Catalogue. 

TYFEWKllElt  KjnrORlUJn,  aoa  La  Salle  BL,  CHICAGO. 


“Signs  of  the  Times” 


Those  are  the  only  kind  we 
make.  Our  handsome 
Brass,  Bronze  or  German 
Silver  signs  add  prestige  to 
every  business  which  they 
so  effectively  announce. 

Stafford  Signs  are  the 
most  durable  made;  and 
are  always  a  sign  of  true  stability.  Catalogue  No.  »0 
describes  them  and  also  contains  Name  and  Number 
Plates,  Letters,  Figures,  etc.  You  should  send  for 
it  to-day  and  learn  more  of  this  business  established 
since  1857  and  awarded  medals  at  leading  exposi¬ 
tions  in  America. 


IV.  STAF'F'ORD  CO. 

67  Fulton  Street,  -  NEW  YORK. 


WANTED 


10  men  in  each  state  to  travel, 
post  signs,  distribute  sam¬ 
ples  and  advertise  our  goods. 
Salary  $78  a  month,  $3  a  day  for  expenses.  Expenses  ad¬ 
vanced.  KUHLM.4n  CO.,  Dept.  D,  Atlas  Block,  Chicago 


The  “Kalamazoo” 


UP  TO 
DATE 

See  that  single  sheet? 

Illustration  showing 
Ledger  or  Binder  open 
holding  one  sheet 


IHUINO  BROS.  BVBRA.RD  Patents  Pending 


Loose  Leaf  Ledger 

The  only  Binder  on  the 
market  that  will  hold  one 
sheet  without  the  use 
of  a  compressor 


All  Binders  lock  with 
key  at  end  of  lid. 

Send  for  Catalogue. 

Kalamazjoo,  Miehi^an 


Please  tfiention  The  Business  Man's  Magazine  when  writing  to  advertisers. 
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THIS  BEAUTIFUL  LIFE  SUBJECT  FREE 


We  have  prepar¬ 
ed  500  Original 
unmounted  Pho¬ 
tographs  of  this 
beautiful  Life 
Subject  entitled 
“Love’s  Young 
Dream.”  These 
photographs 
measure  10x12  in. 
and,  with  an  ap¬ 
propriate  frame 
(which  you  can 
obtain  to  suit 
your  own  taste) 
will  make  a  com¬ 
bination  fit  to 
adorn  the  walls 
ol  the  most  pala¬ 
tial  mansion  In 
the  world.  The 
edition  has  been 
limited  to  a  sale 
of  500  copies 
every  one  of 
which  must  bear 
its  consecutive 
serial  number. 
When  these  500 
have  been  sup¬ 
plied  no  further 
prints  could  be 
secured  at  any 
price.  We  can 
supply  these 

prints  to  only  those  who  will  accept  this  unusual,  yes,  unprecedented  offer 
of  becoming  acquainted  with  our  118  page  monthly  publication  “The  Ked 
Book  .Hagazlne,”  the  handsomest  magazine  published  to  day.  Each  issue 
contains  28  reproductions  of  such  beautiful  women  as  this  one — in  fact  we 
publish  only  the  pictures  of  the  most  beautiful  women  of  America  and 
Europe.  Each  issue  contains  upwards  of  14  selected  stories — the  best  fiction 
we  can  buy  and  all  stories  are  beautifully  illustrated.  Each  issue  also  con¬ 
tains  a  resume  of  the  latest  things  in  the  theatrical  world  together  with 
handsome  photographic  reproductions  of  plays  and  players.  There  isn’t 
enough  space  on  this  page  to  tell  you  all  about  the  good  things  in  our  maga¬ 
zine.  We,  therefore,  arrest  your  attention  with  the  beautiful  work  of  art 
shown  above,  which  only  gives  a  vague  idea  of  the  photograph  itself  as  no 
reproduction  could  convey  the  beautiful  shading,  flesh  effects  and  drapings. 
Only  5UU  of  these  Original  Photographs  can  be  supplied.  You  can  secure 
one  by  simply  subscribing  to  our  publication  for  I  year  at  its  regular  price 
of  $1.00.  There  is  no  other  condition — just  send  us  $1.00 — you  will  receive 
the  photograph  prepaid  by  return  mail  and  The  Ked  Book  magazine  monthly 
for  a  whole  y'ear.  PVe  "will  refund  your  doliar  if  you  are  not  more  than 
satisfied.  THE  KEO  BOOK  COKI’OKATION,  158  (X)  State  Street,  Chicago. 


CHRISTMAS  1905 

* 


A  beautiful  card  case  with  playing  cards — what  could  be 
more  appropriate  for  a  gift. 

Made  in  nearly  all  the  imported  and  domestic  fancy  leathers. 
Send  one  dollar  stating  your  preference  as  to  color. 

EMIL  WEISSBROD  &  SONS 

Manufacturers  GREENFIELD.  MASS. 


Physicians’  Formulas 

Reme- 
dies  are 
prepared  by 
skilled  pharm¬ 
acists  from  the 
formulas  and 
under  the  per¬ 
sonal  direction 
of  experienced 
and  successful 
physicians 
only.  The  fresh¬ 
est,  purest  in¬ 
gredients  are 
used,  com¬ 
pounded  under 
modern  meth¬ 
ods  original 
a  n  d  exclusive 
with  The  ORA 
DRUG  CO. 

For  this  reason 
Ora  Remedies 
are  pleasant  to 
take,  easy  of 
a  s  s  i  m  i  1  a  tion 
and  prompt  to 
relieve. 

They  may  now 
be  had  at  all 
drug  stores  dis- 

_  .  playing  the  Ora 

Cabinet  illustrated  herewith. 

Our  guarantee  of  their  efficiency  is  ABSOLUTE.  Our 
druggists  are  authorized  to  refund  the  purchase  price  with¬ 
out  question,  if  you  are  not  more  than  pleased  with  results. 

If  not  on  sale  with  your  druggist,  any  of  these  prepara¬ 
tions  will  be  mailed  on  receipt  of  price. 

If  in  doubt  as  to  what  you  need,  write  us  to-day.  You 
will  receive  the  advice  of  our  skilled  physicians  free.  All 
correspondence  is  held  strictly  confidential. 

ORA  DRUG 


ORA  Remedies  do  not  contain 
alcohol,  opiates,  morphine,  coal 
tar  products  or  any  other  harm¬ 
ful  or  dangerous  drugs. 


Start 

the 


New  Year 
with  “Steelsects 


START  the  New  Year  with  our  sectional  filing  devices 
for  small  offices.  Our  STEELSECTS  catalogue 
handsomely  illustrates  them.  Letter  files,  card  in¬ 
dexes,  document  files,  roller  shelving,  etc.,  put  up  section- 
ally  like  a  book-case.  The  right  device  for  a  small  office. 
Ask  for  STEELSECTS  catalogue  10-S. 


Berger’s 
Steel  Office 
Devices 

Complete  equipment  made  for 
offices,  vaults,  banks,  etc.  What 
do  you  need?  If  you  need  steel 
devices  send  us  your  address 
and  requirement,  and  we  will 
mail  you  our  new  STEEL, 
STYLE  and  safety  catalogue 
lO-S,  illustrating  our  general 
line,  and  telling  you  why  steel  is 
better  than  wood  for  your  office. 
Branches  in  all  large  cities. 
Ask  your  dealer  or  write  us. 

...  ... 

Berger  Manufacturing 
Company 

CANTON  .’.  OHIO 


PlCQ^e  mention  The  Business  Man’s  Magaeine  when  wrtttn^  to  QCt^ertf^ers, 
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TIME  8AVED-M0NEY 


The  best  way  to  save  time,  insure 
promptness  and  accuracy  in  your  business 
is  to  use  The  Perry  Time  Stamp,  thereby 
increasing-  the  efficiency  of  your  working 
force,  which  means  more  -work  -with  less 
help-  This  is  the  most  practical, 
simple  and  durable  device  in  the 
world  for  recording  the  receipt  and 
delivery  of  correspondence,  orders, 
telegrams,  invoices,  merchandise 
and  for  factory  cost  systems,  timing 
employees. 


-Ghe 


PERRY  TIME  STAMP 


“PORTABLE 

SELF-INKING 

AUTOMATIC” 

Prints  direct  from  type  the  month, 
day,  hour  and  minute  on  any  sur¬ 
face  where  a  rubber  stamp  can  print. 
Guaranteed  for  one  year,  will  last  a 
life  time.  Investigate. 

Write  for  free  booklet  “The  Bus¬ 
iness  Man’s  Time  Saver,”  which 
gives  full  particulars.  Mention  edi¬ 
tion  33.  Also  ask  for  10  Day  FREE 
Trial  Plan. 


PERRY  TIME  STAMP  CO. 

5  W,  IHadisnn  S(.,  Chicago 
27  Thames  St.,  N.  Y.  City 


Branch  offices  in  all 
iinportaiit  cities. 


The  famous  Calculating  Machine 

Enthusiastically  endorsed  the  world 
over.  Rapid,  accurate,  simple,  prac¬ 
tical,  durable.  Computes  nine  columns 
simultaneously.  Adds,  subtracts,  etc. 

Saves  time,  labor,  money.  Capacity 
999,999,999.  Will  last  a  lifetime. 

THE  MODERN  BUSINESS  NECESSITY 

Should  be  on  Every  Desk- 
Read  What  Pleased  Users  Say 

8100.00  would  not  take  it  from  me.  It  is  all  you  claim.— 
Carver,  Troy  Center,  TFfs. 

I  do  not  think  the  $375.00  -machine  can  be  compared  with 
your  $.5.00  machine.— K.  G.  Malhint.  Avoca,  La. 

Have  found  it  entirely  equal  to  any  of  the  high-priced  cal¬ 
culating  machines.- IF.  J.  Hirni,  Visalia,  Calif. 

Does  the  work  of  a  $375. 00  machine  for  the  small  amount  of 
95.00.— Thomas  J.  Mitchell,  Helena,  Ark. 

Two  models:  oxidized  copper  finish,  $5.00;  oxidized 
silver  finish,  with  case.  $10.00,  prepaid  in  U.  S.  Size 
^x  10^  ins.  Write  for  Free  Descriptive  Booklet, 
Testimonials  and  Special  Offer.  Agents  wanted. 

U.  E.  LOCKE  MFC.  CO.,  23  Walnut  St.,  Kensett,  Iowa. 


THE  BEST  CHRISTMAS  GIFT 


Write  for  “  The  Story  of  a  Book”— Free. 
G.  &  C.  MEBEIAM  CO.,  Springfield,  Mass. 
GET  THE  BEST. 


Useful,  Reliable,  Attractive,  Lasting,  Up 
to  Date  and  Authoritative.  No  other  gift 
will  so  often  be  a  reminder  of  the  giver. 
2380  pages,  6000  illustrations.  Recently 
enlarged  with  25,CC0  new  words,  a  new 
Gazetteer, and  new  Eiographical  Diction¬ 
ary,  edited  by  W.  T.  Harris,  Ph.D.,  LL.D., 
U.  S.  Commissioner  of  Education.  Grand 

Prize,  World’s  Fair,  St.  Louis. 

-  • 

Webster’s  Collegiate  Dictionaiy.  Largest  ol 
our  abridgments.  Regular  and  Thin  Paper 
editions.  Unsurpassed  for  elegance  and  con¬ 
venience.  n  6  p  ‘ges  end  1400  illu.strations 


WESTON’S 

LEDGER 

PAPER 


MADE  BY 

BYRON  WESTON  COMPANY 

DALTON,  MASS. 
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ROUTING  AND  RECORDING 
SYSTEM 

Forlloutingr  and  Recording 
the  movements  of  travelinpr 
salesmen,  showing  how  thor¬ 
oughly  and  systematically 
territory  is  covered  and  if  to 
best  advantage.  Keeping 
track  of  business  interests, 
geographically  locating 
customers,  agents,  pros¬ 
pective,  contracts,  ad¬ 
vertising,  etc.,  etc. 

Made  in  sections  to  cover 
any  number  of  states. 
“Business  System  in  the 
Sales  Department”  mailed 
on  request. 

THE  PERINE  &  MOSELY 
COMPANY, 


1-k-QUALITY-A-l 

.  160.  ^,,1'’' 


OUR  offer  Is  open  to  all  merchants  with 
good  rating  and  also  to  Individuals  holding 
responsible  positions.  To  such  we  will  send 
Diamond  Ring  like  cut,  C.  O.  D.  $30,  subject  to 
examination.  Balance  may  be  paid  in  80  days, 
off;  60  days,  2<  off,  or  in  90  days  net.  Our 
Catalog  No.  W26  will  interest  you.  Send  for  It. 


216  (W26)  STATE  STREET  CHICAGO 


The  American  Typewriter 

Saves  twelve  hundred 
W  ON  OHF  STEEL  BAR  parts  and  $50.  This 

feature  is  the  exclusive  patent  of  the  Standard 


American  $50 
Typewriter 


Universal  keyboard,  ball-bear¬ 
ing  carriage,  prints  from  ribbon; 
steel  type,  unlimited  speed. 

“THE  AMERICAN  WAY” 

and  Easy  Payment  Plan  Mailed 
on  request 

American  Typewriter  Co. 

264  BROADWAY,  N.  Y. 


BEST’S  EXTENSION  INDEX 


is  the  best.  No  transferring  to  other  books; 
always  plenty  room.  Plain,  Vowel  and  Sub¬ 
division  styles.  Send  for  illustrated  catalogue. 


BEST  INDEX  CO.,  625  Monadnock  Block,  Chicago, 
Ills.}  101  Water  Street,  New  York,  N.  Y.|  or  Augusta,  Ga. 


AN  INEXPENSIVE  CHRISTMAS  GIFT 


THE  ROYAL  GARMENT  HANGER 

A^usts  and  folds  18  Inches  to  61-2. 
Nickel  Plated.  Booklet  for  Postal. 

By  Mail,  25  cts. 

ROYAL  WFG.  CO., 
Concord,  n.  H. 


PERMANENT  PENCIL 
WRITING  POSSIBLE 

WITH  THE 

V  e  n  s 

Indelible  Copyings  No.  165 

PENCIL 

Its  lead  is  stronger,  writes 
smoother  and  wears  longer 
than  any  other  ever  made. 
Makes  a  better  press  copy 
than  ink. 

At  all  dealers  or  postpaid^  65  cents  per 

dozen. 

Assorted  Samples  (including  Venus)  sent 
postpaid  for  1()  cents,  25  cents  and  50  cents. 

American  Lead  Pencil  Co. 

61  East  Washington  Square,  N.  Y. 

21  Farringdon  Ave.,  London,  E.  C. 


OUR  CHALLENGE 

SAFETY  CHECK  TSJSLVl 
100  %  SAFE 


Can  be  issued  quicker,  is  SAFER, 
BETTER  and  CHEAPER  than  any  other. 

Send  Post-Card  for  Sample  NOW. 


Modern  Check  Co., 

Box  364,  station  H.,  CLEVELAND,  O. 

-  -  ■  - 

••• 

Perfect  Heel 
Protector 

Saves  one  dollar  in  repairs  on 
every  pair  of  Shoes.  Made  of  a 
species  of  Silver  Steel,  tempered 
to  a  degree  of  hardness  which  ef¬ 
fectually  resists  wear,  and  yet  is 
free  from  the  slippery  qualities  of  Heel  Plates 
and  Steel  Nails.  It  is  the  only  safe,  durable, 
simple  and  neat  device  for  the  purpose,  does  not 
disfigure  the  heel.  Is  not  noisy.  Easily  applied. 

By  mail,  post-paid,  six  pairs,  with  chisel,  tin  gauge,  etc.,  for 
SOc.,  or  a  sample  pair  for  10c.,  stamps  or  silver.  Address 

WOODMAN  COMPANY  P  O.  Box 2872  BOSTON,  MASS. 


Please  mention  The  Business  Man’s  Magaxine  when  writing  to  advertisers. 
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NEVER  SOILS  OR  SPOILS 


Day’s  White  Paste 

It’s  the  paste  that  sticks,  but  doesn’t  leave  a  sticky  look- 
It’s  always  ready  in  our  Handy  Paste  Jar,  with  water-well. 
Paste  is  so  much  nicer  than  mucilage,  and  our  Handy  Jar 
makes  it  a  most  convenient  article 

ON  YOUR  DESK.  OR  FOR 
PHOTOS  OR  HOME  USE 

Day’s  is  not  only  as  good  paste 
as  is  made,  but  our  jar  holds  more 
of  it.  Write  us  and  we  will  send  a 

Sample  Free 

You  can  get  your  dealer  to  sup¬ 
ply  you  with  Day’s  25c.  jar,  isc. 
jar,  or  in  bulk,  6  lb.  pail,  $1.00. 

Diamond  Paste  Co.,  66  Hamilton  Street,  Albany,  N.  Y. 


FREE  MUSIC 
LESSONS 

with  Lyon  &  Mealy  Mandolins, 

Guitars  and  Violins. 

Instruments  sold  by  us  include  Certi¬ 
ficates  entitling  you  to  50  to  100  high 
grade  music  lessons  by  mail.  Our 
Musical  Hand-book  contain  prices 
and  descriptions  of  13,918  musical  in¬ 
struments  and  accessories. 

LYON  &,  HEALY  INSTRUMENTS 

VIOLINS  are  the  STANDARDOFTHE  WORLD,  guitars 
Imodo  Rich  and  powerful  in  tone.  Absolutely 
True  in  Scale.  Send  for  the  Hand- 
book  and  you  will  soon  un¬ 
derstand  why 

Lyon  &  Mealy  Musical  Instru¬ 
ments  of  ALL  Kinds  are  as 
far  beyond  competition  to-day 
as  they  have  been  for  the  past 
40  years. 

THE  WORLD'S  LARGEST 
MUSIC  HOUSE, 


AC'CORDEONS 
from  50  cts.  to  $12 


mandolins 
$2.25  to 
$150 


Lyon&Healy,^'  ctea®o:“‘ 


Advertising  Course 

best  ever  written— teaches  all  that  the$40  courses  teach 
and  much  that  they  don’t  (Why?)  now  running  in 

The  Business  Arena 

lOc  a  Year 

Fifty  lessons  on  ad.  writing,  designing,  illustrating, 
retail,  mail  order  and  general  advertising  principles, 
type,  printers’  marks,  proof-reading,  how  to  buy 
space,  card  systems,  book-keeping,  management,  the 
human  nature  of  it,  etc.  Other  things  galore,  too,  on 
advertising,  correct  English,  accounting,  salesman¬ 
ship,  etc.— told  in  terse,  time-saving  paragraphs — 
the  new  journalism  for  busy  business  men.  Best 
obtainable  contributors.  It’s  cheer  up,  ginger  up, 
snap  and  go  all  through— ideas,  ideas,  ideas— no 
padding. 

FREE— A  “Pneumatic”  penholder,  with  each  sub¬ 
scription.  Latest  and  best.  Retails  for  10c.  every¬ 
where.  Big  bargain,  this.  Send  now. 

The  Business  Arena 

40  Park  Street,  Lawrence,  Mass. 


THE 


Hammond  Typewriter 


FOR  ALL 

NATIONS 

AND 

TONGUES 


LATEST  ACHIEVEMENT 

BRAILLE  SHUTTLE  FOR  THE  BLIND 


“Bhe 


Hammond  Typewriter  Company 

Factory  and  General  Offices 

69th  to  70th  Streets  and  East  River,  New  York 


The  Bixler  Dollar  Safety  Razor 


Right  in  price— right  in  quality 
Blade  in.  long.  Sold  with  a  guarantee.  Postpaid  $1.00 
-  1000  Agents  JVanted  — - - — 


CRESCENT  MFG.  CO., 


FREMONT,  OHIO 


I  Print  My  Own 


Cards,  circulars,  etc.  with  a  $5. 
Press.  Small  newspaper  press 
$18.  Money  saved.  Money  mak¬ 
ing  business  anywhere.  Type¬ 
setting  easy  by  the  printed  in¬ 
structions  sent.  Write  to  factory 
for  illustrated  catalog  of  presses, 
type,  paper,  etc. 

The  Press  Co.,  Meriden,  Conn. 


CUSTOM  TAILORING  ON  CREDIT 

B  V  MAIL, 

Suits  made  to  measure  for  Men  and  Women— latest  New  York 
styles.  Fit  and  workmanship  guaranteed.  $1.00  weekly  set¬ 
tles  the  bill.  Business  strictly  confidential.  For  particulars 
address  PAUL  MISCH,  “Tailor  and  Draper”  50  West 
34th  Street  (between  Broadway  and  5th  Ave.)  New  York . 


Wanted,  bySuccessMagazine 

*  on  a  Salary  Basis 

a  young  man  or  woman  in  every  county  to  take  charge  of  our 
subscription  business.  I’ositions  permanent.  Good  oppor¬ 
tunity  for  right  person.  References  required.  Apply  to 

SUCCESS  MAGAZINE,  10  Washington  Square  East,  New  York. 


Please  mention  The  Business  Man's  Magazine  when  writing  to  advertisers. 
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$20 


.00  o-  ® 

=  CHICAGO 

DESK  AND  2  CHAIRS 

Desk  48  in.  loiig^,  SO  in.  deep,  45 
in.  high,  extension  slides,  metal 
casters. 


1  Revolving  Chair,  adjustable  screw.  Metal  Casters 
1  Side  Chair  to  match,  golden  or  weatlicred  oak. 

We  also  make 

Bank,  Office  and  Church  Furniture 

Send  for  Catalogue. 

OTIS  matuock: 
196-198  La  Salle  Street,  -  CHICAGO 


I  CAN  SELL 


YOUR  PATENT 

Booklet  explaining  how 
mailed  FREE. 

Fifteen  years*  experience. 

Patent  sales  exclusively. 

If  you  have  a  patent  for 
sale,  call  or  write. 


WILLIAM  E.  HOYT,  Patent  Sales  Specialist 

Dept.  B.  290  Broadway  NEW  YORK 


Do  You  Talk  Brilliantly  ?  Do  You  Talk  to  the  Point  ? 

I  CAN  H  ELP  YOU 

TO  BECOME  FLUENT  OF  SPEECH 

The  faculty  of  ready  speech  lends  influence  and  wins  favor; 
it  brings  p9pularity  and  is  more  surely  a  money-earning 
power  than  is  any  other  acquisition.  If  you  would  possess 
this  ability  to  talk  well,  as  an  aid  to  business  success,  as  a 
social  accomplishment,  or  as  a  controlling  element  of  per¬ 
sonal  influence  in  clubs  or  organizations,  send  me  ten  cents 
in  stamps  and  I  will  forward  to  you  my  little  book 

“A  TALK  ON  TALKING” 

which  will  explain  to  you  that  it  is  not  a  question  of  possi¬ 
bility,  but  of  method,  of  knowing  how. 

Address:  LORIN  DE  LORME, 

Suite  933,  100  Washington  Street,  Chicago 


IF  YOU  WANT  TO  RIDE  A  “WINNER,”  ride  a 


THOROLIGHBBED 


The  Thor¬ 
oughbred 
motor 
Cycle  is 
famous  for 
itsachieve- 
m  e  n  t  s  . 
There  is 
no  q  u  e  s- 
tion  about 
this  for  it 
has  a  long 

list  of  victories  on  track  and  road  which  proclaim  it  the  speediest, 
sturdiest  and  most  satisfactory  Motor  Cycle.  If  interested,  address 


READING  STANDARD  CYCLE  MFQ.  CO.,  READING,  PA. 


SHORTHAND 
IN  30  DAYS 


We  absolutely  guarantee  to  teach  shorthand  complete  in  only 
thirty  days.  You  can  learn  in  spare  time  in  your  own  home.  No 
matter  where  you  live.  No  need  to  spend  months  as  with  old 
systems.  Boyd's  Syllabic  System  is  easy  to  learn — easy  to  write — 
easy  to  read.  Simple,  Practical,  Speedy,  Sure.  No  ruled  I'nes — no 
positions — no  shading,  as  in  other  systems.  No  long  list  of  word 
signs  to  confuse.  Only  JVine  Characters  to  learn  and  you  have  the 
entire  English  (or  any  other)  language  at  your  absolute  command. 
The  best  system  for  stenographers,  private  secretaries,  newspaper 
reporters.  Lawyers,  ministers,  teachers,  physicians,  literary  folk 
and  business  men  may  now  learn  shorthand  for  their  own  use. 
Does  not  take  continual  daily  practice  as  with  other  systems. 
Our  graduates  hold  high  grade  positions  everywhere.  Send 
to-day  for  booklets,  testimonials,  guarantee  offer,  etc. 

CHICAGO  CORRESPONDENCE  SCHOOL 

937-Z6  Chicago  Opera  House  Block,  Chicago 


^Positive 


ENNEN'S 


^WDER 


BORATED 

TALCUM 


CHAPPED  HANDS,  CHAFING, 

and  all  afflictions  of  the  skin.  "A  littU  higher 
in  price,  perheps,  then  worthless  substitutes,  but  J 
reason  for  it.”  Delightful  after  shaving.  Sold 
everywhere,  or  mailed  on  receipt  of  25  cents. 
Get  Mennen’s  (the  original).  Simple  free. 

GERHARD  MENNEN  COMPANY.  Newark.  N.J. 


I  Will  Make  You 
Prosperous 

If  you  are  honest  and  ambitious  write  me  to¬ 
day.  No  matter  where  you  live  or  what  your 
occupation  has  been,  I  will  teach  you  the  Real 
Estate  business  by  mail;  appoint  you  Special 
Representative  of  my  Company  in  your  town; 
start  you  in  a  profitable  business  of  your  own, 
and  help  you  make  big  money  at  once. 

I'niisual  opportunity  for  men  without  capital  to  be¬ 
come  independent  for  life.  Valuable  book  and  full 
particulars  free.  Write  today. 

EDWIN  R.  MARDEN,  President 
NATIONAL  CO-OPERATIVE  REALITY  CO.,  520  Athenaeum  Bldg.,  Chicago 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers, 


Good  Points  in  the 


THE  SMITH  PREMIER  TYPEWRITER  CO. 

Branch  Stores  Everywhere.  SYRACUSE,  N.  Y.,  U.  S.  A. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Commercial  Battles 

are  won 

by  the  applying  of  brains  through  a  per¬ 
fect  implement  tor  the  accomplishment. 

Underwood 

Typewriter 


with 


WRITING  ALWAYS  IN  SIGHT 

is  the  perfectly  constructed,  quick  tiring 
brain  machine  that  advances  the  picket 
line  of  commerce. 


UNDERWOOD  TYPEWRITER  CO- 
241  Broadway,  New  York. 


m 


4'° 


ON  TYPEWRITERS 


of  all  riakes 

^  Send  for  samples  of  writing,  prices,  and 
catalogue.  Machines  shipped  for  inspectloii, 

STEW  TTORK,  CHICAGO, 

IK  Barclay  St.  319  Dearborn  St. 
SOSTOIf,  KANSAS  CITI, 

S8  BromfieM  St.  817  Wyandotte  St. 

ST.  LOUIS,  209  North  9th  St, 
SAN  FRANCISCO, 

636  California  St 


THE 

TYPEWRITER 
EXCHANGE 


TYPEWRITERS  $10 ‘<>$65 

SENT  FOR  YOUR  EXAMINATION 

ALL  MAKES, 

SLIGHTLY  USED, 
REBUILT, 

SECOND  HAND. 


Complete  and  Good  Working  Order.  We  can  save 
you  more  than  manufacturers’s  profit.  Buffalo’s  cen¬ 
tral  location  saves  you  on  transportation.  Send  for 
samples  of  writing. 

TUB  L,ERrVER-BEAJV  CO. 

Dept.  A.  Lewis  Block,  BUFFALO,  N.  V. 


FOR  TWENTY-FIVE  DOLLARS 


I 


WE  WILL  SELL  THE  REGULAR 

$50  COMMERCIAL  VISIBLE  TYPEWRITER 

in  locations  where  we  have  no  agents  to  protect.  Send  for 
handsome  illustrated  Catalogue  free,  and  ask  for  Special 
Proposition  Guaranteeing  satisfaction  or  machine  may 
be  returned.  Also  inquire  our  inducements  to  Agents. 
The  best  offer  ever  presented  to  the  trade. 

Send  for  Illustrated  Catalogue.  All  makes 
Writing  Machines  REBUILT  like  new. 

Commercial  Typewriter  Co., 

261  Williams  Street,  New  York  City. 


$10 


AMOl 
UP 


Write 

today 

for 

catalog 

and 

bargain 

list 


Slightly  Used 

TYPEWRITERS 

At  Less  Than  Half  Price 


Thousands  of  machines,  all  leading  makes,  in  use 
^  ^  e^ugh  to  insure  smooth  running  adjustment. 

flO  to  $53.  We  are  the  largest  handlers  of  slightly-used 
typewriters  in  the  world  and  offer  guaranteed  rare 
bargains  such  as  no  other  house  can  approach; 

2300  absolutely  new  Visible  Sholes 
machines,  built  to  sell  for  $100— 
our  price  while  they  last.  $45, 


uargaius  suen  as  nc 

SPECIAL 


Machines  shipped  for  your  examination 

and  approval  to  any  point  In  United  States, 


We  rent  all  makes  of  machines  at  $3  a  month  and  up. 

CDCC  Send  today  for  our  big  catalog  list  of  rare 
lUbk  typewriter  bargains.  Don^t  buy  until 
,  ,  ,  you  see  It,  Write  today  liefore  our  big 

clearing  sale  closes.  Special  offer  to  agents. 

BIG  DISCOUNT  ON  TYPEWRITER  SUPPLIES 

company 

451  Baldwin  Building,  GHIGAGO,  ILLIMOIS 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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OSTAU 

TYPEWRITER 

The  only  real  typewriter  at  a  low  price.  It  com¬ 
bines  universal  keyboard,  strong  manifolding, 
mimeograph  stencil  cutting,  visible  writing 
and  interchangeable  type. 

Write  for  our  booklet  and 
instalment  plan. 

Agents  Wanted. 

POSTAL  TYPEWRITER  CO.  Dept.  46 
Oflice  and  Factory,  Norwalk,  Conn. 


TYPEWRITERS 


ALL 

MAKES 


New 

WRITE  FOR  CATALOGUE 

EAGLE  TYPEWRITER  EXCHANGE 

CORTLANDT  STREET,  NEW  YORK 


More  Money ==Easier  Work 

A  stenographer  turns  out  more  work  with  a  Multi- 
angle  copy  holder  since  it  increases  her  speed 
and  efficiency  405?!.  More  work  means  more 
money  for  employer  and  stenographer. 

A  Multi  angle  copy  holder  means  easier  work 
— no  bending  over  a  desk — no  waste  of  time 
— no  losing  the  place,  no  strain  on 
the  eyes. 

Instantly  adjusted  to  either 
side  of  the  machine  in  any 
position.  Best  and  most 
convenient  device  ever 
applied  to  a  typewriter. 

Price.  $2.00  Prepaid. 


Give  make  of  machine  when 
ordering.  Send  for  free 
booklet.  It  tells  how  the 
Multi-angle  copy  holder 
can  help  you. 


Manufactured  solely  by 

F.  S.  WEBSTER  COMPANY,  211  Madison  Street,  CHICAGO,  ILL. 


10  CENTS' 

Is  all  we  ask  you  to  send  us  for  a  year’s  subscription  to  our 
magazine  which  “Everybody  Should  Read.” 

THE  PUBLIC’S  COMPANION 

magazine  is  interesting  every  month.  ^  Let  us  convince  you. 
Sample  copy  of  our  big  Christmas  issue  for  a  stamp.  Agents 
wanted.  Address  The  Public’s  Companion  Magazine 
856  Dearborn  Street,  R.  1007.  -  CHICAGO,  C.  S.  A. 


A  MTFQ  Men  and  women  to  demonstrate  and  advertise. 
I  tlL^  Salary  $3.00  per  day.  Expenses  advanced- 

IDEAL  CUTLERY  COMPANY,  Desk  B.  CHICAGO,  ILL.,  U.  S.  A. 


On  our  neat  RUBBER  STAMP 
with  pad  and  ink  mailed  for  2^c. 

NESS  AND  ADDRESS  B.  P.  Durham  Co.\  Corry.  Pa. 


YOUR  NAME,  BUSI- 


SIMPLICITY  TIE  DEVICE 

Better  than  tape,  cheaper  than  perishable  rub¬ 
ber  bands — they  last  forever  and  do  not  rot. 
Quickest  and  most  secure  way  to  tie  packages 
of  all  kinds.  Saves  time;  insures  permanent 
security  in  tying  valuable  papers  for  filing. 
Invaluable  for  business  and  professional  men. 

With  assorted  colors  of  tape,  postpaid,  per 
100,  18  inch,  90  cents;  24  inch,  $1.00;  36 
inch,  |l  15,  Address,  Dept  G. 

Tnlversal  Package  Tie  Device  Co.,  Hacon,  Ga. 


m  M  M  JA  1^1  "jjP  Industrious  men 

Vw/AIM  I  of  education  and 

character  to  act 
as  Sales  Agents  in  vacant  territories.  Excellent 
opportunity.  Address  with  references,  stating 
age  and  present  occupation.  Sales  Department, 
The  Egry  Autographic  Register  Company,  Dayton,  Ohio. 


0  fie  can  always  see  the  hand  of  the  fool  or  the 
fiandottfie  master;  fool  advertising  pays  sofnetimes. 
master  advertising  pays  all  the tii??e. 

f^aster  Advertising  Copy 

is  prepared  atTHE  LETTER  SHOP  by  the  most  pow¬ 
erful  force  of  odvertisiRg  copy-writers  in  At^erica,  Ask 

Franklp  Hobbs,  tlimself 

Caxtoa  Blocks—? 

Chicago  U.  5.  A. 

BooWet 'bout  THE  LETTER  SHOP 

Himself  and  His  Seal  for  the  asking 


“CUTTING  THE  COST  OF  INQUIRIES”" 

The  title  of  a  useful  and  practical  booklet  on  mail 
order  advertising.  A  two-cent  stamp  and  a  request 
on  your  office  stationery  brings  it. 

FREDERICK  WARD 

(Originator  of  Illustrated  Letters) 

40  Dearborn  St.  Chicago,  Illinois 


VERY  SPECIAL  OFFER 

The  MOHIGAN  SAFETY  RAZOR  is  positively  the  best 
made  and  guaranteed  to  shave  the  heaviest  beard. 
It  is  a  $1.50  Modern  Razor,  heavy  SILVER  plated 
and  packed  in  a  handsome  case,  the  blades  are  of 
finest  English  tempered  steel.  We  have  8000  which 
we  will  sell  this  month  at  the  VERY  SPECIAL  PRICE, 
85  CENTS  EACH.  Valuable  Circular  FREE.  Order 
AT  ONCE. 

Folmer  Jarner  &  Company, 

Dept.  A,  208  Lewis  Avenue,  BROOKLYN,  N.  Y. 


Book-keeper:  Time  is  Money 


You  are  wasting  %  of  your  time  if  you  continue  to  use  the  old 
way.  Speed  Gets  There  and  when  you  have  the  Short 
Cut,  you  will  get  there.  After  18  years  of  book-keeping  1  have 
adopted  the  short  cut  plan,  and  am  kicking  myself  for  not  getting 
it  before.  If  your  way  is  too  long  and  you  want  to  adopt  the  short 
cut,  and  save  time,  money  and  books.  Write  to  me  and  send  me  ♦ 
the  system  you  are  using  and  about  how  many  customers  you  ■ 
have,  and  I  will  put  you  next.  Louis  Decker,  Lemoorc,  Cal. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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An  Opportunity  Your 
Stenographer  Can’t 
Afford  to  Miss 
THE  HEALTH  BOOK  AND  COPY  HOLDER 

It  is  made  of  Quartered  Sawed 
Oak  and  Nickle  Plated  Steel— 
Weiglit  two  pounds. 

It  holds  tlie  note  book  firmly 
and  is  always  before  you,  also 
holds  any  loose  sheets  that  you 
wish  to  rewrite ;  Briefs,  Ab¬ 
stracts,  Circular  Letters,  etc. 
Every  part  is  reinforced  against 
any  strain.  Always  ready  for 
use,  nothing  to  get  out  of  order. 
Press  the  compressure  clamp, 
the  holder  does  the  rest.  Price 
$1,50  after  January  1st.  Money 
refunded  if  not  satisfactory. 
PRICE  $1.26 

O.  R.  BROWN  CO. 

Office  &•  Typewriter  Supplies 
81  Baldwin  KIdg.,  Indianapolis 


Beautify 


YOUR  HOME 
_ O  R  OFFICE 

with  genuine  Art  Treasures.  Suitable 
for  Portfolio,  Framing  or  Passe-Partout. 
Sent  postpaid  for  20  cents  each,  stamps 
or  coin.  Small  size  copies  and  descriptive 
circular  sent  for  10  cents. 

CONVERSE  PRINTING  COMPANY.  (Art  Department) 

32  Imperial  Power  Bldg.  Pittsburgh,  Pa. 


rv V 


A  I  ITfl  M  n  D  1 1  C  ^*‘‘'***  Urivers,  Repairmen,  Chauffenrs  and 
MU  I  UIYIUDILL  others  wanted  all  over  the  country;  50,000 
-■  machines  built  this  year  in  United  States, 

affording  great  opportunities  for  men  trained  in  the  coming  busi¬ 
ness;  six  cents  a  day  will  qualify  you  for  good  wages  in  this  field, 
in  which  the  demand  is  such  that  ability  counts  ahead  of  "pull” 
and  length  of  service.  For  full  particulars,  address  THE  COR¬ 
RESPONDENCE  SCHOOL  OF  AUTOMOBILE  ENGINEER¬ 
ING,  Suite  1338,  Flatiron  Building,  New  York  City. 


Never  Fails  Sure  Pop 
BLACK  HEAD  REMOVER 


device  is  a  most  wonderful  thing  for  persons  whose  face 
IS  tuli  of  black  heads.  Simple  and  easy  to  operate  and  the  only  sure 
placing  directly  over  the  blackhead,  then  withdrawn,  brings 
the  black  head  away.  Never  fails.  Takes  them  out  around  the  nose 
and  all  parts  of  the  face.  Sent  postpaid  for  25c.  Other  useful  articles. 
Catalogue  and  illustrated  circulars  free.  Agents  wanted.  Address 

G.  OSMUN  &  CO.,  722  E.  42nd  St.,  ChicafEo,  Ill. 


WE  SELL  EVERY  GOOD 

SPECIALTY  ADVERTISED  HEREIN 

atWINNIPEG 

RICHARDSON  &  BISHOP,  Stationers 


A  Christmas  Present  For  You 

Order  to-day  The  Sure  Result  Jlethod  of  Handling  and  Oolleeting 
your  hirm’s  Railroad  Claims  for  overcharges,  shortages,  lessor 
damage  in  transit,  etc.  Complete  copyrighted  Instructions  and 
special  printed  forms  postpaid  for  60c  and  Free  with  each  order  a 
talk  on  the  Collection  of  Accounts  and  Office  Economics  from  an  office 
man  who  increased  his  salary  over  one  third  by  the  adoption  of  the 
tinie  saving  and  result  getting  methods  explained  therein. 

MARVIN  T.  ROSSITEB,  TROY,  OHIO 


“The  Economical  Family  Package’* 

A  wonderfully  useful  balance  of  well-known 
remedies  Always  helps,  never  hurts. 

Strengthens,  Benefits 

Promptly  Corrects 


Colds,  Grippe,  Neuralgia,  Headache, 
Chill,  Indigestion,  “Out  -  of- Sorts’* 
Feeling  and  all  Common  Ills.  “The 
only  stimulant  without  stin^’*  for 
Brain  Fa^,  Lassitude,  Fatigue  of 
Body  or  Brain. 


Verdict  from  Ten  Years*  Tests 

Endorsed  by  Thousands  of  Thouiihtful  People 

‘Saves  the  day”  from  pain  and  ailment. 
Causes  no  reactive  effect. 

Contains  no  alcohol  or  narcotic. 

Full  Composition  Published  in  every  Packajie. 
25c  Package  Free  for  Intelligent  Test 
Orangeine  is  sold  by  all  progressive  druggists 
in  10c  pkg.  (2  powders),  25c  pkg.  (6  powders).  50c 
pkg.  (15  powders) ,  Sl.OO  pkg.  (35  powders) ,  or  mailed 
on  receipt  of  price.  We  are  glad  to  send  25c  pkg. 
free, with  full  information  and  illustrative  experience, 
on  receipt  of  request.  Write  us  today. 

Orangeine  Chemical  Company,  15  Michigan  Ave.,  Chicago 


MONEY  '’iakinc 

*  i  b  I  THE  MASTER  PROBLEM 


THIS  CLOTH- 
BOUND  BOOK 


Tells  about  tbe  Art  of  Money-making.  A  Guide  for 
Investors.  How  to  distinguish  between  a 
good  and  poor  investment. 

Handsomely  Bound  in  Cloth  and  Boards.  Artistically 
printed  beautifully  illustrated.  Contains  no  advertising. 

The  first  edition  will  be  sent  out  absolutely  FREE. 
Write  immediately— before  you  forget  It. 

BARNARD  &  CLARK,  Suite  0,  25  Broad  St.,  New  York. 


SIMPLE,  ACCURATE  AND 
EASILY  ADJUSTED 

POCKET  CASH 
REGISTER 

Every  person  who  wishes 
to  keep  account  of  his  or 
her  Daily,  Weekly  or 
Monthly  expenses,  can  do 
so.  Can  be  used  as  a 
COUNTER  for 

GOLF,  WHIST, 

BASEBALL,  Etc. 

Its  uses  are  Innumerable.  Made  of  Aluminum,  weight  one-half 
oz.  Size  of  silver  dollar. 

Sent  Postpaid,  for  2Sc— any  address.  U,  S.  or  Can. 

Reference,  Commercial  Bank,  Port  Huron,  U.  S.  Pat.,  Feb.  21st, 
1899.  Canada  Pending.  Address 

CEISTURV  IVOVELiXV  CO.,  .  Dept.  L,. 

PORT  HURON,  MICH.,  U.  S.  A. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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New  Equipment 

The  new  Pullman  drawing  room  and  private  compartment 
sleeping  cars  between  Chicago,  San  Francisco  and  Port¬ 
land  on  the  Overland  Limited  via  the  Chicago,  Union  Pacific 
&  North-Western  Line  are  especially  adapted  to  the  needs  of 
the  transcontinental  journey. 

Each  car  provides  standard  sections,  private  compartments 
and  drawing  room,  (compartment  and  drawing  room  singly  or 
en  suite) .  The  toilet  conveniences  are  especially  ample,  the 
interior  decorations  are  rich  and  pleasing,  the  brilliant  electric 
lighting  includes  individual  reading  lamps  of  the  most  modern 
design  in  each  berth,  compartment  and  drawing  room. 


The  Best  of  Everything 


These  Sleeping  Cars,  a  splendid  dining  car  service  and 
composite  observation  cars,  with  buffet-smoking  room.  Book- 
lovers  library  and  handsome  observation  parlor  complete  the 
equipment  of  the  most  luxurious  train  in  the  world,  leaving  Chi¬ 
cago  8.00  pm  daily, over  the  only  double  track  railway  between  Chi¬ 
cago  and  the  Missouri  River.  Less  than  three  days  to  the  Coast. 

All  Agents  sell  tickets  via  the  Chicago,  Union  Pacific  &  Northwestern 
Line.  Send  four  cents  in  stamps  for  descriptive  booklets. 

W.  B.  KNISKERN,  Passenger  Traffic  Manager, 

Chicago  &.  North-Western  Ry., 

Chicago,  Ill. 


UNION 

PACIFIC 


O.  L.  184 
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Colorado 


A  Winter 

Resort 

that 

Fortifies 

and 

Up=builds 


A  winter  resort  not  at 
all  like  the  old  ones  you 
previously  have  visited 
with  increased  temporary 
comfort  but  no  permanent 
betterment!  No,  not  like 
those !  But  a  winter  resort 
which,  by  deluging  you 
with  bright  sunshine  and 
dry  air,  keeps  you  so  con¬ 
stantly  astir  that  at  the  end 
of  two  or  three  weeks  you 
have  increased  in  weight, 
increased  in  strength,  in¬ 
creased  in  chest  measure¬ 
ment — increased  in  the 
things  that  govern  health 
and  business  capacity. 


d.  The  argument  is  elaborated  to  include  proofs  and 
detaik  in  a  new  folder  which  you  may  obtain  without 
cost  by  writing  P*  S.  Eustis,  254  "Q''  Building,  Chicago. 
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C  alif< 


ornia 


Limited  IS  tke 

only  tram  between 

Ckicago  and 
Soutkern  Cal  ifornia 

via  any  line 
exclusively  for 

first-'class  travel 


Bertlis  skould  te  purcnased 

•  • 

now,  to  insure  getting 
accommodations  desired 

^Ihe  California  Limited  runs  daily  between 
Cliicago,  Kansas  City,  Los  Angeles,  San 
Diego  and  San  Francisco.  En  route  visit 
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Travel  >vith 
Comfort,  Safety 


BETWEEN 


NIN0Y 
MILES 
IN  TWO 
HOURS 


AND 


NEW  YORK 
PHILADELPHIA 


VIA 


New  Jersey  Central 

{Train  Every  Hour  on  the  Hour) 


PULLMAN  PARLOR  CARS.  OBSERVATION  AND 
CAFE  CARS.  NO  DUST,  SMOKE  OR  DIRT 

NEW  YORK  STATIONS  WEST  23d  STREET,  N.  R. 

I  FOOT  LIBERTY  STREET,  N.  R. 


A  COMFORTABLE  JOURNEY 

IS  ASSURED  IF  YOUR  TICKET  READS 

VIA  THE 

Michigan  (Central 

**The  Niagara  Falls  Route  ** 


BETWEEN  CHICAGO,  DETROIT, 
NIAGARA  FALLS,  BUFFALO,  NEW  YORK 
-  AND  BOSTON 
AND  ALL  POINTS  IN  MICHIGAN 

Reduced  Rates  for  the  Holidays 


THE  ONLY  ROAD 

RUNNING  DIRECTLY  BY  AND  IN  FULL 
VIEW  OF  NIAGARA  FALLS 

Stop  over  Allowed  at  Niagara  Falls  on  Through  Tickets 


ASK  ABOUT  THE  NIAGARA  ART  PICTURE 


i 


NEW  YORK 

Central 

LINES 


C.  F.  DALY 

Passenger  Traffic  Manager 
CHICAGO 


O.  W.  RUGGLES 

General  Passenger  Agent 

CHICAGO 
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The  complete  BLUE  PRINT  plans  of  this  beautiful 
residence  together  with  TEN  others  costing  from  f 1,000  to 
87,000  will  be  sent  to  you  express  paid  on  receipt  of  Five 
Dollars. 

These  plans  are  selected  from  many  houses  that  we  are 
building  for  our  clients  throughout  the  country  and  are 
complete  and  very  satisfactory. 

Business  men.  Book-keepers,  Real  Estate  men.  Con¬ 
tractors  and  Builders  are  using  them  to  build  their  re¬ 
sidences  from. 

We  will  make  any  alterations  to  the  floor  plans,  in¬ 
teriors,  and  elevations  of  any  one  of  these  plans  sent  you 
and  will  send  you  sketches  for  approval,  and  make  you 
two  sets  of  blue  prints  to  %  inch  scale  with  two  sets  of 
specifications  covering  everything  for  Five  Dollars. 

If  you  are  Interested  in  building  do  not  send  for  books 
of  plans.  Send  for  these  blue  prints. 

Kindly  state  the  cost  of  houses  you  wish  when  ordering^ 

JENS  C.  PETERSEN.  Architect, 

State  Bank  Building:,  Traverse  City,  Mich. 


Licensed  by  the  Illinois  State  Board,  Examiners  of  Architects. 


TYPEWRITERS 

NEW  COMMERCIAL  VISIBLES 
for  $22.50 

All  standard  makes  at  less  than  half  price.  Remingrtons  and 
Smiths  $25.00  to  $50.00}  Caligraphs  $10  50;  Franklins  $15.00. 
Prices  on  other  makes  in  proportion.  Low  prices,  fair  dealing 
and  a  live  guarantee.  Special  Proposition  to  Agents. 

STANDARD  TYPEWRITER  EXCHANGE 

231  Broadway  '^'4’  New  York  City 


IMf nr  A  cr 

- - j  -  ■  ' 

WORK  AN  HOUR  A  DAY==0R  WEEK 

UNLKcAotl 

YOUR 

Invest  your  spare  moments 
in  well  paid  agreeable  work. 

We  want  an  agent  in  every 
town  and  city  in  the  U.  S. 
and  Canada.  We  offer 

PARNlNfiS 

Good  Pay — Prizes — and  Pulling  Premiums 

Write  for  Particulars  TO=DAY 

THE  BOOK-KEEPER  PUBLISHING  COMPANY,  Ltd. 

51  W.  Fort  Street,  Detroit,  Michigan  ' 

'^Big  Four^^ 

Operates  in  Ohio,  Indiana,  Illinois 
and  Kentucky. 

2,600  Miles 

of  the  best  constructed  and  finest  equipped 
railroad  in  America,  and  also  maintains 
magnificent  through  train  service  in  con¬ 
nection  with  Lake  Shore,  New  York  Cen¬ 
tral  to  New  York,  and  Boston  &  Albany  to 
Boston.  Also  with  Michigan  Central  to 
Detroit,  Mackinaw  City  and  Intermediate 
Points,  and  with  C.  &  O.  to  Washington, 
Baltimore  and  Richmond,  Va. 

WARREN  J.  LYNCH, 

Write  Gen’l  Pass.  &  Ticket  Agent, 

For  Folders.  CINCINNATI,  OHIO. 


AND  ^ 

SOUTHERN  RY. 

Chicag'o  &  Florida  Special 

In  Service  Jan.  8, 1906. 

Solid  Pullman  Train  from  Cincinnati 
Through  Pullman  Service  from 

Chicago,  Cleveland,  ^  Detroit, 
Toledo,  St.  Louis,  Louisville  to 
J acKsonville  and  St.  Augustine. 

FLORIDA  LIMITED. 

riiron?h  PulLuad  Service  from  CHICAGO. 

Solid  train  Cincinnati  to  Jack¬ 
sonville  and  St.  Augustine.  J 
Pullman  Sleeping  Car,  Day 
Coaches.  Observation  ana 
Dining  Car. 

Double  Service  to  NewOrleans 
Through  Pullmau  Service 
between  Oincimiati,  Atlanta, 
Asheulle,  Savannah,  Charleston 
Biriniiigham  and  Shreveport. 

Write  for  Rates  and  v? 
Booklet 

'V.  C.  Rinearson,  G.  P.  A. 

W.  A.  (.arret),  Gen'I  Mgr. 

Cincinnati.  O. 


s,.  V.  . 

'tv-,  -’rrm-'-.srsss-  -JS 

•A 
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g  A  PRIVATE  SECRETARY  IN  REACH  OF  ALL 


Closed 


Vetter’s  Unique  Vertical  Tray  Outfit  will 
prove  to  all  that  it  will  do  the  work  of  an  A1 
Secretary  and  do  it  better  because  it  never 
forgets  and  will  produce  important  papers 
instantly. 

When  cash  accompanies  order,  we  will  send  outfit  No.  200 
which  consists  of  one  letter  size  unique  vertical  tray  with  roll 
curtain,  with  a  capacity  of  3500  letters,  one  set  of  alphabetical 
guides  ^d  200  blank  folders  at  $8.25  prepaid  anywhere 
east  of  Dakotas,  Neb.,  Kan.,  Ind.  Ter.  and  Texas. 

Satisfaction  guaranteed  or  returnable  at  our  expense  and 
moriey  refunded.  A  postal  will  bring  full  information  re¬ 
garding  this  greatest  of  filing  devices.  Patent  Pending 

VETTER  DESK  WORKS.  135  River  St..  Rochester.  N.  Y. 


Partly  Opened 


The  “Modern”  Duplicator 

(Costs  $2.75  to  $6.75  according  to  size) 

The  NEW  (Clay-Process)  method  of  Duplicating 
or  Printing  Letters.  Price  Lists.  Circulars.  Draw¬ 
ings.  etc.  100  Perfect  copies  from  each  writing 
(Pen  or  Typewriting).  We  are  spending  $100,000  to 
tell  you  about  it.  Write  Now  for  illustrated  booklet. 

DURKIN,  REVES  &  COMPANY.  Mfgrs.,  339  Fifth  Ave.,  Pittsburg,  Pa. 


KEEP  TRACK  WITH  TACKS 

Do  you  want  a  bird’s-eye  view  of  your  business? 
Then  adopt  the 

**Map  and  Tack*'  System 

By  the  use  of  different  colored  tacks  on  a  map  you  can 
readily  route  your  salesman,  locate  customers,  indicate 
prospects,  etc.  Write  for  free  sample  map  and  price  list. 

John  W.  Iliff  &  Co.,  350  Wabash  Ave.,  Chicago,  III. 


PENMANSHIP 

Adequately  taught  by  mail.  Learn  to  write  a  good  business 
hand;  it  may  be  the  basis  of  your  success  in  life.  First  course 
of  instruction,  a  copy  of  Palmer’s  Penmanship  Budget,  also 
a  full  year’s  subscription  to  the  beautiful  monthly.  The 
VVestern  Penman,  all  now  for  $3.00.  A  handsome  diploma 
when  course  is  completed.  We  are  making  more  good  busi- 
p^ess  penmen  than  all  other  agencies  in  America  combined. 
Over  100,000  pupils  enrolled.  Catalog  Free. 

PALMER  SCHOOL,  (Est.  1881)  Box  86,  Cedar  Rapids, Iowa 


^  Save  Being  Scalded 

The  Automatic  Tea  Kettle  Cover 

opens  when  you  pour  water  in, 
closes  instantly,  no  knobs  to  pull 
.  off,  aluminum,  will  not  rust,  lasts 

a  lifetime,  fits  any  tea  kettle,  give  diameter  of  hole. 
Mailed  postpaid  for  25c.  Agents  Wanted. 

PERFECTION  MFC.  CO.,  165  Sandwich  St.,  PLYMOUTH,  MASS. 


To  Book  Buyers. 

John  R.  Anderson,  of  No.  67  Fifth 
avenue,  New  York,  is  the  only'bookseller  in 
the  U.  S.  doing  business  exclusively  with 
public  and  other  libraries.  A  catalogue  is 
now  being  prepared  of  thousands  of  books 
at  reduced  prices,  which  will  be  sent  on 
application  to  individual  purchasers  at 
library  rates. 


$1  AN  HOUR  J”r“sentwiren! 

■  tion.  Course  in  Salesmanship  Free! 
Standard  Co.,  1264  Baker  Bldg.,  Toledo^  O. 

REAL  ESTATE  business  taught  by  Mail;  Pays 

„  „  „  I  I  I-  $2,000  to  $5,000  year;  Catalog  free 

W.  H.  CLAWSON  &  CO..  1721  GRAND  AVENUE,  KANSAS  611%  MISSOURI.' 


Show  Card  Writers 

ATTENTION 


Use  our  Ornamental  Show  Card  BACKGROUNDS 
Air  Brush  Effect.  Increase  the  Value  of  your 
product.  DOUBLE  YOUR  BUSINESS. 

WE  WANT  THE  ADDRESS  OF  EVERY  SHOW  CARD  WRITER 


Particulars 


The  Crosscup  En^ravin^  Co. 

*  147-149-151  10th  St.,  PHILADELPHIA,  PA. 


PATENTS 


RRCMPTLY  SECURED 

Highest  References  from  prominent 
manufacturers.  Consultation  FREE. 
Write  for  Inventor’s  Hand  Book. 


SHEPHERD  &  PARKER,  892  F  Street,  Washington,  D.  C. 
WANTED  A  BOOK-KEEPER  AND  CREDIT  MAN 

for  a  small  manufacturing  concern  that  has  a  future  and  will  grow,  must  be 
up-to-date  and  thoroughly  reliable.  Address,  Box  49S,  Stockton,  California 


Brain  and  Nerve  Fag* 


Tired  Feeling,  General 

_  Debility,  Stiff  Joints 

Sore  muscles,  Insomnia,  Etc.,  can  be  almost  instantly  relieved  by  Vibration.  You 
feel  the  pain  melt  away  and  all  stiffness  and  soreness  disappear  as  the  pleasant'sooth- 
ing  thrill  of  Vibration  starts  the  circulation.  There  is  no  shock,  no  jar,  no  elec¬ 
tricity  just  a  strong,  restful  revivifying  thrill.  A  few  minutes  treatment  with  the 

will  positively  relieve  all  pain  and  stiffness, 
V  V  It/1  dlOl  repeated  treatments  will  permanently 

.  .  .  ,  ,  ,  .  .  ordinary  case.  The  Vedee  Vibra- 

tor  IS  a  simple,  strongly  built,  little  machine.  Is  not  complicated  or  difficult  to 
understand  and  does  not  get  out  of  order. 

The  Veedee  Vibrator  is  correct  in  principle,  simple  in  construction,  wonderfully  cheap  in 
price  and  astonishing  m  results.  We  are  willing  to  send  one  to  any  interested  person  on  7 
days  trial.  If  it  does  not  accomplish  all  we  claim  and  more  too,  send  it  back  We  will 
leave,  the  entire  matter  to  you.  Send  us  your  name  and  address  and  we  will  send  you  full 
descriptive  and  illustrated  literature,  references,  etc.  Address,  ^ 


8,000  Thrills  Per  Minute  VEEDEE  VIBRATOR  CO.  Dept.  2I-A.  1133  Broadway,  NEW  YORK 
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BIG  or  LITTLE — Wouldn’t  You  Like  to  Double  It? 

We  positively  guarantee  that  you  are  not  asked  to  buy  any¬ 
thing— to  invest  anything— to  spend  anything,  even  for  work¬ 
ing  out  the  idea.  You  pay  us  absolutely  nothing.  It  isn’t  a 
soliciting  proposition  of  any  kind.  It  is  our  business  to  help 
our  readers.  If  you  want  us  to  help  you  with  a  clever  scheme 
to  double  your  earnings,  write  for  our  free  booklet. 


The  Book=Keeper  Publishing  Co.,  Ltd. 

DETROIT,  MICHIGAN. 


Lamson  Coin  Cashier 

Makes  chang:e  quickly  and 
accurately.  Used  by  U  S. 
Gov’t,  Banks.  Trust  Go’s,  and 
business  houses  generally. 
For  sale  by  principal  station- 
ers 

LAMSON  CON.  S.  S.  CO. 

Gen.  Offices  ;  Boston,  Mass. 


WE  SELL  EVERY  GOOD 

SPECIALTY  ADVERTISED  HEREIN 

AT  WINNIPEG 

RICHARDSON  BISHOP,  Stationers 


A  seal  that  is  safer  than  wax.  Absolutely  permanent.  In= 
stantaneous.  Very  neat  and  convenient.  Also  as  good  a  paper 
rastener  as  any  made. 


Index  Card 

CE,  ’  Every  modern  business  nowadays  uses 
the  Card  Index  System. 

C,  We  are  manufacturers  and  retailers  of 
Card  Index  Cabinets,  Supplies,  etc.  Devisers 
of  Filing  Systems  for  Office,  Factory  and  pro¬ 
fessional  use. 

Cl  Write  for  Catalogue  and  Sample  Set. 


STANDARD  INDEX  CARD  CO.,  112-14  N.  7th  St..  PHILADELPHIA 


“EASY” TROUSER  HANGER 

Easy  to  keep  your  trousers  pressed 
and  in  shape  with  out  new  hanger 
A  new  idea— quick  to  put  on  and  take 
off — trousers  always  hung  up  out  of  the 
way.  The  bag  is  all  gone  when  you  put 
them  on  again — no  metaJ  to  rast  in 
dampnesso  Set  o!  ^  prepaid  ILOO 

Sample  26e.j  3  'or  60oc  m  coin. 

You  can  earn  a  good  salary  as  agent— they 
sell  easily.  Write  for  booklet. 

FRED  OLDS,  Boit  583,  Alpena,  Mich, 


It  Does  Away  With  Trial  Balances 


\Y/  E  WILL  prove  to  your  satisfaction  that  our  Ledger 
W  Balance  Proof  is  THOROUGHLY  PRACTICAL, 
requires  no  extra  books,  change  of  system  or  ledgers,  and 
relieves  you  entirely  of  all  trial  balances  of  Personal  accounts. 

Something  entirely  new  -which  -we guarantee 
It  -will  pay  you  to  -write  us  for  information 

fVlILwL.ER  (SS;  HAIVi,  Chattanooga,  Tenn. 


SELL  REBUILT 

TYPEWRITERS 


Illustrated  Catalog  Free 

Typewriter  Inspection  Co. 

817  Brordway,  New  York  City 


Price,  75  Cents  Each 

Metal  seals  25c.  per  box  of  100;  10  boxes  $l.o0 


A.  T.  KLINE  MERCANTILE  CO 


89  Main  Street,  Dept.  C.  SOMERVILLE.  N.  J. 


SEND 
$100 


For  the  Best  HOME  STUDY  Lessons  in 

Fenmansthip,  Easy  Shurlhand,  Itook-keepin^,  English 
Composition.  Name  Branch.  Address,  BKOWN’S  KC8I- 
NESS  &  CORRESPONDENCE  COLLEGE,  NorthSeld,  Ulinn. 


MAKE  YOUR  OWN  SIGNS 

on  office  windows  and  store  .ronts.  Write  for  particulars.  Agents 
make  big  money.  The  Metallic  Sign  Letter  Co.,  62  N.  Clark  St.,  Chicago, 


PATENTS 


ents. 


HUBERT  E.  PECK,  629  F  St., 
N.  W.,  WASHINGTON,  D.  C. 

Consulting  Expert  in  Patent 
Causes.  U.  S.  and  Foreign  Pat- 
Send  for  leaflet  on  “REJECTED  PATENT  APPLICATIONS”. 
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Please  mention  The  Bustness  Man’s  Magazine  when  wrtttng  to  advertisers. 


THE  LARGEST  EXPANSION  LOOSE  LEAF  DEVICE 
ON  EARTH  PATENTED 

••• 

OPilu  Maximum  Expansion 


1  inch  Back 
Expanding^ 
to  inch 


PERFECTLY  FLAT  OPENING 


2  inch  Back 
Expanding 
to  7  inch 


LrOOSB  LpEAH  LrEDGER 

Adaptable  for  any  Loose  Leaf  Book, 
Dockets,  Albums,  Etc. 


SPECIAL  ATTENTION  is  called  to 
our  No.  3  "Favorite”  Ledger,  1  inch 
back,  y^  Russia  and  black  cloth,  heavy 
single  board  covers,  complete  with 
200  sheets  (9^x11%)  including  gold 
on  Russia  index . 


$6.50 


Ask  for  PRICE  LIST  for  other  Sizes  and  Styles 
BEST  TERMS  TO  THE  TRADE 

A.  OPAL,U,A 


720  Girardi  Bldg. 


CHICAGO,  lUU. 


A  QUART  OF  RED 
INK  FOR  25  CENTS 


ALLEY’S  INK  POWDER  makes  the  best  and 
most  lasting  ink  for  all  record  purposes, 
specially  adapted  for  office  use.  Why  pay 
three  and  four  times  the  amount  for  ink  no 
better.  Alley’s  black  ink  is  jet  black,  flows 
easily  and  will  not  fade.  One  quart  of  either 
red  or  black  by  mail,  25c.  Agents  wanted. 

SUFFOLK  INK  CO.,  ^  CHELSEA,  MASS. 


SANITARY 

+ 

PARAGON 


BOOKKEEPERS’  FAMILIES 

PARAGON  YOUR  WASH 


An  absolutely  sanitary  and  efficient  method  of 
washing  clothes.  System  used  by  all  leading 
hospitals,  hotels  and  institutions  all  over  the 
world.  Dangers  and  drudgery  of  wash-days 
scientifically  abolished.  A  small  investment 
means  a  saving  of  $100  per  year  for  the  aver¬ 
age  household.  Write  at  once  for  free  booklet 
“O,”  describing  this  wonderful  invention. 

PARAGON  MANUFACTURING  CO. 

9S2  Monadoock  BIk.,  Chicago,  III.  II9I  3rd  Avenue,  New  York 


SEND  FOR  OUR  FREE 
SAMPLE  LINEN  HING¬ 
ED  LEAF  AND  A  CATA¬ 
LOGUE  OF  OUR  LOOSE 
LEAF  DEVICES  ^  ^  ^ 


H.  H.  HOFFMANN  &  CO. 

180  Monroe  Street 
CHICAGO  ILLINOIS 


DON’T 


BLAME 


Your  Peni 


USE 


CHEMICAL 

WRITING  FLUID 
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FRANK  BROAKCR.  C.  P.  A.  No.  1 

Has  been  retained  to  instruct  and  supervise  the 

EXPtRT  ACCOUNTANCY  COURSE  BY  CORRESPONDENCE 

Designed  to  qualify  COMPETENT  BOOK-KEEPER.S 

for  private  or  public  practice  and  to  pass  the 


ANY  STATE 

PERSONAL  INSTRUCTION 


C.  P.  A.  EXAMINATIONS  IN 

NEW  CLASS  FORMING  FOR 

FOR  GENERAL  INFORMATION  TERMS,  ETC.,  ADDRESS 

THE  TECHNIQUE  OF  ACCOUNTICS,  (INC.)  150  Na.ssa.u  St.,  NEW  YORK 


YOUR  CROOKED  LEGS- 


Made  to  appear  Straight  by  the 
Perfect  Leg  Form.  Undetect¬ 
able.  Fits  any  leg.  Fight  as  a  feather. 

Perfectly  comfortable.  Sent 
postpaid  in  plain  package  with  com¬ 
plete  instructions  for  only  two 
dollars  ($2,00).  Correspondence 
confidential.  Write  today. 

*THE  SYM-FORM  CO. 

204  Monroe  St,,  Chicago,  III, 

’ — *^Havo  Some  Styte  About  You^^ — 

Business  Law  in  Brief 


TWO 

CONCISE 


lAw  n 


ICTIONARY 

A  COPY  . 

COMPREHENSIVE. 


Second  Edition 

360  PAGES.  6.000  DEFINITIONS.  400  CROSS  REFERENCES 

Handy  Publishing  Company 

123  LIBERTY  STREET  NEW  YORK  CITY 


ASTHMA 


CURED  TO  STAY  CURED 

No  relapse.  No  return  of  i 
choking  spells  or  other  asth-  j 
matic  symptoms.  Whetzel 
system  of  treatment  ap-  ] 


proved  by  best  U.  S.  medical  authorities  as  the  only  system 
mown  to  permanent-  CD  CC  TCCT  TDCATliCIIT 
ly  cure  the  disease.  rllbC  I  Cd  I  I  nCA  I  IrltN  I 

including  medicines,  prepared  for  anyone  giving  full  descrip- 
tionof  the  case  and  sending  names  of  two  asthmatic  sufferers. 

Addreso  PRANK  WHETZEL,  M.  D. 

Dept.  18  American  Express  Building.  Chicago. 


\>W50  Bl)Y5AI/2H.R(iAS0LINE 
MARINE  ENGINE 

WE  PAY  FREIGHT 
STAND  EVERY  TsEST 


the  most  powerful  engine  ever  put  in  a  boat 
Transform  your  Row  Boat  into  a  Launch. 
$00  50  We  make  it  easy  for  yon  to  install.  $00  50 
00^^  Do  it  now  at  your  idle  moments. 

We  make  engines  for  all  sizes  of  Boats. 

Dept.  M,  DETROIT  ENGINE  WORKS,  Detroit,  Mich. 


LEPAGE’S  GLUE 


None  genuine 
without 
This  Label. 
RCSSU  CE9IBNT 


BTRONGES* 
IIMTME 

_ _ _ _  W0F»l_0 

Does  not  set  quickly  like  the  old  style  glue, 
and  has  four  times  the  strength  (Official 
test,  1  in.  sq.  hard  pine  butted,  registered 
1620  lbs.  before  parting).  Used  by  the  best 
mechanics  and  mfrs.theworldover.  Inval¬ 
uable  in  household  use,  for  Furniture, 
China,lvory,  Books,  Leather,and  wherever 
a  strong  adhesive  is  desired.  1  oz.  bottle 
or  collapsible  self-sealing  tube  (retails  10c.) 
mailed  for  12c.if  yourdealer  hasn’t  our  line. 

If  PACE’S  PHOTO  PASTE, 

2  oz.  size  retails  6c. ;  by  mail,  10c. 

PACE’S  MUCILAGE, 

2  oz.  size  retails  6c. ;  by  mail,  10c. 

CO.,  138  Essex  Are..  Gloucester,  JBMa, 


THE  Star  Hat  (oat  &  towel 

RACK. 


MADE  OF  V 

BRASS  AND^ 
STEEL,  FINISHED' 


IN  NICKLI 


- -  PLATE 

AND  OXIDIZED  COPPER. 

Azents  Wanted.  hATHEWAY  NIFG,  CO..  Bridgeport,  Ct. 


BOOKKEEPERS,  THE  AGE  LIMIT  HAS  BEEN  SET  AT  40 ! 

Be  wise  in  time  and  qualify  for  an  independent  calling. 

The  profession  of  Auditing  offers  the  best  field  for  utilizing  your  experience  and  talents. 

My  New  Book  PRACTICAL  AUDITING 

teaches  the  subject  in  a  practical  manner  by  describing  the  method  of  making  a  Commercial  Audit,  from  the  proper  point 
of  beginning  through  to  the  Auditor’s  final  report. 

The  text  is  arranged  to  accord  in  chronological  order  with  the  procedure  to  be  followed,  and  states  the  principle  in¬ 
volved  in  each  feature  of  the  Audit  along  with  the  necessary  directions. 

No  Other  Book  on  This  Subject  Presents  This  Feature 

The  Controlling:  Account,  which  is  the  key  to  short-cut  Auditing,  is  here  for  the  first  time  fully  explained 
and  given  due  prominence  as  a  factor  in  Auditing. 

There  are  also  a  series  of  General  Notes  which  impart  the  rules  of  practice  as  followed  by  the  best  Auditors. 

In  Short,  This  Book  Tells  You  What  To  Do  and  How  To  Do  It 

The  manual  is  designed  for  the  use  of  progressive  Bookkeepers,  Accountant  Students,  Auditors  and  Business  Men. 

Price  by  mail,  $2.00  net.  Descriptive  circular  on  request. 

GEO.  B.  RENN,  267  (B)  LINCOLN  AVENUE,  CHICAGO,  ILLINOIS. 

Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


THE  INDEX  TO  ADVERTISEMENTS 
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SEND  FOR  A 

Crowther  [  Envelope  ]  Moistener 

Patented  March  u,  1905 

A  sensible  Xmas  Gift;  saves  time,  does 
neat  clean  work  and  always  ready  for  use. 
Moistens  flaps  of  any  size  envelopes,  prac¬ 
tical  in  every  way.  No  office  complete 
without  one. 

Sent  postpaid  for  one  dollar. 

HARRY  CROWTHER, 

Box  1061.  SHELTON,  CONN. 


Brains  and  Failure 

There’s  one  “system”  you  can  not  buy,  nor  acquire  by  simply 
aining:  more  knowledge— that  with  Brains,  in  the  office  of  your 
ead.  Why  sink  into  a  wooden  man?  Learn  how  to  wake  brains; 
how  to  train  and  place  mind,  and  Memory,  on  a  business  basis.  Get 
ERBES’  BRAIN  BOOK  based  on  hard  mother  earth  facts  and 
on  the  author’s  new  law  of  flesh  and  blood  m  brain  evolution. 
Only  $1.30  postpaid.  Be  master  and  “ready  for  business.” 

The  Promethean  Publishing  Co. 

622  N.  Rockwell  Street  CHICAGO,  ILLINOIS 


PATENTS,  TRADEMARKS, 
COPYRIGHTS 

SPECIALTY— “Working  on  the  Failures  of  Others” 
Twenty-five  Years’  Active  Practice 

SIGGERS  &  SIGGERS,  Suite  19,  N.  U.  I.  Bldg.,  Washington,  D.  C. 


MONTHS  FREE 

If  you  are  interested  in  any  kind  of  investment.  Oil,  Min¬ 
ing,  Plantation,  Industrial,  Lands,  Stocks,  Bonds,  Mort- 
g^es,  etc.,  send  us  your  name  and  address  and  we  will  send  you 
The  Investor’s  Review  for  3  months  free  of  charge.  A  joumaf  of 
advice  for  investors.  Gives  latest  and  most  reliable  information 
concerning  new  enterprises.  Knowledge  is  power.  Great  oppor¬ 
tunities  come  and  go.  Great  fakes  likewise.  Get  posted  be 
investing.  Write  to-day. 

INVESTOR’S  REVIEW,  -  1314  Gaff  Building,  CHICAGO,  ILL. 


OCfl  CDCir  Two  solid  Gold  Medals  and  one  Silver  Medal  given 
VWW  rilkk  as  prizes  to  users  of  FAUST'S  PATENT  MYOGRAPH. 

Any  Student  or  clerk  could  win  one  of  these 
prizes.  Send  25  cents  (our  sample  price, 
postpaid)  in  silver  or  stamps,  and  we  will 
mail  you  an  elegant  German  Silver  Myo¬ 
graph:  also  enroll  you  as  a  competitor  in 
the  Gold  and  Silver  Medal  Contest.  No 
work  on  your  part — you  simply  write  a 
specimen  following  instructions  which  we 
enclose  with  the  Myograph  Users  of  Faust’s 
M-yograph  are  always  good  penmen.  It  prevents  and  cures  writer’s  cramp. 
Order  at  once.  AU'rO  PEN  &  IKK  IIIFG.  00.,  42  Dearborn  Street,  Chicago. 


SHORTHAND 


lars. 


BY  MAIL.  We  teach  the  most  wide 
used  system  in  the  world.  The  most 
complete  and  scientific  course  ever  of- 

-  fered.  Write  for  free  booklet  and  pnr- 

8TANUAUD  COKRESPONDENOE  SCHOOLS,  -  CHICAGO,  ILL. 


$SSSto$l02i 


PER  DAY  easily  made  in 
spare  time.  No  peddling 
or  canvassing.  For  partic¬ 
ulars,  write  to  C.  G.  FECHNER,  Trenton,  Illinois. 


Wt 


The  Duryea  Pen  and  Pencil  Rack,  Price  40  cts. 


Adjustable  Clamp. 


Handsome  Cherry  Block 

Fine  Coil  Wire  Spring 

Everything  in  Sight 

DURYEA  CO. 

108  Fulton  St.  New  York,  U.  S. 


A. 


Attached  to  Desk 


I  IsTEED 

The  Hit  of  the  New  York  and  Boston 
Office  Appliance  Shows 

C.  THE  DUNCAN  ENVELOPE  MOISTENER  for 
Envelopes,  Stamps,  Labels,  Fingers  when  count¬ 
ing  paper  money,  and  it  also  makes  a  handsome 
paper  weight.  It  needs  no  cleaning.  It  does 
not  get  gummed  up. 

CL  Every  machine  guaranteed,  Price,  50  Cents. 
Order  from  your  dealer  or  send  65  cents  and 
get  one  prepaid.  Liberal  Terms  to  Agents 

.  LEWIS  S.  DUNCAN  &  CO.,  miiaide.La.t  NEW  YORK 


Please  mention  The  Buswe^s  Man’s  Magazine  when  writing  to  advertisers. 
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The  First  Gleam  of  Sunshine 

to  brighten  thousands  of  homes  has  been  a  Life 
Insurance  Policy  in  The  Prudential.  Are  you  willing 
to  look  around  the  bountiful  Christmas  table  and 
know  that  you  haven’t  saved  a  cent  against  the  day 
when  your  family  may  be  sitting  there  without  you? 

Now  is  the  time  to  act.  Secure  a  Prudential 
policy  and  hand  it  to  the  wife  and  family  at  Christ¬ 
mas  dinner.  It  will  be  the  best  Christmas  you  have 
ever  enjoyed. 

Write  for  Plgns  and  Payments  today,  to  Dept.  125 

THE  PRUDENTIAL 

Insurance  Company  of  America 

INCORPORATED  AS  A  STOCK  _COMPANY  BY  THE  STATE  OF  NEW  JERSEY 

JOHN  F.  DRVDEN,  Prest.  Home  Office,  NEWARK,  N.  J. 


Please  mention  The  Business  Man’s  Magaiiinf  xvben  writing  to  advertisers. 


THE  SLICKEST 
PEN 

EVER  MADE 


lyauiSi 


Are  You  a  Crank  ? 


IMITATED  EVERYWHERE 
EQUALLED  NOWHERE 


We  know  thousands  of  penmen  who  really  didn’t  know  how  well  they 
could  write,  simply  because  they  were  too  cranky  to  quit  using  a  pen  that 

would  not  do  good  work. 

They  all  sent  us  15  cents  for  samples  of  pens. 


WHY  DON’T  YOU 


Send  us  the  15c.  for  30  styles  of  real  pens. 
You  will  receive  the  pens  promptly,  mounted 
on  a  Souvenir  Sample  Card. 


The  Best  Penmen  in  the  World  tell  us  that  we 
make  the  Best  Pens  ever  made. 

Of  course  we  do— people  have  been  telling  us  so 
for  the  last  30  years. 

Are  you  married  to  an  inferior  quality  pen? 


CLUCINUM 

PENS 


MANUFACTURED  ONLY  BY 


The  Turner  &  Harrison  Pen  Manufacturing  Co.,  Lnc. 

FALCON  PEN  WORKS  R.  Malpass,  Treasurer  PHILADELPHIA,  PA. 


BEWARE  OF 
IMITATIONS 


ACCEPT  NO 
SUBSTITUTE 


MARK. 


t 
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